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Case Objectives and Use

The case traces the setting up of French hypermarkets in Poland between the years 1995 and 2003. Although it reveals many aspects of the business model the retailers attempt to transfer from France, the major focus is on their all-important managerial practices, without which the business model is dysfunctional. The purpose of the case is to bring together concepts of strategy, internationalization and organizational behavior in a real-life case that ask students to reflect on the importance of the home country culture on business models and the effectiveness of knowledge transfers internationally, the importance of routines in strategy implementation and the methods to adopt in foreign countries to ensure success, when important elements of the home country-generated business model are missing. The case is aimed at graduate level students in corporate strategy where issues of defining Business Models are dealt with, students in international strategy and management where issues of multi-domestic versus globalization strategies are raised, related to HRM choices. The challenging management issues make it particularly suitable for EMBA courses.
Case Synopsis
The case traces the setting up of French hypermarkets in Poland in the 1990s. Students are introduced to considerable information about the Business Models of French food retailers and the mindsets of their managers. They are also introduced to the Polish context in the 1990s after the fall of Communism and the attitudes developed by the Polish labor force over the 50 years of living and working in the Communist system. They come to realize that major differences in work-related attitudes exist and that the attitudes developed in France are central to the success of transferring the Business Model to another country. Case A ends with a blockage situation in which the French managers are not succeeding in transferring their practices, routines and methods to their Polish recruits and, because of this, the whole functioning of the retailers’ Business Model is called into question. At this point, students are asked what the French managers should do in order to carry out their mission of setting up operations in Poland. How do they deal with the very different mindset of their new employees? Should they give up their attempt to transfer the model ‘as-is’? What changes should they make in their methods to gain effective control over the performance of their Polish recruits?
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