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Практические занятия по дисциплине «Международный бизнес» строятся 

на базе участия обучающихся в проекте X-culture, предполагающего создание 

бизнес-планов интернационализации действующих предприятий в командах. 

Активная часть проекта реализуется с 5 по 12 неделю семестра. 

Практическое задание 1 

Знакомство с исходными документами проекта X-culture, размещенными 

в закрытой части сайта www.x-culture.org. Обсуждение особенностей проекта в 

форме дискуссии. 

Знакомство в заданиями проекта X-culture, предварительный выбор 

компании, для которой обучающиеся хотели бы готовить бизнес-план. 

Обсуждение сделанного выбора в формате дискуссии. 

Практическое задание 2 

Представление выбранных предприятий в формате презентации на 5 

минут с последующим обсуждением.  

Прохождение предварительного тестирования проекта X-culture, включая 

краткий рассказ о себе и тестирование на уровень владения английским языком. 

Обсуждение пройденного тестирования. 

Практическое задание 3 

Обсуждение задания недели 1 проекта на основе теоретических знаний, 

полученных на лекциях, презентация кратких сообщений по реализации 1 

недели проекта.  

Обсуждение результатов 1 недели проекта. Обсуждение задания недели 2 

проекта на основе теоретических знаний, полученных на лекциях, презентация 

кратких сообщений по реализации 2 недели проекта.  

Выработка направлений работы на 3-4 неделях проекта. 

Практическое задание 4 

Обсуждение результатов 3 недели проекта на основе теоретических 

знаний, полученных на лекциях. Обсуждение задания недели 3 проекта, 

презентация кратких сообщений по реализации 3 недели проекта.  
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Обсуждение результатов 4 недели проекта на основе теоретических 

знаний, полученных на лекциях. Обсуждение задания недели 4 проекта, 

презентация кратких сообщений по реализации 4 недели проекта.  

Выработка направлений работы на 5-6 неделях проекта. 

Практическое задание 5 

Обсуждение результатов 7 недели проекта на основе теоретических 

знаний, полученных на лекциях. Обсуждение задания недели 7 проекта, 

презентация кратких сообщений по реализации 7 недели проекта.  

Обсуждение результатов 8 недели проекта на основе теоретических 

знаний, полученных на лекциях. Обсуждение задания недели 8 проекта, 

презентация кратких сообщений по реализации 8 недели проекта.  

Практическое задание 6, 7 

Представление разработанных бизнес-планов в формате презентации на 

10 минут с последующим обсуждением. Групповая дискуссия по созданным 

бизнес-планам. 

Практическое задание 8 

Презентация докладов по работе в глобальных виртуальных командах, 

включая организационные и кросс-культурные особенности такой работы. 

Обсуждение в формате дискуссии. 

Практическое задание 9 

Представление научных статей по результатам реализованных проектов, 

включая сильные и слабые стороны предприятия и подготовленного 

предложения по его интернационализации. Обсуждение в формате дискуссии. 
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Updated October 1, 2017.  

 
Company: BETAR, http://www.betar.ru/en/  

Product: Water, gas, electricity meters 

Country: Russia 

 

Webinars: To provide students with an opportunity to learn more about the company and receive feedback on 

their suggestions, we organize live webinars with company representatives.  

 

• Webinar 1: Recording  

• Webinar 2:  Third week of November, exact time TBA 

 

Questions: If you have further questions, please direct them to admin@X-Culture.org. Your questions will be 

directed to the company representatives. 

 

 
 

COMPANY DESCRIPTION 

 

BETAR (MCC BETAR Ltd.) was founded on the basis of Chistopol Vostok Watch Makers Inc. in 1996. With a 

particular focus on national policy in housing and communal services the company has a prospective line of 

activity – manufacturing of metering equipment for energy and natural resources. 

  

In April 1997, the first products the SHV-15 and the SGV-15 water meters were released, having immediately 

gained wide consumers’ acceptance. 

  

Today BETAR manufactures more than 30 types of different products, including different versions of water 

meters, both residential and industrial, with nominal sizes from 15 to 50 mm. The company has developed 

unique water meters with antimagnetic protection, with remote reading as well as devices of the higher 

metrological Class C. 

http://www.betar.ru/en/
http://x-culture.org/betar-metering-devices/
mailto:admin@X-Culture.org
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The SGBM-1,6 gas meters feature high accuracy (the error is 1 %), compact size (4 times smaller than the 

previous model) and up-to-date design. 

  

BETAR manufactures testing equipment for water and gas meters, water pressure regulators, magnetic water 

transducers and other products. 

  

The main products of the company are water and gas meters that over 20 times have been acknowledged as 

laureates and prize winners of prestigious Russian and foreign exhibitions and competitions as also winners of 

the All-Russia Program - Competitions “The Best 100 Goods of Russia” and «The Russian Mark». 

  

Reliability and quality of metering devices were confirmed by certificates of Federal Agency on Technical 

Regulating and Metrology. Water meters have been listed in the State Register of Instruments in Russian 

Federation, Mongolia, Republic of Kazakhstan, Belarus, Tajikistan and Turkmenistan. Gas meters have been 

listed in the State Register of Russian Federation and Republic of Kazakhstan. 

To ensure the consumers’ convenience we have opened our offices in 56 regions of Russia as well as joint 

service centers in Belarus, Kazakhstan and Mongolia. 

  

In 2004 the company received the honorary state award – became the Winner of competition in candidacy for 

the Prize of the Government of the Russian Federation in the field of quality. 

  

Quality Management System of MCC BETAR Ltd. was certified by Bureau Veritas Certification and complies 

with the requirements ISO 9001:2008 (quality management system), ISO 14001:2004 (environmental 

management system), OHSAS 18001:2007 (occupational health and safety management system). Conformity of 

Quality Management System to the requirements GOST R ISO 9001-2008 (ISO 9001:2008) was certified by 

the Close Joint Stock Company “Republican Certification Center “Test-Tatarstan” (TATCERT). 

  

In 2010 the company became the Winner of competition in candidacy for the Prize of the Government of 

Tatarstan in the field of quality. 

  

Today BETAR is a leader in the Russian market of metering equipment for energy and natural resources in 

terms of sale, volume and quality of products. Available manufacturability, competence of personnel, creative 

approach and continuous search of innovative solutions offer positive outlook for future development of the 

company. 

  

BETAR faces the future with confidence and invites all interested parties to mutually beneficial cooperation. 

 

 
Metering equipment industry 

Water, gas, electricity and heat meters can be found in every country, both in households, apartment buildings and industrial 

buildings. Though the product is well-known and can be found in any country, there are some specific features of the 

industry which makes it quite a complicated market. 

 

First, the industry is significantly influenced by the absence or existence of governmental programs which aiming to increase 

energy efficiency. Second, the metric system difference can become a hurdle for metering equipment exports: i.e. meters 

designed for metric measurement system can not be used in the countries with non-metric system of measures (English 

metric system); and even in case metric systems are the same, for instance, the width of pipes can lead to making it 

impossible to install certain meters. Third, certification systems for metering equipment differ in different countries, thus 

again producing limitations for meter trade across the borders. Thus, though the market is global, it has significant regional 

or national limitations. 

 

At the same time in some countries it is households who decide what type of meters to purchase and install in the house, 

while in the other countries energy and natural resources suppliers purchase and install metering equipment. 
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Also, in many cases companies specialize on one or two types of meters: they are producing water, gas, electricity or heat 

meters, and not all the types of metering equipment. 

 

Additional resources:    

 

 

THE CHALLENGE 

 

Betar already operates in several countries in Eastern Europe and Asia and is ready to expand to new locations 

around the world. 

 

Accordingly, the company is seeking your help with identifying new promising markets and developing a 

market entry strategy, including:  

 

1. Identify the most promising new markets, analyze the market, and decide on the best market entry mode;  

2. Develop a product promotion and marketing strategy for the proposed new market;  

3. Work out the operations management strategy for the proposed new market. 

 

The instructions and schedule below provide more details on the content of each proposal section and the list of 

tasks for each week. 

  

https://goo.gl/V7XjTT
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TASKS AND DEADLINES 

 

The project is designed in a logical sequential order. Each week, you and your team is asked to develop a 

small portion of the final report. If your team successfully manages each weekly task, the final task of 

putting together a complete and coherent report should be easy.  

 

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

performance of your team members and provide 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. 

 

Important: Participants who receive peer evaluations below 2.0 (out of 5.0) will first receive a warning. If 

their peer evaluations stay below 2.0 two weeks in a row, they will be automatically excluded from the team.  

 

Important: Occasionally emails with invitations to take a survey are filtered into the Junk/Spam email 

folder. Please check your Junk/Spam email folder (search for messages with “X-Culture” in subject line) if 

you don’t receive a survey invitation message around the date specified in the table above.  

 

All deadlines are set for  

 

Pre-project Readiness Test 

Due: Sunday, October 1  

 

Before the project starts, all participants must review project materials and take the Readiness Test. The test 

will include questions about the project and online collaboration tools, as well as questions about your prior 

international experience and background. You must successfully pass the Readiness Test (80%+) to 

participate in X-Culture.  

 

Official Project Start, Teams Formed 

Monday, October 2 

 

As long as you successfully completed 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. 

 

Establish Contact with Your Teammates 

Due: Thursday, October 5 

 

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 by this date. 

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

communication starts via email, but once the initial contact is established, your team can use any means of 

communication.   

 

Mid-week progress survey: A few days before the deadline, you will receive an email with your personal 

weekly survey link. The survey will ask you to report if you have communicated with all of your team 

members. Team members who fail to establish contact with their teams may be removed from the project. 

  

 



5 

 

Select Client Company 

Due: Sunday, October 8 

 

By this date, your team is expected to review all available challenges, select your client organization.  

 

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

etc.). It is strongly recommended that you try a live video call (e.g., Skype). Finding a time that works for all 

team members may be a challenge, but research shows that spending a few minutes on getting to know team 

members greatly improves team dynamics.  

 

 Weekly progress survey: A few days before the deadline, you will receive an email with your personal 

weekly survey link. The survey will ask for your team’s choice of the client organization and include a test 

how well you got to know your team members. It will contain a few questions about your team members, 

such as their background, interests, etc. The acquaintanceship test will not be graded, so do not feel obliged 

to reveal any personal information to your team members or insist that your team members reveal their 

personal information to you. However, try to get to know your teammates as much as you can. Each team 

member must complete the weekly progress survey.  

 

Block 1: Market 

Preliminary Individual Recommendation and Analysis of the New Market 

Due: Sunday, October 15 

 

This week, you will be working individually to (1) analyze your client’s completive position and based on it 

(2) identify the most promising new markets for your client, (3) analyze the market, and (4) decide on the 

best market entry mode. More specifically, 

 

(1) Start with spending some time to understand the industry.  

Who are your client’s main competitors?  

How your client’s product and pricing differ from that of the competitors? 

What are your client’s strengths and weaknesses compared to the competition and what threats and 

opportunities it is facing?  

 

(2)  Based on your analysis of your client’s competitive position, consider the market characteristics that are 

needed to be presented to your client. For example, the country must use a metric system. Anything else? 

What would make the product profitable in the new market?  

Does it have to be located close to the client’s home market?  

Where the demand is likely high and competition is low?  

Where are business and trade regulations favorable? Are the sanctions currently imposed on some sectors of 

Russia’s economy could present a problem for Betar?  

It is a good idea to first identify at least three new markets that meet these criteria, compare and rank them, 

and only then select one most promising new market. 

 

(3) Once one most promising market has been identified, gather relevant information about the market that 

your client must take into account when doing business there. This should include number of potential 

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

client organization, cultural, legal, political, and economic conditions, customer tastes and preferences with 

respect to your client’s product, trade and labor regulations, and other market characteristics that your client 

must understand to ensure to successfully operate there. Please do not describe the markets in general, but 

includes only relevant facts that are critical for the market entry and product promotion strategy.  
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(4) Based on your analysis of the client and the new proposed market, recommend the optimal entry mode. 

Should your client enter the market as a direct exporter, or should it create a joint venture or an alliance with 

a local partner, franchise, create a wholly owned subsidiary, or other entry modes?   

 

Weekly progress survey: Report your preliminary individual analysis and recommendations with respect to 

the most promising markets, market characteristics, and the recommended market entry mode. All team 

members must submit their own initial analysis and suggestions. 

  

Block 1: Market 

Final Team Recommendation and Analysis of the New Market 

Due: Sunday, October 22 

 

This week, your team is expected to integrate the recommendations prepared by the individual team 

members and collectively develop the final joint team recommendation, analysis, and supporting arguments 

for this block. The team can choose to select the best individual work or combine ideas and arguments 

presented by multiple team members. 

 

Weekly progress survey: Report your team’s final analysis of your client’s competitive position and 

recommendations with respect to the most promising markets and market entry mode and key supporting 

arguments and figures. Each team member must complete the weekly progress survey, but all are expected 

to submit the same text. The report section does not have to be fully finished and the team can and should 

continue working on improving it until the final deadline.   

 

Final Report: While the weekly progress survey will ask for only the key recommendations, figures, and 

supporting arguments, the final report must include:  

- A brief bullet-list executive summary that clearly identifies the proposed new market, key 

supporting figures and arguments, and the proposed market entry mode (1/4 page). 

- A table with each individual team members’ new market and market entry mode recommendation 

and the joint final team recommendations (1/2 page). 

- Detailed justification for your recommendations, including professional-looking tables and charts 

(3-6 pages).  

 

Please make sure to cite all of your sources. The more sources, the more credible your analysis.  

 

Evaluation Rubrics 

7 - Clear and concise list of the client’s strengths and weaknesses, threats and opportunities for its product, 

review of the market selection criteria, the recommended country clearly matches the criteria, brief but 

insightful market analysis, strong supporting arguments, professional looking formatting. 

4 – A good review and analysis, but some elements are not strongly supported, some parts are irrelevant or 

redundant, the formatting is inconsistent. 

1 - Impossible to figure out what the recommendation is, very inconsistent formatting. 

 

Block 2: Marketing 

Preliminary Individual Recommendations for Promotion and Marketing 

Due: Sunday, October 29 

 

This week, you will be working individually to develop initial recommendations with respect to the promotion 

and marketing strategy for your client’s product in the proposed new market.  

 



7 

 

A complete marketing strategy plan would include a vast number of elements, such as pricing, advertising 

budget, promotion, public relations, online presence strategy, and much more. We ask you to focus only on the 

following key elements:  

 

(1) Customers: Please research, identify, and provide the names of three potential distributors, retailers, 

governmental agencies, or utilities companies that could be interested in using your client’s product. 

Explain why these could potentially be interested in selling your client’s products. Gather names and 

contact information and other key facts about the proposed distributors or retailers, such as their size, other 

brands or suppliers they are using, and other relevant information.  

 

We encourage you to contact the potential corporate customers and inquire about their interest in a 

distribution contract. This would give you a much better practical understanding of whether such a 

distribution deal is even possible in principle. If your research is correct and the potential distributor or 

retailer confirms its initial interest, that would be the best testament to the viability of your proposal, and 

will uniquely position you to secure a contract for your client.  

 

(2) Promotion channel(s): Research and report who makes the purchasing decisions at the companies that 

could potentially become distributors, retailers, or consumers of your client’s products. What are cost-

effective promotion channels that allow reaching the decision makers at these companies?  

Since your client is interested only in B2B selling, TV or newspapers are too expensive and too broad, but 

professional mailing lists, social media groups, professional associations, expos and trade fairs, or industry 

periodicals could be more focused and cost-effective. Please include sufficient details, such as the exact 

address of the distribution list and how to use it, the name of the social platform and step-by-step guide for 

how to post an ad there and how much it will cost, the name of or the trade show and how a company can 

participate in it, including contacts, prices, timing, and so on. 

 

(3) Marketing brochure: To interest the potential distributors or large customer to distribute or buy your 

client’s product, your client will need to present information about its products. Illustrate your knowledge 

of the target consumers in your chosen new market by developing a mock-up locally-tailored marketing 

brochure, web page, or social media post that your client’s sales personnel could bring to a sales meeting or 

share online. You can also consider developing a script for a short promotional video, but text-and-graphic 

based promotional materials are preferred. It does not need to have the perfect graphic design. It should 

only serve as a concept or sketch for what the brochure or online post should say, how to say it in a way 

that is adjusted to the local culture and will capture the attention of the potential distributors or customers 

in the proposed market.  

  

Weekly progress survey: Report your preliminary individual recommendations with respect to the potential 

distributors or corporate customers, promotion channel(s), and the initial sketch of the marketing 

brochure/online post. All team member must submit their own initial analysis and recommendations.  

 

Block 2: Marketing 

Final Team Recommendations for Promotion and Marketing 

Due: Sunday, November 5 

 

This week, your team is expected to integrate the recommendations prepared by the individual team members 

and collectively develop the final joint team recommendations.  

 

The team can choose to select the best individual work or combine ideas and arguments presented by multiple 

team members. 
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Weekly progress survey: Report your team’s final recommendations with respect to the most promising 

distributors or retailers, recommended product promotional channel(s), and a marketing brochure or online 

post. Each team member must complete the progress survey and submit the same text.  

 

Final Report: While the weekly progress survey will ask for only the key recommendations, the final report 

must include:  

- A brief bullet-list executive summary that clearly identifies the proposed three distributors or 

corporate consumers, cost-effective promotion channel(s), and key elements of the promotion 

brochure or online post (1/4 page). 

- A table with each individual team members’ recommendations and the joint final team 

recommendations (1/2 page). 

- Names and contacts of three potential distributors or corporate customers, their key characteristics 

and current suppliers, and information on whether or not you tried contacting them regarding a 

potential contract with your clients and the results of these conversations (1 page). 

- Suggestions for optimal cost-effect promotion channels with detailed guides for how to use them (1 

page) 

- A mock-up marketing brochure or online post or a script for a promo video (1-2 pages). 

 

Please make sure to cite all of your sources (e.g., information about the potential distributors or corporate 

customers, publications or statistics that guided your marketing brochure design choices, etc.).  

  

Evaluation Rubrics 

7 – Listed three potential distributors or corporate consumers with a review of key facts and contacts, the 

recommended promotion channel(s) is inexpensive and allows to precisely target the decision makers at 

potential distributor/corporate customer organizations, there is a clear step-by-step guide for how to place 

an ad there and how much it will cost, an appealing and convincing marketing brochure with strong 

supporting arguments for each element, professional looking formatting. 

4 – Good suggestions, but not enough detail and weak supporting arguments, some parts are irrelevant or 

redundant, the formatting is inconsistent. 

1 - Impossible to figure out what the recommendation is, very inconsistent formatting. 

 

Block 3: Operations 

Preliminary Individual Recommendations for Operations Management 

Due: Sunday, November 12 

 

This week, you will be working individually on your preliminary recommendations with respect to the 

management of operations in the proposed new market, including:  

 

(1) Legal: Are there legal restrictions or regulations that your client must follow in new proposed market? Is 

there a need for certification? 

(2) Finances: What is the best way to collect payments and move money across border when doing business in 

the proposed market, particularly with respect to transaction fees, currency exchange, and taxes? 

 

(3) HR: Would it be necessary to hire sales representatives, agents, managers, or other personnel? If so, what 

is the best way to recruit them, what compensation level and system will ensure the optimal balance of 

motivation, retention, and cost? Other personnel management tips? 

 

Weekly progress survey: Report the results of your preliminary individual research and recommendations with 

respect to the certification and regulation in the new market, optimal shipping mode (if applies), optimal 
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payment options and personnel recruitment and management (if applies). All team member must submit their 

individual analysis and recommendations.  

 

Block 3: Operations 

Final Team Recommendations for Operations Management 

Due: Sunday, November 19 

 

This week, your team is expected to integrate the recommendations prepared by the individual team members 

and collectively develop the joint final team recommendations.  

 

The team can choose to select the best individual work or combine ideas and arguments presented by multiple 

team members. 

 

Weekly progress survey: Report your team’s final research results with respect to the certification and 

regulation in the new market, optimal shipping mode (if applies), optimal payment options and personnel 

recruitment and management (if applies). All team member must submit their individual analysis and 

recommendations.  

 

Final Report: While the weekly progress survey will ask for only the key recommendations, the final report 

must include:  

- A brief bullet-list executive summary that clearly identifies if the product needs to be certified in 

the new market, if there are special regulations your client must follow, optimal product shipping 

mode (if applies), optimal payment mode (if applies), and if it is recommended that the client hires 

local personnel and, if so, the best recruitment channel and key personnel management 

recommendations (1/3 page). 

- A table with each individual team members’ recommendations and the joint final team 

recommendations (up to 1 page). 

- Information on whether or not the product must be certified in the local market and, if so, how such 

certification can be obtained (if so, 1 page; if not, one short paragraph)  

- Information on whether or not there are special laws or regulations your client must follow (if so, 1 

page with key concepts; if not, one short paragraph)  

- Recommended product shipping mode and supporting arguments and comparative cost, shipping 

times, etc. (1 page max if applies, use a table if comparing multiple shipping options) 

- Recommended payment options (1 page max if applies, use a table if comparing multiple payment 

options) 

- Recommendation on whether local personnel needs to be hired and, if so, optimal recruitment 

channel, compensation, and management recommendations (up to 2 pages).  

 

Please make sure to cite all of your sources for the listed shipping prices, certification facts, etc.  

 

Evaluation Rubrics 

7 – Clearly identified answer for each question (e.g., need or not need certification; special regulations exist 

or not, optimal shipping and payment method, need or not need to hire more personnel) and a detailed 

step-by-step guide for how to complete each task (e.g., how to obtain the certification, how to hire 

personnel), including links to the resources, prices, etc.; all with strong supporting arguments and 

references, professional looking formatting. 

4 – Good suggestions, but not enough detail and weak supporting arguments, some parts are irrelevant or 

redundant, the formatting is inconsistent. 

1 - Impossible to figure out what the recommendation is, very inconsistent formatting. 
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9. Report Draft  

Due: Sunday, November 26 

 

By this date, your team is expected to have a complete draft of your report. It does not have to be a finished 

report, but it should be as complete as possible, including Title Page and an Executive and Chapter Summaries, 

and correct formatting throughout the document. 

 

Deliverables: One team member should submit the draft via TurnItIn.com on behalf of the entire team (see 

step-by-step submission guidelines below). After your document is submitted, TurnItIn will generate a 

plagiarism report that will show you if any parts of the report have been plagiarized (takes several hours to 

produce). Usually, up to 20% similarity is acceptable, provided that copy-and-pasted materials are properly 

referenced. 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.  

 

This draft will not be graded and the plagiarism statistics will not be shared with your instructors. This is only 

for your information. You should continue editing the report until the final deadline and you can still make any 

changes or additions.  

 

However, it is strongly encouraged that you submit as complete a document as possible, 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, every team member will be asked to submit your usual weekly progress survey. A few days before the 

deadline, you will receive an email with the usual questions about your team. 

 

10. Final Report  

Due: Friday, December 1 

 

By this date, your final report must be submitted via TurnItIn.com (see step-by-step 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.  

Only one team member must submit the final document via TurnItIn.com on behalf of the team.  

11. Post-Project Survey 

Due once report submitted, but no later than Sunday, December 3 

 

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.  

 

The survey will ask about 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. 

  
 

 

(Optional) A real-life test of the proposed expansion strategy: Get a contract for your client 

 

To make the project more realistic, gain further business experience, and to put to a real-life test the claimed 

demand for the product in the new proposed market, teams are encouraged to try get a real B2B contract for the 

BrandPort services. You can try to do it individually or as a team.  
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If you succeed at securing a B2B contract for BrandPort, you will receive a prize commensurable with the 

amount of 15% of the contract value, offered as a gift or post-market commission (after the deal is closed and 

the customer pays for the product).  

 

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

1. Find potential customer (shopping center, restaurant, hotel).  

2. Share information about BrandPort with the potential client.  

3. If the client shows interest, connect the potential client with the BrandPort. Be prepared to assist in the 

negotiations between BrandPort and the prospective buyer with respect to the terms of the contract, 

price, and support options. 

 

This part is optional and your decision to try it or your success or failure if you try will have no effect on your 

evaluation in this project. However, we encourage you to try to secure a contract and facilitate its execution as 

this will not only offer you a unique, very real and very practical international business experience, but will also 

lead to tangible rewards and a much stronger resume in the case of your success.  

 

  



12 

 

Report Structure and Formatting Guidelines 

Report Structure:  

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

of all the team members and a short summary (5-15 words) of the role and work completed by each team 

member. If 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” by their names.   

• Include a Report Executive Summary of the report (300-400 words, bullet-list format preferred) that 

provides a short review of your key findings and recommendations. Remember, the busy company owners 

and executives will not have the time to read hundreds of the reports, so they must be able to get a quick 

summary of the content of your report from the Executive Summary. Most managers will review the 

summaries and continue reading the report only if they find the summary interesting.  

• At the beginning of each report, section include a bullet list of the key recommendations and figures 

presented in the section (2-4 bullets, each 4-10 words long). Again, when presented with hundreds of the 

reports, busy executives must be able to get key figures and recommendations from these summaries.  

 

Formatting: 

• The report must be 20-35 pages (5,000-8,000 words) including the title page, executive summaries, and 

references. Generally shorter is better, so be as concise and focused as possible.  

• 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 the use of figures, graphs, pictures, as well as tables is 

encouraged. It is recommended these are included in the main body of the report.   

 

Executive Summary Evaluation Rubrics: 

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 

 

Formatting and Presentation Evaluation Rubrics: 

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

tablets, charts, and pictures to present important data and explain your recommendations. 

4 - OK, but some problems  

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

  

http://www.library.cornell.edu/resrch/citmanage/apa
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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:  

Class ID: 16319300 (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.  

Make certain to select “Draft” assignment for the report draft and “Final Report” for the final 

report.  

 

6. Choose Single File Upload.  

Make certain the file name only contains your team number. 

Wrong: “Final report 123.pdf”, “Team Report.pdf”, “Team 123.pdf”, “John Smith.pdf” 

Right: “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/

