
After a warm welcome from Matt 
Timmons and Joe Chai, companies met 
with men and women from around the 
world. Eager to expand, ten security  
companies interviewed representatives 
from six other countries last night.  
Representatives were up at all hours of 

the day, ranging from 6am in China to 
8pm in the United States. Coming from 
Shanghai Pudong, Sanjay Kalhan started 
discussing the booming economy with 
Phoenix Security and TechniCasa. Junkers 
Wang reassured companies that the 
workers were treated very well at  
businesses such as Lubrizol. China is a 

growing country, offering many workers.  

A slightly different pace was taken with  
Canada and Australia. Both countries 
were familiar with United Statesõ customs 
and actually repeat many in their own 
culture. Paul and Don from Canada told 
companies that the economy was strong, 
stable, and consistent. Southern Ontario 

is quite industrialized, but less in western 
Canada. Canadian representatives said 
that their country offers many resources 
and is very aware of global warming.  
Currently experiencing a 78 degree  
winter, Tom and Greg from Australia  
happily reported a demand for  

environmentally friendly products.  

Continued on page 2.  

Ron Jones was an executive at Bank One 
and took a business trip to Mexico in 
1996. This was not his first visit to the 
country, as he had been an exchange 
student to a family with ten children dur-
ing college.  The purpose of going to 
Mexico was to determine if the company 
wished to build a branch in Mexico. This 

branch would be concerned with market-
ing, operations, and the overall system, 
bringing similar streamlined credit to 
other parts of the world. Going to a new 
place with a new concept, Ron faced 
many obstacles. The cultural differences 
between the United States and Mexico 
were anything but easy to overcome and 
Ron needed to be stern but compromis-

ing as well. 

 

Leaders and professionals consistently 
encourage young people to be different 
and innovative, to think outside of the 
box. As opposed to simply speaking 
about those necessary steps, Ron helped 
students realize that these opportunities 
are all around us. He explained that rules 
are sometimes different and while one 

should not be quick to break them, one 
should not always accept how things 

are.  

Ron shared his knowledge with LAB stu-
dents who carefully listened, laughed, 
and reflected on their companyõs own 
practices. òYouõve got to understand the 
nature of the culture youõre dealing 

with,ó he stated.  

Continued on page 2.  
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Reminders 

¶ Advertisement  
consultation  will be 
available Thursday 

during breakfast. 

¶ Friday we will be 
leaving campus for 
some field trips. 
Nametags must be 
worn in order to 

attend these trips. 

¶ Friday Dress Code:  
Business Casual all 

day. 

¶ Please turn in  
completed  
evaluations before 

going to Rec.  Time. 
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puter Systems. With this in mind, 
they offered a more simple system, 
cutting out many fancy enhance-
ments and lowering the price of the 
product. If a company would place 
a plant in Mexico, the labor could 
be much cheaper than in the USA. 
The average Mexican makes about 

$7.00 a day versus the average 
American making $7.00 an hour at 

a minimum wage job.  

Japan was saying ògood morningó 
to Smarthouse as the sun set in the 
USA. After introducing his staff and 
explaining the product, Alex Keener 
dove into a round of questions that 

Suzuki Yasuyoshi had no problem 
answering. It appeared that the 
systems would be quite popular in 
Japan, and the Japanese could eas-

ily afford them. 

As the night came to an end, Matt 
Timmons reminded the companies 
that exposure to new people and 
new cultures plays a big role in 
where a business chooses to ex-
pands.  The students left Lubrizol 
with a fresh look at international 
business and insight into which in-
ternational markets may be best for 

their companiesõ global expansion. 

~Candyce Smith 

Not only did the companies have to 
listen closely, but they also had to 
work through language barriers. 
During the teleconference with Bra-
zil, they discovered there was in-
deed a demand for better security 
due to the high crime rate. Dan 
Parker noted an ethanol increase in 

the Brazilian market, which in the 
end would help Super Solar Security 
with their push for solar power. The 
systems are also quite affordable for 
the majority of the population. In 
Mexico, Integrity Security found out 
that many families have maids that 
already perform some of the work 
offered by the Home Sentry Com-

W A S H I N G T O N ST R E E T J O U R N A L 
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Thursday's Day Chairs  

oneõs self and that this does not just 
apply to business, but every day 
instances where a person can find 
themselves in a new and unusual 
position.  He went on to say that 
the blending together of business 
endeavors and building long lasting 
personal relationships has the  

capabilities of showing respect and 
consideration for those who are 

Rules in the United States vary 
greatly compared to Mexico and 
other countries. According to Mr. 
Jones, being the best is a major  
motivator in the U.S. but Mexicans 
strives to have everyone simply do 
their best. Ron conveyed the idea 
that as technology changes in the 

blink of an eye, it is important to 
recognize the diversity around 

A tas te  o f  mex ico (From Pg.  1)  

Emily Dizer 

¶ Education: B.A. in Accounting, 

Cedarville University. 

¶ Employment: CPA/Supervisor, 

Bond, Sippola, Dejoy and Co. 

¶ Proudest Accomplishment:  

earning her CPA in 2001. 

¶ Interesting Fact: She has trav-

eled to various places in Europe 

and North America.  One of her 

most memorable moments was 

taking a mule ride through the 

Grand Canyon. 

Craig Hupp 

¶ Education: B.S in Chemical  

Engineering, Cleveland State 

University. 

¶ Employment: Technology  

Manager, Lubrizol Corporation. 

¶ Craig has held several technical 

and management positions at 

Lubrizolõs Wickliffe and  

Painesville locations during his 

24 year career with Lubrizol. 

¶ Interesting fact: Craig played 

soccer at Eastlake North the 

first year it was a varsity sport. 

different than them. It is those 
times when it is vital to open oneõs 
eyes, heart, and minds to gain 
something, if not just the  

experience. 

~Lauren McGrath 

Words of Wisdom: 

òYou can learn something from everyone you meet; have the patience to 

wait for it and the wisdom to recognize it.ó ñCraig Hupp 
Courtesy Bob Zyromski 



they have not been completely in-
spected by OSHA. OSHA reported 
that they are not pleased with the 
expansions of 700% in six months 
without focusing on safety hazards 
in the plant.  
 
With the demand for quality not 

being met in the HSC Market, con-
sumers are awaiting the diversifica-
tion of the products. The consumers 
are having a tough time distinguish-
ing the HSC unit from ADT Security 
Systems. Investors also noticed the 
lack of diversity in the products and 
are concerned about investing their 

The market was shaken for first time 
since the introduction of the Home 
Sentry Computer (HSC). Market re-
search predicted that there would 
be plenty of consumers to satisfy 
every customer. During the last few 
months, consumers have begun to 
worry on the quality of HSCs and 

the demand has dropped.  
 
Many companies have only focused 
on increasing the capacity of plant 
size that they have not had time to 
focus on the quality of the Home 
Sentry Computer. Many organiza-
tions have expanded so rapidly that 
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Word on the street  
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Heard on the  s t ree t  

¶ "I just thought the projector 
was back there."  
ñBryan Sickling 

 

¶ "You can take it to the judge."  
     ñJack Nettis 
"Whos the judge?"  
     ñAnna Crooks  
*Jack raises his hand, grinning* 

 

¶ "This is about making money."  
ñDan Parker 

 

¶ "Yea I can read and all that 
good stuff." ñBryan Morgan 

 

¶ "Then they'd be like 'Oh, you're 
so cute!'" ñWinnie Jiang 

 

¶ òI have really short legs.ó  

ñKelsey Seibold 

¶ òSo you played Michael  

Jackson ?ó ñKevin Murphy 

 

¶ òIf they say ômateõ Iõm going to 

be so happy.ó  

ñSamantha Landgraf 

 

¶ òCan I ask you a personal   

question?ó ñRob Brocious 

 

¶ òCanadians drink milk out of a 

bag.ó ñAJ Ruschman 

 

¶ òMy dadõs not too hot on that.ó 

--Andrea Floro 

 

¶ òI speak English fluently.ó 

 ñIssac Versaw 

¶ òWas he Jamaican?ó  

ñKhin-Kyemon Aung  

 

¶ òThe only cultural difference is 

that you like football and we 

like soccer.ó ñLubrizol Brazil 

 

¶ òWe have a lot of natural re-
sources--at the moment, weõre 
just digging the place up and 
sending it to China.ó 
 ñLubrizol Australia  

 
~Compiled by Lauren McGrath 

& Candyce Smith  

money into a product that con-
sumers cannot completely under-

stand. 

 

In other areas around the world, 
HSC companies have been invest-
ing into international markets. 
With these investments, companies 
are hoping to open new markets 

with hopes of increases in profits.  

 

~Nate Devore 

Courtesy Bob Zyromski Courtesy Bob Zyromski Courtesy Bob Zyromski 



These cases ranged from gender 
discrimination in an overseas  
market to paying òfinderõs feesó to 
government officials for awarding 
contracts.  The case study activity 
introduced the Home Sentry  
executives to the ethical challenges 
many companies deal with when 

doing business on foreign turf.  
Following a working lunch, the 
new executives were given some 
insight on doing business  
internationally by LAB presenter 
Dave Fries.  They were also given 
an opportunity to speak with a 
panel of businesspeople and  
students who have lived, worked 
and studied abroad.  LAB presenter 

Ron Jones shared his experience of 
working in Mexico with the LAB 
students.  He discussed the  
differences in culture and some of 
the difficulties he had adjusting to 
these differences. 
After dinner, the new execs 
boarded buses and headed to  
Lubrizol Corporation in Wickliffe, 

While exhausted from the previous 
dayõs press conferences, the Home 
Sentry Computer executives came 
to breakfast on Wednesday  
morning eager to  learn more about  
doing business on an international 
scale. 
The business executives loaded into 

buses for a field trip to Lakeland 
Community College, where two 
activities took place.  The first  
activity was a World Fact Game, 
which tested the cultural, geo-
graphic  and techno log ical  
knowledge of the company execs.  
By playing this game, LAB presenter 
Jack Nettis was able to show the 
students how important it is to have 

a good understanding of a culture 
before trying to do business in  
another country.  
The second activity at Lakeland was 
a series of case studies, in which 
executives were presented with a 
scenario relating to global business 
and were asked to present their 
companyõs position on the subject.  

New execs investigate overseas markets  
Ohio armed with questions for the 
international representatives who 
were connected via video phone.  
Questions were posed on many 
different subjects ranging from 
building materials to crime rates to 
median incomes, all in an attempt 
to figure out which one of the 

countries represented would be the 
international market in which they 
would launch their product.  
By the end of the day, the  
executives were tired, but were  
excited to learn if their international 
ventures were a success or a flop.  

~Mike Majeski 

In the next issueé 

¶ Managing People 

¶ Company Reorganization 

¶ Word on the Street. 

ADVERTISMENT FOR PRELIMINARY BIDS 

The City of Cleveland Heights will be accepting preliminary bids for 

the installation of Home Sentry Computer systems in itõs new 

òCoventry Courtó subdivision.  This cutting edge òlifestyle subdivisionó 

will include approximately 200 homes, a 5,000 square feet clubhouse, 

an eighteen hole golf course, upscale shopping, and  ample leisure 

activities.  Coventry Court will be the model for future subdivisions of 

its kind. 

Preliminary Bid Specifications: (1) The City is asking for a tri-fold  

brochure detailing the companyõs most popular model, including  

features and pricing information.  (2) Each interested company 

should submit a òCompetitive Advantage Analysisó form with their  

tri-fold brochure.  This form can be obtained from Mike Majeski. 

Deadline:  All tri-fold brochures and òCompetitive Advantage  

Analysisó forms must be submitted to Mike Majeski by Friday, June 20, 

2008 at 5:30p.m. EST for consideration. 

Questions regarding this tri -fold brochure may be directed to Mike 

Majeski or Bob Zyromski. 

Courtesy Bob Zyromski 

Courtesy Bob Zyromski 


