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Preface

Many Danish companies have established themselves in China and India. In the 
coming years, more are likely to follow. While the media is continually report-
ing on this increasingly important aspect of Danish industry, little consolidated 
evidence of Danish companies’ experiences in India and China exists in print. 
After researching and teaching on issues related to Danish companies in China 
and India for several years, we found it relevant to collect and consolidate some 
of these experiences in this book.

Although this text is designed to serve as a case book for students of inter-
national business and strategy, practitioners and managers working with and in 
emerging markets may find inspiration in these pages. The book has been writ-
ten in English, as we believe that the experiences of the Danish companies in 
India and China are generalizable beyond the Danish context.

Although the book draws on our general knowledge about the case compa-
nies, it is based exclusively on public sources, such as articles in the business 
press and information provided by the companies on their home pages. The story 
lines and perspectives presented in the individual cases are based solely on our 
interpretation of the companies’ strategies and activities, and they have not been 
approved or validated by the companies described. In order to encourage readers 
to adopt a decision maker’s perspective, each case has a protagonist. However, 
any thoughts and motives ascribed to these protagonists are purely speculative. 

We would like to thank Eskil Riskær, Githa Kurdahl and Ditte Salling for 
their dedicated research assistance in connection with the preparation of this 
book. We would also like to thank the Centre for Business and Development 
Studies at Copenhagen Business School and Fabrikejer, ingeniør Valdemar Sel-
mer Trane og hustru, Elisa Tranes fond for financial support to the project.

Copenhagen, July 2010
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