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__EMC vs. Piggyback

Issue EMC Piggyback
) t/int'l . ~d d
g’}:;“r‘,fbﬁg@\\“f’ Ve’“e/'l /i Generally high- depends on EMC F\z"we" tHanEMGE -depends on

verseas distribution

Overseas brand (tvarauh\1
-

Usually EMC has no high brand
image, rely on brand image of
companies representing

Probadbly no brand qwareness developed-
depe on féndfacturer’s brand

strer@&h

Future distributioh”- \4

Very likely

Less hk:h:\ thout FDI

Custa;\er' Ser'\ﬂc%r‘aining

I;igpgnds usually push onto
Tueer

Most likely to have training
capability, depends on contract

Cusrome}* service/repairs
¢

Depends én EMC <apgbillties

Depends on infrastructure

Control a>e\r‘ foreigh pricing

Moderate control

Verylow

Exclusivity

Likely to insist on exclusive
territory and contract

7
Less likely/limited investment

Length of contracts

If exclusive- very long desired

Not usually worried

Profit margins

Depends on industry norms
Average at about 15%

Higher the infrastructure
overseas, higher the profit

High investment could justify 3
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® Sometimes a “protocol” may be signed 1o
outline future business relations N
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Nationality.”|" Arabs J’apanese Mexicans | Russians -
gAs Citizens
s is on Exrenswe Focus is on Gr formation is
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L 7 aboul teghnical . about the detail and briefly,
Information | relatiodship infoffmation | relationships ten with a
Exchal and lesson N[+ ([, and less on multi-media
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- Each side makes ve)*y fe/w if any, concessions’
until the end of the negotiation.
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@Slgned contfract, agrgaab‘je”ﬁmﬂ s:éesf\
@’&afés*r con‘rr‘actsvdre legally binding iri the
systems of atl signers. G
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- Principles of Agreement
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Negotiation Strategies
Stage of Compefmve ~|_ Problem-solving
Negotiation Strategy ~ . Strategy
= \/J; G, Know_the/posjfion to defend- Define\the interests of the company.
Preparatiott Tdentiflybertefits the company | Prepare Yo.gvercome cross-cultural
%1 needs from the deal barriers o efinirg infergsts.
i ){ / Lok for weaknesses of the othef, | Separate the pesple il negotiatign from
; p y side.Find out.about competition. | the problem. Change hegotiators'if
Relationship’ Building Revedjos e s possile necessary. Adapt fo thevettier side's
culture.
i Masﬂm ssible. Give only | Give and demand objective.information
Information éxchange \uskmgldfeA Emation: Make | that clrifics intereste, Acept ,
- S0 your positio exphcvr N g differences in speed and type of
First offer information needs /
P K USW and proys that you | Search for and invent new options thaf
ersuasiol vk Use pressure benefif the interests of both sid
e tactics. % /EA
Begin with high mmal‘uzmands. Search fo'r mu:uuu}/ accepfable criteria
. Make concessions slowly and Accept cultural differénces in starting
Concession grudgingly. position and how ard when concessions
are made.
Sign only if you win and get an Sign when the inferests of your
Agreeme”f iron-clad contract. company are met. Adapt to cultural s
- dif ferences in contracts.
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\}which country has_~
¢ jurisdiction /’/J
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® Most velopedm
the United States
@ Sotme counMi .
. want agreementslin
- general )
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