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9- THE JO VENTURE FO 
BAR&R&N AFRICAN COUNTRY: A CASE STUDY OF GOVERNMENT 

POLICY AND HOST PARTNER CAPABILITX 

3 Introductiog 

In an investigation of the major determinants of joint 

venture (J.V.) formation in the agribusiness sector in sub- 

Saharan African Countries (SSACs) reported in a previous paper 

(see Selassie and Hill 1993), government policies and their 

implementation, and the availability of capable host partners 

were identified as most crucial. In concluding the paper, 

noting the relative paucity of empirical studies with regard 

to SSACs, it was recommended that a thorough examination of 

the host country J.V. formation environment, more specifically 

in terms of government policies and the conditions of the 

prospective host partners should be undertaken to help promote 

J.V.s in SSACs. This paper reports on the J.V. formation 

environment in a particular SSAC. 

The methodological approach adopted was the case study 

technique applied to Zimbabwe. During field work in the period 

August to October, 1991, a number of companies, and other 

national and international organisations that are in one way 

or other involved in J.V. formation and their promotion were 

identified and interviewed. In total, 32 Zimbabwe based 

organisations were contacted to gather data: of these 

organisations 6 were J.V.s, 5 private and public companies, 5 

parastatals, and 16 others (government departments, 

associations, international organisations, trade missions, 

etc.). The names of the organisations and the positions of the 

executives contacted are given as annex 1. Face-to-face 
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interviews based on a case study protocol were conducted with 

executives of 16 of these organisations. The 
organisations were visited with the purpose of 

information of a general nature such as printed material 

views on the general business environment. 

This paper is organised into 5 sections. Following 
introduction, Section 2 outlines the theoretical propositions 

generated for the case study. Section 3 discusses the 
methodological approach highlighting the characteristics of 
the case study protocol, procedures of data collection and 
analysis, and strategies for enhancing the validity and 
reliability. Section 4 gives a summary of the major findings 

of the study, prior to an examination of implications which is 

given in section 5. 

2 Theoretical Pronositiong 

Until the early 1980's, foreign capital was widely 
regarded as violation of sovereignty in many developing 
countries (DCs) in general and newly independent countries in 

particular. In many DCs including SSACs, colonial 
administration appeared to have left an intense mistrust - a 

feeling that domestic resources would inevitably be exploited 

by foreign capital (Oman 1989, Meleka 1985, Akinsanya 1989). 

More recently, however, the policies and attitudes of 
governments of DCs are said to have changed (UNCTC 1988, 

Samuelson 1989). The UNCTC report indicated that the last 
decade had seen a shift in government policies of DCs in order 

to attract foreign direct investment. Generally, restrictive 

regulations of the 1960's and 1970's have given way to 
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reducing obstacles and restrictions, and to granting 

guarantees and incentives. Many governments of DCs have 

adopted a policy of encouraging private foreign investment 

mainly in the form of J.V.s to overcome their investment, 

economic, and technological problems, and ultimately to 

achieve their economic development goals. 

The reasons why governments of DCs may prefer 

other forms of 

Russel (1975), 

Ghauri (1990), 

highlight that 

strategy which 

thus satisfies 

foreign participation were studied by Wright & 

J.V.s to 

Stoever (1989), Beamish (1985), Cavusgil and 

Raveed and Renforth (1983). These authors 

the basic reason is that J.V.s are seen as a 

prevents domination by foreign interests and 

the strong desire for self-reliance, and 

control of the economy by DC governments. . 
The literature on J.V.s further indicates that 

identifying and selecting an appropriate partner particularly 

for the foreign partner is not only the most important 

undertaking, but also a difficult and time consuming affair. 

(Raveed & Renforth, Wright & Russel, Beamish 1988). Beamish 

stresses that inspite of its determining importance to success 

or failure, partner selection has not been given the time and 

attention that it deserves.The previous Selassie and Hill 

study into the determinants of J.V. formation in SSACs 

identified the 'lack of capable host partners' as a crucial 

problem the prospective foreign partner faced. 

The following theoretical propositions were generated in 

order to analysis and match the data, and arrive at 

conclusions. The propositions are stated as follows: 
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2.1 Government . nolicy : As a developing country, Zimbabwe lacks 

many critical resources for its development programmes, and 

depends on external sources to acquire these resources. As a 

balancing mechanism in meeting the objectives of acquiring 

these resources and control over its economy Zimbabwe finds 

joint venturing an attractive option. It is proposed that, 

therefore, these objectives are expressed as policies, and 

that strategies to promote J.V.s in terms of incentives and 

other supports are made available to J.V.s and/or to the 

partners. J.V.s established have benefited from such 

incentives and supports, and companies are expecting theses 

benefits. 

2.2 Rest nartnerg: As has already been emphasised one of the 

major determinants of J.V. formation in DCs is the 

availability of firms that are considered by foreign firms as 

capable partners. Prospective host partners have different 

existing or potential strengths and weaknesses in resource 

allocation depending on the nature of their organisation and 

size. It is expected that local firms with ample resources are 

scarce and there is a need to promote the less capable ones 

with various support measures. 

3 Methodolouv 
Researchers experienced in studying African affairs 

(eg. Killick 1992, Bennel 1990, Loutfi 1989) have expressed 
their dismay with regard to the problems of inadequate data, 
and when some data is available its reliability. In such 
circumstances, where the nature of enquiry is basically 
exploratory, and where the researcher seeks to collect and 
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examine as many data as possible regarding the subject of 
study, the case study approach is considered appropriate. (Yin 
1989, Babbie 1973, Bennett 1986). 

3.1. selectina the case studs desian 
Yin identifies four types of designs in the case study 

strategy: single-case (holistic) designs, single-case 
(embedded) designs, multiple-case (holistic) designs, and 
multiple-case (embedded) designs. (Fig. 1). 

Fig.1 Basic TvDes of Desians for Case Studiee 

Sin le-case 
ck esigns 

Multiple-case 
designs 

r 
I I I 

Holistic 
(single unit 
of analysis) 

I 

I 

TYPE 1 / TYPE 3 1 

I I I , 
Embedded I I 
(multiple 
unitsof J-ypE 2 1 TYPE 4 1 
analysis) 

i 1 

Source: Yin (1989). p.46 

The primary distinction in a design is between single 
case and multiple case designs, To address the research 
questions of a study a single-case or multiple-cases may be 
used. The next decision to be made is whether the study 
involves more than one unit of analysis. If the study examines 
a single unit of analysis, i.e., only the global nature of the 
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subject examined, then the design is 'holistic'. But if the 
investigation involves more than one unit of analysis the 

design is 'embedded'. 

For this study, the data were to be gathered in one 
country and the ensuing generalisation was to be made from 
these data: therefore a single case design was appropriate. 
Data to be gathered were in the form of opinions and attitudes 
of executives of various organisations, as well as published 
and unpublished information on some variables explaining the 
business environment. The several variables or issues lend to . 
multiple units of analysis. The main units of analysis are: 
government policy, host partners, barriers to J.V. formation, 
and opportunities for J.V. formation. Therefore, the design 
belongs to the 'type 2', i.e., 'single-case (embedded) design' 
type. 

The strength and weakness of the case study strategy has 
been a subject of debate among authors in social research 
methodologies. For instance, Yin highlights the strength of 
the case study strategy: through direct observation, 
systematic interviews and by using variety of evidence, it 
allows an investigation to retain the holistic and meaningful 
characteristics of real-life events. Stressing this point, Yin 
writes *'empirical research advances only when it is 
accompanied by logical thinking, and not when it is treated as 
a mechanistic endeavour". (p.12). 

On the other hand, the case study strategy is often 
criticized for lack of validity and reliability. (eg. see 
Bennett). But others like Yin, Miles and Huberman (1984), and 
Smith (1990) point out that the criticisms are either 
prejudices or misconceptions of the method. They argue that 
generalisation depends on cogency of theoretical reasoning, 
and therefore, logical inferences and not statistical 
inferences should apply. In other words, generalisation is 
made to theory, not to population, and it is analytical, and 
not statistical. 
The tactics recommended by Yin to enhance validity and 
reliability in a case study include: 
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-using multiple sources of evidence: 
-establishing a chain of evidence: 
-doing a well developed data analysis (eg. pattern 

matching, explanation building, time series analysis): 
-using replication logic: 
-using a case study protocol: and, 
-creating a case study data base. 

Miles and Huberman point out that qualitative researchers 

often emphasised the 'what' (the findings, the descriptions) 

and less on the 'how' (how one got the 'what'). They write 

(~-235)~ therefore, if one has 

II ..self-consciously set out to collect and double- 
check findings, using multiple sources and modes of 
evidence, the verification process will largely be 
built into the data-gathering process, and little 
more need be done than to report one's procedures". 

In the research for this paper an attempt has been made 
to administer the tactics recommended by both authors. In 
particular, considerable time and effort has been exerted to 
prepare a protocol prior to the field study in Zimbabwe. A 
protocol is a plan to guide a case study. According to Yin, 
the protocol is more than a data collection instrument: 
besides the case study questions, it includes overview of the 
case study project, field procedures, and a guide for the case 
study report. In the following section, a description of how 
the case study was conducted, i.e, the procedure, and how this 
enhances the validity of the findings are discussed. 

3.2 Case study DrOCedUrO and validity 

Procedure 

Using the case study questions as a guide, the major 

portion of data was gathered through face to face interviews. 

The interviews were conducted in a form of open discussion, 
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rather than seeking specific answers to specific questions, 

one by one. The discussion started with the researcher 

explaining the purpose of the visit, and asking the 

interviewee to share his/her views on the subject from 

personal organisational experiences. Other available 

information from published and unpublished sources were also 

referred to, in the mean time checking and comparing for 

clarity. When some interview items were vague or 

contradictory, clarification was sought by telephone or a 

second short interview. In most cases, there was no problem in 

following this procedure. From the data thus gathered summary 

matrices were prepared. 

To make comparisons possible: 

- like organisations were grouped together. These are a) 

operating J.V.s, b) medium/small agribusiness firms 

forming J.V.s, c) large agribusiness firms seeking J.V.s, 

d) investment promotion organisations, and e) foreign 

trade missions. 

- responses which were in phrases were transformed into 

standard codes. The codes were developed during the 

primary analysis in the field. The respondents were 

pressed to clarify each issue so that there would be no 

problem in coding the responses. From the data presented 

in the matrices, comparisons were made, similarities and 

differences noted; and the pattern explained based on the 

propositions prepared before the field study. 



Validity 

To enhance validity of findings, the following was 

undertaken: 

- theoretical propositions were prepared. 

- to ensure representativeness, the firms and organisations 

were selected to include various types, differentiated by 

business experience in joint venturing, and size (large 

and medium/small). 

- data were gathered from different sources: 

-published and unpublished sources; 

-from organisations of differing viewpoints on the same 

issues: government institutions, executives of business 

firms, parent organisations of J.V.8, J.V. managers 

(where possible different executives of the same 

organisation), trade missions of major investor 

countries. 

- Some of the organisations selected were in different stages 

of the J.V. process. Besides using multiple sources of 

evidence, Yin also recommends establishing a chain of 

evidence to enhance validity. The fact that some firms 

selected were in different stages of the J.V. process, 

made it possible to build a chain of evidence: eg. 

operating J.V.s could indicate 'what has been' the 

condition for starting J.V.s, firms in the process of 

forming J.V.s could indicate 'what is' the current 

condition, and those firms intending joint venturing could 

indicate 'what ought' be the condition for joint 

venturing. 
-a pattern matching approach of data analysis was applied. 
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4 b-ant of Maior Pindinuq 

Following independence in 1980, the government of 

Zimbabwe had as one of its objectives the reduction of the 

foreign domination of the economy. Thus, "..the maximisation 

of local ownership of industry in order to reduce the 

disbenefits associated with preponderant foreign control of 

economic activity in the country.." was reported to be as one 

of the objectives of the Ministry of Industry and Technology 

(Maya and Tongoona 1989 p. i). Another related objective 

outlined was to effect a transition in the ownership structure 

towards a socialist structure: implying a desire for heavy 

state involvement in investment. 'State capitalism' was to be 

welcomed as a necessary transitory stage to a socialist 

ownership structure. 

The localisation policy. applied during the late 1980's 

substantially influenced the ownership ratios of businesses. 

Though details are not available, there is evidence indicating 

that there has been a shift of ownership from foreign to 

local, particularly augmenting the government's share. Table 1 

shows major share transfers that took place during 1987 and 

1988. It emerges from the table that in all the 9 companies 

the transfer of shares are such that they have changed from 

being 'foreign companies' to being 'local companies'. Further, 

in 4 of the companies (Mardon Printers, Astra Corporation 

Ltd., Delta Corporation Ltd, and Hunyani Holdings), the 

government or its nominees obtained controlling shares in the 

localisation process. 
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table 1 transfer of shares in some Zimbabwean 
comoanies (19871881 

comoanv we 
former current 

shareholders(%) shuehol&rs ($1 

1 Mardon Printers Mardons 
Zim. Newspapers 
Lever Bros.(UK) 

2 Astra Corp. Ltd Bommenede(SA) 

52 
35 
13 

100 

3 Kenning Motors Kennings (UK) 100 

4 Delta Corp Ltd. SA Breweries 60 
local invstors 40 

5 Schweppes(CA) 

6 Hunyani 
Holdings 

Schweppes(UK) 72 Schweppes(UK) 
local investors 28 local investors 

Guthrie (UK) 18 
Barlow R.(SA) 66 
Old Mutual 5 

7 Mutare Board& 
Papers 

BPB Industries(UK 

8 Flexible 
Packers 

Kohler(SA) 100 

9 Hubert Davies Mindeco(SA) 100 

Zimbabwe News 100 

Bommenede 14 
Zim. Government 80 
Workers' Trust 6 

Kennings(UK) 
Workers' Trust 
local investors 

SA Breweries 
local investors 
Zim. Government 

15 
30 
55 

29 
34 
37 

49 
51 

Mass Media Trust 37 
IDC 25 
Old Mutual 10 
Mandizvidza 13 

BPB Industries 40 
Baringa Ltd. 60 

Rusike WA 
5 businessmen WA 

Employees Trust 100 
===91==r=IP==IJII~~==~======~========o -==pllPllfP=PIPlr=t=* 

Source: Confederation of Zimbabwe Industries (CZI) 

Since early 1991, the government has launched the 
'Economic Structural Adjustment Programme' (ESAP) to be 
implemented in a 5-years period (1991-1995). Some elements of 

the programme relate to J.V. promotion and formation, and 
include: 

-setting up of the Zimbabwe Investment Centre (ZIC): a 
'one-stop' investment approval body; 



12 

.- 

,- 

-simplification and liberalisation of exchange controls on 

dividends C profit remittance: 

-introduction and expansion of OGIL (Open General Import 
License: 

-price de-control; 

-reduction of company basic tax rate: 

-rationalisation of public enterprises (some to be sold in 

whole or in part, some to be reformed in to J.V.s with 

foreign and/or domestic private investors). 

ESAP has been a controversial programme, subject to a 

heated internal debate during 1990/91. Proponents regarded it 

as the only strategy that would solve the economic problems of 

the country, and pointed out the support the programme enjoys 

from the developed countries and international financial 

institutions. The critics, particularly from the academic 

circles and some sector of the political establishment (eg. 

see Moyo 1991, Mashakada 1991) argued that the Programme would 

aggravate the unemployment problem, and worsen the social 

injustice (price de-control on essential products), that the 

economy would become export oriented neglecting the broad 

social development objectives, and that the Programme was 

foreign imposed (the World Bank), etc. Its impact in 

attracting foreign investment, particularly for J.V.s in 

agribusiness is not yet evident. 

The apparent change in government policy has not drawn favour 

with the foreign interests. International organisations, trade 

missions, banks and some foreign companies are of the opinion 

that the government though appearing to support liberalisation 

and privatisation, has in fact increased its involvement in 



13 

controlling businesses, and that the policies introduced are 

often not clear, stable, nor properly implemented. 

Though the Zimbabwean government provides guarantees of 

no nationalisation and expropriations, these appear to be 

insufficient for many foreign parties. Separate Zimbabwean 

bilateral agreements are required with the governments of 

countries which have the highest number of prospective 

investors (eg. U.K., U.S.A. and Germany) before such countries 

will fully commit themselves to encouraging investment by 

their companies. 

No particular incentives or advantages provided for J.V.s 

are in evidence. All informants, established J.V.s, J.V.s 

under the process of formation, and even government 

organisations could not suggest any particular incentive or 

support provided. Whatever incentives or support exist are 

common to all investors, and not determined by the nature of 

the recipient organisation. The proposition cited previously, 

that the government has devised special policies and 

strategies to promote J.V.s in the agribusiness sector, and 

that J.V.s or their partners enjoy special status, therefore, 

cannot be supported. 

4.2 Differinu Can&$lities of Potential Host Partners ioX 
Joint Vent- 

Almost all companies and involved organisations contacted 

indicated strong interest and enthusiasm for J.V.s. As regards 

local companies, however, their potential as capable host 

partners varies substantially. The big corporations in 

agribusiness in Zimbabwe are of the opinion that they are 



14 

financially strong and have got ample technical base to 

undertake agricultural production and processing by their own. 

However, almost all the interviewed executives indicated the 

need for J.V. partnerships with foreign companies in some 

particular circumstances. The need for J.V. partnership are 

felt in such situations as the following: 

-acquiring up-to-date technology: 

-undertaking new business activities which are out of the 

mainstream of the firm's activities; 

-to overcome difficulties in obtaining foreign exchange 

permits to finance plants and machineries: 

-to enter markets of the developed economies. 

The large local companies, with their large resources, 

experiences, marketing networks, and production bases, have 

wider opportunities to present themselves as capable partners 

to interested foreign investors. Such firms, however, are few 

in number. The same cannot be said about the medium/small 

companies. They generally lack the resources to attract and 

convince the prospective foreign investor to go into 

partnerships. 

From this study of various companies, a pattern has emerged 

which groups host partners into three categories: 

-i) readily capable partners, 

-ii) potentially capable partners, and 

-iii) incapable partners. 

i) Readily Capable Partners: can be described as those 

companies with substantial capabilities which can commit 
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financial, technical and managerial resources. They are long 

established and have developed markets, channels of 

distributions, and a network of business relations. Thus, 

their J.V. relationship can take the form of the typical 

international J.V. model as shown in Fig.2 This group may not 

require any assistance in setting up J.V.8. 

. Fig. 2 Dternatunal J.V. Relat ionshiD Model 

foreign readily capable 

joint venture 

_-_--me--- agreement links 
resource links 

ii) Potentially Capable Partners: may be described as those 

companies which are medium or small in size, often with 

enthusiastic management, but short of resources to grow or to 

diversify. The situation of this group calls for a 'fourth 

link' in J.V. formation, that plays the role of strengthening 

the position of the host partner on the one hand, and on the 

other, enhancing the confidence of the prospective foreign 
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,- partner. Thus, a J.V. formation model can be suggested that 

would be appropriate where there is a lack of readily capable 

host partners, but there are potentially capable host partners 

(Fig3.j. 

Fig.3, ProDosed J-V. Formtlon Model 

foreign potentially capable . 
partner(s) host partner(s) 

joint venture 

ew-em----- agreement links 
resource links 

The model describes a general framework which can be 

adopted to specific needs of prospective partners, countries 

and donor organisations. Conceptually, the 4th link can be a 

non-profit seeking organisation sponsored by the governments 

of the developed economies, donor international organisations 

and/or private organisations. The basic assumption made in 

building the model is that such organisations are committed to 
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playing a role in the development of SSACS by providing 

various aid programmes. This is nothing new, but there has 

been doubts as to the effectiveness of past aid programmes, 

the major portion of which were administered through 

government institutions of the DC concerned. Recently there 

has not only been the need for more aid but also a rethinking 

of how aid is implemented and used. Among the options gaining 

more support is the development of entrepreneurship and 

privatisation by supporting the medium/small firms since they 

are widely spread in different regions of SSACs. 

The salient characteristics of the 4th link can be 

described as follows: 

-it participates in the J.V. by investing resources the 

host partner is unable to provide, particularly 

foreign currency: 

-it provides guarantee for the acquisition of machinery 

and equipment, if the J.V. required importation of 

such machinery: 

-it guarantees the profit repatriation of the foreign 

partner through its injection of foreign currency: 

-it works along with local chambers of commerce, and 

other trade associations which represent 

entrepreneurs and businesses, and which generally are 

more committed and less bureaucratic: 

-its role may be temporary, until the J.V. gets 

maturity. Its share can be bought by the existing 

partners or by new local partners. 
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iii) Incapable Partners: refers to those companies which are 

in many respects similar to the second group but relatively 

recent in their establishment, thus lacking in experience and 

specialisation, and without a significant share of the home 

market. The immediate needs appear to be establishing 

themselves in the domestic markets, and various government 

assistances such as finding appropriate accommodation for 

their projects (including factory units), concessionary loans, 

training, market and management development are called for. 

The evidence, therefore, supports the proposition cited 

previously, i.e., local firms differ in their capability as 

host partners, firms with considerable resources and which can 

be considered readily capable partners are few in number, and 

there is a strong need to promote and develop supporting 

measures for medium/small local firms. 

5 Some Implications of Bindingm 

To play a more effective role in the economy J.V.s have 

to be promoted through implementing clear and supportive 

policies. Given the general preference for wholly owned 

subsidiaries by foreign firms, they have to be wooed into 

J.V.s. Discriminative tax incentives and profit repatriation 

could stimulate them more towards joint venturing. The 

informational and promotional activities of DCs such as 

Zimbabwe should be marketing oriented, putting forward the 

advantage the foreign investor could attain in a J.V., and how 

government and other concerned bodies will handle the various 

problems and obstacles that the foreign firm may face. 
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The general reluctance of foreign firms to take state 

owned firms as partners on the one hand, and the paucity of 

capable private firms on the other, calls for a strong 

programme of support and promotion of the medium/small private 

firms. Such support can come from the national government, 

international organisations, and donor agencies. By developing 

more capable host firms, DCs can give foreign firms more 

choice and confidence in forming J.V.s. 

Due to the shortage of foreign exchange that restricts 

repatriation of profit and capital, and the smallness of 

national markets many foreign firms from Europe and North 

America are reluctant to enter into J.V.s in SSACs. (Selassie, 

1993). Governments and local firms in SSACs may be tempted, 

therefore, to look for partners from the newly industrialising 

countries, particularly from those in Asia. Within Africa, the 

changing situation in the Republic of South Africa, which has 

resources comparable to developed countries, may well 

favourably influence the development of J.V.s in the southern 

half of the continent. 

Finally, it should be noted that the government of 

Zimbabwe's drive to indigenisation may have emanated from the 

dominant position of foreign firms in the economy and the 

country’s short experience since independence. Two 

characteristics of Zimbabwean agriculture make it distinct 

from other typical SSACs. Firstly, the agricultural sector in 

Zimbabwe is relatively advanced, and secondly a major portion 

of farming is owned and run by white Zimbabweans. Therefore, 

the need for foreign resources to develop the sector may not 

be as strong as in other countries. However, the evidence 
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during the research period showed that the case for J.V.s and 

foreign investment were strong for the following major 

reasons: a)machinery and plants in many agribusiness firms 

were obsolete and needed renovation, and b) Zimbabwe has 

launched an aggressive export programme which included 

agribusiness products to developed country markets which may 

require up-to-date technology, skills and financial resources. 
"- 

It is recommended that the theoretical propositions posited 

for this case study be further examined through their 

application in other SSACs. 

.- 
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annex 1 Organisations Visited for Data Collection 

Position of Executives/ * Oraanuation offlcjals Contacted 

Joint Ventures meratinal 

1. Chipiwa Settlement 
Cooperation (CSC) Anglo-American 

Executives 

2. Olivine Industries 

. 

3. Rusitu Valley Development 
Company (RVDC) 

Regional Manager, 
Directors of 
Finance, Market- 

ing, Purchasing, 
and Training 

CDC & ADA executives 

t . . Comngbies fomma Joint Ventures 

4. African Produce Marketing 
Ltd. (APM) Managing Director 

5. Cold Comfort Farm Trust (CCFT) Managing Director 
6. Oceanic Fruits Managing Director 

. Private & Public ComDanles 

1. Anglo-American Deputy Man. Director 
2. Cairns Foods Ltd. Technical Director 
3. EDESA (Zimbabwe) Ltd. Directors 
4. Hunyani Agri-Forestry Ltd. Managing Director 
5. MBB Pvt. Ltd Managing Director 
6. Syfrets Merchant Bank Assist. Gen. Manager 

Parastatala 
1. Agricultural Development 

Authority (ADA) 
2. Grain Marketing Board 
3. Industrial Development 

Corporation (IDC) 
4. Zimbabwe Development 

Bank (ZDB) 
5. Zimbabwe Development 

Corporation (ZDC) 

Deputy Gen. Manager 
Deputy Gen Manager 

General Manager 

Deputy Gen. Manager 

Senior Experts 
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annox 1 cont'd 

* Oraanmtion 

Trade Missions 

1. British High Commission 
2. Embassy of Germany 
3. Japan International 

Cooperation Agency 
4. USAID 

ternatiom 0ragE)isatiom 

1. African Project Devt. 
Facility 

2. PTA Clearing House 

3. The World Bank 

Others 

1. Commercial Farmers Union 
2. Commonwealth Development 

Corporation (CDC) 
3. Confederation of Zimbabwe 

Industries (CZI) 
4. Indigenous Business 

Development Centre (IBDC) 
5. Industrial Consultancy 

Services (Indian) 
6. Zimbabwe Institute of 

Development Studies (ZIDS) 

7. Zimbabwe Investment 
Centre (ZIC) 

8. Zimbabwe National 
Chamber of Commerce (ZNCC) 

9. University of Zimbabwe 

Position of Executives/ 
Officials Contacted 

Commercial Section 
Counsellor 

Counsellor 
Private Sector Adviser 

Regional Manager 

Manager 

Senior Economist 

President 

Senior Expert 

Chief Economist 

Director 

Director 

Senior Research 
Fellows 

Senior Experts 

Senior Officer 
Head, Dept. of 
Agri. Economics,& 
Lecturer. 



23 

References 

ADA (1991). ADA: Annual Report and Accounts, 1989/90. 

Akinsanya, A A (1989). Economic Nationalism in Africa: 
Illusion and Reality. TransAf rica Forllm. vol.6 no.2. 
pp.49-60. 

Babbie, E R (1973). Survev Research Methods. Belmont: 
Wadsworth Publishing Co. Inc. 

Beamish, P W (1985). The Characteristics of Joint Ventures in 
Developed and DCs, Columbia Journal of World Business. 
vol.20 no.3. pp.13-19. 

Beamish, P W (1988). Multinational Joint Ventures in 
Developing Countries. Dorset: Routledge. 

Bennel, P (1990). British Industrial Investment in sub-Saharan 
Africa: Corporate Responses to Economic Crisis in 1980's. . Dpvelonment polrcv Review. ~01.8 nO.2. pp.l55-177. 

Bennett, R (1986). Meaning and Method in Management Research. 
Graduate Management Research, Special Issue. Vol.3 No.3. 
pp.4-56. 

Budaet Statement 1991, Presented to the Parliament of 
Zimbabwe. July 25, 1991. 

Cairns Holdings Ltd. Annual Report 1990. 

Cavusgil, S T & Ghauri, P N (1990). Doina Business in 
Develooino Countries: Entrv and Negotiation Strateaies- 
London: Routledge. 

Hunyani Holdings Ltd. Annual Report 1990. 

Killick, T (1992). Explaining Africa's Post-Independence 
Development Experiences. ODI Working Paper 64. ODI: 
London. 

Loutfi, M (1989). Development Issues and State Policies in 
sub-Saharan Africa. International Labour Review. Vol.128 
no.2. pp. 137-153. 

Mashakada, T (1991). 'What Unique Attributes Do We Have to 
Perform Wonders with ESAP'. the Financial Gazette, August 
22. 

Maya I S & Tongoona, H (1989). QwnershiD Structure of the 
Manufacturina Sect0 vol.11. Consultancy Report 
Zimbabwe Institute ofr Development Studies (ZIDS). 

N0.9. 

Meleka, A H (1985). The Changing Role of Multinational 
Corporations. Manaaement International Review. vol.25 
no.1. pp.36-45. 



24 

Miles, M B & Huberman, A M (1984). Qualitative Data Analvsis. 
Beverly Hills: SAGE Publication Inc. 

Moyo, J (1991). 'Economic Reform Programme is a Foreign 
Product'. the Financial Gazette, September 5. 

Olivine Today (3rd f 1st Quarters, 1991; 4th, 3rd, 2nd, & 1st 
Quarters, 1990). Olivine Industries Ltd. Harare. 

Oman, C (1989). New Forms of InveStment in DevelQoina Countrv 
Industries. Paris: OECD. 

Raveed, S R t Renforth, W (1983). Sate Enterprise- 
Multinational Corporation Joint Ventures: How Well Do They 
Meet Both Partners' Needs?, 
Review. vol. 1 Part 1. pp.47-57. 

Samuelson, R J (1989). Capitalism and Freedom, Newsweek, June 
12. p.6. 

Selassie. . . H G (1993). Determinants of loint venture formation 
in the aaribusiness sector n sub-Sahara African . countries PhD thesis. 
of Technoiogy. 

Silsoe Colfege, Cranfieldn Institute 

Selassie, H G c Hill R W (1993). Factors Determining Joint 
Venture Formation in the Agribusiness Sector Between U.K. 
Based Firms and Firms in SSACs. Journal of InternationaL . & . vol.5 no.1. pp.73-93. 

Smith, N C (1990). The Case Study: A Vital Yet Misunderstood 
Research Method for Management. Graduate Manaaement 
Research. vol.4 no.4. pp.4-26. 

Stoever, W A (1989). Why State Corporations in Developing 
Countries Have Failed to Attract Foreign Investment. 
International Marketing Review . vol.6 no.3. pp.62-78. 

. . . UNCTC (1988). Sal -orations in World Development, 
Trends and Prosnects. New York: United Nations. 

UNIDO (1991). Zimbabwe: Investment Guide, PTA. (draft 
monograph). 

Wright, R W and Russell, c s (1975). Joint Ventures in 
Developing Countries: Realities and Responses, Columbia 
Journal of World Business . Summer. pp.74-80. 

Yin, . . R K (1989). Case Studv Research. Desian and Methods 
Applied social research methods series. vol 5. Newbury 
Park: SAGE Publications Inc. 

Zimbabwe Television (1991). Land Use at Mkwasine. presented on 
the ,,Outreach,, TV Programme. 

Zimbabwe. A Fra e ork for Economic Reform, 1991-1995', Jan. 
1991: Governiert Printer, Harare. 



CRANFIELD SCHOOL OF MANAGEMENT 
WORKING PAPER SERIES 

List No 5, 1991 

SWP 1191 Colin Barrow 
“How Green are Small Companies? A Survey 
by Cranfield School of Management” 

SWP 2/91 Graham Clark 
“Strategies for Product and Customer Support 
- A Research Report” 

SWP 3/91 David Parker 
“Tackling Tax Evasion in the UK’ 

SWP 4/91 John McGee and Susan Segal-Horn 
“Strategic Space and Industry Dynamics: The 
Implications for International Marketing 
Strategy” 

SWP 5/91 Chris Brewster 
“Culture: The International Dimension” 

SWP 6/91 Chris Brewster and Helen Peck 
“Management Changes in China and Eastern 
Europe: Dubious Parallels” 

SWP 7/91 Keith Ward, Sri Srikanthan, Richard Neal 
“Marketing Investment Analysis: The Critical 
Success Factors for Financially Evaluation and 
Effectively Controlling Marketing Investment 
Decisions. ” 

SWP 8/91 Andy Bytheway and Bernard Dyer 
“Electronic Data Interchange: Persuading 
Senior Management” 

SWF 9/91 Alan Warr 
“Strategic Opportunities and Information 
Systems Management” 

SWP lo/91 Alan War-r 
“Bridging the Gap - Implementing Information 
Systems Strategies” 

SWP 11/91 Alan Warr 
“Mapping the Applications Portfolio onto the 
Projects Portfolio” 

SWP 12/91 Siobhan Alderson & Andrew Kakabadse 
“The Top Executive Competencies Survey - A 
Literature Review” 

SWP 13/91 Mike Sweeney 
“Determining a Technology Strategy for 
Competitive Advantage” 

SWP 14191 Len Holden and Helen Peck 
“Bulgaria, Perestroika, Glasnost and 

SWP 15191 Robert Brown & Andy Burnett 
‘Do we need Enterprising Graduates?’ 

SWP 16/91 Ian Oram & Clare Tagg 
“Using an IS Strategic Model to give a 
Strategy for Teaching IS” 

SWP 17/91 Len Holden 
“Employee Communications in Europe” 

SWP 18/91 Susan Segal-Horn 
“The Globalisation of Service Industries” 

SWP 19/91 David Ballantyne 
“Coming to Grips with Service Intangibles, 
using Quality Management Techniques” 

SWP 20191 Colin Armistead 
“Resource Productivity in the Services Sector” 

SWP 21/91 David Parker & John Burton 
“Rolling back the State? : UK Tax and 
Government Spending Changes in the 1980s” 

SWP 22191 Simon Knox & David Walker 
“Involvement, Cognitive Structures and Brand 
Loyalty: The Empirical Foundations for a 
unifying Theory” 

SWP 23/91 David Ballantyne 
“Internal Marketing, Collaboration and 
Motivation in Service Quality Management” 

SWP 24/9 1 Chris Brewster 
“Starting again: Industrial Relations in 
Czechoslovakia” 

SWP 25191 Cliff Bowman & Gerry Johnson 
“Surfacing Managerial Patterns of Competitive 
Strategy: Interventions in Strategy Debates” 

SWP 26191 Malcolm Harper 
“Cooperatives and Other Group Enterprises: 
What are the Critical Factors for Success? A 
Survey of Informed Opinion. l 

SWP 2719 1 Mike Sweeney 
“The Strategic Management of Manufacturing: 
From Waste to Haste” 

SWP 28191 Mike Sweeney 
“How to Achieve Competitive Edge by 
Simultaneous Process Engineering” 

SWP 29191 Mike Sweeney 
“Towards a Unified Theory of Strategic 
Manufacturing Management” 



SWP 30191 David Ballantyne, Martin Christopher & 
Adrian Payne 
“The Pathology of Company-Wide Quality 
Initiatives: Seven Prescriptions for Failure” 

SWP 3 l/9 1 Martin Christopher, Adrian Payne & 
David Ballantyne 
“Relationship Marketing: Bringing Quality, 
Customer Service and Marketing Together” 

SWP 32191 Mike Fleming & Joe Nellis 
“The Development of Standardised Indices for 
Measuring House Price Inflation Incorporating 
Physical and Locational Characteristics” 

SWP 33191 Cliff Bowman 
“Charting Competitive Strategy” 

SWP 34191 Roland Calori, Gerry Johnson & Philippe 
Samin 
“French and British Top Managers’ 
Understanding of the Structure and the 
Dynamics of their Industries: A Cognitive 
Analysis and Comparison” 

SWP 35191 Michael Sweeney 
“Manufacturing-Led Competitiveness: Use 
Maths not Myths” 

SWP 36191 Robert Brown, Andrew Norton & Bill 
O’Rourke 
“Case Study - Beverley plc” 

SWP 37191 Malcolm Harper & John Hailey 
“Management Development for Enterprise 
Promotion: Non-Governmental Organisations 
and the Development of Income Generating 
Enterprise’ 

SWP 38191 Shaun Tyson & Noeleen Doherty 
“The Redundant Executive: Personality and 
the Job Change Experience” 

SWP 39191 Yochanan Altman 
“On Managing Volunteers - Absence of 
Monetary Compensation and its Implication on 
Managing Voluntary Organisations: The Issues 
of Motivation, Control and Organisational 
Structure.” 

SWP 40/91 David Parker 
“Privatisation Ten Years On: A Critical 
Analysis of its Rationale and Results. ” 

SWP 41/91 Ian Oram 
“Implications of an IS Strategic Model for IS 
Development” 

SWP 42191 Shaun Tyson 
” 1992: An Investigation of Strategies for 
Management Development” 

SWP 43/91 Malcolm McDonald 
“The Changing Face of Marketing” 

SWP 44/9 1 Malcolm McDonald 
‘Teaching by Degrees” 

SWP 45/91 Malcolm McDonald & John L.eppard 
“Marketing Planning and Corporate Culture” 

SWP 46191 Colin Barrow & Andy Burnett 
“The Single Market and Small Growing 
Companies in the UK: A Survey by Cranfield 
School of Management” 

SWP 47/91 Colin Barrow 
“Key Staff Recruitment in Small Firms in the 
UK: A Survey by Cranfield School of 
Management” 

SWP 48191 Yochanan AItman 
“Organisational Consultancy and Clinical 
Psychology - The Meeting of Two Worlds” 

SWP 49/91 John Hailey & Jon Westborg 
“A New Role for Development Agencies: 
Non-Government Organisations and Enterprise 
Development” 

SWP SO/91 Paul Bums & Christine Choisne 
“The Attitudes of Small and Medium-Sized 
Companies in Britain and France to the 
Business Environment in the First Half of 

- 1991” 

SWP 51191 Paul Burns 
“The European Market” 

SWP 52/9 1 Shailendra Vyakamam 
“The Mismatch between Academic and 
Practitioner Constructs of Ethics : Implications 
for Business Schools” 

SWP 53191 Cliff Bowman 
“Managerial Perceptions of Porter’s Generic 
Strategies” 

SWP 54/91 Adrian Payne and Flemming Poufelt 
‘Increasing the Effectiveness of Mergers and 
Acquisitions within the Management 
Consulting Industry” 

SWP 5519 1 John Hailey 
“The Small Business Sector in Developing 
Economies” 



SWP 56/91 Colin Armistead & Graham Clark 
“Capacity Management in Services and the 
Influence on Quality and Productivity 
Performance” 

SWP 57191 Colin New 
“World Class Manufacturing versus Strategic 
Trade Offs” 

SWP 58191 Colin Armistead & John Mapes 
“Supply Networks and the Changing Role of 
Operations Managers” 

SWP 59191 Brett Collins & Adrian Payne 
“Internal Services Marketing” 

SWP 60191 Andrew Myers, Mairi Bryce 8c Andrew 
Kakabadse 
“Business Success and 1992: The Need for 
Effective Top Teams” 

SWP 6 I/91 Malcolm McDonald 
“Strategic Marketing Planning: A State of the 
Art Review” 

SWP 62/9 I Malcolm McDonald 
“Excellent Selling can Seriously Damage a 
Company’s Health” 

SWP 63191 Graham Clark & Colin Armistead 
“After Sales Support Strategy: A Research 
Agenda” 

SWP 64191 Graham Clark & Colin Annistead 
“Barriers to Service Quality: The Capacity, 
Quality, Productivity Balance” 

SWP 65191 Ariane Hegewisch 
“European Comparisons in Rewards Policies: 
The Findings of the First Price 
WaterhouselCranfield Survey” 

SWP 66191 Andy Bailey & Gerry Johnson 
“Perspectives of the Process of Strategic 
Decision-Making” 

SWP 67191 Collin Randlesome 
“East German Managers - From Karl Marx to 
Adam Smith?” 

SWP 68191 Paul Bums & Christine Choisne 
“High Performance SMEs: A Two Country 
Study” 

SWP 69191 David Parker 
“Ownership, Managerial Changes and 
Performance” 

SWP 70/91 Graham Elkin (Visiting Fellow) 
“Socialisation and Executive MBA 
Programmes” 

SWP 71/91 Shai Vyakamam 
‘The New Europe from the Third World” 

SWP 72191 John Hailey 
“Small Business Development in the 
Developing World: An Overview of 
Contemporary Issues in Enterprise 
Development” 

SWP 73191 Paul Burns 
“Training Within Small Firms” 

SWP 74191 Paul Bums & Christine Choisne 
“High Performance SMEs in Britain and 
France: Strategies and Structures” 

SWP 75191 Robert Brown et al 
“UK Tax Implications for the Small Business” 

SCHOOL WORKING PAPERS 
LIST NO 6,1992 

SWP 1192 Mike Sweeney 
“How to perform simultaneous process 
engineering” 

SWP 2192 Paul Burns 
‘The Management of General Practice” 

SWP 3192 Paul Burns 
“Management in General Practice: A Selection 
of Articles” 

SWP 4192 Simon Knox & David Walker 
“Consumer involvement with grocery brands” 

SWP 5192 Deborah Helman and Adrian Payne 
“Internal marketing: myth versus reality?” 

SWP 6192 Leslie de Chematony and Simon Knox 
“Brand price recall and the implications for 
pricing research” 

SWP 7192 Shai Vyakamam 
“Social Responsibility in the UK Top 100 
Companies” 

SWP 8192 Susan Baker, Dr Simon Knox and Dr Leslie 
de Chematony 
“Product Attributes and Personal Values: A 
Review of Means-End Theory and Consumer 
Behaviour” 



I- 
SWP 9192 Mark Jenkins 

“Making Sense of Markets: A Proposed 
Research Agenda” 

SWP 10192 Michael T Sweeney and Ian Oram 
“Information Technology for Management 
Education: The Benefits and Barriers” 

SWP 11192 Keith E Thompson (Silsoe College) 
“International Competitiveness and British 
Industry post-1992. With Special Reference to 
the Food Industry” 

SWP 12192 Keith Thompson (Silsoe College) 
“The Response of British Supermarket 
Companies to the Internationalisation of the 
Retail Grocery Industry” 

SWP 13192 Richard Kay 
“The Metaphors of the Voluntary/Non-Profit 
Sector Organising” 

SWP 14192 Robert Brown and Philip Poh 
“Aniko Jewellers Private Limited - Case Study 
and Teaching Notes” 

SWP 15192 Mark Jenkins and Gerry Johnson 
“Representing Managerial Cognition: The 
Case for an Integrated Approach” 

SWP 16192 Paul Bums 
“Training across Europe: A Survey of Small 
and Medium-Sized Companies in Five 
European Countries” 

SWP 17192 Chris Brewster and Henrik Holt Larsen 
“Human Resource Management in Europe - 
Evidence from Ten Countries” 

SWP 18192 Lawrence Cummings 
“Customer Demand for ‘Total Logistics 
Management’ - Myth or Reality?” 

SWP 19192 Ariane Hegewisch and Irene Bruegel 
“Flexibilisation and Part-time Work in 
Europe” 

SWP 20192 Kevin Daniels and Andrew Guppy 
“Control, Information Seeking Preference, 
Occupational Stressors and Psychological 
Well-being” 

SWP 21192 Kevin Daniels and Andrew Guppy 
“Stress and Well-Being in British University 
Staff” 

SWP 22192 Colin Armistead and Graham Clark 
“The Value Chain in Service Operations 
C*-r.xn..” 

SWP 23192 David Parker 
“Nationalisation, Privatisation, and Agency 
Status within Government: Testing for the 
Importance of Ownership” 

SWP 24192 John Ward 
“Assessing and Managing the Risks of IS/IT 
Investments” 

SWP 25192 Robert Brown 
“Stapleford Park: Case Study and Teaching 
Notes” 

SWP 26192 Paul Bums & Jean Harrison 
“Management in General Practice - 2” 

SWP 27192 Paul Bums & Jean Harrison 
“Management in General Practice - 3” 

SWP 28192 Kevin Daniels, Leslie de Chematony & 
Gerry Johnson 
“Theoretical and Methodological Issues 
concerning Managers’ Mental Models of 
Competitive Industry Structures” 

SWP 29/92 Malcolm Harper and Alison Rieple 
“Ex-Offenders and Enterprise” 

SWP 30/92 Colin Armistead and Graham Clark 
“Service Quality: The Role of Capacity 
Management” 

SWP 31192 Kevin Daniels and Andrew Guppy 
“Stress, Social Support and Psychological 
Well-Being in British Chartered Accountants” 

SWP 32192 Kevin Daniels and Andrew Guppy 
“The Dimensionality and Well-Being 
Correlates of Work Locus of Control” 

SWP 33192 David Ballantyne, Martin Christopher, 
Adrian Payne and Moira Clark 
“The Changing Face of Service Quality 
Management” 

SWP 34192 Chris Brewster 
“Choosing to Adjust: UK and Swedish 
Expatriates in Sweden and the UK” 

SWP 35192 Robert Brown, with Peter Cook et al 
“Goldsmiths Fine Foods - Case Study and 
Teaching Notes” 

SWP 36192 Mike Sweeney 
“Strategic Manufacturing Management: 
Restructuring Wasteful Production to World 
Class” 



SWP 37192 Andy Bailey & Gerry Johnson 
“An Integrated Exploration of Strategic 
Decision-Making” 

SWP 38192 Chris Brewster 
“European Human Resource Management: 
Reflection of, or Challenge to, the American 
Concept” 

SWP 39/92 Ute Hanel, Kurt Volker, Ariane Hegewisch 
and Chris Brewster 
“Personnel Management in East Germany” 

SWP 40/92 Lawrence Cummings 
“Logistics goes Global - The Role of Providers 
and Users” 

SWP 41/91 Roger Seaton & Martin Cordey-Hayes 
“Interactive Models of Industrial Technology 
Transfer: A Process Approach” 

SWP 42192 Susan Segal-Horn 
“The Logic of International Growth for 
Service Firms” 

SWP 43192 Mike Sweeney 
“Benchmarking for Strategic Manufacturing 
Management” 

SWP 44/92 Paul Bums 
“Financing SMEs in Europe: A Five Country 
Study” 

SWP 45/92 Robert Brown 
“The Graduate Enterprise Programme - Has it 
been Worthwhile?” 

CRANFIELD WORKING PAPERS 
List No 7, 1993 

SWP l/93 John Mapes 
“The Effect of Limited Production Capacity on 
Safety Stock Requirements for Periodic 
Review Inventory Systems” 

SWP 2/93 Shai Vyakamam & Alison Rieple 
“Corporate Entrepreneurship: A Review” 

SWP 3/93 Cliff Bowman & David Faulkner 
“Pushing on a String: Uncertain Outcomes 
from Intended Competitive Strategies” 

SWP 4193 Susan Baker & Mark Jenkins 
“The Role of Values in the Design and 
Conduct of Management Research: 

_ _ . . .- 

SWP 5193 Kevin Daniels, Leslie de Chematony & 
Gerry Johnson 
“Validating a Method for Mapping Managers’ 
Mental Models of Competitive Industry 
Structures” 

- 

- 
SWP 6/93 Kevin Daniels & Andrew Guppy 

“Occupational Stress, Social Support, Job 
Control and Psychological Well-Being” 

SWP 7/93 Colin Fletcher, Ruth Higginbotham and 
Peter Norris 
“The Inter-Relationships of Managers’ Work 
Time and Personal Time” 

SWP 8193 Mike Sweeney 
“A Framework for the Strategic Management 
of both Service and Manufacturing 
Operations” 

SWP 9/93 Colin Armistead and Graham Clark 
“The ‘Coping’ Capacity Management Strategy 
in Services and the Influence on Quality 
Performance” 

SWP lo/93 Ariane Hegewisch 
“Equal Opportunities Policies and 
Developments in Human Resource 
Management: A Comparative European 
Analysis ” 

SWP 11/93 Paula Stanley 
“Service to the Courts: The Offender’s 
Perspective” 

SWP 12193 Mark Jenkins 
“Thinking about Growth: A Cognitive 
Mapping Approach to Understanding Small 
Business Development” 

SWP 13/93 Mike Clarke 
“Metro-Freight: The Automation of Freight 
Transportation” 

SWP 14/93 John Hailey 
“Growing Competitiveness of Corporations 
from the Developing World: Evidence from 
the South” 

SWP 15/93 Noeleen Doherty, Shaun Tyson and Claire 
Viney 
“A Positive Policy? Corporate Perspectives on 
Redundancy and Outplacement” 

SWP 16/93 Shailendra Vyakamam 
“Business Plans or Plans for Business” 



SWP 17193 Mark Jenkins, Eric le Cerf& Thomas Cole 
“Defining the Market: An Exploration of 
Marketing Managers’ Cognitive Frameworks” 

SWP 18193 John Hailey 
“Localisation and Expatriation: The 
Continuing Role of Expatriates in Developing 
Countries” 

SWP 30193 Habte Selassie & Roy Hill 
“The Joint Venture Formation Environment in 
a Sub-Saharan African Country: A Case of 
Government Policy and Host Partner 
Capability” 

SWP 19193 Kevin Daniels & Andrew Guppy 
“Reversing the Occupational Stress Process: 
Some Consequences of Employee 
Psychological Well-Being ” 

- 
SWP 20193 Paul Burns, Andrew Myers and Andy 

Bailey 
“Cultural Stereotypes and Barriers to the 
Single Market” 

- 
SWP 21193 Terry Lockhart and Andrew Myers 

“The Social Charter: Implications for 
Personnel Managers” 

SWP 22193 Kevin Daniels, Gerry Johnson & Leslie de 
Chematony 
“Differences in Cognitive Models of Buyers 
and Sellers” 

SWP 23193 Peter Boey & Richard Saw 
“Evaluation of Automated Warehousing 
Policies: Total Systems Approach” 

SWP 24193 John Hailey 
“Training for Entrepreneurs: International 
Perspectives on the Design of Enterprise 
Development Programmes” 

SWP 25193 Tim Denison & Simon Knox 
“Pocketing the Change from Loyal Shoppers: 
The Double Indemnity Effect” 

SWP 26193 Simon Knox 
“Consumers and Grocery Brands: Searching 
for Attitudes - Behaviour Correspondence at 
the Category Level” 

SWP 27193 Simon Knox 
“Processing Ideas for Innovation: The Benefits 
of a Market-Facing Approach” 

SWP 28193 Joe Nellis 
“The Changing Structure and Role of Building 
Societies in the UK Financial Services Sector” 

SWP 29193 Kevin Daniels, Gerry Johnson & Leslie de 
Chematony 
“Similarity or Understanding: Differences in 
the Cognitive Models of Buyers and Sellers. A 
Da-r r\dl;w.;..n 1c.cw.m. l.. kr(n...n:..m nmrl 


