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Private and Confidential. For X-Culture use only.  

 

 

POLARIS  

CHALLENGE INSTRUCTIONS 

 

 
 

Challenge Presented by: Polaris Industries India 

Polaris global site: www.polaris.com  

Polaris India: www.polarisind.in 

  

X-Culture Webinars: We are trying to organize live Webinars with all client companies, including Polaris. 

The Webinars will allow you to meet the company managers, learn more about the company, and ask your 

questions. The Polaris webinars are scheduled for:  

Thursday March 3, at 8 am New York time 

Thursday April 7, at 8 am New York time 

The webinar access instructions  

 

Additional Questions: If you have further questions, please direct them to admin@X-Cuture.org. We will 

create a FAQ database for each partner company and will likely have an answer to your question there. If a new 

question is presented, we will contact Mr. Pankaj Dubey, the Country Head & Managing Director of Polaris 

India for more information and will add the question to the FAQ database.  

 

About the Company 

Polaris Industries is an American manufacturer of snowmobiles, ATV, and neighborhood electric vehicles, with 

offices all around the world. Polaris is based in the Minneapolis exurb of Medina, Minnesota, USA. Polaris also 

manufactures motorcycles at its Victory Motorcycles and the Indian Motorcycle subsidiaries. 

 

Polaris specialized in making off-road Vehicles, motorcycles, 

snowmobiles, and electric utility vehicles, as well s parts and 

accessories to them. More information on Polaris Products 

here.  

 

In 2010 Polaris relocated a portion of its utility and sport 

vehicle assembly to Mexico. Polaris snowmobiles are still 

100% American made with the powertrain components 

manufactured in Osceola, WI and the vehicle assembly in 

Roseau, MN. The vast majority of powertrain and vehicles for 

the off-road line are manufactured in the Osceola and Roseau 

facilities, respectively.  

 

Polaris employs over 3,000 people and has a global revenue of 

almost $2 billion.  

 

It has two major international subsidiaries: Polaris Europe and 

Polaris India.  

 

Polaris India 

http://www.polaris.com/
http://www.polarisind.in/
mailto:admin@X-Cuture.org
http://www.polaris.com/en-us/company
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Polaris India Pvt. Ltd was established as a wholly owned subsidiary. It designs, engineers, manufactures and 

markets innovative, high quality Off Road Vehicles (ORVs), innovative All-Terrain Vehicles (ATVs), the 

Polaris Ranger® recreational and utility vehicles, Snowmobiles, Motorcycles and Electric powered vehicles.  

 

Polaris India Pvt. Ltd. launched its flagship products including ATVs, Polaris Ranger RZR® , Side x Side 

Vehicles and Snowmobiles in India on 24th August, 2011. 

 

Polaris India has taken one giant step to revolutionize the Indian market for catering to very culture of the 

Indian Territory with a wide array of diversified off-road vehicles designed exclusively for our elite customers 

and various utility use. 

 

Polaris India has a strong network of 14 Dealerships, 2 International Dealerships (Kazakhstan and Nepal), 8 

PRS (Polaris Riderzstop) & 46 Polaris Experience Zones (Off Road Tracks) to take the off road riding culture 

way ahead. All are state of the art and offer a workshop for service. These dealerships located at Ahmedabad, 

Bangalore, Chennai, Cochin, Hyderabad, Indore, Jaipur, Lucknow, Ludhiana, Mumbai, Dimapur, Srinagar, 

Guwahati  and New Delhi. 

 

Moreover, to give our prospective customers an actual feel of the off-roading experience, Polaris India 

organizes test riders/customer events at regular intervals.  

 

Challenge 

 

Polaris India is interested in growing beyond its current regional market. The company is particularly interested 

in expanding its operations into Sri Lanka, Bangladesh, Pakistan, Tajikistan, and Turkmenistan, but is open to 

other viable options.  

 

Please note, it is specifically the India subsidiary of Polaris Industries who presented this challenge and 

requested help with the market expansion strategy. Although it is one of the two large subsidiaries of Polaris 

(the other is Polaris Europe) and it runs Polaris operations on a huge territory that encompasses much of Asia 

and the Middle East with a population of billions people, it is still constrained as to how far it can expand its 

international operations. So while you are welcome to consider markets outside the Polaris India region, and if 

exceptionally interesting proposals will be submitted they will be shared with Polaris head office in the U.S., 

please keep in mind the client is particularly interested in an expansion strategy in the countries listed above. 

 

The company management seeks help with developing a complete new market entry strategy for its Off-Road 

Vehicles and Indian Motorcycle products, from company’s competitive position analysis, to market research, to 

recommendations with respect to the entry mode, marketing and staffing strategies. The company is particularly 

interested in market research and detailed step-by-step strategy implementation guides, preferably with contacts 

for potential partners, promotion outlets, and other relevant information.  

 

The detailed list of questions and deadlines is provided further below. You are to detail your proposed new 

market entry strategy in a report that includes: 

- Executive summary; 

- Analysis of the company’s competitive position; 

- Overview of the market characteristics that are necessary for the company’s commercial success in 

the market;  

- Recommendations with respect to the most promising market and an in-depth analysis of the market 

- Effective and efficient product promotion and advertising strategy 

- Pricing and distribution strategy; 

- Market expansion staffing strategy.  
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(Optional) Ultimate Test of Viability of your Proposal: Find a Buyer for Polaris products in the proposed 

market. 

To make the project more realistic and gain further business experience, teams or individual team members are 

encouraged to put to a real-life test the proposed market expansion strategy. If you believe there is a 

considerable demand for the product in the proposed new market and if you believe your strategy will allow 

Polaris to successfully expand into the market, try to demonstrate the viability of your proposal by finding a 

buyer for Polaris products in the market.  

Specifically, the team is encouraged to try to find a customer for a Polaris product in the proposed new market 

and get a contract (or a letter of intent) to buy a single unit or a larger shipment of the products.  

Teams or individual team members who succeed at facilitating a sale of Polaris products in the new market will 

receive a prize commensurable with the amount of 15% of the contract, offered as a post-market commission 

(after the deal is closed and the customer pays for the product). 

Again, this part is optional. We encourage you to try to secure a contract as this will not only offer you a 

unique, very real and very practical international business experience, but will also lead to a tangible rewards 

and a much stronger resume in the case of your success.  

If you would like to give it a try, please do the following:  

1. Find potential buyers in the proposed market (a distributor or a private buyer) and get the person or 

company interested in the Polaris products.  

2. Send the contacts of the prospective buyer to admin@X-Culture.org. We will connect you with the 

Polaris representatives who will review the lead and provide the necessary support to close the deal. Be 

prepared to assist in the negotiations between Polaris and the prospective buyer/partner with respect to 

the terms of the contract, shipment volume, price, and delivery and distribution options. 

3. It is unlikely that the deal will be fully finalized within the duration of the X-Culture project, but a letter 

of intent to make a deal from the prospective buyer/partner will be considered a success at this ultimate 

test of your market expansion strategy.  

Again, part of the challenge is optional and your team’s decision to attempt or not to attempt to get a contract 

for the client company will not affect your performance evaluation. However, we encourage you to try putting 

your ideas to this optional ultimate test of effectiveness of your proposed market expansion plan. Your ability to 

sell the product will greatly improve your credibility in the eyes of the client and may lead to a long-term 

collaboration with the company. If you succeed, you will be properly rewarded in the form of the post-market 

commission, but even if you fail to secure a contract, you will still gain valuable business experience in the 

process. 

 

 

 

 

 

mailto:admin@X-Culture.org
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DEADLINES 

Please start preparing each week’s deliverables right away, do not wait to receive the email with the survey 

link. The survey will only repeat the task/questions you see in these Instructions. 

 

Each week, you will be asked to fill out a short survey to report you team’s progress and evaluate the 

performance of your team members. Participants who receive peer evaluations below 2.0 (out of 5.0) will 

first receive a warning and if their peer evaluations stay below 2.0 two weeks in a row they will be 

automatically excluded from the team.  

 

Pre-project Readiness Test: A few days before the project start, you will receive an email with your unique 

link to the project materials and training test. The test will include questions about the project and online 

collaboration tools, as well as questions about your prior international experience and background.   

 

Deliverables: Follow the link and answer all Readiness Test questions. To qualify for participation in X-

Culture, you must fully complete the test and correctly answer at least 80% of the test questions. 

 

Official start of the project, students placed on teams 

Early track: Monday, February 1; Late track: Monday February, 29 

Provided successful completion of the Readiness Test, you will receive the names and contact information of 

your team members on this day. Please reach out to your teammates immediately to establish contact. 

Introduce yourself, and start working on the project. Students whose semester starts later will be added to the 

existing teams once their semester starts, so it is likely an additional student may be added to your team in 

the first two weeks. 

 

All deadlines are set for 11:59 pm (23:59), New York Time. You can check the current time in New York 

here.  

Important: Occasionally emails from X-Culture are filtered into the Junk/Spam email folder. Please check 

your Junk/Spam email folder if you do not receive a weekly survey link. 

 

 

Establish Contact and Meet your Teammates 

Due: Early Track Thursday, February 4; Late Track Thursday, March 3 

 

By this date, you are expected to have exchanged at least a few messages with your teammates. If some 

teammates are not responding, you are expected to send at least three email reminders to them. Team 

members who fail to establish contact with their teams will be excluded from the project. Once contact is 

established, please learn as much as possible about your teammates (background, interests, hobbies, 

interesting facts, etc.). You communication starts via email, but once the initial contact is established, your 

team can use any means of communication.   

  

Deliverables: A few days before the deadline, you will receive a personalized email with a link to a survey. 

The survey will ask you to report whether or not you have met all your team members and will test how 

much you have learned about their background, interests, and skills. 

 

Evaluation: Participants who fail to establish contact with their teams for no legitimate reason will be 

excluded from the project.  

 

 

 

 

 

https://www.google.com/search?q=new+york+time&aq=f&oq=new+york+time&aqs=chrome.0.57j60j0j60l3.1481&sourceid=chrome&ie=UTF-8
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Report Section 1. Analysis of the Company 

Due: Early Track Sunday, February 7; Late Track Sunday March 6 

 

Please review each of the available challenges (access password: xculture). Please consider each team 

members’ interest and expertise and choose one company where you can take advantage of your team 

members’ unique strengths and skills to develop a solution to the challenge. 

 

For your chosen client, please research its history, products, and operations and analyze its competitive 

position, including its strengths, weaknesses, threats and opportunities. You may find this short guide and 

this 5-min video helpful. 

 

Our experience shows that it works best when every team member contributes to this research and analysis. 

It is also recommended that this report section be devoted primarily to the analysis of the company’s 

competitive position, rather than company history and products. Your client already knows the company’s 

history and products, but can benefit from your analysis. See Evaluation Guidelines below for how this 

section will be evaluated.  

 

Deliverables:  
A few days before the deadline, you will receive an email with your personal link to a survey that will ask 

for: 

 Your choice of the client company.  

 A short description of the company, its history and products, and analysis of its competitive position.  

Every team member is expected to submit the same text in the survey, so make certain you exchange 

information, review each other’s input and agree on the text of the submission. 

 

There is no need to submit the complete report section at this time, only a summary of the key points and 

results of your analysis. However, the better you understand the company and its competitive position now, 

the better you will be able to complete the subsequent steps, so try to conduct your analysis as thoroughly as 

possible. Also, the more finished this report section is now, the less your team will have to do later. 

It is strongly recommended that every team member participates in research and analysis to ensure no 

important details are missed and every team member has complete information about the company, as no 

subsequent task can be completed without a good understanding of the company’s history and competitive 

position. 

 

This and all other weekly surveys will also ask about your fellow team members’ performance and other 

information we need to better understand why some teams perform better than others. Please see the 

informed consent form at the end of this document for more details.  

 

Report Section 2. Market Success Criteria 

Due: Early Track Sunday, February 14; Late Track Sunday, March 13 

 

Consider key market characteristics that are critical to the economic success of your client’s product. That is, 

identify the kind of markets in which the product is likely to have high sales. For example, the product may 

be successful only if the market is characterized by a certain income level, population density, climate, 

Internet penetration, political stability, culture, or other factors. Please focus on 3-5 most important market 

characteristics from the following list:  

 Geography and demographics: location, distance from the home office, climate, size, age distribution, 

education level, etc. 

 Economic environment: Income levels, unemployment, infrastructure development, ease of doing 

business, lack of competition, etc.  

http://x-culture.org/challenges/
http://goo.gl/uV3cVg
https://www.youtube.com/watch?v=GNXYI10Po6A&feature=youtu.be


6 

 

 Political and legal environment: political and legal systems, political risk, government policy toward 

trade and foreign direct investment, property rights and intellectual property right protection, 

corruption, political freedom, etc. 

 Cultural environment: cultural values, predominant religion(s), language(s), social class structure, 

customer preferences and tastes, other factors that may play a role in the design, packaging and 

marketing of your product/service. 

 Competitive environment: how many competitors operate in this market? Is the market dominated by 

global or local brands? How established is the industry?  

For each of your chosen success factors, explain why it is essential for the success of your client. See 

Evaluation Guidelines below for how this section will be evaluated.  

 

Deliverables: 

A few days before the deadline, you will receive an email with your personal link to a survey that will ask 

for: 

 A summary of the results of your market success factor analysis and a list of 3-5 most important 

market characteristics that are essential to success of your client, and an explanation for your choice.  

 

There is no need to submit the complete report section at this time, only the list of the key success factors 

and explanations for your choice. However, the better you understand the success requirements now, the 

better you will be able to complete the subsequent steps, so try to conduct your analysis as thoroughly as 

possible. Also, the more finished this report section is now, the less your team will have to do later.  

It is strongly recommended that every team member participates in brainstorming the market success factors 

to ensure no important details are missed. 

 

 

Report Section 3: Market Analysis and Selection 

Due: Early Track Sunday, February 21; Late Track Sunday, March 20 

 

Based on your analysis of the essential market success factors (Report Section 2), choose several (2-4) 

markets that meet your success criteria. A market is generally a country, but it can be a region within a 

country, or multi-country region. Briefly describe the markets in terms of their competitive environments, 

focusing on the success criteria listed in Report Section 2. For efficiency, you can compare these markets in 

a table format. 

 

Based on the comparison, select one most promising market that you believe has the greatest potential for 

your client and provide an in-depth analysis, including the market size, number of potential customers and 

their characteristics, main competitors and their strengths and weaknesses compared to your client 

organization, cultural, legal, political, and economic environments, trade and labor regulations that your 

client must understand to ensure the success of the product in that market. 

 

Make certain to review only issues that are relevant for your client’s market entry strategy. Do not describe 

the country in general, but focus on key factors that your client must take into account when offering the 

product in this new market. Everything you say here must be linked to your recommendations with respect to 

the product pricing, distribution, promotion, market entry mode and staffing that you will provide in 

subsequent report sections. The focus must be not on description but on the analysis. It’s not about what 

market you recommend, but why this market is better than other markets and what the client must know 

about the market to be successful there. 

 

It is recommended that your data are presented in tables and charts and the accompanying text provides 

further support as needed. Please make sure to cite all of your sources. The more sources, the more credible 

your analysis. See Evaluation Guidelines below for how this section will be evaluated.  
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Deliverables: 

Several days before the deadline, you will receive an email with your personal link to a survey that will ask 

for: 

 A list of up to 10 markets your team felt met your market success criteria, as per Report Section 2. 

 Your team’s choice of the best market, along with an explanation for your choice and a list of key 

market characteristics that must be taken into account when developing the market entry, marketing, 

and staffing strategies. 

 

There is no need to submit the complete report section at this time, only the key results of your analysis. 

It is strongly recommended that every team member participates in the best market search and analysis as a 

deep understanding of the market’s cultural, legal, economic, and political environments is critical for 

developing successful market entry, marketing, and staffing strategies. Also, the more finished this report 

section is now, the less your team will have to do later. If based on subsequent discussions and analysis your 

team later chooses to change the recommendations reported in this survey, you are allowed to do so. 

 

Report Section 4. Entry Mode 

Due: Early Track Sunday, February 28; Late Track Sunday March 27 

 

Suggest the optimal new market entry mode in the new market. It is recommended that you first specify your 

client needs with respect to the balance of control, risk, and cost, then generate a list of viable market entry 

mode options, and then make your final recommendation. If you need help, see this page for a review of pros 

and cons of different market entry modes. If you believe the product should be developed and/or distributed 

in a partnership with another company, provide additional details on how the partnership should be set up 

(contribution of each company, sharing of profits/losses, and how the partnership will be governed). If you 

have recommendations for potential IJV or alliance partners, franchisees, exporting companies or the like, 

you can provide your names and contacts.  

 

It is important that all your recommendations are supported by convincing arguments. Make certain to base 

your recommendations on the market analysis you provided in earlier report sections. See Evaluation 

Guidelines below for how this section will be evaluated.  

 

Deliverables: 

A few days before the deadline, you will receive an email with your personal link to a survey that will ask 

for: 

 Your team’s suggestion for market entry mode and the explanation for your recommendation. 

There is no need to submit the complete report section at this time, only the key results of your analysis. It 

is recommended that all team members contribute to the analysis, but if any of your team members major in 

strategy, they may be put in charge of this report section. Still, communication among the team members is 

critical and every team member is expected to submit the same text in this survey. If based on subsequent 

discussions and analysis your team later chooses to change the recommendations reported in this survey, 

you are allowed to do so. 

 

 

Report Section 5. Distribution and Pricing 

Due: Early Track Sunday, March 6; Late Track Sunday, April 3 

 

Based on the analyses in Report Sections 1-4, develop product distribution and pricing strategies. Discuss 

optimal distribution channels (exclusive stores, generic stores, sales agents, distributors, etc.) and pricing 

strategy (fixed price, financing or leasing, long-term subscription, repeat customer benefits and loyalty 

bonuses, if any, etc.) and explain how this approach will result in higher sales.  

http://www.vistage.com/resource/going-global-business-modes-entry/
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Provide a suggested price for Polaris RZR 1000 in the suggested market as an example so that the company 

could get a good sense of how it should price its products in the market you suggested earlier. Explain on 

what basis the price was determined (competitors’ prices, customers’ sensitivity to prices, any regulations or 

price controls, your costs and planned expenses for promotions). If applicable, consider also the effects of the 

foreign currency rate fluctuations. 

 

The recommendations must be rooted into market analysis provided earlier. Make certain to cite the sources 

for the numbers you use in your analysis.  

 

Deliverables: 

A few days before the deadline, you will receive an email with your personal link to a survey that will ask 

for a summary of your team’s recommendations with respect to: 

 Distribution channel and a summary of key supporting arguments 

 Price level and key supporting arguments with figures and sources if applicable 

 Price structure and policies and a summary of key supporting arguments 

 

There is no need to submit the complete report section at this time, only a summary of your suggestions and 

the key results of your analysis. It is recommended that all team members contribute to the analysis, but if 

any of your team members major in marketing, they may be put in charge of this report section, but they 

must communicate with the rest of the team and every team member is expected to submit the same text in 

this survey. If based on subsequent discussions and analysis your team later chooses to change the 

recommendations reported in this survey, you are allowed to do so. 

 

Report Section 6: Marketing 

Due: Early Track Sunday, March 13; Late Track Sunday, April 10 

 

How should the product should be advertised and promoted?  

What is the total annual marketing budget to support product advertisement and promotion in the new 

market?  

How should your marketing budget be allocated across different expense categories?  

 

Be as specific as possible; it is not enough to simply suggest that the product be promoted via social media 

or advertised on TV. Make certain your report provides all the necessary information your client will need to 

know where and how to place the ad, how to pay for it, what the ad will look like, how much it will cost, and 

why. Best answers will include names and contacts for specific advertising outlets, such as the specific TV 

or radio stations, recommended frequency and form of advertising such ad design and script, cost of the 

advertising campaign, and any other information the client will need to implement the strategy.  

 

If applicable, discuss if the product name, packaging, or features should be modified to make the product 

more appealing to the tastes and traditions of the consumers in the new market (e.g., does the current brand 

name has any negative meaning in the local language, is there a need to change the packaging shape or color, 

or product look or taste).  

 

Then estimate the optimal annual marketing budget and provide a percentage allocation across the different 

marketing spending categories. For example, you can recommend to spend 40% on trade show events, 25% 

on social media engagement, 25% on sales incentives (i.e. coupons, contests, giveaways), and 10% on 

launch party. Please provide detailed calculations for how you arrived at these numbers and why you believe 

these are the amounts that the company should spend on marketing (why not more or not less).  

 

Many Internet resources can provide guidance on marketing budgets in different countries, one useful 

resource is provided by entrepreneur.com.  

http://www.entrepreneur.com/article/243790
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The recommendations must be rooted into market analysis provided earlier. Make certain to cite the sources 

for the numbers you use in your analysis. See Evaluation Guidelines below for how this section will be 

evaluated.  

 

Deliverables: 

A few days before the deadline, you will receive an email with your personal link to a survey that will ask 

for a summary of your recommendations with respect to: 

 Key features of the marketing campaign, such advertising channels, frequency of advertising, and if 

applicable description of the ad design or scrip.  

 Total marketing budget recommended during the first year of entry.  

 Percentage allocation of marketing budget. 

 

There is no need to submit the complete report section at this time, only a summary of your suggestions and 

the key results of your analysis. It is recommended that all team members contribute to the analysis, but if 

any of your team members major in marketing, they may be put in charge of this report section, but they 

must communicate with the rest of the team and every team member is expected to submit the same text in 

this survey. If based on subsequent discussions and analysis you later chooses to change the 

recommendations reported in this survey, you are allowed to do so. 

 

 

Report Section 7: Staffing 

Due: Early Track Sunday, March 20; Late Track Sunday, April 17 
 

Develop a strategy for staffing operations in the new market. Consider whether it would be necessary to hire 

new personnel to staff the new market expansion. If new hires are needed, provide your estimates for their 

number and suggestions where those people should be hired (locals, expatriates, third-country nationals, 

etc.), work (at the home country office, in the new market, in third countries, etc.), employment type 

(part/full-time, payroll employees or independent contractors, etc.), recruitment and selection methods 

(where to recruit, how to select), pay levels and compensation structure (annual salary, hourly wage, 

commission, etc.), comment on the relevant local labor laws and regulations (minimum wage, required 

benefits, work visa, etc.)   

 

Provide the necessary details (e.g., outlets where recruitment can be done, cost of placing recruitment 

notices, guidelines for interviewing and selecting employees, etc.).  

 

Make certain to base your recommendations on the market analysis (Report Section 2), particularly with 

respect to the local culture, tradition, and legal requirements. See Evaluation Guidelines below for how this 

section will be evaluated.  

 

Deliverables: 

A few days before the deadline, you will receive an email with your personal link to a survey that will ask 

for a summary of your recommendations, including:  

 The need to hire additional personnel to staff the operations in the new market; 

If additional personnel is needed,  

 key recommendations with respect to recruitment and selection, 

 pay level and structure, 

 cultural and legal considerations.  

 

There is no need to submit the complete report section at this time, only a summary of your suggestions and 

the key results of your analysis. It is recommended that all team members contribute to the analysis, but if 
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any of your team members major in HR/OB, they may be put in charge of this report section, but they must 

communicate with the rest of the team and every team member is expected to submit the same text in this 

survey. If based on subsequent discussions and analysis your team later chooses to change the 

recommendations reported in this survey, you are allowed to do so. 

 

Complete Preliminary Draft 
Can be submitted any time but no later than: Early Track Tuesday, March 22, Late Track Tuesday, April 19 

 

Any time during the project, but no later than this date you must submit a complete preliminary draft of your 

report via TurnItIn.com (see Submission Guidelines below). This is a chance for you to check your work for 

plagiarism. After the report draft is submitted, TurnItIn will generate a plagiarism report (takes several hours 

to produce), so you will be able to see if any part of the report prepared by your team members have been 

plagiarized. If plagiarism is detected, your team will have until the Final Report deadline (see below) to fix 

the problem and submit a plagiarism-free final report.  

 

The draft does not have to be a final complete report and will not be evaluated, so you can continue editing it 

until the final deadline. However, it is strongly encouraged that you submit as complete a document as 

possible, including Title Page and an Executive Summary, and correct consistent formatting throughout the 

document (see Report Formatting guidelines below). You will be able to submit your draft and check it for 

plagiarism only once, so the more complete the draft, the less the chance that the final report will contain 

plagiarism. Also, the sooner you submit the draft, the more time you will have to fix problems, if any are 

detected.  

 

Only the team member who submits the team report on behalf of the team will see the plagiarism report, so 

that person must share it with the rest of the team. See Evaluation Guidelines below for how this section will 

be evaluated.  

 

Deliverables:  

 Report draft: one team member must submit the report draft on behalf of the entire team. Please see 

next page for step-by-step Submission Guidelines. Make certain to use your team number as the file 

name. For example, if your team number is 123, the file must be named “123.pdf”. Do not use any 

other words in the name of the file.  

 Use class ID 11602283 if you are early track and 11602292 if you are late track and “xculture” for 

password. 

 

 

Final Report 

Due as soon as ready, but no later than: Early Track Friday, March 25; Late Track Friday, April 22 

 

By this date, your final report must be submitted via TurnItIn.com (see Submission Guidelines below). 

Please note, the plagiarism statistics for final reports will be generated by TurnItIn and shared with the 

instructors, but the plagiarism report will not be shared with the students.  

  

Deliverables:  

 Final Report: one team member must submit the final report on behalf of the entire team (see 

Submission Guidelines below). Make certain to use your team number as the file name. For example, 

if your team number is 123, the file must be named “123.pdf”. Do not use any other words in the name 

of the file.  

 Use class ID 11602285 if you are early track and 11602296 if you are late track and “xculture” for 

password. 
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Post-Project Survey 

Due once report submitted, but no later than: Early Track Saturday, March 26; Late Track Saturday, 

April 23 

A few days before the deadline, you will receive an email invitation with a link to your post-project survey. 

This is the most important survey. You will be asked to comment on your experiences in X-Culture and 

evaluate the performance of your teammates. Your answers are extremely important and will help us 

improve the project in the future. Every team member must complete the survey, but only one team member 

must submit the final report via TurnItIn.  

 

 

 

Formatting Guidelines 

 The report must be 20-35 pages long including the title page, executive summary, and references.  

 The Title Page must contain team number, client company name, names, emails, and countries of residence 

of all the team members and a short description of role or work of each team member during the project. If 

there any of the team members dropped out or did not contribute to the report, please still list them, but add 

a note “Did not participate”.   

 The report must also contain a 300-400 word Executive Summary that provides a review of the key points 

and recommendations; bullet-list format recommended.   

 Number all pages in your team report. 

 Margins should be 2.5 cm (one inch) at the top, bottom, and sides of the page. 

 Font type should be 12-point Times New Roman throughout the report. 

 Double-space all body text. 

 Indent the first line of a new paragraph. 

 The text should be left-aligned. 

 All citations used must be cited in the text and in a reference list at the end of each report. In-text citations 

should include only the name of the author(s) and the date of the publication. Full references should be 

provided at the end of the report. Please use APA reference style. 

 A picture is worth a thousand of words, so use of figures, graphs, pictures, as well as tables is encouraged. It 

is recommended these are included in the main body of the report. However, if you feel compelled to add 

additional important information that your client organization will have to see to fully understand your 

proposal, feel free to add an appendix.   

 

Evaluation Guidelines 

Here are the actual evaluation rubrics used by our expert appraisers to evaluate your final report:  

 

Executive Summary (300-400 words): 

7 - Is short but gives a very good idea about the key ideas of the business proposal 

4 - Gives some idea about the key ideas of the business proposal, but some points remain uncertain; a bit too 

long; not to the point.  

1 - Not possible to figure out the key ideas of the business proposal from the summary, too short or too long 

 

Section 1: Analysis of the Company (1-2 pages) 

7 - Clear and concise review of the facts about the company, products and their features, and an insightful 

analysis of the strengths and weaknesses of the company and its competition, looming threats and unrealized 

opportunities. 

4 - A good overview, but leaves out some important elements; too general; company history too long but 

company analysis is too short, insufficient analysis of competition, no insights with respect to threats or 

opportunities. 

1 - Impossible to figure out what the company does, how it operates, and how it compares to competition. 

http://www.library.cornell.edu/resrch/citmanage/apa
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Section 2: Market Success Criteria (1 page) 

7 - Excellent choice of 3-5 market characteristics that are clearly necessary for the proposed product to be 

successful in the new market and strong supporting arguments. How convincing is the explanation is even 

more important than the actual success factors.  

4 - Some of the proposed success factors seem irrelevant (or no explanation for why they are important for the 

success of the product), some explanations are weak. There are too many or too few success factors (less 

than 3 or more than 5) 

1 - The provided success factors are clearly irrelevant, the explanations are not provided or make no sense 

 

Section 3: Recommended Market Analysis (2-4 pages) 

7 - The initial list includes 5-10 market choices that clearly rank high on the market success factors listed in 

Report Section 2. The recommendation for one most promising market is supported by convincing 

arguments. The best market is described in sufficient detail, including its competitive environment, as well 

as cultural, legal, and economic environments, good properly cited statistics and support. Every feature is 

tied to the recommendations in subsequent report sections.  

4- Some of the countries/regions on the list seem like good markets for the proposed product, but some do not; 

not clear why these and not other countries were selected. The market description is incomplete or not 

properly supported. Some of the information is irrelevant and is not used to support recommendations in 

subsequent report sections.  

1 - Clearly poor choice of markets for the proposed product; explanations are not provided or make no sense; 

information is not used in subsequent report sections.  

 

Section 4: Entry Mode (1-3 pages) 

7 – First states the goals, then list the entry modes that satisfy those goals, then select one that is best, then 

clearly explain why this one and not another one is the optimal new market entry mode; the choice clearly 

makes sense.   

4 – The suggestions make sense but are not supported with strong arguments, insufficient details provided; the 

strategy does not take into account market specifics.   

1 – The suggestions make no sense, the explanations are not provided or are not convincing, cultural, legal, and 

economic factors specific to the market are completely ignored.  

 

Section 5: Distribution and Pricing (2-3 pages) 

7 – The suggested price point is supported by analysis of the market and competition; the pricing strategy is 

creative and it is clearly articulated how this form of pricing will increase sales, and aligned with the 

intended positioning strategy; cultural, legal, and political environments are considered and accounted for. 

4 – The suggestions make sense but are not supported with strong arguments, insufficient details provided; the 

strategy does not take into account market specifics.   

1 – The suggestions make no sense, the explanations are not provided or are not convincing, cultural, legal, and 

economic factors specific to the market are completely ignored.  

 

Section 6: Marketing (1-4 pages) 

7 – The suggested promotion and marketing strategy makes good sense and is supported by convincing 

arguments; is creative and cost-effective; sufficient details are provided with respect to advertising outlet, 

prices, contacts, design and frequency of the ads; cultural, legal, and political environments are considered 

and accounted for. 

4 – The suggestions make sense but are not supported with strong arguments, insufficient details provided; the 

strategy does not take into account market specifics.   

1 – The suggestions make no sense, the explanations are not provided or are not convincing, cultural, legal, and 

economic factors specific to the market are completely ignored.  

 

Section 7: Staffing (1-4 pages) 
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7 – Clearly explains staffing strategy and provides a convincing argumentation for why this strategy is optimal 

given the earlier proposed market and entry mode. Provides sufficient detail with respect to recruitment, 

selections and compensation and considers local labor laws, culture and tradition. 

4 – The suggestions make sense but are not supported with strong arguments, insufficient details provided; or 

the strategy does not take into account market specifics.   

1 – The suggestions make no sense, the explanations are not provided or are not convincing, cultural, legal, and 

economic factors specific to the market are completely ignored.  

 

Formatting and Presentation: 

7 - Excellent grammar, easy to read, clean and professional formatting, clear structure, use of graphics, tablets, 

charts, pictures to present important data and explain your recommendations 

4 - OK, but some problems  

1 - Poorly formatted, impossible to follow, poor grammar, inconsistent formatting 

 

Submission Guidelines 

The report draft and the final report documents must be submitted via www.TurnItIn.com. Only one team 

member must submit the documents on behalf of the entire team. The team member who will be submitting the 

draft and final report must follow these steps: 

 

Part 1. Create a TurnItIn account (time required: 60-90 seconds). 

1. On www.turnitin.com and click on the link “Create Account”. 

2. On the next window, under the “Create a New Account” heading, click on the “Student” link. 

3. Enter the Class ID. Note the Draft and Final report submissions have different Class IDs:  

Report Draft Class ID: 11602283 for early track and 11602292 for late track (password xculture) 

Final report: Class ID: 11602285 for early track and 11602296 for late track (password xculture) 

Note: if you already have a TurnItIn account, simply log on using your “old” login information, click on the 

“Enroll in Class” tab on the top, and repeat step 3.  

Part 2: Submitting the paper (time required: 60-120 seconds) 

4. Once the account is created, you can log into your account. Your home page will list your classes.  

5. Select the correct class and click on the "Submit" button.  

6. Choose Single File Upload. Make certain the file name only contains your team number (e.g., “123.pdf”) 

7. Click on "browse" to locate the paper saved to your computer.  

8. Click on the file and click "open".  

9. Click the "upload" button at the bottom.   

10. Click "submit" to confirm your submission. Once the submission is finalized, you will see “Your 

submission was successful” on the top of the page. If you wait a few hours, you will see your “originality 

report” that shows how much and what parts of your report have been plagiarized. 

  

http://www.turnitin.com/
http://www.turnitin.com/
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Consent to Act as a Human Participant 

 

Project Title: International Student Collaboration Project: Dynamics and Performance in International Virtual Teams 

Project Director and Principal Investigator: Dr. Vasyl Taras. 

 

One of the requirements of your International Business course is to complete an international collaboration exercise. You will be 

teamed up with several other students who are enrolled in similar International Business courses at universities around the world. 

Working as a team, you will be required to develop a business plan for an international company.  

 

To help you better understand and interpret your experiences and to give you a chance to compare your own experiences with 

those of other students participating in the exercise, data about your prior international experiences and perceptions about international 

collaboration will be collected before and after the exercise. In addition, you will be asked to provide peer evaluations once the project 

is over, and the quality of the team reports will be evaluated by the instructor. A summary will be presented to you at the end of the 

project, so you can see how your experiences compare to those of other students, how attitudes and perceptions about international 

collaboration have changed, on average, over the course of the project, and how team composition and prior international experiences 

tended to affect group dynamics and performance.  

 

Once the project is over, all personal information will be deleted from the dataset, and the data will be completely unidentified, 

making it impossible to match responses with the names of the people who provided them.  

 

Most of the data will be collected online. Absolute confidentiality of data provided through the Internet cannot be guaranteed 

due to the limited protections of Internet access. Please be sure to close your browser when finished, so no one will be able to see what 

you have been doing.  

 

The risks associated with your participation in the study are minimal.  

 

Please note the data collected during the project may be used for the purposes of research, the results of which may be published 

in scholarly journals. Any publication will contain only a general summary of the results. No personal information will be reported or 

shared.  

 

Because your performance in the exercise is counted towards your course grade, the research project is treated as one of the 

required course exercises/tests. You have the right to refuse to participate or to withdraw at any time. Your grade in the course will be 

adjusted accordingly, just as it would if you chose not to write a test or complete a homework assignment. If you choose to withdraw, 

you may request that any of your data which has been collected be destroyed unless it is in an unidentifiable state. 

 

While participation in the project is required as part of your course, it is your right to disallow the use of the de-identified data 

you provide for research-related purposes. If you do not object that the data you provide during the project can be used for research-

related purposes, and the results of the study can be disseminated through scholarly publications, keep this consent form for your 

records. If you object to the use of the data you will provide during the course project, please indicate so at the bottom of this form. 

Return the form to your instructor, and your data will not be used for any research-related purposes. The results of the study based on 

the data you provided will not appear in any resulting publications. Your decision to allow or to deny the use of the data you provide 

during the project for research related purposes will have no effect on your grade.  

 

If you have any concerns about your rights, how you are being treated or if you have questions, want more information or have 

suggestions, please contact Eric Allen in the Office of Research Compliance at UNCG at (336) 256-1482. Questions, concerns or 

complaints about this project or benefits or risks associated with being in this study can be answered by Dr. Vasyl Taras who may be 

contacted at (336) 256-8611 or v_taras@uncg.edu. 

 

If significant new information relating to the study becomes available which may relate to your willingness to continue to 

participate, this information will be provided to you. 

 

For a copy of the approval letter from the Office of Research Compliance of the Institutional Research Board, please visit 

www.vtaras.com/11-0260_IRB_Approval.pdf  

 

 

I do not grant the right to use the de-identified data I will provide during 

the project for research-related purposes or disseminate the data through a 

publication in scholarly journals or in any other form. I understand that my 

decision to not allow the use of the data for scholarly research will have no 

effect on my course grade.  

Name:    _____________________ 

 

Signature: _____________________ 

 

http://www.vtaras.com/11-0260_IRB_Approval.pdf

