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Introduction 

 

Foreign investm ent is the other side definition of the international business, 

hence all countries try to furnish a rules and regulations to the foreign investors 

to invest in their country and com ply w ith its political strategy. 

O n the other hand, countries try also to benefit from  those investors to enhance 

and im prove its econom ic conditions and social situation of its ow n people. 

T he approach of each foreign investor is different from  a firm  to another and 

from  an industry to another; therefore there are m any approaches or w ays that 

an investors believe about w hen thinking about entering a new  m arket. 

K uw ait has its ow n political and econom ic situation w hich allow  it to have their 

ow n foreign investm ent Law  in accordance w ith their objectives  

W e are going to discuss here about the foreign direct investm ent, entry m ode, 

overview  about K uw ait regulations and our ow n analysis of the best w ay of 

entering K uw ait m arket focusing on the m ain industries. 

  



F D I &  K uw ait Law  | International B usiness O perations – D r. N abeel Saw alha 

T erm  P aper by A . A l-Salloum , A . A l-K hannah, M . J. A l-Sabah, M . S. A l-Sabah, N . Fahm i 

G ulf U niversity for Science and T echnology P a g e  | 3 

 

F oreign D irect Investm ent 

D efinition 

 

Foreign direct investm ent (FD I) plays an extraordinary and grow ing role in 

global business. It can provide a firm  w ith new  m arkets and m arketing channels, 

cheaper production facilities, access to new  technology, products, skills and 

financing. For a host country or the foreign firm  w hich receives the investm ent, it 

can provide a source of new  technologies, capital, processes, products, 

organizational technologies and m anagem ent skills, and as such can provide a 

strong im petus to econom ic developm ent.    F oreign direct investm ent, in its 

classic definition,  is defined as a com pany from  one country m aking a physical 

investm ent into building a factory in another country.  T he direct investm ent in 

buildings, m achinery and equipm ent is in contrast w ith m aking a portfolio 

investm ent, w hich is considered an indirect investm ent. In recent years, given 

rapid grow th and change in global investm ent patterns, the definition has been 

broadened to include the acquisition of a lasting m anagem ent interest in a 

com pany or enterprise outside the investing firm ’s hom e country. A s such, it m ay 

take m any form s, such as a direct acquisition of a foreign firm , construction of a 

facility, or investm ent in a joint venture or strategic alliance w ith a local firm  

w ith attendant input of technology, licensing of intellectual property,   in the 

past decade, FD I has com e to play a m ajor role in the internationalization of 

business. R eacting to changes in technology, grow ing liberalization of the national 

regulatory fram ew ork governing investm ent in enterprises, and changes in capital 

m arkets profound changes have occurred in the size, scope and m ethods of FD I. 

N ew  inform ation technology system s, decline in global com m unication costs have 

m ade m anagem ent of foreign investm ents far easier than in the past. T he sea 

change in trade and investm ent policies and the regulatory environm ent globally 

in the past decade, including trade policy and tariff liberalization, easing of 

restrictions on foreign investm ent and acquisition in m any nations, and the 

deregulation and privatizations of m any industries, has probably been the m ost 

significant catalyst for FD I’s expanded role. 

T he m ost profound effect has been seen in developing countries, w here yearly 

foreign direct investm ent flow s have increased from  an average of less than $10 

billion in the 1970’s to a yearly average of less than $20 billion in the 1980’s, to 

explode in the 1990s from  $26.7billion in 1990 to $179 billion in 1998 and $208 
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billion in 1999 and now  com prise a large portion of global FD I. D riven by 

m ergers and acquisitions and internationalization of production in a range of 

industries, FD I into developed countries last year rose to $636 billion, from  $481 

billion in 1998 (Source: U N C T A D ) 

P roponents of foreign investm ent point out that the exchange of investm ent flow s 

benefits both the hom e country (the country from  w hich the investm ent 

originates) and the host country (the destination of the investm ent).  O pponents 

of FD I note that m ultinational conglom erates are able to w ield great pow er over 

sm aller and w eaker econom ies and can drive out m uch local com petition.  T he 

truth lies som ew here in the m iddle. 

For sm all and m edium  sized com panies, FD I represents an opportunity to 

becom e m ore actively involved in international business activities.  In the past 15 

years, the classic definition of FD I as noted above has changed considerably.  

T his notion of a change in the classic definition, how ever, m ust be kept in the 

proper context. V ery clearly, over 2/3 of direct foreign investm ent is still m ade in 

the form  of fixtures, m achinery, equipm ent and buildings. M oreover, larger 

m ultinational corporations and conglom erates still m ake the overw helm ing 

percentage of FD I. B ut, w ith the advent of the Internet, the increasing role of 

technology, loosening of direct investm ent restrictions in m any m arkets and 

decreasing com m unication costs m eans that new er, non-traditional form s of 

investm ent w ill play an im portant role in the future.   M any governm ents, 

especially in industrialized and developed nations, pay very close attention to 

foreign direct investm ent because the investm ent flow s into and out of their 

econom ies can and does have a significant im pact.  In the U nited States, the 

B ureau of E conom ic A nalysis, a section of the U .S. D epartm ent of C om m erce, is 

responsible for collecting econom ic data about the econom y including inform ation 

about foreign direct investm ent flow s.  M onitoring this data is very helpful in 

trying to determ ine the im pact of such investm ents on the overall econom y, but 

is especially helpful in evaluating industry segm ents. State and local governm ents 

w atch closely because they w ant to track their foreign investm ent attraction 

program s for successful outcom es. 

H ow  H as F D I C hanged in the P ast D ecade?  

 

A s m entioned above, the overw helm ing m ajority of foreign direct investm ent is 

m ade in the form  of fixtures, m achinery, equipm ent and buildings. T his 

investm ent is achieved or accom plished m ostly via m ergers &  acquisitions. In the 
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case of traditional m anufacturing, this has been the prim ary m echanism  for 

investm ent and it has been heretofore very efficient.  W ithin the past decade, 

how ever, there has been a dram atic increase in the num ber of technology startups 

and this, together w ith the rise in prom inence of Internet usage, has fostered 

increasing changes in foreign investm ent patterns. M any of these high tech 

startups are very sm all com panies that have grow n out of research &  

developm ent projects often affiliated w ith m ajor universities and w ith som e 

governm ent sponsorship. U nlike traditional m anufacturers, m any of these 

com panies do not require huge m anufacturing plants and im m ense w arehouses to 

store inventory. A nother factor to consider is the num ber of com panies w hose 

prim ary product is an intellectual property right such as a softw are program  or a 

softw are-based technology or process. C om panies such as these can be housed 

alm ost anyw here and therefore m aking a capital investm ent in them  does not 

require huge outlays for fixtures, m achinery and plants. 

In m any cases, large com panies still play a dom inant role in investm ent activities 

in sm all, high tech oriented com panies. H ow ever, unlike in the past, these larger 

com panies are not necessarily acquiring sm aller com panies outright.  T here are 

several reasons for this, but the m ost im portant one is m ost likely the risk 

associated w ith such high tech ventures.  In the case of m ature industries, the 

products are w ell defined. T he m anufacturer usually w ants to get closer to its 

foreign m arket or w ants to circum vent som e trade barrier by m aking a direct 

foreign investm ent. T he m ajor risk here is that you do not sell enough of the 

product that you m anufactured. H ow ever, you have added additional capacity 

and in the case of m ultinational corporations this capacity can be used in a 

variety of w ays.  

H igh tech ventures tend to have longer incubation periods. T hat is, the product 

tends to require significant developm ent tim e. In the case of softw are and other 

intellectual property type products, the product is constantly changing even 

before it hits the m arketplace. T his m akes the investm ent decision m ore 

com plicated. W hen you invest in fixtures and m achinery, you know  w hat the real 

and book value of your investm ent w ill be. W hen you invest in a high tech 

venture, there is alw ays an elem ent of uncertainty.  U nfortunately, the recent 

spate of dot.com  failures is quite illustrative of this point. 

T herefore, the expanded role of technology and intellectual property has changed 

the foreign direct investm ent playing field. C om panies are still m otivated to m ake 

foreign investm ents, but because of the vagaries of technology investm ents, they 

are now  finding new  vehicles to accom plish their goals. C onsider the follow ing: 



F D I &  K uw ait Law  | International B usiness O perations – D r. N abeel Saw alha 

T erm  P aper by A . A l-Salloum , A . A l-K hannah, M . J. A l-Sabah, M . S. A l-Sabah, N . Fahm i 

G ulf U niversity for Science and T echnology P a g e  | 6 

 

 Licensing and technology transfer.  Licensing and tech transfer have been 

essential in prom oting collaboration betw een the academ ic and business 

com m unities. E ver since legal hurdles w ere rem oved that allow ed 

universities to hold title to research and developm ent done in their labs, 

licensing agreem ents have helped turned raw  technology into finished 

products that are viable in com petitive m arketplaces.  W ith som e help 

from  a variety of governm ent agencies in the form  of grants for R & D  as 

w ell as other financial assistance for such things as incubator program s, 

once tim id college researchers are now  stepping out and becom ing cutting 

edge entrepreneurs. T hese strategic alliances have had a serious im pact in 

several high tech industries, including but not lim ited to: m edical and 

agricultural biotechnology, com puter softw are engineering, 

telecom m unications, advanced m aterials processing, ceram ics, thin 

m aterials processing, photonics, digital m ultim edia production and 

publishing, optics and im aging and robotics and autom ation. Industry 

clusters are now  grow ing up around the university labs w here their 

derivative technologies w ere first discovered and nurtured.  Licensing 

agreem ents allow  com panies to take full advantage of new  and exciting 

technologies w hile lim iting their overall risk to royalty paym ents until a 

particular technology is fully developed and thus ready to put new  

products into the m anufacturing pipeline. 

 R eciprocal distribution agreem ents.  A ctually, this type of strategic 

alliance is m ore trade-based, but in a very real sense it does in fact 

represent a type of direct investm ent.  B asically, tw o com panies, usually 

w ithin the sam e or affiliated industries, agree to act as a national 

distributor for each other’s products.  T he classical exam ple is to be found 

in the furniture industry.  A  U .S.-based m anufacturer of tables signs a 

reciprocal distribution agreem ent w ith a Spanish-based m anufacturer of 

chairs. B oth com panies gain direct access to the other’s distribution 

netw ork w ithout having to pay distributor support paym ents and other 

related expenses found w ithin the distribution channel and neither 

com pany can hurt the other’s m arket for its products.  W ithout such an 

agreem ent in place, the Spanish m anufacturer m ight very w ell have to 

invest in a national sales office to coordinate its distributor netw ork, 

m anage w arehousing, inventory and shipping as w ell as to handle 

adm inistrative tasks such as accounting, public relations and advertising. 

 Joint venture and other hybrid strategic alliances.  T he m ore traditional 

joint venture is bi-lateral, that is it involves tw o parties w ho are w ithin 

the sam e industry w ho are partnering for som e strategic advantage.  
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T ypical reasons m ight include a need for access to proprietary technology 

that m ight tip the com petitive edge in another com petitor’s favor, desire 

to gain access to intellectual capital in the form  of ultra-expensive hum an 

resources, access to heretofore closed channels of distribution in key 

regions of the w orld. O ne very good reason w hy m any joint ventures only 

involve tw o parties is the difficulty in integrating different corporate 

cultures. W ith tw o dom estic com panies from  the sam e country, it w ould 

still be very difficult. H ow ever, w ith tw o com panies from  different 

cultures, it is alm ost im possible at tim es. T his is probably w hy pure joint 

ventures have a fairly high failure rate only five years after inception. 

Joint ventures involving three or m ore parties are usually called syndicates 

and are m ost often form ed for specific projects such as large construction 

or public w orks projects that m ight involve a w ide variety of expertise and 

resources for successful com pletion.  In som e cases, syndicates are actually 

easier to m anage because the project itself sets certain lim its on each party 

and close cooperation is not alw ays a prerequisite for ultim ate success of 

the endeavor. 

 P ortfolio investm ent.  Y es, w e know  that you’re paying attention and no 

w e’re not trying to trip you up here.  R em em ber our definition of foreign 

direct investm ent as it pertains to controlling interest.  F or m ost of the 

latter part of the 20th century w hen FD I becam e an issue, a com pany’s 

portfolio investm ents w ere not considered a direct investm ent if the 

am ount of stock and/or capital w as not enough to garner a significant 

voting interest am ongst shareholders or ow ners.  H ow ever, tw o or three 

com panies w ith "soft" investm ents in another com pany could find som e 

m utual interests and use their shareholder pow er effectively for 

m anagem ent control. T his is another form  of strategic alliance, som etim es 

called "shadow  alliances".  So, w hile m ost com pany portfolio investm ents 

do not strictly qualify as a direct foreign investm ent, there are instances 

w ithin a certain context that they are in fact a real direct investm ent. 

W hy is F D I im portant for any consideration of going 

global? 

 

T he sim ple answ er is that m aking a direct foreign investm ent allow s com panies 

to accom plish several tasks: 

1. A voiding foreign governm ent pressure for local production. 
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2. C ircum venting trade barriers, hidden and otherw ise. 

3. M aking the m ove from  dom estic export sales to a locally-based national 

sales office. 

4. C apability to increase total production capacity. 

5. O pportunities for co-production, joint ventures w ith local partners, joint 

m arketing arrangem ents, licensing, etc.; 

A  m ore com plete response m ight address the issue of global business partnering 

in very general term s.  W hile it is nice that m any business w riters like the 

expression, “think globally, act locally”, this often used cliché does not really 

m ean very m uch to the average business executive in a sm all and m edium  sized 

com pany.  T he phrase does have significant connotations for m ultinational 

corporations.  B ut for executives in SM E ’s, it is still just another buzzw ord.  T he 

sim ple explanation for this is the difference in perspective betw een executives of 

m ultinational corporations and sm all and m edium  sized com panies.  

M ultinational corporations are alm ost alw ays concerned w ith w orldw ide 

m anufacturing capacity and proxim ity to m ajor m arkets.  Sm all and m edium  

sized com panies tend to be m ore concerned w ith selling their products in overseas 

m arkets.  T he advent of the Internet has ushered in a new  and very different 

m indset that tends to focus m ore on access issues.  SM E ’s in particular are now  

focusing on access to m arkets, access to expertise and m ost of all access to 

technology. 

W hat w ould be som e of the basic requirem ents for 

com panies considering a foreign investm ent? 

 

D epending on the industry sector and type of business, a foreign direct 

investm ent m ay be an attractive and viable option. W ith rapid globalization of 

m any industries and vertical integration rapidly taking place on a global level, at 

a m inim um  a firm  needs to keep abreast of global trends in their industry. From  

a com petitive standpoint, it is im portant to be aw are of w hether a com pany’s 

com petitors are expanding into a foreign m arket and how  they are doing that. A t 

the sam e tim e, it also becom es im portant to m onitor how  globalization is 

affecting dom estic clients. O ften, it becom es im perative to follow  the expansion of 

key clients overseas if an active business relationship is to be m aintained. 

N ew  m arket access is also another m ajor reason to invest in a foreign country. A t 

som e stage, export of product or service reaches a critical m ass of am ount and 
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cost w here foreign production or location begins to be m ore cost effective. A ny 

decision on investing is thus a com bination of a num ber of key factors including: 

1. assessm ent of internal resources; 

2. com petitiveness; 

3. m arket analysis; 

4. and m arket expectations. 

From  an internal resources standpoint, does the firm  have senior m anagem ent 

support for the investm ent and the internal m anagem ent and system  capabilities 

to support the set up tim e as w ell as ongoing m anagem ent of a foreign 

subsidiary? H as the com pany conducted extensive m arket research involving both 

the industry, product and local regulations governing foreign investm ent w hich 

w ill set the broad m arket param eters for any investm ent decision? Is there a 

realistic assessm ent in place of w hat resource utilization the investm ent w ill 

entail? H as inform ation on local industry and foreign investm ent regulations, 

incentives, profit retention, financing, distribution, and other factors been 

com pletely analyzed to determ ine the m ost viable vehicle for entering the m arket 

(G reenfield, acquisition, m erger, joint venture, etc.)? H as a plan been draw n up 

w ith reasonable expectations for expansion into the m arket through that local 

vehicle? If the foreign econom y, industry or foreign investm ent clim ate is 

characterized by governm ent regulation, have the relevant governm ent agencies 

been contacted and concurred? H ave political risk and foreign exchange risk been 

factored into the business plan?   
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E ntry M odes 

Introduction: 

 

W ith years entry m odes has been alw ays the key of success of each investor that 

are s trying to take the advantage of entering a foreign m arket opportunity. 

T herefore the one m illion dollar question of each investor is “w hat kind of 

strategy should be used for the entry m ode selection?” 

T o answ er such a question you need to spend a huge am ount of tim e and m oney 

on the m arketing research. N ot only that but it also needs to study the 

im plem entation of your strategy.  

M oreover, explaining the answ er of this question w ill really take m ore the 

anticipated tim e and size to be explained in this term  paper. T herefore w e w ill be 

having an overview  on the entry m odes that w ould be sufficient to understand 

each one. 

Influencing F actors: 

 

Y our choice of entry m ode shall be sim ilar to your neighbor entry m ode even if 

you both provide the sam e product or service. It is very critical to look after all 

the factors that shall be considered in your m arketing research and 

im plem entation plan. 

B elow  are the factors that w e believe that affect the entry m ode decision: 

1. Internal F actor: 

F irm  Size 

 

It is very im portant to realize your firm  size in term  of resources, w hether it is 

financial or hum an resources. If all your m arketing research provided you w ith a 

100%  guarantee of success w ith an entry m ode, a failure m ight be an option if 

you didn’t realize the firm  size.  
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E xam ple: W ill it be feasible for a sun glasses m anufacture to open a subsidiary in 

another country! 

P roduct/Service: 

  

P rovided that your neighbor succeed in his business w ith his choice of entry 

m ode, you have to realize w hat is the product he is trying to sell (product in 

m arketing definition is either physical product or in intangible service). A nd 

based on that analyze your ow n and see if your research support your entry m ode 

w ith your product. 

E xam ple: C an you provide oil and gas services by export m ode! 

2. E xternal F actors: 

C ountry R isk: 

 

T here is alw ays a risk behind going international; here w e are not discussing such 

type of risk that risk is equal for all countries. 

W hat w e are discussing here is the additional am ount of risk due to our choice of 

that specific country, in term  of it political stability and its relation w ith all 

countries around it and m ore im portantly its relation w ith your country. 

Such a risk w ill alw ays be considered first in your choice of country. N ot only 

that but also in your entry m ode. 

E xam ple: D o you believe that you can establish your ow n subsidiary in Iraq or 

A fghanistan now ? T hough it m ight be very profitable but still risky! 

M arket grow th: 

 

T he m arket grow th in the targeted country is a factor that you considered 

initially before m aking the choice of the country. B ut here you have to analyze 

the relation betw een the m arket grow th and your entry m ode.  

E xam ple:  D o you think that w ith a boom ing m arket you consider only export 

m ode of your product! C ould be and could lose a great opportunity. 
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3. Investor C ulture: 

 

R isk A verse 

 

If the decision m aker a risk averse, he w ill probably w ill prefer consider the 

factors in a very conservative w ay. 

T herefore this w ill really influence his decision in the entry m ode. 

E xam ple: D r. Saad A l B arrak and his desire to go internationally com pared w ith 

a local fam ily ow ned business. 

C ontrol 

 

C om panies w hich have their unique identity and w ant to reserve this identity all 

around the w orld probably w ill take this factor as the m ost im portant one and 

the best exam ple of it is Starbucks &  M cD onald’s. 

E ntry M odes: 

 

H ere w e are going to explain briefly about the entry m odes, a detailed 

explanation w ill take m ore than the anticipated tim e and efforts for this paper. 

M odes are: 

E xport m odes: 

 

T his is the m ost secured and conservative m odes that basically you send you 

products to that targeted country and a representative from  that country takes 

care of the rest. It is as selling your product for an international custom er. 

It has m any w ays: 

Indirect export m odes 

 

It occurs w hen using independent organizations located in the targeted foreign 

m arket, sim ply by considering the said organization as a dom estic custom er. 
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E xam ples of the organization are: 

i. E xport buying agent 

ii. B roker 

iii. E xport m anagem ent com pany 

iv. T rading com pany 

D irect export m odes 

 

It occur w hen the firm  sells the products to an im porter or the final user at the 

targeted foreign m arket 

E xam ples of those im porters are: 

i. D istributer 

ii. A gents 

 

C ooperative export m odes 

 

It is w hen m ultiple of com pany w ants to target a specific foreign m arket and they 

have different product. 

T hey rely on this m ode to save m oney of the logistics. 

A dvantages of this m ode are: 

 

1. Lim ited com m itm ent and investm ent required 

2. A ccess to the local m arket experience and contacts w ith potential 

custom ers 

3. Shared cost and risks of internationalization. 

D isadvantages of this m ode are: 

 

1. N o or lim ited control of the m arketing m ix elem ents other than the 

product 

2. R isk are unbalanced. 

3. Lim ited m arketing experience in the m arket. 
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Interm ediate m ode 

 

T hey call it a contractual m ode, w hich describe the m ain function of this m ode. 

Y ou w ill have to sign a contract w ith another firm  to start your business in this 

particular country/region. 

It has m any options that each one can be explained in a book: 

a) C ontract m anufacturing 

 

B asically is that you m ove you plan or create a new  plan in different location and 

another local firm  w ill m ake the production from  that location and you w ill be in 

charge for m arketing and financing. 

b) L icensing and F ranchising: 

 

W e m erged them  together because it is very difficult to distinguish betw een those 

tw o options in brief. B ut basically they both function that you provide you 

pattern to a local com pany w hich w ill take care of selling your product in that 

m arket. D ifference betw een licensing and franchising m ight include but not 

lim ited to: 

 C ontrol 

 C ontract term  

 G oodw ill presence  
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c) Joint venture or strategic alliance. 

 

T his is usually m ade in international business for the follow ing reasons: 

1. C om plem entary technology, m anagem ent and technicality. 

2. P artnering in host country presence 

3. R egulations of the targeted countries 

 

M odes A dvantages and D isadvantages: 

 

A dvantages of this m ode are including but not lim ited to: 

1. Increase the incom e on product that already developed and costs m oney 

on the research. 

2. A ccess m arket w ith larger scale of experience of technical ability 

3. Less risk than hierarchical m ode 

4. G reat degree of control 

D isadvantages of this m ode are including but not lim ited to: 

1. T ransfer of production know -how  is difficult and dangerous for 

com petition. 

2. Sharing profit w ith others 

3. M ore risk than export m ode. 

H ierarchical M odes: 

 

It is the m odes w here the firm  controls and ow ns the foreign entry m ode 

com pletely. It m eans that the w hole operation of the entry w ill be under the 

m other com pany but still how  m uch of that control from  the m other com pany 

com es from  the strategy allocated to that subsidiary. 

Structure of the new  firm  has m any prospective that depends on the strategy of 

the m other com pany tow ard this subsidiary or tow ard the product/service 

provided in this particular country/region. 

T he differentiation betw een each structure/m ode is the follow ing: 

i. R esearch and developm ent 

ii. P roduction 

iii. M arketing 
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E stablishm ent of the w holly ow ned Subsidiary 

 

A ll previous m odes and structure and form ed on the follow ing w ays: 

A cquisition: 

 

Its nam e really self-explanatory and it allow s you for a rapid entry into the 

m arket especially if the acquired firm  w as w ell organized. 

G reenfield investm ent: 

 

It is to furnish the new  subsidiary from  all prospective going through all the 

channels and form alities of the targeted country. 

It allow s you to integrate betw een all subsidiaries by form ing the com pany in the 

w ay that can m atch your strategy. 

A dvantage and disadvantages of that m ode: 

 

A dvantages are: 

i. C ontrol on all activities 

ii. H igh profit 

iii. C lose contact w ith the custom ers 

iv. A chieve synergies on global scale 

v. R apid and strong entry to the new  m arket (in case of acquisition) 

D isadvantages are: 

i. H igh investm ent cost 

ii. H igh risk 

iii. T axation problem  
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O verview  on K uw ait’s F oreign 

D irect Investm ent Law s and 

R egulations 

A m ong all G C C  countries, K uw ait is the least country in the region in F D I 

stocks as show n in below  table. A nd that’s due to the law s and regulations 

provided from  the K uw aiti governm ent. 

F D I Stocks, M iddle E ast, $m  

 

       1995   2000   2001 

B ahrain   2.403   5.772   5.864 

K uw ait   12   527   487 

O m an   2.210   2.480   2.529 

Q atar   451   1.920   2.158 

Saudi A rabia   915   1.699   1.904 

U A E    1.770   1.836   1.681 

 

W e w ill not be explaining the FD I of K uw ait but w e w ill have an overview  about 

the obstacles and the K uw aiti’s prospect tow ard FD I. 

O bstacles: 

 R estricted  regulations on fully ow ner firm  in K uw ait,  

H ence you w ill not have the ability of ow ning the firm  located in K uw ait and 

that alm ost elim inate the heretical m odes. 

 D ifficulties in entering and leaving the country, 

In another w ay the sponsorship restriction. E xam ple of that Zain 

telecom m unications com pany shifted their H Q  to B ahrain due to that reason 

w here the governm ent has rejected som e key personnel that Zain are trying to 

invite in K uw ait to do business w ith them  and that w as declared by D r. Saad A l 

B arrak m any tim es through the m edia channels. 
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K uw aiti Stand point tow ard those obstacles: 

 

 R estricted  regulations on fully ow ner firm  in K uw ait,  

A fter “ A l M anakh R ecession” in the beginning of 80s n the previous century 

K uw ait had a lesson learned of not allow ing the FI to control and have a heavy 

w eight in their econom y and that prove itself on the recent financial crisis w here 

local K uw aiti com pany didn’t affected as m uch as international firm s. 

 D ifficulties in entering and leaving the country, 

D ue to the political situation in K uw ait, especially that it is s sm all country 

surrounded by three big countries and w ith the am ount of w ealth ow ned by 

K uw ait. T hey have to consider any stability threats that m ight be com ing from  

the surrounded countries and control m ore the resident of K uw ait. 
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A nalysis of E ntry M odes for K uw ait 

per Industry 

 

W e w ill provide our ow n analysis of the best entry m odes on som e of the industry 

in K uw ait based on the previous data provided in the paper 

Industries are: 

Services: 

 

Since K uw ait has a great opportunity in this industry provided that m ore than 

90%  of the G D P  of K uw ait com e from  oil and gas industry, therefore services is 

the m ost influenced industry in the K uw ait econom y. 

I believe that international com panies are successful in the interm ediate m ode 

w hich they allow  a local partner in K uw ait to support then from  his m anagem ent 

and part of the financials and they take care of the technical part of it. 

F ood &  R estaurants and F ashion 

 

It is really attractive industry in K uw ait specially that K uw ait is a very 

conservative country that doesn’t allow  a night life. 

Food industry really successful in K uw ait and they successful m odes w as usually 

the interm ediate m odes w here they franchise or license their product to a local 

com pany. 

E xam ple of that A l Shaya G roup w here they franchise m ost of the food and 

restaurant industry and they are very successful in it. 

P roduction: 

 

M ost of the com panies prefer to enter K uw ait m arket through the export m odes 

w hich really relief them  from  the bureaucracy headache in K uw ait.   
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