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Research Assignment

For this assignment, assume that you are a highly skilled (and paid) international business consulting team or individual proprietor.  You are to apply the knowledge gained in this course by analyzing a “real world” international business opportunity.  Specifically, you are to select an actual business concern (publicly traded recommended) and, now under contract to that firm, identify a specific country and business activity in which a foreign direct investment might benefit your clients.  You are to analyze the potential opportunities and pitfalls of such an initiative and make a final recommendation to the firm’s top management.  One specific question to be addressed must be, “Why should the company enter the target country to do business?”  Corporate officers will wish to know what rules will apply in the host country; do these rules conflict with their corporate culture; can they work profitably within both?  And always, the company will wish to know your expectations of product performance in the competitive environment, sourcing opportunities, marketing considerations, cultural sensitivities, political realities, and Rough Order of Magnitude (ROM) capital/cash flow requirements/constraints.   Obviously, each of these questions involves more than a simple yes/no response.  In fact, it is the integration of the knowledge gained in this class that will yield a thoughtful answer to each of these, and other, key questions for your clients.

The goal of this exercise is to provide an in-depth analysis of the key environmental factors of a particular country that may potentially impact (positively or negatively) the firm you choose to study.  Thus, approaching this exercise is not merely about providing a mass of data in a mechanistic or deterministic fashion.  Rather, it requires critically interpreting data, analyzing historical patterns, understanding causal relationships, assessing the firm’s and host country government’s options, and presenting your findings in a readable, compelling, decision-aiding format.  

Report Guidelines

Target Audience:

The report should be directed toward senior executives of the target company.  The analysis should be direct and to the point.  Conciseness and clarity are important, since these types of readers do not have either the time or inclination to read volumes of material in order to dig out your message.  The report should be neatly organized and easy to follow.  Use of visual aids where appropriate is encouraged.  Please ensure the report is free of typos and is syntactically correct.  It should represent your skills and insights into the complexities of international trade, as well as your general intellectual credibility.  Also, you just may wish to have this analysis serve as your entrée to the offer of a full-time senior management position with this company– a very common occurrence!

Tools:

The framework for this analysis can be obtained by integrating the material covered in the course textbook and class material.  The main sources of information can be obtained from the University library and Web resources.

Length:

While it is difficult to give precise length requirements, this report should not exceed 15-20 double-spaced pages (note:  while single space would be the rule in the real world, I ask for 2X in this instance for purpose of sight conservation, inter alia.).  Border margins should be set at no less than one inch on all sides.  Font should be 12 point (Times New Roman recommended).  The important point is that the information presented be sufficient for the reader to conclude that yours is a solid analysis of the firm, the country, and the international business proposal.

Individual or Group Submission:

This report is intended to be the product of either a collaborative or individual undertaking.  However, students wishing to form partnerships must gain the approval of the instructor before work is commenced.

Deadline:

The written report will be due and turned in not later than the beginning of class per the Course Schedule of Classes.  The company’s contracting officer and your point of contact, VP International Operations, informed you that your report will be the grist for his boss, the CEO’s, strategic plan to be presented to the annual Board of Directors’ meeting the following week in Puerto Vallarta.  

Verbal Presentations:

In addition to the written report, a codicil of your contract may require you to prepare a verbal overview of your findings (not more than 10 minutes) for the officers of the corporation.  Because academic time constraints prevent all papers to be verbally presented, approximately ten (10) proposals will be selected for in-class presentation.  Presenters will be notified in a timely fashion to facilitate preparation.  Verbal presentations will commence as noted on the Course Schedule of Classes.  Bulletized, overhead/PowerPoint presentations are encouraged.  Presenters should be prepared to defend their findings before the class (corporate officers) and course instructor (CEO).  

