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International projects have many and varied risks. There are universal elements that lead to project success. These are:

· Commitment

· Trust

· Preparation and training

· Understanding

· Continuous evaluation

· Project Management tools and procedures

· Leadership

· Good Communications

· Empower of customers personnel

· Methodology to evaluate projects

· Lesson’s Learned

Similarly, there are universal elements that lead to project failure. These are:

· Lack of open and honest communications

· No “ Win-Win” attitudes developed

· Issues are allowed to slides and escalate

· Parties not willing to comprise 

· Local customer personnel are not empowered

· Dealing with large bureaucrat ices

· Low margins 

· Project personnel are not trained 

· Poor project leadership

A Risk Management plan for international projects starts with identification of risks and continues to qualification of risks, to quantification of risks, to development of an International Risk Management Plan. An International Risk Management Plan defines the policy and procedures to use to avoid risk, minimize risk, transfer risk and to prepare for the unexpected event. This paper is limited to listing of potential international risks. This paper is divided into two parts: a discussion of risks and risk matrixes.
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· Acceptance Testing – Hand Over – Hand over is the point where the customer takes responsibility of the deliverable(s). This normally occurs at an event entitled Acceptance Testing. Acceptance Testing is where the contract deliverable is shown to perform as intended. It is important to specify in the contract where and when does a deliverable become the customer’s responsibility. 

What is in acceptance testing?

What is not in acceptance testing?

This is necessary to provide a clear indication that the customer is getting - what they bought, and to avoid the customer asking for more then they bought. The customer should always approve the Acceptance Test procedure before final tests start, this helps reduce conflict. If an independent testing agency required is  (Ex. FAA Flight Check aircraft) is it available. Who is responsible if it does not appear? 

It is just as important to define what is not part of acceptance testing. During acceptance testing at times, things do not go right and there is a Punch List (Items that must be completed before site can be accepted). A punch list should be dividing into major items and minor items. Allowing for payment upon completion of major items. This will reduce cash flow problems.

· Agent vs. Representative – People who are your in-country people, other than direct employees are either Representatives or Agents. There is an important difference an Agent can commit the company, while a Representative cannot. A Representative cannot commit your company unless they have specific approval in writing. To control risk exposure it is important to use Representatives. In either case have written agreements that define their duties, obligations, responsibilities, limitations, and remuneration. They should both sign and agreed to your company’s FCPA’s and Ethics policy and procedures.

· Anti-Trust Laws – Foreign competition laws may be similar to United States but enforcement is quite different. Before acquiring a company in another country, have the laws checked by both your lawyers and local lawyers. Ex. in the Europe Union  (EU) there is pre-approval required before any action.

· Bureaucracies – If the customer’s organization is a large bureaucracy there may be problems in getting decisions made, and in getting required actions. Large bureaucracies tend to be ponderous and slow. If the customer’s organization is a large bureaucracy have defined in the contract what part of the organization is responsible for what. What part of the organization makes what decision? In addition, there should be time limits for the action. 

Had a project with the Singapore Navy, all decisions had to be made at the top. This slowed down everything.

· Commission- Most international contracts (FMS – Foreign Military Sales - contracts only allow commission up to $ 50,000) have commission being paid to an in-country Representative or Agent on winning a contract. Commissions should only be paid on receipt of monies from the customer. Some countries do not allow commissions to be paid (Ex. Taiwan). In these cases, the local Representative needs to be paid flat fees per year irrespectively of wins or losses. Commissions cannot be excessive or there could be violations of FCPA.

· Communications – Communications can make or break an international project. Good communications leads to project success, good customer relations, surfacing and solving of problems. 

Poor communications is the call of death for projects. It is usually instinctive to withhold bad information from the customer, in the hope that a solution can be found. Then when the customer is informed the problem is at the disaster level. Not telling the customer of a problem early, forgets the customer’s problem. They need to keep their upper management informed. Their upper management does not like surprises .Not telling the customer of problems cases them problems with their management. 

In communicating with the customer, it is important to take cross-cultural problems in to account. Communications involves progress reports, telephone calls, and visits.

Ex. In S. Korea, there are problems of subordinates raising problems to upper levels. They are supposed to solve their own problems. Thus, problem can fester, and at times, the contractor can be falsely accused as to the cause. In Korean projects, I make it a habit to visit the senior management where the installation is to occur prior to installation. Then when there is a problem during installation I announce a visit. Before I arrive everything is fixed. Good communications can help prevent and solve problems

· Conflict – There is always a potential for conflict. Conflicts can arise due to personality problems, local politics, not meeting contractual requirements, different perceptions of what is not explicitly defined, customer pushing for more than is required, customer induced problems, inter-company politics etc. Conflicts should be avoided where possible, those that cannot be avoided need to be handled so the conflict does not get out of control. The first step is prevention, this includes pre-contractual steps and steps during contract execution:

Define in contract exactly what is to be delivered

Define what is not to be delivered

Define contract changes procedures

Define in contract a Disputes procedure

Define in contract either your law or International Chamber of Commerce

Avoid Their law

Get paid in increments, while reducing Performance Bond

Keep the customer informed

Build good relations with the customer

Perform as you said you would

Be aware of local cultural 

Be aware of the customer’s problems

Be sensitive to local politics

Prevention is easier and cheaper then problem cleanup later. But if there are problems, there are several steps:

Amicable solutions

Third parties

Dispute resolution clause

War

It is better to solve by amicable solutions that leave everyone happy. If this is not possible use third Parties who can fashion solutions that are acceptable to all. Getting into Disputes Resolution clauses or War is a loss of all parties. Different countries differ in their laws and the use of their laws. Ex. U.S. is very litigious > 846,000 lawyers. Japan and other nations of the orient are not litigious. Japan has 15,000 lawyers. To file a law suit in Japan will kill any future business. It is necessary to use the dispute procedures that the local country is familiar with.  

· Contact Changes – How the contract can be modified requires carefully attention, especially for development programs. Some contracts have a provision for Engineering Change Proposals (ECP’s); the customer or the contractor can request these. These proposals when approved normally require work to start immediately; some proposals will be authorized before the price is approved and authorized. There can be problems if there is no definition of when the price will be approved. (Ex the Israelis normally only negotiate the ECP’s after contract is complete and delay approval until ECP prices are severely cut). There needs to clear definition as to what and when ECP’s are allowed and when (How long) will it take until prices be approved.

· Contract Currency – Currency risk is the result of buying, selling or holding foreign currency or transacting business in foreign currency. Currency risk includes exchange rate risk and currency control risks. Exchange rate risks results from the fluctuations in the relative values of foreign currencies against each other. Currency Control Risks, some countries in which access to ready foreign reserves is limited put restrictions on currency transactions. These countries restrict the amount of foreign currency that they will sell to private companies. These two risk are part of: 

Currency Exchange Risks

Payments – The payment currency is important. If it is not the home currency, there can be problems with conversion from the customer’s currency to the home currency. There are be currency conversion changes. These changes are normally within reasonable limits (( 10 %). A 10 % change in conversion rate can be a large impact on profit. But large changes in currency exchange rates do occur. These changes can be due to inflation, war, financial problems etc in either country.

If payment is not in home currency, it may be necessary to take out an insurance policy or another type of insurance – hedging or arbitrage.

In-country Costs  - As part of any international project there is normally certain in country expenses. These expenses are part of the contract price and are normally in home country currency. Then when the in-country effort is perform there could be financial problems if there is high inflation in the customer’s country. As in Israel in the 80’s when prices were put on blackboards – the prices would change while you were in the store. The same problem in Turkiye a few years later.

Currency Control Risk – If being paid in a foreign currency and that country restricts the amount of monies that can be exchange into another currency or transferred out of country your profit can be held hostage. Working in this environment presents a creative challenge. 
· Cultural Factors – Culture is how people solve their daily problems and adjust to their local factors. Each culture is different from other cultures. Sometimes by small degrees or by large fissures. Working in the international arena requires adjusting, adapting to various cultures. It means not being “the Ugly American”. Enjoying the various cultures is a great learning experience. But ignoring the culture aspects, can lead to more than necessary friction and failure of the project. 
· Customer Program Reviews – During the development stages of the project the customer needs to be kept inform. Keeping the customer informed reduces problems. This is accomplished in two ways: Monthly Progress reports and Periodic Program Reviews. Monthly progress reports also keeps the customer informed of their obligations. Keeping the customer informed of progress and problems is a communication channel. A communication channels help avoid problem and reduce intensity of problems.

· Data Approval – Some contracts require the customer to approve the data (documentation, test results, procedures etc). Problems can develop in determining “what is approval”. Some customers will nick-pick very minor items (Ex. Israelis and Saudi’s are known for this). This can delay acceptance. There is a need for exacting details of:

What is part of the approval process?

What is not part of the approval process?

Final acceptance needs to be carefully defined, preferably by international standards. (Ex. Air Navigation, equipment is tested to FAA or ICAO standards).

· Environmental Laws – “Environmentally responsible” nations are not without sin. Often such nations enact strict local environmental laws not to save the environment but to prevent foreign competition. Ex. U.S. gas guzzling laws are against EU cars. EU anti-generic laws prevent U.S. meat. Germany requires the car manufacturers to take back the car at the end of life – for free. Environmental laws are a great cover for anti-competition laws. U.S. laws on the size of lobsters, protects U.S. lobster’s form Canadian competition.

· Export License – Many items require an export license, the type of products or services determines whether an export license is required and what agency will provide the export license. The different agencies can be Dept of State, DOD, Dept. of Energy, Treasury dept., Nuclear Regulator Commission, and EPA. Different agencies have different rules and regulations.

Export license covers promotional material, products, services, training, software, documentation, and warranty services.

An export license cannot be applied for until a contract is in hand. Thus for certain sensitive products or services it is necessary to have a contract clause that conditions the contract on receipt of export license.

If an export license is required and issued, the next step is to get the customer to agree to abide by US export laws and regulations. This is usually accomplished by putting such a clause in the contract.

· Extended Time for Personnel on Site – Some contracts require the contractor to provide site personnel for extended periods of time, up to years. These personnel need to be proficient in their field, culturally sensitive to the local country and be adoptable. The wrong people can cause problem, while the correct people are indispensable.

· Force Majeure – Force Majeure, or unexpected events that are beyond your control are part of everyday life. All international contracts should have a Force Majeure clause. If an unexpected event  (lighting strike, floods etc.) that causes a delay in the project, this is an excusable delay – there are no penalties. However there are certain details that must be put place: 

The customer must be notified immediately (normally in writing within 5 business days)

There must be documentation from the local authorities or the Chamber of Commerce

Any delays should no be more than 60 days

· Foreign Corrupt Practices Act (FCPA) – The FCPA prohibits the payment of monies or any other items of value for the purpose of securing a contract, or for putting your company in a favorable position. The FCPA allows payments for purpose facilitating of services. There is also a provision that prevents ‘Blind Ignorance”. Your company should have policy and procedures that address FCPA.

Ignoring FCPA can bring sever penalties including being barred from US Government contracts.

· Friction – Carl Von Clausewitz, the famous Prussia military strategist said, ” Everything in war is simple, but simplest thing is difficult. The difficulties accumulate and end by producing a kind of friction that is inconceivable unless one has experienced war. Countless minor incidents – the kind one can never really foresee – combine to lower the general level of performance, so that one always falls short of the intended goal”. War can be compared to international project management. Friction is the only concept that corresponds to the factors that distinguish real project management from project management on paper. 
Friction is items getting lost, equipment not functioning, software not performing, paper work missing, and so on.

Overcoming friction and winning the battles of program management involves several factors:

Selection of project team

Training of Project team

Motivation of team members

Psychological capabilities to withstand pressure

Friction cannot be avoided, but it can be overcome
· Installation Problems – Most foreign installation have problems. These problems must be managed and foreseen to control their impact. Installation problems can be grouped into several areas:

Is site ready?

Has equipment and deliverables arrived on site?

Are the proper field personnel available and at site?

Are there adequate local accommodations, food, and water available?

Is any material handling equipment need and are they available?

How to handle customer problems?

Are the permits etc approved and available?

The installation needs to be thought out, the team is thousands of miles away from immediate help and normally must get the job done with what they have. Any delays at the site are very expensive.  

· Joint Ventures –The purpose of joint ventures is to minimize the risk of long-term investment while maximizing leverage of capital invested. Most Joint Ventures fail, 7 out of 10. Joint ventures fail due to many factors:

Insufficient analyzing economic and political factors

Conflict of interest

Problems in disclosing sensitive information

Lack of communications

Disagreements on business objectives

· Leadership – International projects require good experienced leadership. People who have been there and done that. People who can lead the team through the minefield of problems. Poor selection of leaders can lead to project failure.

Took over a project in Saudi Arabia where the former program manager froze. He stops talking to the customer. These are difficult problems to over come.

· Lesson’s Learned – During all projects there are:

Things that went right

Things that went wrong

Things that could be improved

Things that should be keep the same

After each project, there should be a debriefing and lesson’s learned written up and put in company’s database. Projects can run into expensive problems by not learning from the past. Preparation for international projects needs to incorporate Lessons Learned from projects of the past.

· Letter of Credit (L/C) – In the international arena there can be problems with getting paid or guaranteeing services, deliverables or warranty. These problems are solved by the use of Letters of Credit per UCC 500 There are several types of Letters of Credit: Bid Bond, Performance Bond, Warranty Bond, and Counter-vailing Guarantee for Down Payment. Letters of Credit have problems:
· They are issued by a bank and paid by a bank. The paying bank only cares if the T’s are crossed and I’s are dotted. The bank does not care if the equipment orates or meets specification .If the paper work is not perfect, the bank will refuse to pay. This will require going back to the customer and getting a revised Letter of Credit, this takes time and monies.

· When submitting for payment of shipment and the payment is dependent on receipt and inspection by the customer there can be unexpected delays. If these delays exceed the time on the Letter of Credit, the Letter of Credit is void. A new Letter of Credit will need to be issued by the customer.

· The Letters of Credit with the Performance Bond and or Warranty Bond have special problems. If the customer becomes aggravated with the contractor. The customer will be quick on the trigger on taking these Letters of Credit. This happened to the Israeli’s in Taiwan in 1999.

· What bank the Letter of Credit is drawn on - it is preferable to have the Letter of Credit drawn on your local bank. The most problem area is if the Letter of Credit is drawn on the customer’s bank in their country. If the project is with a government agency, they can play games if the Letter of Credit is on their local (Government) bank.

· Warranty Bond – This at times can be a corporate guarantee. If this can be arranged it will save money and problems. There can be problems if the end-user is not proficient in maintenance and repair of the equipment. Had a problem in S. Korea where the end-user in attempting to repair some pwb’s destroyed the boards. They claimed that is the way the boards arrived. To complicate the problem the Colonel in charge was up for promotion. They want us to absorb the loss (~  $100,000). They pressure us and applied the pressure up to corporate level. Threaten corporate with being prohibited for doing business in S. Korea.

· Local Content (Subcontracting) – International projects normally require some local work to be performed. This work can be the responsibility of the customer (preferred) or your responsibility.

If it is your responsibility - There are issues on finding a qualified, accepted and trusted local subcontractor. Then how do you monitor their performance and solve the problems that arise? Paying for local services is normally in cash and promptly. Purchase orders with payment 60 –90 days after invoicing is usually unacceptable.

If it is the customer’s responsibility, - There are issues of having the work done on time and to required standards. If they need subassemblies from you, how do you insure they get them on time and that there is a signed receipt? If there are problems how can it be ensured that the problems get surfaced to upper levels (A problem in Asian countries).

· Logistics – Logistics support from the home office have an important affect on project success .The field team needs a champion a home who will promptly provide the assistance needed. If there is no prompt home support, the field team will experience delays and other problems.  

· Offset – Certain high dollar value projects require offset. (Although the GATT 1994 Agreement on Government Procurement – also called the Uruguay round - prohibits offset, several countries still require offset as a cost of doing business). That is a percentage of the project value must be done in one of these ways – or a combination, depending upon the contract: 

Purchase of customer’s country products

Technology transfer

In-country work

These can be difficult tasks which are time consuming and expensive. If your corporation does not have an Offset Division (Ex. Siemens, Tynsen, HDW, GE) to handle these problems this can become a large problem area. The percentage of offset can be from as little as 10 % to over 50 % of contract value.

· Political Factors – There is political risk in every nation. It is preferable to conduct business in a country that has stable and friendly government. Political risk is lowest in nations that have a history of stability and consistency. Political risk has several parts:

Ownership risk

Operating risk

Transfer risk

International Tenant risk

Government interference

Domestic Issues risk

Ex. Israel’s Bio-Medical industry since 2001 has been unable to get approvals for new drugs or renewal of approval from U.S. FDA. The FDA cannot send personnel to Israel factories to review and approve. This is because the U.S. State Department has issued travelers warnings for Israel. This is causing the Israeli Bio-Medical companies to lose market position and the technology race. Many Israeli Bio-Medical companies are now relocating out of Israel.

· Problem Handling – Problems are like weeds in a lawn, they are easier to clean up if action is taken when they are small, taking action before things escalate. Problems must be address early and quickly. There are several factors that leads to snow-balling of problems:

Issues are allowed to slide and escalate

Some parties unwilling to comprise

No open and honest communications

Lack of intimacy – Not getting close to the customer

Not developing trust

Did not include appropriate parties

No continuous joint evaluations

No evaluation mechanism

Not willing to accept mistakes

Poor leadership

It is easier to prevent problems then to clean up afterwards
· Profit Margins – Most projects are won on competitive bidding, resulting in profit margins that are slim to non-existent. This tends to cause problems by reducing the Program Managers flexibility in handling problems. With low margins, one of the key problems facing the Program Manager is protecting the SMALL MARGINS. When faced with new problems this can lead to problems with the customer. If in trying to protect the slim profit margin and solve new problems, the project team becomes hostile to customer requests – bigger problems develop. A hostile international customer is something to avoid. Thus when margins are low, be very careful not to take out the stress on the customer.

· Schedules – If the project is taken on with tight schedules there will be, problems .As problems develop, and there is no schedule room to trade to solve the problems the Bid Bond can be put in jeopardy. There may be expensive concession to the customer to avoid penalties. If you are in this situation, have the customer request contract changes, them incorporate time management reserve in the change schedule to provide breathing room.
· Security – There are several parts to security: Personnel security, Equipment security, Access security, and Public notices security.

Personnel security - Your people that are at site need to be protected. This varies from country to country. S. Korea has incursions from N. Korea; Pakistan & Indian have local terrorists etc. There needs to be in place, where necessary, local protection for your personnel. There is also the problem of not walking into certain areas where there are high crime rates – they should know this before arrival in country.

Equipment Security - In certain countries your equipment will be stolen almost as soon as you install it. In Nigeria and other Africa countries, they will take your cooper wires and pipes. There needs to be security on all your equipment and other deliverables until turnover. (We had an incident in the Philippines were some locals tried to sell our equipment back to us – they were successful).

Access Security - There needs to be security who can access your equipment and in some case you personnel will need security clearance to access to customer’s site. Here security clearance does not necessarily refer to DoD clearance.

Public notices – Some countries do not allow publication of the contract award.

· Shipping – The shipping terms define the sellers and buyers responsibilities for making the shipping arrangements, paying transportation charges, providing insurance, port charges and allocating risk factors. Where does risk responsibility pass from one party to the other party? This varies from country to country and needs to be specified carefully. Ex In the United Kingdom, risk is the responsibility to the party, which has title. Since most items shipped do not have indicated who is the Title Holder – who pays for the insurance.
· Statement of Work, Terms and Conditions, Technical Specifications – These are the top level documents that define what is to be delivered, when it is to be delivered, where it is to be delivered, where and when payments are to be made. These documents need to be:

Clear  

Unambiguous,

Understood by all parties.

Any misunderstanding or areas of fogginess will cause conflict later. It is necessary before any papers are signed that any and all areas of ambiguity are clarified in writing. Before signing of documents there needs to be SRDR, SOWRR, and TCRR :

Specification Reading Design Review,

Statement of Work Reading Review 

Terms and Conditions Reading Review

These reviews need to be headed by independent people – people who are not involved with the project. This will surface problem areas, areas of ambiguity, areas with unclear definition. This will uncover where to take exceptions. 

How to handle contract changes and disputes needs to be defined in the contract.

· Teaming Agreements, Co-Production, Technology Transfer – Teaming agreements, Co-production and Technology Transfer are ways a company can leverage its limited resources to be more effective in the market place. But international cooperation has its own sets of problems. There are different organizational cultures and different country cultures:

How do they match?

Where do they mismatch?

 Can a match occur?

When problems occur how to handle them?

How to communicate?

Is there top management agreement that such alliances should occur?

How to start the alliances?

When to terminate the alliances?

How to make the synergy work?

· Training  - There is two types of training that needs to be accomplished: Training of customer personnel and training of your project team

Training of Customer Personnel - Many types of international contracts require training of local (Customer) personnel. There are many potential problems:

· Language of training course- Is this to be in your language or their language. If it is in their language a translator is required, this will at least double the time for training. The training manuals  - in what language. If the manuals are not in local language, there needs to be wide borders so they can write in their own language what each item means.

· Where is training to be performed – If training is performed in-country is there a suitable area, facilities, and accessories. If training is in-country what are the times for training (Ex. Taiwan starts at 8:00 lunch break 11:00 to 14:00, Spain start at 8:00, lunch break, day finishes at 14:30). If training is performed in the contractor’s country, what special conditions are needed? (The Chinese require chop sticks and monies, Vietnamese will only eat Chinese type food and require monies, the Turkish will not drive and require an allowance, The Saudi’s require transportation and a large allowance). There are many countries that political appointees take an international training course, just for the trip – they must pass. There are some countries that will have a Political 

Commissioner on the team (He normally falls asleep) – Vietman, PRC.

Training of Project Team Personnel – The project team needs training. Training in cross-cultural communications, in local cultural etiquette, in international problems and in international negotiations. The team needs to be technical proficient in their field of specialty plus proficient in international relationships. This will help prevent problems from arising. Any problems that can be prevented helps project success.
· Warranties – Warranties can be a source of problems. To avoid problems it is necessary to define what is specifically in the warranty, and just as important what is not covered by warranty. Also how to handle warranty issues as they arise. The details are also important, such as who pays shipping charges (have the customer pay to you and you pay return), how long is the promised turn around time. If a person has to go to site – how long before they arrive at site. It is important to define the difference between product updates and what is covered by a warranty. Product updates are normally not covered by warranty.

International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Acceptance Testing – Hand Over
	Site acceptance Testing
	Customer refuses to accept equipment
	Did not get agreement prior to testing what is to be cover in SATP

	
	Site acceptance Testing
	Customer refuses to accept equipment
	Did not have a international standard as acceptance test criteria

	
	Site acceptance Testing
	Customer demands additional tests 
	Did not get agreement prior to testing what is to be cover in SATP (Site Acceptance Test Procedure)

	
	SATP is complete and the punch list is issued
	Customer refuses to pay until all items on the punch list are complete
	Did not have major and minor punch list items. Where major items must be complete prior to payment

	
	SATP is complete and the punch list is complete
	Customer refuses to pay – all required spares and other deliverables are not on hand
	Did not pay attention to P’s and Q’s

	
	SATP is complete and the punch list is complete
	Customer refuses to pay – all required spares and other deliverables are not on hand
	Did not put in the contract allowing for partial deliverables with payment on each separately

	
	SATP is complete and the punch list is complete, all deliverables are in customer’s hands
	Customer refuses to pay
	Did not have the Warranty Bond in place 


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Agent vs.

 Representative
	In-country Agent or Representative talks to the customer
	Company is committed to a course of action it no intention to perform
	In adequate control of in-country personnel

	
	In-country Agent or Representative talks to the customer
	Company is committed to a course of action it no intention to perform
	Company used a Agent when it should be using a Representative

	
	In-country Agent or Representative talks to the customer
	Company is committed to a course of action it no intention to perform
	Does not have written limitations in its Representative agreement.


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Anti- Trust Laws
	Making a foreign acquisition
	The country’s government does not approve the acquisition
	Did not check local Anti-Trust Laws

	
	Making a foreign acquisition
	The local country directs your company to divest some companies or product lines
	Did not check local Anti-Trust Laws

	
	
	
	


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Bureaucracies
	Submitted Data Item for approval
	There are long delays by customer 
	Dealing with a large Bureaucracy and did not specify in contract what part of organization was to approve and how long they have to approve

	
	Request decision from customer
	There are long delays by customer
	Dealing with a large Bureaucracy and did not specify in contract what part of organization was to approve and how long they have to approve

	
	Required action by the customer is not forth coming
	No one part of the customer’s organization has responsibility
	Dealing with a large Bureaucracy and did not specify in contract what part of organization was to approve and how long they have to approve

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Commissions
	An FMS contract 
	Commission agreement with representative specifies 8 %. This is larger than $ 50,000
	Legally only allowed up to $ 50,000 on FMS contracts

	
	A commission agreement that specifies excessive commissions  ~> 10 %
	Possible violation of FCPA
	Unless there is proof that this a reasonable commission for the country, there could be a violation of FCPA

	
	A contract with commission
	Representative or agent request or demands full commission on contract award
	This can effect cash flow, profit – there should be a written clause that specifies that they get paid when you get paid

	
	A contract with commission
	The country does not allow commissions
	Legal problems – should have a consultant agreement

	
	
	
	


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Communications
	Problems develop 
	Customer not informed
	An “ouch” when the customer finds out

	
	Problems at the site and Senior management is not informed
	Problems fester
	Do not have alternate communications channel to find out problems in customers organization and politely bring to upper levels

	
	Deliver equipment to site. Never had any communications with the customer
	Problems develop and the customer is unmoving
	Did not establish communications with different levels of the customers organization

	
	Communicating with the customer
	Customer becomes stand-offish
	Ignored cross-cultural communication principals


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Conflict
	Problem develop with the customer
	The conflict it can negatively impact the project
	Did not define exactly what is to be delivered

	
	Problem develop with the customer
	The conflict it can negatively impact the project
	Did not define what was not to be delivered

	
	Problem develop with the customer
	The conflict it can negatively impact the project
	Did not define contract change procedures

	
	Problem develop with the customer
	The conflict it can negatively impact the project
	Using local law for disputes

	
	Problem develop with the customer
	The conflict it can negatively impact the project
	Did not keep the customer informed

	
	Problem develop with the customer
	The conflict it can negatively impact the project
	Did not develop good relation with customer

	
	Problem develop with the customer
	The conflict it can negatively impact the project
	Did not perform as committed

	
	Problem develop with the customer
	The conflict it can negatively impact the project
	Ignored local cultural conditions

	
	Problem develop with the customer
	The conflict it can negatively impact the project
	Were not sensitive to customer’s problems

	
	Problem develop with the customer
	The conflict it can negatively impact the project
	Were not sensitive to local politics

	
	Problem develop with the customer – getting worst
	The conflict it will negatively impact the project 
	Did not try amicable solutions

	
	Problem develop with the customer – getting worst
	The conflict it will negatively impact the project
	Did not get third parties involved

	
	Problem develop with the customer – getting worst
	Using Disputes Resolution Process
	No one will be happy


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Contract Changes
	Customer request contract changes
	Change proposals provide to customer – work authorized – but no change in contract funding
	A typical hold up play – there is no definition in contract on how long the customer has to approve the change and to change contract funding

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Contract

Currency
	Payment current is not in home currency
	The conversion rate between the two currencies may change
	Possible loss or gain

	
	Payment current is not in home currency
	To control possible of loss  - contractor takes out arbitrage hedge or insurance
	Increases in costs

	
	Payment is in –home currency and there is in-country work
	During the in-country effort the customer’s country is experience high inflation
	Increases in costs

as currency loses value

	
	Payment is in Host country currency
	Local government laws prevent transfer of monies to home country 
	Did not check local currency control laws before project

	
	Payment is in Host country currency
	Local government prevents profit being sent to Home country 
	Did not check local currency control laws before project


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Cultural Factors
	Friction develops with the customer
	Friction develops with the customer
	Not sensitive to local cultural factors

	
	Friction develops with the customer
	Friction develops with the customer
	Some one trying to impose their culture on the customer

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Customer

Program Reviews
	There are installation problems at the site 
	Customer has not provide all the infrastructure required
	There were no customer reviews scheduled that would have surfaced the problems earlier

	
	There are installation problems at the site 
	Customers personnel at site have problems and they could not bring them up to their senior management
	There were no customer reviews scheduled that would have surfaced the problems earlier

	
	There are installation problems at the site 
	The customer is not all that friendly
	There were no customer reviews that would have built relationships

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Data Approval
	Submitted Data Items for approval
	Customer refuses to approve
	There is no clear definition of what is acceptance

	
	Submitted Data Items for approval
	Customer rejects the Data Items for a number of minor reasons
	There is no clear definition of what is acceptance and what is rejectable

	
	Submitted Data Items for approval
	Customer takes excess time for approval and comments
	There is no definition on how long the customer has for review, comments and approval 

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Environmental Laws
	Attempting to export a product to another nation
	Not allowed to import to target nation, product violates local environmental laws
	Some nations use environmental laws to limit competition

	
	Export a product to another nation
	Find out you are responsible for recycling the product at no costs
	Did not check out local laws prior to project

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Export License
	Is a export license required
	Did not research to determine if a license is required 
	Delay or cancellation of project

	
	Is a export license required
	The end country is on a restricted list
	Delay or cancellation of project

	
	Is a export license required
	Did not put a special clause in the contract conditioning delivery and contract on approval and receipt of export license
	Delay in project and putting Performance Bond in jeopardy

	
	A export license is required
	Applying to the wrong agency
	Delay in project

	
	A export license is required
	After delivery is complete and warranty starts did not get a separate warranty license
	Possible revoking of Warranty Letter of Credit

	
	A export license is required 
	Did not list all items exactly that is to be provided. This includes hardware, software, documentation and training
	Delay in project and putting Performance Bond in jeopardy

	
	A export license is required 
	Did not renew warranty export license
	Puts Warranty Bond in jeopardy

	
	Received export license 
	Did not list all items exactly that is to be provided, exactly as in original export license
	Puts Warranty Bond in jeopardy

	
	Received export license
	Did not put clause in Terms and conditions that the customer would abide by US export laws and regulations
	Potential legal problems with US Government

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Extended Time for Personnel on Site
	Contract requires personnel on site
	There are personality conflicts
	Did not chose the correct person 

	
	Contract requires personnel on site
	The person wants to leave after a short time
	Did not chose the correct person

	
	Contract requires personnel on site
	The person on site is having problems performing
	Did not select and train correctly


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Force Majeure
	An unexpected, event that is not under your control occurs
	Project is delayed, consumer complaints and threatens to take the performance bond
	There is no Force Majeure clause

	
	An unexpected, event that is not under your control occurs
	Project is delayed, consumer complaints and threatens to take the performance bond
	Did not notify the customer of a Force Majeure occurrence

	
	An unexpected, event that is not under your control occurs
	Project is delayed, consumer complaints and threatens to take the performance bond
	A Force Majeure clause was invoked, but the delays are greater than 60 days – customer is within their rights

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Foreign Corrupt Practices Act

(FCPA)
	Are there any payments made to foreign nationals
	Payment made to secure contract
	Penalties under FCPA

	
	Are there any payments made to foreign nationals
	Payment made to influence companies position
	Penalties under FCPA

	
	Are there any payments made to foreign nationals
	Payment made to facilitate performance of contract – but can be interpreted for other means
	Penalties under FCPA

	
	Audit of Company book by US Government agency for FCPA compliance
	No specific audit trail on payments to foreign officials
	Penalties under FCPA

	
	Audit of Company book by US Government agency for FCPA compliance
	Company does not have a explicit policy and procedures on FCPA
	 Possible penalties under FCPA

	
	No payments to foreign nationals for influence decisions
	Foreign competitors make such payments
	You lose the project – A handicap of US Companies

	
	Foreign Company, with a office in the US 
	 This office makes payments to foreign officials to influence
	Penalties under FCPA

	
	Are there any payments made to foreign nationals
	Did not have Agents and Representatives sign company’s FCPA and code of ethics policy and procedures
	Penalties under FCPA

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Friction
	Minor problems are accumulating
	Problem solving appears to be going backwards
	Improper selection of project team members

	
	Minor problems are accumulating
	Problem solving appears to be going backwards
	Project team members are not trained correctly

	
	Minor problems are accumulating
	Some team members cannot withstand the psychological pressures
	Improper selection of project team members

	
	Minor problems are accumulating
	Problem solving appears to be going backwards
	Some team members do not have the proper motivation

	
	Minor problems are accumulating
	The friction of the project appears to be increasing
	Lack of experience by team members

	
	
	
	


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Installation 

Problems
	Installation can not start
	Program delays, increased in costs 
	Site not ready

	
	Installation can not start
	Program delays, increased in costs 
	Equipment and deliverables not at site

	
	Installation can not start
	Program delays, increased in costs, possible penalties
	Required field personnel not available

	
	Installation can not start
	Program delays, increased in costs 
	Lack of local accommodation

	
	Installation can not start
	Program delays, increased in costs 
	No material handling equipment available

	
	Installation can not start
	Program delays, increased in costs 
	Permits etc are unavailable

	
	
	
	


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Joint Ventures
	Have a Joint Venture 
	Joint Venture is not working out
	Did not investigate the economic and political factors in sufficient detail prior to agreement

	
	Have a Joint Venture
	Joint Venture is not working out
	There is insufficient communications between parties

	
	Have a Joint Venture
	Joint Venture is not working out
	Did not assign the correct personnel to the Venture or insufficient top management comment to the Venture

	
	Have a Joint Venture
	Joint Venture is not working out
	There are problems in disclosing sensitive information

	
	Have a Joint Venture
	Joint Venture is not working out
	There is disagreement on business objectives

	
	
	
	


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Leadership
	Problems are accumulating
	Project Manager cannot move the problems along
	Poor leadership

	
	No customer contact
	Project Manager not contacting the customer
	Poor leadership

	
	Project stalling
	Project Manager doing small comfortable things 
	Poor leadership

	
	
	
	


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Lesson’s Learned
	Problems are accumulating
	Problems are similar to ones on previous projects
	Did not incorporate Lesson’s from prior projects

	
	Project is slipping
	Problems are similar to ones on previous projects
	Did not incorporate Lesson’s from prior projects

	
	Projects are always in panic mode
	Problems are similar to ones on previous projects
	Did not incorporate Lesson’s from prior projects

	
	Projects are having customer problems again
	Problems are similar to ones on previous projects
	Did not incorporate Lesson’s from prior projects

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Letters of Credit (L/C)
	Provided a Bid Bond L/C
	During final stages of negotiation, too low contract value was accepted
	Sr. management may decide not to take the contract – will loss Bid Bond (~ 10 % of contract value and not being allowed to bid for years)

	
	Provided a Bid Bond L/C
	Awaiting return of L/C
	Delay in return of L/C causing increased in interest charges

	
	Issue a Performance Bond, typically > 30 % of contract value
	Contract is not on schedule and delays are not covered by Force Majeure
	Possible loss of Performance Bond

	
	Issue a Performance Bond, typically > 30 % of contract value
	As contract is being performed and payments are received – there is no clause for Drawn Down on L/C
	Increase in interest costs

	
	Issued a Warranty Bond, typically > 1 year
	Did not negotiate use a corporate guarantee
	Increase in interest costs

	
	Issued a Warranty Bond, typically > 1 year
	Customer destroys equipment
	A problem that can be costly

	
	Issued a Warranty Bond, typically > 1 year
	Did not specify specifically in the contract what is covered and what is not cover by warranty
	Conflicts and added costs

	
	Issued a Warranty Bond, typically > 1 year
	Did not specify who pays for shipping
	Increased in costs



	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Letters of Credit (L/C)

(Continued)
	Issued a Warranty Bond, typically > 1 year
	Did not specify turn around time for repairs
	Conflict and increase in costs

	
	Issued a Warranty Bond, typically > 1 year
	Did not get a warranty export license
	Delays, conflict, increase in costs and possible loss of warranty bond

	
	Issued a counter-vailing L/C for Down Payment
	As contract is being performed and payments are received – there is no clause for Drawn Down on L/C
	Increased in Costs

	
	Received a L/C from customer for the contract
	Did not specify payment with partial shipments
	Increased in working capital costs

	
	Received a L/C from customer for the contract
	Was not careful with all the details of the L/C
	Have problems with the bank in getting payment

	
	Received a L/C from customer for the contract
	Upon requesting payment from bank, the bank found details of the invoice in error
	Bank will refuse payment and will require a new corrected invoice from the customer

	
	Received a L/C from customer for the contract
	The invoicing is late for various reasons and the L/C expires
	Customer to issue a new L/C – time and additional monies

	
	Received a L/C from customer for the contract
	L/C is not drawn on your local bank
	Need to travel or wait for payments – additional cost

	
	Received a L/C from customer for the contract
	L/C is drawn on customer’s bank at a bank that is in their country, the bank is under government control
	May have problems getting payment 

	
	Have a contract an did not get a L/C
	Apply for payment 
	At mercy of the customer

	
	Letter of Credit required
	Did not have the customer pay for bank charges
	Additional costs


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Local Content
	Part of the contract requires to hire local personnel (not offset) to perform in-country prior to installation
	The contractor want to be paid in local currency 
	Currency conversion risks

	
	Part of the contract requires to hire local personnel (not offset) to perform in-country prior to installation
	Contractor is performing the work 
	How to insure that the proper work is being accomplished – how to monitor their work

	
	Part of the contract requires to hire local personnel (not offset) to perform in-country prior to installation
	A contractor is chosen
	Is the Local contractor acceptable to the customer – did not get a list of qualified contractors

	
	Part of the contract requires to hire local personnel (not offset) to perform in-country prior to installation
	The contractor has difficulties performing the intended tasks
	It is difficult solving problems from thousands of miles away

	
	Part of the contract requires that the customer perform site work prior to your installation teams arrival
	Your installation team is due to arrive – Is the site ready?
	How to insure that the site preparation done by the customer is acceptable before a team arrives

	
	Part of the contract requires that the customer perform site work prior to installation teams arrival
	The customer site personnel have problems in preparing the site- Sr. people have no knowledge 
	Did not establish alternate routes to get information on customer problems


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Logistics
	Need material on-site
	Material slowing in coming form home office
	No champion in the home office 

	
	Need direction from home office
	Direction is slow or not coming
	No champion in the home office

	
	Need technical support from home office
	Cannot get anyone to talk to you on your time zone
	No champion in the home office

	
	Home office 
	Home office calls your hotel in the middle of the night  - home office working hours
	No champion in the home office – if happens more, than once disconnect your phone


International Risk Identification Matrix
	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Offset
	Contract requires offset in the form of purchasing customer country’s products
	How and where to sell these products 
	Losses and contractual problems if offset can not be completed on schedule and in specified amounts

	
	Contract requires offset in the form of technology transfer
	How to find qualified companies who can absorbed and perform technology transfer
	Losses and contract delays

	
	Contract requires offset in the form of technology transfer
	How to find trust worthy companies
	Losses and contract delays

	
	Contract requires offset in the form of technology transfer
	The other company can become a competitor
	Loss of future orders or lower margins on future orders

	
	Contract requires offset in the form of in-country work 
	How to find qualified companies
	Losses and contract delays

	
	Contract requires offset in the form of in-country work 
	How to find trust worthy companies
	Losses and contract delays

	
	
	
	


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Political Factors
	Have a project in another country
	The local government is interfering with the project
	Project is not in a stable country

	
	Have a project in another country
	Cannot get approvals to export from that country
	Project is not in a stable country and approval from country desire to export to is not forth coming

	
	
	
	


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Problem Handling
	Problems accumulating
	Schedule is slipping
	Issues are allowed to slide and escalate

	
	Problems accumulating
	Conflict with customer
	Parties not willing to comprises

	
	Problems accumulating
	Conflict with customer
	Did not get close to the customer

	
	Problems accumulating
	Conflict with customer
	Did not develop trust with the customer

	
	Problems not getting resolved
	Cannot get required parties to make decisions on problems
	Did not include all parties in problem solving

	
	No improvement in conditions with the customer
	Conflict with customer
	No continuous joint evaluation

	
	Problems accumulating
	Conflict with customer
	Poor leadership

	
	No agreement status
	Cannot get parties together
	No agreement on evaluation criteria

	
	
	
	


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Profit Margins
	Problems are not being solved to customer’s satisfaction
	Conflict with customer
	Low Profit margins

	
	Problems are increasing in size
	Conflict with customer
	Low Profit margins

	
	Conflict with customer
	Customer threatens to take Performance Bond
	Low Profit margins

	
	
	
	


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Schedule
	Problems developing
	Problems not being solved
	Schedule very tight – no room to maneuver

	
	Cannot solve problems and trying to lay the problems on the customer
	Conflict with customer
	Schedule very tight

	
	Cannot solve problems and trying to lay the problems on the customer
	Customer threatens to take Performance Bond
	Schedule very tight

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Security
	People on site or in-country
	Your people may be injured due to a terrorist attack
	Did not have proper security tin place

	
	People in-country
	Your people may be a victim of a crime
	Your people were not briefed where the crime areas are

	
	Equipment and other deliverables are in-country
	Equipment is stolen
	Did not take precautions to secure the deliverables

	
	Equipment on site
	Some equipment is missing
	Did not prevent unauthorized people from visiting the site

	
	People in-country 
	Your people cannot get access to site
	Did not arrange proper clearance prior to their departure

	
	
	
	


International Risk Identification Matrix 

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Shipping
	A product is shipped to a foreign country
	There is damage in shipping. Surprising it is your cost
	Did not check local laws as to who has responsibility. 

	
	A product is shipped to a foreign country
	There is damage in shipping. Surprising it is your cost
	Did not define in the contract who is responsible for shipping risk and where risk responsibility is handed-over

	
	A product is shipped to a foreign country
	There is unexpected Port charges
	Did not define in the contract who is responsible for Port charges

	
	A product is shipped to a foreign country
	There is unexpected in-country transportation costs
	Did not define in the contract who is responsible for the in-country transportation costs


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Statement of Work

&
	Contract is received
	There are disagreements as to what is to be delivered
	Did not get clarifications before contract 

	Terms and

Conditions

&
	Contract is received
	There are disagreement as to the technical specifications
	Did not get clarifications before contract

	Technical

Specifications
	Delivery of equipment
	Customer refuses to sign for acceptance – customer say’s it is not what was ordered
	Did not get clarifications before contract

	
	Contract is received
	There are disagreements as to what is to be delivered
	Did not have the reviews before signing contract

	
	Delivery of equipment
	Customer refuses to sign for acceptance – customer say’s it is not what was ordered
	Did not get clarifications, and the clarifications were not in writing

	
	Delivery of equipment
	Customer refuses to sign for acceptance – customer say’s it is not what was ordered
	Did not have Contract Change Procedure in place

	
	Contract is signed
	Problem develop with the customer which there is difficulty in solving
	Did not establish a Dispute Resolution Procedure

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Teaming

Agreements
&
	Agreements are in place
	 There is difficulty in working with the other team
	Did not take organization cultural differences into account

	Co-Production

&
	Agreements are in place
	There is difficulty in getting all the pieces to fit 
	This is normal, and this is where the work is

	Technology Transfer
	Agreements are in place
	There is difficulty in getting information to the parties that require it
	Did not establish a communications plan. Did not follow up to be sure that the communications were effective

	
	Agreements are in place
	For awhile everything was working, now things are there is not so much benefit 
	Did not recognize that all agreements has a life, and have a time when they should be terminated

	
	Agreements are in place
	Have problems getting the necessary resources 
	There is insufficient top management commitment

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Training of Customer Personnel
	Language of Course is in the contractors home language
	There may be compensation problems
	May not be able to operate, maintain and trouble shoot the equipment

	
	Language of course is the customer’s language – a translator is used
	Extended length of course
	Was the additional costs in the budget

	
	Language of courses is the customer’s language – a translator is used
	Is the translator technically proficient
	There may be problems with the translation and resultant compensation problems

	
	Training manuals are not in customers language
	Problems in compression and following instructions
	May not be able to operate, maintain and trouble shoot the equipment

	
	Training manuals are not in customers language
	Training manuals do not have wide margins to allow for comments in customers language
	May not be able to operate, maintain and trouble shoot the equipment

	
	Training is to be perform in-country 
	Are the facilities sufficient, is the room adequate, blackboard, etc
	Training course may be inadequate

	
	Training is to be perform in-country
	In scheduling training did not take into account the normally working hours 
	May have insufficient time for training

	
	Training is to be performed at contractors facility
	Are the special conditions taken care of
	Students will have problems acclimate to your location

	
	Training is to be performed at contractors facility
	Do the students need local transportation
	Potential for problems


International Risk Identification Matrix
	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Training of Customer Personnel

(Continued)
	Training is to be performed at contractors facility
	Some countries required the contractor to provide allowances to the students
	Can be problems if ignored and added costs

	
	Training is to be performed at contractors facility and some of the students are along for the ride – given special considerations for rank
	Not recognizing the situation and failing to give them a good passing grade
	Long term problems

	
	One of the students may be a political commissar
	Assuming the person is a student 
	Can cause problems if any politics are discussed and the person must get a good passing grade

	
	
	
	


International Risk Identification Matrix
	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Training of

 Project Personnel
	Conflict with customer
	Project personnel not sensitive with local culture
	Project personnel do not have the proper training

	
	Project personnel wants Saturday off
	Conflicts with local customs
	Project personnel do not have the proper training

	
	Project personnel cannot handle local culture
	Project person insulted local people
	Project personnel do not have the proper training

	
	Project person cannot handle local culture
	Project person flipping out
	Improper selection of project personnel

	
	
	
	


International Risk Identification Matrix

	MAJOR CATEGORY
	CAUSE
	RISK
	EVENT

	Warranties
	A warranty return is received
	The unit needs repair, but is not covered by warranty
	There is no specificity on what is covered by warranty

	
	A warranty return is received
	The unit needs repair, but is not covered by warranty
	The end-user has a problem and cannot bring to senior level attention – need a way to find hidden problems

	
	A warranty return is received or there is a software problem
	The unit is covered by the warranty clause – the customer complains that it takes too long to receive the restored unit or software
	Did not define in the warranty the turn around time for repairs 

	
	There   is a problem at the site, and is covered by warranty
	The problem cannot be repair via modem and telephone assistance. It requires a visit by technical personnel
	Customer complains that it takes too long to get personnel to site  -did not define the response time for site problems

	
	A warranty return is received
	There are shipping charges due
	Did not put in the warranty clause that the customer is responsible for shipment to your facility

	
	A warranty returns is received or there are a software problems
	Problems are false  - not valid – getting large number of false warrantee returns
	Did not put in warranty clause, that false warranty returns will have a valuation charge

	
	A warranty returns is received or there are a software problems
	Problems are valid
	Poor system design driving up costs
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