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Online Education – Culture Theory and Practice 

 

Biff Baker  

Metropolitan State University of Denver, USA 

Bbaker40@msudenver.edu 

 

 
Abstract  

 
This case study simply asks, “What does the customer want?” This four-year longitudinal case 

study is merely one point in the development of on-line teaching theory and praxis.  The literature 

review is focused on web-based education for international business; the case study focuses on 

culture as it intersects with international business.  The case concludes with practical advice and 

suggestions for future research.  The findings suggest that colleges carefully consider the target 

markets and curriculum before deciding whether to offer international business curriculum online.  

Future research must focus on conducting additional empirical-based studies to validate the efficacy 

of E-Learning as findings may be different depending on the type of courses and/or discipline.  

 

Keywords: Online Education; E-learning; Culture.  
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Localization and Subsidiary Development of Foreign Multinationals in China 
  

Meng-Chun Liu, Ph.D.  Chung-Hua Institution for Economic Research, Taipei, Taiwan 
liu@cier.edu.tw  

 
Baoming Li, Ph.D.  Tsinghua University, Beijing, China  

libm@tsinghua.edu.cn  
 

Tung-Lung Steven Chang, Ph.D. College of Management, LIU Post, New York, USA 
tchang@liu.edu  

  

 

Abstract  
 

Previous research on the localization of offshore subsidiaries tend to focus on R&D and operations 

separately. This paper examines foreign subsidiary development (SD) via localization endeavors in 

China by using Dunning’s OLI Paradigm to assess the effect of various factors on SD from both 

technology and operations perspectives. Major findings are: 1) Foreign subsidiaries with production 

capability in China tend to engage in localization in both technology enhancements (TE) and 

marketing operations (MO). 2) Subsidiaries that rely more on technology transfer from the 

headquarters tend to localize MO but not TE. 3) Local conditions in China encourage the 

localization endeavors of foreign subsidiaries. In regions where the R&D ratio to GDP is high, the 

localization of TE tends to be high as well; and the localization of MO would be higher in regions 

where the GDP per capita and the service sector to GDP ratio are high. 4) Subsidiaries with large 

size and high capability to localize their endeavors would be better off cultivating SD in terms of 

TE and MO for business growth in China. In summary, the empirical findings support the 

conclusion that foreign subsidiaries can strengthen their competitive edge in the host country 

through persistent improvements of business localization.  

  

Keywords: Localization; Offshore Subsidiaries; Subsidiary Development; Dunning’s OLI 

Paradigm. 
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Linkage Analysis: US–Chile Free Trade Negotiations 

 

Larry Crump 

Deputy Director - APEC Study Centre at Griffith University 

Department of International Business, Griffith University 

L.Crump@griffith.edu.au 

 

Abstract 

International trade policy is an important part of the global business structure, while it is useful to 
understand how trade policy is established through case analysis.  This paper begins by providing 
an overview to the United State – Chile Free Trade Agreement negotiations (December 2000 to 
June 2003) including its process and outcome.  An introduction to the trade treaty negotiation 
process is woven into the case discussion.  The paper then shifts by considering the temporal nature 
of linkage dynamics, while introducing linkage theory and fundamental concepts such as 
concurrently linked and consecutively linked negotiations.  Role theory also offers utility in 
analysing linked negotiations, as we can distinguish between linked-parties and the link-pin party 
that links these parties together.  We demonstrate how each role is presented with differing strategic 
choices related to position coordination, concession management and opprotunities for cooperative 
action.  Such concepts support analysis of negotiation process in identifying negotiation strategies 
including the use of precedents, benchmarking, outcome bundling, free-riding and issue linkages.  
When properly applied such strategies minimise risk and maximise opportunity within a negotiation 
for the party able to analyse linkage dynamics.  

 

Keywords:  Linkage Dynamics; Negotiation Strategy; Chile–United States Free Trade Agreement 
(CUSFTA) 
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Linkage Analysis: US–Chile Free Trade Negotiations 

 

The United States of America (US) and the Republic of Chile (Chile) announced their intention to 
negotiate a free trade agreement (FTA) in November 2000, as the Bill Clinton presidency was 
coming to a close. Talks began quickly, although the office of the United States Trade 
Representative (USTR) held no hope that these negotiations would conclude swiftly. George W. 
Bush assumed the US presidency in January 2001 and negotiations paused, as the new US 
administration began to review the Clinton projects and programs that would be terminated, 
suspended, and modified, and the projects that would continue. Eventually, the public learned that 
President Bush did not appreciate multilateral negotiations and so Chile–US free trade agreement 
(CUSFTA) talks were re-established in mid-2001. 

 

 

FTA NEGOTIATIONS 

Regina Vargo was chief US negotiator and led a team of 40–50 staff, primarily from the USTR. 
Osvaldo Rosales was Chile’s chief negotiator and led a team of 90–100 staff, mostly from the 
International Economic Relations Directorate of the Chilean Ministry of External Relations. 
Following is an overview of negotiation process as a timeline (see Figure 1). 

 

___________________________________________________________________________ 

___________________________________________________________________________ 

 

Figure 1: Chile–United States Free Trade Agreement: Negotiation Process 
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Initially, in consultation with their superiors, the chief negotiators outlined a 24-chapter treaty, 
which resulted in each side organising into around 24 working groups. National working groups met 
privately to prepare for negotiations with their counterparts.  

The two-sides met every six to eight weeks for what is called a “negotiation round.” During the 
first 16 months, the two sides held ten rounds – generally alternating between Washington, DC and 
Santiago, Chile. A round normally continues for one week and provides an opportunity for many 
joint working group meetings between the two sides plus meetings between the chief negotiators. 
Each joint working group begins by negotiating a treaty chapter framework or outline, and once this 
is agreed upon – which can take many months – the two sides fill in the details suggested by the 
adopted outline. If a joint working-group hits a deadlock, the issue is passed up to the Deputy Chief 
Negotiators, to the Chief Negotiators, and even to the Trade Ministers once negotiations move 
toward agreement. 

Negotiations were suspended in March 2002, however, as the US Congress, mandated to approve 
all international treaties (US Constitution, Article II, Section 2), was attempting to work out a 
national trade policy framework that would provide the USTR and others with guidance. This came 
in the form of the US Trade Promotion Authority Act (US Public Law 107–210), or TPA, in August 
2002. The USTR had advanced CUSFTA negotiaitons as far as it could without this mandate, so 
negotiations ceased in March 2002 and resumed a month after the TPA passed into law. 

Reducing tariffs has been a fundamental part of trade liberalisation since 1947, when the General 
Agreement on Tariffs and Trade (GATT) was initially signed by 23 nations (the United States and 
Chile are both GATT founding members). CUSFTA negotiations continued down this path, as 
Chile’s largest export is copper, while the United States had a copper tariff. On the other hand, Chile 
had a tax on imported vehicles. These two tariff issues, and others, appeared on the CUSFTA 
negotiation agenda. But a trade negotiation is not only about tariffs, as a contemporary free trade 
agreement includes goods and services such as financial services, telecommunication services, and 
the movement of people who deliver services. Other issue areas include intellectual property, 
competition policy, transparency, government procurement, labour, and even the environment. All 
these topics were discussed and agreed upon during the 14 CUSFTA rounds required to conclude the 
basic text.  

Many of the most difficult issues are negotiated in the final rounds. For example, the United 
States proposed that US banks be allowed to operate in Chile without committing capital – a policy 
known as branching. The United States was not successful in achieving this financial objective, but 
it was able to establish policies to assure that US business could transfer capital out of Chile. These 
final issues were part of a large bundle or package of issues that included some advantages for small 
and medium-sized Chilean companies operating in the US market. 

Negotiations were concluded by US and Chile chief negotiators, and the Chilean Finance Minister, 
as many of the final unresolved issues pertained to financial sector demands made by the US. An in-
principle agreement was achieved in December 2002 and finalised in early 2003. Lawyers on each 
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side began the process of “legal scrubbing” to convert the negotiation text into an international trade 
treaty, although delays in this process were reported. The 313 page CUSFTA treaty (not including 
annexes and side letters) was finalized and then signed in Miami Florida in June 2003. An overview 
of the treaty (negotiation outcome) is found in Table One.  

The CUSFTA treaty came into force in January 2004 and continues to support US–Chile 
economic relations, while harmonising these two economies.  

 

LINKAGE ANALYSIS: THEORETICAL FRAMEWORK 

The negotiations people conduct, and life in general, are not a series of isolated events. The past is 
linked to the present, and it is reasonable to assume that the present will be connected to the future. 
My present, for example, is connected to my perception of my future just as your present is 
connected to your perception of your future. Might I be in a better position to understand your needs 
and interests, your opportunities and constraints, if I gain some insight into how your perception of 
your future is shaping what you seek today? Might I also gain greater understanding of your 
circumstances if I know something about how your past has shaped what you seek today?  

Here we are considering context, or how a negotiation is embedded or linked to its social 
environment (Crump, 2011; Jensen, 1963; Sebenius, 1983), although linkage dynamics do not 
involve some vague milieu or atmosphere. Linkages involve specific events and the ways in which 
they are linked to our current negotiation. One would expect that our theoretical and practical 
understanding of linkage dynamics would be substantial, given the prevalence of external events that 
are linked to issues at the negotiation table. Consider, for example, the role of precedents in political, 
commercial and organizational life, and our lack of understanding of the strategic use of precedents 
at the negotiation table (Crump, 2016; Crump & Moon, 2017). Indeed, our lack of understanding of 
linkage dynamics is surprising, since almost all negotiations are linked to one or more other 
negotiations or negotiated decisions. 

Negotiation linkage theory is concerned with the ways in which one negotiation influences or 
determines the process and/or outcome of another negotiation. One way to understand negotiation 
linkage dynamics is to recognize their temporal quality, which is to say that linkages occur in the 
past, the present and in our perception of the future. Concurrent linkages pertain to events that occur 
during the same time period (see Crump, 2010); consecutive-past linkages consider how the past 
influences the present; and consecutive-future linkages examine how negotiator perception of the 
future might influence the present (Crump, 2007). Role theory is useful for understanding concurrent 
linkages (Crump, 2010; Wager, 1972; Watkins & Passow, 1996) and temporal theory is helpful for 
understanding consecutive linkages (Crump, 2007, 2016; Crump & Moon, 2017). The utility of 
these concepts will become apparent shortly.  
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Table 1: Chile–United States Free Trade Agreement: Negotiation Outcomes 

____________________________________________________________________________ 

 

  Preamble 
1) Initial provisions 
2) General definitions  
3) National treatment & market access 
4) Rules of origin 
5) Customs administration 
6) Sanitary and phytosanitary measures 
7) Technical barriers to trade 
8) Trade remedies 
9) Government procurement 
10) Investment 
11) Cross-border trade in services 
12) Financial services 

 
13)  Telecommunications 
14)  Temporary entry for business persons 
15)  Electronic commerce 
16)  Competition policy 
17)  Intellectual property rights 
18)  Labor 
19)  Environment 
20)  Transparency 
21)  Administration of the agreement 
22)  Dispute settlement 
23)  Exceptions 
24)  Final provisions 

____________________________________________________________________________ 

 

A full understanding of CUSFTA negotiations requires us to recognize the many linked events 
that influence negotiation process and its outcomes. Such events create linkage dynamics that are 
difficult to comprehend unless we recognize that these linked events illustrate patterns that contain 
strategic value or choices when properly understood. The following discussion re-examines the case 
presented initially by identifying how specific linked events influenced the negotiation process and 
outcome; this can offer strategic opportunities and/or constraints for either or all parties.  

 

CUSFTA AND LINKAGE DYNAMICS  

The following analysis is based on field research conducted by the author; this was undertaken by 
interviewing trade officials, diplomats, and ambassadors involved in Chile–US negotiations (28 total 
interviews), Singapore–US negotiations (30 total interviews), and Chile–EU negotiations (29 total 
interviews) in Brussels, Santiago, Singapore and Washington, DC in 2004–06, shortly after these 
three negotiations concluded. Several references at the end of this article provide detailed 
information on this research and the analysis of results.  

Chile had a population of a 15.3 million in 2000. Did this relatively small market motivate 
President Clinton to commence trade negotiations two months prior to his retiring from the US 
presidency? Past event (consecutive-past linkages) and contemporary event (concurrent linkages) 
provide understanding about motives and why CUSFTA commenced.   

Chile and the United States had actually begun trade negotiations five years earlier through the 
Four-Amigo Talks, as Chilean leaders linked their national trade aspirations to NAFTA (a trade 



10 
 

agreement involving Canada, Mexico, and the United States). Complications between Clinton and 
the US Congress did not allow the Four-Amigo Talks to proceed beyond three rounds, but 
negotiations had begun and apparently served as a precedent (consecutive-past linkage) with 
sufficiency potency to re-start negotiations through the advent of a concurrent linkage, discussion of 
which follows.  

After a late-night game of golf at the 2000 APEC Leaders’ Summit in Brunei, the United States 
and Singapore announced their joint intention to negotiate a bilateral trade agreement in November 
2000. Chile immediately reminded the United States that it had been waiting at the front of that line 
for five years. Shortly thereafter, the United States was concurrently negotiating two separate 
bilateral free trade agreements (FTA), one with Chile and the other with Singapore. 

Singapore’s population was even smaller than that of Chile, at four million in 2000. Clearly 
market access was not the motivation that drove the Clinton administration to seek to open these two 
markets. We will never secure full confirmation of US motives, but interviews report that Clinton 
might have thought he could use these trade treaties to gain some small justice (consecutive-future 
linkage) involving the Clinton–US Congress relationship. It is important to recall that President 
Clinton was impeached by the US House of Representatives in December 1998 – and to recognise 
the public humiliation created by such a spectacle. 

Reports indicate that Clinton hoped to present a “Democratic party trade treaty” – including 
issues like labour and the environment – to a Republican-controlled Congress. Curiously, this 
moment represents a significant shift in US trade policy, from a multilateral approach to a mixed 
multilateral-bilateral approach, which has been embraced by every US presidential administration 
since Clinton (excluding the Trump adminstration). 

For the next three years, Singapore and Chile were each engaged in separate negotiations over the 
very same issues with the same party. Such circumstance have the potential to create a linkage-rich 
environment – but only the potential. For example, how should the US behave? Should it make the 
same proposals at the same time to each? More importantly, when the United States makes 
compromises, who should it compromise with first – Chile or Singapore? And does it matter? Such 
questions do matter, but only if Chile and Singapore are communicating formally or discreetly about 
their separate negotiations with the United States (this is international diplomacy – with all its 
opportunity and intrigue). 

As previously mentioned, we can apply role theory to concurrently linked negotiations and define 
Chile and Singapore as “linked-parties,” with the United States as the “link-pin party” that links 
Chile and Singapore together. But role theory generally is only relevant if the linked-parties are 
communicating with each other about their negotiations. I could not confirm that Chile and 
Singapore ever talked about their separate trade negotiations based on interviews with many 
negotiators at the table, including chief negotiators, ambassadors, and diplomats. Perhaps power 
relations between linked parties and the link-pin party offers one explanation (with the United States 
being much more powerful than the two linked parties).  
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Now we must point out that this negotiation environment was even more complex than initially 
suggested. While Chile negotiated with the United States, we find that Chile was concurrently 
negotiating with the European Union (EU). In applying role theory, Chile is defined as the link-pin 
party that links the United States and Europe together as linked parties. In this case, linked parties 
were communicating, which further supports the argument that asymmetrical power relations, when 
comparing the link-pin party and the linked-parties, can influence the negotiation process if the latter 
role is more powerful relative to the former role. 

For example, a lead negotiator for Chile reported that “negotiations over financial services and 
investment were discussed by the United States and European Union. Clearly, communication 
moved across the Atlantic, as the same explanation with significant detail was presented separately 
by the US and the EU.” This official’s EU counterpart confirmed the overall approach: “There was 
an exchange of views between the EU and the US on negotiations with Chile … On agriculture 
issues, for example the EU and US held two or three conference calls.” A review of all interview 
data suggested that EU–US communication occurred irregularly and at upper levels of government. 
Such communication likely provided the linked parties with a strategic advantage. Communication 
between linked parties was not the only form of linkage dynamics that influenced the negotiation 
process. 

A lead EU negotiator advised his counterpart from Chile that EU financial service goals were 
more reasonable than US financial service goals, then argued that Chile should “cut a deal on our 
more moderate financial services goals now and then you can use this agreement as a precedent in 
negotiating with the US.” A Chilean financial services negotiator confirmed this EU approach, then 
explained how Chile used this outcome in its negotiations with the United States: “Chile achieved 
financial services policies with Europe that were much closer to our goal, as compared to US 
demands. Without this precedent, Chile would have had no argument with the US.” As previously 
mentioned, Chile was forced to accept many US financial services demands, but this same 
negotiator reported that Chile successfully rejected the US proposal to allow foreign banks to set up 
in Chile without committing capital because of the precedent set in the Chile–EU trade agreement. 

The European Union gained a strategic advantage by monitoring CUSFTA negotiations, as this 
allowed EU negotiators to establish educated guesses of US positions and goals on many issues 
relevant to their own negotiation. The European Union achieved some financial service goals by 
employing what we could term a “benchmarking strategy” (the EU–Chile agreement served as a 
positive benchmark for Chile). A linked party may be more likely to achieve its goals by assisting a 
linked-pin party to build positive benchmarks that are relevant to a concurrently linked negotiation 
or a consecutive-future linked negotiation. 

Benchmarking also carried negative consequences for Chile. Shortly after being signed in 
November 2002, the EU–Chile treaty was posted on the internet by the European Union; this was 
about a month before CUSFTA negotiations were substantially concluded in December 2002. This 
development gave the United States a clear strategic advantage in concluding CUSFTA negotiations. 
For example, after reviewing the services portion of the EU–Chile treaty, the United States 
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demanded the same or more on an item-by-item basis, then attached the EU–Chile services list as an 
annex to the CUSFTA services list to add clarity to Chile’s services obligations to the United States. 
Chile was not at the complete mercy of the United States, however, as one US trade negotiator 
reported that Chile refused US demands to provide the same tariff reductions for chemicals, 
petroleum, and fuels that had been established in the EU–Chile treaty. A benchmarking strategy 
involves the use of agreements, agendas, arguments, concessions, goals, issues, and positions as a 
point of reference that can be applied to concurrently linked and consecutive-future linked 
negotiations. 

As the link-pin party, Chile gained some strategic advantage by engaging in what might be called 
“outcome bundling.” For example, Chile established the same outcome for each linked party for its 
luxury tax on automobiles. Essentially, Chile concluded that more could be gained by compromising 
with the United States rather than with the European Union on their 85 per cent tax on the custom 
value of imported autos (above a threshold of US$15,740). An EU trade negotiator reported that 
“Chile and the EU were deadlocked on the auto tax and finally Chile told us that they would offer 
the EU whatever arrangement that was later offered to the US. The EU did not like this but accepted 
Chile’s offer.” If Chile had compromised with the European Union on this issue and reached an 
agreement, Chile would not have been in such a strong position to gain something of value from the 
United States later, as observed in the negative benchmarking example presented above. For 
example, this tax on automobiles was part of the final CUSFTA package, which contained many 
items including US copper tariffs; copper is by far Chile’s largest export, which means a lot of 
money is involved in this US tariff. A link-pin party can gain benefits and/or minimise loss by 
protecting critical information through an outcome-bundling strategy in concurrently linked and 
consecutive-future linked negotiations. 

A link-pin party engages in outcome bundling to protect valuable information that would 
normally disclose a compromise or a resistant point (bottom line). When a linked party conducts this 
same strategy, it can be called “free-riding.” The European Union gained substantial benefits by 
free-riding on US–Chile negotiations. For example, a senior Chilean official reported that “the EU 
understood that the US would establish a strong intellectual property regime in Chile. The EU 
strategy was: why make compromises with Chile to achieve something that the US will achieve for 
them?” Here the European Union simply secured Chilean agreement that the most favoured nation 
(MFN) clause found in the WTO TRIPS (IP) agreement would apply so that any IP regime 
negotiated by the United States would also apply to the European Union.   

The European Union also gained a free ride on CUSFTA financial services arrangements, as 
Chile agreed that it would give the European Union whatever Chile offered the United States. A 
Chilean negotiation team member explained that: 

 

The EU was clever in how it managed policies related to the movement of capital out 
of Chile, as the EU probably concluded that the US would get a better deal from 
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Chile than the EU could achieve. Chile eventually accepted the condition that Chile 
would not discriminate against the EU in relation to any third-country regarding the 
movement of capital. 

 

In this case, the United States is defined as a third country, so any agreement that the United 
States secured on movement of capital within Chile would automatically be transferred to the EU–
Chile treaty. Months later, in Washington, DC, I spoke with a US trade negotiator who helped to 
conclude the CUSFTA finance chapter. He had no idea that during CUSFTA negotiations, in 2002, 
he was not only representing 288 million Americans but also 490 million Europeans. He said it 
would probably be the largest deal he would ever conclude.  

In both examples, it is a linked party that is gaining something of value from the link-pin party 
via a free ride that is based on work conducted primarily by the other linked party. Furthermore, the 
linked party conducting such work may be unaware that they are providing something of value to 
the other linked party. Such a strategy offers one linked party with a benefit at little or no cost. 
Understanding free-ride linkage dynamics thus has strategic utility. 

One final linkage dynamic of significance can be identified in CUSFTA negotiations: the first 
linkage type identified in the international relations literature. “Issue linkage” involves the linking 
together of two discrete issues (Jensen, 1963). For example, in CUSFTA we found that the United 
States sought to link international trade and international security, two discrete issues, to gain 
strategic advantage in pursuit of its international agenda.  

Chile became a non-permanent member of the UN Security Council (UNSC), a two-year term 
that began in January 2003, near the conclusion of CUSFTA negotiations. The United States sought 
approval from all 15 UNSC members before initiating war against Iraq in early 2003 – claiming the 
existence of, although never finding, weapons of mass destruction. Chile was unwilling to link its 
trade agreement to this US initiative, but still had to manage US attempts to link these two issues 
together. Interviews with US and Chilean government lawyers confirm that legal scrubbing (to 
convert negotiated text into an international treaty, as already mentioned) was delayed. Intentionally 
or unintentionally, this delay put pressure on Chile to cooperate with the United States within the 
UNSC, although Chile did not bow to this pressure as it argued that diplomatic efforts should be 
pursued before military solutions. Interviews report that the Chile’s UNSC position on this 
US proposal was established by Chilean President Ricardo Lagos.  

The UNSC process only delayed the CUSFTA outcome, but there was clear poential that it could 
have derailed the outcome. Legal scrubbing concluded eventually, and then the treaty was signed by 
USTR Robert Zoellick and Chilean Foreign Affairs Minister Maria Soledad Alvear. Unlike the 
Singapore–US Free Trade Agreement, which was signed at the White House with substantial media 
fanfare in May 2003, CUSFTA was signed in a Miami hotel on the sidelines of an international trade 
ministerial the following month. Singapore’s treaty closure provides a benchmark for evaluating 
Chile’s experience. Apparently, the United States decided that having an ally in Latin America was 
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more important than punishing a “recalcitrant” partner, so the Unite States proceeded to finalize 
CUSFTA.  

This article concludes by consolidating all the linkage concepts and strategies introduced in this 
study into Table 2, which identifies and describes each. 

 

Table 2: Negotiation Linkage Concepts and Strategies 

Linkage Concept Strategy 

Negotiation linkage 
dynamics 

The way in which a negotiation or negotiated decision influences 
or determines the process and/or outcome of another negotiation. 

Linkage analysis Establish or identify the patterns created by linkage dynamics 
that provides strategic opportunities and/or constraints for either 
or all parties. 

Concurrent linkages Pertains to two or more events occuring during the same time 
period that may influence one another, although typically one 
event influences the other (the direction of influence is useful to 
observe). Role theory can be applied to concurrent linkages. 

Link-pin role Creates the potential for negotiation linkage dynamics, as this 
role conducts two or more discrete negotiations that are linked 
together in a logical or practical manner. Each role (link-pin and 
linked-party) is presented with differing strategic choices related 
to position coordination, concession management, and 
opprotunities for cooperative action. 

Linked-party role Two or more parties indirectly linked to each other through their 
separate interactions with a link-pin party. Linkage dynamics 
increase substantially when two or more linked parties 
communicate directly or discretely with each other.  

Consecutive linkages Utilises temporal theory to identity how past events and 
perceived future events influnce contemporary events.   

Consecutive-future 
linkages 

Examines how negotiator perceptions of the future influence 
present circumstances (often at the negotiation table). 

Consecutive-past linkages Examines how past events influence present circumstances 
(often at the negotiation table). 
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Table 2. – Cont. 

Precedents A multifacated tool created through a past event or decision 
(consecutive-past linkage) that evolves into a rule, standard, or 
guide. The effectiveness of a precedent is determined in part by 
its relevance to contermporary circumstances or the current 
situation. 

Benchmarking strategy The use of agreements, agendas, arguments, concessions, goals, 
issues, and positions as a point of reference that can be applied 
to concurrently linked and consecutive-future linked negotiations 

Outcome-bundling strategy A link-pin party can gain benefits and/or minimise loss by 
protecting critical information (that would normally disclose a 
compromise or a resistant point to others) in a concurrently 
linked or consecutive-future linked negotiation. 

Free-riding strategy A linked-party gains something of value from the link-pin party 
based on work conducted primarily by the other linked party in a 
concurrently linked negotiation. 

Issue linkage strategy The linking of two discrete issues such as security and trade. 
These two issues can exist in two separate contemporary venues 
or venues separated by time. 

_____________________________________________________________________________ 
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Abstract  

 

The purpose of this study is to empirically examine how motives of foreign investors have impacted 

their entry mode decision between greenfield and acquisition, and on how the host country’s formal 

(regulative) institutions impact the strategic motives and the choice of entry modes in Ghana.  The 

author uses a quantitative methodology in order to statistically explore the relationships between 

dependent and independent variables by using structural equation modelling (SEM) as the main 

statistical analysis tool.  The study was based on 124 investments made by transnational companies 

(MNCs) from diverse nations.  The findings show that firm size, international experience, and 

market size lead to the choice of market-seeking FDI.  Meanwhile, country risk decreases the choice 

of market seeking and efficiency seeking FDI.  In addition, cultural distance leads to decrease in 

efficiency-seeking FDI in Ghana.  Furthermore, the results indicate that resource seeking FDI 

motive leads to the selection of acquisition as the preferred mode of entry into Ghana.  Finally, 

results show that MNEs entering a foreign market for resources seeking motive where stronger host 

country regulative institutions exist results in to acquisition as the preferred mode of entry. 
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Abstract 

International business research frequently uses a multinational enterprise’s (MNE’s) home country 

as a proxy for the firm.  But, as top management and key activities of MNEs become more 

geographically dispersed, the home country or company headquarters approach to measuring an 

MNE may not adequately define the organization.  Here, we use a more holistic view of the MNE to 

examine an under-researched area of the corporate social responsibility agenda, slavery.  We ask the 

question whether MNEs from countries low in institutional slavery are actually operating in a 

portfolio of countries with significant slavery risks.  Likewise, MNEs headquartered in countries 

that are notoriously high in slavery practices may actually have a more balanced operating location 

footprint with regards to slavery.  Using the MNE’s entire footprint of subsidiary investments, we 

explain that such a portfolio approach may yield insights into the nature of the MNE that the more 

traditional home country measure of an MNE conceals.  More specifically, we compare the two 

approaches’ verity in explaining an MNE’s exposure to slavery, a social justice issue that has thus 

far received little scholarly attention.  We find that for almost half of the MNEs in our sample the 

home country approach does a poor job of explaining how tolerant the MNE is of operating in 

slavery-laden business environments. 

 

Keywords:  Slavery; Multinational Enterprise (MNE); Portfolio; Human Rights; Corporate Social 

Responsibility (CSR).  
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Abstract 

 

The debate of whether the Uppsala Internationalization Process Model is generally applicable 

beyond the Swedish industrial firms extends to the emerging market firms (EMFs), especially 

considering the rapid development of emerging market multinational corporations (EMNCs).  In 

addition, the emphasis of government support on emerging market firms posed by the Institutional-

based view seemingly keeps us from understanding firm specific advantages (FSAs) in foreign 

direct investment (FDI) such as ownership structure.  This study explores whether foreign 

ownership in EMFs affects the internationalization process and type of overseas markets sought by 

the EMFs.  Based on market learning literature, we categorize overseas market seeking behavior as 

exploratory and exploitative.  Derived from the Uppsala Model, we argue that EMFs with foreign 

ownership acquire internationalization experience from their foreign partners; therefore, EMFs with 

foreign ownership will tend to be in more advanced stages of internationalization.  Further, drawing 

from the Knowledge-Based View, we argue that the more advanced stages of internationalization 

are positively moderated by EMFs’ innovative activities at home.  Our hypotheses are tested using 

1334 outward FDI projects from China between 1998-and 2011.  The largely supported results 

indicate that inward internationalization provides value to EMFs during outward 

internationalization, especially when the International Joint Ventures (IJVs) have intention to 

develop technological knowledge locally. 
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  Abstract*  

The 2016 outbursts of nationalism in Europe and in the US have left globalization moribund. 

Investing domestically is becoming a strategy to remain competitive globally. We wonder how 

the creation of capacity for transportation infrastructure, leveraging internationalization, affects 

economic development. We nurture our reflections through the field observations of a US expert 

whose expertise was requested by DRC leaders. Our inductive approach is rigorously based on 

the case study methodology. We find that the lack of capacity to perform infrastructure 

development can be addressed by Western and local institutions, generating relationships that 

can lead to greater internationalization. This paper explores the needs of programs and methods 

through which Western Universities and local organizations can provide such capacity, even in 

one of the most challenging business environments on Earth. While our research cannot be 

generalized, it is applicable to organizations that seek to remain competitive domestically by 

capitalizing on internationalization. 

 
 
Keywords: Africa; Internationalization; Professional Capacity; Workforce Development; 
Project Management; Strategy. 
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Abstract 
The purpose of this study is to investigate the antecedents of international opportunity identification 

(IOI) in born global firms (BGFs). The fundamental question addressed in this research is: how 

does dynamic managerial capability (DMC) of entrepreneurs contribute to international opportunity 

identification process of BGFs? The study was conducted among 390 readymade garment 

manufacturing firms in Bangladesh, an emerging economy. The hypotheses were tested using 

structural equation modelling analysis.  The significant findings are: (1) managerial human capital 

of DMC does not improve the IOI process of the firm, and (2) managerial social capital and 

managerial cognition of DMC improve the IOI process of the firms. The practical implication of 

this research indicates that entrepreneurs from emerging economies must develop their DMC on a 

continuous basis. It will enrich their capabilities in, such as interpersonal skill, networking, learning, 

and being object-oriented to identify novel and unique international opportunities. The limitation of 

this study is that it is a cross-sectional study. Future research should explore further by conducting a 

comparative study between several industries and countries.  
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Firm; Structural Equation Modelling.   



22 
 

Emotions in Strategizing: Founder Leaders’ Emotions in  

Internationalization Decision 
 

Prashant Salwan 

Indian Institute of Management Indore 

psalwan@iimidr.ac.in 

 

Rameshwar Arora 

Indian Institute of Management Indore 

F14rameshwara@iimidr.ac.in 

 

Abstract 
In the recent years, a number of business groups and their affiliates have been involved in multiple 

high premium bids. The established business groups (BGs) are endowed with requisite managerial 

and financial resources, however, some of the recent acquisitions have proven huge cash drains that 

no manager could have approved of.  Yet, such deals continue to take place, which prompts us to 

question the dynamics at play in the boardroom and the influence of the business group founding 

family on decision-making.  We are interested in exploring the dynamics of emotions in multi-level 

strategizing to understand why BGs have been indulging in higher premium bids and what the 

potential after-effects of such investments could be.  We investigate this phenomenon using a case 

study to arrive at propositions and possible methodology for future research. 
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Abstract 
MNEs typically face challenges to overcome liability of foreignness and to mitigate the impact 

of institutional and cultural distances. MNEs accept uncertainty stemming from country risk and 

cultural distance in larger markets. Theoretically, the internationalization process approach tends to 

take incremental stages to go overseas; so the entry mode changes to greater equity involvement in 

later stages. This approach has been revised for digital MNEs’ expansion, particularly via 

international acquisitions. In practice, the degree of equity ownership choice is complicated even 

more when dealing with location factors in the newly emerging markets where there are large growing 

populations using the Internet and higher rates of mobile penetration. In this study, we want to 

understand how institutional distance and target market size influence the ownership choices of 

Chinese and U.S. digital MNEs involved in cross-border acquisitions.  

Our study was based on 512 acquisitions, using data from SDC Platinum. These findings suggest 

that cultural distance and formal institutional distance lead to a lower degree of equity ownership, 

whereas target market size increases it. We also find that the U.S digital MNEs reveal stronger market 

size effects than the cultural distance effects. Unlike traditional views, our findings suggest that the 

effect of market size plays a more prominent role than that of institutional distance. The study makes 

important contributions to expand traditional internationalization theory to specific new firms, namely 

digital MNEs. 
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Abstract 

The increasing internationalization of small and medium enterprises (SMEs) is noteworthy 

because such firms have unique challenges compared to large multinational enterprises.  As a result, 

international business activities are often more challenging endeavors for smaller firms.  Broadly 

speaking, this study investigates important aspects of the widespread internationalization of SMEs.  

Specifically, this study examines the export decision making processes of U.S. SMEs in moving 

goods and services across international borders.  Essentially, the manner in which U.S. exporting 

SMEs cope with exporting issues directly impacts their entrepreneurial actions in exporting.   

This leads to the two main objectives of this research.  First, this study identifies exporting 

efficacy (EE) as an important antecedent of entrepreneurial actions that has significant implications 

for exporter commitment.  EE is defined as an SMEs belief in its ability to succeed in specific 

situations, accomplish tasks, or reach goals in exports and exporting related behavior.  Second, a 

model is devised that assesses how EE influences important downstream constructs leading to 

specific entrepreneurial behaviors in exporting.  The results of this study, based on the survey 

responses of 171 U.S. based exporters, offers knowledge about the decision-making processes of 

exporting SMEs and the entrepreneurial actions that come as a result. 
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