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Overview

Increasing competition across Latin American, Asian, European and other locations, has created an environment where all companies are faced with the necessity of developing truly global marketing strategies. This course helps prepare the manager for these challenges by investigating specific success criteria in the world's major markets. Cultural, political, economic and institutional factors are discussed and their implications for marketing strategies are explored.

Text:

Global Marketing Management 5th ed, Kotabe and Helsen, 2010.

Cases online: link online

Country Manager Simulation from Interpretive Software

Deliverables:

Teams: You and your team are to prepare for class discussion the assigned cases, conduct simulation exercise decisions, and cover assigned reading and related lecture material.  

Team cases: for each case the teams will prepare PowerPoints for presentation to the class the cases as assigned. (about 45%)

Attendance/Discussion/Quizzes:  each session we will discuss some aspect of the readings in a Q&A format and/or case/chapter quiz.
(about 10%)

Final paper: Simulation Reports: In this report you are to present a description of your strategy and tactics during the Country Manager game. You are to present a period-by-period description of your decisions, the results of your decisions, and an analysis of why the result occurred. Each period a team report will be due plus a final report. The final report should be limited to 10 pages (plus any end materials such as tables or figures).  More details on the CM write-ups will be announced in class.  (about 45%).

Assignments: 
Session 1, July 1 
Overview
Text Chapter 1,8-9; Global Marketing Strategies and Global Market Entry Strategies
Simulation Manual
Simulation Trials Period 1 and 2


Session 2, July 2nd
Text Chapter 10-13; Global Product Policy Decisions, Global Pricing and Communicating with the World Consumer
Simulation 1 in AM
	Global Wine War 2009 case


Simulation 2 PM
	Product (Red) case

	

Session 3, July 3; 
Text Chapter 14-16; Global Sales Management, Logistics and Distribution, and Export/Import Management
Simulation 3
	El Bulli case

Session 4, July 5;
Text Chapter 2-4; Global Economic, Financial, Cultural Environment and Buying Behavior
Field Trip
Simulation 4
	Pepsi Pakistan case



Session 5, July 6:
Text Chapter 5-7; Global Political and Legal Environment, Marketing Research, and Segmentation and Positioning
Field Trip
Simulation 5
	ECCO case

	

Session 6, July 7
Text Chapter 17-18; Planning, Organization, and Control of Global Marketing Operations; and Marketing in Emerging Markets
Simulation 6
Banyan Tree case

Session 7, July 8th
Team workshop - Final reports due.

CLASS PARTICIPATION/ATTENDANCE
Class sessions will be devoted to probing, extending, and applying the material
in the readings and the cases. It is your responsibility to be prepared for each
session as detailed in the course outline. You will benefit from belonging to a
“study group” that meets and prepares for each session before class. At the end of the term you will be asked to evaluate each of your group members’ contribution to the group work. To do well, you should actively participate in presentations and class discussions, which means making well supported, cogent comments and criticisms about the concepts and analyses that you and your colleagues are presenting.


