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IT’S ABOUT TIME TO ENTER THE GLOBAL RADAR 



• In order to thrive, SMEs must be equipped to contend in the new competitive 
arena. This requires them to take meaningful action on four fronts, with 
technology deeply embedded across all of them. 

• The successful SME will: 

■ Adopt a global mindset, whether preparing to grow into new markets or defend its 
home turf from international competitors; this requires changes in technology, culture, 
and strategy. 

■ Focus on transformation, with a holistic view of change across the enterprise and 
strategy, including technology; for many firms, transformation is essential not just to 
growth but survival. 

■ Deal with the human factors of skills, hiring, and culture, which touch on nearly 
every part of the business; technology offers some important ways to manage and 
optimize global people issues. 

■ Plan for innovation and differentiation, keys to reaching the empowered 
customers and rising markets that define the new global economy; the winners will be 
those who stand out in a world of competitors.



Economic uncertainty is not only caused 
by the changes of global government 
economic policies of the G7 and G20 
countries but also because of people's 
consumption patterns changes.

Changing customer expectations due 
to strong changes in the business 
landscape as the impact of technology 
forces companies to innovate in 
organizations structures, production 
process and even revenue streams. 



SMEs across the board 
recognize they must prepare 
for both domestic and 
international growth—and 
competition.
SME’s belief innovation across 
all aspect is the only way to 
survive.  



Transformation priorities 
include capitalizing on 
growth opportunities in 
expanding markets (41%) 
and entering new 
geographic markets 
(36%), followed by 
creating a culture of 
innovation (34%) and 
investing in new 
technologies (26%). The 
emphasis on geography 
extends across virtually 
all industries, regions, 
and company sizes. 

Focus on technology 
correlates with a better 
bottom line, with the most 
profitable firms more likely 
to see technology 
transformation as a 
strategic priority in business 
transformation, and placing 
a higher priority (26%) on 
acquiring digital skills than 
less profitable SMEs (17%).







SMEs are confident they can go 
head-to-head with bigger 
companies on the technology 
front. Less than one-third say 
their firm lacks the technology 
capabilities of larger 
competitors, and barely one-
quarter say they struggle to 
understand how technology can 
create measurable benefits for 
their firm.





SHIFTING TRENDS B2C TO B2B E-COMMERCE

Source : magneto IT solution



10 Largest E-commerce Markets in The World (by billion USD)

Source : magneto IT solution



• Survey respondents came from 21 countries around the world, with the total of 2,100 responses evenly divided (100 
respondents each) among the following: Australia, Brazil, Canada, Chile, China, Colombia, the Czech Republic, France, 
Germany, Hungary, India, Indonesia, Italy, Mexico, Poland, Portugal, Russia, South Africa, Spain, the United Kingdom, 
and the United States. 

• Industries represented include discrete manufacturing (25%), professional services (21%), consumer products (22%), 
retail (17%), and wholesale (16%). 

• Respondents are C-level executives or direct reports, including CEO/President/Owner (10%) and a broad mix of senior 
leaders from IT, sales, finance, operations, marketing, and procurement. 

• Revenue at respondent firms ranges from $20 million–$99 million (27%) to $100 million–$249 million (23%), to $250 
million–$499 million (29%), and $500 million–$750 million (20%). 

• Interviews were conducted with 12 SME executives around the world, providing critical qualitative insight to support 
our quantitative findings. 

• Survey demographics: Respondent title Direct report to one of the above titles 21.3% VP/Head of Procurement 10.6% 
VP/Head of Marketing 7.4% VP/Head of Sales 14.6% CEO/President/Owne
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