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5 THINGS TO AVOID

01 Beware the prestige tax.

02 A good time isn't equal to good business.
03 All partners are not created equal.

04 Don't rush it.

05 Use caution when bestowing power.

5 WAYS TO LEAPFROG THE COMPETITION

06 Use the industry shift to your advantage.
07 Get adult supervision.

08 Distinguish yourself with real Biz Dev.
09 Centralize where you can.

10 Differentiation breeds profits.
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INTRODUCTION.

After 15 years working within Latin American subsidiaries of US technology
companies such as Intel, Oracle and SAS Institute, | decided to sit down and
create this eBook to summarize some of the pitfalls and opportunities of
selling technology in the region. With a few exceptions, hi-tech leaders
have managed to develop a profitable business in Latin America.

Some companies such as HP, Oracle, Autodesk, Kingston, Intel, Microsoft,
Symantec and Cisco have been immensely successful with their regional
subsidiaries setting sales growth and profitability records throughout their
organizations. Others, such as Dell, IBM, Sybase and others have had some
hiccups along the way. Still others such as 3Com have been able to redefine
what their regional operations should look like in order to rediscover
success in the region.

While these established players have developed successful operations in
the region, there is room for smaller innovative technology companies who
wish to develop a profitable business in the region. Nevertheless, there are
some Dos and Don’ts to heed along the way.
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BEWARE THE "PRESTIGE TAX."

Some companies are in a rush to establish a physical presence in Latin
American countries. They correctly understand the importance placed
within these markets on face-to-face contact and a local office certainly
helps. However, before rushing into establishing such an office, there are
some unique factors to take into consideration and one of these is what |
call the “Prestige Tax.”

In the US, joining a hi-tech firm certainly can come with some prestige, but
this is nothing compared to that felt by employees in emerging markets,
particularly, Latin America. Though there is a good side to this (e.g.,
employee pride, etc.) there is down side that needs to be considered.

If you will be expecting your newly hired employees to work as a closely-
knit team as well as working as equals with business partners, care will need
to be taken to ensure that employee pride does not degrade into a holier
than though attitude that may create employees successfully developing
their powerbroker status at the expense of the company’s objectives. Such
powerbrokers will levy a hidden personal “prestige tax” on the rest of the
organization.
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