2001. 3. 22

()

www.bridged4venture.com



° b VS -

+ Go to Global .

y ( ) .

. . -360°
) . ¢ )
- ( ) _

.  Top 10

* Vs « N-CEO

www.bridged4venture.com



Network |

Global

Internet Technology —> NejD — Nejp
Economy

- High-risk, High-return

1L

www.bridged4venture.com



www.bridged4venture.com



-

basisisto think you can take on the world by yourself...”

\
* The |east attractive way to try to win on a global

- Jack Welch, CEO, General El ectric/
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Go to Global g
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Cooperation
Collaboration | . dination _
Copartnership
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Arm’s-Length Transaction ‘ Merger
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\ 1970s 1980s
Product Performance Position
Focus Focus

Produce with - Build industry
Latest technology stature

Hlarket beyond | g, | Consolidate
National borders ‘ position

Sell product Gain economies
Stressing - of Scale and
performance scope

—
—

1990s

Capabilities Focus

prospects with

Proactively maximize
Delivered value -

Optimize total cost by
Product/customer
segment —

Gain advantage in
response to Changing
conditions and

opportunities |
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gl nterfirm Links)
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Extended

External : Internal
Corporation Corporation Corporation
(Strategic Alliance)

Simple Complex
Tactical / Operational Strategic

A A A A A A

Establish

A

Vendors Licensing ogMm Mfg.Alliance Mergers s
— Joint Subsidiary
Suppliers Sales Reps elationship Acquisitions Expand
pp P Alliance Venture q Internal
Units
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Risk sharing

: Boeing, Fuji, Kawasaki, Mitsubishi
HDTV : Zenith, AT& T

Economies of scale |

. British Airways, American Airlines

Market segment access |

Relationships
- Wal-Mart retailer

Technology access

: Fujitsu & ICL, IBM & Apple
: Toyota, GM
Chips : AT&T, NEC

Cifra
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Geographic access
( : )
Anheuser-Busch Kirin 3
Handling of funding constraints |
: Boeing, General Dynamics, L ockheed

Skills leverage |

( )
. IBM NTT

'‘personal handyphone system'

Value-added barriers to competition

: The Washington Post Company Newsweek
the Most Group
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Start-up

Start-up
Ll * |IR/PR .
= VI/NC . » |PO
* IPO .
= Start up = strategic Alliance | =
Alliance = Distributor— "

» Sales Agency

Reseller

= Global Network

BM

* BM

» Top VC
* IPO

Globalization

Partnership Model
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25 Companies Fortune 500 25 Companies
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Total Company Return on Equity
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(2) T

16.8% 16.6%

18%

16

14

12

10

U.S. U.S. European/Asian
Industry Alliances Alliances

Average Return on Investment
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Business Strategy
(Alliance Policy)

Alliance Strategy

|

|
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: Negotiation
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Managing Alliance
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Market Research

- l «—— 4p

SWOT >
Pro/Con | ]
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Risk Assessment | —,

' —
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Sourcing

T's&C’s
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gy Sales & Marketing Agency
Distributor
O <::| Sales/Marketing
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' *Vendor sourcing-OEM

IBM Compaq CA hl . IT  Global
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Venture ‘

3) .com

Global |

* IDC/Web Hosting

M&A | . )
P&A _— — =
Jv :
7 Licensing )
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\ Win-Win
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synergy

R&D
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VS

Outsourcing
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Global
Bargaining Power

www.bridged4venture.com



VS — VENTURE

www.bridged4venture.com



www.bridged4venture.com



. (
. (M&A

e Qutsourcing

)

www.bridged4venture.com



Know-how

Infra

Openness

( )
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Know-how

(PCS
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: KTB

, CGS

: HTLC, CSK,
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R&D ’ ’
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AT&T
1
- 1999 11 42 :
1998 44%,  55%
oL AOL- AOL
- 1,560 AOL
AOL
-~ AOL-
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Micr osoft NBC MSNBC TV ,
GE
MS
NTT
(Barnes & Nobles)
1 : , LG 11
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e Partnership
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Top 10 =
(Tips To Building a Solid Business Partnership or Alliance)

1. After choosing one another as potential partners, establish mutual ideas, goals, and philosophies operating in the
team you are developing. ( . .
)
2. Choose a partner whose strengths complement the limits of the other partner, and vise versa.
( , )
3. Establish the project or corefocus of the partnership that isbeing created.
( ] ')
4, Determinethe kind of Partnership that will be created. ( .)
5. Develop a sound financial compensation plan for profits received that both partners agree to in a signed
document or contract. (
)
6. Determine what roles each partner will play during the cour se of the project, defined and clearly documented for
futurereference.( ( ) 2)
7. Create and support the intent to continually place a working plan into action, review the results of the action
taken, and making expedient and necessary shiftsthat will support the health of the partnership over the lifespan
of the alliance.(
)
8. If possible get the support of your immediate support system established before entering into partnership.(
)
9. Have planned, regularly schedule meetings on a weekly basis.( 1
)
10. Set a minimum time period that both partnerswill agreeto a" no exit" clause. (
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N-CEQO =

N-CEO |
Network + New

N-CEO
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