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MTC

Kuwait Africa Telecom Opportunities &
strategy for emerging
markets

Chiaphua | Hong Kong | Viet Nam | Real Estate Deregulation & host

country government-
MNE relations

Infosys India USA IT Consulting | Capability leveraging,

value creation from
global operations
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Samsung | Korea Global Consumer Localization vs.
Electronics globalization in product
design
Nestle Switzerland | Global Food & Implementing &
Beverage governing global
strategy
Google USA China Internet Strategic negotiation,
global citizenship &
social responsibility

(1) Crossing Borders: MTC's Journey through Africa (published in
2008)
Case Description:
This is the story of MTC, a Kuwaiti telecom company that has grown from
a sleepy, state monopoly to become one of the fastest growing telecom
companies in the world, with the largest regional footprint across the
Middle East and Africa. Dr. Saad Al Barrak had been successful in
executing an aggressive growth plan that found its crown jewel in the
acquisition of Celtel, one of the largest telecom companies in Sub-Saharan
Africa. However, this acquisition threw MTC into a dynamic new context
and marked the beginning of a very different phase. If Dr. Saad was going
to lead MTC into the topmost ranks of global telecom, his team would
have to successfully grapple with all the growing pains of managing
across borders, brand names and cultures.

(2) Chiaphua Group (4 i # _fr#2% ) Vietnam (published in 2007,
revised in 2008)
Case Description:
As part of its expansion and diversification strategy, the Chiaphua Group
explored real estate investments in emerging markets. The Group was one
of the largest privately held company groups based in Hong Kong, with
international investments in a variety of manufacturing and property
development. Raymond Cheng narrowed the list of potential markets and
concluded that Vietnam was the best option. Revolves around how to
assess the market in the absence of hard data, and what would be the
appropriate entry points. Illuminates how relationship-driven investments
can be the foundation of a long-term investment strategy.

(3) Infosys Consulting in 2006 (published in 2006)

Case Description:

Describes Infosys Technologies' approach to growing the company by
moving up the value chain to offer higher-end consulting services;
improving its brand equity and recognition as a global company, etc.
Considers whether Infosys Technologies--through the creation of a wholly
owned U.S.-based subsidiary, Infosys Consulting--has created disruptive
change in the IT consulting industry by leveraging its competency in
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global delivery to create a new model that shortens the lifecycle from
business consulting to implementation. The case profiles leading onshore
(U.S.) and offshore (Indian) competitors and describes their different
approaches to global delivery in the IT consulting industry.

(4) Design Strategy at Samsung Electronics: Becoming a Top-Tier
Company (published in 2008)
Case Description:
Samsung Electronics aspires to "Tier One" status among its competitors
through mastering the less tangible, more intuitive qualities of superior
design. Samsung has risen in little more than three decades from a small
OEM producer of generic TV sets to a giant in numerous product
categories, from components (such as LCD displays) to ubiquitous
consumer devices (such as cell phones). During the past decade, this
engineering-driven company has given way to an innovative, design-
driven company, without any less emphasis on R&D. Nevertheless,
despite worldwide design awards and engineering accolades, the "iconic"
product (such as Apple's iPod) eludes them.

(5) Nestle in 2008 (published in 2008)

Case Description:

In April 2008, Paul Bulcke took over as CEO of the world's largest food
and beverage company. His predecessor, Peter Brabeck, had delivered 12
years of outstanding results while moving the company towards a new
vision of health, nutrition, and wellness. Bulcke's challenge was to swiftly
execute the vision and deliver the organic growth and improved margins
necessary to meet the "Nestle model."

(6) Google and the Government of China: A Case Study in Cross-
Cultural Negotiations (published in 2006)

Case Description:

Based on the negotiation between Google and the Chinese government to

allow access by Chinese citizens to a high-speed Chinese version of the

Google search engine. In order to reach agreement with the Chinese

government, Google had to agree to allow the government to censor

access to some sites turned up by Google's search engine. In agreeing,

Google compromised its open-access policy. There were inquiries into the

agreement by the U.S. Congress and some outcry from U.S. citizens.

34 H#E
Peng, M. (2009) Global Strategy (2" ed.). Published by South-Western
[0 AR AT F HRBTH RS G T2 & (Tel: 2290-0318)]

35 HEE
Beinhocker et al. (2008) Carbon productivity challenge: Curbing climate
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change & sustaining economic growth. McKinsey Global Institute.
Bhattacharay and Michael (2008) BCG 50 local dynamos: How dynamic
RDE-based companies are mastering their home markets. The

BCG Report, Boston Consulting Group.

Cools et al. (2007) The brave new world of M&A: How to create value
from mergers and acquisitions. The BCG Report, Boston

Consulting Group.

Dayal et al. (2008) Creating value in banking 2008: Managing shareholder
value in turbulent times. The BCG Report, Boston Consulting

Group.

Deforche et al. (2007) Beyond the boom: The outlook for global steel.
The BCG Report, Boston Consulting Group.
Farrel et al. (2006) Putting China’s capital to work: The value of financial

system reform. McKinsey Global Institute.

Lang et al. (2008) Winning the localization game: How multinational
automotive OEMs and suppliers are realizing the strategic potential
of China and India. The BCG Report, Boston Consulting Group.

Leung et al. (2008) Internet — China: Defensive, growing competition;
neutral. Investment Research, Merrill Lynch.

Luippold et al. (2008) Creating competitive advantage: The European
insurance landscape. The BCG Report, Boston Consulting Group.

Meerkatt et al. (2008) The advantage of persistence: How the best private-
equity firms “beat the fade.” The BCG Report in collaboration

with IESE B-School.

Michael et al. (2007) Beyond Great Wall: Intellectual property strategies
for Chinese companies. The BCG Report, Boston Consulting

Group.

Olsen et al. (2008) Missing link: Focusing corporate strategy on value
creation. The BCG Report, Boston Consulting Group.

4. HARERAFY LR
Week Class Schedule Readings Notes
1 Course Introduction & Study-Group
Formation
2 Strategic Challenge in Global Political -3
Economy under Financial Tsunami
3 Entrepreneurial Opportunities & o HBS B %3t#% 3 2 &
Strategy Configuration, and Entry S A E
Modes for Foreign Markets
4 Deregulation and Privatization: HHEE # %3 1#%(1): MTC
Strategic Implications from Economic Dayal et al. (2008),
Reforms Farrel et al. (2006)
5 Global Industrial Competition: [ Deforche et al. (2007)
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Cases on Automobile & Steel Industries | k% iE <

Enhancing Competitive Advantage Eo Luippold et al. (2008)
from Quickly Responding to WHE
Institutional & Cultural Shifts

Fostering Learning and Knowledge Ix i# % 313 (2): Chiaphua
Transfer from Global Best Practices WEE Meerkatt et al. (2008)

Leveraging Critical Resources and . Leung et al. (2008)
Strategic Capabilities WHEE
Global Mergers and Acquisitions, - F ® %313 (3): Infosys
Partnership, and Restructuring BAE Cools et al. (2007)
10 | Localization and Globalization Issues in R Lang et al. (2008)
Business- and Functional-Level WEFE 2
Strategies
Delivering and Restructuring MNE’s ¥4 F ® % 313 (4): Samsung
Value Creation Mechanisms from ¥ E Olsen et al. (2008)
Global Operations
12 Strategic Innovation in Technology, 53 Michael et al. (2007)

Supply Chains, and Client Relations in | %4 i <
the Multinational Setting

Implementing & Governing Global yL- 3 i %21 #(5): Nestle
Strategy: Leadership, Systems, and
Structure
14 Sustaining Profitable Growth in the Lo F Beinhocker et al.
Context of Global Citizenship and WA E (2008)
Social Responsibility
15 Strategic Negotiation and Bargaining Y E # % 31#(6): Google
Around the World Bhattacharay &
Michael (2008)
16 Term Project Presentation I
17 Term Project Presentation 11
18 Class Wrap-Up
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To conquer fast-changing global business landscape,
you trust NTU’s strategic leadership — Just like your faith in Genghis Khan.
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