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Lessons from the Road.

The trouble with using
experience as a guide is that the final exam comes first. There are
many roadblocks to success when doing business internationally.
Mindsets are different, laws are dissimilar (and difficult to
enforce) and cultures and communication styles vary regionally and
from country to country. Veterans of global marketing and
cross-cultural problem solving can easily argue that the only true
toolkit is expertise. Whether you gain it on your own, or hire it
as needed, your traditional domestic business acumen will not
suffice for success abroad. This myth of “business is business” has
cost untold billions of dollars, jobs, time and pride. Much of the
traditional literature on international business overlooks the one
key question: “Who do you know? ”Example: country “A” may be a huge
market, but your firm’s contact in country “B” is very strong. As
business is only done by relation- ship, your results will be
greater in “B,” while “A” may be unavailable.

This booklet contains
lessons from the road learned through two decades of international
marketing, management and negotiation. The road spanned 72
countries on 5 continents. Some of the tips are controversial; all
of them are necessary. This guide will provide road signs for your
next endeavor in international business. This booklet can’t teach
you everything you need to know about global business but it will
increase your mileage, and point out those avenues needed for
growth.

Please contact us
regarding quantity purchases of this booklet, consulting and
speaking services, or market entry assistance. We want you to ride
with style.

 


Global Business Quiz

How might an Asian firm
learn about its American competitors? True
or false?: Bribes are illegal. A contract
is your best guarantee of compliance. Agents are a no-cost,
effective means to penetrate a foreign market. Value is value, and
the best value usually wins. Japanese electronics are less
expensive in Japan than in the USA. My Spanish-speaking staff
should be deployed to sell to Spanish-speaking markets. Once a firm
has achieved foreign distribution, it has very little chance of
failure. The American system of business is greatly admired and
imitated around the world. Email, faxing and conference calling
have eliminated the need for costly travel.(answers at the end of the book)

Gender Issues

In the USA “women in
business” is surrounded with change, excitement and controversy. In
the USA we like to discuss our controversial issues. We even put
our problems on television! Most cultures are vastly different
about discussing their changes in thinking and their changes in
culture. “It’s a man’s world” can hold true to a greater extent
overseas than in the USA. Women in global business (often) face
unfair challenges, such as: In Asia, women often are not present at
business functions. It is difficult for many cultures to fathom
that a man can be subordinate to a woman in business. Many men are
completely unfamiliar with women in business altogether. You will
usually be negotiating with men when you are abroad...and only men
in the Arab world and most of Asia. Many languages have a masculine
and a feminine form. The feminine form is often more indirect. When
a businessman travels with a businesswoman, many only see a
businessman. When you discuss what is “politically correct,” you
might ask: “whose politics?” Derogatory remarks may be more
cultural than personal. Example: “In your country you treat the
women as citizens. In ours, we treat them like women.”
—Greek expression. Ms. is
usually Msunderstood.
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