
May 25, 2003 
 
Mr. Bruno A. Hill, Purchasing Coordinator 
High Line. Inc. 
One Union Ave. Saratoga Springs, NY 12866 
U.S.A.  
 
SUBJECT: Result of the raincoat transaction with Korean sellers and recommendations for 

future transactions 
 
Dear Mr. Hill: 

In response to your request in our conversation last week about the raincoat transaction with 
Korean sellers, I'm writing this letter to inform you of the results and process of the transaction. 
This report also presents our assessments and recommendations that may benefit our future 
transactions for the sake of High Line, Inc. 

Background of the transaction  
Some background information on the transaction, our initial goal and  strategy will help you to 
a better understanding of this report. As Korean-brand raincoats have strongly attracted the sea 
anglers and football spectators in US recently because of Korean raincoats' durability and 
fashionable style, their good quality also brought other international buyers into our negotiation 
tables with Korean sellers and created keen competitions among buyers. There were two ses-
sions of sales meetings where total of four Korean sellers and four buyers (including our 
company) from various countries  pursued their own profits.  

Our initial goal and strategy 
The general goal of our raincoat transaction was that we would purchase maximal total of 
20,000 raincoats from Korean sellers and resell them to American retailers at a higher price. To 
create a healthy profit from the transaction, there were mainly three factors we had to bear in 
mind before we signed the contract; the unit price with certain conditions (freight, insurance, 
special packaging), quantity of raincoats, and available delivery schedule. 

In regards to the price of raincoats, of course, we would look for a seller that would provide the 
lowest price. We, also, would buy raincoats on the C. I. F. basis with special packaging in-
cluded. Considering quantity of raincoats, there were certain restrictions in quantity according 
to three separate available arrival schedules (please refer to Table 1). As you notice in Table 1, 
the earlier delivery schedule allows us to resell raincoats at a higher price so that we would 
ensure the best results. Therefore, our initial strategy was focused on finding Korean sellers 
who would deliver as many raincoats as possible by Sep.16th with an acceptable price and 
conditions. In case we are not able to sign a contract with a profitable price and the arrival 
schedule of Sep. 16th from any sellers, another contracts with the next available arrival 
schedules (Sep. 27th, Oct. 15th) had to be considered as our second or third choice along with 
the same conditions.   
 
Table 1. Availability and Price 

*QUANTITY *DATE *PRICE 

20,000 9/16 $47.00 

17,000 9/27 $42.00 

15,000 10/15 $37.00 

 

 



Results of the transaction  
During the negotiations with Korean raincoat sellers we faced obstacles in fulfilling our initial 
goal due to the unexpected high competition among buyers and insufficient supplies of rain-
coats from Korean sellers as well as lack of productive strategies in our negotiations with 
sellers. As a result, we ended up yielding a $560.00 profit from three contracts with Black Star, 
Olympic, and Stone's trading company. As for the brief summary of each contract's result and 
details,  please refer to Table 2. 
 
Table 2. Individual Contracts 

Sellers *Price  Quantity Arrival  
Date Price Cost Landed cost After Resale  

Sellers  *Price  Quantity Arrival  
Date Sub-total Cost Profit Loss 

Black  
Star $25.00  7,000 Oct. 14th $175,000.00 $72,800.00 $11,200.00  

Black  
Star $25.00  7,000 Oct. 14th $247,800.00 $11,200.00  

Olympic $33.00 3,000 Sep. 16th $99,000.00 $40,800.00 $1,200.00  
Olympic $33.00 3,000 Sep. 16th $139,800.00 $1,200.00  
Stone's $27.20 8,000 Oct. 14th $217,600.00 $90,240.00 $11,840.00 
Stone's $27.20 8,000 Oct. 14th $307,840  $11,840.00 
     Total Profit 
     $560.00 

 

 

Overall assessment  
Although we yielded a profit of $560.00, our assessment is not very positive because the profit 
is far smaller than the amount we initially expected and it is relatively small compared to other 
successful buyers' achievements.  

Our initial goal in profit had been set to $35,200.00 in case we bought 20,000 (maximal quan-
tity available) raincoats at the price of $30.00 and resold them at the price of $47 per piece 
(highest resale price available) to American retailers. However, in reality, we managed to make 
a total profit of merely $560.00 from three transactions. We made a profit of $12,400.00 from 
two transactions together (with Black Star and Olympic trading company) and a loss of 
$11,840.00 from the other transaction (with Stone's). The main reason we made a small profit is 
that we were way behind of other buyers in making contracts with sellers because of our de-
layed decisions. We spent too much time negotiating with Black Star, delaying the decision. 
Also, with regard to the loss from the transaction with Stone's, it could have been avoided if we 
had calculated the maximum price beforehand for the negotiation. By doing that, we wouldn't 
have gone for the deal. Overall, our team needed to make more prompt decisions. Also, it was   
necessary to pre-calculate the upper limit of the price to prevent any possible loss. 
 
Problems identified in the negotiations 
After the transaction, we had a team discussion to define problems occurred through the 
transaction. Finally, we've come up with three main problems; slowness in communicating and 
decision-making, insufficient authority for each member, and no strategy against unexpected 
wrong information from sellers. 

First of all, there was a communication problem among representatives of our team during 



negotiations. Everytime a representative wanted to communicate with the leader or other 
members, a member had to call a meeting to share the information. It not only obstructed an 
effective negotiation with sellers but also seriously delayed decision-making process that the 
seller turned to other buyers.    

Secondly, since each representative of our team didn't have the right to make any decision by 
themselves, we missed potentially profitable contracts. Lack of authority combined with 
communication problem prevented us from succeeding in negotiations.  

Besides the problem in communication and lack of authority of members, we were not very 
well prepared to deal with inaccurate information from sellers. One of the main reasons that we 
missed several contracts with sellers for Sep. 9/16 or 9/27 was that we clung to one of the sellers 
for a too long time. Black Star trading company initially proposed a far lower price with de-
sirable conditions than any other sellers'. They proposed $30 per piece (C. I. F. basis. plus 
special packaging) with the arrival schedule of Sep.16th at the beginning and continuing ne-
gotiating with us until the last minute. It, however, turned out that their attractive price was not 
based on the correct information and we had to give up the contract  at the expense of  other 
profitable contracts.  

Recommendations for future transactions 
These rather disappointing results should be avoided in the future. Based on the analysis of 
problems in the previous section, our team reached some recommendations as well that may 
solve the problems. There are two recommendations; introducing a new technology, organizing 
a specialized negotiation team with experts.  

Firstly, we recommend that our company introduce a technology for more effective commu-
nication in our negotiations. Thanks to the advanced Internet technology, there are now wire-
less internet devices available at the reasonable price. Small portable laptops will help repre-
sentatives stay in touch simultaneously and keep informed effectively during negotiations. 
There are many good programs for communicating one the web such as MSN messenger. 

In addition to using laptops for internet communication, we suggest forming negotiation teams 
with experts. These days, the competitive international trade environment requires a profes-
sional performance. The trade environment is getting  tougher and more complicated with legal 
matters, and other considerations as well as unexpected situations. For ensuring profit in every 
performance, we need to be equipped with trade experts. Otherwise we will be left out in the 
market. One of the global companies, 3M runs special training programs exclusively for ne-
gotiations representatives. Educations are on Trade Law, Market Analysis, e-trade, Negotiation 
Skills and so on. By organizing a team with such experts, each member can be a effective 
consultant each other during the negotiations. Although launching training programs  and re-
organizing teams require quite a budget, time, and efforts, it will enhance our productivity 
significantly in the future.   

To sum up, our team brought total of 18,000 raincoats in a $560.00 profit by three contracts 
with Black Star, Olympic, and Stone's Trading Company. We can say that, even though we 
haven't succeeded in our initial goal and yielded a high profit, we have learned valuable lessons 
which will benefit our future transactions. Lastly, we'd like to reminds you of our recommen-
dations on the use of wireless internet, the specialized negotiation team.  



Everyone on the team hopes that you are doing well, and that business is not keeping you as 
busy as you were last time we met. And we want to express our appreciation for your very 
helpful guidance throughout this transaction. I will be glad to discuss our transaction result and 
recommendations with you during our Tuesday lunch and follow through on any decisions you 
make. 

 
Sincerely, 
 
Lee Won Il 
Team leader  
High Line, Inc. Purchasing Team 
 
 
LWI/khy 
 
Enclosures:     

1. Copy of the contract and profit calculation with Black Star Trading Company   
2. Copy of the contract and profit calculation with Olympic Trading Company  
3. Copy of the contract and profit calculation with Stone's Trading Company  


