
Bob Glazer: Welcome to another insightful Outperform podcast episode. I'm 
Bob Glazer, founder and managing director of Acceleration 
Partners, and today we're going global. I'm excited to have 
Nicole Sahine with me. She's the CEO of Boston-based 
Globalization Partners, and is here to talk about what it takes for 
your company to go global. So, welcome, Nicole. 

Nicole Sahine: Thank you so much, Bob. I'm really excited to be here. 

Bob Glazer: Yeah, this is a very relevant topic for many companies. I know 
for us, it's what we're working on each day, and also a client of 
Globalization Partners, working with you on it. So with that, why 
don't we dive in, and why don't you tell us a little bit about your 
background and how you ended up in the business of helping 
companies go global. 

Nicole Sahine: Sure. Well, my background was ... I grew up in the Midwest, and 
started traveling when I was in college. I actually had a 
scholarship that facilitated me to study abroad. I went on a 
cruise called Semester at Sea, which is a floating university. So 
they converted a cruise ship into a university, and we went to 12
countries in 100 days. You take your classes on the boat and you
learn about all of the different countries.

I would say that coming from the Midwest and suddenly seeing 
the world in such a profound way and all at once, changed my 
life completely. After that, I became just a really ... I love to 
travel. I love people in all different countries, and I'm very 
passionate about helping people connect with each other from 
all over the world.

I've also always been an entrepreneur, so when I finished 
college, I started a business in the Caribbean, but reasonably 
quickly decided that that wasn't the place for me to live, and I 
wasn't in the right business. So I went to graduate school, got an
MBA, and subsequently started helping companies expand 
internationally and navigate all of the international tax 
compliance and legal issues with a consulting firm that I helped 
build.

Bob Glazer: And then when did you break off and start Globalization 
Partners? 

Nicole Sahine: Yeah, so with that company, it was called High Street Partners, 
and I just absolutely loved building that company with my 
colleagues. We grew from six people to 200 in the course of six 
years. We took venture funding, and it was a lot of fun. We had 
clients like Harvard and Tesla, and after six years advising CFOs, 
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HR directors, and general council how to set up their operations 
overseas, basically every time they wanted to hire an employee 
in another country, we would tell them, "Look, okay, in order to 
hire this person, we have to set up a branch office or a 
subsidiary, and that will take three months to 12 months, and 
$10,000 to $100,000, but after that several months period is up,
then we can hire this person." 

And after doing that for six years, I thought, "My God, there's got
to be a better way to do business internationally, and if I can just
set up one company in each country that all of our clients can 
have access to, I'd have a much more scalable and efficient 
business model." Because typically, companies don't want the 
overseas companies, what they want is to be able to hire people 
internationally. 

So again, after six years, I left the company. It was incredibly 
hard for me to leave because I was really emotionally tied to 
that business, but I left the company, gave my notice, traveled 
around the world for a year setting up the back office of this 
business, and now it's six years later. We have companies all 
over the globe and we're helping hundreds of companies expand
internationally in just a couple of business days no matter where
they want to go overseas. 

Bob Glazer: So this is really a personal and a professional passion combined 
for you. 

Nicole Sahine: Absolutely. Absolutely. 

Bob Glazer: Globalization Partners is referred to as a PEO. I know this is the 
model that's gained more traction in the U.S., but is newer in the
rest of the world. Can you explain a little bit how that model 
works? 

Nicole Sahine: Sure, yeah. So, PEO in the U.S. refers to co-employment. So 
that's another company, so like an Insperity or a TriNet is an 
example, would co-employ your U.S. employees by partnering 
with a U.S. company to provide benefits and manage HR 
administration and payroll through all 50 states. 

However, in the U.S., it's co-employment, and the company is 
still responsible for filing corporate tax returns, following all the 
corporate laws here. You have to have a company in the U.S. in 
order to engage a U.S. PEO for co-employment services. 

Internationally, we've borrowed the term PEO, but we're actually
offering a full employment, so we're fully the employer of record 
for our clients' employees. So, since we're 100% the employer 
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record in a country, we are generally deemed to be 100% 
responsible for the HR and legal and tax and HR issues of doing 
business in those countries. So our clients technically are not 
doing business in those countries. They're contracting with us as
a U.S. company, and we're employing people on their behalf 
around the globe to help them do whatever it is that they want 
to do in those countries. 

Bob Glazer: Interesting. So this is ... I know cultural implications are 
important to you, and this is a new model. So how does it work 
in a lot of countries where let's say a U.S. company goes to 
someone and says, "Hey, we want to hire you, but you're not 
really working for us, you're working for Globalization Partners." 
Is there confusion or hesitation around that by people in those 
markets who just, this is a new model for them? 

Nicole Sahine: Yeah, I think that's a good question. I think it can be ... it mostly 
depends how the client handles it, and we have some really 
big ... how the client sets the expectations with the people that 
they're recruiting. 

We have some really big name clients, so if you can imagine, 
you know, Yelp, for example. When somebody accepts a job offer
with Yelp in another country, that's a big, big name in that 
country, and they're excited to be a part of that organization. 

So when the client says, "Okay, you're actually going to be 
employed by Globalization Partners, it's just important that the 
client says that this person still is 100% a member of their team,
that they're expected to be engaged, and that they'll be treated 
like all the other members of the workforce. And as long as that 
expectation is set that we're the client's global HR partner and 
that's why the client's using us to hire people, things usually go 
very smoothly.

Bob Glazer: And it doesn't affect title or any of the other things. I know some
of those things are important in certain cultures. Our MD of the 
UK actually at our annual summit did a very funny presentation 
on here's what people say in the UK, and here's what they mean.

Nicole Sahine: Oh, I love that.

Bob Glazer: One of our examples was, "I'm a little bit worried," means I'm 
really, really worried because they tend to understate things and
we tend to overstate things. So I can understand how there 
might be some cultural nuances around some of the 
technicalities involved here. 
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Nicole Sahine: Yeah, absolutely. And I think that's the best part of doing 
business globally is that you learn to communicate with other 
people in all these different countries and see what they're really
saying, or find out, and I think that's absolutely the best part of 
doing business around the globe is working with people from 
everywhere.

Bob Glazer: We've talked about this before, but I think one of the fascinating 
things about your company, which is growing quickly, winning a 
lot of cultural awards, is that you are making dog food and 
eating it at the same time. So, I'd love to hear, as you help 
companies set up all over the world, to do that, you're setting up
remote and virtual and small teams, kind of satellite teams all 
over the world. What have you learned in the process that 
helped pass that along to your clients and in your business 
model?

Nicole Sahine: Well, that's a really important question, Bob, and it is super 
important to us because we spend a lot of time working on it 
and cultivating our company culture here in the United States, 
as a lot of people do who ... you know, for us, we're really 
passionate about building a business that is a great place to 
work. And managing that culture around the globe and that kind 
of quality control and level of engagement is really important. 

So, we've done a couple things. In terms of recruiting people 
internationally, we have ... when we've hired people in other 
parts of the world, we bring them to our office, and for all of our 
employees, whether they're in the U.S. or internationally, we 
have something called GP University. So we try to consolidate all
our new hires around one week per month. So everybody starts, 
let's say it's Monday the sixth, and that week, they're all in our 
Boston offices and different people from all levels of the 
company and all areas of the company come in and present to 
that group in a GP University format, so that people can meet 
general council and lawyers and the finance team, sales team, 
marketing team, and they see the business from all of those 
different perspectives. 

With international people, right now we have them coming in for
three weeks at the outset to incubate in the U.S., and then 
they'll probably come back every three months for a week or 
two just to sync up, because our company is in high growth 
mode and changing very quickly. 

We also, we've experimented with this a bit, but we have had 
people who ... So, since we need to hire people internationally 
but we want to train them here in the U.S. and we want ... you 
know, like maybe it's our first feet on the ground in India or 
Brazil or Germany, we have engaged people here in the U.S., so 
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maybe it's somebody who has work experience in their country 
and already was an HR specialist, but they came back to the 
United States for an MBA or a degree program, and then they're 
on a one year visa here in the United States. So once they have 
that one year visa to work in the United States, they can work 
with us for, maybe it'll be six months that they'll work in our U.S.
offices, and then when they go back home, they both 
understand how we're doing things here and they have great 
relationships established with the company, but they're also 
equipped to go be the first feet on the ground in their home 
country. 

Bob Glazer: That's really interesting insight, and I know that you and I were 
on a panel a few months ago around global expansion. I think 
this topic came up. It seems that you've handled the intersection
of core and localization and really focused on that, because I 
think the mistakes that I've seen people make and I hear about 
is they went way too one way or the other. So, they took a bunch
of U.S. people who understood the culture, sent them to an area,
and didn't understand that area. Or they found the local people, 
let them get running, didn't indoctrinate them into the company,
and had a totally different organization running in one region 
than the others. 

Those seem to be the two extremes that a lot of people run into,
and it sounds like your model and the model we try to follow and
the others is how to ... how do you combine that? How do you 
get the global ... we say kind of global coordination, but local 
context. Respect the differences, but we're very clear that 
there's only one set of core values in our company and that 
there's some certain things that there's only gonna be one way 
to do them. 

Nicole Sahine: I agree 100%. I mean, I think people under-invest in training in 
general, from at a corporate level, and we invest very heavily in 
training. We're about a 60 person company right now and we 
just invest very heavily in training people and always have since 
we were even like a seven person company, we've been 
investing in this GP University. 

But when people finish GP University, they say, "Oh my gosh, I 
used to work at 3M and they never had GP University or 
anything like this." But I think that you absolutely have to hire 
local people to do business locally. The idea of hiring Americans 
to go overseas, it just doesn't work. You can't expect somebody 
to be fluent and navigate fluently a culture that they're not part 
of. And ultimately, since we help companies expand 
internationally and navigate the ground in that country, we need
people who basically speak both languages. 
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Bob Glazer: Yeah, what's interesting is how I think that one culture can 
pervade. So when we launched in the UK, and we let people 
work remotely and from home and we're really ... I think it really 
lends itself in client services because the objectives of the client 
are very clear, and people tend to work more on client service 
teams. 

But when we launched over there, I think our managing director 
felt a little embarrassed about explaining that to people. So we 
set up a shared office, a flex office, and we don't use it that 
much, but I heard her speak a month later, and she was then 
talking about this as a benefit. I think it was ... how we work is 
new in the British culture. I think the U.S. tend to be a little bit 
ahead, but now it's sort of an asset saying to people, "Look, if 
you don't want to be on the train for an hour a day and you want
to be in an [inaudible 00:12:49] environment, you want to work 
differently, then come work here." 

So, I thought it was very interesting watching sort of the ... more
of as I said, understanding the cultural differences, but then 
saying, "Hey look, this is how we do it in the company, and we 
think it's a better way. And we think that people within this 
market will like the way that we conduct business." 

So, I don't know if you've seen any similar experiences, 'cause I 
know you kind of operate in the same structure. 

Nicole Sahine: Yeah, I mean, I think ... let's see. I do think that working from 
home, in some countries it just can't translate. So we have a 
pretty significant India team. That is not a country where I could 
have people work from home at all, because I think people live 
in much closer quarters with much more extended families. And 
so we have to provide office space there ... probably not for 
everybody, right, but for, I don't know, the specific team that 
we're hiring. 

But yeah, I mean, I do agree with you completely that ultimately
we don't have to blend into every country in order to navigate 
how they're doing business, but I think the same is true with any
startup. It's up to us to say here's who we are and here's what 
we believe in and here's what we want to do, and the right 
people will be drawn into that. 

Or we'll just say, I love the idea, but it's not gonna work for me. 
But I think really clearly articulating it and what your values are 
and your vision, then it is helpful because then people can buy 
in or not, and that's up to them. But I think that if you clearly 
articulate it, then you attract the people who will be attracted to 
that and see the value in it. And people will try something 
different or something new. 
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Bob Glazer: Your values do not differ at all, or augment at all. 

Nicole Sahine: Exactly. Never. 

Bob Glazer: Yeah, it's something people have to figure out. So there's real 
big global opportunities right now, but as you know, there are a 
lot of challenges when expanding globally, which is why people 
probably often do it too quickly. So what are some of the things 
that companies often overlook when expanding into a new 
country. If you said, look, I could save you a lot of aggravation 
and pain, you're gonna miss these couple things, what are they?

Nicole Sahine: I mean, I think one of them frankly is the idea that you don't 
have to set up a company in every country and figure out the 
legal requirements in each country at the outset. You can use a 
service like ours. Most companies aren't aware of it yet, so that's
part of our job to help spread the word that this service even 
exists or is an option, because I think it gives companies so 
much more capability to expand anywhere they want to around 
the globe.

Beyond that, I think under-training and not spending enough 
time syncing up with people remotely. Like you said, they kind of
set it and forget it. Okay, we've hired this guy in Singapore, and 
he's gonna go take over the world. And then suddenly, a year 
later they pop up and that office looks completely different, they
have a completely different mindset, a completely different way 
of selling products and services, and they're really not aligned 
with the U.S. headquarters team. 

I think HR is, for some reason it seems maybe undervalued a lot 
of times in corporate America, but I think that the HR job and 
the company culture and mission and values like you said, Bob, 
are more important than ever, and training is more important 
than ever to manage remotely. 

I believe strongly in great tech, so for me, video conferencing is 
something I absolutely insist that all of our employees use all 
the time, because I believe that it's important for people to see 
your face. And today's day in technology, I mean, the difference 
between having a call, even with a family member, and when 
you flip on FaceTime and you can see their face, you 
communicate so much better. And whether it's a family member,
a colleague, anyone around the globe, a lawyer, an accountant, 
and employee, you will connect better with that person and 
understand much more of what they're saying if you take the 
time to use video conferencing. So I think that's incredibly 
important. 
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And just to throw a stat in there, 53% of communication is non-
verbal. So if you only use telephones without using video 
conferencing, you're missing 53% of what people say. 

Bob Glazer: You know, they say that 62% of statistics are made up on the 
spot ... 'cause I've heard that quoted in even up to 80% before, 
so they're probably different studies, but I've heard it even 
quoted higher than that. 

Yeah, we default to video conferencing. I don't think it replaces 
in person, but I think it is orders of magnitude above a phone 
call. I remember a call a couple of years ago, we were talking to 
a prospect, and the one person who wasn't on video was talking 
and talking and talking, and I could see in the prospect's face 
that they had lost them. I can see the context, and they just 
didn't have that advantage. So yeah, it is far better than a 
phone call alone. 

So you are a partner in taking risk for companies. So in terms of 
helping mitigate the risk, where do they run into problems? I 
think there's probably that not understanding the laws and a lot 
of the labor laws. I think we take for granted in the U.S. our sort 
of at will employment system, but you have to become an active
partner in that. So how does that look in terms of you helping 
your clients think about risk and what that means in the 
different markets where they're hiring people? 

Nicole Sahine: So for us, as long as the client engages through us, if there's any
issues that arise ... so for example, they use our employment 
contract templates, they use our portal for data security 
purposes, and they contact us if they need to have a dismissal 
type of conversation with an employee or a potential dismissal 
issue, and they contact us before contacting the employee, and 
we ... basically, if the client follows the rules of engagement, 
then we indemnify the client that all of the HR laws in country 
will be followed. 

So we eliminate a lot of the risk. I think there is some risk, but 
it's not risk if it's managed or known in advance. So for example,
when we terminate people in European countries, I'd say 60-70%
of the time, just depending on the country, we need to negotiate
a settlement based on getting that person off the payroll. Not if 
the employee quits, but if we need to do a termination and it's 
the employer's choice to terminate the engagement.

That can be handled well, but it's usually a negotiated thing. But
as long as you know that in advance and it's handled carefully, 
then I think a lot of the risk is already eliminated. So I guess just 
because we know what we're doing and know what to expect 
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and how to handle things, that really eliminates a tremendous 
amount of risk for our clients. 

Bob Glazer: With these smaller companies going global, and obviously if 
they're using a model like yours, then they're probably doing 
that carefully, but I'll see a hundred person company with eight 
offices, and I'm thinking, they're probably not doing this right. I 
mean, they probably couldn't afford to do it right, I mean they're
probably, they're not registered, they're contractors, and there's 
just a lot of implications. I think we take for granted our markets 
are fairly deregulated versus some of these other countries. 

So I get the sense that people are probably violating numerous 
laws that they don't realize that they're doing by running quickly.
I mean, I know how much work it is for us just two countries, I 
just can't imagine eight with 50 people. It just seems like a 
pretty big burden. 

Nicole Sahine: Yeah, I agree completely, and I think when they do run fast and 
they don't ... you know, it's like, okay, let's just hire these people
and pay them all as contractors, they're incurring a huge risk 
and they don't even know what the risk is. I think it's scary. Like I
said, you know, managing risk is great. 

Bob Glazer: I'm not gonna ask you for legal advice, but on a global basis, can
you clarify this sort of independent contractor ... is it a similar 
rule here? I think there are a lot of people in the U.S. that are 
very improperly employing people as contractors, and there's 
some real penalties around that. How does the rest of the world 
view contractors versus employees? It probably is worse actually
than in the U.S.

Nicole Sahine: It is much worse, because ... there's a couple reasons. So first, in
most countries, so the U.S, like you said, is very deregulated. 
Employees don't ... you know, having an employment 
relationship does not come with a lot of protection. So in the 
U.S., for being an employee we get I think Social Security and 
Medicaid or Medicare, some employer portion of that paid. But 
it's capped, it's not that much, and we also don't have severance
or very significant ... we do have unemployment insurance, but 
it's pretty insignificant compared to the rest of the world.

So internationally, like if you take any European country, Brazil, 
anywhere in the world, they don't have at-will employment, so 
there will always be some period of notice that must be paid or 
severance requirement to terminate an employee. But also, 
because fringe benefits of employment are provided by the state
... so what we pay as Social Security in the U.S. is actually 
complete healthcare, retirement planning, everything, and all of 
that is paid for by the employer portion of the taxes. So all of 

Outperform The Acceleration Partners Podcast - Ep. 21 Going Global wit...
Transcript by Rev.com

Page 9 of 13

https://www.rev.com/


those protections are paid for by companies as part of payroll 
tax. 

So basically, if you end a contractor agreement with what is 
essentially an employee overseas, and the definition of 
employee is similar to the United States, you know, is it a 
contractor, is it an employee, if that person works full-time and 
exclusively for you, it's an employee, and you have to follow 
employment law. 

So then if you need to terminate that relationship with the 
employee, and they're upset about it, which they probably are, 
there's a few risks there related to it being an employee. So first,
they may or may not have been paying personal income taxes 
on the income, because may or may not, you know, it could 
have flown under the radar just depending on the country that 
they were receiving wires. If they haven't reported their income 
tax or as much of their income as they should for taxes and they
get slapped with a tax bill, they will often come back to the 
client and say, "You were legally required to withhold my taxes 
and you didn't, so you owe these taxes." 

They can also come back and say, "All of these benefits ... I 
should have been paid as an employee with benefits for all this 
period," which would have been healthcare and pension and all 
these employer taxes on top of what the employee was paid. 
And then the employer is likely to have to pay those in arrears, 
plus end up in a labor court. So in a lot of countries, again, most 
countries are more socialist than the United States, which is 
almost totally a capitalist country. So all those employer 
protections are really strong and in place, and a lot of times the 
employees can go to court, take their employer to court at 
almost no cost to them. So there's really no risk in them going to
court 'cause they figure they're gonna get something rather 
than nothing. 

The second problem is from a corporate perspective. So if you 
end up in a legal dispute with your employee in another country 
who was paid as a contractor, and it comes to the attention of 
the government through the labor courts or whatever, then they 
can come back and say, "Oh my gosh, you've been operating in 
this business the entire time, but you never declared that you 
were doing business here. And this employee, this person who 
we believe was an employee, sold millions of dollars worth of 
revenue into our country and we want to tax that. And since you
haven't structured yourself as a corporation or put any of the 
protections in place there to limit what that tax liability would be
in that country, you can have a corporate tax liability as well. 
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Bob Glazer: So the moral of all of this is don't rush and figure it out later, 
because-

Nicole Sahine: Yes, exactly.

Bob Glazer: ... this is hard to undo once you've done it. 

Nicole Sahine: I agree completely. It's also hard to ... sometimes it's hard to 
persuade an employee who's been paid as a contractor to 
convert to being an employee, because they might not want to 
pay taxes. You know, it's pretty sweet if somebody wires your 
whole gross salary into your bank account each month, so-

Bob Glazer: Yeah, I've seen this, even in the U.S., I've just seen a lot of 
people in our industry misusing this, and there's some big, big 
implications to it, and I know we're probably friendlier than any 
of the cultures around ... or country's regulations on how to 
handle that. 

Well, switching gears for a sec, a couple questions that we 
always like to ask are about your journey. So what is a mistake 
you've made in your business or career that you've learned the 
most from? And for a lot of people, it's often a repeat mistake. 
So I'd love to get your take on that. 

Nicole Sahine: My recurring mistake with this company has always been not 
hiring fast enough, and I always try to. We're very mindful of 
always trying to hire several months ahead of the curve, and get
the right people in the door. I very much hire proactively and try 
to ensure that we always have more than enough people trained
on client services side, because client service is very important 
to us, as is many other things. I haven't had issues there, but I'd 
say like how quickly we need more senior finance people in the 
door, more senior, you know, it's just a constant trying to hire. 
And so I guess it's not ... it's just that's one ongoing challenge.

My other mistake I'd say is not following my intuition sooner. I 
think for years I wanted to set up this business and I had this 
idea, and I delayed because I wasn't following my own intuition. 
But as soon as I finally did, and I think as terrifying as you know 
to start your own company, once I did it was so incredibly 
rewarding, and my only thought is, my gosh, why didn't I start 
sooner. 

Bob Glazer: There's a phrase I've heard. This both refers to people and 
situation, and like you said, that the longest period ... darkest 
period for an entrepreneur is the time between you know what 
you have to do and when you do it. And I think that probably 
resonates with a lot of people. 
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Nicole Sahine: Yeah, absolutely. 

Bob Glazer: Finally, what is your key to outperforming the competition? 

Nicole Sahine: I think our key to outperforming the competition is that we focus
on quality. No matter what we're doing, I believe that this is an 
industry that is here to stay, and that it's incredibly legally 
nuanced. So we have significantly more lawyers on staff than 
any of our competition who are very actively building out the 
absolute best quality service that we can offer in the market. I 
need this model to stand up to our clients who are huge 
companies and Fortune 500 companies, and I want to be able to 
put my name against it and say, "Yup," you know, to a Fortune 
500 company, "I'm confident that this model will see you 
through your expansion no matter where you want to go." 

And I'm very proud to say that we can do that. It's a tremendous
amount of work to be legally compliant in 150 countries on 
behalf of hundreds of high growth American companies where, I 
mean ... here's another statistic. But like 70% of the world's 
lawyers live in the United States. Our legal standards are very 
high compared to the rest of the world. And so to take that 
standard and build it out across 150 countries where the legal 
systems aren't even that evolved, is definitely where I believe 
the future is, and I think that there's a lot to be said for staying 
power. So it's the focus on quality. 

Bob Glazer: Yeah, one of my favorite quotes I use with the team is how we 
do anything is how we do everything. I think it's just a good 
focus on excellence. 

So Nicole, how can our listeners learn more about you and 
Globalization Partners? 

Nicole Sahine: Thank you. Yes, they can go to our website, which is 
Globalization-Partners.com or Google me. My name is Nicole 
Sahine, and I love to hear from people. I love working with other 
entrepreneurs and helping companies go international or people 
take their businesses internationally. I'm always happy to hear 
from people. 

Bob Glazer: All right. Great. Well, we've written and talked quite a lot about 
what companies need before taking their affiliate programs 
global, and a lot of what we talked about today fits right in with 
the advice that we give. Now, there's no question that going 
global is a huge opportunity, but it's also challenging. However, 
it doesn't need to be as arduous and costly when you have the 
right partners and expertise in place, as we've just talked about. 
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Nicole, thank you. It's been a pleasure talking with you about 
what it takes not just to go global, but to do it successfully and 
to build a successful global organization. Appreciate you taking 
the time to join us today. And for our listeners, we'll be sure to 
include show notes on this episode podcast, along with links to 
where you can learn more about Nicole and Globalization 
Partners. So until next time, thanks for listening and keep 
outperforming. 
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