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IB 395 (04880)
EMERGING MARKETS
FALL 2012


Class Time:		MW 3:30-5:00
Place:			GSB 5.142A	 
Professor:		Dr. Kate Gillespie


Office Hours:		M/W 1:00-2:00 and 5:00-5:45 and by appointment
Office: 		CBA 7.258		 
Phone:			471-5438
e-mail:			kate.gillespie@mccombs.utexas.edu

Assistant:		TBA   
e-mail:			TBA   



COURSE OBJECTIVES

This course is designed to give students an understanding of the challenges to global marketing in emerging markets, including those in Africa, Asia, Latin America,and the Middle East. It will examine commonalities of different regions and countries while highlighting differences.  

This course provides frameworks for 

· understanding the economic and financial challenges of emerging markets
· exploring common cultural differences between emerging markets and the United States
· managing economic, regulatory and political risk 
· evaluating both local and global competition in emerging markets
· adapting marketing research in emerging markets
· assessing the desirability of entering specific markets 
· determining the best mode of entry for an emerging market
· managing brands in emerging markets
· adapting the marketing mix (product, price, distribution and promotion) to an emerging market
· understanding conflicts between corporate headquarters and subsidiaries in emerging markets

In addition, students will create a market assessment and marketing plan for taking a specific business into a specific emerging market.
Required text/readings

1. Gillespie and Hennessey, Global Marketing 3rd Edition (Cengage)
Note: Second-hand books should be available at the UT COOP or online. Also, new copies of the books may be rented at a fraction of the new book price. Please see the book website (Cengage) if you want to rent the book or Google other options to rent. The international version should be fine as well, although the page numbers and location of materials differ. Textbook cases are found at the end of the book in the international version.  
2. Case Packet—an asterisk (*) following a case designates this package. This package will be available at University Duplicating GSB 3.136.

	
Class Website
Web-based, password-protected class sites are available for students enrolled in accredited courses taught at the University. Go to http://courses.utexas.edu/ Syllabi, handouts, assignments and other resources are types of information that may be available on these sites. Class e-mail rosters will be a component of these sites. Students who do not want their names included in these electronic class rosters must restrict their directory information in the Office of the Registrar, Main Building, Room 1. For information on restricting directory information see: http://www.utexas.edu/student/registrar/catalogs/gi00-01/app/appc09.html

Please check regularly the Blackboard site for this class for any new announcements.  Please be sure your correct e-mail address is registered with Blackboard. Only you can change this address. 


GRADING						GRADE COMPUTATION




Test 1: 20% 					            100 A  92	            73 > C-  70


Test 2: 20% 						92 > A-  90 		70 > D+  67




Class Participation: 18%				90 > B+  87  	67 > D  63 Country Market Report Update: 7%			87 > B  83		63 > D- 60	



Country Market Report Presentation: 5%		83 > B-  80   	F < 60	    Country Market Report: 30%				80 > C+  77											77 > C  73
								 			
									         		
Tests

There are two tests on the assigned textbook readings. The tests will consist of essay questions. About a week before each test, a study guide will be posted on the course Blackboard site to identify themes to study for the exam essays. Students should be present for these tests.


Class Participation/attendance

Good attendance and in-class participation are expected. Students should be prepared to discuss readings and/or case for the date assigned. Discussion questions should be addressed. Daily participation grades will be given.  Students are expected to participate daily (unless there is a really good reason). If not prepared, please let me know at the beginning of class so I (hopefully) don’t keep calling on you! 

Students wishing to receive participation credit on case days when they are absent or not prepared must submit a 500 word case write-up addressing the discussion questions for the case. However, write-ups should be the exception and are limited to 2 per student and must be turned in within a week of the missed class. 

Suggestions for How to Get an “A” in Case Discussions:

· Prepare well.

· First complete any assigned textbook reading prior to reading the case. This will enhance your understanding of issues arising in the case.
· Read and analyze the case. 
· Take notes. 
· Differentiate fact from opinion. 
· Identify contradictions and issues that need to be resolved. 
· Determine the why behind the what. 
· Use the discussion questions as a guide but also identify other questions that you think are important. 
· Look at the exhibits at the end of the case and identify the value-added they supply. 
· Be ready not only to analyze the situation but to offer thoughtful solutions to the problem or problems posed in the case. 
· Identify different options and weigh the pros and cons of each. Be ready to say for each case what you would do and why. 
· Integrate concepts developed in the course into your analysis. 

· Be an active and courteous participant. Be prepared to volunteer. Be prepared to be called upon. Listen to what other students say and be ready to respond to their comments. 

· If you stumble, get up. If I call on you in class one day and you judge your performance to be less than stellar, try to be very active and insightful in the next case discussion. 



McCombs Classroom Professionalism Policy
The highest professional standards are expected of all members of the McCombs community. The collective class reputation and the value of the Texas MBA experience hinges on this.
Faculty are expected to be professional and prepared to deliver value for each and every class session. Students are expected to be professional in all respects.
The Texas MBA classroom experience is enhanced when:
1. Students arrive on time. On time arrival ensures that classes are able to start and finish at the scheduled time. On time arrival shows respect for both fellow students and faculty and it enhances learning by reducing avoidable distractions.
1. Students display their name cards. This permits fellow students and faculty to learn names, enhancing opportunities for community building and evaluation of in-class contributions.
1. Students minimize unscheduled personal breaks. The learning environment improves when disruptions are limited. 
1. Students are fully prepared for each class. Much of the learning in the Texas MBA program takes place during classroom discussions. When students are not prepared they cannot contribute to the overall learning process. This affects not only the individual, but their peers who count on them, as well.
1. Students attend the class section to which they are registered. Learning is enhanced when class sizes are optimized. Limits are set to ensure a quality experience. When section hopping takes place some classes become too large and it becomes difficult to contribute. When they are too small, the breadth of experience and opinion suffers.
1. Students respect the views and opinions of their colleagues. Disagreement and debate are encouraged. Intolerance for the views of others is unacceptable.
1. Laptops are closed and put away. When students are surfing the web, responding to e-mail, instant messaging each other, and otherwise not devoting their full attention to the topic at hand they are doing themselves and their peers a major disservice. Those around them face additional distraction. Fellow students cannot benefit from the insights of the students who are not engaged. Faculty office hours are spent going over class material with students who chose not to pay attention, rather than truly adding value by helping students who want a better understanding of the material or want to explore the issues in more depth. Students with real needs may not be able to obtain adequate help if faculty time is spent repeating what was said in class. There are often cases where learning is enhanced by the use of laptops in class. Faculty will let you know when it is appropriate to use them. In such cases, professional behavior is exhibited when misuse does not take place.
1. Phones and wireless devices are turned off. We’ve all heard the annoying ringing in the middle of a meeting. Not only is it not professional, it cuts off the flow of discussion when the search for the offender begins. When a true need to communicate with someone outside of class exists (e.g., for some medical need) please inform the professor prior to class.


Country Market Report

Students will each be assigned to a (usually 4-person) group. Please see the list of projects below. Directions for applying for specific projects will be given in class. Each group will be expected to turn in a preliminary update and a final report and to present your findings and conclusions to the class

· Project Update

· In this assignment you should address the following sections of the Country Market Report Outline (found on the course Blackboard site under Assignments): Economic Environment, Political Environment, Cultural Environment, Competition, and target market. In addition to the Internet you should use the sites posted under External Links. These include both the book website and the UT library website.

· Be sure that all members of the group have read the latest Commercial Guide for your country located under “Market Research Library” on the U.S. government export portal: www.export.gov. You should also check this site for industry specific reports. You will need to register but this is easy. Put down the University of Texas as your organization.

· This assignment should be about 6 pages (double spaced in font 12 with normal margins) exclusive of the sources section Write in full sentences (essay format). 

· The update should present a summary of your research. You should briefly identify key findings/issues that will likely affect your decision concerning the viability of this market for your product/service and how economic, cultural, political, regulatory, and competitive factors could affect this decision. Be sure you don’t just list information but that you explain its significance to your particular business model. Because of the page limit for the outline, don’t be more detailed than is necessary to clearly make a point. You can add more detail in the final paper.

· A list of sources (fully identified) should be compiled relating to each chapter (2-6) and these should include not only free sources from the Internet but also other sources provided by the UT Library. Identify the ones found via the UT Library website with an asterisk (*). Each reference should be followed by a 1-2 sentence description of the source and its value to your research. 



· CMR

· The CMR should be 22-28 pages—exclusive of references and exhibits—double spaced in font 12 with normal margins. 

· Again, an organizational outline for this report is posted on your class Blackboard site under Assignments. Your report should follow this outline. Please remember, however, that this is not a scavenger hunt in which you simply look for information to fill in the blanks. Some information will be easier to find than other information. Some information will be incomplete or contradictory. You should acknowledge this as you build a balanced, well-researched argument for your final action decisions. This is predominately an analytical exercise. But creativity is necessary as well.

· The report may have up to 5 exhibits. Each exhibit should clearly state its sources and be referred to in the text of the report. Also, the relevance of each exhibit and the conclusions to be drawn from it should also be clearly stated in the text of the report. 

· Follow the instructions for sources and referencing found in the CMR Outline.

· Presentation

· Each group will be assigned a date for a 20-minute presentation of their CMR.
· The grade for this will be for presentation style. Present nice slides and pace yourself well. Emphasize key points and provide detail as appropriate. It is not required that all members of the group present, but it is nice if they do. Don’t worry if some members are less talented at public speaking. I am pretty generous in this regard as long as a good faith effort is apparent.
· Dress should be business casual.

· Final Report
· Please follow instructions in the Country Market Report Outline posted on the course website



Country Market Reports Fall 2012

Proposed projects will be announced in class. Please email the TA immediately stating your preferences and in what order. Students enrolled in area studies programs must do a project related to their area. Let the professor know if this requirement affects you.

Academic Dishonesty
The McCombs School has no tolerance for acts of academic dishonesty. Such acts damage the reputation of the school and the degree and demean the honest efforts of the majority of students. The minimum penalty for an act of academic dishonesty will be a zero for that assignment or exam.  
The responsibilities for both students and faculty with regard to the Honor System are described on http://mba.mccombs.utexas.edu/students/academics/honor/index.asp and on the final pages of this syllabus.  As the instructor for this course, I agree to observe all the faculty responsibilities described therein. During Orientation, you signed the Honor Code Pledge. In doing so, you agreed to observe all of the student responsibilities of the Honor Code. If the application of the Honor System to this class and its assignments is unclear in any way, it is your responsibility to ask me for clarification.

Students with Disabilities
Upon request, the University of Texas at Austin provides appropriate academic accommodations for qualified students with disabilities. Services for Students with Disabilities (SSD) is housed in the Office of the Dean of Students, located on the fourth floor of the Student Services Building. Information on how to register, downloadable forms, including guidelines for documentation, accommodation request letters, and releases of information are available online at 
http://deanofstudents.utexas.edu/ssd/index.php. Please do not hesitate to contact SSD at (512) 471-6259, VP: (512) 232-2937 or via e-mail if you have any questions. 


IB 395
Emerging Markets
Course Outline-Fall 2012
(Subject to Moderate Change)


Session 1, August 29
	Class Introduction

Session 2, September 5
	Market Liberalization and Economic Challenges in Emerging Markets 

	Reading:
1. Chapter 2
2. Read Case 2.2 (Trouble in Mercosur)


Session 3, September 10 STUDENT INFO SHEETS DUE
	National Competitiveness of Emerging Markets

Prepare Case 2.3: Textile Trauma

	Culture and Cultural Change
Reading:
1. Chapter 3


Session 4, September 12
	Culture (continued)




Session 5, September 17
	Culture (continued)

	The Group Project

In-class Group Exercise: Where Have You Been?*	
		Note: This exercise is in your reading packet. Be sure to bring it to class.

Other pre-class assignments:

· Read the Country Market Report Organizational Outline on Blackboard under Assignments. 
· Go to the U.S. Government Export Portal at www.export.gov and locate the Country Commercial Guide for the country of your project. These guides can be found under ‘Market Research’. Become familiar with the guide. It can save you lots of time and effort and often has information difficult to find elsewhere. Print out the first page of your Commercial Guide and bring it to class!


Session 6, September19
	Culture and Marketing

Prepare Case:  Sealed Air Taiwan (A)*

Discussion Questions: 

1. Compare the Hofstede scores of Taiwan and the United States. What insights do these scores provide?      
2. What factors discourage an easy transfer of Sealed Air’s sales model to Taiwan?
3. Is Sealed Air too ethnocentric?
4. Was Paul Huang the right choice for the sales manager position?




Session 7, September 24
	Political Risk, Regulatory Environment and Corruption

	Reading:
1. Chapter 4
2. Chapter 5, pp. 156-60

Prepare case:  Veracity Worldwide in Syria: Assessing Political Risk in a Volatile Environment?*

Case questions:

1. Would you recommend that Campbell Technologies agree to extend its licensing agreement with Elevate Software Solutions? Why or why not?
2. What are the possible repercussions of your recommendation if 
· the regime survives?
· a reform process begins?
· the country descends into civil war?

Session 8, September 26
Managing Political Risk
	
Prepare case:  White Nights and Polar Lights:  Investing in the Russian Oil Industry*

Case questions:

3. How important is the acquisition of Russian oil to a Western oil firm?
4. Evaluate the strategies of Phibro, Mobil, and Conoco. Which is the wisest? Why?
5. How might Western companies protect their investments in the Russian oil sector?

Session 9, October 1
	Buyers and Competitors in Emerging Markets
Reading:
1. Finish Chapter 5
2. Chapter 8 pp. 219-226 and 237-239
3. Chapter 6

Prepare Case 8.3: The Global Baby Bust  

Additional case question:

1. What implications does this phenomenon have for different emerging markets?



Session 10, October  3 
	Choosing Markets

Prepare case: Genicon: A Surgical Strike into Emerging Markets*

	Discussion Questions:

1. Evaluate Genicon’s internationalization and choice of markets to date. What do Exhibits 2 & 3 suggest?
2. What do the Hofstede scores of the four proposed markets suggest? (See Chapter 3.) Should culture be a concern to Genicon? Why or why not?
3. Go to www.transparency.org  and compare and contrast the four proposed markets? Should corruption be a concern to Genicon? Why or why not?
4. Go to www.doingbusiness.org/rankings and compare and contrast the four proposed market. Do any of these rankings help your decision?Are some factors more important than others, and if so which?
5. Go to Business Monitor via your UT Library access. Is political risk a concern for any country?
6. What additional data would you ideally like to have to help Genicon rank the BRIC markets for entry attractiveness?


Session 11, October  8 
	Competition in Emerging Markets

	Prepare Case: SADAFCO*

	Discussion Questions:

1. What are the strengths and weaknesses of SADAFCO?
2. At what stage of development is the Saudi Arabian ice cream market?
3.  How will the entry of the multinationals influence the development of the market?
4. What should be SADAFCO’s response to the intensified competition in the ice cream market? Can it survive?
 




Session 12, October  10
	Market Research

	Reading: 
1. Chapter 7

Prepare Case 7.1: Surveying the Turkish Textile Industry


Session 13, October 15 
Foreign Exchange Review
	
Reading: Review Chapter 2, pp. 28-33.

Assignment: Each member of each group should be prepared to discuss the history of their market currency, predictions for the future of that currency, and the reasons behind those predictions. In addition, they should be ready to explain how a devaluation or revaluation of that currency against their business’s home currency or a major competitor’s currency could affect their business plan. 

	Cookies will be served!


Session 14, October 17 
Test 1: Chapters 2-7, and Chapter 8 pp. 220-226 and 237-239.



Session 15, October 22 
Group Time: Class does not meet but the professor is available for consultation




Session 16, October 24
	Modes of Entry: Importing, Exporting and Local Production

Reading: 
1. Chapter 9
 
Prepare case: Mahindra & Mahindra in South Africa*

	Case questions:

1. (Chapter 6 review question.) According to this case, market analysts believe this Indian business group should be assessed a market-value penalty for being a conglomerate. Mahindra & Mahindra believes it should receive a market-value bonus for being a federation. Who do you think is right and why?
2. How attractive is the South African market for Mahindra & Mahindra? What are its challenges?
3. What should the company do about its position in the South African market—contract assembly, set up its own production, stick with the status quo for now, or move ahead with a plan to use South Africa as a distribution hub for other African countries. What are the pros and cons of each option? What factors should the company consider when making its decision? 
	

COUNTRY MARKET REPORT UPDATE DUE FRIDAY, OCTOBER 26 AT 4:00 PM. Please email to professor. 

Session 17, October 29
	After the Acquisition 

	Prepare case: Grupo Financiero Inverlat*

	Case questions:

4. What are the cultural conflict points between CBNS and Inverlat? What are the cultural differences underlying these conflicts?
a. Check the Hofstede scores for the two countries. How do these scores help you understand the clashes?
b. What cultural issues in the case lie outside the Hofstede measures?
5. Are the cultural clashes nation-level or firm-level? Does it matter?
6. What grade would you give CBNS for managing the cultural variable?
7. What advice would you give the Canadian managers? What advice would you give the Mexican managers?
8. What do you consider the case takeaways concerning acquisitions in emerging markets?

Session 18, October  31
	Adapting Products and Prices for Emerging Markets

Reading: 
1. Chapter 10 
2. Chapter 11 through p. 316
3. Chapter 12


Session 19, November 5
Branding and Protecting Brands

Reading: 
1. Finish Chapter 11 and read Chapter 15
2. Read Case 10.1: Ethical Products

Prepare Case 11.1:  Chasing Pirates
	

Session 20, November 7	
Distribution in Emerging Markets 
	
	Reading:
1. Chapter 13

Prepare Case 13.2: Who’s to Blame


Session 21, November 12 
Test 2: Chapters 9-15


Session 22, November 14 
Global Migration and Emerging Markets

	Read case 5.3: Diaspora Marketing, p. 162


Session 23, November 19
 	Group Time: Class does not meet but the professor is available for consultation 


Session 24, November 21
 	TBA 



THANKSGIVING  BREAK


Session 25, November 26
 	Group Presentations 


Session 26, November 28
 	Group Presentations


Session 27, December 3
	Headquarters versus Subsidiary

Reading:
1. Chapter 16

	Prepare case: Levendary Café: The China Challenge* 
	Case questions:

1. What does it take to succeed in the restaurant franchising business? 
2. What implications does this have for the way Levendary should manage its international operations? 
3. Who is right—headquarters or Louis Chen?
4. What should Mia Foster do about Louis Chen?
5. Based on your reading for today, how would you characterize Levendary’s structure for global marketing based on its organization chart (Exhibit 1)? What changes would you suggest? 
6. Based on your reading for today, how would you evaluate Levendary’s control system for overseeing China? Why isn’t it working? What changes would you suggest?

Session 28, December 5
	Your Global Career


COUNTRY MARKET REPORTS DUE FRIDAY, DECEMBER 7 AT 4:00 P.M.  Please email a copy to the professor and deliver a hard copy to CBA 7.202.
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