
WHY IS INTERNATIONALISATION IMPORTANT?
In an increasingly borderless and connected world, expanding abroad is rapidly becoming a critical component of any 
company’s growth strategy. New frontiers open up opportunities to grow brand identities, diversify operations, tap on 
economies of scale and accelerate revenue growth. 

The proliferation of technology has also made it much easier for companies to venture abroad. 

Nonetheless, navigating an unpredictable and often volatile global economic climate while planning expansion might 
seem a daunting task. Overcoming these challenges will require companies to acquire talent with the right skills, 
knowledge and expertise to support plans for overseas expansion.
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For companies at the very start of 
the internationalisation journey, 
having the right attitude can make 
all the difference. Do employees 
have the right mindset as they 
prepare for the road ahead? Are 
companies resilient enough to 
weather the challenges that arise 
as a result of internationalisation?

Dealmaking lies at the heart of 
every business venture. At this 
stage, successful 
internationalisers are able to 
create business opportunities, 
manage internationalisation in 
developing markets and identify 
the right business partners.

Companies which have 
successfully established their 
operations abroad will now begin 
to realise the importance of having 
a strong internal communications 
department. This will help the 
company create a consistent and 
uniform identity across all
its markets.

Many smaller-scale SMEs still 
view digitalisation as a luxury, 
rather than a need. By contrast, 
larger-scale companies are able to 
see the vast potential of 
digitalisation in the form of digital 
marketing strategies, e-commerce 
and online business platforms.

In order for a business to expand 
and remain sustainable in its 
internationalisation journey, it is 
important for companies to 
actively groom and nurture the 
next generation of 
internationalisers.

In order to strengthen their ability 
to make sound business decisions, 
companies actively seek out value 
added skills. These include being 
able to take a macro view of 
things and possessing the ability 
to analyse important details.

Having the ability to navigate 
ambiguity and possessing a high 
degree of cultural sensitivity are 
essential soft skills that will allow 
in-market companies to sustain 
the momentum of 
internationalisation at this stage.

Staff involved in the 
internationalisation journey should 
be adequately equipped with risk 
taking and management skills. 
Understanding the core principles 
of business finance and having a 
keen knowledge of market entry 
modes will also be useful.
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THE IMPORTANCE OF TALENT DEVELOPMENT
Employees are a company’s greatest and most valuable resource. From helping to build overseas networks to developing 
country-specific business solutions, employees across all levels play a pivotal role in a company’s internationalisation journey.

By empowering employees with the right mindset and necessary skills, companies can develop a future-ready workforce that 
is both resilient and ready to tackle the challenges that might lie ahead. 

The iTalent Solutions Map addresses both the employer and employee perspectives and has been developed after engaging 
business owners, subject domain experts and actual internationalising employees through in-depth interviews and focus 
group discussions. The iTalent Solutions Map serves to: 

• Identify common challenges faced by business owners and employees in the internationalisation process
• Highlight the skills needed for internationalisation and how they will help achieve business needs
• Be a tool to help businesses identify their stages of internationalisation and their talent and skills gaps
   for internationalisation
• Provide guidelines for HR managers in internationalising enterprises, especially Small Medium Enterprises 
   (SMEs), to develop their talent pipeline

BACKGROUND OF THE INTERNATIONALISATION SKILLS (iSKILLS) 
TALENT DEVELOPMENT PROGRAMME

ABOUT THE INTERNATIONALISATION SKILLS (iSKILLS) TALENT 
DEVELOPMENT PROGRAMME

The two Internationalisation Skills (iSkills) Talent Development Programmes are developed by the International Trading 
Institute at Singapore Management University (ITI@SMU) in collaboration with Ngee Ann Polytechnic and supported by 
SkillsFuture Singapore (SSG) for participants of varying seniority within their respective organisations. Both programmes 
follow a six-month course duration and include a combination of classroom lessons, online and experiential learning, site 
visits, lunch seminars, overseas immersion modules and a final project.

The onset of digitalisation and increased global competition means that internationalisation has become a key growth 
strategy for companies. The main challenge faced by most businesses is having the right talent and workforce needed in 
order to go global. By helping companies address their talent needs and providing them with the essential knowledge and 
skills, the iSkills Talent Development programme helps companies address these challenges and empower them to take 
their businesses to the next level.

Programme

iSkills Talent Development
Programme 1

For Senior Management
Example: Regional Business 
Development Director

• Core Modules (Classroom Learning - 15 days)
• Online Learning
• Lunchtime Seminars
• Site Visits
• Overseas Immersion Programme
• Internationalisation Project

• Core Modules (Classroom Learning - 10 days)
• Online Learning
• Lunchtime Seminars
• Site Visits
• Overseas Immersion Programme
• Internationalisation Project

For Junior/Entry Level
Example: Management Trainee

For Middle Management
Example: Marketing Manager

iSkills Talent Development
Programme 2

Target Participants Programme Structure

Internationalisation Skills (iSkills) 
Talent Development
Programme INTERNATIONAL

TRADING
INSTITUTE

In Partnership WithProgramme Partner



ACROSS A SIX-MONTH PROGRAMME DURATION

Internationalisation is a key engine of growth for Singapore.

Going overseas unlocks multiple opportunities for companies, including 
helping them widen their customer bases and gain access to new 
technology and raw materials. 

The journey of internationalisation, however, is a challenging one, 
especially for SMEs. Many small companies have limited knowledge of the 
different types of internationalisation strategies and modes of entry. The 
result? Reduced confidence in their ability to tap new opportunities and 
networks, leading to a risk-averse attitude towards overseas expansion.
     
The key to success in foreign market expansion is in building a strong 
talent pipeline. This pillar of support for business internationalisation 
strategies and opportunity making is, however, the weakest link for 
many businesses. 

The iSkills Talent Development Programme has been designed to 
address these concerns and enable businesses to expand their operations 
abroad. By incorporating the training programmes and frameworks into 
their own organisations, companies will be able to craft their own 
internationalisation strategies and realise their potential. 

Companies can consider the following options when deciding to join the iSkills Talent Development Programme.

1.  Signing up existing employees
 

Companies can tap on the potential of current employees with job scopes that place them in the ideal position to help 
their companies go international.

2. Signing up new hires

Companies can employ new hires either through their normal recruitment avenues or via ITI@SMU’s pool of potential 
candidates. Depending on their needs, companies can hire fresh graduates to fill the roles of entry-level positions, 
middle-level managers or senior executives.

 

To qualify for the available course fee support and subsidies, nominated participants must be a Singapore Citizen or Singapore 
Permanent Resident (SPR) and companies must be registered or incorporated in Singapore. Please refer to the programme funding 
structure for more details. All enrolled participants can be supported in terms of course fee grant. Companies who hire new talent 
through the programme will be eligible for salary support subjected to terms and conditions.

HOW TO PARTICIPATEMESSAGE BY PROFESSOR ANNIE KOH “This map will be very helpful to SMEs. Many of us are stuck in a skills 
poverty trap, due to the need or desire to cut costs. We may expect our 
employees to do more than what they are capable of or have experience in. 
This map will help train such employees and close their skill gaps.”
      
Joshua Koh, CEO, Commune 

“We have done internationalisation by ourselves for many years and much 
of it has been learning by doing. Such formal training will enable 
businesses to hit the road with a checklist, to guide them along the right 
path and encourage more companies to do it.”
      
Dr. Robert Yap, Executive Chairman, YCH Group 

“As a change agent, I need to provide thought leadership 
to disrupt and transform the business. However, I also 
need the ability to harmonise it subsequently.”
      
Gideon Teo, General Manager, Commercial & Corporate 
Development, JR Group 

The Global Mind-set Inventory (GMI) is 
a psychometric assessment tool to 
measure and predict performance in 
global leadership. A rise in globalisation 
means that people are increasingly 
working and living alongside those who 
are different from themselves. 

The GMI helps employers identify 
employees who might be better suited 
at communicating, conducting business 
operations and influencing fellow 
employees and business partners.  The 
programme also provides suggestions 
and tips to improve the organisation’s 
GMI.

INNOVATION PHASE – PRE-MARKET 

Module 1a – Mindset Shifts and 
Collaborative Culture

What is the foundation of 
internationalisation? The key building 
blocks to internationalisation are one’s 

values and ability to build trusting 
relationships with key stakeholders. This 
module will allow participants to gain 
insights into their key values, how those 
values relate to the cultures of the key 
stakeholders in their networks and 
create the framework for 
decision-making.

Module 1b - The Know-How of 
Risk-Taking and Evaluating Risk 
Management

Commercial risk management covers a 
whole range of issues and this module 
provides a framework for understanding 
and controlling risk in the most 
appropriate ways. The module ensures 
that the participants understand that 
risk management is a cost-effective part 
of commercial relationships that exist.

Module 2 – International Finance

Financial management in an 
international business environment is 
something that companies have to deal 
with in cross-border trade. This module, 
designed for local SMEs that are 

planning to expand their business 
and operations overseas, gives an 
introduction to the financial aspects 
and considerations. Participants will 
gain a high level of awareness and 
understanding of international financial 
terminology and the roles of the various 
professional services partners needed.

Country Clinic

Breaking into a new market overseas 
can be challenging and demanding on a 
company’s resources. Regardless of the 
chosen internationalisation method, the 
company should conduct due diligence 
such as familiarisation with the target 
markets’ regulations and evaluating 
potential business partners. This 
one-day workshop outlines the following 
areas and information which 
organisations can tap on:

• Market Research, Business 
Matching, In-Market Briefings, 
Trade & Customs, Using the Tariff 
Finder, Tax & Tax Incentives, 
Grants for local companies 
venturing overseas such as 

Enterprise Development Grant & 
Market Readiness Assistance 
Grant, Loans & Insurance, 
Business Toolkits

The day will end with a fireside chat on 
successful internationalisation ventures 
with a business leader.

Creation and Convincing Your 
Stakeholders (I)

Participants have to come up with a 
proposal/pitch on the following:

• Which country to go to?

• What product or service do they 
plan to launch in the new market? 
How will it address the market 
needs of today or of the future?

• What are the USPs? How is the 
product or service different from 
what is currently available in the 
market?

• Do they have a good understanding 
of the market? What are the 

marketing plans and strategies? 
Participants will present to their 
respective mentors.

*Mentors of the right fit based on 
projects undertaken will be assigned to 
the participants. The mentors will follow 
through the entire project phase and 
help to ensure the successful delivery of 
the targeted outcomes. 

Online Learning – Digital Marketing and 
e-Commerce

This module provides an overview on 
digital marketing and the relevant 
industry’s best practices. The focus will 
be on the planning and development of 
digital marketing strategies, whereby 
participants will be able to develop an 
effective digital marketing strategy for 
both B2B and B2C businesses. It will 
also cover the e-commerce framework 
and fundamentals of various 
e-commerce business models, as well as 
the legal aspects of e-commerce for 
online businesses in Singapore. This 
module will be conducted using a 
blended learning approach via an 

e-learning online platform and 
face-to-face training.

IMPLEMENT PHASE – IN-MARKET

Module 3a – Design Thinking

This part of the module aims to 
introduce Design Thinking as an 
essential methodology for businesses to 
identify new opportunities and find 
solutions to existing issues in their 
businesses. Topics covered will be 
Creative Research through Empathy, 
Creative Thinking through Ideation, and 
Creative Communication through 
Prototyping. Participants will explore 
different perspectives and make 
connections to solve new challenges 
with original solutions. 

Module 3b – Methods for Opportunity 
Creation and Business Modelling

Building on Module 3a, this part of the 
module emphasises on creating value 
within organisations through innovation 
by introducing new business models. 
Case studies of organisations, which 

have found success through creative 
means that lead to new business models 
that can harness value, will be 
examined and discussed. Participants 
will also be given a “Business Model 
Canvas” to identify a certain process, 
project or customer issue as the central 
issue for solutioning. 

Module 4: Different Modes of 
Internationalisation – Selecting Entry 
Mode

As trade barriers fall and local market 
demand dynamics shift, companies face 
mounting pressures to internationalise. 
A crucial part of their strategy depends 
on a deep understanding of the overseas 
markets and the different entry modes, 
ranging from pure export to wholly-owned 
subsidiaries. Each comes with its 
advantages and risks.

Resource MarketPlace – Tech & Learn

Disruptive technology is more than an 
innovation in today’s economy. It is a 
chance to outperform the existing 
completion and improve. Accepting 

disruption empowers organisations to 
mitigate potential risks and stay afloat 
in the competitive environment. 
Organisational strategies have to be 
constantly updated in the face of ever 
evolving technologies. Disruptive 
innovations will be the game changer in 
the coming years.

This one-day event featuring companies 
with technological capabilities such as 
AI, IoT, 3D Printing, Robotics, 
Blockchain Technology, etc will be held 
for participants to have a better 
understanding of these technologies. 

A panel discussion with tech leaders 
from the respective industry will also be 
organised to facilitate in-depth 
understanding of how disruptive 
technologies have affected ways of 
internationalisation. 

Overseas Immersion Programme

Participants will work on their in-market 
projects (business modelling, vendor 
selection, etc), building on their initial 
project pitches completed during Month 

2. The top two countries/markets to 
move into for their Overseas Immersion 
Programme will be concluded during 
this period as well. In-market project 
templates, KPIs (grow topline, lower 
costs, better bottomline, improve 
productivity, high profitability, etc) and 
outcomes will be provided as well 
during this part of the programme. 
Participants are expected to polish their 
business acumen by eventually being 
able to link an insightful assessment of 
the external business landscape with 
the keen awareness of their KPIs.

Creation and Convincing Your 
Stakeholders (II)

Participants will continue working on 
their in-market projects. They will also 
take part in some site visits and learning 
journeys to learn from various industry 
leaders and some of the best practices.

INTEGRATION PHASE – POST-MARKET

Module 5: Dynamics capabilities & 
change management - Integration of 
systems, people, knowledge, technology

To achieve high performance in an 
increasingly dynamic and uncertain 
international business environment, 
organisations in every industry must 
create a strong internal capability to 
harness change for competitive 
advantage. The need to manage 
transformational journeys while 
simultaneously dealing with a 
fast-moving, changing environment 
requires companies to embrace 
continuous change while delivering 
results at a pace that is faster and more 
effective than their competitors.

In this module, participants utilise a 
simulation to engage with and influence 
team members. Throughout the module, 
they will be looking at answering some 
of these questions, such as obstacles 
faced when embarking on a change 
management programme and the 
essential steps of managing change.

Creation and Convincing Your 
Stakeholders (III)

Final project submission and 
presentation

PRE-PROGRAMME PROFILING – 
GLOBAL MIND-SET INVENTORY (GMI)

PROGRAMME FUNDING STRUCTURE
COURSE FEES 

SIGNING UP EXISTING EMPLOYEES

SIGNING UP NEW HIRES

Programme Course Fees

Course Fee Grant

Course Fee Grant

Salary Support
(For Employers who
hire new talent)

$16,000

$7,900

• Up to 70% of course fees

• Absentee payroll support is available subjected 
   to terms and conditions

• Up to 70% of course fees

• Up to 90% of course fees
   For Singaporean Citizens  ≥ 40 years old or Singapore 
   Citizens/Singapore PR sponsored by SMEs

• Absentee payroll support is available 
   subjected to terms and conditions

• Up to 90% of course fees
   For Singaporean Citizens  ≥ 40 years old or Singapore 
   Citizens/Singapore PR sponsored by SMEs

• Up to 70% of monthly salary 
   (capped at $4,000 per month)
   For Singapore Citizens < 40 years old or Singapore PR

• Up to 90% of monthly salary 
   (capped at $6,000 per month)
   For Singaporean Citizens ≥ 40 years old or at least 6 months 
   unemployed

iSkills Talent Development Programme 1

iSkills Talent Development Programme 2


