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This class is also called Industrial Organization. The course focuses mainly upon the theory of the firm and
the industry, with an emphasis upon oligopoly theory; but it also addresses empirical applications of the
theory. While it emphasizes oligopolies, there will be occasional consideration of competitive and
monopolistic markets. The latter market structures may be useful as benchmarks against which to
compare the predicted outcome of oligopoly markets, and in some cases may be of interest in their own
right as considering some of the topics of this course. Above, industrial organization is the study of
industry and firm behavior. Using the basic tools of microeconomic theory and “game theory” which has
been the main stream of economic thinking and applications in the past decades, this course also
explores the relationships among firms in an industry or across industries by examining the nature of
strategic interaction among firms. We will therefore study theoretical models and empirical evidence
for a wide variety of market phenomena such as price wars, price-fixing conspiracies, mergers, and
advertising campaigns. The focus attention is on the structure and performance of markets that are
imperfectly competitive. For this purpose, we employ game theoretic models to discuss recent articles
covering the following issues: 1) entry deterrence strategies and barriers to entry; 2) price and non-price
competition; 3) vertical control; 4) market segmentation and price discrimination; 5) market equilibria
with incomplete information. The knowledge that the student will derive from the course is useful for
further study of firms and markets as well as the effects of regulatory and legal systems (such as antitrust
law or competitive policies) upon firms; and how firms operate under regulatory and legal regimes. The
knowledge is also useful in further 2 study of the internal operation of firms. All these topics are covered
in the field of Industrial Organization. Topics covered in this field are useful not only for academic
consideration, but also in private enterprises, including financial and legal institutions; in government
and state regulatory agencies; and in international trade
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Case Write-ups and Assignments 35% (individual 20%/ group 15%)
Mid-term Proposal 15%
Term Paper 30%

Class Participation 20%
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Strategic Implications of Industry
Community e 1‘
-

) e
— New boundaries w new goal of a fu’m'f’ 2

* Create new industry communities \‘,

— New value propositions -

— New coverage - —,’ ]
* Incrcasc bargaining power in the d 3

community ‘

— The position of leaders

— The positions of being protected
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Open Innovation
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Closed innovation Principles { (| Open innoy vinciples
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® Sir this is my feedback for the Univ class:

This is the course that | anticipated and love the most. It's
always refreshing to anticipate new knowledge and interaction
with my friends, even though it was nighttime (the time of the day
where | least focus). | really like group work inside in class, so it's

e T ended up won't draini_ng my energy with additional homework.
e And | really happy with the individual work because there won't
N “9: be any freeloaders like in normal class. I'll take your teaching for

learning resources if | ended up as teacher too. Thank you for
everything.

It's great enough, and | appreciated the time when the prof tried
to make the class more fun (in the Coca-cola study case and tried
to go to Taipei Technology Exhibition Center, etc).
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Bargaining Power of Buyers: Fans

* Buyer power gives customers (buyers) the ability to squeeze industry margins by pressuring
firms (the suppliers) to reduce prices or increase the quality of services or products offered.

e Fans are the buyers with high purchasing power and become the necessary customer
to keep the industry afloat, because other buyers (MNEs) depends on the idols reputation.
Contrary, there are saesang fans as an extreme fans (lower bargaining power).

o K-pop greatly capitalizes on the audiences who are mainly tech-savvy for global circulation,
ranging from national to international fans. High price sensitivity (prefer free digital music)

e The switching cost considered easy due to K-pop culture on multifandom.
Several scandals would decrease fans perception of an idols.
Buyers would prefer to choose other fandom.
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Angelia Belinda Ngadiman {FIE52 &5~

He enlightened me that we can choose what kind of networking we
want to have and thus what kind of action we need to do to have the
position in that networking. By developing negotiation skills in human
relationships, we can maximize outcomes in this networking. In a
sense, the more we know our interlocutors interest, the more we can
find mutually beneficial solutions. | learned through the practical
implication he mentioned, “Try to get to know about what is
important for them, what do they value, what are the elements of
success for them.” | appreciated that he then continued by relating it
through a particular case about his friend that was frustrated due to
many conflicts in his job abroad. He proceeded to ask with one
guestion, “What do you have that they want?.” In other words, what
can we trade to make them get their resources/needs fulfilled.
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1.. Would you indicate specifically which aspects of this course you mostly favor with since the beginning till now, by a few words? -

class with few students, we thus have more chances to discuss the issue deeply~

I enjoy the interactivity of this course~

the teaching method with the case group discussion and some videos relevance for the topic make this class interesting. -

I really love how the teacher interacts with us, by providing discussion time and engaging the student in great way, especially how we can

connect our daily life with the knowledge we have learned.

2.Please provide us your opinions for the instructor about adjusting the directions (involved the teaching content, methods, evaluations, etc. ) of

this course, only if which could promote your learning effects.~

1 think all is ok, j like this styles teaching-

‘When there are any questions, the professor always gives a clear and very detailed answer, adding examples from modern times to make the
answer even more understandable. I find this course very useful, as I manage to apply the knowledge gained in lectures, in life and in other

classes.»

Everything is really good so far.»

More information for the assignments (a word file for the standard guidance)~

I thinks this is already great enough and the most enjoyable class I get this semester.~

3.Is there any circumstance in the class or by the learning evaluation methods that refer to the instructor what makes you feel uncomfortable and

unfair inferring to gender issue or sexual orientation? -

noper

No, I've never notice such things in this class«

Not at all.«
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