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Résumé 
	  
This project examines, what partner selection criteria should guide DDD-Diagnostic’s 

choice of distributor in Brazil. Considering the characteristics of the nuclear imaging 

industry, a global presence is inevitable for DDD-Diagnostic. With insufficient 

financial resources, the company cannot afford to establish global subsidiaries, and 

has thus decided to develop a global distribution network.  

Brazil is an emerging economy, which combined with the latest improvements in the 

country’s welfare, implies a great market opportunity for DDD-Diagnostic. However, 

through a multilevel analysis I identify several difficulties DDD-Diagnostic can meet 

in the Brazilian market, and I correspondingly identify partner selection criteria that 

can help mitigate these difficulties.  

The multilevel analysis covers the institutional level, where large institutional 

distances are identified; the industrial level that recognizes large entry barriers and a 

protectionistic market; the company level concerning resources, which finds both 

supplementary and complementary resource that can enhance the chances of success 

of the alliance; and the company level concerning transaction costs that underlines the 

risks of opportunism. My findings are collected and examined through a sensitivity 

analysis. Furthermore, the interrelatedness between the different levels of analysis is 

discussed.  

The resulting conclusions is a set off partner selection criteria, and these criteria will, 

based on this research, ensure a Brazilian partner that can accommodate DDD-

Diagnostic’s needs and wishes on the Brazilian market. 

Furthermore, a main conclusion of this project is that the choice of entry mode (non-

equity partnership) is supported namely due to institutional distances.	  	  
 

 

Key Words: Brazil, partnership, institutional distance, industrial organization, 

resources, transaction costs, trust and legitimacy. 
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Chapter 1: Introduction 
Strategic alliances have become an important vehicle for business activity (Doz & 

Hamel, 1998) and the academic literature on the topic appears correspondingly 

abundant. Motives for international strategic alliances are varied, including the wish 

to leverage resources and assets, reduce risk, gain speed, capitalize on the partners’ 

strengths, and gaining access to local markets and specific market expertise (Cavusgil, 

1997). However, in order to yield some of these goals, there are several difficulties to 

overcome, including institutional differences, market competition, alignment of 

resources, strategic differences, and developing mutual trust in the alliance.  

 

Nielsen (2010b) argues that four dimensions within strategic alliances are deeply 

interrelated: motivation for strategic alliance formation, partner selection, alliance 

structure and control, and stability and performance. As this interconnectedness 

exists, the selection of the right partner is an important determinant of the outcome of 

the strategic alliance (Dong & Glaister, 2006; Cavusgil, 1997; Solesvik & Westhead, 

2010; Wu, Shih, & Chan, 2009; Das & Teng, 1998). Before entering the selection 

process, companies should develop partner selection criteria that can mitigate the 

perceived difficulties, to overcome many of the problems associated with strategic 

alliances. 

1.1. Problem area and research question 
An interesting setting for researching partner selection processes is in the nuclear 

medical industry. The industry’s major clients are hospitals with specialized units that 

can handle radioactive isotopes (Mouridsen & Skeller, 2013). Nuclear imaging 

products typically have a long lifetime, and are thus not typically a product purchased 

several times by the same client. Operating globally is thus vital for survival 

(Mouridsen & Skeller, 2013). However, for a company with limited resources, the 

options of operating globally become limited, and this is why strategic partnerships 

are almost incumbent within this industry (Mouridsen & Skeller, 2013).  

 

The nuclear medicine imaging industry’s prospects are, in spite of a reduced demand 

in the aftermath of the global economic recession, recovering well, and the industry 

has seen a strong growth in recent years (Visiongain, 2012). Emerging markets offer 
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much potential, due to the current narrow number of nuclear medicine facilities and 

technologies combined with increased healthcare spending. 

DDD-Diagnostic was founded in 1987 as an OEM supplier of gamma camera 

systems, and it has supplied gamma camera systems for the industry giants GE, 

Philips and Siemens (Mouridsen & Skeller, 2013; DDD-Diagnostic, 2012). It was not 

until 2012 that DDD-Diagnostic started producing gamma camera systems for its own 

brand portfolio. The company has made it a business goal to create a global 

distribution network (DDD-Diagnostic, 2012), however, the company has until now 

mainly chosen distributors though network, and not from country-specific designed 

partner selection criteria (Mouridsen & Skeller, 2013)1. Because the partner selection 

process is so important for the success of the partnership, this project will explore this 

field of research, and guided by a multilevel analysis, I will provide answer to the 

following research question: 

 

What criteria should guide DDD-Diagnostic’s partner selection process on the 

Brazilian market? 

 

Furthermore the project will research the following three sub-questions: 

1. Based on the Brazilian institutional framework, what are the perceived 

difficulties, and what partner selection criteria can help overcome or mitigate 

these? 

2. What difficulties does the Brazilian industrial organization of the medical 

devices market present, and what criteria should a local partner comply with to 

help DDD-Diagnostic succeed on this market? 

3. To create the best conditions for a partnership, and to ensure success for 

DDD-Diagnostic on the Brazilian market, what complementary and 

supplementary resources should a local partner contain? 

 

With these research questions I aim at answering two issues that I find particularly 

interesting. First, I want to understand and explore the process of partner selection 

within the nuclear medical industry. To my knowledge this specific field has not been 

investigated within the partner selection literature previously, so I wish to create an 

	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  
1 Please see appendix A for company profile 
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overview of the challenges that DDD-Diagnostic should be aware of when selecting 

new distributors. Secondly, my aim is to use this overview to develop and formulate 

specific partner selection criteria. Therefore, the conclusions to this project will 

namely be the partner selection criteria that should guide DDD-Diagnostic’s partner 

selection in Brazil. 

Answering the research question calls for several layers of analysis, and these layers 

will be discussed in Chapter 2. 

1.2. Delimitations 
As DDD-Diagnostic has already singled out the Brazilian market, this project will not 

focus on the country selection process, although this process is a key task in 

international business expansion, and this process cannot be seen independent to the 

partner selection criteria (Cavusgil, 1997). To overcome this, the partner selection 

criteria developed in this project will be specific to the Brazilian market, and will 

incorporate an institutional-specific theoretical approach. 

Also, this project will not focus on the post-selection stages such as negotiations, 

contracting, and nurturing of the relationship. Although I recognize that these 

activities are also important for the success of the alliance (Nielsen, 2010a), it is out 

of the scope of this research, and DDD-Diagnostic has already planned a strategy for 

handling these activities. 

A distribution agreement is a non-equity alliance (Schuler & Tarique, 2006). Due to 

the scarce literature specifically focusing on distribution alliances, this project will 

use the general literature on strategic alliances and partnerships. I will keep the 

distinction between different types of partnership agreements in mind for the final 

conclusions as well as throughout the analysis, but the terms will be used 

interchangingly. 
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Chapter 2: Theoretical Framework 
Because partner selection does not happen in a vacuum, and most firm behavior is 

nested or embedded in a broader political, economic, and social context (Dacin, 

Ventresca, & Beal, 1999; Nielsen, 2003), this project will apply a multilevel analysis. 

The general concept of multilevel analysis is that individuals interact with the social 

context to which they belong, and this context influences them (Hox, 2002). In 

multilevel analysis individuals and groups are conceptualized as a hierarchical system 

at separate levels. The study of a hierarchical system with several levels also leads to 

the research of the interaction between the variables at each level (Hox, 2002). 

In the case of this research, the project will aim at researching strategic alliances 

within the Brazilian medical devices industry. The Brazilian companies are nested 

within the Brazilian medical devices industry, which in turn is nested within the 

Brazilian institutional system.  

In the following I will offer a theoretical discussion. First, I will introduce theory on 

strategic alliances and partner selection. This discussion will lead to the development 

of the subsequent research structure. The structure will guide the further theoretical 

investigation.  

2.1. Partner Selection Theory and the structure of this study 
The topic of strategic alliances have been a point of study for many scholars for more 

than two decades, and among other areas these studies focus on economics, sociology, 

and law (Shenkar & Reuer, 2006). It has become clear that strategic alliances have 

become an important driver for business activity (Casson & Mol, 2006). Motives for 

international partnerships are as considered varied and complex (Cavusgil, 1997; 

Nielsen, 2010b). International partnerships have drawbacks, however, such as the risk 

of opportunism and high transaction costs. Furthermore, companies release 

proprietary knowledge to partners, which can form a potential threat. 

2.1.1. Partner Selection Criteria 

The partner selection process is critical to the success of partnerships in emerging 

economies (Luo Y. , 1998). Cavusgil (1997) suggests that choosing a foreign business 

partner requires multifunctional skills, including cross-cultural competences, legal 

expertise, financial planning and other management knowledge. This view is 

supported by Mockler (1999) and Peng et al. (Peng, Wang, & Jiang, 2008; Peng & 

Zhou, 2005). Peng et al. (2008) suggest a multilevel analytical framework to develop 



	  

11 

partner selection criteria. 

Peng et al. (2008) argue that firm strategy in international business has traditionally 

been driven by an industry-based view and a resource-based view. The industry-based 

view, which is represented by Porter’s research, argues that the structure of five 

industrial forces determine firm strategy and performance (Porter, 2008). The 

resource-based view, exemplified by Barney agues that firm-specific differences drive 

strategy and performance (Barney, 1991). Firms will choose partners based on an 

assessment of ‘fit’ between potential partners (Doz & Hamel, 1998). This assessment 

usually emphasizes resource complementarity (Harrigan, 1988) or supplementarity 

(Das & Teng, 1999), as well as organizational fit based on cultural and operational 

style compatibility (Lorange & Roos, 1992).  

These two views do, however, ignore the institutional underpinning, which the 

institutional theory provides (Peng, Wang, & Jiang, 2008). The world is different 

concerning competition and how competition is organized, and there is an increasing 

realization that these formal and informal institutional underpinnings, i.e. the rules of 

the game (North, 1990), also shape the strategy and performance of firms in emerging 

economies (Peng, Wang, & Jiang, 2008; Peng & Zhou, 2005). Industrial conditions 

and firm resources should thus not be the only drivers of strategic choices, but rather, 

companies should include the institution-based view (Peng, Wang, & Jiang, 2008).  

 

Based on the above, this project will adapt Peng et al.’s tripod framework. At the 

institutional level this project will use new institutional theory, and at the industrial 

level, industrial organization theory will be the main theoretical perspective. 

Meanwhile, the company level will not only use the resource-based view to reach 

conclusions, but also include transaction cost economics and briefly social exchange 

theory. Transaction cost economics is included because an imperative part of the 

screening process involves transactional integrity, i.e. the reliability of the potential 

partner (Tallman & Phene, 2006). The company must evaluate a prospective partner 

concerning their transactional integrity, which relates to opportunistic behavior, 

reputation, unreliability, and monitoring (Tallman & Phene, 2006; Tallman & 

Shenkar, 1994). 
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The theoretical framework guiding this project can be seen in Figure 1:  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 

 

Figure 1: The Theoretical Framework of this study 

 

Nielsen developed an even more complex framework entailing five levels of analysis 

(country level, industry/market level, inter-organizational level, firm level, and 

individual level) (Nielsen, 2010c). In comparison to Nielsen’s framework, this study 

does not include the individual level, and furthermore, the inter-organizational level is 

merged with the company level, although I recognize that careful attention must be 

paid to the level of theory and measurement in relation to partner and alliance 

attributes.  

As Figure 1 shows, each level of analysis corresponds with a sub-question. I plan to 

answer my overall research problem by going through each sub-question; however, 

the levels should not be seen in isolation. I will aggregate my findings within each 

sub-question and end up answering the overall research question. 

Sub-question 3 

Sub-question 2 

	   Sub-question 1 
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In the following sections, I will discuss the different theories, but mainly in relation to 

their relevance and importance for partner selection. 

2.2. The institutional framework and its relevance for this project 
This section will present the institutional framework with the aim of understanding 

potential institutional challenges DDD-Diagnostic can meet, when entering the 

Brazilian market. Analyzing social, interpersonal and informal infrastructures related 

to norms, shared values, internalization and beliefs helps make outcomes more 

predictable and it can resolve ambiguities (Eisenhardt K. , 1985; Kanter, 1994; Parker 

& Russel, 2004; Kshetri, 2007). Liability of foreignness (LOF) is the extra costs 

companies incur, when entering a foreign market, which local companies do not 

incur. These costs can derive from e.g. cultural distance (the cost of adaptation) and 

institutional distance (the cost of achieving organizational legitimacy), and these costs 

naturally result in a competitive disadvantage for the foreign company compared to 

local companies (Luo, Shenkar, & Nyaw, 2002; Zaheer S. , 1995). To succeed in a 

foreign market, companies must mitigate the LOFs, and this is why an institutional 

analysis can benefit DDD-Diagnostic. It can help DDD-Diagnostic win legitimacy 

and exert more control over the environment (George, Chattopadhyay, Sitkin, & 

Barden, 2006). 

Country differences have been in focus in previous research attempting to understand 

how a country’s institutions pressure companies (Kostova & Roth, 2002; Kostova & 

Zaheer, 1999; Kostova, 1996; Kostova, 1997). When legitimacy requirements in a 

host country are significantly different from that of the home country, companies face 

the notion of institutional distances (Kostova, 1996). The larger the institutional 

distance between home and host environment is, the greater the challenge is to uphold 

legitimacy in the host country (Hotho, 2009; Kostova & Roth, 2002; Kostova & 

Zaheer, 1999). Emerging economies have become major hosts of direct investment 

due to their rapidly expanding economies, which provide business opportunities. 

However, transnational investors face the challenges of structural reform, combined 

with weak market structure, poorly specified property rights, and institutional 

uncertainty (Luo Y. , 1998; Nee, 1992).  

2.2.1. Institutionalism 

Institutions may derive from different environmental factors such as history, 
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surroundings and resources (Schuh & Miller, 2006). They are often taken for granted, 

because they are perceived as the dominating way to behave, and because the 

participants of the social context accept them. As they define the appropriate 

behavior, they are often referred to as forces that exert pressure on various actors 

(Boxenbaum, 2006; Hotho, 2009: 13; Morgan & Kristensen, 2006). One of the most 

well known definitions of institutions was made by North in 1991, where institutions 

are defined as humanly devised constraints that structure political, economic and 

social interaction (North, 1991). According to this, institutions comprise both 

informal (taboos, traditions, codes of conduct, etc.) and formal rules (constitutions, 

laws, etc.), and they shape the structure of an economy. Scott (2001) agrees that 

institutions can be used to describe beliefs, practices, or rules of importance in a 

community (Scott W. R., 2001), but whereas North focuses on the economic history 

of institutions (North, 1991), Scott focuses on the sociological outcome.  

New Institutional Theory attempts to explain the effect of institutional pressures on 

organizations and why organizational practices and structures often are similar for 

organizations working in the same industry and country. The main goal of 

organizations in this environment is to survive, and to do so organizations need to 

establish legitimacy (Boxenbaum, 2006; DiMaggio & Powell, 1983; Hillman & Wan, 

2005; Kostova & Zaheer, 1999; Kostova & Roth, 2002; Scott W. R., 2001; Meyer & 

Rowan, 1977; Morgan & Kristensen, 2006). 

New institutionalism is criticized by advocates of the older institutionalism for the 

way it seeks to explain institutional change simply as another case of utility 

maximization. Furthermore, it is criticized for implicating a top-down approach, 

neglecting institutional response to people’s demands on politico-economic changes, 

timely events, and causal interdependency with historical paths (Vincent, 2012). 

In order to approach the informal institutional aspect of Brazil, Hofstede’s framework 

that combines culture and norms (Hofstede, 1980) will be used. In the following I will 

shortly introduce this framework. 

2.2.1.1. Hofstede’s Cultural Dimensions 

Several scholars have addressed norm and culture, their impact on management. The 

intangible nature of the terms is very well reflected in their numerous definitions and 
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applications. Geert Hofstede has arguably proposed the most influential contributions 

(Nielsen, 2003).  

Hofstede’s framework has been criticized, amongst others due to the methodology of 

the framework, and due to raised doubts as to whether or not the typology is 

comprehensive enough (ProvenModels, 2013). The framework assumes the domestic 

population as a homogeneous group, when most nations are in fact groups of ethnic 

units (Nasif, Al-Dacaj, Ebrahimi, & Thibodeaux, 1991; Redpath, 1997). McSweeney 

(2000) argues that nations are not the proper unit of analysis, as national borders do 

not necessarily bind culture. Hofstede’s counter argument is that the national borders 

are the only means to identify and measuring cultural differences (Hofstede, 1998). 

Also, the framework only builds on a research on one company, which arguably 

cannot provide information on an entire cultural system of a country (Graves, 1986; 

Søndergaard, 1994). Hofstede argues that the measure is not absolute, but it attempts 

to provide an estimation of the differences between cultures (Hofstede, 1998). 

Furthermore, the use of a single employer eliminates the effect of corporate policy 

differences (Hofstede, 1980). Hofstede’s framework is, in spite of the its criticism, 

very useful and operational, so this project will use the dimensions to explore the 

cultural differences between Denmark and Brazil that might influence a strategic 

alliance between organizations.  

  

Having finalized the institutional-based theoretical framework, I will in the following 

move on to the industry-based theoretical framework. 

2.3. Industrial Organization Theory 
As mentioned, this project will analyze the specific industry in order to determine 

industry-based criteria for partner-selection. In the following, I will introduce the 

relevant areas for this project within Industrial Organization Theory. 

2.3.1. Industrial Organization Theory 

To study industrial organization is to study how companies behave in a market 

(Tirole, 1988). The theory has evolved much throughout history, and it has been 

recognized that industrial organization can offer much to the analysis of strategic 

choices of firms within industries (Porter, 1981).  

The Bain and Mason industrial organization paradigm held that a firm’s performance 

in the marketplace depends on the characteristics of the industry environment in 
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which it competes (Mason, 1939; Bain, 1956; Bain, 1972; Bain, 1968). According to 

this theory, the industry structure determines the company’s conduct and strategy, 

which in turn determines the performance of the company in the marketplace (Bain, 

1968; Mason, 1939). The industrial organization paradigm also proposes several 

points of criticism, such as its differing units of analysis, the view of the company as a 

freestanding entity, and its static perspective (Porter, 1981). 

According to Porter (2008), in order to understand industry competition and 

organization, one must analyze its structure according to five forces (Porter, 2008). 

The structure of these five forces differs by industry, and defending against the 

competitive forces and using them in a company’s favor are crucial to strategy. 

Porter’s framework is among others criticized for being highly aggregated and a 

rough measure and for being imprecise. Moreover it is argued that the five forces can 

sometimes work together, and are thus not entirely independent. Also the definition of 

industry suffers from being subjective and not specific nor predicting (Speed, 1989). 

Nevertheless, to gain insight into the specific industrial organization Porter‘s Five 

Forces offer an approachable framework that can serve as a departure point (Thurlby, 

1998).  

As the aim is to understand some of the overall challenges facing DDD-Diagnostic, 

when entering this market, and from these challenges deduct some conclusions as to 

what characteristics a potential partner must entail; not all forces will be analyzed in 

detail. Rather, this project will focus on the most relevant forces for the partner 

selection process. 

 

In the following I will move on to the company-level theoretical review. 

2.4. Company-based theories 
The following section will in part discuss the third leg of Peng’s tripod, the Resource-

Based View. Furthermore, it will include a discussion of Transaction Cost 

Economics, which in this context will be used in order to explore potential outcomes 

of a partnership. First, I will, however, explore the concept of organizational fit. 

2.4.1. Strategic Fit: The Enabling Role of the Alliances 
As all other companies, DDD-Diagnostic has individual strategic needs that dictate 

the role of the future alliance. This strategic role, or fit, needs to be determined in 

order to select the right partner (Mockler, 1999; Nielsen, 2010a). According to 
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Nielsen, collaborative arrangements are in part challenging to manage successfully 

due to difficulties in matching the goals and aspirations across different organizations 

(Nielsen, 2010a). The two partnering companies’ strategies must support an effective 

partnering and alliance approach that can pursue synergetic strategies to generate 

growth and a competitive advantage (Lendrum, 2004). To meet stakeholder 

expectations, globalization and customer expectations, partnering companies must 

align the business drivers (goals and underlying assumptions of the company), value 

propositions (the opportunities and benefits to be gained for both partners), and core 

competencies (competencies that create a competitive advantage for the company) 

(Lendrum, 2004). The strategic fit can vary over time and it can be used to achieve 

the organization’s objectives, and due to the important role of aligning goals and 

aspirations, attending to the changing needs are important to ensure the continuous 

profitability of the alliance (Mockler, 1999). Determining the strategic fit of the 

partnership is a key part of selecting a partner (Mockler, 1999; Nielsen, 2010a). 

2.4.2. The Resource-Based View (RBV) 

The resource-based view (RBV) makes out for the third leg in Peng’s tripod (Peng, 

Wang, & Jiang, 2008; Peng & Zhou, 2005). Firms are according to the resource-based 

view assumed to be bundles of capabilities and resources that are distributed across 

companies (Penrose, 1959; Wernerfelt, 1984; Peng & Zhou, 2005), and achieving a 

competitive advantage is reached by developing valuable, rare, inimitable, and non-

substitutable resources (Barney, 1991). 

The RBV framework has received several points of critique. Firstly, it has been 

criticized for its lack of clear terminology (Thomas & Pollock, 1999; Priem & Butler, 

2001). In Barney’s work (1991), firm resources are defined as all assets, capabilities, 

organizational processes, firm attributes, information, knowledge, etc., and this 

definition indicates no distinction between resources and capabilities. Secondly, the 

RBV has received criticism for being static and unlikely to provide a sustained 

competitive advantage in a dynamic market (D'Aveni, 1994; Eisenhardt & Martin, 

2000). The RBV does thus not address the influence of market dynamism and firm 

evolution over time. Finally, the RBV fails to explain the mechanism that transforms 

resources into competitive advantage (Mosakowski & McKelvey, 1997; Williamson 

O. , 1999). In other words it fails to explain the linkage between resources and 

markets (Priem & Butler, 2001). This criticism builds on the implicit assumption of 
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the RBV that product markets are homogeneous and immobile and feature 

unchanging demands (Wang & Ahmed, 2007). Knudsen and Nielsen (2010) write that 

the RBV neglects to account for the mechanisms by which resources actually 

contribute to competitive advantage. 

Although valid, these points of criticism will not affect the use of the RBV in this 

project, as the RBV is used as part of a larger framework that takes the influence of 

market dynamism and firm evolution into consideration. The vague definitions of the 

terminology will not play a large role in this project. 

2.4.2.1. Resource-Based View and Strategic Alliances 

Alliances are amongst others created to allow partners to share risk and resources, 

gain knowledge, and obtain access to market (Hitt, Dacin, Levitas, Edhec, & Borza, 

2000). According to Hit et al. (2000) the general intent of strategic alliance partners is 

to establish and maintain long-term cooperative relationships to compete more 

effectively (Hitt, Dacin, Levitas, Edhec, & Borza, 2000). For the partners in a 

strategic partnership, the alliance may not only mean access to each other’s skills, but 

it may furthermore mean a possibility for acquiring a partner’s skills through 

internalization (Hamel, 1991). According to Hamel (1991) most alliances have a 

learning intent, and this point is supported by several theorists (see: Hitt, Dacin, 

Levitas, Edhec, & Borza, 2000; Barkema, Bell, & Pennings, 1996; Barney, 1991; 

Hitt, Nixon, Clifford, & Coyne, 1999). Companies can leverage resources that are 

either complementary to create synergy, or supplementary to obtain skills and 

capabilities that can create competitive advantages (Hitt, Dacin, Levitas, Edhec, & 

Borza, 2000). Less resource-endowed companies may desire to obtain new technical 

and managerial capabilities, whereas more resource-endowed companies may wish to 

build market knowledge and relationships to access markets (Khanna, Gulati, & 

Nohria, 1998). In alliances between developed market firms and emerging market 

firms it is especially resource endowments and organizational learning that is of 

importance (Hitt, Dacin, Levitas, Edhec, & Borza, 2000). 

The complementarity of resources pooled by alliance partners increases the chance of 

long-term cooperation, conflict resolution, and forbearance maintenance (Buckley & 

Casson, 1988), and it increases opportunities and benefits generated by cooperation. 

Doz (1996) states that complementarity creates joint payoffs from an alliance, and 
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Yan and Gray (1994) argue that opportunism is likely to decline if complementarity is 

high. However, more control is necessary to deal with growing complementarity and 

interdependence.  

To achieve internalization of partner skills, transparency is a main determinant, as it 

creates openness, accessibility, as well as a deeper relationship (Hamel, 1991; Luo Y. 

, 2006). A point of caution in this relation is that inter-firm learning can become 

asymmetric in the nature of the skills contributed by each partner to the venture. For 

example, market intelligence flows more easily than manufacturing know-how 

(Hamel, 1991). This relates to the fit and misfit of partnering motives discussed by 

Nielsen (2010a), as explored in the beginning of this section.  

Emerging and developed markets provide a particularly interesting setting to contrast 

the firm characteristics used in partner selection due to the differences in the nature of 

formal and informal institutions, as discussed above (North, 1991; Hitt, Dacin, 

Levitas, Edhec, & Borza, 2000). The institutional framework often affects the 

managerial strategic orientation (Luthans, Patrick, & Luthans, 1995), and companies 

from emerging economies are likely to be less resource-endowed, as they are often 

young or recently privatized (DeCastro & Uhlenbruck, 1997; Hitt, Dacin, Levitas, 

Edhec, & Borza, 2000). Management capabilities in emerging market-based 

companies are often not well developed (Lyles & Baird, 1994), so these companies 

often need managerial capabilities and know-how in order to compete effectively in 

their domestic and international markets (Hitt, Dacin, Levitas, Edhec, & Borza, 2000). 

In contrast, companies from developed markets emphasize market knowledge and 

legitimacy, as this provides a multinational firm with access to customers and 

distribution channels (Beamish, 1994). There tends to be a technology gap between 

emerging market based companies and companies from more developed markets 

(Svetlicic & Rojec, 1994). Companies from emerging markets will therefore seek 

access to new technology because they need to enhance their technological know-how 

quickly (Hitt, Dacin, Levitas, Edhec, & Borza, 2000). Thus, companies from 

emerging markets are more prone to use alliances to acquire tangible and intangible 

resources to develop their competitive advantage in their domestic and global 

markets. Companies from developed countries search for partners with specific 

resources to complement their existing resources (Hitt, Dacin, Levitas, Edhec, & 
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Borza, 2000; Child & Falkner, 1998). Due to probable motivational differences, it is 

important to consider the contexts causing the partnering decision (Hitt, Dacin, 

Levitas, Edhec, & Borza, 2000).  

This project will thus use the resource-based view to identify the complementary and 

supplementary resources a potential partner should entail to both meet the strategic 

needs and to mitigate difficulties that can arise from partnerships. With this, I will 

move on to discuss transaction cost economics. 

2.4.3. Transaction Cost Economics 

John Commons first coined the idea that transactions formed some kind of economic 

cost in 1931. He wrote that transactions are the alienation and acquisition of rights of 

property and liberty created by society (Commons, 1931). According to transaction 

cost economics (TCE) all economic activities revolve around a transaction (Judge & 

Dooley, 2006). To optimize the exchange, the governance mechanism must be 

aligned with the nature of the transaction (Williamson O. , 1985).  There are three 

types of governance mechanisms within TCE: market governance (prices govern), 

intermediate governance (complex contracts and strategic alliances govern), and 

hierarchical governance (managers govern within the firm) (Barney, 1999). It is the 

intermediate governance that is in focus in this project. In the following TCE will be 

discussed in the context of strategic alliances. 

 

TCE has received critique, mainly from sociologists that TCE ignores the role of 

different capabilities in structuring economic organization (Richardson, 1972), it 

neglects power relations (Perrow, 1986), trust, and other forms of social 

embeddedness (Granovetter, 1985), and it overlooks evolutionary considerations, 

including market processes (Langlois, 1984; Foss & Klein, 2009). Much of the 

criticism of TCE lie in its unit of analysis, namely the company, which especially 

theorists rather analyze as mini-societies (Freeland, 2002) that counterparts the 

atomistic market (Foss & Klein, 2009). Although these points of criticism may point 

to unresolved issues in TCE, I use TCE in a greater framework that includes an 

analysis of power relations and the general society. My discussion of trust and 

opportunism will also be founded in my other levels of analysis. 
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2.4.3.1. Transaction Cost Theory and Strategic Alliances 

The transaction cost economics perspective has been used extensively to explore 

alliance outcomes (e.g.: Judge & Dooley, 2006; Mohr & Spekman, 1994; Parkhe, 

1993; Barney J. , 1999; Das & Teng, 1998; Hennart, 1988; Williamson, 1985; 

Noordewier, John, & Nevin, 1990; and Rindfleisch & Heide, 1997). The goal of the 

firm in a strategic alliance is to optimize its flow of goods and services, while 

minimizing costs that come from these transactions. Therefore, TCE can be used to 

explore alliance outcomes (Judge & Dooley, 2006).  

To minimize potential hazards, economic actors look ahead, perceive these hazards, 

and embed transactions in governance structures (Williamson I. , 1998). According to 

TCE there are two causes of potential hazards: bounded rationality and opportunism 

(Judge & Dooley, 2006). Bounded rationality refers to the limited data and 

constrained information-processing abilities of economic actors. Because little can be 

done in the short term to address this reality, bounded rationality is treated as a 

theoretical assumption (Judge & Dooley, 2006). Opportunism refers to the 

assumption that economic actors are oriented towards their own personal interests 

(Judge & Dooley, 2006). Strategic alliances pose a particularly rich setting for 

opportunism, because members from different organizations with different goals set 

the alliance. Therefore there is a built-in bias towards goal conflict. Furthermore, 

monitoring is more difficult, because the information flow between organizational 

boundaries is more strained than that within organizational boundaries (H. & Singh, 

1998; Mohr & Spekman, 1994). 

Following the above, it is logical that in the case of strategic alliances, the higher the 

potential damage from opportunism, the more intricate governance mechanisms are 

required, and the higher the transaction costs. Therefore, the higher the perceived 

level of opportunism in a strategic alliance, the less favorable the alliance is 

(Rindfleisch & Heide, 1997). 

Luo suggests that both transaction cost and information processing complexity 

increase with industry structural uncertainty, information unverifiability, 

environmental changeability, and legal unprotectability (Luo Y. , 2006). Emerging 

markets are characterized by a lack of market-economy institutions, regulatory 

cloudiness, differing institutional treatment of businesses depending on location, and 
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a non-transparency of government decision-making processes (Hoskisson R. E., Eden, 

Lau, & Wright, 2000). The uncertainty from environmental volatility leads to 

increased information processing and transaction costs, and each party must monitor 

the other party and determine by contract its obligations (Luo Y. , 2006).  

A trusting relationship is not a costless or spontaneous achievement, but it requires 

strategies of forbearance (Parkhe, 1993). However, if a relationship of trustworthiness 

is reached there are great gains, because it improves the affective quality of the 

relationship, which increases the likelihood of passing through a critical period of 

conflict (Parkhe, 1993). Furthermore, trust can improve the communication flow, 

which in turn has shown to have positive impacts on alliance outcomes (Das & Teng, 

Between trust and control: Developing confidence in partner cooperation in alliances, 

1998; Zaheer, McEvily, & Perone, 1998). Consequently if trust is achieved in a 

relationship, it is expected to reduce the level of opportunism, increasing the chances 

of success. This is also suggested by social exchange theory (SET). SET defines trust 

as the bedrock on which businesses are built (Luo X. , 2002) as it reduces 

participants’ perceived risk, enhances satisfaction and commitment, and encourages a 

long-term oriented and inter-organizational interaction (Morgan & Hunt, 1994; 

Anderson & Narus, 1990; Ganesan, 1994).  

Lui and Ngo (2004) showed that both trust and contractual safeguarding are important 

in non-equity alliances, and the two have complementary effects on each other. In 

equity alliances trust and contractual safeguards interact differently due to variations 

in risk tolerance (Das & Teng, 2001). Non-equity alliances are often contract-based 

and the legal obligations are thus clear deeming trust less necessary than in equity 

alliances (Das & Teng, 2001).  

TCE will be used in the analysis to develop criteria that will improve the potential 

outcome of the partnership and reduce the transaction costs of potential partnerships. 

Through the above theoretical discussion, I have critically discussed the theories and 

frameworks this project will build its analysis on, and furthermore I have discussed 

their relevance for this project. In the following, I will now move on to presenting the 

methodology of this project 
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Chapter 3: Methodology 
I will in this methodology section describe and discuss the methods used in this 

project in order to explore and answer the research question and sub-questions in 

detail.  

First, I will explain and discuss the methodological framework I have found best for 

answering the research question. Following, I will explain the data set, including the 

data collection instruments, and finally, I will shortly discuss the limitations of the 

methodology chosen for this project. 

3.1. Marketing Research Framework 
This project will be a case study drawing on a deductive exploratory approach.  

The project will be exploratory, as it will seek to investigate, how firms can select 

strategic partners, which is an area that has not yet received much theoretical attention 

(Nielsen, 2003). Furthermore, it will be deductive as the study will be based on 

existing marketing theories (Blumberg, Cooper, & Schindler, 2008). The deductive 

approach has been chosen as it enables the study to create results drawn from 

established knowledge. By applying theories on empirical data, the results from 

interviews open up for an analysis that leads to answering the research question. This 

use of theories gives structure to the research project and provides support for the 

arguments.  

A case study can help deepen the understanding of a phenomenon through example 

and contextuality, meaning that a phenomenon like partner selection is difficult to 

study outside its natural setting, and the context is important for undertaking such a 

study (Ghauri, 2004). Furthermore, a case study has the advantage that it allows for 

both theory building and theory testing (ibid). In the case of this project, multiple 

levels of theories will be tested and applied.  

The research design is qualitative because the research question requires a dynamic 

and interactive research (Davies, 2007). The qualitative approach is concerned with 

describing meaning, rather than with drawing statistical inferences, and a qualitative 

approach is often chosen, when doing case studies or interviews (Blumberg, Cooper, 

& Schindler, 2008). A qualitative research approach provides a more thorough 

description of the research area, but it does not present the same level of reliability as 

a quantitative approach considering the fact that it cannot be analyzed statistically 

(Blumberg, Cooper, & Schindler, 2008). 
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See Appendix A to view my considerations concerning philosophies of science. 

3.2. Data Set 
This section aims to elaborate and discuss my data sources. The section will provide 

insight about collection, codification and my analysis of data. Firstly, I will explain 

the data and the instruments I will use for collecting primary and secondary data. 

3.2.1. Data Collection 

Data collection is classified in four groups: primary internal data, primary external 

data, secondary internal data, and secondary external data. 

Primary data (internal and external) will be collected through semi-structured and 

email interviews through different media. Internal data is collected through interviews 

of internal informants from the case company, and external data will be collected 

from external experts on relevant topics for this research. 

Secondary data is written sources either disclosed from DDD-Diagnostic or 

theoretical literature and reports. 

The table below illustrates the four data groups marked with different colors. 

 

 
Company Internal Externals 

Primary Data: 
Interviewees 

Marketing Director Jacob Mouridsen Professor Walter Bataglia 
Sales and Marketing Coordinator 
Caroline Skeller 

Director, Sao Paulo Office, Brazil, DIBD Per E. 
Lerdrup Olsen 

VP Supply Chain Mette Schwartzlose M.D. Marcio Falci 
  Bachelor of Law Leonardo Augusto Colin Zeny 
  Bachelor of Law Marco Antônio de Queiroz 

Secondary Data: 
Supplementary 
written sources 

Webpage Published articles from field experts 
Product Catalogues Published documents consultancies 
  Disclosed research findings and reports 
  Existing theoretical literature 
  Slides from presentations 
  Brazilian Government online literature 

Table 1: The four data groups of this project 

 

Starting with the primary data, the project will include three semi-structured 

interviews and four email ‘interviews’. The three semi-structured interviews with four 

persons are built up using an interview protocol, in which the key concepts from 

theory will be used (See Appendix D, E, and F). The interviews will be semi-

structured in order to allow the interviewee to follow his or her own thought. This 

may evoke additional information from the respondents, which might prove useful for 



	  

25 

the project (Blumberg, Cooper, & Schindler, 2008). The four email ‘interviews’ were 

conducted with key persons in Brazil, where there was no possibility of conducting 

face-to-face interviews due to the geographic distance. The email ‘interviewees’ were 

sent questions via email and often followed up by several emails. This type of 

interviews differ from the spontaneous nature of face-to-face interviews, as the 

‘interviewees’ have time to reflect and compose the responses, and furthermore, the 

interviewer cannot read facial expressions or body language that may influence 

meanings (University of Tampere, 2012). 

The reasoning behind the choice of the specific data sources can be seen in Appendix 

B. 

3.2.2. Validity and reliability 

To increase the credibility and validity of my analysis, I will apply data triangulation. 

Triangulation basically means using more than one approach to investigate a research 

question (Bryman, 2011), and in this project a combination of primary and secondary 

data (both internal company data and external data) enables data triangulation.  

3.2.2.1. Data analysis: A stepwise triangulation method   

Compiling both primary and secondary sources and both internal and external data, 

enables triangulation. The triangulation in this project is carried out stepwise, as 

illustrated in below. The table explicates what data sources are employed in the 

different steps of my research. 

 

Figure 2: The application of data sources in this project 

The first step (1) systemizes common elements into theory- and data driven codes from 

interviews and written sources. This step includes an examination of interviews and 

locates relevant quotes that support the way I group my findings. These findings will 

be presented in Chapter 4. Steps 2-4 organize the findings into sub-categories that are 
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directed towards answering my sub-questions. As these steps are interconnected they 

are presented jointly in Chapter 5. In this chapter I analyze my findings based on the 

theoretical framework presented in Chapter 2. I will compare interview quotes and 

secondary data, and the steps 2-4 are divided according to the different levels of 

analysis, so step 2 analyzes the institutional level, step 3 analyzes the industrial level, 

and step 4 analyzes the company level. 

Step 5 includes theorizing my research and aggregating the analysis and propositions 

into final contributions (results). This is done in Chapter 6, where I will also discuss 

the sensitivity of my results through a sensitivity analysis. My findings are discussed 

and concluded in the chapters 7 and 8, which constitutes the sixth and final step. 

3.3. Limitations to the method 

The most common critique of case studies is that they do not contribute to theory 

testing and theory building, and that their results are not generalizable. According to 

Flyvbjerg (2001) this is one of the five general misunderstandings about case studies, 

and the level, to which one can generalize from a single case study, depends on the 

phenomenon under study, and how the case is chosen. Flyvberg identified the critical 

case, from which one could generalize (Flyvbjerg, 2006). The critical case is defined 

as having a strategic importance in relation to the general problem. The purpose of 

such study is to retrieve information, which allows for the logical generalization of 

the type: “if this is (not) valid for this case, then it applies to all (no) cases” (ibid). The 

case of DDD-Diagnostic lives up to the definition of a critical case. 

Moreover, Blumberg et al (2008) writes that case studies offer an approach for 

studying and understanding specific problems and to use insights for developing new 

explanations and theoretical dispositions (Blumberg, Cooper, & Schindler, 2008).  

Finally, the interviews at DDD-Diagnostic were conducted in Danish, and I will 

therefore translate these in the analysis. Although I will strive to translate with great 

accuracy, some of the meaning might be lost in the translation.  

 

In the following chapter, I will move on to presenting my empirical findings, which I 

will base my analysis on.  
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Chapter 4: Findings 
 
In this section I will shortly introduce the way in which my primary and secondary 

data was collected. 

The following is my sample interview: 

Name Internal/External Position Date Where 

Jacob Mouridsen Internal Marketing Director 23.08.13 

DDD-
Diagnostic 
office, 
Hørsholm. 

Caroline Skeller Internal 
Sales and 
Marketing 
Coordinator 

23.08.13 

DDD-
Diagnostic 
office, 
Hørsholm. 

Mette Schwartzlose Internal VP Supply Chain 23.08.13 

DDD-
Diagnostic 
office, 
Hørsholm. 

Walter Bataglia External 

Professor at 
Presbyterian 
University 
Mackenzie 

05.09.13 CBS, 
Copenhagen 

Per E. Lerdrup Olsen External 
Director, Sao Paulo 
Office, Brazil, 
DIBD 

October, 2013 Email and 
Skype 

Leonardo Augusto Colin Zeny External Bachelor of Law Sep.-Oct. 
2013 Email 

Marco Antônio de Queiroz External 
Attorney at 
Andersen Ballão 
Advocacia 

October, 2013 Email 

Marcio Falci External 

M.D. F.F.P.M. 
Assessor para a 
Presidência 
Científica 

October, 2013 Email 

Table 2: Interview Sample 

As mentioned in the methodology, I have collected primary data from eight 

interviewees both internal and external to the company. The first two interviews were 

conducted at DDD-Diagnostic’s main office. The first interview was with both 

Mouridsen and Skeller, and lasted approximately 90 minutes. This interview was 

focused on an introduction of the company, the product portfolio, and the issues they 

face on international markets. The second interview was with Schwartzlose and this 

interview was not recorded, as it was performed in the production site and only lasted 
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15 minutes being mainly an introduction to the production site and a short 

introduction to the value chain. 

After conducting these interviews, I developed an interview protocol for the third 

interview with professor Walter Bataglia based on the main concepts derived from 

theory and furthermore based on the interviews conducted at DDD-Diagnostic. The 

interview mainly focused on Brazilian culture, the Brazilian pharmaceutical industry 

and international partnership formations. This interview lasted approximately 90 

minutes 

All these interviews were transcribed within the week of the interviews to avoid 

loosing impressions gained. 

Furthermore, I have collected primary data through email and Skype from external 

sources. This has been done due to geography and time-differences. Two of these 

sources are Brazilian attorneys, Leonardo Zeny and Marco de Queiroz. These two 

sources of primary data focused mainly on the regulatory circumstances specific to 

this research. 

Per Lerdrup Olsen from DI International Business Development (DIBD) in Saõ Paulo 

was contacted via mail in order to gain insider knowledge on the market. This data 

focused on Brazil as an institution, the pharmaceutical market, and furthermore on 

Brazilian distributors. 

Finally, data was collected from Marcio Falci, who works at a Brazilian 

pharmaceutical company. Questions were sent via email to mainly collect data 

concerning the Brazilian pharmaceutical market. 

 

With this I will move on to my analysis. 
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Chapter 5: Analysis 
In this section I will analyze the results of the data collection. First, I will explain the 

data analysis codes that will be used for analyzing the raw data. From here I will 

divide the analysis into three sections.  

The first section will analyze the formal and informal institutions of Brazil, in order to 

determine the institutional distances. Institutional distances will be defined in order to 

identify potential difficulties. The second part will analyze the industry and the 

Brazilian market to determine potential threats and opportunities. Finally, the third 

section will present a company-based analysis, namely through a resource-based 

analysis and a transaction cost analysis. All analyses will present and discuss partner 

selection criteria that might help DDD-Diagnostic and a potential partner overcome 

potential difficulties and identify prospective opportunities that can help build a 

strong relationship. 

Each section will present a table with the developed partner selection criteria in a 

subjectively ranked priority. The weights reflect the importance of the different types 

of information obtained in relation to DDD-Diagnostic’s strategy and resources. 

These tables will be combined in Chapter 6, where I will analyze my aggregated 

results.  

5.1. Data Analysis 

In order to answer the research question, I have used a technique for coding my 

results as suggested by DeCuir-Gunby et al. (2011). There are two types of codes: 

theory driven codes that are derived from theory, and data driven codes that arise 

from the raw data (DeCuir-Gunby, Marshall, & McCulloch, 2011). Codes are defined 

as “tags or labels for assigning units of meaning to the descriptive or inferential 

information compiled during a study” (Miles & Huberman, 1994, p: 56) and 

according to DeCuir-Gunby et al. (2011), the development of such codes is the first 

step in analyzing data, and is an integral part of the analysis process, as it allows the 

researcher to start data reduction and simplification. Coding will facilitate the process 

of connecting concepts and ideas (DeCuir-Gunby, Marshall, & McCulloch, 2011). 
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5.1.1. Codes 
I have through my theory development identified the following seven theory driven 

codes: 1) Culture, 2) Legislation, 3) Competition, 4) Resources and capabilities, 5) 

Trust, 6) Business relationship management, and 7) Partnership Selection (See 

Appendix C). 

The data driven codes I will work with in this project are derived from the interviews 

I conducted at DDD-Diagnostic and with Walter Bataglia. Here I identified 1) 

Distribution, 2) ANVISA, and 3) Nuclear Medicine as three important codes (See 

Appendix C). 

My analysis has been build up to combine the theories presented in the literature 

review and the codes presented above in a meaningful way. 

5.2. New Institutionalism 
As explained, New Institutional Theory attempts to explain the effect of institutional 

pressures on organizations and why organizational practices and structures often are 

similar for organizations working in the same industry and country (Boxenbaum, 

2006; DiMaggio & Powell, 1983; Hillman & Wan, 2005; Kostova & Zaheer, 1999; 

Kostova & Roth, 2002; Scott W. R., 2001; Meyer & Rowan, 1977; Morgan & 

Kristensen, 2006). 

North separated institutions into two subcategories: formal (constitutions, laws, 

property rights) and informal institutions (customs, traditions, codes of conduct) 

(North, 1991). Both formal and informal institutions define transaction costs, and thus 

also the profitability and feasibility of economic activity (North, 1991). In this project, 

I will divide my institutional analysis into a formal institutional analysis, which will 

include the Brazilian political- and legal framework, and an informal institutional 

analysis, which will discuss the socio-cultural framework of Brazil compared to 

Denmark.  

5.2.1. Formal institutions: Brazilian Political Framework 
Brazil has an unstable political background (Brazil.org, 2011), but today Brazil is a 

federal republic with three governmental branches 1) Executive branch, 2) Legislative 

Branch, and 3) Judicial Branch (Australian Government, 2013). Brazil is composed 
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by 27 states and a federal district. Each state has its own government mirroring the 

federal level (Brazil.org, 2011; Australian Government, 2013).  

The Brazilian government plays an integral role in controlling many sectors of the 

economy (Brazil.org, 2011), including the pharmaceutical sector (Bataglia, Interview 

with Walter Bataglia September 5, 2013, 2013; Falci, 2013). According to Bataglia: 
“So we have an active government that is establishing a policy for Brazil that includes the 

pharmaceutical industry. It is an area of the governmental policies […]. We have governmental 

agencies that try to support the competition in the market“ (Bataglia, 2013) 

Macio Falci states: 
“At this moment the federal government creates a new type of business, the Public Private Participation 

(P.P.P.) to produce high cost medicaments […]. The objective is to reduce costs for the government” 

(Falci, 2013). 

On a more general note Olsen commented on the Brazilian government and 

authorities from a Danish perspective, and wrote: 
“Bureaucracy is a state in the state – there is three dimensional control – municipality, state, and 

federal republic […]. The authorities seems to have totally forgotten that they are there to service the 

population […] and I would almost describe them as insolvent. On the other hand it is not competitive 

distorting, as they treat both national and foreign companies equally poor. It is very time consuming 

and thereby costly” (Olsen, 2013a) 

There is large governmental control with the Brazilian market, especially the 

pharmaceutical market, and bureaucracy is a key challenge for foreign companies 

operating on the Brazilian market. Both Olsen (2013b) and Bataglia (2013) describe 

an increasing governmental control over the market as a problem, because rules and 

regulations are becoming more and more extensive, while the investment into the 

governmental bodies that uphold the rules and regulations is proportionally 

inadequate. This results in very slow governmental and jurisdictional processes, 

which affects the foreign companies operating within Brazil negatively as it results in 

time-consuming and costly activities (Bataglia, 2013; Olsen, 2013b). 

 

As a global power, Brazil is a member of a number of key international groupings, 

including the G20, the G7 of the World Trade Organization (WTO), BRICS (Brazil, 

Russia, India, China, and South Africa), as well as the G4 seeking permanent 

membership of the UN Security Council. The membership of Mercosur is key to its 

regional leadership (Australian Government, 2013). For many years there has existed 
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a deadlock in the trade relationship between the EU and Mercosur, however, the 

Brazilian government is considering to make a free trade agreement with the EU (P1 

Morgen, 2013).  
“As it turns out, Mercosur is a very inhomogeneous group of countries that has a very hard time 

finding common grounds … The great villain here is Argentina that unfortunately has, amongst others, 

created several trade restrictions, which has made it very hard to operate on the Argentinian market. 

They have even nationalized a number of foreign companies” (Thagesen, 2013) 

However, Thagesen also states that Brazil is a very attractive market for many Danish 

companies, and an upcoming free trade agreement between the EU and Brazil is very 

favorable (Thagesen, 2013). 

 

To sum up, the Brazilian political system inflicts uncertainty for foreign companies, 

especially within the pharmaceutical industry, due to its increasing control over the 

market, bureaucracy, slow political processes, and Brazil’s membership of Mercosur. 

The institutional distance between Denmark and Brazil within the political framework 

is somewhat large. Although both countries are democratic, the political institutions 

are very different. According to North (1991), by restricting entry and factor mobility, 

organizations are prevented from evolving, and transaction costs will decrease the 

potential gains from trade. The political control has resulted in an evolving 

institutional framework that has produced an unpredictable economic growth without 

stability and without realization of the potential of modern technology (North, 1991), 

which is a factor DDD-Diagnostic must keep in mind. The political institutional 

framework thus supports the choice of a local partner and a non-equity alliance with 

limited financial risks. The following section will discuss this further. 

5.2.2. Formal Institutions: Brazilian Legal Framework 
Brazil has a very complex jurisdictional system. According to Zeny (2013): 

“[o]ur law system is a ‘carnival’[…] It’s not only about protectionism, but the tax system does not 

collaborate and our state machine is inflated in all areas – a Leviatã2”. 

Marcio Falci describes the relationship between the pharmaceutical industry and the 

government concerning the regulations within the area and concludes: 

	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  
2 A Leviatã refers to Thomas Hobbes’ book The Leviathan from 1651, which depicts the state as a 
Leviathan, a horrible sea creature (Hobbes, 1996). 
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“It is not rowdy, but the relationship [between] government authorities and industries is improving in 

the last two years. The major problem is the bureaucratic culture of our legislators and authorities” 

(Falci, 2013) 

As this project will mainly focus on the most important points for DDD-Diagnostic I 

will concentrate on three main regulatory areas that relate to the import and sales of 

DDD-products in Brazil: 1) Regulations concerning import, 2) ANVISA (approval 

scheme), and 3) Intellectual Property regulations. 

5.2.2.1. Import tariffs: 

All imports are required to have an import license. This is Brazil’s primary method to 

regulate their trade deficit, and the import licenses are subjective to arbitrary change 

(Hospitalar.com.br, 2013). Marco Antônio de Queiroz (2013) wrote that a new law 

just came to force in October, 2013 changing the way Brazil calculates the taxes on 

levied imported goods, making imports considerably cheaper than before.  

Specifically for the products DDD-Diagnostic carry, the tax base for levied imported 

goods is the CIF value (Cost + Insurance + Freight), there is no import tax, the 

Industrialized Goods Tax is 2 percent, the PIS Social Contribution is 1.65 percent3, 

and the COFINS4 Social Contribution is 7.6 percent. Furthermore, the value added tax 

(VAT) in Brazil is a state tax, so this rate varies across states (de Queiroz, 2013), but 

in São Paulo the standard tax rate is 18 percent, while in Rio de Janeiro the standard 

VAT rate is 19 percent (KPMG, 2012). This means that if DDD-Diagnostic’s partner 

wishes to import the products to São Paulo, the company should pay 29.25 percent of 

its CIF value to obtain its import license. For Rio de Janeiro this number would be 

30.25 percent of the CIF value. 

Yet, the taxes and tariffs are not the only regulative restrictions DDD-Diagnostic must 

be aware of.  

	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  
3 The PIS Social Contribution is money paid by companies to finance the funds for unemployment 
insurance, child benefit, and allowance for low paid workers. PIS is short for Programa de Integração 
Social. 
4 The COFINS Social Contribution is money paid by companies to finance the welfare, health and 
social assistance policies in Brazil. After Income Tax COFINS is the second largest source of tax 
collection by the Brazilian government. COFINS is short for Contribuição para o Financiamento da 
Seguridade Social. 
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5.2.2.2. ANVISA 

Medical devices in Brazil are regulated under the Agência Nacional de Vigilância 

Sanitária (ANVISA) (Emergo Group, 2013). 

According to Olsen (Olsen, 2013a) acquiring an ANVISA approval is a lengthy and 

costly process: 
“In your case ANVISA is a heavy thing to deal with, very slow … jurisdictionally the ANVISA approval 

lawfully belongs to the importing distributor – and it cannot be moved” (Olsen, 2013a) and “In good 

old Danish this means that you are stuck with the distributor” (Olsen, 2013b). 

ANVISA is a governmental regulatory agency ruled by a collegiate board of directors 

composed of five members with the mission to “protect and promote public health 

and intervene in the risks caused by the production and use of products within the 

food and drugs industries” (ANVISA, 2013). 

The first step in the process of registering a medical device in Brazil is to determine 

the classification of the device. The classification is determined among four groups, 

of which group number two includes image diagnostic equipment (Hospitalar.com.br, 

2013). Next the company seeking the approval must collect a technical file containing 

information on the device in accordance with regulations. If the company already has 

the equivalent European Conformité Européene (CE) approval or the American Food 

and Drug Administration (FDA) approval, the information collected for these 

approval schemes meets most of the requirements for the ANVISA registration, 

although the information and user manuals must be translated into Portuguese 

(Emergo Group, 2013). The ANVISA approval process typically ranges from three to 

six months, although it often takes longer time (Hospitalar.com.br, 2013), and the 

registration certificates are valid for five years (Emergo Group, 2013). When the 

approval is obtained, the company that registered the medical products is the only 

company authorized to commercialize the goods, and no company can assume this 

agreement (Hospitalar.com.br, 2013; Olsen, 2013a; Olsen, 2013b). 

The ANVISA agency is one of the governmental agencies that have received growing 

attention due to the increasingly complex rules and regulations it entails. Nonetheless, 

according to Olsen (2013a and b) the investments into ANVISA have not 

corresponded to the growing bureaucratic procedures, and this results in very long and 

costly process for applying foreign companies. 
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5.2.2.3. Intellectual Property (IP) Rights 

Nielsen writes that additional problems concerning collaboration across national 

borders arise from the fact that there exist differences in terms of intellectual property 

rights (Nielsen, 2003). Brazil has been a member of the World Trade Organization 

(WTO) since 1995, and as a WTO member Brazil must include some IP protection in 

their national laws (UK Intellectual Property Office, 2013). 

Brazil is furthermore a participant of the following IP agreements: The Paris 

Convention (any person from a participatory state can apply for a patent of a trade 

mark in any other participatory state with the same enforcement rights and status), 

The Berne Convention (member states recognize the copyright of authors from other 

member states in the same way as its own nationals), and The Patent Cooperation 

Treaty (a central system for obtaining a bundle of national patent applications through 

a single application) (UK Intellectual Property Office, 2013). 

To obtain IP rights in Brazil the company has to register the product. For patents 

individual registrations must be made in Brazil. However, for rights other than 

industrial design, IP rights can easier and quicker be obtained through an application 

under the terms of the Patent Cooperation Treaty (PCT) as Denmark is also a member 

of the PCT. Trademarks must be registered in Brazil, as these are regulated under the 

Industrial Property Law. Concerning copyright, no registration is required, however, 

if an employee creates work for a company, the employee, and not the company, 

owns the copyright (UK Intellectual Property Office, 2013). 

To act before the Brazilian Patent and Trademark Office a local representative with 

powers to receive judicial summonses must be used (UK Intellectual Property Office, 

2013). 

The Brazilian legal system is also somewhat different from the Danish system. 

Whereas the Danish import and approval system is very embedded within the 

European system, Brazil relies on the regulations imposed by both national law and 

by Mercosur. The Brazilian legal system is very complex and multilayered, which 

inflicts difficulties for foreign companies. The regulations concerning IP rights do, 

however, not pose any risks for foreign companies, as these are essentially common. 
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5.2.2.4. Impact on partner selection criteria 

As the Brazilian government plays an integral role in many sectors, including the 

pharmaceutical sector, and there is large governmental control with especially the 

pharmaceutical sector, it could be advantageous for DDD-Diagnostic to choose a 

partner that knows the political system and also has a vast knowledge of the general 

political tendencies concerning the pharmaceutical, and more specifically the nuclear 

medical market. 

Due to bureaucracy and insufficient investment into the public sector, operating on 

the Brazilian market involves time-consuming and costly procedures. Furthermore, 

the Brazilian regulatory system is complex and incomprehensible (Bataglia, Interview 

with Walter Bataglia September 5, 2013, 2013; Zeny, Correspondence with Bachelor 

of Law Leonardo Augusto Colin Zeny, Curitiba Brazil, 2013). A potential partner 

must thus have a vast knowledge concerning the regulatory system, and be able to 

navigate in it. Also, the chosen partner should be likely to achieve the ANVISA 

approval. It is worth underlining the importance of complying with the most 

significant partner selection criteria, as the elusive ANVISA approval lies with the 

chosen local partner, and cannot be transferred. Thus, if the chosen local partner does 

not live up to the expectations of DDD-Diagnostic, choosing a new partner will 

require a new application process (Olsen, 2013a). 

Below, I have presented a scheme showing the criteria developed through the above 

analysis. The most important criterion is that the partner can achieve the ANVISA 

approval, because if this does not apply, DDD-Diagnostic will not be able to sell their 

products within the Brazilian market. Secondly, the company needs to know the 

specific rules and regulations applicable for the nuclear imaging industry. Finally, a 

knowledge concerning the political system and general industry-political tendencies is 

an advantage, so the partner can help anticipate significant changes and potential 

opportunities.  

 

Political and Legal Criteria 

Can be expected to achieve the ANVISA approval  

Vast knowledge of rules and regulations 

Knows the political system and general industry-political tendencies 

Table 3: Political and Legal Criteria 
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Because Brazil is an emerging economy, the market is very attractive, and the 

increasing amount of Brazilians that get medical insurance combined with the 

increased welfare makes the pharmaceutical industry particularly favorable. 

Therefore, Brazil poses a potentially important market for DDD-Diagnostic. 

Nevertheless, due to the yet unstable environment in Brazil, one of the conclusions to 

this part of the analysis is the fact that selecting a local partner through a non-equity 

partnership seems to be a good way to penetrate the Brazilian market, until DDD-

Diagnostic can earn legitimacy and internalize knowledge concerning the formal 

institutional framework. The Brazilian political and legal institutional framework 

involves increased transaction costs, caused by the state control and the unstable 

political history (North, 1991). 

Furthermore, the nature of the elusive ANVISA approval underlined the importance 

of compliance with the partner selection criteria determined in this project. The 

ANVISA approval legally lies with the approved company, and not the product. 

5.2.2. Brazilian Informal Institutional Framework 
In 2012 Brazil was given a corruption score of 43 (0=highly corrupt and 100=very 

clean) in the Corruption Perception Index5 (Transparency International, 2012). This 

score places the country as number 69 over the least corrupt countries, where 

Denmark in comparison ranks number 1. According to Bataglia (2013): 
“Negotiating in Brazil, you have to have established partnerships in Brazil. Some institutions in the 

government are trying to control [corruption], but until now we have this problem […] it is more linked 

to business, organizations, and mainly the regulation, and the relationship with the government 

agencies. I think the problem appears here, not it private life.” (Bataglia, 2013) 

Olsen writes: 
“There are reports of heavy corruption in the public sector – constitutionally the electoral law is 

impossible, which ferments corruption, especially from the political side. Especially the Brazilian 

Procurement Law no. 8666 us the root to much corruption. […] In your case, it has been some years 

since there was a director in ANVISA that was fired due to suspected corruption” (Olsen, 2013a) 

Finally, Zeny comments: 
“Yes, there is a lot of corruption, but this is changing. I have never witnessed something shocking, and 

I work in the public service. Nevertheless, we have lots of problems regarding this […] There is no 

way to compare with Denmark.” (Zeny, 2013) 

	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  
5 Ranks countries and territories based on how corrupt their public sector is perceived to be 
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All three sources agree that corruption is a problem in Brazil, and that it is mainly 

within the public sector problems are mainly found. However, corruption is also 

recognized at the state level in Brazil, and much is done to decrease corruption further 

(Ethic Intelligence, 2012; The Economist, 2012). In June 2013 a number of protests 

took place, amongst others focused on the lack of transparency in the political system 

and on corruption. Many cases of corruption and investigations into political scandal 

turn into another “Pizza”, which is Brazilian slang for big investigations that fizzle 

away in Brazil’s daily flood of scandal news and become less significant than eating 

pizza (The Wall Street Journal, 2013). The government has as a response to the many 

protests gone out and promised larger control with corruption. 

 

Concerning culture, this project will as mentioned employ Hofstede’s framework to 

identify the cultural distance between Denmark and Brazil to determine the aspects 

that can possibly affect DDD-Diagnostic’s choice of partner. Furthermore, national 

culture is often manifested in organizational culture, and cultural differences will 

affect partnerships (Graham, 2002; Nielsen, 2003). 

According to Hofstede’s findings, the largest cultural distances between Denmark and 

Brazil are found within the dimensions of power distance and uncertainty avoidance 

(Hofstede, 2003). Denmark has very small power distance and weak uncertainty 

avoidance, meaning that Danes view inequality as wrong, independence as a key 

virtue, are tolerant, innovation should be fast, and it is easy to change jobs. On these 

points Brazil is completely opposite, as Brazil experiences large power distance and 

strong uncertainty avoidance (Hofstede, 2003).  

Both cultures are grouped within the feminine dimension, meaning that both cultures 

value modesty, co-workers, and conflict resolution by compromise. Brazil is 

nonetheless very close to the middle concerning femininity-masculinity, which 

creates somewhat of a gap between Denmark and Brazil in this dimension as well 

(The Hofstede Centre, 2013).  

Whereas Brazil is seen as a collectivist culture, where relations are valued over tasks 

and the in-group harmony is very important, Denmark is grouped as an individualistic 

culture, where the identity is based on the individual, and where confrontations are 

viewed as healthy (Hofstede, 2003). The conflict between the needs of self and 
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society is most clearly manifested in the context of the fundamental business activity: 

face-to-face negotiations. These negotiations are crucial to all business relations 

(Graham, 2002). Negotiators from more individualistic cultures tend to behave more 

individually and will try to maximize their own welfare without regard for the other 

(Graham, 2002). However, in my interview with Mouridsen and Skeller, a great 

amount of importance was put on cooperation and collectivistic values: 
“We have a contract that specifies [our requirements concerning a partner]. In the appendix we write 

the goals we jointly agree upon. We don’t dictate, because that never creates success” (Mouridsen & 

Skeller, 2013). 

In this case it is thus noticeable that DDD-Diagnostic reflect collectivistic values 

concerning the interaction with their partners. Therefore, this cultural difference will 

not be discussed further.  

The dimension, where Brazil and Denmark are closest, is within time orientation. 

Brazil is classified as a long-term oriented culture, where the culture is directed at the 

future (Hofstede, 2003). Denmark is also classified as a long-term oriented culture, 

however it also appreciates tradition and seeks immediate rewards (Hofstede, 2003; 

The Hofstede Centre, 2013). 

 

In his presentation, Hofstede (2003) presented four regional differences within Brazil. 

Hofstede grouped the country into four cultural clusters: 1) Southeast Urban 

(including Saõ Paulo and Rio de Janeiro), 2) South, 3) Central west – Northeast, and 

4) North – Northeast. In this grouping, Southeast Urban is classified as being 

hierarchical, stressed, individualistic, caring, and short-term oriented. The South is 

described as being hierarchical, individualistic, as well as competitive. Central west – 

Northeast values a low power distance and is very feminine. Finally North – 

Northeast enjoys a very collective culture (Hofstede, 2003) (see Figure 3). 

 

It is clear that Denmark and Brazil are very different in many of the dimensions 

Hofstede presents (See Figure 2 below). From the regional clustering we can see that 

the regional differences within Brazil concerning the dimensions of power distance 

(PDI), individualism (IDV), and long-term orientation (LTO) is small. However, 

larger differences are found within uncertainty avoidance (UAI) and masculinity 

(MAS) (Hofstede, 2003). 
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Figure 3: Hofstede’s cultural dimensions applied to Denmark and four Brazilian regions (Hofstede, 

2003) 

5.2.2.1. Impact on Partner Selection Criteria 

There are important points to be made concerning partner selection and the level of 

corruption in Brazil. Moreno (2002) shows that countries with higher corruption have 

less interpersonal trust, and in his index Brazil scores lowest on interpersonal trust. 

These findings suggest that creating a partnership with a Brazilian company should 

focus on the creation of inter-organizational trust. Furthermore DDD-Diagnostic 

should find a partner that can comply with the ethical business norms of DDD-

Diagnostic. 

 

According to Nielsen (2003), differences in national culture pose potentially negative 

effects on strategic alliances, and the difficulties of collaboration across national 

borders have been well documented (Nielsen, An Empirical Investigation of the 

Drivers of International Strategic Alliance Formation, 2003). National cultural 

distance has been linked to alliance conflict (Lane & Beamish, 1990), 

misunderstandings (Lyles & Salk, 1996), collaborative problems (Mowery, Oxley, & 

Silverman, 1996), knowledge transfer problems (Hamel, 1991), and poor performance 

or even failure (Nielsen, 2003; Meschi, 1997). Since DDD-Diagnostic has already 

made the choice to enter Brazil, this project will not discuss the country choice in 

relation to culture, however, what remains important is to select a partner that is more 
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likely to create a ‘fit’, also culturally. Since the largest cultural distances are found 

within the dimensions power distance and uncertainty avoidance, the chosen company 

should be able to work independently and weigh innovation and tolerance to mitigate 

problems stemming from cultural distances. Denmark and Brazil are also very 

different concerning the dimension of individualism vs. collectivism, and according to 

Graham (2002), this is a key dimension especially in face-to-face negotiations, 

however, my findings suggest that DDD-Diagnostic value cooperation, and believes 

that this attitude is the best to promote the success of the partnership. Thus this 

institutional distance seems less important in this case. 

Below I present the criteria developed through the analysis of the informal 

institutional environment. First, and most importantly, a potential partner should be 

able to build an inter-organizational trust. This is important due to the institutional 

framework, but as I will discuss in later sections, the inter-organizational trust is also 

important to reduce transaction costs and to facilitate trade (North, 1991). The second 

criterion builds on the above, as the company should comply with the ethical 

standards of DDD-Diagnostic. Finally, a potential partner should have an 

organizational culture that promotes independent work, innovation and tolerance, in 

order to create the best possible organizational ‘fit’ with DDD-Diagnostic. An 

organizational fit will decrease transaction costs and facilitate trade. 

 

Informal Institutional 
Criteria 

Can build inter-organizational trust 

Can comply with ethical standards 

Independent, innovative and weighs tolerance 
Table 4: Informal Institutional Criteria 

5.2.3. Institutional Distances and Partner Selection Criteria 
The above analysis of the Brazilian institutional environment shows that there are 

important distances between the Danish and the Brazilian formal and informal 

institutional framework, which could result in liabilities of foreignness (LOFs). 

Possible sources of LOFs can derive from 

• Political distance: The Brazilian government plays an integral role in the 

pharmaceutical sector, and the government both invests and requests heavy 

regulation on the sector. Moreover, bureaucracy is a state within the state, and 
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any process that goes through any governmental body is time-consuming and 

costly.  

• Regulative distance: Brazil has a very complex regulative system, and 

especially within the pharmaceutical sector. It is especially the import and 

approval procedures that generate liabilities of foreignness. 

• Economic distance: Whereas Denmark is a developed economy, Brazil has 

been predicted a large growth and development. The country’s rapid 

development has resulted in a huge attraction of foreign investment, which in 

turn has affected trade rules and regulations. However, the distance between 

the Danish and the Brazilian economic situation is considerable. 

• Social & Cultural distance: Denmark has been ranked as the country in the 

world with least corruption. Although Brazil has undergone a large 

development within this area, the distance between Denmark and Brazil on 

this point is large. Furthermore, culturally Denmark and Brazil are also very 

different. 

As discussed in Chapter 2 the larger the institutional distance between home and host 

environment is, the greater the challenge is to uphold legitimacy in the host country 

(Hotho, 2009; Kostova & Roth, 2002; Kostova & Zaheer, 1999). According to 

Bataglia (2013), using a local partner rather than setting up a subsidiary, will mitigate 

the LOFs and solve many of the abovementioned difficulties. This is supported by 

Mezias (2002) and Zaheer (1995). Mezias argues that using host country nationals 

helps local adaptation and reduces the effects of LOFs. To reduce the LOFs a local 

partner should, however, meet the criteria, which the analysis has proven necessary. 

Having finalized the institutional analysis, I will in the following continue to analyze 

the industrial framework concerning the pharmaceutical market in Brazil.  
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5.3. Industrial Organization – Porter’s Five Forces 
According to Porter, one must analyze the structure of an industry according to five 

forces to understand the industry competition and organization (Porter, 1980; Porter, 

2008). These five forces include rivalry between existing competitors, threat of new 

entrants, threat of substitute products, bargaining power of buyers, and bargaining 

power of suppliers (Porter, 1980; Porter, 2008). As mentioned, the bargaining power 

of suppliers will be excluded from this project, as it bears no significance to the 

partner selection process. 

5.3.1. Defining the industry 
DDD-Diagnostic produces gamma cameras mainly for hospitals and a few private 

clinics specialized in the use of gamma cameras (Mouridsen & Skeller, 2013). For 

many years the company existed only on OEM contracts with General Electric (GE), 

Philips and Siemens, so DDD-Diagnostic produced products or components of 

products for the three companies, who then sold and marketed the products in their 

own name. 

Gamma cameras are used to image human body organs through the detection of 

gamma rays emitted from radioactive isotopes that has been injected into the body. 

Gamma cameras are widely used in medical diagnostics because it can image organs 

and tissues faster and more precisely compared to the traditional scanner 

(Transparency Market Research, 2013; Mouridsen & Skeller, 2013). Gamma cameras 

especially play a vital role in diagnostics within a variety of cardiovascular, cancer, 

and neurological diseases such as breast cancer, lung cancer, Alzheimer’s disease, and 

Parkinson’s disease (Transparency Market Research, 2013; Mouridsen & Skeller, 

2013). 

The market for gamma cameras is growing worldwide due to growth drivers such as 

continued advancements in molecular imaging, growing demand for new drug 

development and due to the rise in various chronic diseases such as cancer and 

neurological disorders that require fast and accurate diagnosis (Transparency Market 

Research, 2013). North America and Europe represent the largest regional markets 

because of the well established health care infrastructure and rising awareness 

concerning technology, however, Brazil is also anticipated to experience substantial 

growth due to the continuously improving economy and healthcare access 
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(Transparency Market Research, 2013). Developed nuclear medicine imaging device 

markets such as the US and Europe are highly saturated, however, developing 

markets such as Brazil will offer more opportunity due to a lack of nuclear medicine 

facilities and technologies paired with increased healthcare spending 

(AuntMinnie.com, 2012). 

Mouridsen expressed: 
“The United States and Germany are our most important markets. Some would probably ask why we 

are spreading so much so fast, but this is because it is a very small market. Why do we put our trust to 

only one distributor in Russia – well if I appointed two, then they would be competing for the market. 

It is a limited market. […] We have to be in all countries as fast as possible.” (Mouridsen & Skeller, 

2013) 

The overall industry is the pharmaceutical industry, however, as the pharmaceutical 

industry is very broad, this project will analyze the medical devices industry and 

specifically dig into the diagnostic imaging industry. 

5.3.1.1. The Brazilian Medical Equipment Industry 

Brazil is the largest market for medical equipment in South America and there are 

numerous Brazilian manufacturers of medical equipment, which also includes 

anesthesia, incubators, surgical instruments, implants, and prostheses (Saponara, 

2011). The majority of companies are medium-sized enterprises, and according to a 

survey conducted by the Institute of Industrial Marketing Studies (IEMI), 45.4 pct. of 

all medical equipment companies are located in the city São Paulo, and 21.8 pct. in 

the interior of the state São Paulo. According to the director of ABIMO (Brazilian 

Medical Devices Manufacturers Association), the concentration of medical equipment 

companies in São Paulo is due to the proximity to the leading academic reference 

centers in the area including the University of São Pulo (USP), and the USP Ribeirão 

Preto and Unicamp in Campinas. The state of Rio de Janeiro follows with 6.2 pct. of 

all companies (Saponara, 2011). 

The Brazilian government is making a large effort to improve the public health care 

services through numerous campaigns and heavy investments into the public sector 

(Hospitalar.com.br, 2013). Public health care has been available since 1988 and it is 

available to all legal residents of Brazil, including foreign residents (International 

Living, 2013), the quality of the health care varies enormously though 

(Hospitalar.com.br, 2013). The private sector is paid by the patients themselves or by 
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health plan or private insurance companies. Health plans and insurance companies 

have vastly increased and serve approximately 20 pct. of the Brazilian population 

(International Living, 2013). 

Importing Medical Equipment 
About half (in value) of all medical equipment is still imported in Brazil, including 

high unit value products such as imaging systems (Hospitalar.com.br, 2013). 

There are some 3,000 medical distributors throughout Brazil, but they are also mostly 

concentrated in the Southeast, and best sales prospects are in the fields of diagnostic 

equipment, endoscopy, cardiology, dialysis equipment, disposable materials, and 

medical application of IT. Although there are about 3,000 equipment and supply 

distributors in Brazil, only 3.3 pct. of these firms are considered large companies, and 

most distributors operate on a regional rather than national basis (Saponara, 2011). 

5.3.2. Image Diagnostic Equipment: the Forces 
The image diagnostic equipment is one of the industries that carry the most significant 

potential in Brazil (Hospitalar.com.br, 2013). Earlier it was only upscale hospitals that 

used diagnostic tools such as nuclear imaging, however, now public and private 

hospitals as well as diagnostic centers import this type of equipment 

(Hospitalar.com.br, 2013). In 2000 nuclear imaging equipment accounted for 5 pct. of 

total imports of imaging equipment. Ultrasound accounted for the largest market 

share of diagnostic equipment imports with 31 pct. followed by Magnetic Resonance 

that held 24 pct. of total imports (Hospitalar.com.br, 2013).  

The Brazilian Society of Nuclear Medicine (Sociedade Brasileira de Medicina 

Nuclear SBMN) is based in São Paulo, and every year it hosts a convention in 

Curitiba, Parana for all companies involved in the nuclear medical industry 

(Sociedade Brasileira de Medicina Nuclear SBMN), 2013) 

5.3.2.1. Buyers 

The most important buyers of medical equipment are Government, non-profit and 

private hospitals, clinics, and diagnostic centers. Government purchases are almost 

always done through public procurement and are restricted to companies with a local 

presence (Saponara, 2011). 

During the interview with Mouridsen and Skeller, Skeller commented: 
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“…much of [our sales] are through tendering, and then you have deadlines and documentation, and 

internal disputes and discussions concerning what [the hospitals] want. It can be very hard to sell 

because you have to go through some very unfocused processes, and the winner is not always the best 

company or product” (Mouridsen & Skeller, 2013) 

This statement supports the abovementioned buyers, and furthermore it underlines the 

importance of public procurement for the industry. Since public procurement is often 

restricted to local companies, finding a local partner can be of vital importance for 

DDD-Diagnostic. 

5.3.2.2. Competitors 

The major players of the global industry is clearly GE, Philips and Siemens 

(Mouridsen & Skeller, 2013), however, other key players operating the nuclear 

imaging industry include Diolin Corporation, gamma Medica-Ideas, Inc., Mediso 

Medical Imaging Systems, Positron Corporation, Acrorad Co., Ltd., and Digirad 

Corporation (Hospitalar.com.br, 2013).  

In Brazil GE Medical and Philips are the market leaders and jointly they hold 70 pct. 

of the market. Among multinationals of medical equipment with a local presence in 

Brazil, the most important players are GE Medical, Philips Medical, Toshiba Medical, 

Siemens Medical, Kodak, Shimadzu, Beckton Dickinson, Baxter, Edwards 

Lifesciences, Johnson and Johnson, 3M Medical, Hollister, Smith & Nephew, and 

Fresenius AG (Hospitalar.com.br, 2013). 

5.3.2.3. Substitutes within diagnostic imaging equipment 

Within diagnostic imaging equipment as mentioned there are several alternatives with 

different uses and different advantages. In Brazil the following substitutes are 

imported: computed tomography (CT), magnetic resonance imaging (MRI), x-ray, 

nuclear, and ultrasound (Hospitalar.com.br, 2013). The main difference between 

nuclear imaging and other imaging systems is that nuclear imaging assesses the 

function of the organs, whereas other systems assess anatomy or how organs look. 

This creates an advantage for nuclear imaging as it helps physicians make a diagnosis 

and to plan a more precise treatment (Cleveland Clinic, 2013). 

Nuclear imaging currently includes two types of systems. There are Single Photon 

Emission Computed Tomography (SPECT), which detects photons emitted by the 

radionuclides, and the Positron Emission Tomography (PET), which detect photons 
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specifically created by positrons (Tilly & Handel, 1999). DDD-Diagnostic produces 

SPECT camera systems. 

5.3.2.4. Entry Barriers 

The diagnostic imaging industry has a high level of barriers to entry. Companies that 

wish to enter the industry must have the correct licensure, certification, and 

qualification, which raise entry costs (IbisWorld, 2012). According to Mouridsen the 

industry is very knowledge-intensive and dependent on investment. DDD-

Diagnostic’s newest addition to their product portfolio cost DKr. 50 million in 

development alone (Mouridsen & Skeller, 2013). Also, the market for diagnostic 

imaging is very small, which increases the necessity to have a global presence, which 

again raises costs of entry (Mouridsen & Skeller, 2013). 

Furthermore, brand identification means a lot in the industry (Mouridsen & Skeller, 

2013), which forces new entrants to invest profoundly to overcome customer loyalty 

(Porter, 1980). According to Mouridsen: 
“[DDD-Diagnostic’s] entry ticket has been our history, and the fact that we have produced for the 

biggest competitors […] It is our history that makes it possible for us to develop our own products in 

such a short amount of time, without investing heavily […] 40-50 pct. of all gammacameras in the 

world we have some stake in. Some of them we have even developed 100 pct. and thus DDD owns the 

IP rights” (Mouridsen & Skeller, 2013) 

 

There are thus product differentiation, large capital requirements, cost disadvantages 

independent on size (proprietary knowledge, learning curve, and technology), and 

access to distribution channels. Furthermore, as the following will show, 

governmental policies also pose a critical entry barrier. 

Companies in the industry also face regulation, accreditation and compliance, which 

can be time consuming and costly. As mentioned Brazil has heavy import policies, 

which is both complex and very opaque, both due to its national laws and regulations, 

but also due to its membership of Mercosur (Foreign Trade Information System SICE, 

2006). These measures have made importing into Brazil less transparent and more 

cumbersome. Brazil is not a participant of the WTO Agreement on Government 

Procurement, and the transparency of the procurement process in Brazil is lacking 

(Foreign Trade Information System SICE, 2006). There have been reported 

limitations on foreign capital participation in procurement bids, and allegedly 
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Brazilian federal, state and municipal government follow a buy national policy 

(Foreign Trade Information System SICE, 2006). According to Mezias (2002) 

liability of foreignness also includes advantages enjoyed by domestic firms that are 

unavailable to foreign companies. Hence, the Brazilian procurement system serves as 

a liability of foreignness for foreign companies, and this is important to consider in 

the partner selection process. 

From this it is easy to conclude, that the entry barriers into the diagnostic imaging 

industry are very high and significant. Furthermore, concerning the Brazilian market, 

governmental policies play a critical and important role, and create a barrier to entry 

in Brazil. 

5.3.2.5. Industry profits 

Within this industry, the customers are strong, and the buying process is complex and 

both time consuming and costly. This applies to both the industry and the Brazilian 

industry. With patented and proprietary know-how, well-established brands and high 

capital requirements the entry barriers into the industry are high. The Brazilian 

governmental policies make the entry barriers into the Brazilian market high as well. 

Entry is thus difficult. There are many products that can act as substitutes within the 

diagnostic imaging industry, however, the nuclear imaging system has specific 

benefits that differentiates it. 

With high buyer power and the availability of substitutes, strong and numerous 

competitors and a small market the industry rivalry can said to be somewhat intense. 

However, the high degree of product differentiation indicates a low price competition. 

Thus the industrial profitability according to Porter’s five forces is medium. 

5.3.3. Impact on Partner Selection Criteria 

For a company to succeed in an industry, the company has to match the internal 

competences and values to its external environment (Learned, Christensen, Andrews, 

& Guth, 1969). In order to achieve such a match the company must understand the 

industrial organization according to five forces (Thurlby, 1998). It is thus a major 

criterion to a partner that the company understands the abovementioned competitive 

dynamics and challenges. Furthermore, the partner should not just understand this for 

the overall industry, but more importantly, understand the dynamics and challenges 
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specific for the Brazilian market. As the industry is knowledge-intensive and focuses 

on product differentiation, proprietary know-how and well-established brands, the 

partnering company should have a high degree of specialization within the industry, 

and should have sales experience with public and private procurement as well as 

clinics. 

Below I present the resulting partner selection criteria. First, sales experience with 

public and private procurement, as well as with clinics is the most important, as this 

will be the partner’s main responsibility. This experience also relates with the 

institutional framework, as the procurement rules and regulations are typically 

specific for the country. Secondly, the above research has shown that the majority of 

medical equipment and nuclear medical companies are based in São Paulo. 

Combining this with the previous informal institutional analysis, São Paulo is an 

attractive base for sales of nuclear imaging products. Thirdly, an understanding of the 

Brazilian competitive market and the overall industry is important, and building on 

this, knowledge concerning the products is important to sell and facilitate trade within 

this industry. 

 

Industrial Organization 
Criteria 

Sales experience and established contacts with public and private 
procurement as well as clinics 

Geography: base in São Paulo area 

Understand the competitive dynamics and challenges of the Brazilian 
market and overall industry 

High degree of specialization 

Table 5: Industrial Criteria 

 

Having examined the industrial organization for the Brazilian market, I will in the 

following move on to the company-based theories. 
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5.4. Company-based Analysis: Resources and Capabilities 
The resource-based view argues that firm-specific differences drive strategy and 

performance (Barney, Firm resources and sustained competitive advantage, 1991). 

Relating this to partner selection, firms will choose partners based on an assessment 

of ‘fit’ between potential partners (Doz & Hamel, 1998), and this assessment will 

usually emphasize resource complementarity (Harrigan, 1988) or supplementarity 

(Das & Teng, 1999) as well as organizational fit based on cultural and operational 

style complementarity (Lorange & Roos, 1992). 

According to Bataglia choosing the right partner can pose a paradox concerning 

resources: 
“It is a paradox. You have to consider the criteria … you have to balance these dimensions and chose 

what is better for your intensions. If you just want to know the market, the institutional environment, 

then you are not trying to do something different. So maybe it is interesting to find a partner that is 

more similar to you, and it is probably going to be short-term relationship. But if you are trying to 

develop a long-term relationship, then it is a different situation” (Bataglia, 2013) 

According to Mouridsen and Skeller, DDD-Diagnostic is interested in long-term 

relationships with their partners. To increase the chance of long-term cooperation, the 

complementarity of resources is generally thought best (Buckley & Casson, 1988). 

Furthermore complementarity of resources is thought to reduce opportunism in 

alliances (Yan & Gray, 1994), however, more control is necessary to deal with the 

growing complementarity and interdependence. 

 

According to Annerstedt (2012) there are three groups of company resources: tangible 

assets, intangible goods, and intangible competencies. Tangible assets include 

physical and financial assets that are recognized for debt security purposes, intangible 

goods refer to enforceable ownership rights and intellectual property rights, and 

intangible competencies are distinctive factors of competitive advantage. This project 

will seek to identify all three groups in the case of DDD-Diagnostic in order to create 

a company profile. 

 

To identify the intangible competencies of DDD-Diagnostic, this project will use the 

seven value streams identified by the Department of Trade and Industry (DTI) in 
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2001, namely relationships, knowledge, leadership and communication, culture and 

values, reputation and trust, skills and competencies, and processes and systems (The 

Department of Trade and Industry, 2001). With these seven value streams 

relationships, knowledge, reputation and trust, and skills and competencies were the 

value streams that especially stood out in the interview with DDD-Diagnostic. 

Concerning relationships, comitment and loyalty were two key words for the 

management of the business relationships: 
“It is very relationship-based. We are very close with our distributors […] many of the distributors 

[that showed up for the distributor meeting] showed a commitment and it was very impressive” 

(Mouridsen & Skeller, 2013) 

The company invested heavily into a partnership conference this spring to gather all 

their current and prospective partners to develop the relationships as well introduce 

the company and the company culture (Mouridsen & Skeller, 2013). So managing 

relationships is a key resource for the company, and as Mouridsen expressed it, 

managing the relationships with their partnerss is the only way for DDD-Diagnostic 

to survive the global competition (Mouridsen & Skeller, 2013). According to 

Knudsen and Nielsen (2010), collaborating firms can generate relational rents that are 

determined by the degree of investment in relation specific assets, the degree of 

knowledge exchange, the extent to which resources are combined, and the extent of 

effective governance mechanisms. However, they also depend on intangible aspects 

of cooperation such as trust, reputation, etc. (Knudsen & Nielsen, 2010; Dyer & 

Singh, 2004). As collaborative capabilities are positively related to alliance 

performance (Knudsen & Nielsen, 2010; Annand & Khanna, 2000), and DDD-

Diagnostic also places great emphasis on this capability, a local partner in Brazil 

should also entail this capability. 

As an extension to the abovementioned importance of managing relationships, 

reputation and trust are likewise very important – both for DDD-Diagnostic and its 

products, but also for the company’s partners. For DDD-Diagnostic to achieve 

legitimacy both within several institutional frameworks as well as on the global 

market, the company must be trustworthy and have a good reputation. The 

pharmaceutical industry as a whole faces many reputational challenges, including the 

industry structure, a critical political environment, the potentially harmful features of 
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its products and brand myopia. As a result, this is a sector where reputation and trust 

is particular difficult and important (Goldstein, 2010). 

As DDD-Diagnostic has just started marketing their products with it’s own brand, this 

reputation and trust has not yet been achieved, however: 
“40 or 50 pct. of [the SPECT gamma cameras on the market] we have some stake in. Some of them we 

have developed 100 pct. so we own the IP rights […] and others, such as the Millennium and the Forte 

that are well known globally – we have produced large parts of them. And this is madly important for 

our legitimacy on the market. It shows that we are not newcomers. It is the foundation for our 

existence” (Mouridsen & Skeller, 2013) 

So, even though the brand of DDD-Diagnostic may not be renowned, their products 

are, and this is a major advantage. As a natural consequence of never having marketed 

their own product until now, DDD-Diagnostic cannot be said to have sizeable 

resources within marketing. 

Knowledge and skills and expertise are equally important value streams for the 

company, as the gamma camera industry is a highly knowledge intensive industry. 

DDD-Diagnostic has for over 25 years based its existence on OEM agreements and 

lived an anonymous existence, where it produced for all three industry giants GE, 

Siemens, and Philips. This means that DDD-Diagnostic has many years of specialized 

expertise within the field, and moreover it has the IP rights for all the products the 

company developed 100 pct. (Mouridsen & Skeller, 2013). Mouridsen explained that 

DDD-Diagnostic is looking for a distributor with experience within heavy medical 

equipment or even better – a company holding experience with nuclear imaging 

(Mouridsen & Skeller, 2013). Furthermore, in the long run the partner should be able 

to run services on the equipment, a future distributor should be willing to learn 

specifically about DDD-Diagnostic’s products. The knowledge synergies are 

according to Nielsen (2010b) an important aspect of a strategic alliance: 
“[…] synergies of knowledge can involve a simultaneous focus on internal, firm-specific competencies 

and external, collaborative synergies, which plays an important role in creating new knowledge-related 

capabilities and thereby enhancing competitive performance” (Nielsen, 2010: 118) 

Thus, knowledge synergies are important to look for, because new knowledge can be 

created that can create a competitive advantage on the market (Knudsen & Nielsen, 

2010; Nielsen, 2010b). In fact, to stay competitive in a knowledge intensive industry, 

the search for new knowledge and tendencies seems to be a prerequisite (Knudsen & 

Nielsen, 2010), although examples of learning alliances are scarce in contemporary 
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business. This reflects the difficulty of matching asymmetrical knowledge bases and 

the inherent risk of alliances that share knowledge (Nielsen, 2010b). As concluded 

above, DDD-Diagnostic wishes to use the strategic alliance to achieve the business 

objective of a global distribution network, and the company’s goal is to be recognized 

a s lobal center of excellence for nuclear imaging diagnostic solutions through 

responsibilit, accountability, trustworthiness, support, ambition, and innovation 

(DDD-Diagnostic, 2012). A future distributor should facilitate and reflect these 

values. For innovative companies, there are two key features that are of crucial 

importance in a collaborative agreement: access to resources and learning abilities of 

the partner firm, and these two features form two important selection criteria (de Jong, 

2013). de Jong argues in his research that innovative firms differ from their less 

innovative counterparts in the nature of their business, and thus focus on particular 

selection criteria including complementarity of resources, absorptive capacity, 

innovative capabilities, and the willingness to share expertise (de Jong, 2013). In my 

interview with Mouridsen and Skeller this argument was supported, but mostly from a 

sales and service perspective. Mouridsen said that: 
“… few companies can handle our products, because they need to have a knowledge of nuclear 

medicine, or at least some other heavy medical devices […] we have the requirement that they must be 

trained” (Mouridsen & Skeller, 2013) 

Thus, a potential partnering company must have complementary resources and 

absorptive capacity. Furthermore, as argued, DDD-Diagnostic is looking to enter the 

Brazilian market, but due to the complex institutional and industrial frameworks, 

entry could largely be facilitated through a local company that has local market 

expertise. Hence, the willingness to share this expertise, is a criteria that is very 

important. Especially because DDD-Diagnostic in the long run could see itself 

establishing subsidiary in Brazil: 
“If things go really really well for DDD and if there is a constant inflow of money, then it is not at all 

unlikely that DDD would like to start a subsidiary for example in Brazil that could handle the entire 

South American market – but in the far future, and only if things go really well” (Skeller, 2013) 

Culture and values in an institutional framework are thus a value streams that have 

proven important for this project as well as resources concerning local culture and 

values are not owned by DDD-Diagnostic yet. 
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Thus, DDD-Diagnostic should target a partner that includes complementarity of 

resources, absorptive capacity, and the willingness to share expertise. 

 

Turning to the tangible aspect of resources, DDD-Diagnostic still has OEM 

agreements with both Philips and Siemens; however, the company does not have 

financial resources to develop subsidiaries globally (Mouridsen & Skeller, 2013). 

This is a main reason as to why DDD-Diagnostic has chosen to focus on creating a 

global distribution network (Mouridsen & Skeller, 2013; DDD-Diagnostic, 2012; 

DDD-Diagnostic A/S, 2013). DDD-Diagnostic produces all their own products, and 

the company has a production and administration site in Hørsholm, Denmark. 

 

When asked about resource criteria imposed on a possible partner, DDD-Diagnostic 

had some very clear points. These include experience with selling the same or similar 

products, the partner must be trained within the use and service of the products, and 

the partner must develop a proper business plan. Furthermore, DDD-Diagnostic 

expects the distributing company to be rather small, but financially stable (Mouridsen 

& Skeller, 2013). 

5.4.1. Impact on Partner Selection Criteria 
Looking at the above analysis of the resources of DDD-Diagnostic, and taking the 

nature of the agreement into terms, DDD-Diagnostic wishes a long-term distribution 

partner in Brazil. As complementary resources increase the chance of long-term 

cooperation (Buckley & Casson, 1988) and reduce opportunism (Yan & Gray, 1994), 

complementary resources should be sought for in a partner. This includes resources 

within relationship management, trustworthiness and a good reputation, as well as 

knowledge, skills, and expertise. However, DDD-Diagnostic must also keep in mind 

one of the main reasons they are looking for a local partner, namely the chance to 

learn more about the local culture and values. Therefore, a supplementary resource 

which is very important, also for the general success of the partnership, is a cultural 

knowledge, that allows the company to navigate easily in the country, and also 

increases the likability of earning legitimacy in Brazil. Also, a suitable foreign 

distributor should have marketing skills. This is a supplementary skill, as DDD-

Diagnostic has not yet developed a stable marketing platform. Also, as this is one of 
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the main responsibilities of the partner, this is an important resource. It is important 

that a future alliance is based on matching motives of knowledge exploitation, as 

matching motives are likely to lead to increased chances of success (Nielsen, 2010a). 

Finally, Cavusgil suggests that compatability of management philosophy and 

corporate goals is an important criteria when companies select a distributor (Cavusgil, 

1998). As mentioned above, DDD-Diagnostic wishes to become a global center of 

excellence for diagnostic solutions based on nuclear medicine technology. The 

company wishes to achieve this goal through amongst others innovation. Thus, a 

criteria is that the Brazilian partner also values innovation, reputation, and ambition, 

and that the partner has similar business goals. 

Following, I have inserted the table containing the resource related criteria in ranked 

order. These are all resources DDD-Diagnostic should look for in a potential partner, 

and as previously argued, there are both complementary and supplementary resources, 

however, most complementary. Complementary resources can increase the chance of 

long-term cooperation. Supplementary resources are also important to increase the 

learning from the relationship. Most importantly are the resources of an established 

marketing platform and cultural knowledge. These are ranked the highest, as these are 

the main functions of a local partner. Building on this, reputation and trust are 

important resources, which also relates to the criteria found within the institutional 

analysis. The same applies for knowledge, skills and expertise, which as argued 

within the industrial organization analysis, are important resources, due to the nature 

of the industry. The fifth criterion is that the partner is financially stable, which is a 

criterion set up to avoid that the partner goes bankrupt so DDD-Diagnostic risks 

having to find another partner that has to go through selection- and approval 

processes. The two final criteria, relationship management and shared values and 

goals, can increase the compatability of the partners, and increase the chances of long-

term cooperation. 
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Resource Criteria 

Supplementary: marketing platform 

Supplementary: cultural knowledge 

Complementary: absorptive capacity 

Complementary: reputation and trust 

Complementary: knowledge and skills and expertise and the willingness 
to share this expertise 
Complementary: a small-medium sized company that is financially 
stable 

Complementary: relationship management – commitment and loyalty 

Complementary: values innovation and shares same business goals 

Table 6: Resource Criteria 

In the above section, trust and reputation have been discussed shortly. In the 

following section I will dig into an analysis of the transaction costs DDD-Diagnostic 

can encounter when working with a local partner in Brazil, and which partner 

selection criteria DDD-Diagnostic can impose to possibly avoid some of these. 

5.5. Strategic Fit and Motivations 
As argued above, two partnering companies must align their organizational goals and 

aspirations to create strategic fit, which in turn can increase the chance of success. 

According to Nielsen (2010a) there are two types of business goals in strategic 

alliances namely knowledge exploitation and knowledge exploration. Exploitation 

includes improvement of existing technologies, skills and capabilities. Exploration on 

the other hand focuses on discovering new capabilities and invention (Nielsen, 

2010a). 

When discussing motives for creating a strategic alliance, Mouridsen argued: 
“… we do not have the resources to open subsidiaries globally. So, if we had 50 million, which could 

be used only on sales and marketing, we would. But usually it’s about the resources you have. Our way 

is simply through distributors …” (Mouridsen & Skeller, 2013) 

DDD-Diagnostic’s strategic objective is to be recognized as a global center of 

excellence for diagnostic solutions based on nuclear medicine technology, so the 

motive for creating strategic alliances is to fulfil the strategic objective. In the long 
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run, the company can see itself running a subsidiary in Brazil; however, this is not 

realistic at the moment (Skeller, 2013). Thus, DDD-Diagnostic’s motivation for 

entering into a strategic alliance in Brazil is mainly the lack of resources to achieve 

their goal of a global presence in any other way.  

DDD-Diagnostic’s motive is mainly exploitative (cost sharing), and the focus is on 

activities within the boundaries of the established premises. Characteristics in 

exploitation partnerships are typically complementarities in knowledge bases and 

predominantly transfer of explicit knowledge (Nielsen, 2010a). Due to this motive, it 

is very important that DDD-Diagnostic selects a partner with the same motive; 

otherwise a strategic misfit will characterize the relationship. If one partner wishes to 

exploit knowledge-related capabilities of its partner, which has explorative 

motivations, the relationship may end up encouraging opportunistic behavior 

(Nielsen, 2010a). A mismatch can ultimately lead to failure. If however, DDD-

Diagnostic succeeds in finding a partner, who is equally interested in exploitation of 

complementarities in knowledge bases, then both companies introduce only relevant 

company-specific knowledge to the relationship. Typically such relationships involve 

high levels of contractual governance (Nielsen, 2010a). 

It is important to underline that goals can both be exploitative and explorative, and for 

DDD-Diagnostic there is also an underlining wish to access and internalize 

knowledge concerning the Brazilian market and institutional framework (Skeller, 

2013). Nevertheless, the current and predominant goal is to enter the Brazilian market 

and set up a sales base through a distributor. 

5.6. Company-based Analysis: Transaction Cost Economics and Trust 
The goal of any firm in a strategic alliance is to optimize its flow of goods and 

services, while minimizing costs that stem from these transactions. This is why TCE 

can be used to explore alliance outcomes (Judge & Dooley, 2006). As argued in my 

theory section, opportunism poses a particularly dangerous hazard in strategic 

alliances (Judge & Dooley, 2006). This holds even more true for alliances between 

companies from emerging and developed economies due to structural uncertainty, 

information unverifiability, environmental changeability and legal unprotectability 

(Luo Y. , 2006). One of the reasons that strategic alliances hold a rich setting for 

opportunism is the built-in bias for conflict caused by different organizations with 
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different goals for alliance. Also monitoring can be difficult due to the strained 

information flow across organizational boundaries. There is the danger of an 

asymmetric inter-firm learning relation, which is often particularly true for strategic 

alliances between companies from developed markets with companies from emerging 

markets. Companies from developed markets often are more resource endowed, so 

these companies often need market knowledge and access rather than managerial 

capabilities and know-how, which is what companies from emerging markets often 

seek to learn. This asymmetry in motivations is important to consider as it can lead to 

opportunism and increased transaction costs (Nielsen, 2010a). 

All of the above also holds true for DDD-Diagnostic’s situation. DDD-Diagnostic is a 

company from a developed market, and it is a company with many years of 

experience and expertise. Brazil is an emerging economy, with many newcomers 

within the particular industry (Hospitalar.com.br, 2013; Saponara, 2011). 

Additionally, the institutional analysis has shown that Brazil is characterized by 

regulatory cloudiness, a lack of governmental transparency, differing institutional 

treatment, and state control. These are all factors that lead to higher transaction costs 

according to Luo (2006). 

According to Bataglia: 
“One of the causes of these many partnerships is due to the developments in research and 

developments. Managing relationships is an important lesson in this. Distribution is important for cash. 

The risks are that you have autonomous companies working together, so there is a lack of control. You 

have agency problems” (Bataglia, 2013) 

Parkhe (1993) wrote that a trusting relationship is not costless or spontaneous, but the 

gains of reaching trust creates many gains such as decreasing opportunism, increasing 

the likelihood of passing through conflict, improvements on the communication flow, 

and positive alliance outcomes (Das & Teng, Between trust and control: Developing 

confidence in partner cooperation in alliances, 1998; Zaheer, McEvily, & Perone, 

1998). This is one of the reasons why DDD-Diagnostic invested heavily in the 

distribution meeting in the spring. Mouridsen said: 
“You get to know them. You should not underestimate face-to-face contact, because it makes it easier, 

and we get to show them our challenges in a better way. With this we created a foundation, and showed 

them that we are not like GE, Siemens, and Philips” (Mouridsen & Skeller, 2013) 
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According to Nielsen (2010a), DDD-Diagnostic needs to find a partner with the same 

strategic motivation to enter the strategic alliance. According to his model, the 

exploitation fit focuses on activities within the boundaries of the established premises 

and politics, with the objective to create economies of knowledge. Complementarities 

in knowledge bases and the facilitation transfer of explicit knowledge are what 

characterize this type of alliance (Nielsen, 2010a). From the interview with 

Mouridsen and Skeller (2013) it became clear that this is the type of alliance DDD-

Diagnostic expects. This type of alliance often involves high levels of contractual 

governance. 

 

Governance mechanisms are required to control the alliance and to avoid increased 

transaction costs resulting from opportunism and market volatility (Luo X. , 2002). 

DDD-Diagnostic creates a contract with the partner, which is developed in 

cooperation between the two companies. The company says: 
“We never dictate the demands, because that never creates success. But the rights to sell our products 

are tied to a performance. If the company does not do anything, we have the right to terminate the 

cooperation” (Mouridsen & Skeller, 2013). 

According to Bataglia, contractual agreements is standard practice in Brazil: 

“Some of these agreements are short-term agreements, but other are long-term agreements. It depends 

on the interests. For example, some companies want to knowl how the Brazilian market works, how the 

institutional framework works, etc., so they enter with this proposal, and they are clear about it” 

(Bataglia, 2013). 

As contractual agreements are standard practice in both Denmark and Brazil, a 

contractual agreement is a safe way to avoid negative effects from opportunism. 

5.6.1. Impact on Partner Selection Criteria 
To avoid problems stemming from an asymmetry of inter-organizational learning, 

Bataglia advises DDD-Diagnostic to be clear about the goals of the cooperation and to 

demand the same of a partner (Bataglia, Interview with Walter Bataglia September 5, 

2013, 2013). A partnership between companies from emerging and developed 

economies pose a particularly rich setting for opportunism and high transaction costs. 

This analysis has shown that Brazil has both institutional and environmental 

volatility. Therefore, both companies should work to create relational trust, which can 

decrease the risk of opportunism and increase the communication between the 



	  

60 

companies. Trust should be seen as a bedrock, on which businesses are built. Finally, 

a contractual agreement should be negotiated to avoid negative effects stemming from 

opportunism. 

This project’s final set of partner selection criteria is presented below. The most 

important is that the company is willing to sign a contractual agreement. This is 

important due to the nature of the distribution partnership. The second point is one 

that has been made on several levels of analysis, which is that the partnering company 

should be willing to invest into the inter-organizational trust. 

 
 

Transaction Cost and 
Trust 

Should be willing to sign a contractual agreement 

Should be willing to invest into inter-organizational trust 

Table 7: Transaction Cost and Trust Criteria 

5.7. Summary of Findings 
In the above I have through a multilevel approach analyzed the specific framework 

for DDD-Diagnostic’s market entry in Brazil. The purpose of this analysis was to 

identify relevant criteria that DDD-Diagnostic should use to select a Brazilian partner, 

and each section of the analysis has identified a number of criteria. All of the criteria 

have been selected with the goal of the strategic alliance in mind to promote a 

strategic fit between the partnering companies. In the following I will seek to 

accumulate my findings and present a comprehensive analysis, which will also 

position my research in relation to previous research within partner selection criteria.  
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Chapter 6: Results 
From the analysis presented in Chapter 5, 20 partner selection criteria have been 

identified. In table 9 I have presented this study’s accumulated findings divided into 

the levels of the analysis. It is however important to also underline two key findings 

that go beyond the partner selection criteria: 1) The institutional analysis found that 

due to the instability and governmental control that characterizes the Brazilian 

institutional framework, penetrating the Brazilian market is associated with a high 

risk and high transaction costs. Market entry can, nonetheless, be facilitated through 

the help of a local partner. 2) The importance of compliance with the key partner 

selection criteria resulting from this study is underlined by the findings concerning the 

complex, time-consuming and expensive ANVISA approval, as this approval lies 

with the approved company (partner) and cannot be moved to another partner. 

 

With the resulting criteria of this study, it has become clear that there exists some 

interrelatedness between some of the criteria across the levels of analysis. I will in the 

following present and discuss these findings. 

6.1. Specific Institutional Knowledge 
One recurrent criterion is the specific knowledge concerning Brazilian institutions, 

industry, and culture. Knowledge concerning Brazil has resulted in four different 

criteria: vast knowledge on rules and regulations, knowledge regarding the political 

system and general industry-political tendencies, understand the competitive 

dynamics and challenges of the Brazilian market, and specific cultural knowledge. As 

this variable coincides all three levels of analysis, I will assign it a high degree of 

importance for my final conclusions. Within Nielsen’s (2003) study, the related 

criteria access to local cultural knowledge, access to local regulatory knowledge, 

access to local market knowledge, and partner ability to negotiate with government 

all ranked high for the group rest of the world (RoW), which Brazil is included in. 

The importance of this group of criteria possibly demonstrates the importance of 

institutional differences between Denmark and Brazil. 
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6.2. Knowledge and Expertise 
The knowledge and expertise of the partnering company is a point that also has 

resulted in different criteria. The knowledge, expertise and skills of the partnering 

company regarding the specific product, but also within selling and marketing have 

proven very important. Nielsen (2003) partly confirms this point, as access to 

distribution channels ranked relatively high for the RoW, but technological expertise 

ranked the lowest for the RoW in Nielsen’s study (Nielsen, 2003). The difference in 

results within this point can be attested to the fact that Nielsen’s study was for a large 

group of companies, whereas this research is carried out for a specific firm within a 

highly knowledge intensive industry. To be able to locally sell, distribute, and service 

the products DDD-Diagnostic produce, the local partner must have a certain amount 

of knowledge and access to knowledge concerning nuclear imaging. This point relates 

to the importance of both complementary and supplementary resources. 

6.3. Trust and Legitimacy 
Another variable that has several overlaps in the level of analysis is trust. This 

variable is found at all levels but the industrial organizational level, and has resulted 

in four criteria: can build inter-organizational trust, carries reputation and trust, 

masters relationship management, and should be willing to invest into creating inter-

organizational trust. However, also the criteria complying with ethical standards and 

financial stability and small-medium sized company relates to this issue, as they 

indicate the level of legitimacy of the partnering company. Thus, these findings 

ascribe a vast importance to trust, even within the partner selection process. 

According to Nielsen, firms that depend on an international partner for access to 

foreign markets place great importance on the level of trust and legitimacy of the 

partner (Nielsen, 2003). Several levels are naturally inherent within trust as financial 

status, reputation, and the size of the firm, are all indicators of legitimacy and 

trustworthiness. For Nielsen’s group RoW, especially the partner financial status 

proved an important criterion (Nielsen, 2003). The importance of trust and legitimacy 

is furthermore supported by many scholars within strategic alliances that underline 

that trust among others lowers transaction costs, increases knowledge sharing, and 

increases the chance of long-term success (e.g. Das & Teng, 1998; Zaheer, McEvily, 
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& Perone, 1998; Dyer & Singh, 2004). Trust and legitimacy are thus very important 

criteria for the success of the partnership. 

6.4. Strategic Fit 

Finally, this study has like other studies found that organizational and strategic fit is 

an important factor to increase the chances of success. Organizational fit can decrease 

transaction costs, facilitate trade, and increase the chances of long-term cooperation. 

The importance of strategic fit has been discussed throughout this project, and the 

alignment of goals and motivations of the partnership has proven important for the 

success of the partnership. Nevertheless, Nielsen argues that companies may adapt 

their goals and strategies, so despite initial motivational misfits, underlying rationale 

communalities (such as economic rationale) can help adjust expectations accordingly. 

Due to this argument, the strategic fit will in this study receive the lowest rank. 

6.5. Final Ranking 
The above-mentioned results have led me to develop the following grouping of the 

partner selection criteria with the following ranking: 

1. Trust and legitimacy 

2. Specific knowledge concerning the Brazilian institutional framework and 

market. 

3. Knowledge, expertise and experience within sales and marketing and with 

nuclear imaging or heavy medical equipment  

4. Organizational fit 

This ranking is a result of the above analysis, and include many of the developed 

criteria, however, other equally important albeit more specific criteria have been 

excluded, including the ability of the foreign partner to achieve the ANVISA 

approval. This criterion is a prerequisite for DDD-Diagnostic to enter the Brazilian 

market. Finally, the geographic base of the foreign partner within Brazil has proven 

least important. This point has not been included in the final ranking. See Table 10 for 

final results. 



	  

64 

6.6. Sensitivity Analysis 
According to Britten et al. (2002), a qualitative research’s full contribution cannot be 

realized merely by accumulating data without any synthesis. To do a sensitivity 

analysis is to determine how sensitive the results of a study are to changes in how it 

was done (Thomas & Harden, 2008) with the aims to explore the relationship between 

the quality of the study and the contribution to synthesis (Harden, 2008). In the case 

of this project, the sensitivity remains within the subjective weighted ranking of the 

developed criteria. 

I will in the following analyze the sensitivity of my results through a univariate 

sensitivity analysis, discussing the effects of changes in the institutional background, 

industrial framework and company on my final conclusions.  

6.6.1. Institutional sensitivity analysis: 
Many of the criteria and their ranking found at the institutional level are very specific 

for Brazil. The Brazilian government plays an integral role in controlling many 

sectors, including the pharmaceutical sector (Brazil.org, 2011; Bataglia, 2013), which 

this research has found to be a problem for foreign companies that wish to penetrate 

the Brazilian market, as it inflicts complex, bureaucratic, time-consuming and costly 

procedures. One of my main findings besides the succeeding partner selection criteria 

is that the political institutional framework supports the choice entry mode (a local 

partner) due to the state control and the unstable political history. 

Furthermore, my analysis of the Brazilian informal institutional framework identified 

a high level of corruption and large cultural distances between Brazil and Denmark. 

As my research has also shown that differences in national culture pose potentially 

negative effects (Nielsen, 2003), the resulting criteria were developed with the 

purpose of bridging the cultural distance and promoting inter-organizational trust. 

Based on the above, I will argue that changing the institutional framework would 

consequently also change the criteria and overall conclusions of this research in 

respect to the findings on the institutional level. If this research had instead studied 

partner selection within a Western European country, the institutional distance would 

perhaps have been less prominent, which would result in less weighted ranking of the 

succeeding criteria. This argument is supported by Nielsen (2003) that concludes a 

high degree of inconsistency in terms of rank order concerning nationality of the 
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foreign partner. The ranking of most criteria is in fact affected by the nationality of 

the foreign company (Nielsen, 2003). 

The generalizability of my results from the institution-level analysis is thus arguably 

not very high. However, the sensitivity of my results within this level depends on the 

alternate country, because if this research is applied to other countries that have 

corresponding institutional frameworks, the results may not be so distinctive. For 

countries that are institutionally very distant from the Brazilian framework, the 

conclusions would consequently also be very dissimilar (Nielsen, 2003). 

6.6.2. Industrial sensitivity analysis 
My research has shown that the nuclear imaging industry is a growth industry with 

large potential in Brazil due to the continuous economic and health care 

improvements (Transparency Market Research, 2013). The most important buyers of 

medical equipment are Government, non-profit and private hospitals, clinics, and 

diagnostic centers. Government purchases are almost always done through public 

procurement, and restricted to companies with a local presence (Saponara, 2011). In 

fact, there have been reported limitations on foreign capital participation in 

procurement bids (Foreign Trade Information System SICE, 2006). The diagnostic 

imaging industry has high level of barriers to entry, and companies that wish to enter 

the industry must undergo extensive certification and approval schemes (IbisWorld, 

2012). Furthermore, it is a very knowledge-intensive industry, which is heavily 

dependent on investment. 

The results proceeding from the industry-level analysis, were very dependent on 

firstly, the governmental control with the industry resulting in high entry barriers to 

the Brazilian nuclear imaging market, and secondly, the knowledge requirements of 

the industry. The governmental control with this specific industry relates to the above 

discussion of the institutional framework. The remaining results were found 

specifically for the nuclear imaging industry, but these results could easily be 

generalized. Thurlby (1998) wrote that in order to succeed in a market the company 

must understand the industrial organization according to the five forces. This gave 

rise to the criteria that a partner should understand the overall industrial organization. 

Furthermore, I concluded that a partner should not just understand the overall 

industrial organization, but understand the challenges and dynamics specific for the 
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national market. These two conclusions are not exclusive to the nuclear imaging 

industry. A final point was the partnering company should have a high degree of 

specialization due to the knowledge intensity of the industry. This result applies for 

most knowledge intensive industries, and is thus not just a restricted result to the 

nuclear imaging industry. 

Therefore, I will derive that the results found at the industrial organization level are 

generalizable, and the sensitivity of the results to the specific industry is low. The 

ranking of the consequent criteria of this level of analysis would most likely remain 

the same for most industries, especially knowledge-intensive industries.  

6.6.3. Company level 
At company level, this research found that both supplementarity and complementarity 

in resources are important for alliances. This is a balance that must be weighed in 

every partnership alliance, and decided on the nature of the alliance and the motives 

for entering in an alliance. Complementarity of resources increases the chance of 

long-term cooperation and reduce the risk of opportunism (Buckley & Casson, 1988), 

however, if the motivation to enter an alliance is to learn e.g. a specific culture, 

supplementarity of resources is crucial. This overall finding applies to any company 

regardless of resources and motives for entering a strategic alliance. 

This project found some specific both complementary and supplementary resources to 

improve the chances of success within the framework of DDD-Diagnostic. These 

findings are very sensitive to the specific company, and are thus less generalizable. 

Through the study of organizational fit, this project acknowledged the importance of 

strategic fit, when entering into an alliance. For DDD-Diagnostic, knowledge 

exploitation was identified as the main motive behind an alliance, as the company 

mainly wishes to fulfill the business goal of attaining a global distribution network. 

However, regardless of the motive, the importance of strategic fit is highly 

generalizable and not sensitive to the specific company. 

Finally, this research has underlined the importance of trust and legitimacy for 

strategic alliances. This finding is supported in much literature, as firms that depend 

on international partners to access foreign markets place great importance on the level 

of trust and legitimacy of the partner (Nielsen, 2003). This includes the reputation and 

size of the company, the financial status, and the willingness to build a relationship. 
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Based on the above, the findings at company level are not sensitive to the specific 

company. The specific resource endowments may be very sensitive to the company; 

however, the overall conclusions and the weighted ranking would remain indifferent 

regardless of the specific company. 

6.6.4. Results of the sensitivity analysis 
The above analysis has shown that the institutional level constitutes the most sensitive 

variable to my results. The industrial organization level and the company level both 

entail sensitive elements, however, the weighted rankings resulting from these levels 

of analysis are not very sensitive to variations. 
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Table 8: Accumulated findings 
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Table 9: Final ranking 
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Chapter 7: Discussion 
When I started my analysis, I did so by defining seven theory driven codes and three 

data driven codes. The theory driven codes were identified while writing my literature 

review through the process of revising the theories the project would entail; whereas 

the three data driven codes were assessed through both primary and secondary data. 

The codes have been used to discover the different interviewees’ view on the codes, 

which has enabled me to develop a comprehensive analysis of the challenges DDD-

Diagnostic faces. Nevertheless, I have through my research identified further codes 

that could be interesting to examine in future research. These include examining the 

individual level, within the multilevel approach, researching behavior and strategic 

decision making; and furthermore a more sociological view on institutionalism. The 

discussion of these potential codes will be integrated in the following discussion, and 

will be included in the conclusion as recommendations for further research. First, I will 

introduce the theoretical contributions of this research. 

7.1. Contributions 

By studying DDD-Diagnostic’s entry into the Brazilian nuclear imaging market, this 

research has contributed to the research on partner selection, and more specifically to 

the research on partner selection criteria. This project has developed a number of 

criteria that are specific for Brazil, and as the above analysis has shown, the 

institutional framework of this study constitutes the greatest sensitivity to my results. 

The remaining two levels of analysis have resulted in generalizable results that can 

contribute to the research on partner selection. The four broad categories (trust and 

legitimacy; specific country knowledge; supplementary resources; and organizational 

fit) can be generalized for partnerships with companies from institutionally distant 

countries, and this finding supports previous research done by Nielsen (2003). These 

four categories of criteria have been argued through a multilevel theoretically and 

empirically analysis, and this project thus builds on the current partner selection 

research by providing an in-depth analysis of the relationship between the institutional, 

industrial, and company levels and partner selection criteria.  
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7.2. Limitations and Discussion 

This study has applied a multilevel analysis to approach the issues related to alliance 

research. Nevertheless, this study has recognized a fourth level of analysis: the 

individual level. Within this level, theories such as the Behavioral Theory and Strategic 

Decision Making Theory could be interesting to research the potential effects of 

demographics, attitudes, and characteristics on strategic alliance outcomes (Nielsen, 

2010c). The effect of the individual level within DDD-Diagnostic was somewhat 

evident in the interview with DDD-Diagnostic. The company’s recent development 

from an OEM-based company to a company with its own brand and marketing, forced 

the company to hire marketing staff that changed the company’s culture considerably 

(Mouridsen & Skeller, 2013). This transformed the company from a rather anonymous, 

and introvert company, to an extrovert and open company that invited and hosted 50 

distributors from all over the world in May. This change can arguably attest to the 

importance of the individual level within organizations and its effect on alliances. 

Previous research at this level is rare, but Tyler and Steensma (1995) studied the 

individual level by demographic characteristics and perception of attitudes toward 

technology and risk. Hambrick, Li, Xin, and Tsui (2001) investigated the 

interrelatedness between the individual-level and the group-level conflict. Arguably, 

this research could also have chosen to focus on merely one level although recognizing 

the importance of a multilevel analysis. This project has chosen to analyze three levels, 

which has imposed some restrictions on the depth of this project. If I had focused on a 

single level, I could have conducted a more in-depth analysis of e.g. the institutional 

distances and their importance. However, this type of analysis would not have 

presented a holistic set of partner criteria, but merely reflect part of the criteria a 

potential partner should entail. 

Furthermore, this analysis has taken a predominantly neo-institutional perspective 

focusing on North’s definition on institutionalism. Neo-institutional theory has, as 

argued, received several points of critique. The importance and application of the 

institutional framework has through this study proven unavoidable. Socio-economic 

conditions and other country-level specificities may influence alliance performance, 

which is something DDD-Diagnostic must take into consideration, when selecting a 

partnering company. Furthermore, the neo-institutional theory’s focus on the 
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importance of institutional legitimacy for organizations operating globally has through 

my analysis proven very relevant. Nevertheless, whereas my analysis based on North 

discussed the barriers and costs that the Brazilian institutions entail; a more 

sociological focus such as the proposed framework of Scott (1995) or by Meyer et al. 

(2009) could have given rise to other results, and a more in depth discussion of the 

value of social networking within the institutional framework, such as governmental 

connections. 

Relatedly the use of Hofstede’s cultural dimensions (1980 and 2003) also gives rise to 

several points of critique, as discussed in the literature review. Several other 

frameworks have been proposed throughout time (e.g. House, Hanges, Javidan, 

Dorfman, & Gupta, 2004 or Kogut & Singh, 1988). However, it is important to stress 

that this study does not presume to provide a cultural analysis, but rather it attempts to 

assess the cultural distances relevant to strategic alliances. 

Concerning the collection of primary data, this study was limited due to the geographic 

distance between Denmark and Brazil. While, I succeeded in collecting several 

interviews with relevant external interviewees in Brazil, I did not accomplish an 

interview with the Brazilian Society of Nuclear Medicine, although this source is very 

relevant to the research. Furthermore, the interviews conducted with external 

interviewees in Brazil were all but one (Bataglia) collected through e-mail 

correspondence, which as argued allows time to reflect for the interviewees (as 

opposed to face-to-face interviews), and furthermore I could not read facial 

expressions or body language that may have influenced the meanings. 

This study is mainly a case study DDD-Diagnostic in Brazil; however, the research 

framework can easily be generalized. The study bridges the different levels by 

combining and integrating theories discussed above from a partner selection 

perspective. However, while the theories applied in this framework provide a 

foundation for a general theory explaining of partner selection, other cases may require 

a different choice of theories and levels of theories. Because alliances are complex 

phenomena with blurred boundaries between levels (Nielsen, 2010c), identification of 

theoretical relevant levels should be determined based on the case. 
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The interrelatedness between the different levels of analysis has been touched upon in 

this research. I integrated the different levels of analysis to develop the ranking of the 

partner selection criteria. One of my findings was that the importance of trust and 

legitimacy is well reflected on all three levels of analysis conducted in this research, 

which led me to rank this criterion the highest. However, the theoretical reasoning 

behind this overlap has not been discussed in depth. A number of alliance studies have 

recognized the potential influence of higher level, environmental factors; however, few 

studies focus on the direct effects of such factors on alliance performance (e.g. Lin, 

Yang, & Arya, 2009 and Rothhaermel & Boeker, 2008) (Nielsen, 2010c).  

To rank the developed criteria, I used subjective ranking based on DDD-Diagnostic’s 

strategic and resource-based position. Whereas subjective methods determine the 

weights according to the preferential judgments of decision makers, objective 

weighting methods determine the weights using mathematical models (Toloie-

Eshlaghy, Homayonfar, Aghaziarati, & Arbabiun, 2011). The choice to use subjective 

ranking method based on DDD-Diagnostics strategy and resources, was made to take 

the decision-maker’s preferences into consideration, thus ensuring relevance for the 

decision makers. However, subjective ranking can result in imprecise conclusions, 

especially if the information, which the results are based on, is imprecise (Toloie-

Eshlaghy, Homayonfar, Aghaziarati, & Arbabiun, 2011). This problem underlines the 

importance of data validation, which this project has already outlined. Although my 

research has supported the conclusions of Nielsen’s study, which used an objective 

ranking, subjective ranking remains a disputed method (Olson & Dorai, 1992; Toloie-

Eshlaghy, Homayonfar, Aghaziarati, & Arbabiun, 2011; Baron & Barret, 1996; Butler 

& Olson, 1999; Jia, Fischer, & Dyer, 1998; Ahn & Park, 2008). In this study I have 

proposed a sensitivity analysis to ensure the validity of my findings, however, an 

objective ranking method within the same field of study might have been interesting to 

introduce to the field of study. Nevertheless, this method would require a quantitative 

research question. 

Doing a sensitivity analysis is to assess the quality of my study, which leads to further 

discussion (Thomas & Harden, 2008). Can or should the quality of qualitative research 

be assessed at all, how should this be done and who should asses quality? I have taken 
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the view that the quality of qualitative research should be assessed to avoid drawing 

unreliable conclusions. 

Finally, looking realistically at the situation, it might prove very hard for DDD-

Diagnostic to find a partner that incorporates all the proposed criteria. However, based 

on the above analysis and discussion, I would recommend DDD-Diagnostic to focus 

on the highest ranked criteria, such as finding a partnering company that can uphold 

DDD-Diagnostic’s brand legitimacy in the Brazilian market, and a partnering company 

that is trustworthy and financially stable. Furthermore, the prerequisite of being 

expected to achieve the ANVISA approval should be weighted most heavily. 

Having finalized my discussion, I would like to offer my conclusions and 

recommendations for further research.  
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Chapter 8: Conclusions 
The objective of this research was to answer the research question: What criteria 

should guide DDD-Diagnostic’s partner selection process on the Brazilian market?, 

and three sub-questions. 

The analysis was done through the use of the codes culture, legislation, competition, 

resources and capabilities, trust, business relationship management, partnership 

selection, distribution, ANVISA, and nuclear medicine. Through my multilevel 

analysis, I identified several partner selection criteria that should guide DDD-

Diagnostic’s partner selection process in Brazil. Each level of analysis reflected its 

own characteristics and difficulties. 

 

The first section of my analysis was concerned with the institutional framework. At 

this level I identified the formal Brazilian institution as an important variable for any 

foreign company wanting to enter the Brazilian market, and especially within the 

pharmaceutical industry. The Brazilian government plays an integral role in many 

sectors, and there exists large governmental control. The increasing level of 

government control combined with insufficient investment into the public sector has 

resulted in time-consuming and costly procedures (especially for the national ANVISA 

approval) for foreign companies. Furthermore, the Brazilian regulatory system is 

highly complex and incomprehensible. These findings led to the concluding criteria of 

expected to achieve the ANVISA approval; vast knowledge on Brazilian rules and 

regulations; and finally a partner should know the general political system and 

tendencies. Another important conclusion from the institutional analysis is that due to 

political instability and state control, selecting a local partner through a non-equity 

partnership is seemingly the best way to enter the Brazilian pharmaceutical market. 

Concerning the informal institutional environment, I have identified a somewhat high 

level of corruption, and furthermore large cultural distances. These findings resulted in 

the important criteria of inter-organizational trust; complying with ethical standards (in 

spite of corruption; and an unstable institutional framework), and independence, 

innovative and weighing tolerance. 

Furthermore, in relation to the institutional framework, I discussed the term of 

liabilities of foreignness (LOFs). I concluded that possible sources of LOFs in this case 
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could stem from the political distance (government control and bureaucracy), 

regulative distance (complex and incomprehensible), economic distance (the rapid 

development has resulted in a large attraction of foreign investment, which has 

affected the trade rules and regulations), and social and cultural distance. The great 

institutional distances between Denmark and Brazil can result in a greater challenge in 

upholding legitimacy in Brazil. This conclusion supports the choice of entry mode. 

A final conclusion resulting from the institutional analysis was the emphasis of the 

importance of complying with the partner selection criteria from this study, due to the 

legal elusive nature of the ANVISA approval. 

 

Through my analysis of the industrial environment, I identified the nuclear imaging 

industry as highly knowledge intensive. Furthermore, due to the limited scope of 

national markets, an international market presence is essential for survival. An 

international presence necessitates large investments, which presents a high entry 

barrier. The industry is very concerned with brand-knowledge, and customers are 

typically brand loyal. The above means that a potential partner must have a vast 

understanding of the dynamics of the market, and have specialized knowledge 

concerning the products. Furthermore, sales experience within the Brazilian heavy 

medical equipment market is a prerequisite. 

The Brazilian market poses a large potential due to its market development as well as 

increasing welfare and rapid health care development. However, as mentioned above, 

the Brazilian institutional framework imposes possible difficulties, such as the 

protective procurement system, which a potential partner should help overcome. 

Therefore, a partner should understand the Brazilian procurement system and have 

experience with this type of sales. Finally, this study has established that São Paulo is a 

center of nuclear medicine in Brazil. This combined with the institutional analysis, has 

led me to conclude that São Paulo is a natural base for potential partner. 

  

The resource-based view helped identify the resources that a potential partnering 

company should complement and supplement. I concluded that DDD-Diagnostic is a 

highly specialized and knowledge-intensive company, which is something that a 

partnering company should match. Furthermore, legitimacy, reputation and 
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relationship management were also resources that should be matched in a partner. 

DDD-Diagnostic should furthermore look for at partner that is financially stable, and is 

small-medium sized. Supplementary, DDD-Diagnostic should search for a partner that 

entails local (formal and informal) institutional knowledge, institutional legitimacy and 

marketing skills. Furthermore, a partner should have established distribution channels. 

The alliance should be based on matching motives of knowledge exploitation and 

similar business goals, as this fit increases the chance of success. 

Transaction cost economics was used to approach issues of trust and legitimacy. The 

goal of any company in a strategic alliance is to increase profits while minimizing 

costs stemming from transactions. Opportunism is an especially grave danger, and to 

avoid transaction costs the partnering companies should be clear about the goals of the 

cooperation, and both companies should work to create relational trust, organizational 

fit, and good inter-organizational communication. Finally, a contractual agreement 

should be negotiated to avoid negative effects from opportunism. 

 

The above conclusions lead to aggregate findings, where I, through an analysis of the 

combined partner selection criteria, concluded that the criteria found at different levels 

of analysis were highly interrelated. This urged me to aggregate the criteria into four 

main groups in the following ranking: (1) Trust and Legitimacy, (2) Specific Country 

Knowledge, (3) Supplementary Resources, and (4) Organizational Fit. To evaluate my 

conclusions, I performed a sensitivity analysis. From this my main conclusion is that 

my conclusions stemming from the institutional framework constitute the most 

sensitive conclusions. Both the industrial organization level and the company level 

conclusions include sensitive elements, however, the conclusions at these levels are 

considerably less sensitive. 

 

I have in this study explored the process of partner selection within the nuclear medical 

industry in Brazil, and I have through a multilevel analysis gained an overview and 

identified the potential difficulties and challenges that DDD-Diagnostic should be 

aware of when selecting a new partner in Brazil. This analysis resulted in very specific 

partner selection criteria. 
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8.1. Further Research 
In further research my recommendations are to examine the conclusions of this study 

in relation so a group of potential distributors. A group of distributors should be 

identified and assessed according to the partner selection criteria. Moreover, it would 

be interesting to study the theoretical interrelatedness between the levels of analysis in 

greater detail as well as the number of levels. Finally, as discussed the concluding 

ranking of criteria in this study is subjective. Therefore, it could be interesting to 

present an objective ranking process to the study and see if the conclusions would 

remain the same. 
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Appendix A: Company Profile 
DDD-Diagnostic was founded as an OEM-based manufacturer of gamma camera 

systems in 1987. Until 2013 the company did not carry any products in its own name, 

but produced for the industry giants GE, Philips, and Siemens. Today the company 

has a product portfolio of mainly five products: the CorCam, the QuantumCam, the 

NephroCam, the Solo Mobile, and the Solo. These products are gamma camera 

systems that have different uses. The QuantumCam is the largest, and also the 

companies latest product (DDD-Diagnostic, 2012). It was developed for Siemens, 

however, Siemens terminated their contract with DDD-Diagnostic (Mouridsen & 

Skeller, 2013). 

Gamma cameras are cameras that detect the radiation from radioactive isotopes that 

are injected into the body. This type of scanning is especially useful within medical 

diagnostic scanning as it can image organs and tissue faster and more precisely 

compared to the traditional scammer	   (Transparency Market Research, 2013; 

Mouridsen & Skeller, 2013). Gamma cameras especially play a vital role in 

diagnostics within a variety of cardiovascular, cancer, and neurological diseases such 

as breast cancer, lung cancer, Alzheimer’s disease, and Parkinson’s disease 

(Transparency Market Research, 2013; Mouridsen & Skeller, 2013).	  

The market for gamma cameras is growing worldwide due to growth drivers such as 

continued advancements in molecular imaging, growing demand for new drug 

development and due to the rise in various chronic diseases such as cancer and 

neurological disorders that require fast and accurate diagnosis (Transparency Market 

Research, 2013). 

DDD-Diagnostic has had several owners, but today, Turkish Bozlu Holding owns 50 

pct. of DDD-Diagnostic, and DDD-Diagnostic managers own the remaining 50 pct.
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Appendix B: Research Philosophy 

Research Philosophy 

The management problem guides the chosen philosophical approach. Therefore the 

following section elaborates on the philosophical implications and approaches chosen 

in order to answer the management problem concerning partner selection criteria in 

Brazil. According to Blumberg et al. (2008), the way in which a research study should 

be conducted is based on the philosophies of science. Research philosophy will help 

clarify and guide the research design of the study. (Blumberg, Cooper, & Schindler, 

2008).  

This project will draw on social constructivism. Social constructivism emphasizes the 

importance of the interaction between people as practices during which shared 

versions of knowledge are constructed. Thus, the perceived “truth” is a product of 

social progresses and interaction (Burr, 1995).  

The philosophical perspective will guide the process of investigating the research 

question, as social constructivism can help clarify the research design.  

Relating social constructivism to the case of DDD Diagnostics, the company and its 

possible Brazilian partner are social entities, in and around which social reality and 

knowledge is created (Burr, 1995; Greening & Turban, 2000). In this way social 

constructivism supports the research area, and it will serve as the underlying 

philosophical perspective of this project.  

 



	  

101 

Appendix C: The choice of the specific data sources 

Company interviewees 

I have chosen to interview 3 key persons in the company. The informants thereby 

possess in-depth knowledge about the company’s activities and history. Data is 

collected from key persons at the top and middle management level in the case 

company’s headquarters. These interviews were conducted in order to best explore 

the company’s attitude towards partner selection, previous experience and resources.  

External interviews 

I ‘interviewed’ 5 persons external to the company. Interviews were conducted to gain 

expert knowledge on several grounds. Professor Walter Bataglia has expert 

knowledge on Brazil, the Brazilian pharmaceutical market, and on partner selection. 

‘Interviews’ with attorneys Leonardo Zeny and Marco de Queiroz were conducted to 

gain knowledge on Brazil’s legal and institutional framework. Per Olsen has lived in 

Brazil for many years, but is Danish, and could thus present knowledge on Brazil 

from a Danish perspective to identify possible difficulties within the Brazilian 

institutional system. Furthermore, Olsen has expert knowledge on Brazil as a market 

through his work. Finally, Marcio Falci was contacted to gain knowledge concerning 

Brazil’s pharmaceutical industry. More external sources were contacted, including the 

Brazilian Society of Nuclear Medicine (SBMN) and the Brazilian National 

Commission of Nuclear Energy (CNEN), however, primary data was not 

accomplished from these sources. 

Secondary Data 

Secondary information is being used to support the primary data and to help answer 

the management problem. This data includes books, articles, journals, publications 

and reports. Moreover DDD-Diagnostic has also provided secondary data. This 

information is in risk of being biased, seeing that it comes directly from the company, 

thus presenting the product in a positive light. This data will be used with caution to 

not decrease the validity and reliability of this project. 

The advantages of using secondary data are that it provides a comparative and 

contextual insight, and furthermore it is more permanent in the sense that secondary 

data has been reviewed by peers (Blumberg, Cooper, & Schindler, 2008). However, 
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disadvantages include that its definitions may be unsuitable for this study, the lack of 

control over the data quality, and that the initial purpose of the research may have 

affected the presentation of data (Blumberg, Cooper, & Schindler, 2008). However, 

taking this into consideration, the information used has been very relevant and useful 

as it has provides the project with facts that cannot be obtained elsewhere. 
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Appendix D: Codebook for Analysis of Interview Data 

Codes Description Example 
Culture referencing Geert Hofstede has arguably 

proposed the most influential 
framework concerning culture 
(Nielsen, An Empirical Investigation 
of the Drivers of International 
Strategic Alliance Formation, 2003), 
which combines culture and norms 
(Hofstede, Culture's Consequences, 
1980). Hofstede proposes a 
framework that argues the 
differences in power distance, 
collectivism versus individualism, 
femininity versus masculinity, 
uncertainty avoidance, and long-
term orientation (Hofstede, Culture's 
Consequences, 1980). 

”Culture is interesting I think 
[…]I think it’s interesting to use 
maybe Hofstede just to have 
some parameters to know what 
to compare. It’s interesting to 
facilitate the communication 
between the partners, and to 
know where to search in the 
states in relation to culture.” 
(Bataglia, Interview with Walter 
Bataglia, 2013) 

Legislation This code refers to the regulatory 
controls such as legal documents, 
policies, formal systems, standards 
and procedures that can establish the 
relationship between the two parties 
and specify boundaries (Das & 
Teng, Trust, control, and risk in 
strategic alliances: an integrated 
framework, 2001). The regulative 
processes of institutions consist of 
rule setting, monitoring, and 
sanctioning activities (Scott W. R., 
2001). Individuals and organizations 
adhere to legislation so that they 
would not suffer the penalty for 
noncompliance (Kshetri, 2007). 

. “There are at least 4 
taxes you must pay entering the 
country. Besides that, as you 
told, the company needs some 
specific authorizations for the 
product […]. Our rates are the 
same in MERCOSUL. So we 
also need to now exactly what is 
the TEC (tarifa externa comum 
= common external rate). I am 
also looking for the regulations 
concerning the intellectual 
property” (Zeny, 
Correspondence with Leonardo, 
2013). 
 

Market Competition Market Competition refers to the 
framework of Porter’s five forces 
(Porter, 1980; Porter, 1981; Porter, 
2008). Porter’s five forces are 
divided into horizontal- and vertical 
competition. Horizontal competition 
includes the bargaining power of 
suppliers and buyers, whereas the 
vertical competition includes the 
threat of new entrants and the threat 
of substitutes. In the center is the 
power of the existing rivalry (Porter, 
1980) 

”The Brazilian market has 
grown, so it has now passed the 
British market in the beginning 
of this year. SO the companies 
have a lot of interest in Brazil, 
because of this change in the 
new policies. We have a new 
group of customers that are 
entering in the market with 
distribution. SO it’s a very 
attractive market, and 
pharmaceutical market 
especially at the moment” 
(Bataglia, Interview with Walter 
Bataglia, 2013). 
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Resources and Capabilities Alliances are created to allow 
partners to share risk and resources, 
gain knowledge, and obtain access to 
market (Hitt, Dacin, Levitas, Edhec, 
& Borza, 2000). For the partners in a 
strategic partnership, the alliance 
may not only mean access to each 
other’s skills, but it may furthermore 
mean a possibility for acquiring a 
partner’s skills through 
internalization (Hamel, 1991).  

”Yes, it can both be nuclear 
medical products, but also other 
… But we are trying to target 
the distributors that have other 
nuclear medical products. This 
creates some synergies. In time 
they should be able to service 
the product on their own. A 
company that sells needles, 
gloves and disposables – that’s 
not the profile we are looking 
for” (Mouridsen & Skeller, 
Interview at DDD-Diagnostic, 
2013) 

Trust Strategic alliances pose a 
particularly rich setting for 
opportunism, because members from 
different organizations with different 
goals set the alliance (H. & Singh, 
1998; Mohr & Spekman, 1994). 
Trust is not a costless or spontaneous 
achievement, but it requires 
strategies of forbearance (Parkhe, 
1993). Trust can improve the 
communication flow, which in turn 
has shown to have positive impacts 
on alliance outcomes (Das & Teng, 
1998; Zaheer, McEvily, & Perone, 
1998)  

“Managing relationships is an 
important lesson in this. 
Distribution is important for 
cash. The risks are that you 
have autonomous companies 
working together, so there is a 
lack of control. You have 
agency-problems” (Bataglia, 
Interview with Walter Bataglia, 
2013). 

Business Relationship 
Management 

Relationship management aims at 
creating a partnership between the 
organization and its business 
relations rather than consider the 
relationship merely transactional. 
Partners who feel that a business 
responds to their needs are more 
likely to continue the engagement. 
Maintaining a level of 
communication with business 
partners allows the business to 
identify potential sources of costly 
problems before they come to a head 
(Investopedia, 2013). 

“You need to continuously 
manage the relationship, it has 
to be managed. Not specifically 
for Brazil, but all alliances have 
to be managed. A general thing 
is the experience with the 
market complexity. I think 
culture is the first point, after 
that regulation and 
infrastructure. I think these are 
important points to consider” 
(Bataglia, Interview with Walter 
Bataglia, 2013). 
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Partner Selection Partnership in this project refers to 
the possibility of a distribution 
partnership between DDD-
Diagnostic and a Brazilian company. 
The partner selection process is 
critical to the success of partnerships 
in emerging economies (Luo Y. , 
1998). Geringer (1988; 1991) 
proposed a distinction between task-
related selection criteria and partner-
related selection criteria. The task-
related selection criteria define an 
appropriate partner as one with 
contributing resources and 
capabilities (Dong & Glaister, 2006). 
Partner-related selection criteria 
require the consideration of how the 
chosen partner will fit with the local 
firm in relation to national and 
corporate cultures, and whether trust 
can exist is important for 
determining the optimal partner 
(Dong & Glaister, 2006). 

“[Partner selection] is a 
paradox. You have to consider 
the criteria … you have to 
balance these dimensions and 
chose what is better for you 
intensions. If you just want to 
know the market, the 
institutional environment, then 
you are not trying to do 
something different. So maybe 
it is interesting to find a partner 
that is more similar to you, and 
it is probably going to be a 
short-term relationship. But if 
you are trying to develop a 
long-term relationship, then it is 
a different situation. You have 
to consider how you will work 
with a partner. It also depends 
on you business model” 
(Bataglia, Interview with Walter 
Bataglia, 2013). 

Distribution In distribution partnerships, a foreign 
independent business purchases 
goods on its own account and resells 
them locally (Cavusgil, Executive 
Insights: International Partnering - A 
Systematic Framework for 
Collaborating with Foreign Business 
Partners, 1997). Many companies 
have experienced that distribution, is 
the determining factor enabling and 
sustaining the business strategy. This 
business model aspect draws a high 
degree of attention due to the lack of 
efficient infrastructure, unorganized 
market structure or high costs or 
operating in emerging markets 
(DIBD, 2011). 

”It is typically a person that has 
his own company and sells 
others’ products. This is why 
we need to make it as attractive 
as possible for them to sell our 
products” (Mouridsen & 
Skeller, Interview at DDD-
Diagnostic, 2013) 
 

ANVISA The National Agency for Sanitary 
Surveillance (ANVISA) is an 
independent regulatory agency, 
whose area of expertise is not a 
specific sector of the economy, but 
all sectors related to products and 
services that may affect the health of 
the population (Agência Nacional de 
Vigilância Sanitária (Anvisa), 2013). 
The agency provides certification for 
products and companies that wish to 
operate on the Brazilian market. 

“But in Brazil this is very 
complicated, and it is … 
complicated. Companies get a 
company approval, which 
expires, but can be prolonged… 
and this approval should be able 
to help us in this process. But 
we don’t have all the details 
right now. This is of course 
something you need to dig into” 
(Mouridsen & Skeller, 
Interview at DDD-Diagnostic, 
2013). 
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Nuclear Medicine (Imaging) Nuclear medicine uses very small 
amounts of radioactive materials 
(radiopharmaceuticals) to diagnose 
and treat disease. In imaging, the 
radiopharmaceuticals are detected by 
special types of cameras that work 
with computers to provide very 
precise pictures about the area of the 
body being imaged (Society of 
Nuclear Medicine and Molecular 
Imaging, 2013). 

“[Our clients are] nuclear 
medical units, where they can 
handle the logistics concerning 
these radioactive isotopes. They 
also have other types of 
cameras, they have some called 
PET, which in some cases 
demand a lot of shielding […] 
you can actually see some 
things with nuclear medical 
scans that you wouldn’t be able 
to see otherwise” (Mouridsen & 
Skeller, Interview at DDD-
Diagnostic, 2013) 
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Appendix E: Interview Protocol Mouridsen and Skeller 
Jakob Mouridsen, VP Sales and Marketing og Caroline Skeller, Sales and Marketing 

Coordinator 

DDD Diagnostic, Dr. Neergaards vej 5E, 2970 Hørsholm, Denmark 

Fredag d. 23. august, 2013 kl. 10.30 

Jeg vil i mit projekt undersøge emnet partner selection indenfor den brasilianske 

farmaceutiske industri for DDD Diagnostic. For at kunne udføre dette projekt har jeg 

brug for jeres hjælp til at forstå virksomheden, jeres tidligere erfaring på området og 

også virksomhedens ønsker vedrørende en distributør. 

Mine spørgsmål vil være delt op i fire sektioner, og jeg begynder med noget 

baggrundsinformation om jer: 

Sektion 1: Baggrundsinformation 

1. Vil I beskrive jeres akademiske baggrund? 

2. Hvad er jeres nuværende position og hvor længe har I været hos DDD Diagnostic? 

Sektion 2: I det følgende vil jeg stille spørgsmål vedrørende DDD Diagnostic 

1. Jeg kan se på jeres hjemmeside at i sælger gamma kamera systemer. Kan i forklarer 

det lidt nærmere? 

 1. Hvordan og hvor udvikler i jeres produkter? (Danmark?) 

 2. Hvem er jeres kunder? Har i nogle store kunder? Internationale kunder? 

3. I hvilke lande er i pt.? 

Sektion 3: I den næste del vil jeg stille jer nogle spørgsmål vedrørende jeres 

industri: 

1. Hvordan vil I beskrive jeres industri? (Er den hård, profitabel, konkurrencepræget, 

mættet, vidensbaseret…?) 

2. Hvem ser I som de største globale spillere inden for jeres industri?  

3. Hvem er jeres største konkurrenter? 

4. Jakob, du har tidligere beskrevet at DDD tidligere producerede for større 

virksomheder, indtil i besluttede jer for at sælge jeres produkter selv. Kan i beskrive 

hvordan jeres forhold er til andre spillere inden for industrien i dag? 

Sektion 4: Endelig vil jeg gerne stille jer nogle spørgsmål vedrørende jeres 

internationale erfaring 

1. Hvad er jeres erfaring vedrørende kultur, værdier, normer, osv. når i operere i andre 
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lande? Har i oplevet problemer? 

2. Hvad er firmaets holdning til etiske problemstillinger såsom korruption? Har i en 

’code of conduct’ i går ud fra? 

3. På jeres hjemmeside skriver i at jeres mål er et globalt distributionsnetværk. 

Hvorfor har i valgt at bruge distributører frem for andre typer samarbejde såsom joint 

ventures? 

4. Hvilke kriterier har i tidligere brugt til at vælge distributører ud fra? (størrelse, 

geografi, viden, synergier…?) 

 4.1. Har i haft gode erfaringer med at vælge distributører eller har i oplevet 

problemer? 

 4.2. Kræver i at en eventuel distributør ikke har andre samarbejdspartnere? 

4.3. Hvem er den ideelle distributør? (Fx veletablerede, finansielle stabile, 

ressourcestærke, politisk indflydelsesrige, et godt omdømme, etc.) 

4.4. Hvilke risici opfatter I ved et samarbejde med en distributør? Og hvad er 

tidshorisonten? 

4.5. Hvilke ressourcer er i klar til at binde jer til at bruge i samarbejdet? Er i fx 

klar til at dele viden? 

4.6. Hvor meget kontrol ønsker i over samarbejdet? 

4.7. Hvilket juridisk forhold har i til jeres andre distributører? Kontraktuelt? 

4.8. Hvilket forhold har i til jeres nuværende distributører? Er det et tæt 

samarbejde? 

5. Hvilke værdiskabende aktiviteter forventer i at opnå gennem jeres internationale 

arbejde? 

6. Har i tidligere målt tilfredsheden med samarbejdet med andre distributører? 

Hvordan? 

 

Tak for interviewet! 

Ønsker i, at vi laver en fortrolighedserklæring? 
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Appendix F: Interview Protocol Schwartzlose 
Mette Schwartzlose, VP Supply Chain 

DDD Diagnostic, Dr. Neergaards vej 5E, 2970 Hørsholm, Denmark 

Fredag d. 23. august, 2013 kl. 10.30 

Jeg vil i mit projekt undersøge emnet partner selection indenfor den brasilianske 

farmaceutiske industri for DDD Diagnostic. For at kunne udføre dette projekt har jeg 

brug for din hjælp til at forstå virksomheden, jeres tidligere erfaring på området og 

også virksomhedens ønsker vedrørende en distributør. 

Mine spørgsmål vil være delt op i tre sektioner, og jeg begynder med noget 

baggrundsinformation om dig: 

Sektion 1: Baggrundsinformation 

1. Vil I beskrive jeres akademiske baggrund? 

2. Hvad er jeres nuværende position og hvor længe har I været hos DDD Diagnostic? 

Sektion 2: I det følgende vil jeg stille spørgsmål vedrørende DDD Diagnostic 

1. Hvordan fungerer jeres supply chain? 

 1. Hvordan og hvor udvikler i jeres produkter? (Danmark?) 

 2. Hvem er jeres kunder? Har i nogle store kunder? Internationale kunder? 

 3. Hvem er jeres leverandører? 

3. I hvilke lande er i pt.? 

4. Hvordan er jeres distributionsnetværk? 

5. Hvilke problemer oplever DDD i deres supply chain? 

6. Hvordan fungerer jeres strategi med distributører i forhold til jeres supply chain? 

Styrker eller svækker det jeres supply chain? 

 

Tak for interviewet! 

Ønsker i, at vi laver en fortrolighedserklæring? 
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Appendix G: Interview Protocol Bataglia 
Walter Bataglia, Professor in Strategic Management, Strategy, Resources and 

Entrepreneurial Development Area  

Presbyterian University Mackenzie 

Thursday September 5 2013, 14.00. 

In this project I am investigating the subject of partner selection within the Brazilian 

pharmaceutical market in the case of DDD Diagnostic. To conduct this investigation I 

need your help to understand the Brazilian market and the Brazilian pharmaceutical 

market. Furthermore, I am very interested in your knowledge concerning partner 

selection. 

My questions will be divided into three sections: Brazil and the Brazilian Market, The 

Brazilian Pharmaceutical and possibly Nuclear Pharmaceutical market, and finally 

Partner Selection. 

1. Section 1: Brazil and the Brazilian Market 

1. How would you describe Brazilian culture? 

2. Is there corruption in Brazil? 

3. How would you describe the business environment in Brazil? 

4. Is Brazil open to foreign companies, or are there many restrictions and barriers to 

entry? 

5. How is the labor market in Brazil? Are there many trade unions? 

6. Outside the major cities, how is the infrastructure in Brazil? 

2. Section 2: The Brazilian Pharmaceutical Market 

1. Is it easy to enter the pharmaceutical market for foreign companies? Why/Why 

not? 

2. What companies dominate the Brazilian market? Are they Brazilian, foreign, big 

companies, small companies? 

3. Is there any legislative control with the market and how does it work? (Lobbyism, 

corruption?) 

4. Are there any geographic areas, where the pharmaceutical industry is centered? 

5. Do you know anything about the nuclear pharmaceutical industry within the 

pharmaceutical market? If so – how does it work in Brazil? 
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6. How would you describe the possibilities for a small foreign company to enter the 

Brazilian pharmaceutical market? 

Section 3: Partner Selection 

1. What is your experience within partner selection and alliances? 

2. What are the possible risks by partner alliances? 

3. What are the possible gains by partner alliances? 

4. When a company enters into an alliance, what should they be aware of? How can 

they develop a set of criteria to select a partner by? 

5. Setting aside resource synergies, what are important criteria for a Danish company 

to select a Brazilian partner by in order to be successful in Brazil? (Political 

influence, knowledge, experience, financial stability, a good reputation…?) 

6. Are there many Brazilian companies that are willing to distribute for foreign 

companies? 

I. Are the partnership agreements often contractual in Brazil? 

II. Is it your experience that companies develop long lasting relationships 

or terminate after a short period? 

7. In your experience, how would you say the following affect cross-country 

partnerships: culture, political structures, regulations, language, and 

infrastructure? 

 

8. Do you have any possible contacts within the Brazilian pharmaceutical industry I 

can contact? 

 

Thank you for your help! 
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Appendix H: Interview DDD Diagnostic, August 23, 2013 
Interview with Marketing Director Jacob Mouridsen (J) and Sales and Marketing 

Coordinator Caroline Skeller (C). 

 

Kathrine (K): Er det ok jeg optager vores interview? 

 

J og C: Jada. 

 

J: Skal jeg ikke bare lægge ud med at fortælle lidt om virksomheden og 

problematikken? 

 

K: Jo. 

 

J: Her er vores produkt portefølje og her er vores kort. Firmaet her er over 25 år 

gammelt faktisk, og jeg anede ikke at firmaet eksisterede indtil for to år siden 

cirka. DDD har altid ligget heroppe i Hørsholm og firmaet har haft OEM aftale, 

oprindeligt med GE, og siden hen med Philips og Siemens. Det er jo tre firmaer, 

som du sikkert har hørt om ikke? De tre virksomheder er dominerende inden for 

vores verden af gammakameraer og nuklear medicin, men DDD opstod fordi der 

var nogle dygtige mennesker der kunne lave noget for GE way back. Det vil sige at 

DDD gennem alle disse år har lavet produkter eller dele af produkter til de her 

store firmaer. Og det er jo ret specielt og egentlig ret fantastisk, at de bruger et lille 

dansk firma til at udfylde nogle huller i deres produktportefølje inden for de her 

gammakameraer. Så virksomheden har simpelthen eksisteret på baggrund af disse 

OEM aftaler, og har levet sådan en forholdsvis anonym tilværelse, og altså 

overhovedet ikke skulle tænke på salg og marketing, og ekstern kommunikation og 

web site og you name it, for der var ikke nogle produkter i eget navn. Det var 

simpelthen bare at udvikle og producere oprindeligt til GE og indtil nærmest i går 

også til Philips og Siemens. I mange år har Siemens og Philips været de eneste 

kunder. Det vil sige at du har to kunder og er selvfølgelig fuldstændig afhængig af 

deres strategi og hvad de vil inden for nuklear medicin og gammakameraer. Det 

kan jo også være enormt sårbart, for hvis Philips f.eks. nedprioriterer nuklear 
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medicin og deres produktion af gammakameraer og siger ”Eeeh, farvel og tak 

DDD”, så falder 50 pct. af kundegrundlaget væk. Så det blev faktisk besluttet for 

… lige før jeg kom til, at man ville ændre strategi. Det var faktisk også den 

tidligere CEO for BK Medical, der hvor vi kommer fra var bestyrelsesformand, og 

det var også derfor han hev mig hertil. Men der blev det besluttet at man langsomt, 

på baggrund af den ekspertise inden for gammakameraproduktion, ville lave egen 

produktportefølje. Så man startede med sådan et lille produkt [forklarer kort om 

dette produkt, og udviklingen af disse]. 

 

J: I starten af sommeren 2012 meddelte Philips så, netop det som man havde været 

bange for, at de ikke ønskede at fortsætte samarbejdet med DDD. Og der havde 

man lige bruge rigtig, rigtig mange penge på at udvikle det her produkt [peger på 

brochure over det største gammakamera], som faktisk var specialiseret og udviklet 

til Philips, og det var kun næsten færdigt da de meddelte det her. Og der lå faktisk 

en tre års marketings aftale når produktet var frigivet. Så var der en juridisk kamp, 

men det er jo ikke særligt let for et lille dansk firma at tage kampen op imod 

Philips, som… ja. Det var en ulige kamp, og de vidste godt, at det kunne de ikke 

gøre, så vi fik en lille smule dispensation. Men vi stod lige pludselig med et 

produkt, som var vores IP rettigheder, men manglede nogle der skulle sælge det 

her produkt. 

C: Det er måske også vigtigt at sige, at de ikke gjorde det fordi de var utilfredse med 

DDD, de gjorde det fordi de sikkert også har det vist sig senere, at de har valgt at 

drosle ned på gammakameraer. De har jo så meget andet. 

J: De har også, det er jo en hård verden vi lever i. Nogle gange må de store firmaer 

også skære ned til benet og vurdere, hvor har vi egentlig en profitable forretning, 

og hvor har vi en fremtid. Og de har jo også konkurreret benhårdt med Siemens og 

GE inden for det her og vores verden. Og vi ved jo også at de har fyret rigtig 

mange folk i USA og ændret produktion og alt muligt. De har også 

gammakameraer end dem de har for os. 

Alt det her styrkede altså beslutningen om at stå på egne ben med egne produkter, 

men timingen var måske ikke… Det var liiige tidligt nok. Man vil jo gerne selv 

kontrollere det. På den anden side er det nemmere at gå ud og tiltrække egne 

partnere og forhandlere, hvis man kommer med flere produkter, frem for det her 
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lille produkt der var vores første produkt i eget navn. 

Det viste sig hurtigt, fordi vi meget hurtigt rebrandede produktet […] blev det 

egentlig grundlaget for, at vi skulle etablere en eller anden global salgs. Og 

marketingsorganisation. Og vi har ikke ressourcer til at begynde at åbne 

datterselskaber rundt omkring. Så altså, hvis nu vi havde halvtreds millioner som 

vi bare kunne bruge til salg og marketing ville vi […]. Som regel handler det om 

hvad man har af midler. Vores vej er simpelthen igennem forhandlere, der typisk 

har eksklusive rettigheder til at sælge vores produkter, og så kommer vi tilbage til 

hvilke typer det er… 

Lige for at afslutte det her, har vi stadig en OEM aftale med Siemens, hvor vi laver 

et produkt der minder lidt om det vi kalder CoreCam [forklarer…]. Ca. to om 

måneden, men de er markedsført som 100 pct. Siemens produkter. Så har vi stadig 

Philips, som er meget afhængige af DDD, fordi i USA har de måske tæt på 2000 

DDD installationer, sådan nogle ret store gammakameraer, som de har brug for at 

servicere. Og servicedelene kommer fra os. Dvs. det er en ret vigtig forretning for 

os og dem. Så vi har stadig en kontrakt, der foreløbigt løber til 2018, hvor de løber 

køber reservedele, som er en rigtig god forretning for os, for de kan ikke få det 

andre steder. SÅ vi har stadig en sund OEM forretning baseret på reservedele for 

Philips, og et OEM produkt for Siemens. Det er en vigtig del, før vi ligesom 

kommer rigtig i gang med vores egne produkter. 

Det der så også skete, var at vi også havde … og det har været en kæmpe succes, 

med et CoreCam [forklarer om specifikt produkt, der er blevet rebrandet pga. IP 

rettigheder…]. 

Men vi har altså stadig en ret interessant produktportefølje, hvor [forhandlerne] 

kan gå ud og skabe en forretning for os. Det er ligesom grundlaget ikke. Giver det 

mening? 

 

K: Ja det gør det 

 

J: Jeg ved ikke om vi skal ind på ejerforhold og sådan noget…? For der har jo på godt 

og ondt været lidt turbulent… I dag er det 100 pct. dansk ejet, men der kommer 

helt sikkert også til at ske noget på den front. Det er jo ikke usædvanligt hvis man 

kigger på hvem der ejer hvem i dag altså… Det skifter helt vildt meget. Der er jo 
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selvfølgelig mange venture kapital firmaer, der er ind over, og nogle gange kan der 

også komme nogen inden for vores branche, som gerne vil investere en masse 

penge i udviklingen baseret på det vi kan… Der kommer helt sikkert til at ske 

noget mere. Men det vi har i dag, som vi ALDRIG har haft før er vores egne 

produkter, og en international organisation og forhandlere, som går i gang med at 

markedsføre vores produkter. Grunden til at de først går i gang nu, er at der aldrig 

har været nogle før. De skulle lige findes og lave aftaler først. Det er gået sådan 

rimeligt hurtigt. På bare halvandet år er vi blevet globale ikke. Men de her 

produkter, før de er CE godkendt, efter alle de her medicinske regulativer – det er 

en rigtig tung proces, så kan man ikke gøre noget som helst.  Når man så har en CE 

godkendelse, så kan man faktisk installere dem til klinisk brug i Europa. Men så er 

der hele Asien, de tidligere Sovjetlande, ja… stort set alle lande uden for Europa, 

der er der lokale godkendelsesprocedure, før man kan gøre noget som helst. I Kina 

tager det halvandet år. 

 

K: Jeg hørte også, at i havde fået godkendelse i Brasilien? 

 

J: Ja, men det har vi ikke. Det er firmaet der er godkendt, ikke produkterne. Men i 

Brasilien er det her enormt kompliceret, og det er … kompliceret. Firmaet har en 

firmagodkendelse, som udløber, men kan forlænges., og det skulle kunne hjælpe os 

i denne her proces. Men detaljerne har vi ikke lige up front. Det er noget du 

selvfølgelig skal dykke ned i. Men Kina, hvis vi er heldige, har vi en godkendelse 

om halvandet år. I Rusland går vi i gang nu. Et lille land som Hviderusland har de 

fået hvad de skulle have. Der er det en hurtigere proces – der ret stor forskel. 

 

C: Nogle lande, der skal de ikke have ret meget. Der skal de bare have dokumenter og 

i andre lande skal de have produktet og teste det. Det er meget forskelligt. 

 

J: Man kan jo ikke gøre noget ved det, men bare acceptere det og følge de 

myndighedskrav der er, og så er det jo bare at komme i gang. Det kræver en enorm 

dokumentation der skal legaliseres igennem Dansk Industri, ambassader, etc. Der 

foregår også en masse lokalt. De skal oversætte sådan en stor userguide […] Det er 

ikke sådan lige til. 
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C: Det tager tid. 

 

J: Jeg tror jeg lige først grundlæggende at jeg skal fortælle om hvad gammakameraer 

er [forklarer…] 

 

K: Hvem køber jeres produkter? 

 

J: Bortset fra USA, hvor der også er et privat marked, hvor store specialiserede 

klinikker køber produkterne, så er det meget specifikt hospitaler, og mere specifikt 

nuklear medicinske afdelinger, hvor de også kan håndtere logistikken omkring de 

her radioaktive isotoper. De har også andre typer af kameraer, de har også noget 

der hedder PET, som i nogle tilfælde kræver støre afskærmning. Det der standser 

det her er jo bly. I Tyskland er der, sjovt nok, et stort privat marked til skanning af 

skjoldbrudskirtlen. Og du kan faktisk se nogle ting med nuklearmedicinske 

skanninger man ellers ikke ville kunne se. Men det er de mindre apparater. 

Siemens, Philips og GE, det er dem der dominere det her marked. En gang i 

mellem i et eller andet kæmpe projekt, skal de også levere de her små kameraer, og 

det kan de så få fra os. Rationalet for sådan nogle nichekameraer er netop at hvis 

man har et tilstrækkeligt antal patienter til noget specifikt, så giver det mening at 

udvikle et kamera, som er så specifikt som muligt, der gør det nemt for også dem 

der betjener det. 

[Forklarer videre om produkterne…] 

 

C: Jacob og jeg har arbejdet sammen i 20 år eller sådan noget. 

 

J: Caroline var en gang min chef. 

 

C: Men så vendte det. Så startede Jacob her [for et år siden], og så startede jeg her i 

februar. 

 

J: Ja, jeg startede egentlig lidt som konsulent, men så blev jeg jo fast. 
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K: I udvikler altså de fleste af jeres produkter til jeres eget brand nu? 

 

J: Ja. Vi har ikke lyst til at være så store som GE og Philips, vi ville dø tror jeg. Så 

derfor har vi en lidt anden tilgang, heldigvis. Og det forsøger vi jo at forklare vores 

nye forhandlere, som også begynder at kunne se det. Fx i England er der et 

børnehospital. Og er der noget børn hader, så er det at komme ind i sådan et stort 

apparat, som man skal ind og ligge i, hvor bordet kører ind i en ring. Vores 

koncept er at det er det her tårn, der kører. Dvs. bordet kører ikke. Og så kan du se 

at det er rimeligt åbent. Vi er anderledes. Her kan de bare blive lagt op på sådan en. 

[…] 

Så det er ligesom vores rationale for at køre ud meget eget brand. Og på et eller 

andet tidspunkt udløber vores aftale med Siemens jo nok også, og så skal vi jo 

kunne stå på egne ben. 

 

K: Må jeg lige spørge, hvor meget koster det for jer at udvikle sådan nogle systemer? 

Kan det godt betale sig for jer? 

 

J: Det her [referer til det store kamera for Philips] har jo været et kæmpe projekt. Du 

kan jo selv gætte. Du skal gætte! Du får plus minus fem millioner. Bare et wild 

shot. 

 

K: Halvtreds millioner 

 

J: Det er et rigtig godt gæt. Hvad siger du Caroline? 

 

C: Det ved jeg ikke… 

 

J: Det ender nok rigtig tæt på halvtreds millioner. Vi bliver jo nødt til at ansætte dig. 

 

C: Men det er jo svært at sige, for når man starter med at udvikle sådan et projekt, at 

så starter man bare, men så sker der et eller andet. Lige pludselig når man skal 

regne prisen ud, så er den jo meget højere. Og så er det jo svært at være 

konkurrencedygtige, og så er der nogle konkurrenter som lige har udgivet et 
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lignende produkt. 

 

K: Men Jacob siger, at de tre store [GE, Philips og Siemens] er jeres største 

konkurrenter, men er der også nogle mindre konkurrenter? 

 

C: Altså, jeg tror faktisk… ja det har vi, men det er ikke ret mange. 

 

J: Nej, det er der faktisk ikke. Grunden til at der ikke er så mange, er fordi markedet 

ikke er så stort som alt muligt andet. 

 

C: Og så er det svært at klare sig mod de store. De er jo kæmpe. 

 

J: Det der også er vigtigt, er at hvis vi var et nyt firma med disse produkter, så var det 

meget op ad bakke. Vores indgangsbillet er vores historie, og det faktum at vi har 

produceret til de helt store forhandlere. Vi kan basere vores produkter på 

eksisterende teknologi. Vi bruger altså noget af den eksisterende teknologi. 

[Uddyber]. 

Det er historien der gør at vi pludselig kan få vores egne produkter, og så mange på 

så kort tid, uden at vælte økonomisk. Nu er vores hovedprodukt også ved at være 

der. Selvfølgelig er der også nogen der vil have return on investment, dem som har 

skudt penge i det, så det skal ske nu. 

[Viser slides]. Alle de gammakameraer der er i spil i verden vises her på vores 

blære slide, der ca. 40-50 pct. af dem har vi en eller anden aktie i. Nogle af dem 

har vi udviklet 100 pct., altså IP ejet af DDD [viser specifikke kameraer], men så 

er der altså også en række, altså Millennium og Forte, det er noget som er kendt 

ude i verden. Faktisk har vi lavet store dele af dem. Det er altså sindssygt vigtigt 

for vores berettigelse i markedet. Det viser at vi ikke er new-comers. Det er vores 

eksistensgrundlag. 

Der er mange af de her – det er en verden hvor alle kender alle. Det er helt vildt. 

 

C: Vi arbejder sammen med nogle forhandlere vi kender fra BK. Men der er også 

nogle nye, og de kender alle sammen hinanden på kryds og tværs af lande. Fra 

kunder, produkter, messer, og ting de har deltaget i sammen. 



	  

119 

 

J: Der har aldrig været så mange af dem. De stammer fra ADAC6, som blev opkøbt af 

Philips. Men så var der nogle ADAC mennesker, som mistede deres forretning 

eller et eller andet. Nogle af de folk bliver vores forhandlere i dag, for de har 

fortsat beskæftiget sig med gammakameraer. 

Vi havde vores første store forhandlermøde, hvor vi havde 50 forhandlere fra hele 

verden her i Hørsholm og nede på Rungstedgård, og vi havde bare de to fedeste 

dage i maj. Vi havde sådan noget teambuilding med racing sejllads, og de var 

heroppe og se produktionen. Og mange af de der mennesker – det var det hele 

værd. Og det var lidt sjovt at se at mange af dem havde ikke set hinanden i 20 år, 

men kendte hinanden fra ADAC. 

 

C: Men det var ikke lige så godt som vores arrangement. Det var det bedste. Det 

var flere mennesker end vi har ansat her. Vi har 31 ansatte og der var 50 

forhandlere med busser og det hele. Jeg tror folkene herude synes at der var lige 

godt gang i den. 

 

J: De var jo ikke vant til det – de er vant til sådan en hule-agtig tilstand. 

 

C: Vi to [Jacob og Caroline] er lidt forstyrrende elementer for dem. 

 

J: Det er det største møde jeg har været med til at arrangere uden andre til det 

praktiske. Når man havde en pause så var der 30 mennesker som man lige skulle 

snakke med. 

[Talk about values and mission statement…] 

 

K: Producerer i det hele her? 

 

J: Ja, vi har en masse delkomponenter, som bliver leveret. Der er jo en høj 

specialiseringsgrad. Men vi modtager halvfærdige delkomponenter. Her sampler 

	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  
6	  ADAC	  Laboratories	  was	  a	  Silicon	  Valey	  nuclear	  medicine	  company	  (Silicon 
Valley Business Journal, 2000)	  
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og tester vi det så. Og så bliver vi også inspiceret af FDA, og det er jo også en stor 

trumf at sætte på i vores branche – det bliver rigtig godt. 

Nogle af de produkter der har været kæmpe succes for DDD og som har genereret 

kæmpe profit for os ses her [viser slide] – nu har vi produceret vores eget i vores 

eget brand, og vi har lige leveret de først to til USA i eget navn. 

Der er EANM, altså European Associaton of Nuclear Medice, som er the event, 

hvor vi sidste år blev nødt til at være til stede. Også for at tiltrække forhandlere etc. 

Vi troede at Quantum Cam ville være færdig ved nytår. 

Det er et rigtig spændende tidspunkt. Vi er oppe i mod at hvis der er et eller andet 

hospital som synes at det her er et fantastisk produkt, så kan der i bedste fald gå op 

til seks måneder før de internt kan få det igennem. Nogle steder to år. 

 

C: Ja, og meget af det er på licitationer, og så er der tidsfrister og dokumentationer, og 

interne stridigheder og diskussioner om hvad de skal have. Det kan være svært 

fordi man skal igennem nogle meget langhårede processer, og det handler ikke 

altid om hvem der er bedst. 

 

J: I England har vi en forhandler, som har rettigheder til alle vores produkter. Men det 

går meeeeeget langsomt i England, og der er bl.a. tre projekter som er blevet 

udskudt til 2014, bl.a. pga. krisen. Det vi så har gjort er at vi nu har forhandlere i 

hele Europa, undtagen i nogle lande hvor det ikke giver mening fordi de ikke har 

nuklear medicin, Mellemøsten, store dele af Asien… Vi har sindssygt rutinerede 

forhandlere. USA og Tyskland er de vigtigste markeder. 

Nogle ville måske spørge hvorfor vi spreder os så meget så hurtigt, men det er 

fordi det er et meget lille marked. Hvorfor sætter vi os tillid til kun en forhandler i 

Rusland – jamen hvis jeg udnævnte to, så ville de konkurrere om markedet. Det er 

et begrænset marked. Det er også få firmaer der kan håndtere vores produkter, for 

de skal helst have en tilgang til nuklear medicin, eller noget andet tungt medical 

devices. 

Vi skal være i stort set alle lande hurtigst muligt. 

Sydamerika: Der er nogle lande i Sydamerika, hvor de læner sig op ad den 

Amerikanske godkendelse, altså FDA. Og den er pending, dvs. at vi har sendt 

ansøgningen, og vi håber vi har godkendelsen inden for en måned. Den har dog 
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været forsinket før. Hvis man går direkte til FDA og der er noget de skal spørge 

om, så tager det tre måneder ekstra. Hvis du går igennem en certificeret agent, kan 

du gennem dem få lov til at give ekstra dokumentation løbende. Og så har de også 

en review tid på en uge. Hvis der ikke er nogle ankepunkter skal de altså FDA 

godkende en i løbet af en måned. Det er meget omfattende. Men det er jo 

simpelthen grundlaget for os til at få succes. 

Korea har f.eks. noget der hedder KFDA, og det ville gøres nemmere af at vi har 

FDA godkendelsen. Det kommer forhåbentlig snart. 

Så er der en række spændende lande, bl.a. Brasilien. Her er der sket det at vi har 

lavet en aftale med et firma i Argentina, VECCSA, som også har forretning i en 

række andre sydamerikanske lande, fx også i Brasilien. Eftersom vi ikke har andre 

der, så har vi lavet en foreløbig aftale med dem om at de kan sælge her. Men det 

kan de ikke bare, så… Men jeg ved ikke om det er den rigtige måde at gøre det på. 

Der er ikke taget hul på det endnu. I løbet af sommeren fik jeg en henvendelse fra 

en virksomhed i Chile, som var tidligere ADAC, som i dag har en ekspertise inden 

for det her og kender DDD – så det er super fedt. De vil enormt gerne være DDD 

forhandlere. Vi begynder sådan så småt at få forhandlere som kan gøre noget. 

Colombia, Argentina, Peru … Men hvor meget de kan gøre, det ved vi ikke endnu. 

Det er enormt nyt. I Sydamerika er vi fuldstændig fra scratch. 

 

K: Så i bruger kun distributører, eller forhandlere 

 

J: Ja, det er for os det samme. De fungerer som agenter for os. 

 

C: Det er typisk mennesker der har deres eget firma og sælger andre lignende 

produkter. Derfor handler det jo om at vi skal gøre det så attraktivt som muligt for 

dem at sælge vores produkter. 

 

K: Hvordan gør i det? 

 

C: Det er klart, at hvis en forhandler har ti produkter han sælger, så sælger han 

selvfølgelig mest af det produkt han er bedst til at sælge. Derfor er vores vigtigste 

arbejde at gøre det attraktivt i forhold til vores produkter. Og det kan vi når vi 
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behandler dem ordenligt, har et godt forhold til dem… 

 

J: Det store møde i maj brugte vi rigtig mange ressourcer på – det var rigtig godt givet 

ud, for det gav enormt stor gejst og motivation – der blev virkelig lavet nogle rigtig 

gode relationer. Forretningsmæssigt var det rigtig sundt, god timing og ja… Man 

lærer dem at kende. Man skal ikke underkende det der face-to-face, for det gør det 

nemmere, og man kan vise dem vores udfordringer bedre. Der fik vi lavet et 

grundlag og viste dem at vi ikke er sådan en GE-, Siemens-, Philips kæmpe. Vores 

forhandlere er jo typisk heller ikke store. Vi går ofte efter nogen der er lidt de 

samme i størrelsen, hvor vi ikke forsvinder i mængden. 

 

K: Stiller i specifikke krav til forhandleren? 

 

C: Ja igennem vores kontrakt. 

 

J: Ja, vores kontrakt specificerer det. Vi har en kopi du gerne må få. Der er et 

appendix der skriver de mål vi i fællesskab bliver enige om. Vi dikterer ikke, for 

det skaber aldrig succes. Men rettighederne bliver bundet til en performance. Hvis 

de intet laver har vi altså retten til at sige samarbejdet op. Vi har krav om at de skal 

trænes. 

 

K: For at kende jeres produkter? 

 

C: Ja, og kunne udføre service på produkterne. 

 

J: Det er igen et samarbejde. Vi skal og de skal sende folk. Ja og så skal de sende en 

ordentlig business plan og sådan noget. Det efterlever de sjældent, medmindre vi 

beder om det. Det vi typisk også prøver at aftale med dem, det er at skabe et lokalt 

referencecenter. Det kan vi gøre i fællesskab. Men altså få et lokalt reference 

system. Man skal måske ikke være for profit orienteret i begyndelsen, men skal 

bare have et system op at stå. 

 

C: Det er jo ikke nogle apparater man lige kan have under armen. Derfor er 
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referencepunkter enormt vigtige, såsom læger og hospitaler. 

 

J: Hvor meget tror du det vejer? Prøve at gætte!! 

 

K: Åh, det ved jeg ikke. 200 kg? 

 

J: Det vejer 1850 kg! Så det tager man virkelig ikke lige under armen. 

 

C: Så der skal være nogle steder hvor man kan tage hen og kigge på det. 

 

J: Men ud over det så er det det mindste der findes i verden. Der er rigtig mange 

hospitaler som bygger om for at få plads til maskinerne. Men vores kræver ikke så 

meget plads. Det er sådan noget vi virkelig lægger vægt på. 

Nå, men Kathrine, det var ligesom grundlaget for vores firmaet, vores 

eksistensgrundlag, vores produkter generelt, hvad vi synes vi kan som de andre 

ikke kan, og hvordan vi har tænkt os at globalisere det her. Det var egentlig hvad 

jeg lige ville sige lige nu. Har du nogle spørgsmål? 

 

K: Var det VECCSA det argentinske firma hed? 

 

C: Ja, men jeg ved ikke hvordan man udtaler det… 

 

K: Har i haft nogle dårlige erfaringer med forhandlere? 

 

J: Ja. Én.  

 

C: Ja, men selvom vi er i gang, har vi ikke siddet i rigtig mange situationer endnu, alle 

de der typiske problemer de kan blive sure over. Det er jo først noget der kommer 

når vi kommer rigtig i gang. Indtil videre har vi brugt flest ressourcer på at få alle 

forhandlerne og udvikle produkterne. Så vi har ikke oplevet de der traditionelle 

problemer omkring utilfredse forhandlere, for høje priser, etc. Det har vi ikke 

været så meget oppe i mod endnu. 

Vi har haft udskiftet en forhandler, for det kan også være svært at finde ud af de 



	  

124 

ting vi gerne vil vide. Der var altså en forhandler, som ikke holdt det han lovet. 

Hans firma eksisterede pludselig ikke uden at fortælle os det. Vi fandt ud af det af 

bagveje. Men vi har ikke haft nogle rigtig uheldige episoder. 

Hvis vi skal sammenligne med BK, så havde vi nogle af vores forhandlere i rigtig 

mange år. Det gik godt for BK, og vi havde meget at levere, og så kunne BK være 

mere forlangende. Men så havde vi også nogle år hvor vi ikke var så attraktive 

længere, og der beholdt alle forhandlerne os, de var loyale, og accepterede at vi 

havde nogle år der var lidt op ad bakke. Det er jo meget sjældent … hvis man har 

et godt forhold til sine forhandlere, så er parterne jo normalvis loyale. Det er meget 

relations-baseret. Vi er meget tætte med vores forhandlere. 

 

J: Mange af de forhandlere der var kommet på banen i løbet af meget kort tid i foråret, 

der var vi lidt spændte på at se hvor mange der ville komme, for de skulle selv 

betale for hotel og selve rejsen. Men der kom alligevel rigtig mange, og derfor kan 

man jo sige at det jo nok var nogle af de rigtige mennesker vi havde fået fat på 

[…] 

 

C: Det var meget imponerende og de viste et commitment. Eftersom mange kom fra 

små virksomheder, så viser det et commitment. De har jo set det som en 

investering. 

 

J: Men vi har stadig en proces hvor vi skal finde ud af om de kan levere varerne. 

 

C: Ja, men den går begge veje. Det kan være at det er det samme om et år, men det er 

stadig meget nyt pt. Vores erfaring siger os at der typisk går et år før vi kan 

evaluere dem. 

 

K: Hvad er tidshorisonten? 

 

J: Som udgangspunkt tre år 

 

C: Ja, og så revurderer vi og fornyer eventuelt. 
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J: Vi har et ret vigtigt show i oktober i Lyon, EANM, som dette år er lidt større og lidt 

mere prof. Vi viser alle vores produkter dernede. Og der kommer en lang række af 

vores forhandlere, hvor de også slæber deres kunder med. På denne kan vi også 

vurdere, hvordan vores forhandlere er. 

 

K: Alle jeres forhandlere har altså også andre produkter? 

 

J: Ja, det kan både være nuklearmedicinske produkter, men også andre… Men vi 

prøver at gå efter dem som også har nuklearmedicinske produkter. Det skaber 

nogle synergier at de har komplementarprodukter. De skal på sigt selv kunne 

servicere det. Et eller andet firma som har solgt nåle, handsker, og disposables – 

det er jo slet ikke den profil vi søger. 

 

C: Det her, der skal man have tålmodighed som sælger, for der kan gå op til et år før 

du har et salg. 

 

J: Så er vi igen op i mod GE, som jo kan finansiere en eller anden langtidsbetaling 

med deres GE Moneybank. Vi har jo slet ikke de der finansielle muskler. Derfor 

kræver det at forhandleren selv kan, eller kan få statslig støtte. Vi kan ikke tilbyde 

det der er tilsvarende til GE. Typisk vil kunder jo også vide ens historie, men vi 

kan jo ikke bruge GE, Siemens og Philips så detaljeret i vores salg. De første 

spadestik er altid rigtig svær 

 

K: Er det en kulturbaseret marked? 

 

J: Der er nogle lande hvor der er mere tradition for at bruge gammakameraer, men jeg 

tror ikke du finder et land, hvor det af kulturelle grunde ikke eksistere. Du finder 

lande f.eks. i Afrika, hvor du ikke finder det, fordi de ikke kan håndtere logistikken 

omkring de her radioaktive isotoper. Der er nogle lande hvor det er stort set 

umuligt. 

Det er jo ikke nogen modernitet – det har eksisteret siden 60’erne tror jeg, hvor de 

første gammakameraer kom frem. Det er altså en etableret diagnostisk modernitet, 

bare ikke lige så udbredt. 
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K: Er det et meget konkurrencepræget marked? 

 

J: Ja lige som alle andre markeder. 

 

C: Det er de færreste der har det hele for sig selv. 

 

J: Der er ikke så mange, men de helt store er der, og markedet er lille. Der er ikke 

mange, fordi de ville blive mast af de store. Vi kan kun eksistere på grund af vores 

historie. 

 

C: Kunden kan købe af forskellige grunde. De kan f.eks. købe af Philips fordi de er 

store og velrenommeret. Men vi hører også at de store har dårlig service i nogle af 

de mindre lande, så de oplever en del utilfredshed, for der er ingen lokale de lige 

kan ringe til. Dette kan vi jo ikke bruge, men … 

 

J: Det kan forhandlerne lokalt nyde fordi de lokalt har et godt ry for at yde god 

service. Forhandleren vil ofte også være interesseret i at få serviceaftale, f.eks. en 

3-5 årig servicekontrakt, som er en indtjening for forhandleren. Den indtjening får 

vi jo ikke. Men denne servicekontrakt kan være eftertragtet. Det er ligesom kendt i 

branchen, at det er et vigtigt element i branchen. Service revenue er ofte en stor del 

af indtjeningen, ofte højere end ved selve salget. Det er noget vi prøver positivt at 

gøre forhandlerne opmærksomme på. Det er noget vi selv kan få, når vi får 

ressourcer nok til selv at starte det datterselskab. 

Jeg tror folk i huset synes det er et spændende tidspunkt, fordi det er gået lidt ned 

at bakke med OEM forretningen. 

 

C: Du skal være velkommen til at skrive til mig hvis du har nogle spørgsmål. 

 

J: Ja, du skal også være velkommen til at komme herud og sidde og skrive lidt. 

 

K: Ja, mange tak, og tak for jeres tid. 
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Appendix I: Interview Walter Bataglia, September 05, 2013 
Interview with Professor Walter Bataglia (W), Professor in Strategic Management, 

Strategy and Resources and Entrepreneurial Development Area, from Presbytarian 

University Mackenzie, Brazil 

 

 

Kathrine (K): Is it ok if I record this interview? 

 

B: Yes, of course. Ok, let’s see. I have brought some material for you. 

 

K: Thank you. Let’s start by discussing culture. What would be interesting for a 

company to know concerning this, for a company entering the market? 

 

B: Ok, culture I think is an interesting topic within partnerships. Hofstede I think is 

interesting. I have taken some slides he has made. He developed some research on 

Brazil, and he made this slide. It’s interesting to perceive the differences he found 

for Brazil. The Power Distance – he studied it. And Brazil has a high ranking in 

Power Distance and Uncertainty Avoidance. But if you take Individualism and 

Masculinity, we are a bit under the average, and the same for Long-Term 

Orientation. What is interesting here, from these slides, is the small power distance 

and uncertainty avoidance – Brazil is actually opposite of the Nordic countries. 

This is important to consider. When we talk about power distance and inequality – 

this is a laaarge difference.  So, we have centralization versus decentralization. 

These are qualities that have to be managed in a partnership. You must know what 

the other side thinks and values, so you can train the employees and establish the 

right communication. So I think this is interesting. There’s also a different 

perception of that which is different and the attitude towards display of emotions. 

These must be managed. 

Individualism versus collectivism is also interesting. Brazil is in this position, and 

the Nordic countries here – so this is where we are closest. But there is still a 

difference that must be managed. Long-term orientation, we are not so distant 

either. Hofstede researched the regional differences. Brazil is a large country, so 
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we have cultural differences. In his research he has studies the cultures in clusters. 

Mainly by states. It’s very interesting, because they are not so different, but in 

some parts they are [explains slide and differences…]. There are large differences 

between the large cities and the rural areas.  It’s very different. So this is an aspect 

that must be considered, if you think about the parts and … yeah. So I think this 

material is interesting. 

 

K: Thank you. 

 

W: Here you have the differences he found [showing and explaining slide…]. 

Another reseach developed on Brazil is what is called Business Goals, and it is 

interesting, because it asks students [which businesses are the interesting ones], 

and they found interesting things, that can maybe be close to the grouping… At the 

time they were just beginning the research, so this slide shows that. This 

comparison, because compared to the US, Brazil is more free minded in relation to 

the law, and they put the business and business growth above the law. 

 

K: Does that relate to corruption? 

 

W: Yes, in part. You can maybe search more on this research… About culture this is 

a good framework. I think it’s important to have some reference, because culture 

with authors that don’t have this approach… It’s more open. 

 

K: It’s more operational? 

 

W: Yes exactly. It’s organized the topic. So I think it’s interesting to use maybe 

Hofstede just to have some parameters to know what to compare. It’s interesting to 

facilitate the communication between the partners, and to know where to search in 

the states in relation to culture. This is literature to work with I think. Ok? 

K: Yes. 

 

W: This was culture. I think the slides are most interesting. About the corruption, we 

have an index of 3.7, 1 being the most corrupt. So it’s quite high. Negotiating in 
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Brazil, you have to have established partnerships in Brazil. Some institutions in the 

government are trying to control it, but until now we have this problem. And what 

is more important is that it is not necessarily openly acceptable in the situation. 

This is very perceivable for the company, and I think you have to consider that. 

 

K: Is it mostly on business level, or is it also in every day life? 

 

W: No no, I think it is more linked to business, organizations, and mainly the 

regulation, and the relationship with the government agencies. I think the problem 

appears here. Not in private life I think. Ok. The business environment, you asked 

about. We have a very competitive market, because we have foreign companies 

established in Brazil, but also interesting domestic companies established too. 

Mainly in pharmaceutical industry, because of the governmental policies. The 

government has established a park with a lot of plants. It’s completely different 

from before the 90s. We had a completely different situation where mainly foreign 

companies controlled the market, but now it’s not so clear, because we started to 

have the generics. The government invested in the generics, exactly to permit the 

beginning a park of an industry – to grow the industry. And it happened. So now 

we have big domestic companies, for example in bio-laboratories, we have the 

IMS. We have revenues of about a trillion dollars. The Brazilian market has 

grown, so it has now passed the British market in the beginning of this year. SO 

the companies have a lot of interest in Brazil, because of this change in the new 

policies. We have a new group of customers that are entering in the market with 

distribution. SO it’s a very attractive market, and pharmaceutical market especially 

at the moment. And so we have the foreign companies that were in Brazil, and 

stayed. But for example, nowadays we have about 60 % of the market is foreign 

companies. Through the 80s and the 90s it was a reversed situation – back then 80 

% of the market was dominated by foreign companies. So it changed. It’s 

interesting, because some times you have some medicine in its generic form, and it 

stayed in the market, because we don’t have a conflicting product. Because we 

have this new group of customers that were out of the market because they didn’t 

have the conditions to buy the medicine. Now they have. So it was a great change. 

So we have a market that is in uncertain times. Probably I think that some 
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companies will be transformed or bought by domestic companies. Some will stay. 

 

K: So it was a simple regulative change that completely transformed the market? 

 

W: Yes, we now have new joint ventures between big companies, where companies 

were bought. We now have more foreign investment, mainly in biotechnology area 

because, for example the government is in the relationship between the companies. 

We now have two new joint ventures in order to invest in biotechnology and 

production, and the government is supporting this. So we have social investment 

banks investing. So the government is supporting the new joint ventures within 

biotechnology and procurement.  In this way they can also help the social security 

system in Brazil. 

 

K: So the government wants to buy part of the production, to be able to procure more 

cheaply for them selves and to support the social security system in Brazil? 

 

W: Yes exactly. It is an incentive. They are using these policies in order to incentivate 

the growth of the biotechnology area specifically. SO we have an active 

government that is establishing a policy for Brazil that involves the pharmaceutical 

industry. It is an area of the governmental policies. So we have a very complex 

market, due to the uncertainties about who will stay, what kind of joint activities 

we will have among the players in the market. We have the government 

involvement, which has changed the market. We have not had a market policy 

until the late 80s, and we did not have a law protecting the company investments 

until 96. In 96 we had a movement in Brazil, and it was established. After that the 

idea was to establish an industrial policy that could support research and 

development. Because what happened was that during the period with no 

regulation about intellectual policy we did not have investment in research in 

policy. 

 

K: Because it was not attractive for the companies with no legal regulations of 

intellectual property? 
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W: Exactly. So what happened, we now have a situation, which is proper for 

investment. If you have investment you have cash, so the generics were used in 

this way, to have a stronger industry in financial terms. Today the companies are 

investing into research and development, but areas like biotechnology has a lot of 

investment. So maybe we will have investments that have to be shared between 

companies. In this moment, foreign companies are very interested in establishing 

themselves in Brazil […]. This is the picture – so it is a very complex market. We 

have regulations […] that are structured just like the FDA. But the problem is that 

it has about 10 % of the funding to organize these regulative activities. So we have 

long times for improving new products. We have problems with the time for these 

activities. And we have another situation that is that the agencies are being 

changed now, so all is new. So it is very important to have a partner to enter the 

market. 

 

K: One that knows the market and can help in that way? 

 

W: Yes, and knows the regulations, and can help with the approvals. So we have a 

competitive market that is growing – it is the sixth position in pharmaceutical 

market [in the world], so the perspective is that it will continue to grow, so it is 

very attractive. We will probably have more foreign companies trying to establish 

themselves in Brazil every year […], many through partnership agreements. 

 

K: And it is by contractual agreements? 

 

W: Yes, we are exactly like the rest of the world. We have relational contracts, and 

formal contracts that act together and compliment each other. So we have 

relationships that are confidential, and they establish how to work together 

formally. Some of these agreements are short-term agreements, but other are long-

term agreements. It depends on the interests. For example, some companies want 

to know how the Brazilian market works, how the institutional framework works, 

etc., so they enter in a joint venture with this proposal, and they are clear about 

this. So they establish a short agreement, so each company can profit from each 

other. Also, long-term agreements […] for example in research and development. 
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For example Pfizer has entered the Brazilian market like this. So we have all kinds 

of relationships and alliances. We have manufacturing and distribution… Brazil is 

so large, so distribution is a problem. A solution for Pfizer was a contractual 

agreement, and they found that they did not have the possibility to compete with 

local distributors, that have contacts with all hospitals, special care units… And 

these offer a portfolio of products. Pfizer would have to invest heavily in such an 

operation and they would have a restricted portfolio. Pfizer is a good example of 

long-term alliances, because they entered the country 50-60 years ago through 

alliances. And they hadn’t invested due to the institutional environment. But now 

they think it is interesting to change this. I think foreign companies are waiting to 

see how the situation will develop in order to decide whether to invest in research 

and development. But manufacturing we have a lot of now. […] 

So it’s a competitive complex market. 

Brazil is open for foreign companies, but considering regulations and a not 

completely stable market […], I think it is very complex. Understanding how the 

regulative environment is constituted is important. […]  

 

K: How is the labor market? 

 

W: Labor market in Brazil is similar to the infrastructure, because you have 

professionals in the large cities, and you also have the best infrastructure in the 

cities. Especially in Brazil, because Brazil has passed through a large period of 

development, so now we are growing as a rule. During this period where we had 

investments in research and development, we have also have investments in to 

infrastructure outside the large cities. Now we have investments into infrastructure, 

and investments that are coming from foreign companies. But it is a new situation 

for Brazil. So until this moment, in the large cities we have had the best education 

and the best infrastructure. So this is where you will found the best professionals. 

We don’t have strength in unions I think. […] There are unions, but they don’t 

know how to operationalize the workers. It is so difficult because they can’t 

negotiate like in the past. In the 80s the negotiations were between the unions in 

each labor section. Nowadays the labor unions give support to the workers, they 

give specialized training, they have some policies, but they can’t manage the 
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relationships with the companies. […] 

 

K: How is the Brazilian infrastructure? 

 

W: Outside the major cities it is not so good, but it depends. Because for example São 

Paulo, the city of São Paulo and the state of São Paulo. The state is very developed 

at the moment, and it has a good infrastructure. But if you take Minegerais for 

example, the best infrastructure is in the main city. But in other cities the roads are 

… tragic! Transport is a problem, because it is so large. What is happening now is 

that we have investments in railroads for example. So what do we have that 

companies are using? The commercial roads. So it is very interesting to look at the 

mobility, because it is necessary due to the size of Brazil. […]  It is a difficult 

situation to solve, and it is central at the moment, because we don’t have 

investment into this. 

 

K: What about hospitals? Are they scattered or centered as well? 

 

W: No, they are scattered, but the government for example has a very good position, 

because it administrates the country areas. We have the big private areas that 

choose the big developed areas, so São Paulo has the best hospitals of the country. 

So in the large cities. There is a market that you can work with, for example Pfizer 

has a special unit that supplies hospitals, where they work with government 

hospitals. They use domestic distributors to reach the hospitals because of the size 

of the country. We have 5 or 6 thousands of hospitals, but how to reach them? This 

is a problem of all the big companies, because they need to have good 

infrastructure to supply the government hospitals. 

 

K: Are there any big distributors? 

 

W: Panera for example, is one company that has its head quarters in Goiás, and they 

are huge distributors in Brazil. I can maybe get some names to pass to you if you 

are interested? 
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K: Yes, very much so! Thank you. 

 

W: And what happens is that the hospitals use domestic distributors that use alliances. 

I think this is the best choice, because if you will establish a logistic operation, 

there are many issues and problems to solve, for example the portfolio you have to 

offer, and how many companies that will try to be part of this. Now you have 

distributors that can reach the hospitals, and this is what the companies have used 

to attend this market. […] 

 

K: Is it easy to enter the Brazilian market? 

 

W: Yes, but with caution. I think you can enter, but you have to choose a partner and 

you have to choose the region you will enter, whether you want an equity or non-

equity alliance… There are important decisions to be made. But in terms of 

regulations, it is not so difficult to establish through a partner. 

We have big Brazilian companies, but they are mainly in the medicine and drugs 

market. In the biotechnology and devices market we do not have large companies. 

[…] 

The political involvement is now unclear, and the population is now worried about 

what will happen about the investments that the government has to do. […] The 

relationship between the institution and the population, I think is very interesting, 

and completely new in Brazil. […] There is a new and healthy change in this in 

Brazil. 

Legislative control – yes. We have governmental agencies that try to control and 

support the competition in the market. […] 

The pharmaceutical industry is divided into clusters in Brazil. We have 

laboratories, biotechnology, supporting research in companies and institutions. It is 

in states, which I have put into my paper [shows and explains on computer]. 

 

K: Do you have any knowledge about the nuclear medical market? 

 

W: No, unfortunately not specifically. It is possible though with contact, depending 

on what you want of contacts? For example there are company unions that could 
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be interesting to better understand the distribution of the market, the companies 

that act there, for example in the nuclear segment. I think they might know more. 

This kind of contact I have. Each state has a union that centralize the companies’ 

interests. Also, if you want to talk to companies. Then I will select some contacts 

you can write. […] 

 

K: Thank you, I would be very appreciative. That would be a great help. 

 

W: Ok, the possibilities are good with a domestic partner. 

 

K: So the risks that exist in relation to partnerships are outweighed by the benefits in 

the Brazilian pharmaceutical market? 

 

W: Yes. 

 

K: What is your experience with partnership agreements? 

 

W: I have studied it for many years, so I have many contacts. It is interesting, because 

in Brazil partnership agreements are central. In some markets, you have to invest 

into partnerships. Without these you cannot grow in the market. There are many 

alliances in the pharmaceutical market, so it is a very important source. Even if you 

have very strong financial competencies you cannot survive alone. So for the 

companies it is very difficult. One of the causes of these many partnerships is due 

to the developments in research and developments. Managing relationships is an 

important lesson in this. Distribution is important for cash. The risks are that you 

have autonomous companies working together, so there is a lack of control. You 

have agency-problems. Similarities and differences are important. Here we have a 

problem, because if you have a similar partner, it is easier to manage the 

relationship. But to innovate and have new results, you need to have a different 

partner with different capabilities and culture. But it is difficult to manage such a 

relationship. But maybe it is one that can bring a better result.  It is a paradox.  You 

have to consider the criteria … you have to balance these dimensions and chose 

what is better for you intensions. If you just want to know the market, the 
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institutional environment, then you are not trying to do something different. So 

maybe it is interesting to find a partner that is more similar to you, and it is 

probably going to be a short-term relationship. But if you are trying to develop a 

long-term relationship, then it is a different situation. You have to consider how 

you will work with a partner. It also depends on you business model.  

 

K: What criteria do you think are important for a Danish company entering the 

Brazilian market? 

 

W: I think that the most important think to keep in mind is the complexity of the 

market and the large cultural differences. I think these are the main points. Of 

course you have the business model, the management structure, etc. You need to 

continuously manage the relationship, it has to be managed. Not specifically for 

Brazil, but all alliances have to be managed. A general thing is the experience with 

the market complexity. I think culture is the first point, after that regulation and 

infrastructure. I think these are important points to consider. 

I will pass you some contacts […] 

 

K: Thank you! And thank you for your time. 
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Appendix J: Correspondence with Marcio Falci, October 2013 
Interviewee: Marcio Falci (M) M.D.; F.F.P.M. Assessor para a Presidência 

Científica   

Tel: 55 11 3573-6315  

Fax: 55 11 3573-6199 

Email: mfalci@biolabfarma.com.br  

Company website: biolabfarma.com.br 

 

Kathrine (K): Dear Marcio Falci, 

My name is Kathrine, and I am a Danish graduate student at Copenhagen 

Business School. I am writing a thesis for a company within the nuclear imaging 

industry, and in this process I have interviewed professor Walter Bataglia. He sent 

me your contact information, and I was hoping to ask you some questions via 

email concerning the Brazilian pharmaceutical market, which I know you have 

great experience with. 

Best regards, 

Kathrine 

M: Dear Kathrine, 

Could you please send me the questions? 

I will see whether I will have the data to answer your questions inside the Biolab 

company or not. 

Best regards. 

K: Dear Marcio. I have the following questions, but they are mainly directed at you 

and your experience with the Brazilian market: 

• In your experience, has there been more or less foreign companies in the 

Brazilian pharmaceutical market compared to earlier? Do you know the reason 

for this trend? 

• Is there a large market for private companies, or do most people in Brazil use 

public hospitals? 

• Does the state invest into the pharmaceutical market, and if so – which 

companies do they invest in, and what does the state get in return? 

• In your opinion, is it easy or hard for a foreign company to enter the Brazilian 
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pharmaceutical market? Why/Why not? 

• What is the relationship between the pharmaceutical companies and the 

government concerning the regulations on the area? Is the heavy regulations 

considered restrictive (negative) or a positive measure? 

• Do you know where I can search for local distributors of medical devices or 

distributors of nuclear medical products? 

Thank you so much for taking the time. I will be looking forward to you answers. 

Best, 

Kathrine 

 

M: Dear Kathrine, 

I hope that it was possible to attend your questions. 

1.            In your experience, there has been more or less foreign companies in the 

Brazilian pharmaceutical market compared to earlier? Do you know the reason for 

this trend? 

There is a positive trend and the interest of foreign companies to Market products 

in Brazil is growing. These companies will approach Brazilian’s companies 

already in the market or will use distributors to sell its products. The reason for this 

trend is explained by the Brazilian market fast growing. 

2.            Is there a large market for private companies, or do most people in Brazil 

use public hospitals? 

Circa of 50 million people use the private services of medical assistance. Other 130 

million people use the SUS public services. Regarding the market of 

pharmaceuticals products it will reach this year 35 to 40 billion dollars including 

pharmacies and hospital sales. (it includes private 2/3 and governmental 

1/3  turnover anual sales). 

3.            Does the state invest into the pharmaceutical market, and if so – which 

companies do they invest in, and what does the state get in return? 

Yes. The Brazilian government produce vaccines, some blood products, 

and  pharmaceuticals products classified as essential, like products  to treat AIDS, 

high blood pressure, asthma, and diabetes.). At this moment the federal 

government creates a new type of business, the Public Private Participation 

(P.P.P.) to produce high cost medicaments. I do not have more details for this kind 
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of business. The objective is to reduce costs for the government. 

4.            In your opinion, is it easy or hard for a foreign company to enter the 

Brazilian pharmaceutical market? Why/Why not? 

It is hard. The reason is the enormous bureaucracy and legal uncertainty. Also our 

market has specific peculiarities not easy for the understanding of foreign 

companies. 

5.            What is the relationship between the pharmaceutical companies and the 

government concerning the regulations on the area? Is the heavy regulations 

considered restrictive (negative) or a positive measure? 

It is not rowdy, but the relationship government authorities and industries is 

improving in the last two years. The major problem is the bureaucratic culture of 

our legislators and authorities. 

6.            Do you know where I can search for local distributors of medical devices 

or distributors of nuclear medical products? 

Excuse me to say No. It is not related to my area of work. 

Best regards 

Marcio Falci 
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Appendix K: Correspondence with Per E. L. Olsen, September-October 
2013 
Interviewee: Per E. Lerdrup Olsen (P), Director, Sao Paulo Office, Brazil, DI 

International Business Development (DIBD) www.di.dk/dibd   

Head Office: Copenhagen, Denmark 

Foreign Offices: Shanghai, Moscow, Mumbai, New York, Sao Paulo 

Telephone (+55) 15 3231 6330 & 3231 4442 

Mobile (+55) 15 99779 1322  

E-mail plo@di.dk  

Skype: perlerdrup 

 

Kathrine (K): Kære Per, 

Jeg sidder som studentermedhjælper i Akkvisitionen og er pt. i gang med at skrive min 

kandidatafhandling fra CBS. Her skriver jeg for en af vores medlemsvirksomheder 

(DDD-Diagnostic) og  skal hjælpe dem med at vælge en distributør i Brasilien. Jeg 

ville derfor høre om jeg måtte stille dig nogle få spørgsmål via. mail vedrørende det 

brasilianske marked og om du kan hjælpe mig med hvor jeg kan søge om 

informationer vedrørende hvilke større brasilianske virksomheder der findes inden for 

pharmaceutical devices markedet? 

Jeg glæder mig til at høre fra dig. 

Med venlig hilsen 

Kathrine Lyster-Clausen 

Student; Cand.Merc.IMM 

DI Akkvisition 

 

Per: Kathrine, 

Giv mig lige en Skype senere paa dagen eller imorgen, adresse perlerdrup - inden du 

laver spoergsmaal. 

Vanskeligt omraade, produkterne kraever ANVISA (same som FDA) og juridisk 

tilhoere godkendelse naar den opnaaes, distributoeren - og kan ikke senere overflyttes. 
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Per E. Lerdrup Olsen 

Director, Sao Paulo Office, Brazil 

DI International Business Development (DIBD) www.di.dk/dibd   

  

K: Hej Per,      

Jeg har tilføjet dig på Skype og giver en Skype senere i dag.  

Virksomheden har allerede søgt om godkendelse hos de brasilianske myndigheder, og 

har fået godkendt selve virksomheden og mangler at modtage godkendelsen på deres 

produkter (den er pending). 

M.v.h. Kathrine 

 

Skype samtale 26/09/2013: se bilag K. 

     

K: Hej Per,  

Mange tak for Skype i sidste uge. Det var godt at få et lille indblik. Jeg fandt ud af at 

det netop var ANVISA godkendelse DDD-Diagnostic skal søge, men virksomheden var 

selv opmærksomme på det. 

Som vi snakkede om har jeg udformet nogle spørgsmål jeg meget gerne ville stille dig 

(der ikke handler om godkendelser el. lign.). De er sat ind nedenfor. Jeg ved ikke om 

du kan svare på alle, men det ville være rigtig skønt hvis du ville kigge på dem og se 

om der er nogle af dem du kan og har tid til at svare på. De er mest fokuserede på det 

mere overordnede billede af Brasilien. Vi kan, som vi snakkede om, evt. lige tage dem 

på Skype når det passer dig en gang. 

På forhånd tak for hjælpen. 

M.v.h. Kathrine 

Brasilien generelt: 

Er der stor kontrol fra de offentlige myndigheder over markederne? 

  Er der interesse fra den brasilianske regering i at tiltrække udenlandske 

virksomheder? 

  Hvordan oplever du at brasilianerne behandler myndighederne? (Med respekt, 

ligegyldighed …?) 
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  Jeg kan se at du har været i Brasilien en del år. Hvordan oplever du korruption? Har 

der været en udvikling her? Og betyder det noget for danske virksomheder der gerne 

vil operere på det brasilianske marked? 

  

Det specifikke marked: 

Oplever du at der er kommet færre/flere udenlandske virksomheder på det 

farmaceutiske marked? 

  Er der et stort marked for private hospitaler? 

  Investerer staten i det farmaceutiske marked, og i så fald, hvordan fungere dette? 

  Hvor ville du lede for at finde lokale distributører? 

 
P: Kathrine, 

Er lidt ophaengt de naeste dage. For en god ordens skyld udtrykker nedennaevnte min 

personlige mening, og ikke noedvendigvis DIBD`s. Se kommentarer med roedt. 

Med venlig hilsen/Yours faithfully, 

Per E. Lerdrup Olsen - Director 

________________________________ 

Brasilien generelt: 

Er der stor kontrol fra de offentlige myndigheder over markederne? 

Bureaukratiet er en stat i staten – der er tredimensionalt kontrol – kommune, delstat og 

foederalt. 

  

Er der interesse fra den brasilianske regering i at tiltrække udenlandske 

virksomheder?  

Ja, med nogle untagelser som ogsaa ses andre steder (lufttransport mm), samt stigende 

protektionisme, toldbarrierer mm. Mest protektionistiske middel samt stigende er 

saakaldt ”lokalt indhold” – inden for infrastruktur op til 100%, vindmoeller 75%, olie-

gas-marine ca. 65%, bilindustri paa en skala fra 55 optil ca 95% mm. 

  

Hvordan oplever du at brasilianerne behandler myndighederne? (Med respekt, 

ligegyldighed …?) 
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Myndighederne synes at have glemt totalt at de er der for at servicere befolkningen, 

saavel juridiske som fysiske personer, og vil naermest beskrive dem som indolente. 

Paa den anden side er det ikke konkurrenceforvridende, da de behandler alle lige 

daarligt, nationale saavel som udenlandske firmaer. Men det er tidskraevende og 

dermed omkostningstungt. I dit tilfaelde er ANVISA en tung ting at have med at 

goere, meget langsommeligt. 

  

Jeg kan se at du har været i Brasilien en del år. Hvordan oplever du korruption? Har 

der været en udvikling her? Og betyder det noget for danske virksomheder der gerne 

vil operere på det brasilianske marked? 

Der rapporteres om kraftig korruption I den offentlige sektor – grundlovsmaessigt er 

valgloven umulig – hvilket fermenterer korruptionen isaer fra politisk side. Isaer den 

brasilianske licitationslov no. 8666 er roden til stor korruption. Da faa danske 

virksomheder deltager direkte i regeringslicitationer – er de ikke i vaesentligt omfang 

udsat for emnet.  Generelt kan virksomhederne arbejde rent – en toldbehandling kan 

tage lidt ekstra tid, og det maa man indfinde sig med. 

Hvis man ikke kan det, saa er det bedre at blive vaek.  Der er store globale retailers der 

holder sig vaek fra Brasilien, inden de har faaet tolddeklareret deres importer – er 

moden forlaengst skiftet. 

I dit tilfaelde, er det mogle aar siden der sidst roeg en direktoer i Anvisa gaa grund af 

formodet korruption. 

  

Det specifikke marked: 

Oplever du at der er kommet færre/flere udenlandske virksomheder på det 

farmaceutiske marked? 

Foelger det ikke specifikt, vil tro at det 1) ekspanderer grundet stigende velstand og 

dermed sydomme (sukkersyge mm) 2) som andre steder sker der store mergers 3) isaer 

inden for generisk 

Er der et stort marked for private hospitaler? 

Saavidt jeg husker fra sidste gang jeg saa paa det ca. 25% (kilde paa det tidspunkt var 

IPEA – et analyseinstitut direkte under praesidenten). 



	  

144 

  

Investerer staten i det farmaceutiske marked, og i så fald, hvordan fungere dette? 

Indirekte – man kan bruge den brasilianske udviklingsbank BNDES til at give laan paa 

bloede betingelser – og det er ikke ukendt i Brasilien at man bruger nogle offentlige 

ansattes pensionskasser til at fremme nationale investeringer. 

  

Hvor ville du lede for at finde lokale distributører? 

Det samlede farmaceutiske og medico marked er meget pulveriseret med ca. 3500 

virksomheder (kan ikke sige hvor mange der er medico og hvor mange farmaceutiske). 

Principielt er jeg stor modstander af import-distributoerer, da parterne som regel har 

modstridende interesser – og endnu mere inden for medico og det farmaceutiske – 

hvor Anvisa tilladelsen haenger paa importoer distributoeren – og kan ikke flyttes. 

Importoerer er traditionelt en high mark-up operatoer, dvs det er bedre at saelge lidt 

men tjene godt herpaa, saa undgaar man de skyhoeje bankrenter. Og hvorfor loebe den 

store risiko for at financiere andres produkter? 

Med faa undtagelser ser jeg kun succes hvor firmaerne selv satter sig i kontrol af 

markedet, via et datterselskab. Dette datterselskab kan saa udnaevne relevante 

distributoerer i de 5 til 8 hovedmarkeder i Brasilien. 

Men der kan vaere undtagelser, og i de tilfalede paatager vi os, mod betaling, at 

forsoege at finde en distributoer. I sagens natur har vi et betydende netvaerk her, som 

vi bruger. Derudover bruger vi nogle mere tekniske metoder (husk brasilianske LTDA 

selskaber offentliggoerer ikke regnskaber), men der findes andre maader at finde 

oplysninger der eventuelt kan krydses, men det er ikke saa let, og dermed ikke saa 

billigt. Men dette er en sag for DIBD Koebenhavn. 

Og endnu engang, min anbefaling  til dem der vil ind i Brasilien – er at de selv saetter 

sig i kontrol af dette via et datterselskab, og dette kan laves som en low cost operation 

(bortset fra de dyre Anvisa godkendelser) – inden for medico og det farmaceutiske 

virker det historisk ikke helt med teorien om foerst at faa volumen via en 

importoer/distributoer, foer man selv gaar ind. Tvaertimod. 

 

Mvh Per 



	  

145 

Appendix L: Skype Interview with Per E. L. Olsen, September 26, 2013 
 
Interviewee: Per E. Lerdrup Olsen (P), Director, Sao Paulo Office, Brazil, DI 

International Business Development (DIBD) www.di.dk/dibd   

Head Office: Copenhagen, Denmark 

Foreign Offices: Shanghai, Moscow, Mumbai, New York, Sao Paulo 

Telephone (+55) 15 3231 6330 & 3231 4442 

Mobile (+55) 15 99779 1322  

E-mail plo@di.dk  

Skype: perlerdrup 

P: Hej Kathrine 

 

K: Hej Per 

 

P: Kathrine, det jeg lige vil sikre mig er at hvis virksomheden skal have ANVISA 

godkendelsen, så er det jo enormt problematisk. Problemet ligger i høj grad i hvis 

DDD ønsker at finde en distributør, jamen så er det distributøren der skal have 

godkendelsen og IKKE virksomheden. Det er ydermere en meget dyr og lang proces. 

Det gælder ikke nødvendigvis for din virksomhed, så kig lige på DDD’s kontrakt med 

myndighederne i Brasilien. 

 

K: Ok, så virksomheden kan altså ikke selv opnå godkendelsen… 

 

[We are disconnected, and I redial] 

 

P: Så kom internettet tilbage. Det var altså ikke mig der smed dig af. Internettet er helt 

galt hernede. Om fredagen især. 

 

K: Er det det? 
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P: Fredag eftermiddag kan vi sgu næsten ikke arbejde, og lørdag bruger de så det meste 

af dagen på at reparere det. 

 

K: Hvordan kan det være det er så skidt internet? 

 

P: Jamen det er underinvestering i Brasilien. Regeringen blander sig. Manglende 

konkurrence, og så er der selvfølgelig spanierne og spanske Telefonica. De sælger 

fandeme den kapacitet de ikke har. Det var i The Economist – vi er jo på niveau med 

Litauen.  

 

K: OK, jamen det er jo sådan det er. 

 

P: Men jeg synes du skal se på de papirer der ikke, i firmaet ikke? For hvis produktet 

kræver direkte ANVISA godkendelse, når man så vælger en distributør i Brasilien, så 

hænger den altså på distributøren. Det vil sige at den følger distributørens juridiske 

person. Den kan ikke sælges eller overføres til andre. Det vil sige, at du på godt dansk 

hænger på distributøren. Det var i og for sig bare det jeg ville have ind. […] Det gør 

så, hvis du vil skifte distributøren ud, så skal du søge om en ny, så skal du starte forfra, 

og så skaber du et vakuum i markedet i den tid det tager at søge om en ny. Så hvad der 

hedder medico og pharmaceutico er ikke det nemmeste i Brasilien. Og det er i hvert 

fald en ting du skal være opmærksom på det er ikke bare at gå ind og vælge en 

distributør – du skal virkelig kigge på de papirer i firmaet. 

 

[Diskuterer hvorvidt det skal bruges] 

 

P: Selvom du er godkendt i USA, EU og Japan så kræver det stadig at du er godkendt 

specifikt… 

 

K: Ja, hvert land har deres selvstændige godkendelsesprocedure… 

 

P: Den er ikke så let. Ja, og hvis de skal have det food and drug på den – her der hedder 
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det ANVISA, så er det heller ikke billigt du.  

 

K: Ja, jeg får også en advokat til at kigge på det for mig i forhold til deres tariff code – 

toldkode. Så jeg burde gerne høre lidt mere fra ham om hvad der er krævet og ikke 

krævet. 

 

P: Se på hvad de har lavet indtil nu. Jeg har ikke tid til at kigge på det for dig, om det er 

noget der skal have ANVISA eller ej. 

 

K: Nej nej, det skal du absolut heller ikke. Jeg havde bare nogle spørgsmål vedrørende 

det specifikke marked og erhvervsliv. 

 

P: Ja, lige så snart det hedder noget med food and drug du, så ryster jeg. 

 

K: Ja, jeg har også fået at vide at det er ret kompliceret på det brasilianske marked. 

 

P: Mange af dem af dem sender vi videre til nogle store brasilianske distributører, men de 

er meget meget store, der har deres egne teknikere til at handle de der ansøgninger. Så 

jeg vil ikke påstå at vi i DIBD har tjent særligt meget på det. Og det er de kunder vi 

løber mest efter for de er svære hvis der er food and drug på den. 

 

K: Er det ok at jeg vender tilbage med nogle spørgsmål. 

 

P: Ja, ja så kigger vi på. Evt. på Skype. 

 

K: Tusind tak for hjælpen Per. Og rigtig god arbejdslyst. 

 

P: Godt, hej hej. 

 

K: Hej hej. 
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Appendix M: Correspondence with bachelor of law Leonardo 
Augusto Colin Zeny, Curitiba Brazil, September-October 2013 
Interviewee: Leonardo Augusto Colin Zeny (L), Bachelor of Law, Curitiba, Parana, 

Brazil  

E-mail correspondence, August 2013. 

 

. Kathrine (K): Hey Leo!!! 

.   How are you? 

.   I wanted to ask you a favor... Do you know where I can find something on 

Brazil's laws, rules and regulations, for companies entering the pharmaceutical 

market in Brazil? I am writing my thesis, and I have to include this in my project.  

It would be a huge help. Best, Kate 

L: Our law system is a "carnival". There are a lot of laws and regulatory 

determinations on this matter. And it`s a very specific area. 

.   Besides, our jurisprudence is continuously changing, so I will try to find some 

information and to talk to some friends that might know better about this. 

.   When is your deadline?? 

.   As soon as I find it I write you back.  

.   Beijos 

.   Saudades!!!           

. K: Thank you for your help. My deadline is late November, so I still have some 

time. I am interviewing this Brazilian professor in two weeks, and he will hopefully 

be able to help me with the industry description and the business-part of the 

project. But the legal part of the project is a bit tougher. Any help is appreciated. 

. L: Its harder than I though. I was trying to check the legislation concerning this 

subject, but I need to know what exactly you need. Any opening for foreign 

company in Brazil needs a lot of bureaucracy.  There is regulation concerning the 

industry itself, and there is hard inspection system for this activity (at least the 

health minister and a national agency, besides the regulatory inspection from the 

pharmaceutical workers class council). The labor law is also something relevant, 

specially if you are bringing a foreign responsible person for the factory, or any 

other worker. And still, from Brazilian workers, as it is a "hazard" industry, there 
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are more hard rules, such as time for work, extra salary for unsanitary situation 

etc. The company needs a study for legal availability. It must know that our 

judiciary is slow and consumers` protector. Specially in this meter, we talk about 

the inversion of the burden of the proof when someone suit the industry, which 

means the company needs to prove its innocence and the consumer just have to 

point the problem. Since 2000, i am not sure, Brazil accept and encourages the 

"generic", so its also important to know about this legislation and about intellectual 

and industrial property. Cause the company can have its medicines copied… but it 

depends, I know that for some hart medicine its huge. It depend on our national 

health politics, such as cholesterol, cancer etc. etc. I am still compiling this 

information, and I will try to send some for you as soon as i have it. Beijãoo           

. K: The company I am helping, is a Danish company that produces gamma cameras, 

which is basically more or less like a scanner (MRI etc.). The company produces 

everything here in Denmark, so I guess they won't need to know anything about 

production facility laws... 

.   They wish to find a Brazilian distributor that already sells medical appliances 

and is well established. Basically, this distributor will work as an agent for the 

company. This strategy is chosen due to a lack of resources. 

.   I know that the company has filed for approval from the Brazilian authorities. 

They explained that to export to Brazil, the Brazilian authorities have to approve 

both the overall company and each of the products. They have just received an 

approval for the overall company, but they are still awaiting approval for each of 

their (five) products. 

.   In my project I have to do an institutional and industrial level analysis, which 

means that on the institutional level I have to research Brazil's culture, norms and 

rules and regulations. This also includes how the employment environment works 

in Brazil (unions etc.).  SO - from what you have written, I need:  

.   - regulations concerning the industry itself (which on an overall level is the 

pharmaceutical market, but more specifically it is called the nuclear medicine 

industry) - rules and regulations concerning importing into Brazil (I heard you 

have some pretty specific customs rules and tariffs?) - something overall 

concerning the labor law (so I can determine the Brazilian mindset concerning 

this) - the regulations concerning the procedure they have to go through in order 
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to get approved (what type of approvals and how) and -probably something overall 

on the subject of intellectual and property rights (is there anything specific for 

Brazil the company must be aware of). Can I just ask you - would you say that 

there is a lot of corruption in Brazil?  

.   Thank you for taking your time to help me with this Leo! I really really 

appreciate it!           

. L: Hey Kate. Wow, its harder than I though!! It seems a nice project. I am 

searching for this global scenario. I am more into the criminal law, so I will take a 

little more time to take all you need. But I am trying to talk to some other friends, 

so I can get better information to you. About your question: Yes, there is a lot of 

corruption, but this is changing. I have never witnessed something shocking, and I 

work in the public service. Nevertheless, we have lots of problems regarding this. 

.   For example: lobby is forbidden in our Congress, but we know about laws 

being made to attempt some specific interests. So you have to know if your 

product is in accordance with these politics or not. Ex: smoking company, 

genetically modified food etc. 

.   I don`t believe your product would have any problem. It`s not like an "old 

Soviet check point" in the border, that asks for bribery. The "ÏRS" is very serious, 

as well as the Central Bank, when they check the incoming product and the 

"money going out" (I don’t know this expression). 

.   Besides, there are a lot of great specialists in commercial area, as well as great 

law firms. Just for curiosity, the highest corruption examples, in my opinion, is in 

ordinary life (simple things), public contracts for services and engineering and in 

criminal scenario (some criminals are not caught because the pay bribery to the 

police - but not all of them, they need some prisoners for the media, especially of 

the poorest). There is no way to compare with Danmark, for instance. Even 

though, there are lots of people trying to get better lives honestly and our 

Institutions are consolidating themselves. The law is well based in the Constitution 

and our Courts judge according with the due process of law. But still, we have a lot 

to improve. Still, there are some people trying the old school of taking advantage 

in everything they want: we call it "lei de gerson". As soon I get some new stuff i 

write again. I think is better keep sending instead of compiling everything.           

. L: Hej Kate, how are you doing? I talked to a good friend that works in a law 
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company specialized in tax and commercial law, and I think he can help. 

.   We were talking about your project and he explained me that if this is a 

special medicine device you can have exemption. There are at least 4 taxes you 

must pay entering the country. Besides that, as you told, the company need some 

authorizations specific for the product. These are the most important sites you 

should look at (you'll probably understand because of your Spanish):  

.   MDIC: Ministério do Desenvolvimento, Indústria e Comércio;  

.   Anvisa: Agência de Vigilância Sanitária; 

.   Receita Federal do Brasil (specially the link "aduana") 

.   Ministério do Trabalho. Our rates are the same in MERCOSUL. So we also 

need to now exactly what is the TEC (tarifa externa comum = common external 

rate). I am also looking for the regulations concerning the intellectual property and 

will send you ASAP...           

   His name is @marcoantôniodequeiroz. He is already waiting your contact... 

.   But if you prefer, we can share this conversation the 3 of us           

. K: Thank you so much for your time and help. I have written Marco. I will take a 

look at the sites you have written, and hopefully I will understand it all.  I just 

interviewed a Brazilian professor and he told me how complex the legal system is 

in Brazil, so I am very glad for your help. I wish I could visit Brazil so I could 

experience some of these things first hand. Best, Kate 

L: Hey Kate!! 

Brazilian legal/regulatory system is awful. It`s not only about protectionism, but 

the tax system does not collaborate and our state machine is inflated in all areas - a 

Leviatã. 

 So yes, any project must be really weighted. 

In the other hand, we are an emerging economy, so there is still a great market to be 

conquered: industries, services etc. But specially the medical system, cause there is 

an increasing number of people being insured and the companies (specially 

UNIMED and AMIL) cover the payment for most of the exams, including the one 

of your company (depending on the level hired) 

I talked to Marco some days ago and he told me he forgot to send a part of the 

message to you… he elaborated a document, including charts. 

He explained me it is free of some taxes but you might pay other contributions 
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(social contributions: in Portuguese is PIS/PASEP if I am not wrong). 

Beijos!!!!!!
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Appendix N: Correspondence with attorney of law Marco Antônio de 
Queiroz, Curitiba Brazil, October 2013 
Interviewee: Marco Antônio de Queiroz (M), Bachelor of Law, Curitiba, Brazil  

Email: marco.queiroz@andersenballao.com.br 

Company: Andersen Ballão Advocacia 

Av. Jaime Reis, 86 – CEP: 80510-010, Curitiba, Parana, Brasil 

Tlf: +55 41 3221 7777 

 

. Kathrine (K): Hi Marco, I heard from Leo that it was ok I contacted you for some 

help concerning my master thesis? As you might know, I am writing my thesis in 

collaboration with a Danish company that wishes to find a Brazilian distribution 

partner. In short the company produces gamma cameras for the nuclear medical 

industry (they work kind of like MRIs). 

.   For this project I need to look at the overall legal framework that this 

company needs to take into consideration. I know that they have sought for 

approval, and they have received a company approval, but are waiting for the final 

approval of their products (they are pending). 

.   My biggest concern is that I have heard that you have a pretty difficult legal 

system concerning taxes and tariffs on importing goods. Can you help me 

understand these? Thank you so much for your help and time. Best, 

.   Kate           

. M: Hi Kate, I can certainly help you with tax related issues; would you, perchance, 

have the tariff code of these products? Kindest regards, Marco           

. K:  Hi Marco. No sorry... I can try and write the company, and hopefully they will 

know. I’ll get back to you. 

. K: Hi Marco. The tariff code is 90191400. 

. M: Hi Kate,   

 Your wait and patience paid up; today a new law came to force changing the way 

we used to calculate the taxes levied on imported goods, thus making imports 

considerably cheaper than before. In Brazil, since we are part of the MERCOSUL 

trade agreement, we use a number a little more extended than the tariff code called 

“Nomenclatura Comum do MERCOSUL” or NCM to use the acronym. The NCM 
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for the Gama Chamber is 9018.14.20 The tax base for taxes levied on imports is 

the CIF value (Cost + Insurance + Freight) 

.   There is no import tax for this NCM 

.   The Industrialized Goods Tax is 2% 

.   The PIS Social Contribution is 1.65% 

.   The COFINS Social Contribution is 7.60% 

.   The VAT in Brazil is a State Tax, so the tax rate will change from one state to 

another. The VAT tax base is the CIF added of all other taxes collected in the 

import operation. There is a disclaimer in the customs website that this type of 

merchandise is subject to the approval of the National Fund of Health. It is quite 

possible that you may also need an authorization from the Brazilian Health 

Surveillance Agency. I hope this information can assist you, however, should 

happen to have any other question, do no hesitate in contacting me for further 

explanation. Good luck with your masters!           

. K: Hi Marco, 

 Thank you for all of the insight. It was great that you had the time to help me. Leo 

told me about a big project you had going on, so I hope it went great and that I did 

not take too much of your time. 

 Best, 

 Kate 
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Appendix O: Correspondence with Skeller, October 2013 
 
Interviewee: Caroline Skeller (S), Sales and Marketing Coordinator 

Email: caroline.skeller@ddd-diagnostic.dk 

Company: DDD-Diagnostic 

Mobile: +45 5185 7150 ▪ Phone: +45 4516 4651 

 
K: Hej Jakob og Caroline, 

Så er jeg næsten færdig med analysen, og det går over stok og sten. Jeg regner 

fortsat med at aflevere d. 28. eller 29. november. 

Når jeg nu sidder her og reflektere over opgaven og dens brugbarhed for jer, så har 

jeg et enkelt spørgsmål. Hvis man nu forestiller sig at det går så godt for DDD-

Diagnostic om et antal år, og virksomheden får de økonomiske ressourcer til i 

princippet selv at kunne starte datterselskaber rundt omkring på key markets, 

kunne DDD da godt finde på at opsige distributionsaftaler i disse lande for at starte 

eget datterselskab? 

Håber i har det godt, og at konferencen i Lyon gik godt! 

  Mvh. Kathrine 

 

C: Hej Kathrine, 

Lyder jo skønt, at du snart kan se en ende på din opgave – det bliver uden tvivl 

rigtig dejligt at få afleveret den snart. En måned er jo til at overskue J 

  Tak - udstillingen i Lyon gik rigtig godt. Vi havde en 36m2 stor stand, hvor vi 

demonstrerede alle vore systemer. Standen var godt besøgt af både kunder og 

forhandlere, og der er ingen tvivl om, at vi er noget mere kendte som DDD nu end 

vi var sidste år, da det var første gang DDD blev markedsført i eget navn. Vi har 

fået rigtig mange gode og interessante kontakter og har allerede vildt travlt med 

opfølgning. 

  Vi har for nyligt ansat Admin som Technical Support Manager. Admin har 

tidligere været ansat hos DDD i deres Service Afd., så han kender alle produkterne 

og alle de ansatte. Han kan svare på alt det tekniske, og det er jo en kæmpe hjælp 

for Jakob og jeg, der er mere salgsorienterede. Sammen udgør vi snart et ret 

kapabelt team – det føles godt! 
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Hvad angår dit spørgsmål – så ja, det kunne man godt forestille sig langt ude i 

fremtiden, hvis det går rigtig rigtig godt for DDD og pengene flyder ind i kassen i 

en lind strøm, så ville det absolut ikke være utænkeligt at forestille sig at DDD 

kunne have et datterselskab f.eks. i Brasilien, der kunne varetage hele Syd 

Amerika – men om langt tid, og kun hvis det kommer til at gå rigtig godt J 

  Held og lykke med det sidste skriveri – vi glæder os til at læse resultatet! 

  God weekend J 

 

C: Hej igen Kathrine, 

En lille ny ting, som du i øvrigt kan læse mere om på vores hjemmeside under 

”Press”, er at et tyrkisk firma Bozlu Holding har købt 50% af firmaet. Dvs. 

Industrifonden og Krakfonden er ude nu som investorer, og i stedet er Bozlu 

Holding gået ind i firmaet med næste lige så mange års erfaring indenfor gamma 

cameraer som DDD. Tror det bliver en god ting, fordi de har en oprigtig interesse i 

nyudvikling af udstyr og forståelse for teknologien. Vi er spændte på fremtiden.  

 Rigtig god dag til dig og god afslutning på projektet – som vi glæder os meget til at 

se.  

 


