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Case Objectives and Use
Students will identify and evaluate conflicts among diverse stakeholders and recommend strategies for the growth of small businesses from developing countries in an increasingly global environment. The case mirrors the current business climate by examining the complexity of international business decisions and the ethical and social implications of such decisions. This case encourages students to apply their skills and knowledge to a situation with marketing, legal, and ethical conflicts. It contains incomplete and contradictory information to simulate the circumstances under which decision- makers must act. Students will gain appreciation of the relevance of interdisciplinary decision-making skills, and learn to apply these skills to a real- world situation. Moreover, students will strengthen their analytical and critical thinking skills by developing and defending a course of action.  A teaching plan that identifies suggestions for fostering these skills has been included in the instructor’s manual. The case was written for business undergraduate courses in law, ethics, marketing, international business, small business, international policy, or social entrepreneurship. 
Case Synopsis

Manos de Valdivia, a Chilean business with a social mission to provide economic and skill-building opportunities to low-income women, believed that it needed to enter the export market to increase its revenue and to operate sustainably. Though it provided a valuable opportunity to its workers, it had operated at break-even for many years. It wished to expand its business, begin generating profits, and operate sustainably. Its parent corporation wished for Manos de Valdivia to find another parent corporation. Though the women managers of Manos de Valdivia were interested in owning the business themselves, they were reluctant to take the financial risk without a parent corporation. The company faced several business and cultural challenges typical of small Latin American businesses. Its products were unique, hand-knitted, high-end apparel pieces created by local labor. Manos de Valdivia struggled to gain a foothold in a market large enough to sustain it, and it operated on a tight budget. It faced ownership questions central to its continued existence, and its managers were uncertain as to how to enter the international market. This case examines the various stakeholders’ interests, motivation, and decision-making challenges regarding marketing and legal issues inherent to the development of small, socially-conscious businesses. 
The authors developed the case for class discussion rather than to illustrate either effective or ineffective handling of the situation. The case, instructor’s manual, and synopsis were anonymously peer reviewed and accepted by the North American Case Research Association (NACRA) for its annual meeting, October 19-21, 2006, San Diego, CA. All rights are reserved to the authors and NACRA.  © 2006 by Lisa Johnson and Nila Wiese.  Contact person: Lisa Johnson, University of Puget Sound, School of Business and Leadership, 1500 N. Warner #1032, Tacoma, WA 98416, 253-879-2870, ljohnson@ups.edu.
