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1. Introduction 
A business is said to operate internationally if it offers its offerings in multiple countries, whether in terms of exporting, direct selling through subsidiaries, establishing licensing, etc (Collinson et al., 2020). The purpose of this report is to develop an understanding of international business concepts and the market entry strategy to enter into global markets. This concept is necessary to understand how an organisation can expand its operations globally and gain strategic and competitive benefits. The chosen organisation to conduct this report is GSK, which is a British Multinational Corporation and has operations in multiple countries. It is engaged in international operations. The chosen four markets were the UK, the USA, India, and China. This first part will describe why GSK can be designated as an MNC or TNC. Later, this will analyse the OLI framework, examine the cultural dimension of the emerging market, India, through Hofstede Cultural Dimension, and based on these analyses, this will provide three recommendations to add to SOPs.


2. Benefits and Challenges of International Operations
2a. Rationale for GSK being classified as an MNC/TNC
The terms stand for multinational corporation or transnational corporation, which are often used by companies interchangeably. It refers to organisations that have income-generating operations, controls, or own or coordinate in multiple countries other than their home country (Hill, 2023). These types of companies are registered and establish their headquarters in the home country and also have strategic operations in other countries, such as a production facility (Hill, 2023). GSK is a British multinational company that has value-adding operations in more than a hundred countries (GSK, 2024).
The headquarters of GSK is in Brentford, London, UK. From there, it manages and directs the overall operation of the company and its subsidiaries in different countries, providing support on governance, corporate strategies, long-term planning, and financials (GSK, 2025). Typically, the senior management remains in the headquarters along with the decision-making teams that direct others in R&D decisions, partnership decisions, marketing strategies, and medicine priorities (Collinson et al., 2020). In an MNC or TNC, the executive management and board of directors govern the activities of the subsidiaries in different countries from the headquarters (Kapiyangoda and Gooneratne, 2018).
Being an MNC, it undertakes the major decisions and policies centrally; however, some decisions need to be taken urgently and are required to be locally specific are taken locally. This ensures smooth operation in the large operational hierarchy (Prahalad and Doz, 2017). GSK meets the usual characteristics of an MNC or TNC. It has operations in multiple countries, more than a hundred countries. More than 70,000 employees (GSK, 2016), integrating cross-border labour forces. It invests in R&D facilities and research centres globally. The revenue generation comes from cross-border economic operations where the central operation and directional power come from the headquarters and home country (Guar et al., 2019). All these features indicate that GSK can be designated as an MNC or TNC. 


2b. GSK’s Global Operations Nature
The main product line and value chain of GSK is based on pharmaceutical and vaccine production, which are distributed globally (GSK, 2024). Throughout the product and distribution process, there are multiple stages such as R&D, sourcing, financing, production, and sales. All these stages take place in multiple sites and countries. This allows multinational entities to capitalise on local resources, reduce costs, expand into local and global markets, and offset exchange rate risks (Daniels et al., 2022). 
Research and Development (R&D)
The research and development (R&D) activities are usually done in the headquarters and the home country. However, a big pharmaceutical giant, GSK, has set up R&D research centres in multiple countries (GSK, 2025). For instance, in the UK headquarters, the head of research and development is situated where it is engaged with the research of infectious diseases and the discovery of new and improved vaccines (GSK, 2023). 
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Figure 01: Nature of GSK’s Research and Development (R&D) Activity (GSK. 2024).
It has the global R&D centre and the largest vaccine facility in Wavre, Belgium. In the USA, it has operations in Rockville and Philadelphia, where it has R&D for bio-pharma development, research for oncology, and runs clinical trials. In China and India, there are research centres for specific research (e.g., malaria) and clinical research (Pharmafile, 2016).
Sourcing Activity
[bookmark: _Hlk216475186]The sourcing of raw materials is also not confined to one place; rather, GSK procures raw materials from multiple countries. For instance, Europe, America, and Asia. The purpose of sourcing from different origins is to achieve economies of scale in centralised areas, and in other areas, it is necessary to ensure enough supply material for production. The raw materials that are sourced globally are biological, packaging materials, and APIs (active pharmaceutical ingredients) (GSK, 2024). GSK also relies on partnerships with universities, medical research institutions, and biotech start-ups for the supply of biotech components globally (Fernandes, 2024). It adds value to the operation of GSK by ensuring that it has access to innovations, technologies, solutions, and markets. This also contributes to cost savings since it does not have to incur in-house innovation to develop the new techs. 
Finance Activity
GSK focuses on centralised financing. It has a treasury in the UK. This allows it to reduce borrowing costs; manage exchange rate exposure, cross-border investment, and revenue streams. It also has subsidiary functions that adhere to local pricing strategies, taxation regulations, and health care & safety regulations (Will and Wild, 2023). 
Production 
GSK has established its manufacturing sites in more than 70 sites globally, which allows it to internationalisation (GSK, 2023). The plants are responsible for different lines of products. Each plant has its specialisation.
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Figure 02: GSK’s Production Activities in Different Countries (GSK. 2024).
In Ware, Barnard Castle, UK, GSK has a manufacturing facility for dermatology and respiratory products, in Pennsylvania, USA, it has a manufacturing facility for bio-pharma and vaccines, in Bengaluru and Nashik, India, it produces dermatology and antibiotics medicines, in Suzhou, China, it has a facility for consumer and antibiotics medicine products (Panda et al., 2023).
Sales and Marketing 
GSK also follows a structured approach for its sales. The major sales contributors to GSK are Europe, Asia-Pacific, Latin America, North America, and the Middle East (GSK, 2024). The marketing activity is centralised in the case of brand management. However, the local medical advertisement rules and regulations are followed. In some regions direct sale approach can be promoted, such as in the USA, but not allowed in the UK (Schwartz and Woloshin, 2019). 
2c. Entry Methods of GSK
GSK has global operations, and it has followed multiple entry methods to enter new market regions. The entry method depends on the strategic opportunities, market size, and regulatory requirements (Wild and Wild, 2023). GSK most often found to enters into new global markets using its fully owned subsidiaries. It has subsidiaries in European Union Countries, including the UK, India, China, and the USA (GSK, 2024). Besides the merger and acquisition seen as be strategic method to enter into the international market. It has also engaged with strategic alliances and joint ventures in different countries.
Subsidiary: The UK is the home country of GSK. It has its headquarters here. Besides, it has its fully owned subsidiaries. The home country provides it extensive and strong base and infrastructure facility. Besides the global brand management, R&D is managed in the home country (Saïd et al., 2019). It has fully owned subsidiaries in the USA that allow it to leverage the infrastructure for direct sales, focus on R&D to develop and launch innovative vaccines and drugs. It utilises the in-house sales forces to conduct marketing activities to promote direct sales with the healthcare providers since it is allowed in the USA (Odiase, 2020). GSK also has subsidiaries in India. Through Indian subsidiaries, it manufactures some medicines. GSK has entered the Chinese market through fully owned subsidiaries.
Merger and Acquisition: GSK has made some notable acquisitions, such as the 1.4 billion USD acquisition of Aiolos Bios in 2024, the IDRx acquisition in 2025 for 1.25 billion USD to enhance its cancer treatment portfolio, acquisition of Bellus Health in 2023 (GSK, 2025)
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Figure 03: Market Entry Modes of GSK (Author).
Strategic Alliance: In the USA, it has strategic alliances with USA universities for research. It has also acquired “Human Genome Sciences.” Dr. Reddy’s Generic Drug alliance in India is also a strategic alliance with GSK (Staton. 2009).
Partnership and Joint Ventures: In India, it has partnerships with clinical teams for trials and with the biotech firms for innovative solutions (Wilson and Rao, 2012). Besides vaccine partnership can also be seen in China as a joint venture to reduce costs and enter the local market. It follows a hybrid model in China (Fully owned subsidiary and joint venture) (GSK, 2025).
Dominant Entry Strategy
From the analysis, it can be seen that GSK has a dominant market entry strategy, which is Wholly Owned Subsidiaries. In four of the country, this is a common strategy to enter the market. Besides, it has done several mergers & acquisitions, and is in joint ventures and strategic partnerships in the same countries. 
2d. Key Benefits 
a. Revenue Generation: Global operation allows GSK to enter into international markets and a large customer base to sell its drugs and vaccines, and generate revenues. International operations allow tapping a large customer base and earning revenues from a diversified market (Porter, 2023). For instance, the largest revenue contribution of GSK comes from North America, not from its home country. It has high growth potential in emerging countries like China and India. International operation works as a portfolio for the company to diversify its income and reduce risk (Kotabe and Kothari, 2016).
b. Value Generation: Internationalisation provides the benefit of capitalisation of competitive edge (Grünig and Morschett, 2017). Each country has some competitive advantages in one or a few resources over other countries, and internationalisation allows companies to gain those benefits and generate value. Conducting R&D in India, the UK, and the USA enhances efficiency. India is known for its advances in technology and medical treatments. The subsidiaries in India allow it to capitalise on this factor and add value to the R&D process (Khanna et al., 2015). It allows for global sourcing and manufacturing.
c. Risk Reduction: The income stream becomes diversified due to operation in multiple stages. However, one issue arises due to different currency values and exchange rates. When one country faces a shock, the income from another country can be used to offset the loss (Juul Andersen, 2011). Since it has a global manufacturing process, it does not face centralisation issues regarding the supply chain and its disruption. It helps in price controls or protects from changes in one region by continuing operation in others, or if a patent expires in one country (Bahoo et al., 2020).
3. Impact of OLI Factors on the International Market Entry Mode of GSK
The OLI framework is an eclectic paradigm that informs the reason for expanding the strategy of businesses into the global market and the reason to do it (Purkayastha, 2015). The framework asserts that an organisation tends to internationalise its business when it has advantages over ownership, can retrieve location benefits in a different country, and would be efficient if it internalises operations in a foreign country rather than engaging with external partners (Araja and Sumilo, 2020).  As an emerging economy, India provides some benefits as well as limitations for This model allows us to assess these benefits and challenges regarding these three parameters and explains which entry method is more efficient in an emerging economy like India. 
3a. Ownership
Definition: Ownership refers to the resources, strengths, and capabilities that a business owns and utilising which it uses to run the domains and operations of the business (Batschauer da Cruz et al., 2022). The stronger the ownership a business possesses, the better it can control its operation in the foreign market. Ownership advantages include factors like patents, skilled workforce and expert management, brand image, diversified portfolio, and advanced technologies. Strong ownership position allows a business to enter into commitments and provides control, such as for entering into the market through opening a subsidiary (Luo, 2021).
Ownership Advantage of GSK: The way GSK implements the ownership advantages is-
a. Strong Brand Presence: GSK is well reputable pharmaceutical company that is known for its effective medicines, respiratory, vaccines, and healthcare products. This fosters brand reliability and credibility in emerging markets and among stakeholders like regulators, consumers, and physicians (Autio, 2017).
b. Patents and Technological Leadership: GSK is a large corporation that has its research wing in different countries with its large series of patents for different discoveries, medicines, vaccines, and oncology (Brunton et al., 2020). This provides sole ownership rights to GSK to use these products and a technological edge against the competitors of the emerging country.
c. Product Portfolio: GSK is not involved in one or two medicines; rather, it has a large line of products. It has dermatology products, antibiotics, consumer medicines, and vaccines (GSK, 2022). This allows it to diversify risk and serve multiple product lines.
d. Design and Manufacturing Expertise: The board of directors and senior management sets standards based on which the middle and lower-level managers operate, following local regulations. Each of them is an expert in their area who ensures quality, efficiency, consistency in service, and operation. 
Impact to Enter into the Indian Market: India is a highly competitive market where competitors like Dr. Reddy’s, Cipla, Sun Pharma, etc. already exist, which are large pharmaceutical companies (Staton, 2009). Thus, entering into such a market requires a strong ownership and control position. In such a case, a wholly owned subsidiary and a merger & acquisition is an impactful strategy. GSK can be seen to have a wholly owned subsidiary in India. To outperform the competitors, firms need to have strong capabilities and the ability to innovate solutions, in which GSK has a strong position (Rizhamadze, 2020). 
Limitation: GSK has strong technological ground to compete in the emerging economy of India, but it has some challenges that can cause problems. For instance, the innovation cycle of GSK is slow. Besides, it had seen backlashes regarding price flexibility, which is a concern since, as an emerging economy, price is a sensitive factor in India (Smith and Jarisch, 2018).
Conclusion: Strong ownership position allows businesses like GSK to enter the market with a strong base, which provides advantages of brand reputation, technological advantages, expertise, and structured operations. 
3b. Location
Definition: This refers to the benefits that an organisation receives by operating directly in the foreign market rather than from the home country or exporting the products (Tien and Ngoc, 2019). The advantages that businesses can get from localisation are direct entry to a large market, lower labour costs, connection with the distributor, access to supplies and materials, and regulatory issues. The higher the advantages of a location are, the better the opportunity it yields to operate in that location directly rather than exporting products there.
Location Advantage of GSK: The advantages that GSK receives from the Indian emerging market are – 
Cost-Effective Labour and Resources: India is a densely populated country that has a competitive advantage over labour and management expertise. This implies that the labour cost is lower compared to other markets like the USA or the UK. This allows it to manage a labour base with lower cost and acquire the resources or raw materials at a lower price (Mehrotra, 2020).
Access to Local Distributors: India has a strong position more its medical and pharmaceutical sector, particularly in Bengaluru. GSK gets the benefit of tapping into the established pharmaceutical chain and reaching the local, urban, suburban, and rural areas at a lower cost.
Market Size and Growth Potential: India is one of the most populous countries, which is also known for its largest medicine market in the world. This shows the demand for GSK’s respiratory medicine, vaccines, antibiotics, and dermatological products. 
Positive Government Regulation: Favourable tax laws, regulations, and incentives attract foreign investment (Jun, 2017). India, being a developing country, allows tax incentives and provides regulatory reforms for companies in the pharmaceutical industry (Olaleye, 2016). This attracts FDI and is beneficial for GSK. 
Impact to Enter into the Indian Market: Location perspective shows there are several benefits that India provides to the foreign company. Thus, exporting the medicine in the Indian market seems for costly than establishing a more sustainable option like a subsidiary. This allows it to materialise the local advantages like raw materials, labour, supply chain, and consumers. 
Limitation: Since the operations are done cross-border, there are complexities in regulations due to geopolitical issues, economic factors like price, exchange rate, medicine medicine-specific regulations. 
Conclusion: Location advantage occurs when there is a place that offers labour forces, raw materials at lower cost, a large market, and easy access to the supply chain. India is a country that provides all these advantages, but there is a risk of unstable political issues. 
3c. Internalisation
Definition: It refers to the advantages that an organisation receives by operating the operation of the business solely under their control rather than giving out the control or rights to a third party through licensing, localisation, partnership, etc. When a company tends to control its quality, consistency, intellectual property, or reduce transactional costs, it internalises its business (Forsgren and Holm, 2022).
Internalisation Advantage of GSK: GSK internalises its subsidiary operation in India as follows –
Maintains Quality Control: Since GSK deals with one of the basic human needs are vital to maintain the quality of the medicines, vaccines, and respiratory products is essential. Since losing the quality can be life-threatening. Therefore, to maintain direct control, internalisation is an effective approach.
Co-ordinates Global Strategy: This keeps consistency with the holding company in terms of overall management quality, branding, product quality, and regulatory compliance. 
Captures Benefits of Full Value Chain: Since internalisation allows for direct control of manufacturing, R&D, and distribution, GSK can retrieve the maximum value throughout the whole process.
Impact to Enter into the Indian Market: Through the entry with a wholly owned subsidiary, GSK has full control over its operation in India. Internalisation allows it to protect the intellectual rights, maintain consistent quality, and follow regulatory standards. 
Limitation: It requires high capital investments to internalise a business in a foreign market, where it can face problems like slow adaptation by the locals or may face flexibility in pricing.
Conclusion: Internalisation is a way to protect the intellectual proprietary of a business, while maintaining consistent quality of the products and adhering to regulatory standards without involving outsiders in management. GSK’s wholly owned subsidiary market entry method allows it to gain advantages over quality control, full value chain benefits, and consistency throughout the business.


4. Critical Evaluation of Cultural Difference
Culture refers to a similar set of beliefs, values, customs, social institutions, arts, and a way of life that a particular group of people shares (Naik et al., 2023). It varies from region to region. It influences traditions, behaviours, languages, and habits of a group. GSK, being a multinational corporation, has operations in multiple countries and is exposed to diverse cultures, which further influences the business operation, business decisions, such as market entry method, and business performance in that region. The Hofstede Cultural Dimension is a tool that allows us to understand a culture. Here, GSK is a British Company, and its home country is the United Kingdom; the chosen emerging country is India. 
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Figure 04: Hofstede’s Cultural Dimension (Hofstede Insights, 2025).
a. Power Distance: 
The UK scores lower than India, showing that Indian culture advocates for a strong hierarchical organisational structure and high power is allocated to higher authorities or senior management (Hofstede Insights, 2025). But in the UK, flexibility in power distance can be seen.
Impact on Market Entry Strategy: The power distance factor shows that the Indian culture is opposite to the UK, thus following a similar organisational structure in both markets is not an optimum choice. Rather, to enter into Indian market the organisational structure needs to be in order and include senior management and establish a chain of command to ensure accountability and responsibility within the organisation (Khlif, 2016). Joint Venture or franchising is helpful for mitigating this cultural differences because established companies already have organisational structure suitable for Indian culture. 
Impact on Potential for Success: Establishing a strong chain of command with an ordered line of authority and responsibility, the employees of India will understand the reporting line, under whom they are working, and whose command they should follow. This would enhance acceptance and reduce the threat of possible failure. 
b. Individualism: 
The UK prefers individual effort more than group effort or collectivism. The UK culture allows for more personal achievement and autonomy, whereas in India, relation-based business or group behaviour is favoured (Hofstede Insights, 2025).
Impact on Market Entry Strategy: GSK needs to promote more collectivist activities in India since they favour group activities. In such culture, collaboration with local stakeholders can facilitate market entry and gain customer trust. For instance, partnerships with medical associations can be seen more often, and entering into strategic alliances can aid the process. 
Impact on Potential for Success: Long-term success in India depends on the ability to build connections and maintain relationships. If it manages to build a connection with the medical associates like doctors, pharmaceutical shops, and pharmacists, it will ensure long-term success in the Indian market. 
c. Masculinity vs. Femininity: 
The UK is highly masculine, implying that it is more competitive and has a career-oriented culture, whereas India is moderately masculine, also showing a success-oriented and performance-driven culture (Hofstede Insights, 2025).
Impact on Market Entry Strategy: In this measure, both cultures are similar to each other. The market entry strategy in the emerging market should be career-growth oriented, allowing employees to pursue career growth. Performance-based incentives, target sales, and recognition programmes can ease the entry process. 
Impact on Potential for Success: Career and growth-oriented culture fosters a competitive market where it becomes harder to pursue the medical associates. In such a case, the sales representatives need to increase their efforts. Besides, promoting a career-oriented culture will foster the progression of GSK.
d. Uncertainty Avoidance: 
The UK culture has lower uncertainty avoidance, implying that it is tolerant towards risk or takes risky projects that are profitable. Indian culture is at a moderate level, showing is lower tolerance for taking risks compared to the UK (Hofstede Insights, 2025).
Impact on Market Entry Strategy: UK culture favours risk-taking approaches. However, India does not support it to the same extent. Hence, customers and employees are unlikely to trust foreign companies initially. Joint venture or local partnership can help build trust among customers and workforce. This will ensure job security to encourage employees or establish formal procedures in operations.
Impact on Potential for Success: India has different states with which the culture differs, as well as the rules and regulations. To adjust risk tolerance level in different regions strong regulatory and legal framework is necessary to adopt, which will ensure success across cultures.
e. Long-term Orientation: 
UK scores 60 and shows its advocacy towards a pragmatic long-term orientation, whereas India, with a moderate score, defines no specific position. Indian culture is dominated by religious values (Hofstede Insights, 2025).
Impact on Market Entry Strategy: Unlike the UK, the Indian market takes a middle position, meaning that it welcomes moderate-term orientation and is comfortable with short-term orientation, but due to risk risk-avoidant nature, it is not committed to long-term orientation and is highly influenced by religious beliefs (Hofstede Insights, 2025). In such a case, a short-term profit-oriented entry strategy is accepted.
Impact on Potential for Success: Indian culture is evolving towards Western culture; the moderate position is showing its growth towards long-term orientation from short-term orientation. It has future potential for long-term growth.
f. Indulgence: 
India scores very low, showing its tendency towards cynicism and pessimism. This type of culture is highly resistant to changes and innovative approaches (Hofstede Insights, 2025), whereas the UK culture advocates for openness and welcomes uncertain changes and environments for growth opportunities.
Impact on Market Entry Strategy: Establishing a rigid organisational hierarchy can promote a resistant culture in the organisation, and where employees would only be confined to their designated duties.
Impact on Potential for Success: Changes are necessary for an organisation to adapt to the new environment can capitalise on the situation. Employee training session for change management can change their perspective.


5. Three Recommended Adjustments 
GSK is a British multinational corporation that has operations in more than 100 countries, including its home country, the UK, the USA, India, China, Belgium, etc. Due to its exposure to multiple countries, it also gets exposed to the diverse cultures of each country, region, and area. Thus, the centralised strategies to operate in different locations are not effective to operate (Amin, 2018). The OLI and Hofstede Cultural Dimension have allowed us to identify some of the advantages that GSK can have from the emerging economy of India and how the culture of India helps to understand what market entry method GSK can actually utilise to enter into the market and ensure success. After analysing these two frameworks, three recommendations have been identified, which are as follows - 
Recommendation 01:  Establish Managerial Authority Levels and Clear Organisation Hierarchy
GSK has global operations where the UK is its home country. In the cultural dimension assessment, it was found that in the home country, the culture scores low in power distance, implying to the fact that it is originally a company that allows a flexible decision-making process rather than sticking with its rigid line of command. But in India, the emerging economy, the situation and cultural factors are different and still changing with the influence of Western cultures. Following a similar strategy in this emerging country, India would be misleading and promote idleness in the organisation due to a lack of accountability, ultimately resulting in lower operational efficiency (Gupta and Gupta, 2015). 
Besides, if GSK wants to stand on internalisation of business in India, it needs to ensure that it has a strong command of organisational culture to ensure consistent quality, reliable service, and long-term growth. Thus, it needs to establish a proper chain of command where the decisions come from a higher-level authority, and each individual has some responsibility and accountability for the assigned task. 
First, it needs to ensure that it has established an organisational hierarchy where the line of authority and chain of command are clear and well established. It should provide some decision-making authority to local leaders. It needs to update the SOPs with a clearer workflow hierarchy that shows the reporting structure, boundaries of authoritative power. This provides clarity to the employees who are engaged in the process (Sharma and Mitra, 2015).
Updating SPOs would allow the local leaders to respond immediately to local changes or state-wise requirements rather than waiting for a centralised decision. This promotes prompt decision-making and enhances responsiveness within the organisation (Subramaniam et al., 2019). 
This will promote agility and a fluid decision-making approach rather than waiting and missing an opportunity. Providing authority encourages accountability within the organisation and improves employee management activity (Wong et al., 2021). Adding a clear organisational hierarchy will promote clear guidance on whom to report or direct and ensure a clear line of control, which facilitates the path of internalisation.
Recommendation 02: Promoting Relationship-Oriented Collaboration
As mentioned earlier, the home country of GSK is the United Kingdom, which scored high in the individualism factor. It implies that in central management, it favours individual effort or personal development. Thus, recognition programmes and performance-based incentives are a common motivational factor in the central organisational culture. But in India, the cultural standing is completely opposite. It favours group behaviour or collectivist effort rather than individual effort.
In such a scenario, promoting collectivism can assist the organisational culture more than promoting a centralised organisational culture. To do that, GSK can allow the local leaders to add to the SOPs to promote group behaviour and team behaviour. Assign tasks to groups and provide a reward for achieving targets, or recognise the team for their contribution. 
However, this can also create conflict due to the presence of free riders, for which it can collaborate between group rewards and a personal recognition programme. To increase sales and marketing efforts, connection is an important factor since India is a highly competitive market and collectivism is a common effort. Building relationships with the local medical associates, like doctors and pharmacists, is necessary to encourage them to suggest the products to customers. 
This will allow us to capture the location advantages. Due to a strong relationship with the distributors and suppliers of raw material would lower costs of procurement and benefits of a credit facility (Chen et al., 2019). 
The SOPs can be implemented to promote community health awareness programmes. This emphasizes that through the community health awareness news, suggestions, and recommendations to be spread to the outreach community, and collaborate with NGOs and community health workers. 
Adding this into SOPs supports the collectivism culture of India that strengthens relationships and connections with the locals and increases the brand reputation of GSK. Besides, it allows engagement with the local community and stakeholders, which allows it to capture location benefits.
Recommendation 03: Protection of Intellectual Property and Quality & Reliability of Products and Services
India is an emerging country, whereas the UK is a developed country where it has a strong regulatory framework and the legal system is its place. Breaches of regulations are not common in the UK and are strictly punishable, whereas in India, law enforcement is weak (Sharma and Mitra, 2015). In the OLI framework, it was identified that GSK has an ownership advantage in the case of its assets, brand reputation, R&D, and intellectual property, like patents. This allows it to have an ownership advantage. But being a developing country, the law enforcement is not strong, which cannot provide enough protection to the intellectual properties of GSK, like patents or R&D issues. 
However, since India has a competitive advantage in the labour market, GSK enjoys lower labour costs in this market and can benefit throughout the supply chain process. Thus, to gain location benefits, GSK must operate in India while also managing the critical issues of internalisation and ownership issues. 
To protect the rights of its R&Ds and patents, it needs to establish and promote a quality assurance checklist that aligns with its global standard. Promoting group behaviour and rewarding the team that has been able to successfully maintain the quality list and global standards. 
It is necessary to implement a surveillance system to monitor intellectual property breach activities in the market, and by which parties, as well as showcasing exemplary punishment for breaches, can be added. To encourage the employees to work, an ethical NDA (Non-Disclosure Agreement) and a mandatory confidentiality clause in the value chain process are necessary to establish to prevent suppliers and manufacturers from possible breaches of operational secrets (Ollivier et al. 2025).
Since operations are global, the data transfer process from local subsidiaries to headquarters needs to be encrypted and standardised. This would promote and encourage employees to maintain transparency while communicating. 
The three recommendations to make adjustments in the Standard Operating Procedures (SOPs) are – Establishing a clear organisational hierarchy, promoting relationship-oriented collaboration and protection of IP rights, and R&D. All these recommendations are provided to ensure ease of market entry of GSK in the emerging market.


6. Conclusion
This report has covered the concept of international business, particularly the market entry methods and factors that influence the market entry process strategy and activities of a multinational company. The chosen organisation to conduct this report was GSK. The chosen four markets were the UK, the USA, India, and China. This, at first, describes why GSK can be designated as an MNC or TNC. The analysis explains that it operates in multiple countries other than in its home country. It has established different facilities in multiple countries, like manufacturing, R&D, sales, research facility, etc., which hold the characteristics of an MNC or TNC. Later, this has analyse the OLI framework. The findings from this analysis are that it has ownership advantages in terms of resources, R&D, and intellectual property, which allows it to have strong control and ownership position in the global market and enter it with a wholly owned subsidiary. This has examined the cultural dimension of the emerging market, which is India. Through Hofstede's Cultural Dimension, the culture of the emerging market was identified. India has a different culture from the UK, its home country, which calls for adjustment in the Standard Operating Procedures (SOPs), and based on these analyses, this has provided three recommendations to add into SOPs, which are establishing a clear organisational hierarchy, promoting relationship-oriented collaboration and protection of IP rights, and R&D.
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