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Determining a COMPANY Value

Determinants of
Enterprise Value
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Creation of the Value
I TS

Value Creation

V-C

V= Value of product to an
average customer

P = Price per unit

C = Cost of production per unit

V/- P=Consumer surplus per unit
P - C = Profit per unit sold
V- C=Value created per unit
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Organization Structure
EEE N =

Organization Structure

Controls

The metrics used to
maasure tha
performance of subuniis
and moke judgments
ahout liow wail
Managers are running
those subunits

Processes
The-menner in which
decisions arg medo and
work is performed within
the organization.

Organizational
Culture

The norms and value
systems shared among
an organization’s
amployaes.

Incentives

The devices used to
reward appropriate
managerial behavior.

People

The employess of an
organization, its
recruiting, compansation,
and retantion strategies,
and the type of people
who work at the
organization.
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Synoptic Overview: SBU most affected

by Global Environment
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; g | [TECHNICAL DEPARTMENT INFORMATION TECHNOLOGY DEPARTMENT SALES & PROMOTION DEPARTMENT
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Session: 7) The Strategy in International Business - Critical costs in Internationalization Strategies




19 STAGEs for Internationalization

Costs & Time:

DURATION| DURATION Average
PRG STAGE { ee) POS. CRUCIAL FACTORs INVOLVEMENT MAIN BUSINESS FUNCTIONSs INVOLVEMENT
(HOURs) (WEEKs) RELEVANT COST
T Differentiation between EXPORT STRATEGIC PLANNING & GOVERNANCE  |EXPORT MANAGER CORPORATE FINANCE
and INTERNATIONALIZATION CEO. (CHIEF EXECUTIVE MANAGER)  |FOREIGN ACTIVITIES MANAGER CF.0. (CHIEF FINANCIAL OFFICER)
Financial status and current size of the  |CORPORATE FINANCE CORPORATE FINANCE EXPORT MANAGER
L 22 580 €14.108 L Company CF.0. (CHIEF FINANCIAL OFFICER) CF.0. (CHIEF FINANCIAL OFFICER) FOREIGN ACTIVITIES MANAGER
% Assets Definition and 247 618 £14.297 3 Actual level of Competitiveness (USP <--> |STRATEGIC PLANNING & GOVERNANCE  |EXPORT MANAGER TECHNICAL DEPARTMENT
Competitiveness Strategy b . cs) CEO. (CHIEF EXECUTIVE MANAGER)  [FOREIGN ACTIVITIES MANAGER CT.0. (CHIEF TECHNICAL OFFICER)
5 |t ionalization Decision and 152 380 £10.598 2 Causes and Motivations (being behind the |STRATEGIC PLANNING & GOVERNANCE  |EXPORT MANAGER CORPORATE FINANCE
Definition of a Strategig Export Plan b . Decision) CE.O. (CHIEF EXECUTIVE MANAGER)  [FOREIGN ACTIVITIES MANAGER CF.0. (CHIEF FINANCIAL OFFICER)
ot op " EXPORT MANAGER
4 |Usage of Institutional Entities 84 2,10 £5.258 4 Cost of Money (and Sources of Finance) PR T T L,
Crucial and Critical Factors Analysis e EXPORT MANAGER TECHNICAL DEPARTMENT
2 and A 28 8,20 £7.050 B ) FOREIGN ACTIVITIES MANAGER [T G LA e CT.0. (CHIEF TECHNICAL OFFICER)
3 Corporate official Adoption of the proper 126 315 £8.740 9 Ways of Entrance (added to - and EXPORT MANAGER CORPORATE PROCESSES &
Internationali Strategy b . impacting - Business Concept and FOREIGN ACTIVITIES MANAGER PROCEDURES MANAGEMENT
Analysis of Subtended elements and HR
7 g X 86 215 €4.710 HUMAN RESOURCES MANAGEMENT | LEGAL AFFAIRS DEPARTMENT
brought consequences, arisen by Export
Target Area (affinity - consistency - EXPORT MANAGER MARKETING DEPARTMENT
8  |Target-Area Check-Up and Assessment 114 2,85 £€8.133 L ) FOREIGN ACTIVITIES MANAGER. MM (MARKETING
o . . . . EXPORT MANAGER MARKETING DEPARTMENT
9 of p Local I 70 175 £4.460 CI Eted dpdufilepiig]) FOREIGN ACTIVITIES MANAGER M.M. (MARKETING
Legal, Administrative, Commercial Cultural Cross Over (and relevant CORPORATE FINANCE CORPORATE PROCESSES &
i ot with the Partner Mz FE €19.780 @ ) LEGAL AFFAIRS DEPARTMENT CF.0. (CHIEF FINANCIAL OFFICER) PROCEDURES MANAGEMENT
Accomplishment of Prerogatives of . . EXPORT MANAGER SALES & PROMOTION DEPARTMENT
u Legitimacy & 20 €47.753 5 FrEn e s FOREIGN ACTIVITIES MANAGER 5.D. (SALES DIRECTOR and/or SALES
B 2 o . EXPORT MANAGER SALES & PROMOTION DEPARTMENT | MARKETING DEPARTMENT
-Up activities 360 9,00 £€10.023 ommercial Toolki FOREIGN ACTIVITIES MANAGER 5.D. (SALES DIRECTOR and/or SALES | MLM. (MARKETING
Commercial activity and scouting on the . . EXPORT MANAGER SALES & PROMOTION DEPARTMENT | MARKETING DEPARTMENT
v Final Customer = iy €21.188 e e (e FOREIGN ACTIVITIES MANAGER 5.D. (SALES DIRECTOR and/or SALES  |M.M. (MARKETING
Partaking to Official Public Tenders (and . . . EXPORT MANAGER SALES & PROMOTION DEPARTMENT MARKETING DEPARTMENT
u Big Private Negotiations) =4 e £€11.500 el et FOREIGN ACTIVITIES MANAGER 5.D. (SALES DIRECTOR and/or SALES M.M. (MARKETING
merE - EXPORT MANAGER SALES & PROMOTION DEPARTMENT
15 |(General) Negotiations 175 4,38 £10.069 13 |Long Term Negotiations I AT (T 5.D. (SALES DIRECTOR andor SALES
ACCESS/SUCCESS Pattern and Portfolio (Products <--> Services <--> EXPORT MANAGER MARKETING DEPARTMENT
B / 138 | 38 £7.765 1 ‘
benchmer] ! Activities) FOREIGN ACTIVITIES MANAGER M. (MARKETING
Int ional Project (and . TECHNICAL DEPARTMENT PRODUCTION
17 T 88 2,20 £4.810 16  (Transportation {and relevant Costs) CT.0. (CHIEF TECHNICAL OFFICER) M. (FACTORY MANAGER) LOGISTICS MANAGEMENT
N Strategy for the development of the Local 7% 150 £6.882 0 Managing Potential Corruption (in Target |STRATEGIC PLANNING & GOVERNANCE  |EXPORT MANAGER
Joint Venture/Entity ! } Areas/| CE.O. (CHIEF EXECUTIVE MANAGER)  |FOREIGN ACTIVITIES MANAGER
19 of Target-Market commercial a8 120 £3.254 18 Fiscalization (procedures and taxation EXPORT MANAGER CORPORATE FINANCE
results, within the Main Strategic MAP 5 . charges) FOREIGN ACTIVITIES MANAGER C.F.0. (CHIEF FINANCIAL OFFICER)
| eranotorasl 3834 | 96 |  e220378 |

1.

Medium-Sized
COMPANY
(150/250
HCs)
INDUSTRY
SECTOR
AVG.-TIME :
1,5 Years
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DURATION | DURATION Average
PRG STAGE ( ge) POS. CRUCIAL FACTORs INVOLVEMENT MAIN BUSINESS FUNCTIONS INVOLVEMENT
(HOURs) | (WEEKs) RELEVANT COST
. Differentiation between EXPORT STRATEGIC PLANNING & GOVERNANCE  [EXPORT MANAGER CORPORATE FINANCE
and INTERNATIONALIZATION : i C.EO. (CHIEF EXECUTIVE MANAGER]  [FOREIGN ACTIVITIES MANAGER C.F.0. (CHIEF FINANCIAL OFFICER)
Financial status and current size of the CORPORATE FINANCE CORPORATE FINANCE EXPORT MANAGER
1 [Internal Company Assessment e Al €14.108 1 Company C.F.0. CHIEF FINANCIAL OFFICER) C.F.0. [CHIEF FINANCIAL OFFICER) FOREIGN ACTIVITIES MANAGER
5 Assets Definition and 247 618 £14.297 3 Actual level of Competitiveness (USP <--> STRATEGIC PLANNING & GOVERNANCE  |EXPORT MANAGER TECHNICAL DEPARTMENT
Competitiveness Strategy ! : cs) C.EO. (CHIEF EXECUTIVE MANAGER]  [FOREIGN ACTIVITIES MANAGER C.T.0. (CHIEF TECHNICAL OFFICER)
- Internationalization Decision and 152 380 £€10.598 - Causes and Motivations {being behind the |STRATEGIC PLANNING & GOVERNANCE |EXPORT MANAGER CORPORATE FINANCE
Definition of a Strategig Export Plan ! * Decision) C.E.0. [CHIEF EXECUTIVE MANAGER) FOREIGN ACTIVITIES MANAGER C.F.0. [CHIEF FINANCIAL OFFICER)
N .\ ] EXPORT MANAGER
4 |Usage of Institutional Entities 84 2,10 £5.258 4 Cost of Money {and Sources of Finance) FOREIGN ACTIVITIES MANAGER
5 Crucial and Critical Factors Analysis 128 320 £€7.050 15 |Logistics fand relevant Costs) EXPORT MANAGER SUPPLY CHAIN MANAGER TECHNICAL DEPARTMENT
and Assessment ' ' g FOREIGN ACTIVITIES MANAGER C.T.0. [CHIEF TECHNICAL OFFICER)
6 Corporate official Adoption of the proper 126 315 €8.740 3 Ways of Entrance (added to - and EXPORT MANAGER CORPORATE PROCESSES &
Internationalization Strategy ! ) impacting - Business Concept and FOREIGN ACTIVITIES MANAGER PROCEDURES MANAGEMENT
Analysis of Subtended elements and HR
7 : . 86 2,15 £4.710 HUMAN RESOURCES MANAGEMENT  LEGAL AFFAIRS DEPARTMENT
brought consequences, arisen by Export
Target Area (affinity - consistency - EXPORT MANAGER MARKETING DEPARTMENT
8  |Target-Area Check-Up and Assessment 114 2,85 £€8.133 7 barriers FOREIGN ACTIVITIES MANAGER V.M. (MARKETING
. ) . i EXPORT MANAGER MARKETING DEPARTMENT
9 Research of potential Local Partnerships 70 1,75 £4.460 9 Partner (and Kind of Venturing ) FOREIGN ACTIVITIES MANAGER MM, (MARKETING
Legal, Administrative, Commercial Cultural Cross Over (and relevant CORPORATE FINANCE CORPORATE PROCESSES &
10 I ’ 274 6,35 £19.780 6 ( LEGAL AFFAIRS DEPARTMENT
negotiation with the Partner ! consequences) C.F.O. (CHIEF FINANCIAL OFFICER) PROCEDURES MANAGEMENT
Accomplishment of Prerogatives of . . EXPORT MANAGER SALES & PROMOTION DEPARTMENT
ety 824 20 €47.753 5 |Prerogatives of Legitimacy FOREIGN ACTIVITIES MANAGER 5. {SALES DIRECTOR and/or SALES
e . i EXPORT MANAGER SALES & PROMOTION DEPARTMENT MARKETING DEPARTMENT
12 |Start-Up activities 360 5,00 €10.023 12 |Commercial Toolkit FOREIGN ACTIVITIES MANAGER 5. [SALES DIRECTOR and/or SALES M.M. (MARKETING
Commercial activity and scouting on the . .. EXPORT MANAGER SALES & PROMOTION DEPARTMENT | MARKETING DEPARTMENT
5 Final Customer 360 3,00 €21.188 e FOREIGN ACTIVITIES MANAGER 5.D. (SALES DIRECTOR and/or SALES M.M. (MARKETING
Partaking to Official Public Tenders (and . . o EXPORT MANAGER SALES & PROMOTION DEPARTMENT MARKETING DEPARTMENT
o Big Private Negotiations) 252 6,30 €11.500 14 |Time Consuming Activities FOREIGN ACTIVITIES MANAGER 5.D. [SALES DIRECTOR and/or SALES M.M. (MARKETING
- . EXPORT MANAGER SALES & PROMOTION DEPARTMENT
15 |(General) Negotiations 175 4,38 €10.069 13 |longTerm Negotiations FOREIGN ACTIVITIES MANAGER 5.0 (SALES DIRECTOR andjor SALES
ACCESS/SUCCESS Pattern and Portfolio (Products <--> Services <--> EXPORT MANAGER MARKETING DEPARTMENT
16 / . 138 3,45 £7.765 10 L f M.M. (MARKETING
benchmarking Activities) FOREIGN ACTIVITIES MANAGER M.
International Project Management (and . TECHNICAL DEPARTMENT PRODUCTION
Y relevant optimization) 88 2,20 €4.810 16 |Transportation (and relevant Costs) C.T.0. (CHIEF TECHNICAL OFFICER) F.M. (FACTORY MANAGER) LOGISTICS MANAGEMENT
18 Strategy for the development of the Local % 190 £6.882 19 Managing Potential Corruption (in Target |STRATEGIC PLANNING & GOVERNANCE |EXPORT MANAGER
Joint Venture/Entity ' ' Areas/Markets) CEO. [CHIEF EXECUTIVE MANAGER]  [FOREIGN ACTIVITIES MANAGER
19 Insertion of Target-Market commercial a8 120 €3.254 18 Fiscalization (procedures and taxation EXPORT MANAGER CORPORATE FINANCE
results, within the Main Strategic MAP ' . charges) FOREIGN ACTIVITIES MANAGER CF.0. [CHIEF FINANCIAL OFFICER)
GRANDTOTALs| 3.834 96 €220.378
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MoD-Selection: COUNTRY-RISK
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RISK-MANAGEMENT (1/3)

A

B

C

D

IrrG |

Key Aspect to Manage and Optimize

Definition of the RISK

MNature of the RISK

Possible Consequences

Managing the RISK

Financial status and current size of the
Company

» The Company's size is not enough to
start an Internationalization Process

» The Company cannot afford Export

= The Company has not got enough
internal skills/competences to deal with
Export

® FINANCIAL
* ECOMOMIC
* (OPERATIONAL)

= Potential penalties

= Loss of Money

= Project stopped/deadlocked

» The Company must indemnify a TP
= BIAS to Export (for the future)

= Apply to specialists and Consultants
# Train internal resources

= Start with "low profile” Export
(subcontracting)

= PLAM Export for a possible future

Causes and Motivations
(being behind the Decision)

= (Directional) Lack of Clarity in handling
the both

» Toughness in involving Key resources
® CAUSEs are weaker than MOTIVATIONS
» Actual Causes do not allow Export

* STRATEGIC
® (FINANCIAL)
= (ECONOMIC)
« (OPERATIONAL)

* No reasonable International
Vision/Commitment and approach
= Export operations failure

= [Internal) Loss of credibility

= Expectations are not fulfilled

» 5o through the actual differences
between the both

® Create STROMNG Causes for Export

= Develop and release an Export Vision
& a strong Export Plan

= Find out factors of Competitiveness

Actual level of Competitiveness
{USP <—> CS)

= Starting up an Internationalization
Process, without having any LoC

* Entrusting only Domestic Experiences
» The Company appears not to be
actually ready for Internationalization

* COMMERCIAL
* COMMUNICATION
* (MARKETING)

Enter a tough competition
Mon-Sale stage is lasting too long
Company's Export Plan Failure
Revenues without profits

= Dumping, and relevant penalties

= Find out factors of Competitiveness:
* Unigue Selfing Proposition
* Cost Supremacy
* Small Niche's Approach

= Proper Positioning

Cost of Money
{and Sources of Finance)

= Internationalization is a process which
is very investment-spending and costly
#» [External) sources of finance are
needed

» Shareholder's extra-engagement

* FINAMNCIAL

= Margins are lower than Interest
= Mo cash to enhance the Projects
= Problems with the Banks

= Problems with the Suppliers

#» Business Case Report for choosing the
right and more profitable Projects

= Benchmarking between IRR - WAAC

» Strong Business Case Scenario to share
with the Banks

» Same with Suppliers

Prerogatives of Legitimacy

» Legal power to ACCESS the
Megotiations

= Certifications, References are required
» (Specific) Legal Status is required

* FORMAL
* LEGAL
* (COMMERCIAL)

= Mo access to Negotiations

* Huge compromises for Bidding
= Mo chance of Success in the
Megotiation

= Exclusion

= Planning the Commercial START-UP
after the preliminary stage of LEGALs
= Starting up in low profile

= Venturing with a local Company
already certified

Cultural Cross Over
{and relevant consequences)

* Two different Cultural Universe need
to be matched

= Approach - Habits - Language - Culture
Taboo - Market Expectations - Power of
Expenditure - Religion - Regulations -
Reguirements etceteras)

= LEGAL (ADMINISTRATIVE])

= LEGAL (PENAL)
* (COMMERCIAL)

= Inability to communicate effectively

= Inability to create a Relationship

= Diplomatic mistakes

» Ineffective proposals

= General mismatching of understanding
and expectations

= Hiring local Resources

= Utilizing a Cultural Mediator (and/or
translator)

» Train internal resources accordingly
» Customizing communications,
proposition, offers and packaging
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RISK-MANAGEMENT (2/3)

I PRG I Key Aspect to Manage and Optimize Definition of the RISK MNature of the RISK Possible Consequences Managing the RISK
» The Target Area should be defined as a * Wrong Area » PESTLE Analysis
"result" (assessment) * COMMERCIAL » Loss of money = Applying to Governmental or Private
= Target Area =+ The Target Area might present (at = FINANCIAL = Discouraging the Company in Entities, to accomplish the check-up
(affinity - consistency - barriers) least): Technical affinity - Economic * STRATEGIC Exporting abroad » Direct evidence through meetings
Consistency - no actual and unavoidable |» LEGAL * No-SALEs/Revenues and/or Drivers with the Customers (and Partner)
barriers) = War: Assets Confiscation = Applying to Specialists/Consultants
= The Export Development Plan ought to i # Let The Business Maodel correctly
. . = Deadlock and Paralysis .
include: Ways of Entrance, Business o . . influence the Strategy of Entrance
Ways of Entrance R * STRATEGIC » Prejudicial mowves in a specific Area B
R R _ Concept - Business Model, and the = Strong Strategic Export Plan and
& |(added to - and impacting - Business s (COMMERCIAL) = Mo Clear Governance R R R R
. relevant governance; . |intransigency in applying the Strategy
Concept and Business Model) _ R * (OPERATIOMNAL) » The Company undergoes the Partner's N N N
= Following the Market without a Plan R B R » Factorization of the Productive Process
B solution (his choice)
may lead to disasters and subsequent Model
» Financial/Penal Check of the Partner
& The nature of the Partner should . . . .
= PERSOMNAL » Loosing the Governance » Joint meetings with the Customers
emerge from the Export Development . . . . .
Partner B ) *« ECONOMIC = Rights of the Minority: broken down = Strategic understanding of the
9 . . Plan (through a Cooperation Profile) . )
{and Kind of Venturing ) _ = COMMERCIAL = Mo rules observed Partner's intentions/Engagement
= The way of Entrance includes also the ~ _ B =
R » (FINAMNCIAL) = Mo expectations fulfilled = Long Term Relationship, before
preferential legal status for the Partner) B B o
wventuring with a Individual Partner
. . . . . » Local presence of a Manager
= The kind of goods sold, requires its = Ineffectiveness of the Commercial B
e » Local Technical Support
i proper relevant way of Management * COMMERCIAL Proposition _ _
Portfolio B B = Business Model in accordance to the
10 . . s » Product * OPERATIOMNAL » Ineffective Marketing play - . .
(Products <--> Services <—-> Activities) i . R . Productive Factorization
* Service - Integrated Service « COMMUNICATION = Ineffective Proposition B ~
o . . ; # Local Contractual Partnerships with
» Activity = Ineffective Marketing Mix Plan B B
Operational Suppliers
» The Company ought to appoint a * Entrust a wrong person » Semi-Resident Manager from HQ
stable, reliable Commercial Director . ECONOMICAL ® Losses: Project profits are lower than |+ strong sessions of Training for the
11 Commercial Activity = Other Costs of Sales cught to be . COMMERCIAL expected - No attainable Projects Local Key people;
{and relevant Costs) known and considered in the Plans s~ = Mo Access/Success in Negotiations = Getting aware of the local Market and
- B
* The proper Market Driver must be = Market is shattered Commercial Habits
defined * Wrong distribution/commercial # Planning the Rev/Profits accordingly
» The Company cught to be provided
. p " ¥ oug P e = No Access to Megotiations = Getting informed about the
with a clear "Customer Proposition - ~ . o = -
" * COMMUMNICATION = Mo insertion in the Vendor's Lists International Standards and Setting up
R R ® The Market should have a "clear B ) -
12 |Commercial Toolkit o N * NEGOTIATION ® The Market gets a wrong perception of |the SALEs Toolkit accordingly
perception” of the Portfolio B o
R R » (MARKETING) the Company = Applying to external specialists
& There are international standards . . L N . . .
R B = Ineffective Marketing/Advertising » Customization of the Communication
which need to be fulfilled
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RISK-MANAGEMENT (3 /3)

A [=] [y o
I PRG I Key Aspect to Manage and Optimize " Definition of the RISK Mature of the RISK Possible Consequences I Managing the RISK
= Achieving a strong awareness of:
= International business is based on long- = Giving Up the deal the Iocgl habii‘sgand rocedures
term negotiations and on stable = Imputing the effect (the delay) to wron, =
8 - STRATEGIC puting ¢ v) % | < the Market Perception
12 [(Long Term Negotiations fE|E|-:I0rIShIp5 betu.r.eerl the Companles - COMMERCIAL cau_ses - ) o FlEnninT drETisEl e T s
= This TRUST requires a long time and = Diplomatic incidents with the local Legal - - -
B B = Defining a schedule and monitoring the
should be considered in t he E.D.-Plan Entities and with the Customers -
= EXPORT requires several legal and formal
rcn::edureslqcr be fulfilled E = Misunderstanding with the Shareholders = Planning the Activities accordingly
pp.n kind of commercial relationshi = STRATEGIC = Postponement generates unexpected = Getting the shareholders' Committee
14 |Time Consuming Activities wouIT:i take much time (=5 - COMMNUMNICATION extra-costs aware of dynamics, habits, long-term and
oriainal plans - when mismatching such = ([COMMERCIAL) = Loss of internal credibility time-needing accomplishment
aspegts l.:::ruld be postponed 2 = Expectations not fulfilled = Applying to Specialists/Consultants
L ) = Operational Chain is INTERRUPTED ) o
= Logistic Systerm might be affected by « The Project is Stopped,/Deadlocked = Applying a strong Logistic System locally
Logistics several factors: the Company ought to plan|= LOGISTIC Loss of IJ\done ,"RepF:.ltation and periodically monitoring it
15 (a 8 relevant ts) the Logistic Chain of Command in advance, [« OPERATIOMAL Indemnitiesj:ossei = Semi-Resident Logistic Manager
nd Cosi -
matching headquarter's, to local resources | = (ECONOMIC) . = Contractual Agreement with Courier,
and procedures © LEes ey (el e Sl el s 2 warehouse, Fiscal/Custom Specialists
P and the Market) - L
= If the Transportation is costly - due to B B
TS - (it (rrelit s Al (rrsiress = Operational Chain is INTERRUPTED = Contractual agreements with few
Transportation so much, that the deal would be = LOGISTIC = TIL= P‘FOJ.EC‘t s Stc.}ppe e aiacked Courlers_" . o .
16 {and relevant Costs) I ERErE o T EC L = Economic Penalties = Applying Integration Logistic Solutions
= Focusing attention to logistics and = Inde.r'nnlt!es tSea;’}'—‘flr;’GITOund] .
ermrE el A = Confiscation of Assets = Semi-Resident Transportation Manager
= Insurance against a specific Exchange
= The Company makes revenues in the i d Gitte ' : Rate variation
= Losses due to the Currency clearin
= |= Exch T local Currency: the quick and unfavourable |= FINANCIAL n Profits (s L ¥ ) & = Agreaing Prices in domestic currency (or
urren xchange e = Lower Profi or even Losses,
¥ & change of the CER, would make the deal = ECONOMIC . partially in domestic currency)
= Shareholders' Extra-Engagement s .
unprofitable = Avoiding that Area (and choosing an
alternative one)
= The Company cught to consider any kind i _
o ST e P E S (BT SITATE (e = Local Taxation arises = Getting aware of the
Ei lization [pr dures and taxation local Taxation = E TS = Owverall Taxation is - finally - doubled Fiscalization/Taxation policy in advance,
18 e b The cost of transfer of economic EEELTELAIE = The Governmental Law does not allow and defining the final prices accordingly
= amounts (from Local Market to Domestic) any Money-Transfer from Local Market to |= Assessing the Average Market Prices
o ST e ol Headquarter = Collecting Profit locally
Loss of reputation = Strong Compliance Package
-
Managing Potential Corruption = Reputation of a Company and of its = LEGAL (ADMINISTRATIVE/PEMNAL) Prever‘lticb?‘l from Public Tendearin = Cooperation with Governmental Entities
-
19 {in Ta B tg =7 li:ets}p Brand is of utmost importance for = COMMERCIAL Suspension of activities 8 and Official Anti-Bribery advertising
rget Areas/Na -
international relationships = (ECOMNOMIC) = L - = Relationships with Agents and
= Indemnities and Penalties Facilitat
acilitators
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HRM: Average COSTs
15 IR

Industrial Costs - Table of Contents for the Costing Analysis of the Export Process (values in €uros)

# Professional Profile Role/Position PAYROLL (13/NET) Gross (yearly) Industrial Cost Hour Unit Cost
1 Generic Operator/Worker JUNIOR € 1.500 € 28.000 € 42.000 €22
2 Specialized /Skilled Operator SENIOR € 2.300 € 47.000 € 65.000 € 34
3 Employee SENIOR € 2.300 €47.000 € 65.000 €34
4 Manager| g,,c L:::;'::; dl}:g;:mager €2.900 € 60.000 € 82.000 €43
5 Executive| Business Unit Manager € 4.300 € 100.000 € 130.000 € 68
6 Director/ Top-Manager chie(::lﬂt:?a“;gﬁ;ger £€6.300 € 165.000 € 176.000 €92
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Factors affecting Global Environment
T

SUCCESS FACTORs:

VISION
PROFESSIONALITY
Forecasting the FUTURE
SCENARIO’s PLANNING
TOOLs competency
Dynamism
INNOVATION

MARKET & MARKETING
APPROACH <~
PROFIT/PRODUCT
Approach)

h o~

NOo W
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Barriers to ENTRY
A

Barriers to Entry and Competition BARRIERs-2E:

Economies of scale 1. LEGAL &
EVIDENT
2. LEGAL &
Create barriers to entry that deter potential UNEVIDENT
competitors 3. HIDDEN
4. ILLEGAL &
UNEVIDENT

Brand loyalty
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Competitive Advantage MNGT

Building Blocks of Competitive Advantage

Efficiency

Competitive

advantage

Innovation

Responsiveness
to customers

VALUE for all the
STAKEHOLDERS

GENERATESs

VALUE FOR THE
SHAREHOLDERs
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SOURCEs of Diversity

Sources of Diversity in the Workplace

Cultural Cross Over:

Other Age
character-

physicel NG Gender Cross Cultural Management

< (or CCO) involves managing
work teams in ways that
considers the differences in
Education Ethnicity cultures, practices and
preferences of consumers in
a global or international

Religion

Y
economic R .
V' background | orientation business context.
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HRM Opportunity-LAWS (Legislation)

Year

1963

1964

1967

1978

1990

1991

1993

Law

Equal Pay Act

Title VII of the Civil Rights Act

Age Discrimination in
Employment Act

Pregnancy Discrimination Act

Americans with Disabilities Act

Civil Rights Act

Family and Medical Leave Act

Major Equal Employment Opportunity Laws Affecting Human Resources Management

Description

Requires that men and women be paid equally if they are per-
forming equal work.

Prohibits discrimination in employment decisions on the basis of
race, religion, sex, color, or national origin; covers a wide range
of employment decisions. including hiring. firing, pay. promo-
tion, and working conditions.

Prohibits discrimination against workers over the age of 40 and
restricts mandatory retirement.

Prohibits discrimination against women in employment deci-
sions on the basis of pregnancy, childbirth, and related medical
decisions.

Prohibits discrimination against disabled individuals in employ-
ment decisions and requires that employers make accommoda-
tions for disabled workers to enable them to perform their jobs.

Prohibits discrimination (as does Title VII) and allows for the
awarding of punitive and compensatory damages. in addition to
back pay. in cases of intentional discrimination.

Requires that employers provide 12 weeks of unpaid leave for

medical and family reasons. including paternity and illness of a
family member.

STAGEs:

* Presence of
Regulation

* Willingness

* Attitude to
Legality

* Aftitude to
Respect the Rules
* Penalties

* Implementation
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MANAGING DIVERSITY

Managerial Roles and the Effective Management of Diversity

Type of Role Specific Role Example
Interpersonal | Figurehead _ Conveys that the effective management of diversity is a valued goal
and objective.
Leader Serves as a role model and institutes policies and procedures to ensure that
diverse members are treated fairly.
Liaison Enables diverse individuals to coordinate their efforts and cooperate with
one another.
Informational Monitor Evaluates the extent to which all employees are treated fairly.
Disseminator Informs employees about diversity policies and initiatives and the intolerance

of discrimination.

Spokesperson Supports diversity initiatives in the wider community and speaks to diverse
groups to interest them in career opportunities.

Decisional Entrepreneur Commits resources to develop new ways to effectively manage diversity and
eliminate biases and discrimination.

Disturbance handler | Takes quick action to correct inequalities and curtail discriminatory behavior.

Resource allocator Allocates resources to support and encourage the effective management
of diversity.
Negotiator Works with organizations (e.g., suppliers) and groups (e.g.. labor unions) to

support and encourage the effective management of diversity.
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CULTURAL CROSS-OVER

P AE SE Concezione del Tempo (Contesto Autorita Sesso Confortevalezza Centralita Organizzazione Approccio alla Relazione r::::g;;ﬁ:; ° ° ° °

MONO ‘ POLI ELEYATO ‘ BAS30 DISTANZA | YICINANZA FEMALE | MALE FIDUCIA ‘ SFIDUCIA INDI¥IDUO ‘ GRUPPO ORGANICO ‘Slﬂﬂﬂﬁ"cu M EXPRESS 9 D I s c r I m I n a n ts I n C C o :
AFRICA DEL NORD = )
AFRICA CENTRALE H [} 5]
AMERICA CENTRALE M M 5]
AMERICA DEL NORD
AMERICA LATINA H 7 ) ] T I M E
AUSTRALIA ¢
AUSTRIA o
won g 2. CONTEST (EnVIronmeni)
CINA ) ) ] ]
; - 3. Authorit
FRANCIA ) ® y
GERMANIA 1)
GIAPPONE ) B 4 ° S E X
GRECIA
INDIA 5 c f '
ISRAELE ] ° o m o r
TALIA 4] 4] 4] 4]
MALESIA ] ) 6 Bu I a n ce
MEDIORIENTE ] B *
NUOYA ZELANDA o ° °
OLANDA % H (TEAM/I“lelduqllsm))
PAESI SCANDINAYI 4}
PAES! DEL MEDITERRANED = ) 7 O r a n iza 'i o n
PORTOGALLD A ] ) ) ° g
REGNO UNITO ° °
8. Approach to Relationship
SINGAPORE H =] )
SPAGNA M ) M 9 E M E t t
SVIZZERA [ ) xpresslon x en
UsA

]
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Prerogative di

PAE S E Concezione del Tempo Contesto Autorita Sesso Confortevolezza Centralita Organizzazione Approccio alla Relazione Manifestazione
MOND POLI ELE¥ATO BASED DISTANZA YICINANZA FEMALE MALE FIDUCIA SFIDUCIA IHDIYIDUD GRUPFO ORGANICO |ZISTEMATICD CD:'IF:ACT PhPITRI':ER EXPREZ® MODERATE
AFRICA DEL NORD M M M
AFRICA CENTRALE
AMERICA CENTRALE ) M
AMERICA DEL NORD M M M
AMERICA LATINA
AUSTRALIA %) %) %)
AUSTRIA H M M
CANADA
CINA %] M
DANIMARCA %} %} M
FRANCIA
GERMANIA
GIAPPONE M M M
GRECIA
INDIA
ISRAELE M M
ITALIA
MALESIA %] %] M M M
MEDIORIENTE
NUOYA ZELANDA H M %]
DLANDA H M M
PAES] SCANDINAYI
PAESI DEL MEDITERRANED M %} %}
FORTOGALLD
REGNOD UNITO
RUSSIA M
SINGAPDRE
SPAGNA M M | M
SYIZZERA
usa
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WAY OF ENTRANCE (MATRIX)

« (Main-Buyers)
* Main-Contractors
* Tender Submission

« Company-Network
*» Co-Brand & Co-Investment Operations

» (Local) International Promoter
+ Trading Company
'+ (Local) Distributor

» Other kind of contractual solutions dealing with
Licensing of Know-How andjor other Untangible-
Assets

WOE-MATRIX Way of Entrance MATRIX (Solutions/Impacts on Internal Resources of a Generic Company)
Transactions/Partnerships WE - (I1A) Indirect Investments Abroad
PURE EXPORT LICENSE Agreements
[SPOT Business Medium/Long Term Transactions Contractual Solutions Licensing in return for payment Franchising Solutions
Way of Entrance| esiosusses « Export-Consortium + lLocal) Interational Agent License Agreement ibution Franchising Solutions

« Services Franchising Solutions
* Industrial Franchising (SOPs and Machinery)

LOW
IMPACT ON THE CURRENT RESOURCES.

on the presence of a scorable
opportunity.
IMODEL #5 is very energy/time-spending

INO-NEED to focus specific resources; the
lextra-committment which arises, depends

- CommerciallSales Manager 1
{Customer Keg Account - On-Sive Commercial

Meeetings]

+ Technical Department

{Surver - Fechnical Feasibiliy - Technical support
sor Gitering]

- Commercial Department (Tendering)

- Legal Department /1 egal Feasibilitgand
DHicialAdministrative Fulfiltments]

OPERATIONS [Ginie on Scored Projectsieal]

|NetworkiGonsortium
- Sales ManageriDirector
- Top-Management o Attormey

{aceording to the Plan of the Consortium andior
according to the envisaged requirements of the
Network of Companies)

—
- Sales ManageniDirector 3
- Coaching on the Partner

- Market of Destination activity monit
- Dpportunities management (MoD)

- Legal Aduisor. Commercial Advisar, Tendering
Department.

ing

OPERATIONS (0ol on Seored,

[y on Seoved

- Legal Department
+ Technical Department
- Sales ManageiDirestor

~Legal Department
- Technical Department

- Patents and IP-Rights Advisor
- Set up of a Frinchising package of information
for the Franchisor (technical, educational,
procedural, servicelmaintenance)

- Management of FeelRoalties Revenues

3 05 FTE

GPERATIONS (Tl during Start-Iy Stage]

Venturing WE - (CIA) Combined Investments Abroad

Way of Entrance

GREY ZONE

NON-EQUITY Partnership
» Eligible Joint Venture Agreement
(Contractual Joint Venture)

THON-EQUITY Partership
* (Mutual) Cooperation Agreement
+ (Mutual) Commercial Agreement

MEDIUM

IMPACT ON THE CURRENT RESOURCES
MODEL #7 requires a Semifresident
Manager who is present in the MoD for
10/15 days/month

« Commercial Department (Administrativi 6
fulfillments)

- Technical Office and Business Unit
{Heasibilily assessment + Gifering support]
- Legal Department /1 egaf aceordance cto
domestic commercial lavlregulations)

OPERATIONs (EORES - only for Project Soored)

[COOPERATION AGREEMENT

(Long-Term Cooperation Agreement) | 7

« Sales ManagertDirector [Coaching on Farmer -
On-Site Commercial Meetings - Market
Assessment e BUSIPLAN setup)

+ Legal Department

« Joint Commercial activity made together vith the
local partner)

-2 05 FTE

BPERATIONS {CORES - ooy for Project Soored)

Joint Stock Companies - (DIA) Direct Investments Abroad

Way of Entrance

JOINT VENTURE CO.

Business Development loint Venture Company
(Marketing - Know How - Distribution)

Equity Joint Venture Agreement
(Whole integration of the Company Chain)

HIGH
IMPACT ON THE CURRENT RESOURCES.

resources (Techno/commercial)
MODEL 9/10/11 require ial and

MODEL #8 requires a presence of a MIX of

- Commercial Department (Administrative
fulfillments)

« Technical Office and Business Unit
(feasibility assessment + Offering support)
« LegaliTechnical Department

in the MoD

technical profiles as RESIDENT-MANAGERs

stage of the ip)
- Joint Gommercial activity made together with the
local partner)

- LegaliTechnical Department
(prefiminary stage of the Partnership)
- Jaint Commersial activity made together vith the
local partner)

* Business Plan - Business Model - ProfitiLoss
report and me Industrial Plan for the NEWCo
- Commercial Prafile: SEMIRESIDENT MANAGER
from the formal establishment)
- Technical Profile: SEMIRESIDENT MANAGER
(312 months starting from the formal
establishment TRAIMING to be added)

> 125115 FTE

BRANCH - SUBSIDIARY
(Commercial or Distribution Company)

- LegallTechnical Departmnt 10

BRANCH
(Whole integration of the Company Chain)

- LegaliTechnical Department i1

stage of the i)
+1Commerciali Administrative Profile RESIDENT
permanently
+ 1 Technical Profile SEMIRESIDENT

-+ 15FTE

stage of the )
+1CommercialiAdministrative Profile RESIDENT
permanently
+ 1 Technical Profile RESIDENT permanently
« Creation of a STAFF of local profiles

> LEAST 225 FTE
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(CIA)

(DIA)

WOE:

1) PURE EXPORT

2) GREY-ZONE

3) VENTURING




WOE-MATRIX

Way of Entrance MATRIX (Solutions/Impacts on Internal Resources of a Generic Company)

Way of Entrance

LOW

IMPACT ON THE CURRENT RESOURCES
NO-NEED to focus specific resources; the
extra-committment which arises, depends
on the presence of a scorable
opportunity.

MODEL #5 is very energy;"‘time-spending_

Transactions/Partnerships WE - (11A) Indirect Investments Abroad

PURE EXPORT

LICENSE Agreements

SPOT-Business
One-Shot-Business
 (Main-Buyers)

* Main-Contractors
* Tender Submission

Medium/Long Term Transactions

» Export-Consortium

= Company-Network

* Co-Brand & Co-Investment Operations

Contractual Solutions

* (Local) International Agent

* (Local} International Promater
* Trading Company

* (Local) Distributor

Licensing in return for payment

» license Agreement

» Other kind of contractual solutions dealing with
Licensing of Know-How and/or other Untangible-
Assets

Franchising Solutions

» Distribution Franchising Solutions

*» Services Franchising Solutions

 Industrial Franchising (SOPs and Machinery)

- CommerciallSales Manager 1 = Sales ManagerfDirector
fCustomer Keg A ¢ - n-Site O fal = Top-M.

Mesatingsi

= Technical Department

fRurvey - Technival Feasibility - Fechofeal support
Ffor Gfferingl

-C ial Dep (Tendering)

= Legal Department f2 egaf Feasibilitpans
Cifficiatid ominis rative Folfilments?

OPERATIONS {Only on Seoret Projectsitieal]

or Attorney

= Commercial Operativeness

[according to the Plan of the Consortium andior
according to the envizaged requirements of the
Network of Companies)

OFERATIONS {0nlg on Soored Projectsile aff

- Sales Manager!Director 3
= Coaching on the Partner

= Market of D activity

= Opportunities management (MoD])

= Legal Advisor, Col ial Advisor, T

Department

OFERATIONS {niy on Soored Projectsieal]

= Legal Department
= Technical Department
= Sales ManagerfDirector

E hisi
- Legal Department

= Technical Department

= Patents and IP-Rights Advisor
= Set up of a Frinchising package of information
for the Franchisor [technical, educational
procedural, servicelmaintenance]

= Management of Fee/Royalties Revenues

- 0.5 FTE

OPERATIONS {inly during Start-Uip Stagel

Way of Entrance

|MEDIUM

IMPACT ON THE CURRENT RESOURCES
MODEL #7 requires a Semi/resident
Manager who is present in the MoD for
10/15 days/month

Venturing WE - (CIA) Combined Investments Abroad

GREY ZONE

NOM-EQUITY Partnershig
* Eligible Joint Venture Agreement
{Contractual Joint Venture)

NON-EQUITY Partnershig
s (Mutual) Cooperation Agreement
* (Mutual) Commercial Agreement

J_j'_-anl.egmgm
-C ial Dep [Administrativ

Fulfillments)

- Technical Dffice and Business Unit
freasibility assessment + Offering supporti
= Legal Department ff egaf sccordance cto
domestic commercial lawfrequlations)

OPERATIONs {CORES - oaly for Froject Scored?

[Long-Term Cooperation Agreement) 7

= Sales Manager!Director [Coaching on Fartner -
On-Site Commercial Meetings - Market
Assessment ¢ BUSIPLAN setup)

= Legal Department

= Joint Commercial activity made together with the
local partner]

-+ 05 FTE

OPERATIONS fCORES - only for Project Seored}

Way of Entrance

HIGH

IMPACT ON THE CURRENT RESOURCES
|MODEL #8 requires a presence of a MIX of
resources (Techno/commercial)

MODEL 9/10/11 require commercial and
technical profiles as RESIDENT-MANAGERs

in the MoD

Joint Stock Companies - (DIA) Direct Investments Abroad

JOINT VENTURE CO.

Business Development Joint Venture Company
(Marketing - Know How - Distribution)

Equity loint Venture Agreement
(Whaole integration of the Company Chain)

Commercial J¥-Company

=C ial Dep. A

Hulfillments)

= Technical Dffice and Business Unit

[feasibility assessment + Offering support)

= LegallTechnical Department

[preliminary stage of the Partnership)

= Joint Commercial activity made together with the
local partner)

EauitelC:

JY-C ]

= LegaliTechnical Department

[preliminary stage of the Partnership)

= Joint Commercial activity made together with the
local partner]

= Business Plan - Business Model - ProfitiLoss
report and multiyear-Industrial Plan for the NEwCo
= Commercial Profile: SEMIRESIDENT MANAGER
[9 months starting from the Formal establishment)
- Technical Profile: SEMIRESIDENT MANAGER
[912 months starting from the formal
establishment TRAINING to be added)

-+ 1L28MS FTE

BRANCH - SUBSIDIARY
(Commercial or Distribution Company)

BRANCH
(Whole integration of the Company Chain)

COMMERCIAL BRANCH

- LegaliTechnical Departmnt 10
[preliminary stage of the Partnership)

=1 Commercial! Administrative Profile RESIDENT
permanently

= 1 Technical Profile SEMIRESIDENT

-+ 15FTE

OPERATIONAL BRANCH

- LegaliTechnical Department 11
[preliminary stage of the Partnership)

= 1 CommerciallAdministrative Profile RESIDENT
permanently

= 1Technical Profile RESIDENT permanently

= Creation of a STAFF of local profiles

--+ LEAST 2125 FTE
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Basic Strategies for Global Markets
N

Four Basic Strategies

Global

Transnational
strategy

High

standardization
strategy

International ey Localization

Pressures for cost reductions
Low

strategy _ | \ strategy

Low High

Pressures for local responsiveness
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OTMT-Pattern

A

SEGMENT

O.T.M.T. Pattern fin addition: JVC Steps/Fulfilments + Business Development PLAN)

CONTENT KEY-PERSON/DEPT.

SOLIQTATION

ADRESSEEs

\ 1

\ 2 [ 3

[ ]

1 O.T.M.T. - TEMAP:

The TEM is requested to WMIONITOR these elements {CONTROL)

F[|Monitory rate and tools

Business Development
PLAN

This document represents the finalization of the ACTION PLAN, {The TEM finalizes the Summary, after coordinating all the contributions coming
‘unralled” in its details from the other Parties

he hort ol theOfectves andtheTrgtsthe T The TEM is given these Objectives by its Clients (or by his Boss, if he is an

commitedt core durn hislederhip internal executive profile), but he checks the feasibility and sustainability of

these targets; he can correct and realign these targets according to his Plan

The lst of both HR, Assets, instruments and the amount of  [The TEM s given Tools and Resources by the Sharzholders (or the Investors)
money (stock), the TEM s provided with, to score the The Sharehoders define the contribution of the two Mother Companies and
objectives declare these amounts/assetsin the Statute of the )VC

The methods the TEM is going to implement, toinsert The TEM selects the methods (and the style] he will use to implement all the

abusinessstyle the specific Business-Area and to its actual size

The technical tools and the time-rate for the activity of The TEM agreed on these rates (and tools) with the Administrative part of the

lling the process Board of Directors (in specifc: with the Exporter representative)

The segmentation of al the activities required to attain the

The TEM prepares this document jointly with the Operational Director, the Sales|
iobjectives, considered as sub-processes and connected amongst prep foindly P i

Director and the Legal Advisor of the local Campany
them

The TEM gives his contribution to draft and finalize the Business Development
Plan; this PLAN is an operational Plan: it shows HOW TO attain the Commercial
targets

The Business Plan which have been finalized and agreed by the
Shareholders (and/or by the Board of Directors' Committee]

Shargholders' Committee

Shareholder's Committee
Temporary Export Manager

Temporary Export Manager

procedures, approaches, best-practices, providing the VC with |procedures/patterns in the JVC, according to the Mother Companies Policies to [TOP Managers of the Mother

Companies

Temporary Export Manager
Sales Manager of the IVC

The TEM is required to REALIGN continuously the ACTUAL situation, o the ESTIMATION/BUDGET (REALIGNMENT)

E

INOILYALL O} Maueisuos ‘wies | 243 ILWAILLOW ©P P23)Se S1 3L =YL

_ P — Shareholder's Committees of MCs
ey d Board of Directors of the IVC

INC Board of Directors

INC Board of Directors

INC Board of Directors

Shargholder's Committees of MCs
Board of Directors of the IVC
Administration of Mother Companies
Board of Directors of the IVC

Objectives

1.

2. Tools & Resources
3. Methods

4. Time & Chronoplan
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The TEM is requested to WMIONITOR these elements [CONTROL)

0.T.M.T. Pattern (in addition: JVC Steps/Fulfillments + Business Development PLAN)

SEGMENT CONTENT KEY-PERSON/DEPT. SOLICITATION ADRESSEEs
1 2 3 4 5
Executive Business This document represents the finalization of the ACTION PLAN, |The TEM finalizes the Summary, after coordinating all the contributions coming Shareholder's Committees of MCs
. . ] . Temporary Export Manager ]
Summary unrolled” inits details from the other Parties Board of Directors of the IVC
The TEM is given these Objectives by its Clients (or by his Boss, if he i
The short list of all the Objectives and the Targets the TEMis | ¢ Ing.n m. e s(nlr y e .e |5Ialn . . .
0 .: OBJECTIVEs , . , internal executive profile, but he checks the feasibility and sustainability of  |Shareholders' Committee IVC Board of Directors
committed to score during his leadership . . .
these targets; he can correct and realign these targets according to his Plan
The list of both HR, Assets, instruments and the amountof ~ |The TEM is given Tools and Resources by the Shareholders (or the Investors). Shareholder's Committee
T.:T0OLs & RESOURCEs |money (stock), the TEM is provided with, to score the The Sharehoders define the contribution of the two Mother Companies and IVC Board of Directors
o i Temporary Export Manager
objectives declare these amounts/assets in the Statute of the JVC
The methods the TEM is going to implement, to insert The TEM selects the methods (and the style) he will use to implement all the | Temporary Export Manager
M.: METHODs procedures, approaches, best-practices, providing the VCwith |procedures/patterns in the VC, according to the Mother Companies Policies, to |TOP Managers of the Mother IVC Board of Directors

a business-style

the specific Business-Area and to its actual size

Companies

T.: TIME & CHRONOPLAN

The compulsory deadlines to score the objectives and the
GANNT diagram dealing with all the operations of the TEMAP

The TEM is given the Deadlines and the Chronaplan by his Clients/Boss, but he
needs to check this aspect and to corrct it, if considered "unattainable”

TOP Managers of the Mother
Companies

Shareholder's Committees of MCs
Board of Directors of the JVC

Monitory rate and tools

The technical tools and the time-rate for the activity of
controlling the process

The TEM agreed on these rates (and tools) with the Administrative part of the
Board of Directors (in specific: with the Exporter representative)

Administrative Department of the
Mother Companies

Board of Directors of the JVC

Administration of Mother Companies

The segmentation of all the activities required to attain the

—
START-UP Steps & o . The TEM prepares this document jointly with the Operational Director, the Sales

G| . objectives, considered as sub-processes and connected amongst| , Temporary Export Manager G
Fulfilments 1h Director and the Legal Advisor of the local Company

em
=
The TEM gives his contribution to draft and finalize the Business Development

i Business Development  |The Business Plan which have been finalized and agreed by the Ple'th' g::'\l .Imn ; utfnn lnplral .:nh maI-II::W:O L:stlnlesih e:e npmerfl Temporary Export Manager Y

PLAN Shareholders (and/or by the Board of Directors' Committes) OB b atiain e ommereia Sales Manager of the IVC

targets

The TEM is required to REALIGN continuously the ACTUAL situation, to the ESTIMATION/BUDGET (REALIGNMENT)
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ACTION PLAN 4 TEM

ACTION PLANNING FOR THE TEMPORARY EXPORT MANAGER

GOVERNANCE

STRATEGY - TEMAP

TACTIC - PROGRAM

DUTY

ITEM

SCOPE

ACTION

Business Concept

Informing both Shareholders

WHY the process is running

matters

S
& Business Model ummary and Stakeholders like this
Regarding economic, WHAT to do (short term -
BUSINESS PLAN Objectives financial, organizational

mid term - long term)

Profit & Loss Perspective

Tools & Resources

HR - Assets - Instruments &
Cash

WHO will do and take care of
specific tasks

The two Maother
Companies
decide, and the

IV is consulted
in drafting the
Documents

Methods

Policies - Procedures - Style -
Training - Responsibilities

WHICH is the process and
the path to cover

Timing and Chronoplan

Deadlines - Prerequisites -
Period of Time - GANNT
Diagram for Operations

WHEN these tasks ought to
be completed
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TEM CHRONOPLAN

First HALF

Second HALF

First HALF

Second HALF

First HALF

Second HALF

First HALF

Second HALF

First HALF

Second HALF

First HALF

Second HALF

First HALF

Second HALF

| Segment of ACTIVITY |

PRE-REQUISITES

(Prerogatives of Legitimacy)

JUNE

JUNE

JULY

JULY

AUGUST

AUGUST

SEPTEMEER

SEPTEMEER

OCTOBER

OCTOEER

NOVEMBER

NOVEMBER

DECEMEER

DECEMEER

PENDING
ISSUESFIXED

DIAGNOSTICS

DIAGNOSTICS

DIAGNOSTICS

DIAGNOSTICS

DIAGNOSTICS

DIAGNOSTICS

DIAGNOSTICS

DIAGNOSTICS

DIAGNOSTICS

DIAGNOSTICS

DIAGNOSTICS

DIAGNOSTICS

ACCOMPLISHED

[VENDOR's LIST INCLUSION
(other O&G Majors)

X

X

X

X

X

INSTRUMENTATION
(for Diagnostics)

PRESENT

[TRAINING & CERTIFICATIONs
(regarding Diagnostics and Technical
Competences of the Team)

ACCOMPLISHED

PROCEDURES
(regarding HSEQ & NME)

COMMERCIAL
(Procedures for OFFERING)

COMMERCIAL
(Tools & Presentations)

RE-PUSH IETT
for the TENDER

RE-PUSH IETT
for the TENDER

RE-PUSH IETT
for the TENDER

RE-PUSH IETT
for the TENDER

COMMERCIAL
(Prospect on Customers)

X | X | X

X | X | x| X

X | X | X | X

X | X | X | X

X

X

X

X

X

X

X

DEMO
(NME-Demo in Istanbul)

TURKEY:
Preparation

TURKEY:
FIELD TRIAL

PUSH CUST.
(after the
Demo)

PUSH CUST.
(after the
Demo)

PUSH CUST.
(after the
Demo)

PUSH CUST.
(after the
Demo)

PUSH CUST.
(after the
Demo)

PUSH CUST.
(after the
Demo)

HRM: STAFF Completion
(Hiring/Training the
Operations Manager)

HIRED

HIRED

TRAINING
WORKING
[TURKEY)

TRAINING
WORKING
{TURKEY)
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SUMMARY

WHAT IS THE GLOBAL ENVIRONMENT? The global environ-
S Umm ary and ment is the set of forces and conditions that operates beyond an organiza-
. tion’s boundaries but affects a manager’s ability to acquire and use
ReVISW resources. The global environment has two components: the task envi-
ronment and the general environment.

THE TASK ENVIRONMENT The task environment is the set of forces and conditions
that originates with global suppliers, distributors, customers, and competitors and influences
managers daily. The opportunities and threats associated with forces in the task environment
become more complex as a company expands globally.

THE GENERAL ENVIRONMENT The general environment comprises wide-ranging
global economic, technological, sociocultural, demographic, political, and legal forces that
affect an organization and its task environment.

THE CHANGING GLOBAL ENVIRONMENT In recent years there has been a marked
shift toward a more open global environment in which capital flows more freely as people and
companies search for new opportunities to create profit and wealth. This has hastened the pro-
cess of globalization. Globalization is the set of specific and general forces that work together
to integrate and connect economic. political, and social systems across countries, cultures,
or geographic regions so that nations become increasingly interdependent and similar. The
process of globalization has been furthered by declining barriers to international trade and
investment and declining barriers of distance and culture.
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