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PART I: Case-study 
 

QUESTION 1 (2,5 values) 
What does Herman Miller gain from his strategic environmental initiative (implementing 
Cradle-to-Cradle)? 
Note: Discuss 3 different “gains” 
 

ANSWER 1 
Reputation/brand (green company) 
Employee recruitment and retention 
First-mover advantage (anticipating legislation) 
 

QUESTION 2 (2,5 values) 
Explain two advantages and two disadvantages of Herman Miller switching to TPU in the Mirra 
chair arm pad? Would you switch and why/why not? 
 

ANSWER 2: 
Advantages: 
Consistency with the values/goals of the company 
Contrast/pressure to competitors 
Disadvantages: 
Costs 
Tooling requirements may cause delays 
PVC is the industry standard (if no one moves, why moving?) 
No infrastructure for recycling? 
 
PART II: Theoretical topics 
 

QUESTION 1 (3 values) 
Define the three orientations/attitudes that affect how a company adapt to foreign cultures 
and identify the best approach, justifying your choice. 
 

ANSWER 1 
Polycentrism: Business units in different countries have a significant degree of autonomy from 
the home office and act like local companies, with control being decentralized.  
Ethnocentrism: This is the belief that one's own culture is superior to others. In international 
business, it describes a company with the belief that what worked at home should work 
abroad, meaning that environmental differences are ignored. 
Geocentrism: Refers to a situation in which a company bases its operations on an informed 
knowledge of home and host country needs, capabilities, and constraints 
Geocentrism is the best approach because it increases introduction of innovations and 
decreases the likelihood of their failures while polycentrism fails to transfer core competences 
and ethnocentrism overestimate the environment, 

 
  



QUESTION 2 (3 values) 
Distinguish licensing from franchising as modes of entry in terms of set-up investment and 
control, briefly explaining why. 

ANSWER 2 
Franchising is a deeper form of licensing in which the franchisor not only sells an independent 
franchisee the use of the intangible property essential to the franchisee's business, but also 
operationally assists the business on a continuing basis. So: 
Franchising requires higher investment to enter in new markets than licensing; 
Franchising grants a higher degree of control than licensing. 
(both in the view point of the licensor/franchisor) 
 

QUESTION 3: (3 values) 
Mention three advantages and three disadvantages of sourcing globally instead of 
domestically: 
 

ANSWER 3: 
Advantages:  
+Reduce costs  
+ Increase quality  
+ Improve delivery processes  
+ Gain access to strategic materials  
+ Establish a presence in foreign markets  
+ React to competitors sourcing practices 
Disadvantages: 
-Foreign currency risk 
-Length of supply chains  
-Difficulty to predict quality  
-Safety  
-Lack of adequate regulations, enforcement, and logistical infrastructure at suppliers’ countries  
 

QUESTION 4 (3 values) 
Classify international, multidomestic, global and transational strategies in relation to: 

a) Global integration 
b) Local responsiveness 
c) Vertical differentiation 
d) Leverage of core competences 
e)  

ANSWER 4 

 International Multidomestic Global Transational 

Global 
integration 

Low Low High High 

Local 
responsiveness 

Low High Low High 

Vertical 
differentiation 

Centralization Decentralization Centralization Both 

Leverage of 
core 
competences 

High Low Low High 

 
  



QUESTION 5 (3 values) 
4. Briefly explain the four criteria that shall be used to analyze a partner in a Joint Venture or 
Strategic alliance. 

 
ANSWER 5 

a. Strategic fit: degree of compatibility in strategic objectives, and agendas 
b. Capabilities fit: Extent to which partners are capable of contributing to the necessary 
competitive capabilities of the business 
c. Cultural fit: Understand the nature of the differences, anticipate possible consequences and 
take action to prevent negative effects 
d. Organizational fit: whether the partners’ organisational structure system and procedures 
differ significantly 
 
 


