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Agenda

• Course practicalities

• Individual assignments

• Case assignment and presentations

• International mergers and acquisitions 

• Break

• Professor Maria Andrea De Villa, EAFIT: Corporate Political Activity 

and Internationalization



Assessment and grading

Course assessment will be based on the following components: 

• Class participation: Attendance (10%), Active participation (10%), Feedback 
(2%), Forum posts (8%)

• Individual assignments: Final course report (25%), video assignment (15%)

• Case study in groups: 30%

Final grade (0 to 5) is based on the points below:
0-49 points     = 0
50-59 points   = 1
60-69 points   = 2
70-79 points   = 3
80-89 points   = 4
90-100 points = 5

NB: All assignments must be returned to pass the course.



Individual assignments



Final report: 
Internationalization case analysis
• Check the Team Finland webpage www.marketopportunities.fi

• Browse through the various Sales leads and Business opportunities and pick one of them

• Select a company (Finnish or foreign) that you think could take benefit of this opportunity
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http://www.marketopportunities.fi/


Final report: 
Internationalization case analysis

In your report

• describe the business opportunity

• explain its potential

• make a proposal on how the company should respond to this opportunity

• propose a suitable internationalization mode, explain what other options there would be 
and argue why the company should choose this mode

• sketch an action plan using your selected entry mode

• explain also what else the company should take into account to grasp the opportunity

Note! If you have an own business or business idea, you can use that instead of the Team 
Finland opportunity. Clear this with Perttu first.
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Video on a key learning

Select one interesting learning point from the 
course

• from the readings, cases, guest speakers 
or any other course component

In the video

• explain the selected item, what it is about 
and why it is interesting and useful

• use different ways to argue for your point

• consider this as a sales pitch for your 
learning point

• your audience: masters students who have 
not taken this course
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Making the video

• choose freely your format (talking head, 
interview, other visuals…)

• focus on the content and the clarity of your 
message 

• technical quality or special effects are not 
important

• video is individual work, but other people 
can assist you in shooting it

• your video should be 3-5 minutes long

• video link must be uploaded to the 
assignment submission box  - do not send 
us video files!



Case assignment



Case assignment

• All teams are progressing well

• Keep in mind the deadline and remember to focus! 

• Your questions and Ville’s answers are available in MyCourses



LeanLab Strategy Process Overview
PHASE 1

Current State Analysis

PHASE 2

Scenarios / Strategic Options

PHASE 3: 

Vision and Strategy Development

goal Understand where we are vs 

current and potential new market 

segments

Develop strategic options -

navigation routes

Planning the roadmap on how to get 

there - 3 yr business plan to execute

what 1.Competitive and trend analysis 

on selected market segments vs 

current

2.Internal analysis

3.Selected Saas GTM interviews

4.Customer Personas

5.Customers Interviews

1.Strategic Navigation Alternatives 

assessed by

a. Current positioning

b. Customer needs

c. Competitive landscape

d. Realistic resourcing and 

economic outlook  

1.Brand positioning / vision

2.Sales and marketing

3.Product Roadmap outline

4.Customer Success

5.Skills development

6.Financing, P&L

who

time October November December

LEANLAB BUSINESS TEAM

AALTO (ISC) AALTO (CAPSTONE)

LEANLAB BOARD



Case assignment deliverables

Submit in MyCourses on 10 Oct (by midnight): 

1) Report to case company in the form of PowerPoint slide deck, containing 

the analysis and potential solutions. The number of slides is not limited. 

2) Pitch presentation deck, where you may use a subset of your slide deck.

3) Excel filled in with the data you have been able to find

Presentation on 11 Oct from 9.00-12.00: 

• Live presentation with all the team members present

• 5-7 minutes presentation and 8-10 minutes for questions and answers 

• You can choose the presenters. Strong recommendation to have max 1-2 presenters.

• Each team comments on / asks questions from another team. Select your commentator

beforehand.

Note the earlier

starting time!



Presentation schedule on 11 October
Time Presentation Comments

09.00-09.05 Opening words

09.05-09.20 Team 1 Team 2

09.20-09.35 Team 2 Team 3

09.35-09.50 Team 3 Team 1

09.50-10.05 Team 4 Team 5

10.05-10.20 Team 5 Team 4

10.20-10.35 BREAK

10.35-10.50 Team 6 Team 7

10.50-11.05 Team 7 Team 6

11.05-11.20 Team 8 Team 9

11.20-11.35 Team 9 Team 10

11.35-11.50 Team 10 Team 8

11.50-12.00 Closing comments



Evaluation

• Maximum number of points for the assignment is 30. Both the report and the 

pitch will be taken into account in the evaluation. 

• Your added value matters! We also consider in grading:

• Executive summary: What is this case study about? 

• Use of concepts, frameworks; rigor in analysis and quality of insight: How well do 
you use models/concepts as “glasses” to make sense of and explain the case? 
How well do you present your analysis and answer the question(s)? 

• Suggested action: feasibility, conditions, risks, etc. 

• Quality of the presentation: structure, logic, flow, clarity.

• The number of students in the team



International mergers and 

acquisitions 



What is M&A?

Mergers vs. acquisitions?

Seller, buyer (acquirer) and 
target

• Single buyers and targets vs. 
MNCs acquiring MNCs

Motives

• Synergistic

• Hubris

• Managerial 

Role of regulation

When is it a cross-border
acquisition? 

• Reason for the acquisition 
(market seeking) or 

• Consequence (resource 
seeking)?

Why do acquisitions fail? 

• Pre-acquisition: lack of DD and 
contextual understanding

• Post-acquisition: integration, 
external effects

People implications



Group exercise:

Analyse cross-

border M&A
• Latest M&A cases from

Talouselämä 33/2022 (23 

Sep)

• Analyse in groups one

case each

• Why did they sell?

• Why did they buy?

• What are their
international 
strategies?

T1: Sweden

T2: Germany

T3: Russia

T4 & T5: 

Finland

T6: Denmark

T7: Norway

T8: Sweden

T9: Germany


