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Course Description
The course examines the forces encouraging businesses to globalize their operations and the rules which govern such activities. Topics include: the legal, business and cultural environments of Asia and Eastern and Western Europe; international business contracts; the resolution of trade and contract disputes; import and export regulations; and international forces affecting the uses of labor, competition and the environment. Student will apply principles learned in previous courses to the international business arena.

Course Resources
Required and recommended resources to complete coursework and assignments are listed on the My.CityU portal at Library>Resources by Course.

CItyU Learning Goals
This course supports the following City University learning goals:

· Professional Competency and Professional Identity;
· Diverse and Global Perspectives.
Course Outcomes
· Analyze the functions and form of the global monetary system.
· Evaluate and compare how the world’s countries differ, and explore and dissect the process commonly referred to as globalization.
· Analyze and recommend strategies and organizational structures which facilitate international business in a firm.
· Demonstrate a thorough understanding of the economics and politics associated with international trade and investment.
· Assess the processes, procedures and roles in a business’s various functions that are unique to its international business ventures.
Core Concepts, Knowledge, and Skills 
· Barriers to Trade

· Cultural Differences

· Foreign Direct Investment

· Political Economies

· Regional Economic Integration

· Subsidies

· Trade Theory

Overview of Course Grading
The grade you receive for the course will be derived using City University of Seattle’s decimal grading system, based on the following:
	Overview of Required Assignments
	% of Final Grade


	Country & Culture Research Assignment

	20%

	Foreign Direct Investment Analysis

	20%

	Dynamics of International Strategy Case Study

	20%

	International Business Entry Case Study

	20%

	Instructor Determined Assignments

	20%

	TOTAL

	100%



	


Specifics of Course Assignments
Your instructor will provide grading rubrics that will provide more detail as to how these assignments will be graded.

Country & Culture Research Assignment

Using information obtained from the SIA (for online students), or class introductions (for in class students), you will be assigned a country to research. For this assignment, search resources listed in Course Resources (Management Guides, Business Source Complete database. GMID database, Culturgrams and other library sources) for country guides and profiles, articles, ebooks, and books on doing business with other cultures, and much more. Also use the Internet to locate relevant documents and sites with data. Refer to web evaluation criteria to determine credibility and currency that particular country and post findings on the course Blackboard site for the rest of the class. For this initial assignment, you should inform the class about the country's geographic location, capital city, weather, head of state, population, and GDP. This initial assignment should be about 4 – 6 pages in length. Compare the culture of the country you were assigned to research and that of the United States. Indicate how cultural differences influence (a) the costs of doing business in your assigned country, (b) the likely future economic development of that country, and (c) its business practices. Students should be conducting research on the assigned country from the perspective of an international business person.

	Components
	% of Grade


	Purpose/Thesis Statement

	10%

	Key Topic Support

	30%

	Organization

	30%

	Writing Mechanics

	20%

	References

	10%

	TOTAL

	100%



	


Foreign Direct Investment Analysis

You will be assigned to research and develop a presentation showing two opposing positions concerning FDI.  A paper, 2 - 3 pages long, double-spaced that supports your position will be given to the instructor.  A presentation may be  made in class discussing and convincing listeners with regard to your position.
	Components
	% of Grade


	Purpose/Thesis Statement

	10%

	Analysis

	40%

	Key Topic Support

	20%

	Presentation Mechanics: How well does the student (team) incorporate style, professionalism and context into the assignment?

	20%

	References

	10%

	TOTAL

	100%



	


Dynamics of International Strategy Case Study

You will analyze a case study as assigned by the instructor.  This analysis will be based on text readings, research, and class discussions.  In all cases, outside sources should be properly cited in APA format.  Your paper will be 2 - 4 pages long, double-spaced.

Case study:  The Black & Decker Evolution

Known primarily for its power tools, Black & Decker is one of the world’s older multinational corporations. The company was founded in Baltimore, Maryland, in 1910, and by the end of the 1920’s had become a small multinational company with operations in Canada and Britain. Today the company has two well-known brands, Black & Decker consumer powers tools and its DeWalt brand of professional power tools. It sells its products in over 100 nations, and has revenues in excess of $5 billion, more than half of which are generated outside of the United States.
The company grew rapidly during the 1950’s and 196’s due to its strong brand name and near monopoly share of the consumer and professional power tools markets. This monopoly was based on Black &Decker's pioneering development of handheld power tools. It was during this period that Black & Decker expanded rapidly in international markets, typically by setting up wholly owned subsidiaries in a nation and giving them the right to develop, manufacture, and market the company’s power tools. As a result, by the early 1980’s, the company had 23 wholly owned subsidiaries in foreign nations and two joint ventures.
During its period of rapid international expansion, Black & Decker operated with decentralized organization. In its 1979 annual report, the company described how “In order to be effective in the marketplace, Black & Decker follows a decentralized organizational approach. All business functions (marketing, engineering, manufacturing, etc.) are kept as close as possible to the market to be served.” In effect, each wholly owned subsidiary was granted considerable autonomy to run it own business. By the mid 1980’s, however, this structure was starting to become untenable. New competitors had emerged in the power tool business, including Bosch, Makita, and Panasonic. As a result, Black & Decker 's monopoly position had eroded. Throughout the 1980’s, the company pursued a strategy of rationalization. Factories were closed and the company consolidated production in fewer, more efficient production facilities. This process was particularly evident in Europe, where different national operating companies had traditionally had their own production facilities.
As the company noted in its 1985 annual report, “Globalization remains a key strategic objective. In 1985, sound progress was made in designing and marketing products for a worldwide market, rather than just regional ones. Focused design centers will ensure a greater number of global products for the future…Global purchasing programs have been established, and cost benefits are being realized. During this period, while the company maintained a number of design centers, it cut the number of basic R&D centers from eight to just two. The autonomy of individual factories also started to decrease. The factories that remained after the round of closures had to compete with each other for the right to produce a product for the world market. Major decisions about where to produce products to serve world markets were now being made by manager at the corporate headquarters. Even so, national subsidiaries still maintained a fair degree of autonomy. For example, if a national subsidiary developed a new product, it was still likely that it would get the mandate to produce that product for the world market. Also, if a national subsidiary performed well, corporate management was likely to leave it alone.
By the 1990’s, however, it was clear that this change had not gone far enough. The rise of powerful retailers such as Home Depot and Lowe’s in the United States had further pressured prices in the power tools market. Black & Decker responded by looking for ways to garner additional manufacturing efficiencies. During this period, Black & Decker shut down several more factories in its long-established subsidiaries and started to shift production to new facilities that it opened in Mexico and China. As this process proceeded, any remaining autonomy the managers of local factories enjoyed was virtually eliminated. Corporate managers became much more aggressive about allocating products to different factories based on a consideration of operating costs. In effect, Black & Decker 's factories now had to compete with each other for the right to make products, and those factories that did not do well in this process were shut down.
In 2001, Black & Decker announced yet another restructuring initiative. Among other things, the initiative involved reducing the workforce by 700 people, to 4,500, shutting long-established factories in the United States and Britain, and shifting production to low-cost facilities. By 2004 this process reached a logical conclusion when the company reorganized its power tools business into two separate global divisions-one that was charged with the global development, manufacture, and marketing of Black & Decker power tools, and another that was charged with the same for the company’s professional DeWalt brand. At this point, the company operated some 36 manufacturing facilities, 18 outside the United States in Mexico, China, the Czech Republic, Germany, Italy, and Britain. It had seven design centers, and two basic R&D centers, on in the United States and one in Britain. Increasingly, the design and R&D centers in the United States and Britain took on responsibility for new-product development for the global market.
Throughout the early 2000’s, successively larger shares of production were allocated to factories in just three nations, China, Mexico, and the Czech Republic, and in its 2004 annual report, Black & Decker indicated that this process was likely to continue.
Based on your text readings, class material and class discussions; respond to the following questions?

1. How would you characterize Black &Decker's international expansion during the 1950’s and 1960’s? What strategy was the company pursuing? What was the key feature of the international organization structure that Black & Decker operated with at this time? Do you think Black & Decker 's strategy and structure make sense, given the competition at that time?

2. How did the competitive environment confronting Black & Decker change during the 1980’s and 1990’s? What changes did Black & Decker make in its strategy and structure to compete more effectively in this new environment?

3. By the 2000’s, what strategy was Black & Decker pursuing in the global marketplace? How would you characterize its structure? Do you think the structure fit the strategy and environment?

4. Why do you think it took nearly two decades for Black & Decker to effect a change in strategy and structure?

	Components
	% of Grade


	Content

	40%

	Key Topic Support

	20%

	Organization

	20%

	Writing Mechanics

	20%

	TOTAL

	100%



	


International Business Entry Case Study

Case study:Microsoft Wants the World!

It is no secret that Microsoft continues to dominate the software industry in the U.S. Additionally, Microsoft derives over half its annual revenues from overseas operations. Microsoft has developed an interesting and highly effective strategy for entering new foreign markets.

Listed below are some key points to consider:
• Microsoft programs are considered the standard against which other software is measured and are used throughout the world.
• The company currently counts on sales in Europe and Japan for a substantial portion of its revenue, but feels that emerging markets such as China, India and Eastern Europe will become more important in the future.
• Microsoft’s strategy for entering new markets involves hiring a local manager to set up operations. The local manager then hires other locals in an effort both to gain knowledge of the local marketplace and to make a symbolic goodwill gesture toward the host country.
• The company then forms alliances with smaller, local companies that allow the firms to market Microsoft products. It is Microsoft’s hope that its strategy will result in local software industries specifically linked to local circumstances.
• Microsoft’s reliance on local partners has allowed it to be effective in product distribution and sale, minimize difficulties with local languages, and even reduce problems associated with product piracy.
• Critics warn, however, that relying heavily on local partners could result in long term problems including a loss of corporate culture and product quality and distribution problems.
Based on your text readings, class material and class discussions; respond to the following questions?

1. What are some relative advantages and disadvantages of using smaller local partners Vs a large local partner?

2. Are there countries where Microsoft’s strategy might not work?

3. What other kinds of businesses might find Microsoft’s strategy to be effective?

4. How might Microsoft need to change its strategy once it has established a strong position in a foreign market?

Note:
Responses should consist of short (1 page) answers to each of the above questions. Students should support their findings with text, class material and their experience-base. When appropriate, student should include observations from class in class discussions and online posted responses to discussion questions. In all cases, outside sources should be properly cited.

	Components
	% of Grade


	Requirements

	30%

	Purpose/Thesis Statement

	10%

	Content

	20%

	Writing Mechanics

	20%

	References

	10%

	TOTAL

	100%



	


Instructor Determined Assignments

Whether in class, online, or in a mixed mode setting, students will be graded on their participation in classroom discussions; their ability to present, explain, or defend alternative viewpoints; and the degree to which they have mastered the concepts and principles inherent in the study of international business. Written work will be assessed not only on relevance to the subject presented, but also on adherence to good written form and professional presentation.

Course Policies
Late Assignments

LATE ASSIGNMENT

Participation

PARTICIPATION

Professional Writing

Assignments require error-free writing that uses standard English conventions and logical flow of organization to address topics clearly, completely, and concisely. CityU requires the use of APA style.
University Policies
You are responsible for understanding and adhering to all of City University of Seattle’s academic policies. The most current versions of these policies can be found in the University Catalog that is linked from the CityU Web site.

Scholastic Honesty

Scholastic honesty in students requires the pursuit of scholarly activity that is free from fraud, deception and unauthorized collaboration with other individuals. You are responsible for understanding CityU’s policy on scholastic honesty and adhering to its standards in meeting all course requirements. A complete copy of this policy can be found in the University Catalog in the section titled Scholastic Honesty under Student Rights & Responsibilities. 

Attendance

Students taking courses in any format at the University are expected to be diligent in their studies and to attend class regularly. 

Regular class attendance is important in achieving learning outcomes in the course and may be a valid consideration in determining the final grade. For classes where a physical presence is required, a student has attended if s/he is present at any time during the class session.  For online classes, a student has attended if s/he has posted or submitted an assignment. A complete copy of this policy can be found in the University Catalog in the section titled Attendance Policy for Mixed Mode, Online and Correspondence Courses. 

Support Services
Disability Resources

If you are a student with a disability and you require an accommodation, please contact the Disability Resource Office as soon as possible. For additional information, please see the section in the University Catalog titled Students with Special Needs under Student Rights & Responsibilities.

Library Services

In order to help you succeed in this course, you have access to library services and resources 24 hours a day, seven days a week. CityU librarians can help you formulate search strategies and locate materials that are relevant to your coursework. For help, contact a CityU librarian through the Ask a Librarian service. To find library resources, click on the Library link in the My.CityU portal.

Smarthinking

As a CityU student, you have access to 10 free hours of online tutoring offered through Smarthinking, including writing support, from certified tutors 24 hours a day, seven days a week. Contact CityU’s Student Support Center at info@cityu.edu to request your user name and password.

Access to the Internet is required.

All written assignments must be in Microsoft-Word-compatible formats.

See the library’s APA Style Guide tutorial for a list of resources that can help you use APA style.
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