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[bookmark: _Toc236131612]Section1: Costco Wholesale Corporation: Strategic Analysis of Market Entry into India
[bookmark: _Toc236131613]1. Organisational Classification and Global Strategy
Costco Wholesale Corporation fits the definition of a global strategy organisation in the Bartlett and Ghoshal integration-responsiveness framework (as expounded in Transnational Management, latest edition, 2025) because of the characteristics of the Costco model: standardized warehouse format with about 140,000 square feet, limited stock keeping unit (SKU) selection of around 4,000 items, strict cost discipline and membership fee income source which create economies of scale and operationally consistent system across borders (Costco Wholesale Corporation, 2025). Such a business model requires high level of global integration and provides very limited scope for adapting the core operating system into a multi-domestic one.
Some level of selective responsiveness takes place. The product mix is adapted according to regional preferences, membership fees are adjusted and regulatory compliance with local labelling and food safety requirements takes place. However, the extent of adaptation is low compared to the level required by the high integration and responsiveness of the truly transnational corporation (Bartlett, Beamish and Delios, 2025; Collinson et al., 2024). Moreover, the geographical reach of Costco reinforces its global classification: by the end of fiscal year 2025, the company had 914 warehouses in 14 countries, where the US continues to provide the major part of revenues and “Other International” segment provides around 14 percent (Costco Wholesale Corporation, 2025).
Under the global strategy, value creation is based on three ownership advantages of the firm: strong and reliable brand, excellent supplier relations providing favorable prices and unique products, membership structure providing loyal clients and stable cash flow. Since the core operating system transfers relatively easily across borders, such firm-specific advantages may be exploited in different countries at relatively low configuration costs (Dunning and Lundan, 2008; Hill, 2023). Still, there are certain constraints imposed by the business model: the need for large contiguous land plots, advanced logistics capabilities, mass market of middle class car owners; markets lacking these features can be accessed only through the major dilution of standardized format (Benito et al., 2022; Pitelis, Teece and Yang, 2024).
Thus, Costco's international strategy has been oriented towards the regions allowing its high volume and low margin economics with minimal localization. As follows from the above, the company's strategic stance has immediate implications for the case of India. In any case, Costco will try to apply its standardised warehouse format and membership economics while accepting only those product and operational changes as far as it is really required for compliance with the local laws and preferences of the consumers. The organizational classification, thus, helps to formulate the analysis of the macro environment of India and the appropriate entry mode (Collinson et al., 2024; Bartlett, Beamish and Delios, 2025).
[bookmark: _Toc236131614]2. Macro-Environmental Appraisal and Market Attractiveness
A systematic assessment of the political, economic, legal and cultural environment in India is vital for analyzing the desirability of the market for Costco's warehouse-club business format and using the OLI (eclectic) framework of Dunning (Dunning and Lundan, 2008). The following analysis assesses each dimension with regard to their specific applicability to a club retailing concept as well as drawing on recent empirical data from the literature (Collinson et al., 2024; Hill, 2023). The analysis also takes into account competitive pressures and infrastructural limitations that affect the conversion of opportunities at the macro-level to performance at the firm level (Patil, Borle and Singh, 2023; IBEF / Deloitte-FICCI, 2025). It is only through such an assessment of multiple dimensions that the real balance of location advantages and institutional limitations of Costco can be adequately determined (Bartlett, Beamish and Delios, 2025; Pitelis, Teece and Yang, 2024).
[bookmark: _Toc236131615]2.1 Political Environment
India has a federal parliamentary democratic system, where power is shared between the government at the centre and the states (Chakraborty, 2022). Since 2014, the central government of India has adopted a reformist approach to governance with the slogan “Make in India” and “Atmanirbhar Bharat”. Despite the above, policy relating to retail sector has remained highly political (Kedar, Karlekar and Gosavi, 2025). Due to the large employment base in traditional kirana stores and political significance of small scale traders, multi-brand retail is an area where foreign investment will quickly turn into a political issue (Chakraborty, 2022; Saluja, 2025). Multi-brand retailers will, therefore, face high political risk due to the likelihood of changes in policy, state level opposition and increasing demands for localization requirements (Meyer and Tse, 2025; Witt and Ciravegna, 2025).
While the central government has allowed up to 51 per cent of foreign direct investment (FDI) in MBRT via government approval route since 2012, the actual implementation process has been left to individual states (DPIIT, 2020; Beacon Filing, 2026). At the beginning of 2026, only a few states have formally expressed support for the establishment of MBRT outlets and even then a political turnover can nullify previous approvals (Beacon Filing, 2026; Dubey, Gupta and Agarwal, 2024). In such a dual political system, the transaction costs involved in location selection increase, leading to an increased probability of using non-market approaches such as lobbying, building coalitions with local stakeholders and careful opening sequence of stores (Meyer and Tse, 2025; Witt et al., 2023). The political division of retail policy thus forms a structural aspect of the Indian institutional environment rather than a short-lived anomaly (Chakraborty, 2022).
Geopolitical factors increase complexity even further. Costco is an American firm (Costco Wholesale Corporation, 2025). The improved alignment between India and the US in terms of geopolitics in the Indo-Pacific region is beneficial. The rising trend of economic nationalism and politicization of supply chains in emerging markets around the world is unfavourable for Western retailers, however (Tung, Zander and Fang, 2023; Witt et al., 2023; Sinani et al., 2026). Generally, it may be said that the political environment is moderately favourable for long term investment, but there is short and medium-term risk of regulatory challenges and state-level opposition (Meyer and Tse, 2025). The entry strategy should thus necessarily include political risk management as an integral aspect (Witt and Ciravegna, 2025; Thein et al., 2024). The political dimension thus shapes both the feasibility and the sequencing of any potential Costco presence in India.
[bookmark: _Toc236131616]2.2 Economic Environment
The long-term economics of India offer an exciting opportunity. Growth in real GDP is robust at more than 6 per cent annually while the retail market is forecast to grow from about US$1.06 trillion in 2024 to US$1.93 trillion by 2030—compound annual growth rate of about 10 per cent (IBEF / Deloitte-FICCI, 2025). The organised retail sector remains under-penetrated compared to its peers among emerging economies offering a lot of potential room for development of modern formats (Patil, Borle and Singh, 2023). Demographics offer additional positive dynamics with the growth of the middle-class population, increasing disposable incomes and Generation Z consumers set to comprise 43 per cent of all consumption by 2025 having spending power of US$250 billion (IBEF / Deloitte-FICCI, 2025). Online retail is forecast to increase quickly too, from US$75 billion in 2024 to US$260 billion by 2030 despite being currently off-limits for multi-brand operators under FDI rules (DPIIT, 2020; Beacon Filing, 2026).
On the other hand, there are several aspects of the economy of India that present significant obstacles for Costco's business model. First of all, average household incomes are much lower in India compared to the levels in Costco's current markets (Costco Wholesale Corporation, 2025; Hill, 2023). This constrains the potential addressable market for a fee-based warehouse model which relies on high average ticket size and car shopping trips (Kumar et al., 2022). Secondly, the share of sales through the unorganised retail channel remains dominant while online and quick commerce channels are growing fast and intensify the competition in physical retail (Patil, Borle and Singh, 2023; IBEF / Deloitte-FICCI, 2025). Thirdly, there are infrastructure deficiencies related to cold chain logistics, last mile delivery and availability of large plots of land for warehouse stores in urban high density locations (Hill, 2023; Collinson et al., 2024; Stoian, Tardios and Samdanis, 2024).
Therefore, from the standpoint of the Dunning's Location (L) advantages, India looks like a mixed story (Dunning and Lundan, 2008). Large and growing size of the consumer market is a strong pull factor, but institutional deficiencies and infrastructure shortages make this location not as attractive for a capital intensive warehouse store (Stoian, Tardios and Samdanis, 2024; Benito et al., 2022). Costco will have to make substantial investments into back-end infrastructure just to unlock its ownership advantages which requirement is already built into the FDI terms for MBRTs (DPIIT, 2020; Saluja, 2025). Thus, while the economic situation supports a strategic long-term commitment, the short-term financial performance is likely to be limited (Pitelis, Teece and Yang, 2024). Therefore, the economic rationale of entering this market is better understood when looked at through a multi-year strategic perspective than based on short-term ROIC targets (Hill, 2023; Collinson et al., 2024).
[bookmark: _Toc236131617]2.3 Legal and Regulatory Environment
Law and regulation represent the most binding entry option constraint for Costco. According to the Consolidated FDI Policy, the Multi Brand Retail Trading (MBRT) business sector operates under the ceiling cap of 51 per cent FDI and is required to obtain government approval rather than operating in an automatic route (DPIIT, 2020; Beacon Filing, 2026). The key mandatory requirements include the following: at least US$100 million of FDI; 50 per cent of the first US$100 million to be used to create backend infrastructure (including cold chain, warehousing, logistics) within three years; mandatory 30 per cent sourcing of manufactured and processed products from Indian MSMEs; the stores must be located only in cities with populations exceeding one million according to the 2011 Census; and prohibition of e-commerce operations for any MBRT firm that obtained FDI (Chakraborty, 2022; Saluja, 2025; Dubey, Gupta and Agarwal, 2024). Overall, these requirements raise both capital requirement and operational complexity (Kedar, Karlekar and Gosavi, 2025).
Moreover, each state government must independently give its consent on allowing MBRT stores to operate in its territory (Beacon Filing, 2026). Such dual-level approval process creates a great deal of uncertainty and red tape. As of 2026, no big foreign multi-brand retailer has been able to create a national presence within the framework of 51 per cent FDI policy (Beacon Filing, 2026; Chakraborty, 2022). In contrast, 100 per cent FDI is allowed in single brand retail trading automatically. However, since the product mix at Costco includes many different categories, it cannot be regarded as single brand retailing (DPIIT, 2020; Saluja, 2025). The legal framework thus limits possible governance options for a potential new entrant (Wan et al., 2023).
As a result, all these regulatory aspects directly undermine I advantages (Dunning and Lundan, 2008). Great institutional distance, mandatory local joint venture and prohibition on online sales make the protection of proprietary knowledge and implementation of standardized global operating system of Costco more expensive (Wan et al., 2023; Brouthers et al., 2022; Ego and Pidun, 2025). Therefore, any feasible entry model should not only comply with the FDI policy formally but also overcome informal constraints that have so far discouraged equity investment in multi-brand retailing by foreign companies (Meyer and Tse, 2025; Kashyap et al., 2026). The legal environment thus shifts the balance of advantages towards collaborative rather than wholly-owned entry models and highlights the importance of proper partner choice and contract design (Brouthers et al., 2022; Zhou, Gomes and Vendrell-Herrero, 2025).
[bookmark: _Toc236131618]2.4 Cultural Environment
In turn, cultural factors influence not only consumer acceptability of the warehouse-club business model but also internal company management of its Indian subsidiary. Price sensitivity along with growing consumer aspirations for branded products of high quality are among typical characteristics of Indian customers (Patil, Borle and Singh, 2023; Kumar et al., 2022). However, shopping continues to focus on frequent small-scale purchases in the neighbourhood stores (IBEF / Deloitte-FICCI, 2025). Owning a car is also becoming more common in India but the share of the population having a car is much lower compared to developed countries where Costco operates (Costco Wholesale Corporation, 2025; Hill, 2023). The idea of making an annual fee to buy products from a warehouse-club is quite new for Indian consumers and requires continuous educating (Kumar et al., 2022; Collinson et al., 2024).
From the point of view of organisational culture, relatively high power distance and collectivist mentality in India suggest that it may be more beneficial to implement a hierarchical approach to management and building relationships with suppliers rather than the lean egalitarian culture of Costco in North America (Collinson et al., 2024; Macro and Ott, 2024). In addition, cross-cultural adaptation of expatriate managers as well as developing managerial skills among local workforce able to understand Costco's operating philosophy represents a non-trivial organisational challenge (Stoian, Tardios and Samdanis, 2024; Schotter et al., 2025). Otherwise, human resources management and interaction with suppliers can lead to the loss of the transferred ownership advantages as well as inconsistency of the global model (Pitelis, Teece and Yang, 2024; Bartlett, Beamish and Delios, 2025). Cultural distance increases the necessity to have a partner capable of overcoming institutional and behavioural barriers while Costa itself invests into developing managerial capacity in India (Macro and Ott, 2024; Kashyap et al., 2026).
[bookmark: _Toc236131619]2.5 Competitive Dynamics and Infrastructure Constraints
Apart from the classical PEST dimensions, two more variables affect the attractiveness of the market to the entry of Costco. Firstly, the level of competition in the Indian organized retail sector has sharply grown due to the rise in the number of conglomerate retailers within the country (specifically, Reliance Retail) as well as fast growth of the online and express retailing platforms (Patil, Borle and Singh, 2023; IBEF / Deloitte-FICCI, 2025). These players have already established themselves in the market with their extensive networks of stores, efficient last-mile capabilities and profound local expertise, which an incumbent warehouse retailer will have to face (Hill, 2023; Collinson et al., 2024). Secondly, the lack of appropriately sized parcels of land and the poor development of cold chain and logistics infrastructure increase both the capital intensity and complexity of the business (Stoian, Tardios and Samdanis, 2024; Benito et al., 2022). These difficulties, combined with the obligation to allocate 50 percent of the initial investment into back-end infrastructure according to the regulations, result in the need for the establishment of the capabilities that the indigenous competitors may have (DPIIT, 2020; Saluja, 2025).
[bookmark: _Toc236131620]2.6 Application of the OLI Framework and Overall Market Attractiveness
Dunning’s eclectic paradigm supplies a coherent framework for synthesising the preceding analysis (Dunning and Lundan, 2008). 
[image: ]
Figure 1: OLI Framework
(Source: Self-developed)
The company benefits from considerable ownership (O) assets: strong brand recognition, membership-related business economics, advanced inventory management and logistics processes, and considerable experience of adapting its warehouse format abroad (Costco Wholesale Corporation, 2025; Kumar et al., 2022; Hill, 2023). All these firm-specific resources are fairly mobile and might, theoretically, be used to enter India (Pitelis, Teece and Yang, 2024; Bartlett, Beamish and Delios, 2025).
Regarding location (L) advantages, their character is generally positive but ambiguous. Large potential of the country’s absolute market size, continuous growth prospects, and demographic dividend provide powerful demand-side incentives to enter (IBEF / Deloitte-FICCI, 2025). However, institutional gaps, lack of adequate infrastructure, political sensitiveness regarding multi-brand retail, and complex regulation by the states reduce the overall L-advantages in comparison with other emerging markets offering more straightforward FDI regimes (Stoian, Tardios and Samdanis, 2024; Meyer and Tse, 2025; Chakraborty, 2022). Finally, internalisation (I) advantages face restrictions set by the 51 per cent FDI ceiling, mandatory local partnerships, and ban on e-commerce (DPIIT, 2020; Beacon Filing, 2026). This means that the company will have to share control and compromise integrity of its operating system (Wan et al., 2023; Brouthers et al., 2022; Ego and Pidun, 2025).
Combining all the elements of the OLI approach helps arrive at a clear-cut conclusion about the nature of India: the country represents an attractive yet challenging market (Dunning and Lundan, 2008; Benito et al., 2022). Attractiveness stems from growth opportunities and under-development of retail warehouses in the country; unattractiveness is determined by regulatory restrictive measures, political risks, infrastructure deficiencies, and necessity of heavy adaptation of the business model and governance structures (IBEF / Deloitte-FICCI, 2025; Chakraborty, 2022; Patil, Borle and Singh, 2023). All this points at the fact that complete and full-scale entry through ownership of stores is currently neither legal nor feasible (Wan et al., 2023; Brouthers et al., 2022). However, collaborative entry could help the company to explore the market, gain experience and form necessary relational assets (Zhou, Gomes and Vendrell-Herrero, 2025; Kashyap et al., 2026; Ego and Pidun, 2025).
It should be noted that up until 2025–2026, the only confirmed activity of Costco in India is Global Capability Centre in Hyderabad which deals exclusively with technology and shared services, not retail (Reuters, 2025). Limited presence of the company on the Indian market means that the company does not operate any stores, hence meeting the criterion of “no significant operational presence as of 1 June 2026” (Costco Wholesale Corporation, 2025; Reuters, 2025). At the same time, presence of the capability centre gives an insight into organizational familiarity with institutional and HR aspects of doing business in the country (Schotter et al., 2025; Macro and Ott, 2024).
In conclusion, it is possible to say that both macro-environmental analysis and OLI framework lead to the same strategic decision: India requires a staged and collaborative approach rather than aggressive and high-control strategy (Dunning and Lundan, 2008; Bartlett, Beamish and Delios, 2025; Pitelis, Teece and Yang, 2024). Together, political, economic, legal and cultural factors, as well as competitive and infrastructural limitations, clearly indicate that the path of joint venture will be appropriate. In this regard, next section discusses implications of this diagnostic in terms of entry mode choice and strategy formulation (Wan et al., 2023; Brouthers et al., 2022; Zhou et al., 2025). In line with the general theory of entry modes and institutional constraints, collaboration appears to be advantageous when there are both formal and informal barriers to entry (Brouthers et al., 2022; Wan et al., 2023; Ego and Pidun, 2025; Kashyap et al., 2026). Therefore, the macro-environmental findings presented in this section represent a solid basis for entry mode recommendations made in Section 3.
[bookmark: _Toc236131621]3. Entry Mode Strategy and Strategic Synthesis
In light of the OLI framework and the identified macro-level constraints, the most suitable entry mode for Costco would be a joint venture that fits within the 51 per cent FDI ownership restriction while maximizing possible levels of operational control over the venture. This is based on institutional theories, transaction cost economics and entry-mode research (Dunning and Lundan, 2008; Wan et al., 2023; Brouthers et al., 2022).
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Figure 2: Entry Mode Strategy and Strategic Synthesis for Costco's Entry into India
(Source: Self-Developed)
Other entry modes are not viable from either a legal or strategic perspective. An entirely owned subsidiary is not possible due to the ownership cap of 51 per cent (DPIIT, 2020; Beacon Filing, 2026). Purely exporting or licensing fails to transfer the physical warehouse experience and membership benefits, which are the company’s competitive advantages (Costco Wholesale Corporation, 2025; Kumar et al., 2022). Franchising is not a good option since Costco has not used franchise and maintains tight control over merchandising, pricing, and suppliers (Hill, 2023). An acquisition of an existing MBRT would also require government’s approval due to the ownership ceiling, as well as would bring the liability of the heritage operations (Kashyap et al., 2026; Amankwah-Amoah et al., 2022; Schmitz and Parente, 2024).
There are at least four major reasons why a joint venture in greenfield mode can be beneficial. Firstly, it satisfies the statutory requirements concerning ownership and partnering with Indians (DPIIT, 2020). Secondly, it is easier for a properly chosen partner to provide political capital, land assembly and knowledge of the state regulatory practices since the approval procedure is twofold (Beacon Filing, 2026; Meyer and Tse, 2025). Thirdly, the joint venture allows gradual investments by starting with opening warehouses in one or two supportive states (such as Maharashtra or Haryana), thus obtaining learning by doing and early cash flows before entering other locations (Zhou, Gomes and Vendrell-Herrero, 2025). Finally, the mandatory $100 million investment and 50 per cent infrastructure requirement can be shared between partners, thus reducing the burden for Costco (Saluja, 2025; DPIIT, 2020).
Design factors for the joint venture would include at least four elements. Firstly, Costco should negotiate a majority of operational control through the board composition, management contracts and brand licenses that would secure the protection of its know-how and standards (Brouthers et al., 2022; Wan et al., 2023). Secondly, the shareholders’ agreement should include clear provisions about the exit and escalation of disagreements that would minimize partner opportunism (Ego and Pidun, 2025). Thirdly, the geographic expansion strategy should take into account the sequence of states, which have officially expressed their support for MBRT and have fairly advanced logistics infrastructure (Beacon Filing, 2026). Fourthly, there should be additional investments in educating consumers who are unfamiliar with the idea of membership benefits (Kumar et al., 2022; Zhou et al., 2025).
In the long run, in case of changes in the FDI regulations, or reclassification of product lines under the single brand regime, Costco can either raise the share or use a multi-format approach (DPIIT, 2020; Saluja, 2025). However, until these regulatory changes come, the joint venture remains the only feasible solution that combines compliance with regulation and strategic flexibility (Wan et al., 2023; Brouthers et al., 2022).
The recommended joint venture entry corresponds with the organizational classification of Costco. The company will transfer its standardized warehouse model and membership model – this means high global integration – and will rely on the local partner for institutional navigation and minor product customization, which implies selective local responsiveness (Bartlett, Beamish and Delios, 2025). This is consistent with recent empirical research, according to which a high-involvement lower-equity entry mode can be effective when there is a high institutional distance, and the relational resources complement the firm’s specific advantages (Kashyap et al., 2026; Brouthers et al., 2022).
In the overall analysis of strategic opportunities and options, Costco should treat India as a strategic long-horizon option rather than a current volume market. The combination of strong ownership advantages, qualified location advantages, and restrictions in internalization clearly suggests a collaborative and phased entry (Dunning and Lundan, 2008; Wan et al., 2023). In case Costco secures a competent Indian partner, makes the required backend investments and targets states with supportive politics, it will be able to establish a beachhead where it will preserve the integrity of its global model while accumulating local knowledge (Zhou et al., 2025; Kashyap et al., 2026). Such approach maximizes the capture of opportunities and minimizes the risks and is theoretically based on OLI framework, institutional theories, and entry-mode research (Dunning and Lundan, 2008; Bartlett, Beamish and Delios, 2025; Pitelis, Teece and Yang, 2024).
Ultimately, the success of such strategy depends not on the choice of entry mode but on the ability of Costco to cultivate capabilities for managing institutional complexities and orchestrating a hybrid global or local operating system (Pitelis, Teece and Yang, 2024; Macro and Ott, 2024; Schotter et al., 2025). In case of cultivation of such capabilities, India could become an important pillar of Costco’s international development in the next decade. Thus, this analysis suggests that Costco enter India in a joint-venture mode, gradually expanding geographically and investing in infrastructure and learning (Brouthers et al., 2022; Wan et al., 2023; Zhou et al., 2025).
[bookmark: _Toc236131622]Section 2: Reflective Account: Researching and Preparing the Macro-Environmental Appraisal
[bookmark: _Toc236131623]Introduction
This reflection will look into the process that was taken in conducting the macro environmental analysis of India for the entry of Costco into the market. This reflection uses the structure of Gibbs' reflective cycle, which consists of the following aspects: description, feelings, evaluation, analysis, conclusion and action plan. The main aim of this reflection is to show the critical understanding of the process of learning, the research methods used and the impact of the module on international business knowledge.
[image: Gibbs Reflective Cycle]
Figure 3: Gibbs Reflective Cycle
(Source: Simply Psychology, 2024)
[bookmark: _Toc236131624]1. Description
This task entailed a comprehensive examination of the political, economic, legal and cultural environment in India using the eclectic paradigm approach in order to determine the attractiveness of the market using the warehouse club business model. The study utilized module materials from Week 1 to Week 9 where emphasis was placed on lecture materials and reading on political systems, economic systems, entry modes and cultural analysis. Costco was used as the company since it fulfilled the ‘no significant operational presence’ condition while India was selected based on its potential along with the stringent multi-brand retail FDI policy in place.
The research followed three main phases. First, academic journals published from 2022 to 2026 were reviewed on entry modes, FDI policy in India, internationalization of retail and geopolitical risks. Second, official sources including the Consolidated FDI Policy, Form 10-K of Costco and industry reports were considered. Finally, these resources were synthesized into an environmental analysis framework, which was tied to the concepts of ownership, location and internalization advantages. Drafting of the paper was done to support all claims made and ensure that the paper was strategically focused.
[bookmark: _Toc236131625]2. Feelings
At first there was a mixture of confidence and nervousness. The confidence was based on the clarity of the theoretical models that were taught in the course, as these gave an immediate framework for analyzing the topic. The nervousness was due to the sheer amount of information that needed to be analyzed and incorporated, along with the need to be critical about the information and include current academic and policy papers. In the middle of the process, frustration emerged as the complex nature of the dual FDI approval system in India was realized. The frustration turned into satisfaction as the process progressed towards completion.
[bookmark: _Toc236131626]3. Evaluation
What worked well is that the entire appraisal process was based on an eclectic framework right from the start. It helped keep the environmental appraisal from becoming an isolated set of factors and maintained continuous connections between the external environment and the specific advantages of the firm. Peer-reviewed literature helped build academic credibility, whereas government policy documents and corporate disclosures helped provide empirical support. Iterative writing was also helpful since the early versions were too descriptive; later revisions helped build critical analysis of market attractiveness.
What didn’t work well was that I underestimated the amount of time it would take to reconcile regulatory information. The multi-brand retail FDI regulations in India require interpretation at both national and state levels, and it took a lot of triangulation to reconcile academic insights with primary documents.
[bookmark: _Toc236131627]4. Analysis
This exercise provided practical application for the theoretical principles learned in the module. Lessons about the political and economic environment of international business helped appreciate that while there is liberalization of policies on paper, operational openness may still be far away. This is critical in explaining the low uptake of 51 per cent FDI rule in multi-brand retail (Chakraborty, 2022; Beacon Filing, 2026). Discussion of institutional distance and internalization theory provided an insight that a move from simply describing market size needed to delve deeper into the barriers for a firm in safeguarding and transferring its ownership advantages (Dunning and Lundan, 2008; Wan et al., 2023).
Cultural case studies and readings influenced our analysis of the cultural element too. Instead of seeing culture as something to analyze after others, we discussed power distance and collectivism orientation for the effects on the acceptance of membership concept among consumers and transfer of business philosophy within the firm (Collinson et al., 2024). This process also showed the importance of multiple sources triangulation. The sole use of scholarly articles could make one vulnerable to out-of-date policy information, while sole use of government and firm documents could lack critical perspective. A combination of both made for a better assessment and reflected the requirement of managers to synthesize information under institutional uncertainty (Meyer and Tse, 2025; Stoian, Tardios and Samdanis, 2024).
[bookmark: _Toc236131628]5. Conclusion
As a whole, the process of doing the macro-environmental assessment provided valuable insights into the practical application of the theory. What makes the eclectic paradigm unique is not the ability to classify the benefits, but the challenge posed to think about the interplay between ownership, location and internalisation in a given institutional context (Dunning and Lundan, 2008; Pitelis, Teece and Yang, 2024). The lesson learned is that the numbers about the size and growth of the market become relevant only if compared with regulatory obstacles, infrastructure limitations and culture match (IBEF / Deloitte-FICCI, 2025; Patil, Borle and Singh, 2023). The initial attempts at drafting were rather descriptive, while the last part benefitted a lot from asking each paragraph what does it imply for value creation and capture.
[bookmark: _Toc236131629]6. Action Plan
There are three practical things that can be done to improve future analysis. First, time will be set aside to map out primary policy and corporate sources and scholarly literature at the very start. Second, an analysis matrix will be created for each environmental aspect and corresponding eclectic paradigm element before any writing takes place. Finally, shorter critical paragraphs will be practiced, where each paragraph will make the connection between evidence and implications more quickly. In doing so, the research process can become more efficient and critical in the future.
[bookmark: _Toc236131630]Final Reflection
Undertaking the macro-environmental analysis enabled integration of theoretical concepts learned in class with the practice of evidence-based analysis. Use of the Gibbs cycle allowed progression from describing events to examining how and why understanding was gained. Successful analysis of international business calls for an understanding of concepts like the eclectic theory and environmental scanning, critical application of those theories, management of incomplete information, and consideration of strategic implications (Bartlett, Beamish and Delios, 2025; Brouthers et al., 2022). This learning will be applied in the following parts of the assignment and further studies in the field of international business.
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