
Globalization is important for companies to explore 
international markets to enhance competitive advantage 
and to seek growth and profit. Today, decision-makers are 
focusing their attention on one of the hottest "growth 
frontiers": India. Not considering expanding a business to 
India means ignoring one of the most promising new 
markets of the decade to come because:

It is one of the fastest growing economies of the world, 
offers unique and diverse opportunities in IT, 
Manufacturing, Auto, Telecom, Infrastructure, 
Bio-sciences, Healthcare, and allied sectors.
With one of the largest industrial and enterprise base in 
the world, with 50% of its population below the age of 
25, more than 65% below the age of 35, India is one of 
the most lucrative markets for most technology 
companies in the world.
It provides huge opportunities in both B2C and B2B 
sectors simultaneously, and
It has a huge pool of skilled manpower, professional 
managers and semiskilled and unskilled labor available 
at a comparatively moderate cost, often just a fraction 
of the rates prevailing in developed countries.

India’s robust economic growth and rising household 
incomes would increase consumer spending to US$ 3.6 
trillion by 2020.
Number of smartphones is expected to grow strongly 
to over 650 million by 2019.
India's e-commerce market is expected to reach US$ 
220 billion in terms of gross merchandise value (GMV) 
and 530 million shoppers by 2025, led by faster speeds 
on reliable telecom networks, faster adoption of online 
services and better variety as well as convenience, as 
per a report by Bank of America Merrill Lynch 
(BofA-ML).

B2C: Indian eCommerce market reached $6B in 2015. A 
70% Growth Over 2014.  Projected to grow to $18B by 
2018.

B2B: India’s requirements for equipment and services for 
major sectors such as consumer goods, medical devices, 
energy, defense and security, environment, healthcare, 
high-tech, infrastructure, and transportation

exceeds hundreds of billions of dollars in the mid-term as 
the Indian economy further globalizes and expands. Now is 
the time for many International and transnational 
companies to enter and expand in the rising Indian market.

India IT spending is forecast to reach $71.0 billion in 
2016, a 6.0 percent increase from 2015, according to 
Gartner, Inc. The IT industry is being driven by digital 
business, and an environment driven by a connected 
world. The India software market is expected to reach 
$5.3 billion in 2016, a 12.8 percent increase from 
2015, according to Gartner.
India’s SMB segment is playing a significant role in 
India’s economy - employs ~40 per cent of India’s 
workforce, contributes >17 per cent to national GDP, 
has ~45 per cent share in manufacturing output and 
accounts for about 40 per cent of India’s total exports.
In FY2013, IT spend by Indian SMBs was at INR 47,200 
crores (USD 8.7 billion) – 45 per cent on hardware, 40 
per cent on IT services (implementation, support & 
training) and 15 per cent on software licensing and 
SaaS.
The SMB market is seeing a CAGR of about 15 per cent 
Y-o-Y and this growth is expected to propel the IT 
spend to cross INR 100,000 crores (USD 18.5 billion) 
by FY2018.

“Truecaller, the world’s leading verified mobile phone 
community may have its roots in Sweden, but its biggest 
market is thousands of miles away – India. Out of its 40 
million users globally, 22 million users are from India and 
account for a quarter of all Smartphone users in the 
country. Venture capital firm Sequoia’s India arm invested 
$18.8 million in a second round of funding in the company.”
Swedish fast-fashion retailer Hennes and Mauritz AB 
(H&M), 30th on the Forbes list of Most Valuable Global 
Brands, opened its first 25,000 sq. ft. store in Delhi. Global 
CEO Karl-Johan Persson says “the country (India) is a very 
promising market”.
Swedish Firm Clean Motion Launches the Zbee Electric 
Three Wheeler in India.
India is the second largest market for Uber, after USA; India 
is one of the largest markets for Amazon and 
FaceBook…And the list goes on and on…

COMPREHENSIVE MARKET ENTRY SERVICES FOR INDIA

Unique opportunities in both B2C and B2B:

Key Recent Successes:
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India’s vast population with  increasing its purchasing 
power 
Rapid shift from the low-middle classes to the 
burgeoning middle class, and an even faster increase in 
the sizes of the high and upper middle class, fueling 
growth in the economy. 
Even more pronounced is the growth of a niche 
‘super-rich’ class, now estimated to comprise of more 
than hundreds of thousands of households with net 
worth of >$1 Mn each. 

The domestic market opportunity:

The offshoring opportunity :

Companies have been taking advantage of dramatic 
growth in such consumer markets as automobiles, 
motorcycles, computers, durable goods, and cellular 
communication – all exhibiting compounded annual 
growth rates (CAGR) of 6%-29%  (estimated). 
The domestic market opportunity will further be 
boosted by a likely increase in propensity to spend and 
by the growing consumption by the young generation 
in India.

The growing size of the middle and higher 
consumer classes with increased income and 
paying capacity has spurred an increase in 
consumerism and brand consciousness 

India accounts for roughly 65% of the global off shoring market and is expected to grow at 50-60% per annum for the next 
5 years.  As a result, India provides a unique opportunity to be a profit center with a huge market as well as a very effective 
cost center.
This allows companies are able to realize significant cost savings by utilizing the highly qualified talent pool at attractive 
rates, and translate this into an important competitive advantage. 

A well-thought out and comprehensive New
Market Entry Strategy ensures success
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The intellectual capital per dollar that is available in India is 
one of the highest in the world - Jack Welch, ex CEO, GE
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The benefits of India’s human capital extend 
beyond cost:

India is also emerging as the manufacturing and 
sourcing location of choice for various industries

Many MNCs are seeking India for the superior 
management, technical talent base and well developed 
and state of art telecom, ISP and cellular Infrastructure 
that it offers. 1000s of MNCs have set up development 
centers and R&D facilities and in India and many have 
placed Indian talent in key positions in their 
organizations both locally and globally. 

India is considered a low cost leader a regional base for 
the high quality production of some manufactured 
goods such as automotive components, engineering 
equipment, power equipment, and medical systems.

INOVEZ INDIA MARKET ENTRY SERVICES
It is important to understand the market you plan to enter along with the culture, local customs, the regulatory and 
compliance issues, etc. before making strategic decisions with far-reaching consequences. Market entry needs an 
established local partner who understands the local marketplace and the dynamic business landscape. With our established 
presence in India, we are in a unique position to provide highly targeted market entry services for companies trying to enter 
India and to act as representative offices. 
Inovez extends complete support, tailored to the needs of small and medium-sized companies to successfully enter the 
Indian market.

Exploration Due Diligence Strategy & 
Execution Grow & Sustain
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Strategy Plan Finalization 
& Roll out of the Business 

plan Components
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expansion & New opportunity 

exploration

Macro & Micro Business environment 
analysis

►Intent of India  Entry

►Existing Product or 
services exploration

►Company SWOT,  
structure and vision

►India relevancy

►Market Analysis & 
assessment

►Competition

►Pricing

►Break even 
analysis

►Management 
consulting

►Regulatory 
analysis

►Investment & 
company structure 
formation advisory

►Tax planning & 
accounting 
practices

►Entry strategy

►Location advisory

►Go to Market plan

►Business model 
(Traditional or BOT)

►Infrastructure and 
Support services

►Channel establishment 
with partners

►Operations roll 
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Route-to-market strategy that includes direct and channel sales strategy
Demand generation
Reference customer acquisition
On demand, elastic sales force including inside sales organization and pre and post-sales support
Ongoing marketing and sales operations oversight and management

Go to Market
Lead generation and selling is the culmination of all the market entry analysis and the resulting GTM.  Beyond strategy, 
Inovez provides comprehensive services in marketing, lead generation, lead nurturing, revenue actualization and post sales 
support.

We enable our customers to assess the growth potential through comprehensive market analysis and build a business case 
that includes the quantification of the opportunity and estimated cost of capturing that opportunity.  Once the business 
case is approved, we create an integrated market entry strategy including a GTM blueprint for execution.

Market and Opportunity 
Assessment
Feasibility Study 
Market Analysis: Location, 
Potential, Competition,
Product Range and Price 
Business case Development

Sales Planning 
Sales Productivity 
Lead Generation and 
Nurturing 
Opportunities Management 
Sales Analytics 

Product 
Marketing 
Customer Acquisition 
Deal Strategy ( JV and M&A)
Strategic Business Partners

Marketing Programs Execution 
Sales Execution 
Partner Acquisition 
New opportunity exploration
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