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IB 395

INTERNATIONAL OPERATIONS AND MANAGEMENT

" LEADERSHIP, STRATEGY AND BUSINESS MODELS TO COMPETE IN THE NEW GLOBAL ECONOMY AND KNOWLEDGE SOCIETY.  A CROSS CULTURAL APPROACH"
SYLLABUS

Instructor: 
Sue Snyder

Office:
GSB 5.124B

Office Hours: 
By Appointment

Email: 
sue.snyder@mccombs.utexas.edu 

Phone: 
512-236-2240

Designed by:  Jaime Alonso GOMEZ
 

Overview:  

Students and professor in this seminar will know, understand, and learn to manage the technical-managerial foundations, and the leadership implications in order to:

a) Design robust economic, socially responsible and environmentally sound

 
business strategy and operations systems in a global economy

b) Implement effective operations management systems across cultures


(both in services and manufacturing organizations)

c) Design business strategic bets for companies to increase revenues and become 


competitively differentiated

The seminar will particularly focus on:

· The internationalization forces on the world economy and their implications on business context, management strategy/operations and leadership (impact on running competitive operations. The need for strategic thinking and business vision based on a different paradigm. Competition is not only between products and services, (in the knowledge economy) it is also between business models.
· Innovation driven business designs and operations to successfully compete in the new economy: business model-based positioning and differentiation.
· Strategies to design and implement culture consonant management systems across markets. Design individual strategies to develop culturally consonant and ethically robust leadership styles when doing business internationally
· Developing consulting and intervention skills to revitalize business competitive performance
Aim:
The course is designed to achieve:

a) An action oriented - systemic integration of the various fields of management knowledge and cross cultural skills necessary to succeed in a global economy 

b) The design of effective leadership styles for successful professional activity (in the global knowledge society)

c) The balanced integration of meaningful and relevant professional-personal life paths for executives to succeed in professional life and contribute in their communities

Methodology:

The didactic methods of this seminar will be learning oriented and student centered. The learning process implies a high interaction of all participants and facilitator. Special emphasis will be given to conversations for learning, conversations for design, and conversations for action.

Group dynamics and simulation exercises will enhance the learning process as a way to develop profound understanding and managerial know-how of the complex dimensions of international management. Practical cases and hands-on discussions will be essential components of the learning process.

Textbooks -- Reference texts only (no need to buy):

Hofstede, Geert, “Cultures & Organizations: Software of the Mind Intercultural Cooperation & Its Importance for Survival,”  rev. ed  (McGraw Hill, 1997). ISBN 0070293074

Hill, Charles W., “International Business: Competing in the Global Marketplace”, 6th ed. or later (Irwin/McGraw Hill, 2007). ISBN 0-07-365487-62.

Readings: 
Handed out by the professor on the week of classes

Assessment:

Case studies will examine leadership and strategic decision-making in a global business (cross cultural) environment. Readings and lectures are intended to provide depth on the particular topics developed in class, and as a background to the cases.  

Evaluation will be based on group and individual participation and case evaluations.

Participation 




20%

Cases and presentations 


50%

Final project




30%

COURSE POLICIES:
1. Regular attendance and preparation for class are expected and will be taken into account in the grading process.

2. There will be no extensions of assignment deadlines nor will make-ups be given except in the most special circumstances.

Class participation implies bringing relevant and well-informed comments, pertinent data, concepts and anecdotes, to the attention of the class. Strategy oriented conversations on topics that one does not necessarily feel comfortable with, etc. Class participation will be assessed on instructors’ recollection of participation. Bring your nameplate to class please.

Academic Integrity:

Acts of academic dishonesty are taken seriously and dealt with harshly, following the University's academic integrity procedures. Acts of academic dishonesty include: a) unauthorized assistance on an examination; b) falsification or invention of data; c) unauthorized collaboration on an academic exercise; d) plagiarism.

Schedule of Activities:

Decision makers in the twenty-first century are challenged to operate in an increasingly complex, interdependent, and dynamic global environment.  Those involved in global business have to adjust/align their strategies and management styles to those regions of the world in which they want to operate, whether directly or through some form of alliance.  This section will focus on the global management issues inherent to the process of developing strategies, designing and operating systems, and working with people around the world (ensuring sustained competitive advantage).

	Session topics:


	Readings, support material & 

activities

	Class 1: Monday, June 6

Introduction to the seminar: 

Expectations and deliverables, design of a learning community

1. Globalization: 

- The phenomenon of globalization and why executives and leaders today need a global perspective
- Knowledge, skills and executive attributes in a global economy

- Notion of self referential behavior

- The world at a glance: The eight dimensions of globalization 

   Implications for executives

Class 2: Wednesday, June 8

1. Culture consonant management systems: leading and motivating cross cultural work forces (Hofstede plus others)

Impacts on business strategy, leadership styles, government and institutions

2. Business design practices as a function of culture

3. Cross cultural JVs in manufacturing operations.  Minimizing culture risks and maximizing business performance: a socio-technical and managerial approach.

Class 3. Monday,  June 13

1.  Different business Models – pros and cons

2.  Discussion of Wal-Mart

Class 4: Wednesday,  June 15: Understanding the new sources of competitive position
1. Strategic thinking and business vision when going internationally

From domestic to international markets;  from traditional business

portfolio to innovative superior customer response. 

· Discovering how firms achieve and sustain competitive

advantage in a global marketplace

2. Entry strategies in international markets


	Exercises in groups:

1. Knowledge and skills needed to 

succeed in the global knowledge 

economy.

2. Conversations on identification of

 business opportunities in terms of new

competition and emerging life styles

3.  Compare and contrast exercise 

(Dell, HP, Apple) plus Executive 

report on how to increase Competitive position for one of the Companies.

Assignment 1 (below) - Due June 13

Read Trouble in 

Paradise Case for June 8 Class

Video: The cultures of commerce: 

culture and business issues across 

nations

Exercise:  Group activity on cultures 

of  Commerce

Plenary session on designing culture 

Consonant work systems

Assignment 2 – 

Trouble in Paradise case: 

Paper Due June 15

Assignment 3: for June 13 Class

Read Cases: 

Wal Mart in Germany

Wal Mart in China

Questions (bring your responses to 

Class for discussions: (do not submit)

Class discussion on

Multiple cases in strategy and 

operations around the globe

Company cases, Dell, HP, Apple,

TEVA, etc

Plenary session on Wal Mart cases

Assignment 4: for June 20

Cemex Case: answer case questions individually: do not submit. Bring your responses to class

(instructions below)

Submit Executive reports for assign-

ments 3 and 4 before midnight of

June 22 (via email)

Wal Mart cases 

Cemex case 




Session 2 

Evaluation of a firm’s future prospects/scenarios and selection of strategic courses of action to achieve long term positioning and differentiation to competitively position the organization

	Session topics:
	Activities

	Class 5. Monday June 20

1. The eight dimensions of globalization

· Competition and business strategy in the new 

        Business economy

· Dealing with change, complexity and chaos

2. Business model design

Class 6: Wednesday, June 22: Company 

Strategy, business modeling and Global Leadership

Business Model design, Value Propositions and

Strategic Bets.

Sustainable wealth creation in terms of new life styles

Class 7-8 Monday,  June 27 and Wed June 29

Operations strategy and business models

Design and consulting skills to do business 

Globally

Ethical thinking and reasoning in a multi-

Culture Business environments, Implications

On running international operations

Classes 9 and 10: 

Group presentations and

Final exam


	Plenary session

Sephora, komatsu vs caterpillar, sony cases on business model design

Group Exercise: Cemex case

Group exercise in class: Identifying business opportunities and wealth creation in terms of emerging life styles

Plenary session

Plenary session and group exercise

Exercise in class

Assignments for next 2 classes (Final Assignment):

Case : "Howard Schultz and Starbucks Coffee Company," HBS Case 9-801-361

See questions and instructions below

Starbucks case: Presentations by group

G1: China

G2: India

G3: Brazil

G4: Russia

G5: Argentina

G6: Spain

G7: Mexico

G8: Germany

G9: South Korea




ASSIGNMENTS:

Assignment 1:

Please read --  

1. Blue Ocean Strategy, 2. Why Business Models Matter, 3. Managers for disruptive Growth, 4. Reinventing your business model

2. Submit as a group a compare and contrast position paper (< 3 pages) that explains (Due June 13):

· Old vs. new business rules of competition 

· Old vs. new leadership styles for competitive advantage

· Old vs. new business model designs

Assignment 2:  

Case Instructions: Trouble in Paradise  (Read for Class June 6)

1.  You  (in groups) are a very well known and expert consulting firm that specializes in business growth, strategy, leadership and the relationship of all of these variables with culture

2.  You have been hired on a $US50,000 per week to advise Mr. Bill Windler on how to keep his knitting company in China running profitably

3.  You are to provide expertise advice VIA AN EXECUTIVE REPORT on three items (Report Due June 15):

RECOMMENDATIONS FOR BILL (Owner of the company)
· Company strategy (present and future), negotiations with Chinese officers, leadership styles with Mike and Qin, other elements that you consider relevant

RECOMMENDATIONS FOR MIKE (Expatriate manager)

· Operations strategy/management, life styles, relationship with Chinese counterparts, future acquisitions, other

RECOMMENDATIONS FOR QIN LIN (Chinese representative)

· Interaction with Bill and Mike, Interaction with Chinese officers, company strategy, other
Assignment 3 (Read for June 13 Class; Written Paper Due June 22):

WAL MART CASES QUESTIONS

1. WHY IS WAL MART SUCCESSFUL IN THE USA?


Express your responses in terms of:


Value proposition to customers, business model, shopper habits, cultural 
assumptions, etc

2. WHAT ARE WAL MART CORE COMPETENCIES IN THE USA

3. WHAT FAILED IN WM IN GERMANY?

Express your responses in terms of:

Entry process, labor practices, expatriate management, shopper habits, legal considerations, work and national culture, etc.

4. SHOULD WM REPLICATE ITS DOMESTIC MODEL IN ITS ORIGINAL FORM IN CHINA? YES-NO, WHY?

IF YOUR ANSWER IS NO, PROVIDE STRATEGIES AND PRACTICES THAT WAL MART SHOULD POTENTIALLY CONSIDER IN GOING FORWARD IN CHINA (given the failed venture in Germany)

5. WM IN ARGENTINA IS CURRENTLY 5TH OR 6TH IN MARKET SHARE IN THE MARKET. 

GIVEN THE FACT THAT NOW YOU ARE AN EXPERT ON WM IN USA, GERMANY AND CHINA……………….PLEASE PRODUCE 5 STRATEGIES (and explain a minimum of half a page for each) FOR WAL MART ARGENTINA TO:

A) INCREASE REVENUES

B) INCREASE MARKET SHARE

WHAT ARE THE MAIN BUSINESS MODEL ELEMENTS THAT WM HAS TO DO TO ACCOMPLISH THE TWO PRIOR OBJECTIVES? (Explain why)

Assignment 4 (Read for June 13 Class; Written Paper Due June 22):

Case: The Globalization of CEMEX (HBS Case: 9-701-017)

Questions:

1. How did Globalization benefit CEMEX and why?

2. Which markets would you recommend for global expansion, Japan, China, UK and why?
3. What would you suggest for Cemex to manage its current financial crisis?


Can you think of other companies that could be in a similar situation 


(therefore your could start selling your services as a consultant)

Additional questions to consider as part of the case:


4.  The stock price of this company has decreased substantially in the last 




months. Please develop some arguments that may explain this fall


5. As an international investor...........please develop and explain three 





arguments that would invite you to invest in the company

Define Lorenzo Zambrano´s leadership style 

a) when he was growing globally

b) when he was consolidating growth

c) when he had to reconfigure the whole company (2008-9) as a consequence of the financial crisis

Final Assignment (Presentations in Classes 9 and 10 – Written Paper Due by End of July 6 Class):

Case: Howard Schultz and Starbucks Coffee Company

"HBS Case 9-801-361 (Purchase through HBS on-line: http://harvardbusinessonline.hbsp.harvard.edu)
The CEO becomes less of a decision maker and more of a decision designer (organization designs are the shapers of the organizational decision making process)

· Value is developed by putting knowledge and innovative design into products and services within the whole business model

· Case presentations:

Students (organized in groups of 5-6 people) will play the role of international management consultants (hired by Howard Schultz to raise half a billion dollars) from potential investors

Format: 30 minute presentation, scheduled at jointly agreed upon times


10-15 slides maximum


At each presentation, only the group involved and the professor will be

 
present.

Students will respond the case questions and will use these responses to design a persuasive argument to raise half a billion dollars from investors 

Case discussion questions:

1. In the early 1980s, how did Howard Schultz view the possibilities for the struggling specialty coffee market?  What were the most important factors in shaping his perspective?

2. In 1987, Schultz bought Starbucks from its original founders.  At the time, the Seattle-based coffee bean retailer had six stores and a roasting plant.  But the end of the twentieth century, Starbucks had more than 14,000 locations in 40+ countries and was the leading specialty coffee provider in the world.  What were the critical drivers of Starbucks' success?

3. What is the source of Starbucks' competitive advantage?  Is it sustainable?  What should the company do next to enhance its position in the market?

4. Please describe the major elements of Starbuck’s Business Model and how they relate to the firm’s degree of competitiveness operating in a global scale.

1. YOU ARE A CONSULTING AGENCY (VERY GOOD AND INTERNATIONAL)

2. STARBUCKS COMES TO YOU AND HIRES YOU TO DO FUND RAISING FOR THEM

TO SUPPORT THE EXPANSION STRATEGY IN ONE EMERGING ECONOMY 

3. YOU ARE TO DEVELOP A PERSUASION ARGUMENT IN TERMS OF THE RESPONSES TO

THE QUESTIONS OF THE CASE.......BUT THE EMPHASIS IS ON THE PERSUASION

PROCESS (Not on the cases questions)

4. IF YOU SUCCEED, YOU GET 7% COMMISSION

5. THE INVESTOR COMES FROM THE COUNTRY WHERE THE EXPANSION PROCESS

WILL TAKE PLACE

6. YOU NEED TO CONSIDER IN YOUR ARGUMENTATION ECONOMIC, CULTURAL/SOCIAL AND ECOLOGICAL ISSUES

Cases, exercises, readings and group dynamics are designed to encourage seminar participants to use their creative, analytical and synthetic thinking skills. 

The basic hypothesis is to promote learning and develop action oriented plans.

At the end of this seminar, participants will be in the capacity to:

· Understand the globalization forces across nations and organizationally and individually respond to assure competitive business behavior

· Design operations and business strategy (culturally consonant) to deliver value to global customers   

· Utilize the fundamental cultural-technical elements to lead and motivate multicultural workforces in a global context.

· Envision balanced (according to their individual values and principles) professional-personal life trajectories
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