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Abstract

This paper investigates poverty alleviation efforts in China and the nature of government-
enterprise partnerships there. We argue that firms partnering central and local governments
can be an effective strategy to overcome resource-based obstacles in low-income markets. In
China, local and central governments are owners of rare and valuable resources, thus offering
better access to finance, infrastructure, technical and planning expertise, advocacy through
government marketing and distribution channels, and links to other stakeholders. The findings
are based on 16 case studies of firms entering the low-income market in China, of which two
cases in the agricultural and telecommunication sector are studied in depth.
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1 Introduction

The concept of designing economically viable ventures to serve the low-income group has
gained considerable prominence (Prahalad and Hart, 2002; Prahalad, 2004). In China, the
low-income group is widely defined as people who live below the national poverty line,
which different estimates define as ranging from an income of 3.3 RMB (0.5 USD) a day
(China National Statistical Bureau, 2009) to the expenditure of 6.7 RMB (1 USD) a day
(UNDP, 2008). The above-mentioned market-based solution for poverty focuses on integrat-
ing the low-income group as both consumers (Prahalad and Hammond, 2002) and producers
(Karnani, 2007; Seelos and Mair, 2007; Nielsen and Samia, 2008; London et al., 2010). The
literature has stressed the importance for firms to foster voluntary partnerships and joint ven-
tures with a wide range of actors, including village committees, non-governmental organiza-
tions (NGOs), research institutions, governments or other enterprises (London and Hart, 2004;
Hammond et al., 2007; London et al., 2007; London et al., 2010) to ensure their survival in
the unique contexts of markets that serve the low-income group.

The purpose of this paper is to examine partnerships between for-profit (e.g., private and
state-owned enterprises) and non-profit (e.g., governments) organizations. The primary objec-
tive is to highlight various models of partnerships used to enter low-income markets. This will
be analyzed in the context of China, which is characterized by a powerful government that
influences and, as argued in this paper, often drives business operations in low-income mar-
kets. The motivation for the study is to highlight the unique characteristics of partnerships in
China and the resources gained by cooperating with the government.

Findings from qualitative interviews carried out between 2008 and 2010 are used to show
whether and how enterprises form partnerships to enter low-income markets in China. Sixteen
cases are examined, of which two cases are studied in depth. The first case study examines the
state-owned enterprise China Mobile, which the government chose to set-up an Information
Network Platform for Rural Areas (INPRA), while at the same time creating a profitable mo-
bile phone business. The second case study analyzes the privately-owned company Nanjing
Jiukang Biological Technology Company Ltd, which developed a bio-pesticides business in
rural areas and established a joint-venture company with the Nanjing local government.

This paper argues that due to China’s authoritarian decentralized economic and political struc-
ture (Landry, 2008), forming partnerships with the government can create competitive advan-
tages for enterprises entering the country’s low-income market. The resource-based view
(RBV) argues that because local and central governments in China are owners of rare and
valuable resources, they make suitable partners for firms wanting to enter such markets. Local
governments’ localized resources offer enterprises particular benefits. The case studies from
across China highlight that partnering governments can improve an enterprise’s access to fi-
nance, infrastructure, technical and planning expertise, advocacy through government market-
ing and distribution channels, and links to other stakeholders. The study selects a state-owned
and an initially private-owned enterprise to illustrate how Chinese firms operate in partnership
with central and local governments. Furthermore, the case studies show that local and central
governments benefited from state-owned or privately-owned enterprises’ managerial, opera-
tional, and technical skills, while the central and local governments provided strategic re-
sources and partners. This suggests that complementarily in financial, physical, human, organ-
izational, technological, reputational, and information resources and capabilities is an impor-
tant basis for partnership formation.

4 Frankfurt School of Finance & Management
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This topic is timely, because many firms operating in low-income markets enter partnerships
with central or local governments. Nevertheless, few case studies have specifically explored
government-enterprise partnerships in China’s low-income market (UNDP GIM Case Studies
2008, see, e.g., Shi, 2008). In addition, there are more than 750 million people living in areas
designated as rural (Chinese Statistical Yearbook 2009), presenting an interesting market op-
portunity for firms. In addition to market size, firms have been encouraged by numerous sup-
port and subsidies programmes that the Chinese government has initiated to develop rural
areas, such as the ‘sending computer and training to rural areas’ initiative in 2009 (Xinhua,
2009; China News, 2009).

The paper proceeds as follows: The next section links the RBV with the literature on partner-
ships and networks in low-income markets and summarizes the market characteristics of
China’s low-income market. The paper then explains the research design and methodology
used to collect data. This is followed by a presentation of the empirical evidence from the 16
cases in general and specifically from the two case studies on a telecommunications and a bio-
pesticide company. The final section concludes by highlighting the implications for business
research and discussing the limitations and areas for future research.

Frankfurt School of Finance & Management
Working Paper No. 147
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2 Related Literatures

The literature review begins with an overview of the resource-based view (RBV) and key
previous studies on partnerships and networks in low-income markets. This is followed by a
description of the low-income market in China and the particular circumstances faced by
firms, NGOs, and governments when operating in this context.

2.1 Resources and Partnerships

This study uses the RBV as a theoretical lens to examine government-firm partnerships in
low-income markets. The RBV of enterprises explains sustained competitive advantage and
suggests that firms can accelerate their development path by employing resources that are
scarce, valuable, inimitable, and unsubstitutable (Nelson and Winter, 1982; Wernerfelt, 1984).
Enterprises have different financial, physical, human, organizational, technological, and repu-
tational resources (Barney, 1991; Grant, 1991). Additional 'invisible assets', which Itami and
Roehl (1987) introduced as information-based resources such as management skills and expe-
rience, distribution control, corporate culture, consumer trust and brand image, are important.

For companies operating in low-income markets, access to resources is one of the main bar-
riers, as resources may simply not be available or tradable in these markets (Prahalad and
Hart, 2002; Seelos and Mair, 2007). Businesses face unfamiliar contextual constraints in
terms of formal and informal institutional barriers (e.g., a deficient regulatory framework),
new customer groups (e.g., customer often lack financial resources or knowledge), culture
(e.g., language hurdles), or the environment (e.g., a lack of distribution channels, a poor phy-
sical infrastructure). Firms can address these constraints by adapting or innovating products,
investing in local infrastructure, creating new distribution channels, and changing their orga-
nizational structures (Nutt and Backoff, 1997; Anderson and Markides, 2007; Gradl et al.,
2008).

To survive in the unique contexts of low-income markets, firms can also form voluntary part-
nerships and joint ventures with other for-profit organizations (e.g., private or state-owned
enterprises) or non-profit organizations (e.g., governments, NGOs, or universities) (Das and
Teng, 2000; BarNir and Smith, 2002). Previous studies show that those firms which collabo-
rate with non-traditional partners, such as village communities and NGOs, have better access
to local resources, thereby lowering the initial investment costs and increasing the long-term
viability of projects (Gulati et al., 2000; London and Hart 2004; Sanchez et al., 2004; Seelos
and Mair, 2007; Badry 2009). Success factors and the characteristics of partnerships between
different stakeholders highlighted in previous studies include a win-win situation, a specific
plan and a shared vision, clear responsibilities and unique resources offered by each partner, a
high degree of commitment, open communication and trust, willingness to compromise and
collaborate, community outreach, financial and political support, expert advice and review,
and risk awareness (London and Hart, 2004; Seelos and Mair, 2007; Jacobson and Choi,
2008).

When discussing the application of different partnership models between for-profit and not-
for-profit actors, attention needs to be paid to country-specific particularities. Actors need to
be analyzed in their regional context, as they manoeuvre in different structures with variation

6 Frankfurt School of Finance & Management
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in market size, political and economic institutional structures, firm ownership, and in the re-
source that they have at their disposal.

2.2 Regional context China

Compared to other developing or transitioning countries, China’s market size and its political
and economic systems are unique, which, as argued in this paper, leads to a different form of
relationship between for-profit and not-for-profit actors. The country’s rural population of 750
million people is very large; their average annual expenditure was 5,915 RMB in 2008 (even
the lowest 20% of the rural population had an average annual expenditure of 2,145 RMB)
(Chinese Statistical Year Book, 2009). This huge market potential is an additional incentive
for firms to enter China’s rural market. Furthermore, the country’s political structure is a sin-
gle-party authoritarian system, and, as a result, the roles of firms, NGOs, and government
vary in terms of resources and freedom to operate, affecting the partnerships between for pro-
fit and non-profit organizations in its low-income market:

- Firms: In other countries, private enterprises are at the forefront of entering low-income
markets, but this is not necessarily true in China, because the private sector is small and
lacks the investment resources that larger state-owned enterprises have (Huang, 2008).
State-owned enterprises and firms with mixed forms of ownership play a dominant role in
the economy (Sun 2003), with state-owned firms alone still accounting for 28% of all in-
dustrial output and 31% of total employment in 2008 (Chinese Statistical Yearbook,
2009). Another China-specific characteristic is that, in some sectors, foreign firms’ market
entry is still limited by regulatory restrictions, for example, foreign banks and insurance
companies are not allowed to enter rural areas (Leung and Chan, 2006).

- NGOs: In many countries, NGOs are attractive partners to enter low-income markets,
because they mobilize resources directly or indirectly through their networks ties (Webb
et al, 2009). In China, NGOs play only a nominal role, because they are tightly controlled
by the government and predominantly focus on community-based service (Saich, 2000;
Ho 2001).

- Governments: China economic structure is highly decentralized, providing local govern-
ments with more fiscal and administrative power than in other countries (Landry, 2008).
Local governments control access to markets, finance, information, and other resources,
which can lower or increase the barriers to entering low-income markets in China. Local
government officials often act as gatekeepers and by offering access to localized know-
ledge and by helping to win the trust of local farmers, they often take over the role played
by NGOs in many other developing countries.

From this regional context, some implications can be drawn for actors’ scope to act and the
subsequently adopted market-entry strategies. In China’s ‘big government’ context, business
models that work in other markets might not be applicable. For instance, introducing small-
scale mechanical water pumps, which are successful in India (Simanis and Hart, 2006; World
Economic Forum, 2009), might only be a second-best solution in China. Rather than relying
on mechanical pumps or other small-scale business models, a more effective and feasible so-
lution is to introduce large government-led irrigation projects (Tong et al., 2009). Companies

Frankfurt School of Finance & Management
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can cooperate with central and local governments and align their business strategies by, for
instance, developing irrigation equipment for large-scale projects.

The following proposition will guide the analysis: In China, an economy with a strong gov-
ernment and a high level of economic decentralization, partnerships with central and local
governments are an effective strategy to acquire the resources needed to enter low-income
markets. Local governments are particularly important actors because they offer valuable re-
sources and capabilities, such as access to finance, infrastructure, help with technical and
planning, advocacy, and links to local partners and stakeholders. Firms that partner govern-
ments can lower their market entry risk and improve the scalability of their business model in
low-income markets.

8 Frankfurt School of Finance & Management
Working Paper No. 147



Chinese firms entering China's low-income market

3 Methodology

Given this study’s objective to analyze partnerships in China’s low-income market, the
authors adopted an exploratory research strategy, suitable for the relatively unexplored nature
of this research topic (Yin, 1984; Eisenhardt, 1989). Qualitative research allows implicit as-
sumptions to be analyzed and new relationships, abstract concepts, and operational definitions
to be examined (Bettis, 1991; Weick, 1996). Researchers examining firm strategies in emer-
ging economies regard an exploratory methodology as particularly helpful (Hoskisson et al.,
2000).

The data were collected by following a three-stage process. Firstly, from January 2008 on-
ward, the authors exhaustively analyzed case studies on Chinese enterprises that did business
in low-income markets across the country’s rural areas. The authors mainly drew on newspa-
per articles, government documents, research reports, and Internet research. The cases exclude
urban areas, because the majority of people below the poverty line live in rural areas (Natio-
nal Bureau of Statistics of China, 2008). Multinational firms were not considered, because
this research wanted to specifically explore the role of domestic firms in low-income markets.

As a second step, the types of partnerships formed by domestic companies were analyzed.
Sixteen cases were selected for further analysis based on the following criteria: (a) the busi-
ness concentrated mainly on areas designated as rural, (b) one or more partnerships between
for-profit or not-for-profit organizations were formed in the business, and (c) the selected ca-
ses had to provide variation regarding sectors. Additional archival materials were collected on
each case and, where possible, key informants were interviewed.

As a third step, two of the 16 cases were studied in depth to better understand the partnership
models between enterprises and central and local governments. The two cases were selected
because they: (a) exemplify a successful partnership between an enterprise and one or more
government organization; and (b) differ with regard to the partnership’s governance model.

The two cases were analyzed by means of repeated fieldtrips to Beijing and Jiangsu Province.
Between 2008 and 2010, a total of 31 interviews were conducted with business managers,
employees, farmers, and government officials. Archival documents and government reports
were also studied. Tsinghua University and personal contacts provided access to the infor-
mants. The interviews were semi-structured, conducted in Chinese, and lasted an average of
two hours. To encourage greater disclosure of information, we assured the respondents that
their anonymity would be maintained. Data triangulation was used to test the validity of the
information; a broad range of stakeholders with varying perspectives were interviewed, and
the gathered interview data were double-checked against other studies, industry reports, go-
vernment documentation, and online information.

Frankfurt School of Finance & Management
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4 Case studies

The sixteen cases highlight that 15 of the 16 firms targeting low-income markets in rural areas
partnered local or central governments (Table 1). This phenomenon was observed in agricul-
ture, industrial and service sectors. The exception was the enterprise UT Starcom — case study
nine — which partnered a state-owned enterprise. By analyzing the different case studies it
became apparent that local and central governments offered valuable resources in terms of (1)
access to finance, (2) construction of infrastructure, (3) provision of technical and planning
expertise, (4) advocacy, and (5) links to shareholders.

1 O Frankfurt School of Finance & Management
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Table 1

Partnerships in selected sixteen case studies.

Cases Industry Business Characteristics of partnership

1 Jiukang Agriculture Bio-pesticide Created joint venture with the Nanjing government; case study described in depth in Section 4.

2 Zhilian Re- Agriculture Extracts bio- The positive role of local government in Guangxi: (3) technical and planning: trained farmers to plant Tung trees; (4)
newable diesel from Tung advocacy: encouraged Tung tree planting; (5) stakeholders: links to village heads and production cooperatives. The
Energy tree. negative role of the provincial government: lacked access to land and financial support for tree planting and R&D.

3 Shaoguan Agriculture Produces bio- Jatropha production initiated by the Guangdong government: (1) finance: 324,000 RMB for tree planting (3) technical
Bio-Energy diesel and planning: coordinated technical support through university; (4) advocacy: included Jatropha in the government’s

plan; (5) shareholders: links to villages.

4  Shouguang Agriculture Manages vegeta- The business started as a vegetable market, initiated by the local government in Shandong in 1984. In 2003, a joint
Vegetable ble wholesale venture was set up between the local government and another company to build a vegetable wholesale market. The role
Wholesale market. of the government: (1) finance: coordinated banks to supply loans; (2) infrastructure: built roads; (4) advocacy: organ-
Market. ized the annual vegetable exposition; encouraged other regions to adopt the business models; (5) stakeholders: encour-

aged other stakeholders to supply agricultural inputs and other services.

5  Shunhua Agriculture Duck raising and The role of the government: (1) finance: subsidized scale-up of the business through the Government Fiscal Agricultural
Duck Indus- duck-processing ~ Fund; worked with the local credit cooperatives to provide micro-credit for farmers to purchase duckling; (2) infrastruc-
trial Com- business. ture: improved local transportation and electricity grid; (3) technical & planning: set up the Linwu Duck Farmers Asso-
pany ciation and the Farmers Insurance Foundation (4) advocacy: incorporate duck raising in government’s strategic plan-

ning.; (5) stakeholders: links with farmer associations.

Frankfurt School of Finance & Management 1 1
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Cases Industry Business Characteristics of partnership
6  Mengniu Agriculture  Cow raising and The role of the local governments: (1) finance: allocated subsidies to raise cows; (2) infrastructure: invested in milk collect-
Milk Group milk-product ing network; (3) technical & planning: created milk association to standardize milk collection and leveraged collaboration
processing. of farmers; sent technical experts to villages to train the farmers and introduced technology; subsidized farmers’ training
courses; (4) advocacy: coordinated farmers to raise cows; advertised the company’s virtues in media; promoted the busi-
ness model in other provinces; (5) stakeholders: links with farmer associations.
7  New Hope Agriculture  Sells feed inputs  The role of the local government: (1) finance: started a foundation together with the company, each investing five million
Group for farmers’ RMB to provide micro-credits for farmers; in some areas set up insurance guarantee company; (3) technical & planning:
livestock; meat created farmers’ cooperatives; trained farmers; coordinated farm services offered by insurance companies and banks;
processing. helped to set up the quality and technical criteria, ensured the company protected farmers’ interests; (4) advocacy: pro-
moted the company; (5) stakeholders: links to universities to set up R&D.
8  China ICT Information Joined two ministries to start information platform; case study described in depth in Section 4.
Mobile
9 UT Starcom  ICT Offer low-cost Cooperated with state-owned China Telecom to offer low-cost mobile services (Personal Hand-phone System (PHS)). The
mobile services positive role of the state-owned enterprise: (2) infrastructure: used China Telecom’s fixed phone network to provide mobile
and wireless service; (4) advocacy: used company’s rural distribution channel to promote mobile service to low-income families. The
terminals. negative role of the government: project was terminated because the product was not aligned with central government’s
policy and forced the mobile service to quit the market.
10 Haier Manufac- Manufactures Aligned its business with government’s ‘Sending Appliances to Rural Areas’ policy and hastened market entry in rural
ture home appliances. China in 2009. The role of the government: (1) finance: The Ministry of Industry and Information, in collaboration with

Haier, initiated a new ‘sending computer and training to rural areas’ project, provided subsidies for computers and training
given to villages; offered 15% subsidy for each appliance sold to rural market; (3) technical & planning: coordinated the
existing rural wholesale markets and distribution channels to sell the ‘sending to rural market” appliances; (5) stakeholders:
links to rural wholesale markets

Frankfurt School of Finance & Management 1 2
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Cases Industry Business Characteristics of partnership

11  Shifeng Manufac- Manufactures Shifeng Group, a state-owned company, received various types of support from the Shandong provincial government: (1)
Group ture rural transporta-  finance: subsidies provided for the ‘sending automobiles to rural areas’ government programme, encouraging the sale of

tion equipment. trucks for rural use; R&D funding to upgrade to electricity-powered cars; (3) technical & planning: trained farmers; re-
ceived car-manufacturing licence from the central government; (4) advocacy: helped sell equipment through village gov-
ernments ; (5) stakeholders: links to central government and villages.

12 Huangming  New energy Sells solar heater ~The company partnered several local governments in Shandong Province to build solar-heater-based public bathing rooms

in rural areas in rural areas. The role of the government: (2) infrastructure: building bathing rooms; (3) technical & planning: issued
regulation that buildings in cities needed to have room for a solar-heating system; set up solar valley (industrial park); (4)
advocacy: ran solar valley festival.

13 Yingli Green New energy Solar voltage The role of the government: (1) finance: provided farmers with subsidies to buy the solar voltage equipment; (3) technical
Energy generators. & planning: trained farmers; (4) advocacy: leveraged the governments’ social network to organize the farmers and pro-

vided products.

14 Qinghai New energy Manufactures Project initiated by government to offer the farmers an integrated solar-voltage solution. Qinghai New Energy Group was
New Energy tailored solar invited to act as the technology and product provider. The role of the government: (1) finance: invested 373 million RMB
Group voltage equip- as part of the ‘sending electricity to rural areas’ government programme; provided farmer with subsidies to purchase elec-

ment. tricity operators; (2) infrastructure: provided grid service; (3) technical & planning: coordinated the solar-voltage and wind-
based electricity generator projects for non-electrified villages.

15 CreditEase Services Micro credit for ~ CreditEase partnered state-owned institutions, NGOs, and local governments to lend low-income users money. The role of

farmers. local governments and NGOs: (3) technical & planning and (4) advocacy: trained farmers how to use micro-credit.

16 Suguo Super Services Selling farming The role of the government: (3) technical & planning: coordinated farmers and distributors’ activities to ensure stable

Market

products to rural
/ urban markets.

product delivery; helped set up distribution and logistics channels in under-served areas; (4) advocacy: built communica-
tion platform to promote the company’s experience; (5) stakeholders: links to universities to develop food-safety-
supervision system.

Frankfurt School of Finance & Management
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Of the 16 cases, four employed farmers both as consumers and producers for example, as they
bought and sold agricultural products (case studies 1, 4, 7, and 16); four cases incorporated
farmers as producers, for example, tree planting or duck raising (cases 2, 3, 5, and 6); while
the remaining eight cases involved farmers as consumers, for example, selling computers or
solar heaters. Local governments were particularly active in offering technical and planning
expertise, advocacy, and links to shareholders (Table 2).

Table 2

Resources and capabilities via central and local governments.

Finance In‘frastructure Technicz?l and Advocacy Share- holders
(investment) Planning

I v v v v

Case 2: \/ \/ \/

Case 3 \ \ \ \

Case 4 Yl Yl \/ \/

Case 5 \ \ \ \ \

Case 6 Yl Yl \/ \/ \/

Case 7 \ \ \ \
Chlon Mobie ' ' '

Case 9:

Case 10 Yl \/ \/

Case 11 \ \ \ \

Case 12 \ \ \

Case 13 Yl \/ \/ \/

Case 14 \ \ \

Case 15 N N

Case 16 \ \ \

1 4 Frankfurt School of Finance & Management
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Company partnered the local government to produce bio-diesel from Tung trees in Guangxi.
The strategic partnership failed because the company did not receive sufficient resources from
the government. Although the local government encouraged farmers to plant Tung trees, it
simultaneously provided farm subsidies to plant quick-growing plants other than Tung trees.
In addition, the firm did not receive permission to use fertile land, nor could it access bank
loans for the required R&D activities. In the second case (case nine), the company UT Star-
com partnered the state-owned enterprise China Telecom to offer low-cost mobile services
that enabled formerly fixed phones to work without a fixed line (Personal Handyphone Sys-
tem (PHS). The business flourished in the rural areas due to the extensive use of China Tele-
com’s rural distribution channels to promote PHS, but the project was later terminated due to
the central government’s decision to develop China’s own 3G technology. The 70 millions
PHS users (most low-income users) are likely to be transferred to the 3G network at a dis-
counted price.

In the following, the study focuses on two businesses which successfully entered low-income
markets. The first business (case one) is Jiukang, an example of a joint venture between a
private enterprise and the municipal government, which also included farmers as consumers
and producers. The second business (case eight) is China Mobile, an example of a strategic
partnership between a state-owned enterprise and the central government to provide telecom-
munication services, which includes farmers as consumers.

4.1 China Mobile: Building an Information Network Platform for Rural
Areas

4.1.1 A successful partnership

The Information Network Platform for Rural Areas (INPRA) was first initiated in 2004 by the
Ministry of Information Industry (MII) and the Ministry of Agriculture (MoA). INPRA’s pur-
pose was to address the information asymmetry problem in rural markets and improve the
farmers’ access to information technology. The ministries partnered the state-owned enterpri-
se China Mobile, which was perceived to have the best technological, financial, and manage-
rial capabilities of all China’s telecommunication companies, to develop the rural telecommu-
nication market. It is interesting to note that the central government selected a partnering firm
and not vice versa. The INPRA system provides farmers with information on agricultural pri-
ces, which increases their negotiation ability with distributors. Users of the INPRA can also
use cell phones to sell directly to their distributors or the final customers. In addition, the
INPRA provides farmers with up-to-date information on weather and technical support. Befo-
re the INPRA was initiated, distributors provided farmers with no or only limited information
on prices and buyers’ demand; consequently, farmers were often ill-informed and based their
planting schedule on the previous year’s information, which led to over-supply or under-
supply problems (Fig.1).
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Source: Adopted from Chen (2004)

By 2009, INPRA’s success surpassed China Mobile’s expectation. Within the first five years,
the INPRA service grew at an annual rate of 30% (China Information Yearbook, 2009). By
the end of 2008, INPRA covered 97% of rural areas, and its users exceeded 40.3 million
(China Mobile, 2008). By 2007, China Mobile’s business in the rural markets was profitable,
despite the large initial investment of 19.5 billion RMB and the below-average charge fees
(Interview, Beijing, August 2009). A manager in a China Mobile branch office summarizes its
success:

“At first, we started this business as a social responsibility service, but we learned that
it not only provides social benefits, but also considerable economic returns. The rural
market business unit accounts for most part of our recent business growth.” (Interview,
Beijing, August 2009)

Given this achievement, China Mobile started offering additional services for low-income
markets. The company initiated a call line for INPRA, labelled www.12582.com, which links
farmers directly to the corresponding experts and provides information on new job openings
for farmers. The China Mobile subsidiary in Jiangsu Province further extended the platform
by, for instance, integrating INPRA with a new, cooperative-driven medical service, offering
farmers medical services when they brought a cell phone. The success in rural areas motivated
China Mobile to venture overseas and purchase the Pakistan cell phone company Paktel as
well as launch the Zong cell phone brand in rural Pakistan in 2007. China Mobile’s first over-
seas investment illustrates that the company regarded its expertise in entering rural areas as its
competitive strength in the international market (China Mobile Website, Press Release 5 April
2008).

4.1.2 Addressing resource constraints

Prior to the partnership between the Ministry of Information Industry (MII), the Ministry of
Agriculture (MoA) and China Mobile in 2004, rural markets were regarded as unprofitable
markets. Despite these markets’ great growth potential due to the millions of people living
there, the large state-owned telephone service providers — China Telecom, China Mobile and
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China Unicom — had little investments in those areas, because the farmers’ income was per-
ceived as too low to create a profitable cell phone business (Interview, Beijing, August 2009).

The main resource and market constraints when implementing the INPRA in rural areas were:
(1) the existing gaps in local cell phone network coverage, (2) the lack of tailored and up-to-
date agricultural information services to provide the information service, and (3) the farmers’
unawareness of the benefits of a mobile information service. The partnership between the
different ministries and China Mobile was key to overcome these constraints.

The first constraint — low cell phone coverage — arose due to telephone service providers la-
cking profit incentives to invest in poor rural areas. The MII and MoA asked China Mobile,
the largest cell phone service provider in China, to invest 19 billion RMB (approximately two
billion USD) to build a cell phone network in rural areas. China Mobile’s agreed to this plan,
partly to fulfil upper government’s mandates, and partly to expand its market share in rural
areas. The top leaders at China Mobile were unavailable for interviews and on the basis of
interviews with middle-level management, the authors could not conclude whether China
Mobile had voluntarily entered this partnership or whether it had been obliged to do so.

Another constraint was that an information gathering process was required to ensure that the
information platform could provide farmers with tailored and up-to-date information. The MII
persuaded China’s largest state-owned media group Xinhua, the Agriculture Science Acade-
my, and the China Agriculture University to provide China Mobile with agricultural informa-
tion. As a result, China Mobile could send the farmers regular research updates on pesticides,
fertilizer selection, seed varieties, planting technology via text messages. Moreover, China
Mobile integrated the INPRA service with the local agricultural administration departments’
(LAAD) message processing system in order to offer farmers regional-specific and bundled
information.

A third challenge was to improve the farmers’ awareness of cell phone usage and to create
demand for the INPRA service. Initially, many farmers were reluctant to use the information
platform and preferred to rely on word-of-mouth information or the village’s official broad-
casting channel. To gain the trust of the farmers, the MII and MoA asked different local go-
vernments to start pilot schemes. China Mobile was introduced to selected village govern-
ments, which offered their village broadcast and other channels to advertise the INPRA. An
employee of China Mobile explains how acceptance was created among farmers:

“Farmers thought that cell phones were an unnecessary investment, and INPRA was
just a trick to obtain money. The local governments contacted the village leaders for
us, who closely followed instructions from the upper-level government. This was a ve-
ry effective snowball effect; for example, one local government organized seven villa-
ges to test INPRA before it was rolled out.” (Interview in Beijing, August 2009).

In addition, the INPRA service was offered below market price to make it acceptable and af-
fordable for farmers. While the average China Mobile user was charged between 10 to 60
RMB per month for using mobile services, users of INPRA were charged only two RMB per
month (approximately 0.25 USD). When farmers called the inquiry centre, the fee was 0.1
RMB per minute, lower than the average market price of 0.2-0.4 RMB per minute (Interview
in Beijing, August 2009).
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In addition, after the pilot trial, the partnership also helped China Mobile scale up its business.
When entering the markets of different provinces, China Mobile collaborated with the local
agricultural administration departments (LAAD), which are branches of the Ministry of Agri-
culture, to expand its business. China Mobile helped LAAD set up an information system and,
in return, LAAD persuaded the farmers to use INPRA. Since it was linked to LAAD, this lo-
wered China Mobile’s risk of being rejected by the farmers and helped the company scale up
the business quickly.

4.1.3 Factors of Success

The partnership illustrates a win-win situation, with the MII and MoA achieving their social
policy objectives to increase farmers’ income, and China Mobile accessed resources and part-
ners needed to operate in rural areas. The actors took their respective competence and resour-
ces advantages into account, creating a rationale for their strategic partnership. The MII com-
petently provided access to the media group and research institutes, the MoA linked the pro-
ject with the relevant local agricultural departments, while China Mobile used its managerial
and operational expertise in the cell phone industry to develop the technology to support the
platform. The actors maintained separate organizational forms, but worked closely together in
project teams.

China Mobile benefited from partnering the two ministries by gaining access to their resour-
ces, technical and planning expertise, advocacy, and links to stakeholders. In terms of techni-
cal and planning expertise, the strategic partnership was initiated and coordinated by the two
ministries, a solution that helped overcome coordination problems that could have arisen if
there had been no clear governance structures. Local governments also supported China Mo-
bile by sending agricultural experts to rural areas to train the farmers, thus improving the far-
mers’ capability to use INPRA. The local governments used their vertical administrative
structures to encourage farmers to use the platform, helping China Mobile win acceptance
from potential platform customers. Specifically, the lack of pre-existing distribution channels
was solved by village governments employing their own channels to promote the platform.
Finally, different levels of government linked China Mobile to other stakeholders, ensuring
that the company received support from LAAD, village committees, research institutes, and
the media (Fig.2.). By collaborating with LAAD, China Mobile lowered its risk of being re-
jected by local users, which allowed it to start simultaneous pilots in different provinces, the-
reby scaling up the business quickly.

1 8 Frankfurt School of Finance & Management
Working Paper No. 147



Chinese firms entering China's low-income market

Information collection
Information on: LAAD
Inquiry
- Weather
> Agricultural universities
F ) - Market
Armers Information . <
delivery - Policy R&D institutes
- Technology
SMS, internet, phone
A - Media partner
A4
Expert consulting service-
Phone Technical support service
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4.2 Jiukang Company
4.2.1 A successful partnership

Nanjing Jiukang Biological Science Technology Development Company Ltd. (Jiukang, he-
reafter) is a company in Nanjing, Jiangsu Province, producing Neem-tree-based bio-
pesticides. Jiukang was founded in 2002, when a professor from the Chinese Academy of
Agricultural Sciences and an investment banker synthesized a new Neem-based bio-pesticide.
Two years after the breakthrough in research, the two entrepreneurs set up a joint-venture
with the Nanjing Municipal Government. A shareholder company was established under the
name Nanjing Jiukang Biological Technology Company Ltd, with the two private entrepre-
neurs holding 30% and the Nanjing Government 70% of the company’s shares. The municipal
government’s investment illustrates how local governments in China actively engage and in-
vest in businesses that enter low-income markets.

After testing and comparing different Neem-oil-extracting technologies, Jiukang rented 5,000
mu (one mu equals 1/15 of a hectare) of non-arable, hilly land from farmers to start producti-
on. Jiukang was able to sell its Neem bio-pesticides for 15 RMB per bottle, almost the same
price as most chemical pesticides. Jiukang also made bio-diesel from the leftover parts of the
Neem fruits and organic fertilizer from the residuals. The emerging business provided the
village with new taxation income. For instance, in 2008, the families in Qiaoli Village, one of
Jiukang’s Neem-tree-planting sites, received an income of 0.8 million RMB from Jiukang,
which was more than a third of Qiaoli Village’s GDP (the total GDP was two million RMB).
A farmer summarized the benefits as: “Previously, the hills were almost useless. Now I can
grow Neem trees and I get paid 1,500 RMB per year. It is good.” (Interview in Nanjing,

March, 2009).
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4.2.2 Addressing resource constraints

Initially, Jiukang faced various constraints, which included both resource and market
constraints, as an private enterprise operating in low-income markets: (1) insufficient finances
to conduct R&D, (2) poor transportation networks and supply chain interruptions through
irregular raw material deliveries, and (3) farmers’ low acceptance of Neem-based bio-
pesticide. The joint-venture with the Nanjing Municipal Government addressed these
constraints and helped the company quickly scale up its business.

The first constraint was lack of financial resources to develop new seed varieties that were
suitable for local soil conditions and a non-tropical climate zone. As a start-up, Jiukang was
unable to obtain sufficient loans from the local state-owned banks to finance the required tests
and equipment. This problem was solved when the joint venture was set up and the govern-
ment-owned Nanjing Hi-Tech Venture Capital Fund invested seven million RMB, enabling
Jiukang to use a new grafting and tissue culture technology to cultivate new species of Neem
tree that was suitable for local planting.

The second challenge was to overcome the poor transportation infrastructure and supply chain
interruptions. Given the competing demands for land for either crops or industrial usage, it
was difficult for Jiukang to build Neem tree plantations on a large scale. The Nanjing go-
vernment linked Jiukang with village governments, which used word-of-mouth communicati-
on, street slogans, and public village meetings to persuade farmers to switch from the existing
maize or root vegetable crops to Neem trees. The Nanjing Municipal Government also linked
Jiukang with governments and agricultural associations in other provinces to scale up its bu-
siness. As a result of this government-to-government negotiation, Jiukang signed four
contracts for large tree-planting areas with agricultural cooperatives in Shandong, thus ensu-
ring that it would have a stable raw material supply. In return, Jiukang agreed to purchase the
harvest at a minimum price and provide free seeds and technical support. The Nanjing Go-
vernment also introduced Jiukang to foreign investors and, as a result, Jiukang won a 100,000
mu planting contract in Malaysia. In August 2009, the local government also started to link
Jiukang with decision-makers in Africa, further encouraging Jiukang to expand its business.
To improve the local transportation infrastructure was more difficult, but the village govern-
ments and the municipal government combined their financial sources and shared the costs of
building new roads.

The third obstacle was to promote the usage of bio-pesticide. Chinese farmers are used to
chemical pesticides’ fast pest-killing effect and did not want to wait for two days for the bio-
pesticides’ effect to show. The investment in advanced synthesis technology helped develop
new bio-pesticides with the ability to kill pests within two hours, addressing the local farmers’
preference for a fast pest-killing effect.

4.2.3 Factors of success

Similar to the China Mobile case, there was also a win-win situation for the two main actors.
Jiukang used its newly developed technology to create a sustainable and profitable business;
the local governments aimed to increase the farmers’ income and to promote the biological
agricultural sector, while also obtaining financial return from the investment. Jiukang recrui-
ted and trained village women and old men as part-time workers for the tree planting. Recrui-
ting unemployed local people helped Jiukang establish a good relationship with the village
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leadership. The linkage to local governments increased Jiukang’s reputation at the local level,
a strategy very similar to the one adopted by China Mobile. The production of affordable bio-
pesticides also alleviated pressing environmental problems in Jiangsu by decreasing poiso-
nous pesticide residuals, soil degradation, and water pollution.

The two actors offered each other valuable resources and capabilities; Jiukang had the techno-
logy and creativity to develop a new business model that included farmers as producers and
consumers, while the government provided access to finance, infrastructure, technical and
planning advice, advocacy, and links to other strategic partners. The Nanjing municipal go-
vernment linked Jiukang to other stakeholders, including village committees and agricultural
associations, to transfer the model to other provinces. By signing a contract with agricultural
associations, Jiukang left the management of the farmers and the tree planting to the associa-
tions, thus leveraging the associations’ management capability and social influence. The part-
nership with village committees allowed Jiukang to benefit from local village committees’
social network and influence to recruit workers and to use their ability to effectively distribute
information. Previous research has emphasized the difficulty of scaling up business initiatives
in low-income markets (London, 2007; London et al., 2010), but this case illustrates how the
government involvement provided access to suppliers and investors. The Nanjing Govern-
ment helped Jiukang partner different provinces’ agricultural associations and also introduced
the company to foreign investors, allowing it to expand its supplier networks beyond China.

Where this case differs from that of China Mobile is that Jiukang and the Nanjing Govern-
ment adopted a shareholder partnership model with the founders holding 30% and the Nan-
jing Government 70% of the company’s shares. Although the local government held the ma-
jority shares, it did not actively interfere with the enterprise’s operation. This separation bet-
ween ownership and management ensured that the municipal government had financial incen-
tives to offer Jiukang strategic resources, while the daily management was left to the entre-
preneurs.
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5 Discussion and conclusion

China Mobile and Jiukang exemplify two successful partnership models in low-income mar-
kets in China. The first case study illustrates how the central government employed the help
of a state-owned enterprise — China Mobile — to improve farmers’ information access. Two
line ministries started the initiative and asked China Mobile to invest in telecommunication
networks in rural areas. The case illustrates how two ministries planned and coordinated the
project, taking on the overall project management. The second case study highlights how the
initially privately owned company Jiukang partnered the Nanjing Municipal Government,
with the government accounting for 70% of the total investment. This again illustrates the
entrepreneurial role of the government. The China Mobile and Jiukang cases differ in terms of
the initiator of the cooperation and the organizational structure adopted to support the
partnership. The information platform was initiated by the two line ministries, but they
worked with China Mobile from the start, while maintaining their organizational structures as
independent profit centers. By contrast, Jiukang initiated the partnership with the government,
the joint venture started two years after the business first took off, and a jointly-owned
shareholder company was established with a single profit center.

The two cases also highlight their similarites. Both cases show that for enterprises to partner
central and local governments is an effective method to overcome resource-based obstacles in
low-income markets. In both cases, the market operation in low-income markets was driven
by the government, either as the initiator (China Mobile) or as an investor and enabler
(Jiukang). The 16 cases analyzed further highlight the importance of local and central go-
vernments in China; 15 of 16 companies formed joint ventures or strategic partnerships with
local and central governments. The findings suggest that, in China, central and local govern-
ments control access to markets, finance, land, and partners, while they simultaneously try to
drive rural development. This finding supports the proposition that, in the context of a
powerful government, enterprises can effectively partner central and local governments to
overcome resource-based obstacles in China’s low-income market. A possible implication is
that companies such as China Mobile, with its long-established relationships with the
government, are in a unique position to establish a well-functioning partnership with the
government. This could specifically be true in China where NGOs only play a minimal role
and are strictly controlled (Saich, 2000; Ho 2001), and foreign firms have more difficulties in
obtaining access to localized knowledge and social networks.

Furthermore, the examples of Haier (case study 10) and the Qinhai New Energy Group (case
study 14) illustrate how companies entering low-income markets can align their business stra-
tegy with government objectives, increasing their chance of obtaining central and local go-
vernment support. The Chinese government’s No. 1 documents of 2009 and 2010 emphasize
the development of under-developed rural areas (‘Create a New Socialist Village’), and speci-
fic government programmes were set up to encourage business entry in rural areas, such as
the ‘Sending Appliances to Rural Areas’ programme.

The 16 cases also identify various partnership governance forms, ranging from purely strate-
gic partnerships, in which enterprises and governments maintain their respective independen-
ce, to joint venture, in which enterprises and governments form a new legal entity with mixed
ownership and either the government or the enterprise holding majority shares (Table 3).
Partnership models differ, amongst others, due to enterprises and governments’ different cha-
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racteristics and the convergence of interests. Enterprises might differ regarding their bargai-
ning position and their organizational strengths since, for example, as a large state-owned
enterprise, China Mobile might have a better bargaining position and access to its own resour-
ces and capabilities than a small, private start-up company such as Jiukang. Projects also dif-
fer in important factors such as the stakeholders involved, their investment size, scale, impact
on low-income groups, and transferability, all of which influence actors’ preferences for a
particular governance model.

Table 3

Governance models of partnerships.

Cases

Case Example

(1) Independent organiza-
tion

(2) Shareholding with a
majority of government
shares

(3) Shareholding with an
enterprise holding majority
shares

Case 8 — China Mobile: China Mobile operates INPRA, but the MII and MoA coor-
dinate the overall project and provide access to key partners. Both actors maintain
their independence with independent profit centres.

Case 1 - Jiukang Company: A start-up private company asked the Nanjing Munici-
pal Government to create a joint venture, with the municipality holding 70% shares
and the private enterprise holding 30%. Despite a high government investment, go-
vernment does not interfere with the enterprise’s management and operation.

Case 7 - New Hope Group: The company set up a joint-venture with a municipal
government in Sichuan Province to provide farmers with guarantees for loans, with
the former holding 60% of the share and the latter holding 40%.
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6 Limitations and future research

There are a number of limitations regarding the generalization of the conclusions. This study
could benefit from additional case studies to extend its results. This could include analyzing a
broader range of company sizes, regions, and partnership models, including analyzing part-
nerships that involve non-governmental actors. This study focused on domestic firms, which
are more familiar with the regional context (e.g., language, culture and local business
practices). Further research is needed to analyze if the findings are only applicable to do-
mestic firms, or whether they are also valuable for multi-national firms wanting to enter Chi-
na’s low-income market. Additional insights could be gained by extending the scope of this
research and analyzing the role of strong governments in countries such as India, Brazil, and
Russia.

A number of interesting points that invite further research were raised in this research. The
particular dynamics of state-owned enterprises could be analyzed in more depth, including a
discussion of power relation issues, trust building, and status. The 16 cases highlight how
partnering local governments helped enterprises win 'trust' and acceptance from consumers
and producers and it would be interesting to investigate how best to measure ‘trust’. The en-
terprises particularly leveraged village government’s social status to win farmers’ trust, which
is an intriguing finding that invites further analysis. In addition, no evidence was collected on
the two partnerships’ socio-economic results, and whether China Mobile and Jiukang will
increase farmers’ income in the long-term remains an open question. It would also be helpful
to collect additional data on business profitability and to develop a research method that al-
lows the extent to which the partnerships were voluntary or compulsory to be analysed,
although previous research showed that it is difficult to access such sensitive data. Furthermo-
re, while this study examined two cases of successful partnerships, an analysis of failed part-
nerships would be equally interesting to gain an understanding of the factors hindering the
formation of partnerships.

2 4 Frankfurt School of Finance & Management
Working Paper No. 147



Chinese firms entering China's low-income market

REFERENCES

Anderson J, Markides C. Strategic Innovation at the Base of the Pyramid. MIT Sloan Man-
agement Review 2007; 49 (1): 83-88.

Badry D. Multinational Companies in Low-Income Markets: An Analysis of Social Em-
beddedness in Southeast Asia. (Gabler Verlag, Wiesbaden); 2009.

Barney JB. Firm Resources and Sustained Competitive Advantage. Journal of Management
1991; 17: 99-120.

BarNir A, Smith KA., Interfirm alliances in the small business: the role of social networks.
Journal of Small Business Management 2002; 40(3): 219-32.

Bettis RA. Strategic management and the straightjacket: an editorial essay, Organization Sci-
ence 1991; 2(3): 315-3109.

China National Bureau of Statistics of China, 2009. National Economic and Social Develop-
ment Statistics Report, http://www.stats.gov.cn, accessed March 5™ 2010.

China Mobile, Corporate Social Responsibility Report; 2008.

China Mobile Website, http://www.chinamobile.com/en/mainland/media/press17.html,
accessed March 13" 2010.

Chinese Statistical Yearbook, Beijing, China: China Statistics Press; 2009.

Das TK, Teng BS. A resource-based theory of strategic alliances. Journal of Management
2000; 26 (1): 31-61.

Eisenhardt KM. Building theories from case study research. Academy of Management Re-
view 14(4): 532-550, 1989.

Gradl C, Sobhani S, Bootsman A, Gasnier A. Understanding the Markets of the Poor: A Mar-
ket System Approach to Inclusive Business Models. in P. Kandachar and M. Halme (ed.).
Sustainability Challenges and Solutions at the Base of the Pyramid: Business, Technology
and the Poor. Greenleaf Publishing; 2008.

Grant R M. The resource-based theory of competitive advantage: implications for strategy
formulation. California Management Review 1991; 33: 114-135.

Hammond, A L, Kramer W J, Katz RS, Tran ] T, Walker C. The next 4 billion — Market size
and business strategy at the base of the pyramid. Washington DC: World Resources Insti-
tute, 2007.

Ho P. Greening without Conflict? Environmentalism, NGOs and Civil Society in China. De-
velopment and Change 2001; 32: 893-921.

Huang Y. Capitalism with Chinese Characteristics: Entrepreneurship and the State, Cam-
bridge University Press; 2008.

Jacobson C, Choi S O. Success factors: public works and public-private partnerships. Interna-
tional Journal of Public Sector Management 2008; 21 (6): 637 — 657.

Karnani A. The Mirage of Marketing to the Bottom of the Pyramid: How The Private Sector
Can Help Alleviate Poverty. California Management Review 2007; 49 (4): 90-111.

Frankfurt School of Finance & Management 2 5
Working Paper No. 147



Chinese firms entering China's low-income market

Landry P. Decentralized Authoritarianism in China: The Communist Party's Control of Local
Elites in the Post-Mao Era, UK: Cambridge University Press; 2008.

Leung MK, Chan RYK Are foreign banks sure winners in post-WTO China? 2006; 49(3):
221-234.

London T. A Base-of-the-Pyramid Perspective on Poverty Alleviation. Working Paper for the
Growing Inclusive Market Initiative, The William Davidson Institute; 2007.

London T, Hart S L. Reinventing strategies for emerging markets: Beyond the transnational
model. Journal of International Business Studies 2004; 35(5): 350-370.

London T, Janiga K, Valente M. The base of the pyramid perspective and the social enterprise
methodology: understanding the facilitating role for development agencies. Ann Arbor,
MI: William Davidson Institute; 2007.

London T, Anupindi R, Sheth S. Creating mutual value: Lessons learned from ventures serv-
ing base of the pyramid producers. Journal of Business Research 2010; 63(6); 582-594.

Nelson R R, Winter S G. An evolutionary theory of economic change. Cambridge, MA: Har-
vard University Press; 1982.

Prahalad C K, Hart S L. The fortune at the bottom of the pyramid. Strategy and Business
2002; 26: 54-67.

Prahalad C K, Hammond A. Serving the world’s poor profitably. Harvard Business Review
2002; 80(9): 48-57.

Prahalad C K. The fortune at the bottom of the pyramid: eradicating poverty through profits.
Upper Saddle River, NJ: Wharton School Publishing; 2004.

Saich T. Negotiating the State: The Development of Social Organizations in China. The
China Quarterly 2000; 161: 124-141.

Seelos C, Mair J. Profitable Business Models and Market Creation in the Context of Deep

Poverty: A Strategic View. Academy of Management Perspectives 2007; November:
49-63.

Simanis E. and Hart S. Expanding Possibilities at the Base of the Pyramid. Innovations 2006;
1 (1): 43-51.

Shi DH. The Miracle on Saline Land: 'Forest-Pulp-Paper Integration' Strategy of Huatai. GIM
Case Study No. A020. New York: United Nations Development Programme, 2008.

Sun L. Ownership and Governance of Enterprises: Recent Innovative Developments, Basing-
stoke, Palgrave Macmillan; 2003.

Tong Y, Zhou J, Xing X. A Literature Review on the Innovation towards the Base of the
Pyramid, Studies in Science of Science 2009; 28 (2): 169-176.

Webb J., Kistruck GM, Ireland RD, Ketchen DJ, The Entrepreneurship Process in Base of the
Pyramid Markets: The Case of Multinational Enterprise/Nongovernment Organization
Alliances. Entrepreneurship Theory and Practice 2009; 1042-2587.

Weick KE. Drop your tools: Allegory for Organizational Studies. Administrative Science
Quarterly 1996; 41(2): 301-313.

2 6 Frankfurt School of Finance & Management
Working Paper No. 147



Chinese firms entering China's low-income market

Wernerfelt B. A Resource-based View of the Firm. Strategic Management Journal 1984; 5:
171-180.

World Economic Forum; 2009. The Next Billions: Unleashing Business Potential in Un-
tapped Markets.

Yin RK. Case Study Research. Beverly Hills, CA: Sage Publications; 1984.

Frankfurt School of Finance & Management 27
Working Paper No. 147



Chinese firms entering China's low-income market

FRANKFURT SCHOOL / HFB — WORKING PAPER SERIES

No.

146.

145.

144

143.

142.

141.

140.

139.

138.

137.

136.

135.

134.

133.

132.

131.

130.

129.

128.

127.

126.

125.

124.

123.

122.

28

Author/Title

Herrmann-Pillath, Carsten
Rethinking Evolution, Entropy and Economics: A triadic conceptual framework for the Maximum Entropy Principle as
applied to the growth of knowledge

Heidorn, Thomas / Kahlert, Dennis
Implied Correlations of iTraxx Tranches during the Financial Crisis

Fritz-Morgenthal, Sebastian G. / Hach, Sebastian T. / Schalast, Christoph
M&A im Bereich Erneuerbarer Energien

Birkmeyer, Jorg / Heidorn, Thomas / Rogalski, André
Determinanten von Banken-Spreads wihrend der Finanzmarktkrise

Bannier, Christina E. / Metz, Sabrina
Are SME:s large firms en miniature? Evidence from a growth analysis

Heidorn, Thomas / Kaiser, Dieter G. / Voinea, André
The Value-Added of Investable Hedge Fund Indices

Herrmann-Pillath, Carsten
The Evolutionary Approach to Entropy: Reconciling Georgescu-Roegen’s Natural Philosophy with the Maximum
Entropy Framework

Heidorn, Thomas / Low, Christian / Winker, Michael
Funktionsweise und Replikationstil europdischer Exchange Traded Funds auf Aktienindices

Libman, Alexander
Constitutions, Regulations, and Taxes: Contradictions of Different Aspects of Decentralization

Herrmann-Pillath, Carsten / Libman, Alexander / Yu, Xiaofan
State and market integration in China: A spatial econometrics approach to ‘local protectionism’

Lang, Michael / Cremers, Heinz / Hentze, Rainald
Ratingmodell zur Quantifizierung des Ausfallrisikos von LBO-Finanzierungen

Bannier, Christina / Feess, Eberhard
When high-powered incentive contracts reduce performance: Choking under pressure as a screening device

Herrmann-Pillath, Carsten
Entropy, Function and Evolution: Naturalizing Peircian Semiosis

Bannier, Christina E. / Behr, Patrick / Giittler, Andre
Rating opaque borrowers: why are unsolicited ratings lower?

Herrmann-Pillath, Carsten
Social Capital, Chinese Style: Individualism, Relational Collectivism and the Cultural Embeddedness of the Instituti-
ons-Performance Link

Schiiffler, Christian / Schmaltz, Christian
Market Liquidity: An Introduction for Practitioners

Herrmann-Pillath, Carsten
Dimensionen des Wissens: Ein kognitiv-evolutiondrer Ansatz auf der Grundlage von F.A. von Hayeks Theorie der
,.Sensory Order*

Hankir, Yassin / Rauch, Christian / Umber, Marc
It’s the Market Power, Stupid! — Stock Return Patterns in International Bank M&A

Herrmann-Pillath, Carsten
Outline of a Darwinian Theory of Money

Cremers, Heinz / Walzner, Jens
Modellierung des Kreditrisikos im Portfoliofall

Cremers, Heinz / Walzner, Jens
Modellierung des Kreditrisikos im Einwertpapierfall

Heidorn, Thomas / Schmaltz, Christian
Interne Transferpreise fiir Liquiditit

Bannier, Christina E. / Hirsch, Christian
The economic function of credit rating agencies - What does the watchlist tell us?

Herrmann-Pillath, Carsten
A Neurolinguistic Approach to Performativity in Economics

Winkler, Adalbert / Vogel, Ursula
Finanzierungsstrukturen und makrookonomische Stabilitit in den Léndern Stidosteuropas, der Tiirkei und in den GUS-
Staaten

Frankfurt School of Finance & Management
Working Paper No. 147

Year

2010

2010

2010

2010

2010

2010

2010

2010

2010

2010

2010

2010

2010

2009

2009

2009

2009

2009

2009

2009

2009

2009

2009

2009

2009



Chinese firms entering China's low-income market

121.

120.

119.

118.

117.

116.

115.

114.

113.

112.

111.

110.

109.

108.

107.

106.

105.

104.

103.

102.

101.

100.

99.

98.

97.

96.

95.

Heidorn, Thomas / Rupprecht, Stephan
Einfithrung in das Kapitalstrukturmanagement bei Banken

Rossbach, Peter
Die Rolle des Internets als Informationsbeschaffungsmedium in Banken

Herrmann-Pillath, Carsten
Diversity Management und diversi-titsbasiertes Controlling: Von der ,,.Diversity Scorecard* zur ,,Open Balanced
Scorecard

Holscher, Luise / Clasen, Sven
Erfolgsfaktoren von Private Equity Fonds

Bannier, Christina E.
Is there a hold-up benefit in heterogeneous multiple bank financing?

RoBbach, Peter / GieBamer, Dirk
Ein eLearning-System zur Unterstiitzung der Wissensvermittlung von Web-Entwicklern in Sicherheitsthemen

Herrmann-Pillath, Carsten
Kulturelle Hybridisierung und Wirtschaftstransformation in China

Schalast, Christoph:
Staatsfonds — ,,neue‘ Akteure an den Finanzmirkten?

Schalast, Christoph / Alram, Johannes
Konstruktion einer Anleihe mit hypothekarischer Besicherung

Schalast, Christoph / Bolder, Markus / Radiinz, Claus / Siepmann, Stephanie / Weber, Thorsten
Transaktionen und Servicing in der Finanzkrise: Berichte und Referate des Frankfurt School NPL Forums 2008

Werner, Karl / Moormann, Jiirgen
Efficiency and Profitability of European Banks — How Important Is Operational Efficiency?

Herrmann-Pillath, Carsten
Moralische Gefiihle als Grundlage einer wohlstandschaffenden Wettbewerbsordnung:
Ein neuer Ansatz zur erforschung von Sozialkapital und seine Anwendung auf China

Heidorn, Thomas / Kaiser, Dieter G. / Roder, Christoph
Empirische Analyse der Drawdowns von Dach-Hedgefonds

Herrmann-Pillath, Carsten
Neuroeconomics, Naturalism and Language

Schalast, Christoph / Benita, Barten
Private Equity und Familienunternehmen — eine Untersuchung unter besonderer Beriicksichtigung deutscher
Maschinen- und Anlagenbauunternehmen

Bannier, Christina E. / Grote, Michael H.
Equity Gap? — Which Equity Gap? On the Financing Structure of Germany’s Mittelstand

Herrmann-Pillath, Carsten
The Naturalistic Turn in Economics: Implications for the Theory of Finance

Schalast, Christoph (Hrgs.) / Schanz, Kay-Michael / Scholl, Wolfgang
Aktiondrsschutz in der AG falsch verstanden? Die Leica-Entscheidung des LG Frankfurt am Main

Bannier, Christina E./ Miisch, Stefan
Die Auswirkungen der Subprime-Krise auf den deutschen LBO-Markt fiir Small- und MidCaps

Cremers, Heinz / Vetter, Michael
Das IRB-Modell des Kreditrisikos im Vergleich zum Modell einer logarithmisch normalverteilten Verlustfunktion

Heidorn, Thomas / Pleiiner, Mathias
Determinanten Europdischer CMBS Spreads. Ein empirisches Modell zur Bestimmung der Risikoaufschlige von
Commercial Mortgage-Backed Securities (CMBS)

Schalast, Christoph (Hrsg.) / Schanz, Kay-Michael
Schaeftler KG/Continental AG im Lichte der CSX Corp.-Entscheidung des US District Court for the Southern District
of New York

Holscher, Luise / Haug, Michael / Schweinberger, Andreas
Analyse von Steueramnestiedaten

Heimer, Thomas / Arend, Sebastian
The Genesis of the Black-Scholes Option Pricing Formula

Heimer, Thomas / Holscher, Luise / Werner, Matthias Ralf
Access to Finance and Venture Capital for Industrial SMEs

Bottger, Marc / Guthoff, Anja / Heidorn, Thomas
Loss Given Default Modelle zur Schitzung von Recovery Rates

Almer, Thomas / Heidorn, Thomas / Schmaltz, Christian
The Dynamics of Short- and Long-Term CDS-spreads of Banks

Frankfurt School of Finance & Management
Working Paper No. 147

2009
2009

2009

2009
2009
2009
2009
2009
2009
2009
2009

2009

2009

2008
2008

2008
2008
2008
2008

2008
2008

2008
2008
2008
2008
2008

2008

| 29



Chinese firms entering China's low-income market

94.

93.
92.
91.

90.

89.
88.
87.
86.
85.

84.

83.
82.
81.
80.

79.

78.
71.
76.
75.
74.
73.
72.
71.
70.
69.

68.

30

Barthel, Erich / Wollersheim, Jutta
Kulturunterschiede bei Mergers & Acquisitions: Entwicklung eines Konzeptes zur Durchfiihrung einer Cultural Due
Diligence

Heidorn, Thomas / Kunze, Wolfgang / Schmaltz, Christian
Liquiditdtsmodellierung von Kreditzusagen (Term Facilities and Revolver)

Burger, Andreas
Produktivitdt und Effizienz in Banken — Terminologie, Methoden und Status quo

Lochel, Horst / Pecher, Florian
The Strategic Value of Investments in Chinese Banks by Foreign Financial Insitutions

Schalast, Christoph / Morgenschweis, Bernd / Sprengetter, Hans Otto / Ockens, Klaas / Stachuletz, Rainer /

Safran, Robert

Der deutsche NPL Markt 2007: Aktuelle Entwicklungen, Verkauf und Bewertung — Berichte und Referate des NPL
Forums 2007

Schalast, Christoph / Stralkowski, Ingo
10 Jahre deutsche Buyouts

Bannier, Christina E./ Hirsch, Christian
The Economics of Rating Watchlists: Evidence from Rating Changes

Demidova-Menzel, Nadeshda / Heidorn, Thomas
Gold in the Investment Portfolio

Holscher, Luise / Rosenthal, Johannes
Leistungsmessung der Internen Revision

Bannier, Christina / Hinsel, Dennis
Determinants of banks' engagement in loan securitization

Bannier, Christina
“Smoothing* versus “Timeliness - Wann sind stabile Ratings optimal und welche Anforderungen sind an optimale
Berichtsregeln zu stellen?

Bannier, Christina E.
Heterogeneous Multiple Bank Financing: Does it Reduce Inefficient Credit-Renegotiation Incidences?

Cremers, Heinz / Lohr, Andreas
Deskription und Bewertung strukturierter Produkte unter besonderer Beriicksichtigung verschiedener Marktszenarien

Demidova-Menzel, Nadeshda / Heidorn, Thomas
Commodities in Asset Management

Cremers, Heinz / Walzner, Jens
Risikosteuerung mit Kreditderivaten unter besonderer Beriicksichtigung von Credit Default Swaps

Cremers, Heinz / Traughber, Patrick
Handlungsalternativen einer Genossenschaftsbank im Investmentprozess unter Beriicksichtigung der Risikotragfihig-
keit

Gerdesmeier, Dieter / Roffia, Barbara
Monetary Analysis: A VAR Perspective

Heidorn, Thomas / Kaiser, Dieter G. / Muschiol, Andrea
Portfoliooptimierung mit Hedgefonds unter Beriicksichtigung hoherer Momente der Verteilung

Jobe, Clemens J. / Ockens, Klaas / Safran, Robert / Schalast, Christoph
Work-Out und Servicing von notleidenden Krediten — Berichte und Referate des HfB-NPL Servicing Forums 2006

Abrar, Kamyar / Schalast, Christoph
Fusionskontrolle in dynamischen Netzsektoren am Beispiel des Breitbandkabelsektors

Schalast, Christoph / Schanz, Kay-Michael
Wertpapierprospekte: Markteinfithrungspublizitit nach EU-Prospektverordnung und Wertpapierprospektgesetz 2005

Dickler, Robert A. / Schalast, Christoph
Distressed Debt in Germany: What’s Next? Possible Innovative Exit Strategies

Belke, Ansgar / Polleit, Thorsten
How the ECB and the US Fed set interest rates

Heidorn, Thomas / Hoppe, Christian / Kaiser, Dieter G.
Heterogenitit von Hedgefondsindizes

Baumann, Stefan / Lochel, Horst
The Endogeneity Approach of the Theory of Optimum Currency Areas - What does it mean for ASEAN + 3?

Heidorn, Thomas / Trautmann, Alexandra
Niederschlagsderivate

Heidorn, Thomas / Hoppe, Christian / Kaiser, Dieter G.
Moglichkeiten der Strukturierung von Hedgefondsportfolios

Frankfurt School of Finance & Management
Working Paper No. 147

2008

2008

2008

2008

2008

2008

2007

2007

2007

2007

2007

2007

2007

2007

2007

2007

2007

2007

2006

2006

2006

2006

2006

2006

2006

2005

2005



Chinese firms entering China's low-income market

67.

66.

65.

64.

63.

62.

61.

60.

59.

58.

57.

56.

55.

54.

53.

52.

51.

50.

49.

48.

47.

46.

45.

44.

43.

42.

41.

40.

Belke, Ansgar / Polleit, Thorsten
(How) Do Stock Market Returns React to Monetary Policy ? An ARDL Cointegration Analysis for Germany

Daynes, Christian / Schalast, Christoph
Aktuelle Rechtsfragen des Bank- und Kapitalmarktsrechts II: Distressed Debt - Investing in Deutschland

Gerdesmeier, Dieter / Polleit, Thorsten
Measures of excess liquidity

Becker, Gernot M. / Harding, Perham / Holscher, Luise
Financing the Embedded Value of Life Insurance Portfolios

Schalast, Christoph
Modernisierung der Wasserwirtschaft im Spannungsfeld von Umweltschutz und Wettbewerb — Braucht Deutschland
eine Rechtsgrundlage fiir die Vergabe von Wasserversorgungskonzessionen? —

Bayer, Marcus / Cremers, Heinz / Kluf}, Norbert
Wertsicherungsstrategien fiir das Asset Management

Lochel, Horst / Polleit, Thorsten
A case for money in the ECB monetary policy strategy

Richard, Jorg / Schalast, Christoph / Schanz, Kay-Michael
Unternehmen im Prime Standard - ,,Staying Public* oder ,,Going Private“? - Nutzenanalyse der Borsennotiz -

Heun, Michael / Schlink, Torsten
Early Warning Systems of Financial Crises - Implementation of a currency crisis model for Uganda

Heimer, Thomas / Kohler, Thomas
Auswirkungen des Basel II Akkords auf dsterreichische KMU

Heidorn, Thomas / Meyer, Bernd / Pietrowiak, Alexander
Performanceeffekte nach Directors Dealings in Deutschland, Italien und den Niederlanden

Gerdesmeier, Dieter / Roffia, Barbara
The Relevance of real-time data in estimating reaction functions for the euro area

Barthel, Erich / Gierig, Rauno / Kiihn, IImhart-Wolfram
Unterschiedliche Ansitze zur Messung des Humankapitals

Anders, Dietmar / Binder, Andreas / Hesdahl, Ralf / Schalast, Christoph / Thone, Thomas
Aktuelle Rechtsfragen des Bank- und Kapitalmarktrechts I :
Non-Performing-Loans / Faule Kredite - Handel, Work-Out, Outsourcing und Securitisation

Polleit, Thorsten
The Slowdown in German Bank Lending — Revisited

Heidorn, Thomas / Siragusano, Tindaro
Die Anwendbarkeit der Behavioral Finance im Devisenmarkt

Schiitze, Daniel / Schalast, Christoph (Hrsg.)
Wider die Verschleuderung von Unternehmen durch Pfandversteigerung

Gerhold, Mirko / Heidorn, Thomas
Investitionen und Emissionen von Convertible Bonds (Wandelanleihen)

Chevalier, Pierre / Heidorn, Thomas / Krieger, Christian
Temperaturderivate zur strategischen Absicherung von Beschaffungs- und Absatzrisiken

Becker, Gernot M. / Seeger, Norbert
Internationale Cash Flow-Rechnungen aus Eigner- und Glaubigersicht

Boenkost, Wolfram / Schmidt, Wolfgang M.
Notes on convexity and quanto adjustments for interest rates and related options

Hess, Dieter
Determinants of the relative price impact of unanticipated Information in
U.S. macroeconomic releases

Cremers, Heinz / KluB3, Norbert / Konig, Markus
Incentive Fees. Erfolgsabhingige Vergiitungsmodelle deutscher Publikumsfonds

Heidorn, Thomas / Konig, Lars
Investitionen in Collateralized Debt Obligations

Kahlert, Holger / Seeger, Norbert
Bilanzierung von Unternehmenszusammenschliissen nach US-GAAP

Beitridge von Studierenden des Studiengangs BBA 012 unter Begleitung von Prof. Dr. Norbert Seeger
Rechnungslegung im Umbruch - HGB-Bilanzierung im Wettbewerb mit den internationalen
Standards nach IAS und US-GAAP

Overbeck, Ludger / Schmidt, Wolfgang
Modeling Default Dependence with Threshold Models

Balthasar, Daniel / Cremers, Heinz / Schmidt, Michael
Portfoliooptimierung mit Hedge Fonds unter besonderer Beriicksichtigung der Risikokomponente

Frankfurt School of Finance & Management
Working Paper No. 147

2005
2005
2005
2005

2005

2005
2005
2004
2004
2004
2004
2004

2004

2004
2004
2004
2004
2004
2003
2003
2003

2003

2003
2003
2003

2003

2003

2002

| 31



Chinese firms entering China's low-income market

39.

38.
37.
36.
35.
34.
33.
32.
31
30.
29.
28.
217.
26.
25.
24.
23.
22.
21.

20.

32

Heidorn, Thomas / Kantwill, Jens
Eine empirische Analyse der Spreadunterschiede von Festsatzanleihen zu Floatern im Euroraum
und deren Zusammenhang zum Preis eines Credit Default Swaps

Bottcher, Henner / Seeger, Norbert
Bilanzierung von Finanzderivaten nach HGB, EstG, IAS und US-GAAP

Moormann, Jiirgen
Terminologie und Glossar der Bankinformatik

Heidorn, Thomas
Bewertung von Kreditprodukten und Credit Default Swaps

Heidorn, Thomas / Weier, Sven
Einfithrung in die fundamentale Aktienanalyse

Seeger, Norbert
International Accounting Standards (IAS)

Moormann, Jiirgen / Stehling, Frank
Strategic Positioning of E-Commerce Business Models in the Portfolio of Corporate Banking

Sokolovsky, Zbynek / Strohhecker, Jiirgen
Fit fiir den Euro, Simulationsbasierte Euro-MaBinahmenplanung fiir Dresdner-Bank-Geschiftsstellen

RoBbach, Peter
Behavioral Finance - Eine Alternative zur vorherrschenden Kapitalmarkttheorie?

Heidorn, Thomas / Jaster, Oliver / Willeitner, Ulrich
Event Risk Covenants

Biswas, Rita / Lochel, Horst
Recent Trends in U.S. and German Banking: Convergence or Divergence?

Eberle, Giinter Georg / Ijﬁchel, Horst
Die Auswirkungen des Ubergangs zum Kapitaldeckungsverfahren in der Rentenversicherung auf die Kapitalmérkte

Heidorn, Thomas / Klein, Hans-Dieter / Siebrecht, Frank
Economic Value Added zur Prognose der Performance européischer Aktien

Cremers, Heinz
Konvergenz der binomialen Optionspreismodelle gegen das Modell von Black/Scholes/Merton

Lochel, Horst
Die 6konomischen Dimensionen der ,New Economy*

Frank, Axel / Moormann, Jiirgen
Grenzen des Outsourcing: Eine Exploration am Beispiel von Direktbanken

Heidorn, Thomas / Schmidt, Peter / Seiler, Stefan
Neue Moglichkeiten durch die Namensaktie

Boger, Andreas / Heidorn, Thomas / Graf Waldstein, Philipp
Hybrides Kernkapital fiir Kreditinstitute

Heidorn, Thomas
Entscheidungsorientierte Mindestmargenkalkulation

Wolf, Birgit
Die Eigenmittelkonzeption des § 10 KWG

Cremers, Heinz / Robé, Sophie / Thiele, Dirk
Beta als RisikomaB - Eine Untersuchung am europdischen Aktienmarkt

Cremers, Heinz
Optionspreisbestimmung

Cremers, Heinz

Value at Risk-Konzepte fiir Marktrisiken

Chevalier, Pierre / Heidorn, Thomas / Riitze, Merle
Griindung einer deutschen Stromborse fiir Elektrizititsderivate

Deister, Daniel / Ehrlicher, Sven / Heidorn, Thomas
CatBonds

Jochum, Eduard
Hoshin Kanri / Management by Policy (MbP)

Heidorn, Thomas
Kreditderivate

Heidorn, Thomas
Kreditrisiko (CreditMetrics)

Moormann, Jiirgen

Terminologie und Glossar der Bankinformatik

Frankfurt School of Finance & Management
Working Paper No. 147

2002

2003

2002

2001

2001

2001

2001

2001

2001

2001

2001

2001

2000

2000

2000

2000

2000

2000

2000

2000

2000

1999

1999

1999

1999

1999

1999

1999

1999



Chinese firms entering China's low-income market

10.

09.

08.

07.

06.

05s.
04.

03.
02.

01.

Lochel, Horst
The EMU and the Theory of Optimum Currency Areas

Lochel, Horst
Die Geldpolitik im Wéhrungsraum des Euro

Heidorn, Thomas / Hund, Jiirgen
Die Umstellung auf die Stiickaktie fiir deutsche Aktiengesellschaften

Moormann, Jiirgen
Stand und Perspektiven der Informationsverarbeitung in Banken

Heidorn, Thomas / Schmidt, Wolfgang
LIBOR in Arrears

Jahresbericht 1997

Ecker, Thomas / Moormann, Jiirgen
Die Bank als Betreiberin einer elektronischen Shopping-Mall

Jahresbericht 1996

Cremers, Heinz / Schwarz, Willi
Interpolation of Discount Factors

Moormann, Jiirgen
Lean Reporting und Fithrungsinformationssysteme bei deutschen Finanzdienstleistern

FRANKFURT SCHOOL / HFB — WORKING PAPER SERIES
CENTRE FOR PRACTICAL QUANTITATIVE FINANCE

No.

23.

22.

21.

20.

19.

18.

17.

16.

15.

14.

13.

12.

11.

10.

09.

08.

Author/Title

Esquivel, Manuel L. / Veiga, Carlos / Wystup, Uwe
Unifying Exotic Option Closed Formulas

Packham, Natalie / Schlogl, Lutz / Schmidt, Wolfgang M.
Credit gap risk in a first passage time model with jumps
Packham, Natalie / Schlogl, Lutz / Schmidt, Wolfgang M.
Credit dynamics in a first passage time model with jumps
Reiswich, Dimitri / Wystup, Uwe

FX Volatility Smile Construction

Reiswich, Dimitri / Tompkins, Robert
Potential PCA Interpretation Problems for Volatility Smile Dynamics

Keller-Ressel, Martin / Kilin, Fiodar
Forward-Start Options in the Barndorff-Nielsen-Shephard Model

Griebsch, Susanne / Wystup, Uwe
On the Valuation of Fader and Discrete Barrier Options in Heston’s Stochastic Volatility Model

Veiga, Carlos / Wystup, Uwe
Closed Formula for Options with Discrete Dividends and its Derivatives

Packham, Natalie / Schmidt, Wolfgang
Latin hypercube sampling with dependence and applications in finance

Hakala, Jiirgen / Wystup, Uwe
FX Basket Options

Weber, Andreas / Wystup, Uwe
Vergleich von Anlagestrategien bei Riesterrenten ohne Beriicksichtigung von Gebiihren. Eine Simulationsstudie zur
Verteilung der Renditen

Weber, Andreas / Wystup, Uwe
Riesterrente im Vergleich. Eine Simulationsstudie zur Verteilung der Renditen

Wystup, Uwe
Vanna-Volga Pricing

Wystup, Uwe
Foreign Exchange Quanto Options

Wystup, Uwe
Foreign Exchange Symmetries

Becker, Christoph / Wystup, Uwe
Was kostet eine Garantie? Ein statistischer Vergleich der Rendite von langfristigen Anlagen

Frankfurt School of Finance & Management
Working Paper No. 147

1998
1998
1998
1998

1998
1998

1997
1997

1996

1995

Year
2010
2009
2009
2009
2009
2008
2008
2008
2008
2008

2008

2008
2008
2008
2008

2008

| 33



Chinese firms entering China's low-income market

07. Schmidt, Wolfgang
Default Swaps and Hedging Credit Baskets

06. Kilin, Fiodor
Accelerating the Calibration of Stochastic Volatility Models

05. Griebsch, Susanne/ Kiihn, Christoph / Wystup, Uwe
Instalment Options: A Closed-Form Solution and the Limiting Case

04. Boenkost, Wolfram / Schmidt, Wolfgang M.
Interest Rate Convexity and the Volatility Smile

03. Becker, Christoph/ Wystup, Uwe
On the Cost of Delayed Currency Fixing

02. Boenkost, Wolfram / Schmidt, Wolfgang M.
Cross currency swap valuation

01. Wallner, Christian / Wystup, Uwe
Efficient Computation of Option Price Sensitivities for Options of American Style

HFB — SONDERARBEITSBERICHTE DER HFB - BUSINESS SCHOOL OF FINANCE & MANAGEMENT

No. Author/Title

01. Nicole Kahmer / Jiirgen Moormann
Studie zur Ausrichtung von Banken an Kundenprozessen am Beispiel des Internet
(Preis: € 120,--)

Printed edition: € 25.00 + € 2.50 shipping

Download:

2007

2007

2007

2006

2005

2004

2004

Year

2003

Working Paper: http://www.frankfurt-school.de/content/de/research/Publications/list_of_publication0.html

CPQF: http://www.frankfurt-school.de/content/de/research/quantitative_Finance/research_publications.html

Order address / contact
Frankfurt School of Finance & Management
Sonnemannstr. 9—11 = D-60314 Frankfurt/M. = Germany
Phone: +49(0)69 154008-734 = Fax: +49(0)69 154008-728
eMail: m.biemer @ frankfurt-school.de
Further information about Frankfurt School of Finance & Management
may be obtained at: http://www.frankfurt-school.de

3 4 Frankfurt School of Finance & Management
Working Paper No. 147



