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DRAFT SYLLABUS

SCOPE: This course focuses on issues which Anerican businesses
face in the course of their international marketing operations.

The course focuses on marketing consuner goods. The syl | abus
describes the mmjor thenmes the course covers. I nt er nati onal
mar keting cases will be used to illustrate the thenes discussed.
There will be three exam nations--including the final. Each of
the first two exans wll be no nore than one hour on length. Al
exans will consist of T/F and multiple choice questions. All
exans wll carry equal weight. See p. 2 of the syllabus for
details on grading. Class lectures will be conducted on the

evenings of the first two exans.

| nasnuch as |ectures go beyond the assigned readings, class
att endance becones an inportant determnant in final grades.

Class lectures will be supplenented by study guides. These w ||
be e-nmailed to students on a regular basis to assist themin their
review of the material covered in class and in their preparation
for the exans. The study guides will be sent to the students'
emai | addresses registered with patriotweb. Thus, it is inportant
that students check their e-mails regularly and have their active
e-mai|l addresses registered with that system Students are
responsi ble for the contents of the study guides, material covered
in class, and assigned readi ngs.

Thenmes covered in Sections I X-X of the syllabus will be based on
an analysis of key banking, transportation, and governnent
docunents used in international trading.

TEXT: In lieu of a textbook, | have conpiled a selection of
articles, Harvard Business School cases, and individual chapters
from several textbooks. A packet of these readings is on sale at
t he bookstore in Arlington.
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SPP STATEMENT ON ACADEM C I NTEGRITY. Kindly consult the
followi ng site: http://ww. gnu. edu/ facst af f/ handbook/ abD. htm ).

SPECI AL NEEDS. Any student with special needs should bring this

to ny attention not later than the second week of class. The
student also should contact the D sability Resource Center (DRC)
at 703-993-2474. Al'l academ c acconmmodations nust be arranged

t hrough t he DRC.

Grading is based on the foll ow ng nunerical score achi evenents:

99-100: A+
95-98: A
91-94: A-
85-90: B+
80-84: B
75-79: B-
70-74: C+
65-69: C

This syl |l abus consists of five pages.
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(This schedul e of | ectures nmay be subject to change)

I. Scope and Chall enge of International Marketing

a] Situation Analysis
b] Market Selection: D fferentiating Between Potenti al
Mar ket and Market Qpportunity
c] Changing Trends in Marketing
d] Building Up Market Share Wthout Mass Adverti sing
Readings: Dolan and Silk; Joachisthaler and Aaker

Il. Coss Cultural Relations

a] The Inpact of Cultural Dynam cs on Marketing:
Traditional vs. Non-Traditional Cultural Values

b] Degrees of Required Cultural Adaptation in International
Mar ket i ng

Ceneral Electric in Europe
The Walt Disney Co. in Japan and Europe
Toys "R' Us in Japan

[

i
i

i V] St arbucks i n Japan
v

LVVH i n Anerica
Vi ] Cccidental Petroleumin China

Readi ngs: Cateora and Graham Chapter 4; Spar, Toys "R'
Us; Koehn, Starbucks Coffee
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Researchi ng _and Assessi ng d obal Mrkets

Primary Data

Secondary Data

Estimati ng Market Demand

Readi ngs: Davis and Young; Wlls and Dulat, Chapter 7;
Lascu, Chapter 6
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FI RST EXAM
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Mar ket i ng_Consunmer Products

Segnenting the Market for Conpetitive Advantage
Differentiating and Positioning the Product for
Conpetitive Advant age
Readi ng: Kumar and Nagpal

Devel oping Market Entry Mdes into d obal
Markets:
Commerci al Agents and Distributors
Li censing: Protecting Intellectual Property R ghts
Strategic Alliances and Wol |l y- Omed Subsi diaries
Mul ti-Channel Entry Modes: Advantages and D sadvant ages
Readi ng: Keegan and Green, chapter 9; Arnold
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A/ The International Legal Environnent: 1ts | npact
on I nternational Mrketing

al] Tariff and Non-Tariff Barriers

b] The U S Export Admnistration Act, Anti-Boycott
Regul ations, and Foreign Corrupt Practices Act
Readi ng: C ass lectures only
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SECOND EXAM
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VII. Strategic Inpact of Trade Blocs and International
Organi zations on Internatioal Marketers
(Nov. 16-18)

a] The European Union: Rules of Oigin and Local Content
Regul ati ons
b] The World Trade Organization (WO : I|npact of the WO s
"Social dauses" on International Marketing
Readi ngs: Bhagwati; Ahearn; Sek

1 X. Understanding International Shipping Terns

(Shipping terns, terns of sale, and international
trade terns you need to know to define the respective

duties and liabilities of the seller and buyer and
avoid costly m sunder standings and di sputes)
Readi nq: Exam nation of sanple docunents used in

i nternational trading; Czinkota and Ronkai nen

| X. Under standi ng Key Export Docunents

(Anal ysis of key transportation, banking, conmercial
and governnent docunents wused in international
transacti ons)
Readi ng: Exam nation of sanpl e docunents; Czinkota and
Ronkai nen
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X. Understandi ng International Mthods of Paynent

(Analysis of the advantages and disadvantages of the
following nethods of paynent wused in international
busi ness: irrevocable vs. revocable letters of credit
(L/Cs); confirmed vs. advised L/Cs; straight vs.
negotiating L/Cs; sight vs. usance L/Cs; transferable
vs. assignnent L/Cs; back-to-back L/Cs; docunents
col | ecti on agai nst paynent or acceptance.

Readi ng: Exam nation of sanple docunents; Czinkota and
Ronkai nen

El NAL EXAM NATI ON




