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Case Objectives and Use

The case examines how a class of MBA students, divided into seven teams evaluated market opportunities for expansion into Eastern Europe by Nu Skin Enterprises.  Nu-Skin Enterprises is a multinational, public company that develops and distributes premium personal care products, health and nutritional products and most recently technology products for digital photography.  Nu Skin’s products are sold and distributed utilizing a network marketing structure. Dan Thorstesen, Vice President of Eastern Europe, has a decision to make concerning which countries are realistic for market entry. The countries in question are: Slovakia, Lithuania, Belarus, Ukraine, Romania, Croatia and Slovenia. Dan has agreed to work with the MBA students as they examine market feasibility opportunities.  This case was written for business school MBA courses in international business, finance or economics.

Case Synopsis

Nu Skin utilizes independent distributors, who are not company employees to distribute and sell their products. The distributors purchase products from Nu Skin for resale to consumers and for personal consumption. The most successful distributors create multiple levels of “downline” distributors.  The financial incentives for an independent distributor who builds a significant channel of “downline” distributors can be substantial.  This business model allows for unlimited financial rewards for distributors.  It is this notion that makes Nu Skin distributorships an attractive opportunity for entrepreneurs worldwide.

The student teams evaluated assigned countries for market feasibility which included a risk analysis, pro-forma cash flow projection, currency conversion and a weighted cost of capital toward a net present value analysis. The teams were provided a template to use in making the appropriate financial projections necessary to evaluate each country. Dan will utilize the recommendations from the student teams as part of his decision making process.

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 Gaylen Bunker, Aric Krause, Michael Mamo, and Nancy Panos Schmitt.  Contact person:  Gaylen Bunker, Gore School of Business, Westminster College, 1840 South 1300 East, Salt Lake City, UT  84105, 801-832-2616, gbunker@westminster.edu.
