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A Double Edge to International Supply
Chain
The U.S. middle market continues to increase revenue through purchasing and
selling products and goods in the international supply chains that connect all corners
of the world.
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The U.S. middle market continues to increase revenue through purchasing and
selling products and goods in the international supply chains that connect all
corners of the world.

A new research report, released today by the National Center for the Middle Market
(NCMM) in collaboration with the Center for International Business Education and
Research (CIBER) at The Ohio State University Max M. Fisher College of Business,
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reveals that middle market companies of all sizes and industry segments are �rmly
established in global markets as purchasers or sellers.

Of the 406 middle market supply chain leaders who responded to the report’s survey,
60% indicated revenue growth as the top advantage for international sellers, while
72% of purchasers surveyed cited cost savings as the top bene�t for engaging in
international supply chains.  

Expansion by mid-size companies into international supply chains is also common,
according to the research. In 2023, one out of every �ve middle market companies
expanded into new international markets. That number is expected to grow in 2024,
with 45% of sellers indicating they are looking to expand their international supply
chain presence, while 37% of purchasers look to do the same.

“This research offers a unique look at an important segment of middle market
business,” said Doug Farren, managing director of the NCMM. “While many
enterprise organizations participate internationally and often times have well-
de�ned processes, teams and partnerships, we wanted to explore the latest trends
and implications for mid-size companies that sell products outside the U.S. as well as
source raw materials and supplies from partners in other countries.”

While middle market businesses that have international supply chains are largely
satis�ed with their experiences and acknowledge the importance of diversi�cation,
business beyond domestic borders is not without challenges and risk. While 37% of
responding purchasers cited longer lead times as their top challenge, sellers cited
quality control as their primary hurdle within their international supply chains.

Risk mitigation for international supply chains also remains a top priority for these
middle market companies ― 47% of sellers cited insurance as their primary action
for mitigating risk, while 40% of purchasers cited a diversi�ed supplier base as their
go-to tactic. Regardless of whether these mid-size companies purchased or sold
products internationally, purchasers and sellers each felt that supply chain
disruptions were minor (74% and 80%, respectively) and felt overwhelmingly
con�dent in their international supply chains (77% and 89%, respectively). 

Another challenge revealed by the research is the struggle to hire domestic employees
with international supply chain expertise. Mid-size companies that purchase or sell
internationally have a clear need for domestic employees with international supply
chain experience, with language pro�ciency cited as being particularly critical, along
with international awareness and cultural competence.

Hello. It looks like you’re using an ad blocker that may prevent our website from
working properly. To receive the best experience possible, please make sure any blockers
are switched off and refresh the page.

If you have any questions or need help you can email us

mailto:info@cpapracticeadvisor.com


“What was particularly interesting about the research was just how much work was
needed to ensure middle market companies are fully invested in creating and
sustaining a global supply chain,” said Michael Knemeyer, a professor of logistics at
Fisher and co-author of the report. “Success means dedicating human capital,
trained with language and cross-cultural competencies, to ensure these international
networks are operating at capacity.” 

The joint research report highlights the important role that Fisher’s CIBER has in
international business and education. Administered by the U.S. Department of
Education, CIBER grants provide universities across the country with valuable
resources to increase and promote the nation’s capacity for international
understanding and competitiveness. 

“We were proud to collaborate with NCMM on this very important exploration of
global supply chain,” said Dominic DiCamillo, executive director of Fisher’s Of�ce of
Global Business, which houses its CIBER. “When we talk about the power of
partnerships and driving real impact and understanding of today’s international
business environment, it’s projects like this one that highlight the unique role that
the NCMM, Fisher and CIBER can have when working together.”

The research report can be found at http://www.middlemarketcenter.org.
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