Description and Demonstration of a
Real Time Research and Strategic
Planning Tool: “Global Marketing

Management System Online”

Dr. Basil J. Janavaras
Professor of International Business

Minnesota State University, Mankato, USA

basil.janavaras@mnsu.edu

&
President/CEO

Janavaras & Associates International.com

http://www.janavaras.com

http://www.gmmso3.com



©

 One of the challenges international
marketing and management instructors face
is to determine how to best bring the real
world of business into the classroom or
training environment. The Global Marketing
Management System Online (GMMSO) is a
web-based research and strategic planning
business tool. It has been used for
undergraduate, graduate and executive level
courses focusing on developing international
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e The GMMSO, supports students and business
practitioners alike in their roles as managers
and decision makers in a global setting.

More specifically, the software will enable
users to perform a situation analysis of a
company, determine best markets for a
company’s products/services, perform an in-
depth country and competitive analysis of
best markets, determine best entry mode
strategies and develop a marketing plan
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* This presentation will also provide empirical
data comparing students’ perceptions on the
usefulness and benefits of the software along
with various ways of using and integrating
the software in different courses.
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@ Software Purpose

e Assists users in researching global
markets and developing international
marketing plans and strategies.

* Supports students and business practitioners
alike in their roles as managers and decision

makers in a global setting.

http://www.gmmso3.com



@ Learning Objectives

 Perform a situation analysis of a company in a global
context.

e Research global markets for a product/service.

e Enter, Analyze and Evaluate Information.

e |dentify high potential country markets.

 Conduct competitive analysis.

e |dentify best entry mode market strategies.

* Develop marketing/export plans and strategies.

* Prepare executive summaries and business reports.
e Use internet resources and information effectively.

http://www.gmmso3.com



@ Competency Areas Addressed

by the GMMSO

* Ability to identify, organize, plan and allocate
resources.

* Interpersonal skills.
o Ability to acquire and use information.

e Ability to understand complex
interrelationships.

o Ability to work with a variety of technologies.

http://www.gmmso3.com



@ How it works?

Gather Information

Enter Information

Analyze and Evaluate Information
Generate Reports

Refine Reports and Create Summaries

http://www.gmmso3.com



@ Potential Users

* Business faculty and students and those in
related fields of study.

 Non-exporting companies interested in
exporting opportunities.

* International companies contemplating
global expansion.

* Trade specialists and consultants.

http://www.gmmso3.com
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2 The GMMSO is designed to support you in your role OUTLINE
as a manager and decision maker in a global setting!

To view an outline of GMMSO...click here.

DEMO
To view the demo of GMMSO...click here.

TARGET AUDIENCE

GMMSO is a research and strategic
Bridge The Gap planning management tool designed for:
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Conclusion&
Recommendations

Report
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Global Market Search
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Country Selection
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Conclusion &
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Report
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@The Four Modules Together

Module 1: Company Situation Analysis

Cormpany  Intl Industry Target Product Slobal S, 0L T Conclusion & Repor
Analysis Invalverment Analysis Pkt Profile Feadiness Analysis Fecormmendations
Profile

Module 2: Global Market Search - Selecting Country Markets

Country Seleckion Criteria Seleckion Country Evaluation Conclusion & Recommendations Eepor

Module 3: In-Depth Market Analysis

Contacks Market and Competitive Country Entry Financial and Best Target Conclusion & Eepor
Cormpant Analvsis Conditions Mark et Entry Market Recommendations
Sales Potential Conditions Country

Module 4: Entry Strategy and Marketing Plan

Entry Product/Market Pricing Promotional Distribution Projected Conclusion & Report
Mode Stratequ Stratequ & Stratequ & Stratequ and Profit/Loss Fecormmendations
Plan Plan Plan Ps/L
Staterment
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Instructor's Registration Form

Welcome to the GMMSO0! Fleaze take a few minutes to register. Az an instructor, you can =et up your courses and sections, manage students and groups,

view students” projects, and communicate with students by following the steps below:

m

Step 1: Registration

Flease fill out the form for registration.("*" Mark signifies mandatory fields)

Step 2: Create Course/Section

Add a course/section for your students or assign an existing course/section from the list.

Step 3: Search Students by course/section
Use the Search facility for Course & Section to view the list of students registered as per your course and section.

Step 4: View Students
Access the list of registered students and view their details. Click on the Student Name to view their individual & group project.

Step 5: Create/Manage Student groups
Assign/modify students to a group, view group projects and communicate with your students using chat.

Contact Information

First Name :*

Last Name :*

Institution :*  =<--Select any Institution Name--= -
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Student Registration

Payment Method: Credit Card

GMMSC 35.55 (150)]

PAY WITH CREDIT CARD

Credit card payments use PayPal for secure payment processing. Once
vour payment is confirmed, you should be redirected back to the
GMMSO3.com to complete registration.

Purchase Code:

If a purchase code was provided with your textbook or by an
instructor/institution, enter it here and click "Submit™:;

SUBMIT |

b LD

JAPSDREAR £ NESOCIATI ICTRRMATIONAL For any technical issue please Click here
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Instructor Welcome Basil Janavaras

[#& Chat | List of Courses and Students under Instructor: Basil Janavaras

[§gg#? Group Management |
|§é Edit Profile | Course Name Section Name Start Date End Date Expiry Date

|__"E| Instructor Manual | Lab Course: GMMSO 01 10/13/2008 12/31/2009 01/13/2010 —
[ |GHMSO Presentation | o2 03/02/2009 12/31/2009 01/19/2010
Step 1:
Students
Welcome to GMMSO Y

‘fou have successfully registered I:}
as an instructor. Please take a few Search students name (First name/Last name/Both)
minutes to set up your courses

3 | Name Type : Anv - Search Name:
and =ections, manage students |

and groups, view student's m

projects, and communicate witlli*
students by following the steps

below:
List of all students under instructor: Basil Janavaras
Step 2:
Create Course/Section Student Name Login Name Password Email Phone No Active
Add a course/section for your
students i isti Andreas Elena : -
vaemnts or .a.smgn an e‘:(l. e i elena smal23 andreas.elena@gmail.com 6999369717 =l
course/section from the list. Smaranda 2% A
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Welcome Basil Janavaras

Instructor

ag Chat | Project Details of Andreas Elena Smaranda
[ roup Management | ‘You can click on the student project name to view the student individual project & click on the group
= name to view the group project.
[ Edit Profile | |
[ §& Instuctor Manual | Individual Project
|_[§ :[ﬁﬁ'!il] Presentation |

Step 1:

Welcome to GMMSO & Purchase Code Project Name Course Name Start Date End Date

You have successfully reglstere& ) Lab Course: GMME0

as an instructor. Please take a:fé“.[. Stkag¥-8mvRa-9eFSg elena_Froject (01) 10/13/2008 12/31/2002

minutes to =et up your courses "~|

and sections, manage students | Instructor Instructor Mail Institution

and groups, view student's o=
nrarts, communicate wftb?’e 'l Basil Janavaras basilj@janavaras.com Athens University of Economics and Business
students by following the steps
il Group Project
Step 2:

Create Course/Section
Add a course/section for your

X e Group Code Group Name Course Name Start Date End Date
students or assign an existing
coursefsection from the list. Ll Ca e
uZbQnWnvmyWerl Group 1 10/13/2008 12/31/2009
bQ bq g GMMSOD(01)

If PURCHASE CODES are
provided, please make them Group Members Country Email Address Type
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@ The System: Module 1

Company Situation Analysis

— The situation analysis (Module 1) determines the
company's current position vis-a-vis international
markets.

— Based on a S.W.O.T. (Strengths, Weaknesses,
Opportunities, Threats) analysis and evaluation, a report

is prepared outlining key findings, conclusions and
recommendations.

Company  Intl Industry  Target Mrkt Product Global SW. 0T Conclusion &

Report
Arnalysiz Involvernent Analuzis Profile Profile Readinesz Analyszis Recornrmendations

http://www.gmmso3.com
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Quick Links

1.1 Company Analysis \ Module 1 - Instructions | Suggested Websites | Glossary
% .

1.2 1ntl, Involvement

1.3 Industry Analysis Module 1 - 1.1 Company Analysis

m

1.4 Target Mrkt Profile

| Consumer Electronics and Home-Office Retail

il .S_Pﬁ_o"eh_i,cti Profile Industry |
1.6 Glabal Readiness. Company Name BE—S'E Buy Co., Inc.
1.7 50T

Company Contact Name

1.8 Conclusion & | www.bestbuy.com

Recommendations Ui EE s

Report E-mail Address
Module 2 Adldicas 7601 Penn Avenue
o— = ' South Richfield

State/Province | MN
Zip Code/Postal Code 155423
Country United States -

+ Mﬂm Mote: From the dropdown box, select the currency you will use throughout the project. If yvou use a currency other than

s e ones shown, enter the name/symbal for it. Make sure you are consistent! The web site shown below gives bo
il ; th h ter th ef bol for it. Mak stent! Th b site sh bel both
2 - » names/symbals and provides conversion capability. Weblink: http://www.ratesfx.com/resources/symbals.html
Currency Type : British Pounds £ - =
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@ The System: Module 2

Global Market Search:
Determining Global Market Opportunities.

— The purpose of global market search (Phases 2) is
to identify countries with the greatest market
potential for the company's products or services.

Conclusion &
Country Selection iCriteria Seladion Country Evaluation Report
Recormmendations

http://www.gmmso3.com
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2.1 Country Selsction

2.2 Criteria Selection

2.3 Country Evalustion

‘24 Conclusion &
Recammendations

Calendar  MSN
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Module 2 - Instructions  Suggested Websites

Glossary

Module 2- 2.1 Country Selection

i China -
2 India -
3 Turkey -
4 Russia -
5 Malaysia -
& <--Select a Country Name--> -
= <--Select 3 Country Name--= -
=3 <--Select a Country Name--> -
9 <--Select a Country Name--= -
10 <=--Select a Country Name--> -

2.1 b) State the reasons for selecting these countries

Research a minimum of two (2) and a maximum of ten (10) countries, then select those
countries from the drop down menu

We decided not to select highly developed countries such as the Eurcpean region due to the saturation of the -

market. The countries we have chosen are new emerging markets mostly in the Asian corridor.

0 Internet | Protected Mode: On
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li‘ Income Distribution {Gini Index score) D
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Living standards (Human Development Index country ||
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£

D Population growth (%) D
li‘ Unemployment {%6] li‘

Urban vs. Rural T
(o
Economic Criteria D Consumer expeditures on your industry D
] current Account Balance ]
Disposable Income
|i| Faorzign Direct Investment (FOI) Total Inflows
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Living
starldards TR + SO e | T Ca—r ST e
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Development

Index country

Demographics Age 2006 % age 1! |8.00 71.40 1 54.30 3 67.70
distribution {1 |1 | | |

B ot it e _“‘ 2005 | |Awerage! 400 | 640 | g 510 | 5 |5.30
education

e Hebenvs: 2005 % |6.00 37.00 a 28.00 s £6.00
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(%)
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The System: Module 3

In-depth Market Analysis of Selected
Countries.

The purpose of Module 3 is:
— To conduct an in-depth market & competitive analysis.

— ldentify the best country market with the greatest
potential for the company's products/services.

Mark et d [ t Financis I Bezt T t
arket an y q
Cornpetitive and Market Conclusion )
Contack Company ntry Mark et Report
Analysis Ertry Recornmen dations
Sales Potential Condition conditi Country
nditi
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Module 2 Module 3 - Instruchions | Suggested Websites | Glossary -
Module 3 ] P
3.1 Contacts 3.2 Market and Company Sales Potential
3,2 Market and Company .
22 Mok st ey 3.2 a) Total Market Potential (TMP)
Sales Potential
33 :dpmpe_tiﬁiyé..ﬁnaiy\sji's Estimate Total Market Potential {TMF) for the product in the chosen countries: i
3.4 Country Entry eSS
“Conditions

3.5 Financial and Market

China Malaysia
Entry G-onditjo'_ﬂs
3\6ThE BA.E:.S*;:':’T-B.CgEt,‘ a = Number of potential (eligible/qualified) |'57600000.00 | 13984000.00 =
Market Country Cconsumers:
3.7 Conclusion &
Zorent U§I0n_l b b = Frequency of purchase on an annual basis: 6.00 6.00
Recormmendations

c = Salling price of the product (EJ |55.00 ||| 55.00

Total Market Potential (TMP): &) &) i) @] @ &) @ (0] =) )

3.2 b) Company Sales Potential (CSP)
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3.1 Contacts. 3.2 Market and Company Sales Potential

3.2 Market and Cormpany

: 3.2 a) Total Market Potential (TMP)
Sales Potential

3.3 Competitive Analysis Estimate Total Markst Potential (TMP) for the product in the chosen countries:

TMP = b
34 Country Entry St

‘Conditians p
3.5 Financial and Market China Malaysia
Entry Conditions
36 Tﬁe:BB‘stiTé{’g‘Et‘ a = Mumber of potential {eligible/qualifiesd] | 57600000.00 13584000.00
Market Country COnSuUMmers:
37 candlusian
@A Enns US_an_ £ b = Freguency of purchase on an annual basis: 6.00 6.00 =
Recommendations =
Report © = Selling price of the product (F_] |55.00 55.00

[ CALCULATE

Total Market Potential (TMP): & o @ @

3.2 b) Company Sales Potential (CSP)

Estimate company sales potential (CSF) for the product:

CSP = Total Marleet Potential (TMP) x Dasirad Market Share %
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The System: Module 4

Entry Strategy and the Global Marketing
Management Plan.

— Based on the findings and recommendations of modules
1-3, an entry strategy and marketing program for the
target country (Module 4) is developed.

— From entry strategy on, the plan should be designed to
minimize the risks and maximize profits while entering or
expanding the company's presence in global markets.

Pricing Promotional Distribution Projected

Produck/Market Conclusion &
Entry Mode Strateqy & Strateqy & Strateqy and  Profit'Loss [(PSLY 5 Report

strategqe - - - T/ /" Becommen dations
Plan Flan Plan Statermnent
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3 -
 Module 4 Module 4 - 4.1 Entry Mode %9
4.1 Entry Mode
4.2 Praduct/Market Evaluate and select the best entry mode by ranking each one of the selection drivers on a scale of 1-5. A score
. § of 1 = Low. A score of 3 = Medium. A score of 5 = High. The Entry Mode with the highest score will be the one
Strategy 5 . . Z
i which should be chosen in entering the foreign market. | |
4.1 a) Entry Mode

Column Key :

4.5 Distribution Strategy

And Plan A = Gaals/Objectives F = Regulations =

Projected Profit/L
..P[‘.OJE ootk B = Control G = Market Size
/L) Statement

ST e C = Resources H =Risk

RESHRm=NERHEns, D = Experience 1 = Flexibility

Report =

E = Competition 1= Feadback

Carporate Owned Retail s 5 | s Is a | [z s 2 (s s (43
Stores
Indirect Export 1 1 4 2 4 2 '3 5 3 [1
Diract Export [3 2 [ 3 [z a | [z E3 NI E [1 28 |
Foreign Based Sales 5 BB 5 4 Uz s [z B s (43
Branch
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Module £ Module 4 - Instructions | Suggested Websites | Glossary [ﬁg
— L o
~ Module )
 Module 4 4.6 Projected Profit/Loss (P/L) Statement
4.1 Entry Made P P
- 4.6 a) Projected P/L statement
4.2 Product/Market
csteny = == T——
4.3 Pricing Strategy & Plan e /33000000 | 31000000 | 28000000 '
4.4 Promotional Strategy : o 1
& Flan e, |45.00 130.00 20.00
4.5 D:'istfibuti'on 'S'trategy
‘and Plan (CALCULATE™)S— T ' 14850 ; 3
4.6 Projected Profit/Loss £ | L
{R/L) Staternent = :
— A epecific group of customers on whose needs and wants a company facuses jts [495000000.00
7 Conclusion & marketing efforts '
Recommendations f'ﬂ.L.C‘l-FLATE J .
Report : :
. Executi :m;:.-&"mf::
== - OpExpenditure | 297000000.00 176700000.00 100800000.00
4.6 b) Break-Even point
Included in the analysis of the profitability of a Target Markest is the computation of the break-even point (BER). The BEP
should be used simultansously with the development of product strategies and action plans to ensure that the marketing 2
Done
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4.1 Entry Mode

4, Z Pro duct/Market
‘Etrategqy

4.3 Pricing Strategy & Plan
4.4 Promotional Strategy
& Plan

4.5 Distribution Strategy
and Plan

4.6 Projected Profit/Lass
(P1L) Statement
4.7 Conclusion &
Recommendations

Report

T = -

Module 4 - Instructions

Suggested Websites

| Glassary

REAL

Basil Janavaras Logged i
B

Module 4- 4.7 Conclusion and Recommendations

4.7 a) Conclusion

| Based on our study of the consumer electronic market in China, we feel that Best Buy will be able to become a
profitable player in the marlket. It is not feasible to assume that the company will become the dominant player
immediately because of the amount of competition. We do feel that Best Buy, by capitalizing on its excellent service
record, should be able to gain market shares from the existing players in the market, We feel that by the third vear
in the China market that Best Buy could realistically achieve net profits of $29.7 million.

4.7 b) Recommendations

Our recommendation s for Best Buy to continue its plan to enter the consumer electronics market in China. We feel
that the company should begin with a greenfield strategy of opening 20 stores in the following major cities: 10 stores
in Shanghai, 6 stores in Beijing, and 1 store each in Chongging, Guangzhou, Tianjin, and Wuhan. In year 2, we will
ocpen an additional 10 stores in the same cities: 4 in Shanghai, 2 in Beijing, and 1 each in the other 4 cities, followed
by an additional 15 stores in year 3: & in Shanghai, 5 in Beijing, and 1 each in the other 4 cities.
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@ Benefits of the GMMSO

* |tis a web-based learning tool.
e [tis interactive.

* Allows integrating knowledge from a variety of
courses.

e |t bridges the gap between theory and the real
world of business.

* |tis practical and realistic.
e |tis flexible.
e Can be used from anywhere in the world.

 The project can be completed individually or as
a member of a group.

http://www.gmmso3.com



@ Benefits of the GMMSO (contd.)

* |tis easy to navigate.
e |tis easy to print reports.

* Provides links to online resources and search
engines

* Provides examples of case studies completed
by other students.

* Provides technical support.
* One can jump in and use it right away.

http://www.gmmso3.com



Teaching Suggestions

Group project assignment (up to five students per group)
Grade both individual assignments and group assignments

Recommend publicly held companies or provide a list of companies to
choose from.

Require a project proposal consisting of Module 1.1a - 1.1f.

Ask students to hand-in reports after completing each Module or e-mail
you the report.

You can also access and monitor the progress of your students online.
Consider grading each module separately and give students feedback.

Challenge students to search for answers instead of expecting answers
with the click of the mouse (they will learn a lot in the process)!

Ask students to review the User Guide, Case Examples, Resources and
Glossary before they begin working on the project. Glossary terms are
hyperlinked in all 4 Modules.

http://www.gmmso3.com



Background

Based on the Global Marketing Management System
(GMMS) book previously published by Pearson Education,
Inc. in 1998.

30 years of international marketing research and analysis,
teaching and testing the system with companies interested
in marketing their goods or services abroad.

Students, company executives, and international business
practitioners and consultants successfully use the system,
assisting companies with international development goals
and objectives.

The case studies are examples of actual student projects
using the GMMSO.

http://www.gmmso3.com



SURVEY RESULTS

KEY POINTS (1)

e GMMSO enhanced students’ understanding of
international business concepts and practices.

 Enabled them to integrate and evaluate
environmental factors (such cultural, economic,
political and regulatory) affecting the decisions
of firms pursuing global business opportunities.

* Allowed the integration and application of
various business disciplines, in addition to
international business, such as management,
marketing and finance.

http://www.gmmso3.com



SURVEY RESULTS-

KEY POINTS (2)

* Created an engaging environment, required
students to use critical thinking skills and enhanced
their decision making and team working skills.

* Improved their international business research skills
and increase their awareness of useful online
resources.

e Students overwhelmingly preferred to have the
project assigned as group work (55 out of the 70
surveyed), and 65 out of 70 preferred a mixture of
class-time and personal-time to complete the
project as opposed to using strictly class-time or
personal-time.

http://www.gmmso3.com



@ Survey Conclusion

e GMMSO enhanced students’ understanding
of international business and bridged the gap
between theory and practice.

http://www.gmmso3.com
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