Study Guide for Final Examination – Business 187

Facts and Concepts from After the Midterm
Professor Wood – ver. 1.1

As noted in the handout on “Elements to Remember from Before the Midterm,” our final exam will be comprehensive. It will cover all the major topics in global business on which we had assigned readings and discussions in class.  But it will focus disproportionately on items discussed after the midterm.  1) Items from before the midterm will be included only if they appear on the “Elements to Remember” handout, and 2) Questions are more likely to be asked on the material since the midterm.  A good guide is to assume that about 55% of the True/False and Multiple Choice questions will be from after the midterm. This sheet summarizes what we’ve studied since the midterm. 

As discussed elsewhere, this is just a guide for studying. You have to understand the topics below, and that will mean reviewing the text, your notes, etc.  


	From…
	know about…

	Chapter 12
Entry Strategy and Alliances
	Problems of deciding when to enter – first-mover advantages, disadvantages
Advantages and disadvantages of large vs. small-scale entry 

Entry modes:  Exporting, turnkey projects, licensing, franchising, joint ventures. Know what each mode means, but it is not necessary to memorize their advantages & disadvantages except that you should know: 

· the dangers of licensing and joint ventures, 

· why firms with technological know-how that has long-term value tend to use wholly owned subsidiaries, and 

· the kinds of entry strategies suitable for firms with special management know-how (e.g., McDonald’s and Starbucks).  

Porter Diamond and location decisions – Clusters have knowhow you can draw on, but greater danger your ideas will be copied 

	Chapter 13     Exporting and Importing
	Information sources 

Principles of export strategy

Lack of trust – why it exists and how to address it 

Getting paid – the letter of credit (understand basic mechanics)

Draft, Bill of lading

	Chapter 15
Marketing 
	4Ps of Marketing (Product, Place, Promotion, Price – in the text ‘Place’ is ‘Distribution Strategy;’ ‘Promotion’ is ‘Communication Strategy’)

Global standardization strategy vs. localization strategy in marketing.  Firms that seek standardization must still do a lot of localization

Kinds of changes in product attributes that are often necessary

The challenges of distribution – both the physical path goods take and changes in who owns them.  In other words, who buys the product from the maker and sells it to the final customer? 

- How differences between countries affect choice of marketing channel

- Difficulties and advantages of direct selling

- What is a ‘distributor?’ - firm that buys from maker or larger distributor & sells to retailer or smaller distributor (or final customer)

Communication/promotion strategy – Push vs. pull strategy 

Factors that change push vs. pull choices in different countries: 

- Combination needed for long distribution channels; 

- Push needed where literacy is low; 

- Push needed where mass media unavailable 

Why international pricing is complex 

Price escalation 

Government’s conflicting impacts on price 

	Chapter 16 – Global Human Resource Management 
	Expatriate, Inpatriate

Differences in goals of human resource management for global standardization vs. localization strategies 

Expatriate failure and reasons for it 

Headquarters managers and their challenges 

Challenges of repatriation 

Benefits and difficulties of staffing with locals or locally hired expatriates 

Difficulties of international performance appraisal 

Compensation of expatriates – cost of living indices and their problems  

	Chapter 14 - Global Production, Outsourcing, and Logistics
	Definitions:  Logistics, outsourcing 

Major issues of global production:  not just cost and quality, but also 

· Controllability, 

· Local responsiveness, and 

· Ability to respond to shifts in demand 

Benefits and costs of centralized vs. decentralized systems 

Benefits and difficulties of making yourself

Benefits and dangers of buying from others (outsourcing)  

Evolution (upward migration) of foreign factories’ roles

The roles of electronic data interchange  

	Political Economy of Foreign Direct Investment (originally covered in Ch. 7, pp. 252-255)
	Ways of thinking about foreign direct investment:  The radical view, pragmatic nationalism, the free-market view 

Reasons why the radical view became less popular after 1980s

Strengths and weaknesses of pragmatic nationalism, free market view

Rich countries’ free market approach 

Challenges of managing a far-flung production network (from lecture and Nike debate) 
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