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Wal-Mart Argentina

Note to the Professor

The Wal-Mart Argentina case provides students with an understanding of valuation and evaluating risks in emerging markets. 

The first half of the case addresses the issue of whether or not Wal-Mart should expand into Argentina. Key objectives in this part of the case include evaluating risks in emerging markets and diversification opportunities offered through investment in emerging markets. 

The second half of the case addresses the issue of how Wal-Mart should enter the market. Three alternatives are discussed – joint venture, acquisition, or internally funded growth. Among others, tasks include estimating discount rates in emerging countries, estimating discount rates for companies operating in emerging markets, and determining appropriate measures of project success given the risks involved in emerging markets. 

The case presents the background surrounding Wal-Mart in 1993 and addresses Wal-Mart’s recent international expansion efforts. It also provides sufficient information on market conditions in Argentina and cash flow projections for students to attempt to value Wal-Mart’s three expansion options. 

Case Description

Wal-Mart is faced with a decision of whether or not to expand its operations into Argentina. If Wal-Mart chooses to expand into Argentina, it must not only determine the amount of resources the Company should invest into Argentina, but also the method of expansion. Finally, the Company must determine how it will measure success in the emerging market.

Learning Objectives


Overall, the case provides students with the opportunity to utilize alternative models to determine the discount rate. It also facilitates discussion of diversification opportunities provided by emerging markets and challenges students to incorporate emerging market risks into traditional valuation models.

More specifically, learning objectives include:

· Assessing risks of emerging markets versus developed markets.

· Estimating discount rates in emerging market countries, specifically Argentina.

· Estimating discount rates for companies operating in Argentina.

· Determining appropriate measures of project success in emerging economies.

Case Materials

· Case Proposal

· Case Text

· Case Exhibits

· Teaching Note Text

· Teaching Note Exhibits

· Presentation Slides

This case was prepared by The Fuqua School of Business ‘2000 MBA students Luciene De Paulo, Andrew Martin, Esther Montiel, Jennifer Pogue, and Gabriel Szulik.
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