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INTRODUCTION	  
 

Our report is made for the case course Managing International Business in the 

Lappeenranta University of Technology and will be based on the internationalization of the 

Finnish company Metso Corporation. Through this report, we will show how the company 

had successfully become a multinational. 

Metso Corporation (Metso) is a leading supplier of process performance solutions, 

which headquarter is in Helsinki, Finland. The company supplies technology and services to 

process industries including mining, pulp and paper, oil and gas and power and construction. 

It is specialized in designing, development and production of systems, automation solutions, 

machinery and equipment.  

In this case study, we are going to focus on the European market. Even though the market in 

those sectors are clogged in Europe. Indeed, European economy is no longer based on 

industrial activities, and in the secondary sector in general. The emerging countries have taken 

the advantage in the secondary sector, with an economy turned to industry, such as Brazil or 

China. European industry has seen its share in GDP and employment in the European Union 

declined in recent decades, but it remains a key component of the EU economy. In 2006, the 

industry accounted for 18% of EU’s GDP (against 21% in 1996) and 17.9% of employment 

(against 20.9% in 1996), or 39 million people. By comparison, the industry contributed to 

16% of GDP and 13.2% of employment in the United States that year. (Fondation Robert 

Schuman, 2007) 

With their former colonial possessions, the European’s powers had quick access to Middle 

Eastern oil fields, which can provide them today, despite onerous concessions of place in the 

landscape of the global oil industry.  

 

To understand Metso Corporation's success in a clogged economy as the European’s 

one, we are going to define the global mining context, in the world and in Europe nowadays, 

and to which extent does Metso is going to subsidize its mining needs towards the current 

context. We may wonder how Metso is considering its development in a mature market, such 

as Europe.  

We will try to understand what are the key points to be profitable in the mining industry, and 

how Metso is using them (through innovations, and new technologies development). We will 

also study Metso's communication and marketing towards the current environmental 

problematic. 
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Finally, to answer those interrogations, our report will be made of the following structure: in 

the first part, we will focus on different theories, such as the PESTEL and the OLI theories, 

the SWOT analysis, and the Porter’s five forces. In a second part, we are going to apply those 

different theories to our case, Metso Corporation. 

	   	  



	   3	  

1.	  INTERNATIONAL	  BUSINESS	  AND	  INDUSTRIAL	  MARKETING	  THEORIES	  
	  

To see through our analysis of Metso Corporation, we decided to apply these four 

following theories that will help us all along to understand the success of a recent company 

that is nowadays a leader in its field and also a multinational. 

Our choice is focus on the external environment that may have been favorable for the 

company and also the internal environment, which represent its own advantages. Therefore 

we are going to present the PESTEL analysis, a macro-environment analysis, the OLI theory 

(Ownership advantage, Location advantage and Internalization advantage), which helps to 

understand how it became a multinational through its choice of foreign direct investment. 

Furthermore, we chose the SWOT analysis that shows the company’s advantages and the 

opportunities that it can take advantage of but also the weakness the company suffer from and 

the threat that can weaken the company. Finally we decided to also use the Porter’s five 

forces, which help to understand how the company works through all this competition. 

	  

1.1 PESTEL	  analysis	  
	  
This theory is the scan of external macro-environment and its acronym stands for different 

themes: political, economic, social, technological, ecologic and legal. (Quick MBA, 2009-

2010) 

The political part concerns government regulation on tax policy, employment laws, trade 

restrictions and tariffs. (Quick MBA, 2009-2010) 

The economic side is what affects the purchasing power of potential customers and the firm’s 

cost of capital, such as economic growth, interest rates or inflation rate. (Quick MBA, 2009-

2010) 

The social side is the demographic and cultural aspects of the external macro environment 

that can affect customer needs and the size of potential market through career attitudes, 

emphasis on safety or health consciousness. (Quick MBA, 2009-2010) 

The technological part is what helps to get lower entry barriers, reduce minimum efficient 

production levels and influence outsourcing decisions with R&D activity, automation or rate 

of technological change. (Quick MBA, 2009-2010) 

The ecologic part is all the laws concerning the ecologic environment that can affect the 

company’s decisions and how they produce their product. Indeed they have to follow some 

environment protection laws or consumption of energy laws. 
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Finally, the legal part is the laws that can affect the company’s organization through work 

laws, health laws or security norms. 

 

	  
(SmartDraw, 2014) 
	  

1.2 OLI	  theory	  
	  
It stands for Ownership advantage, Location advantage and Internalization advantage. Those 

are three potential sources of advantage that help to understand a firm’s decision to become a 

multinational. 

Indeed, this theory is the study of the way of thinking of the MNEs through their foreign 

direct investment. 

v Ownership advantage 

It explains why some firms but not others go abroad. 

Some firms have advantages that allow them to overcome the costs of operating in a foreign 

country. Those advantages are one of the factors of success of a MNE as they are production 

facilities. The more a company has production facilities, the more it will have a big 

ownership. 

Companies with low productivity produce only for home market whereas companies with 

medium productivity pay the fixed costs of exporting. And companies with high productivity 

pay the higher fixed costs of engaging in FDI. (J. Peter Neary) 

v Location advantage 
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It explains where a MNE choose to locate.  

We can find two forms of FDI: horizontal and vertical.  

The first one is when a firm locates a plant abroad in order to improve its market’s assets to 

foreign consumers by reproducing the same production facilities everywhere. This form of 

FDI saves on trade costs and allows companies to be closer to the market they are targeting 

however; they can lose the benefits of concentrating production in the firm’s home plant. 

The second one is when a firm seeks for low production costs abroad. (J. Peter Neary) 

v Internalization advantage 

It explains the influence of how a firm chooses to operate in a foreign country and why some 

activities are carried out within the firm. 

A balance is needed between transaction costs of using the market and organizational costs of 

running a firm. Production requires prior research therefore it is whether carried out within a 

vertically integrated firm or sold to downstream users. 

Efficient firms and firms which headquarters services are more important, often exhibit 

internalization whereas less efficient firms often exhibit arm’s-length trade, that means 

suppliers are in a separate legal entity. (J. Peter Neary) 

1.3 SWOT	  analysis	  
	  
It is the scan of internal and external environment that will help companies in their strategic 

planning process. Indeed it provides information that is helpful in matching the firm’s 

resources and capabilities to the competitive environment. 

Strengths and weaknesses are part of the internal environment whereas opportunities and 

threats are part of the external environment. 

To be successful, a company should develop competitive advantage by identifying a fit 

between the firm’s strengths and the upcoming opportunities. 

 

The analysis is separated in four different parts, two per environment. 

In the internal environment, we analyze the company’s strengths, represented by its resources 

and capabilities for developing competitive advantage such as patents, good reputation, and 

strong brand names. On the other side, weaknesses are represented by the absence of certain 

strengths such as the lack of protection, the high cost structure or the lack of access to the best 

natural resources. (Quick MBA, 2009-2010) 
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In the external environment, we analyze opportunities that a firm can benefit for their profit 

and their growth, for instance the arrival of new technologies or the removal of international 

trade barriers. 

Furthermore, threats are also analyzed. Those are the changes that can affect the companies, 

for instance, the shift in customer tastes away from the firm’s products or the increased trade 

barriers. (Quick MBA, 2009-2010) 

 
(Consultants Online) 

1.4 Porter’s	  Five	  Forces	  analysis	  
	  
It is a framework to analyze the level of competition within an industry and business strategy 

development, which helps to understand the strength of your current competitive position, and 

the position the company is considering moving to. It also helps to identify whether new 

products, services or businesses have the potential to be profitable. (Mindtools, 1996-2014) 

The analysis can be done through five different parts: supplier power, buyer power, 

competitive rivalry, threat of substitution and threat of new entry. 

 

The first one shows how easy it is to drive up prices through the number of suppliers, the 

uniqueness of the product or the service. (Mindtools, 1996-2014) 

The second one shows how easy it is for them to drive prices down through the number of 

them, their size and their price sensitivity. (Mindtools, 1996-2014) 



	   7	  

Competitive rivalry is all the competitive companies that can offer what you already offer and 

it can give them power as buyers and suppliers might go find a better deal elsewhere through 

the numbers of competitors, the quality difference and the customers loyalty (Mindtools, 

1996-2014) 

The threat of substitution is quite important, as it is the ability of customers to find another 

way to do what a company can do through the substitute performance and the cost of change. 

Finally, the threat of new entry is the ability of other rivalries to enter in the same market as 

us, which can weaken our position if they have competitive advantages. (Mindtools, 1996-

2014) 

 

 
(Strategy4u) 
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II.	  METSO’S	  INTERNATIONALIZATION	  

2.1 Presentation	  of	  Mesto	  Corporation	  
	  

Metso Company Europe is a historical implementation due to its mother company of 

origin and the Europeans identity of many acquisitions it has done. However, the European 

market is actually clogged while the emerging markets are getting more and more important 

and challenges are different. After the G20 that occurred in Bearsley (Australia), most of the 

interrogations were about Europe’s ability to increase its economy and to focus more on 

investments than on financial restrictions.  

 

Metso carries out operations through two segments, namely, Mining and Construction, 

and Automation. The company has well-established networks to provide engineering, 

production, procurements, sales and other operations in various countries.  

In 2011, net sales segment of Pulp, Paper and Power was 2,703 million and the largest 

industry was services’ one with net sales of € 916 million, followed by paper (795 million 

euros), energy (€ 715 million) and fiber (397 million euros). The same year, the segment 

employed 12 528 people. Europe, South and Central America, Asia and North America were 

all large segment of the market areas. (Metso, 2014) 

Metso Group is the result of several worldwide mergers and acquisitions that contributed to 

the creation of this giant industry. However, this industrial group is still relatively new, since 

it was created in 1999. (Metso, 2014) 

Within a few years, since its creation, Metso group has successfully imposed itself in Europe 

and in the world, as one of the leaders in all the sectors that the group is covering i.e. mining, 

pulp and paper, oil and gas, power and construction. 

 

European mining activity used to be the first worldwide, with producing countries 

such as France, Germany, and Great Britain.  Nowadays, France has no more mining activity 

on its territory, as the last one closed in 1991.  

For the construction sector, Spain was THE El Dorado for European real estate few years ago, 

but the crisis clearly stopped it and put their system up and down.  

The digital revolution came with different working methods, phones, and computers that 

progressively sent paper use mode to rubbish. It is said that Apple killed Finland twice: first 
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with the Iphone and Nokia, and secondly with the Digital revolution (Ipad) and the paper 

industry. 

 

With all the theories we have seen in the theory section, we are going to use them on 

the Metso’s case and we will try to understand the attitude of Metso on a mature market, the 

goals and opportunities the company focus on, and how does it face the European recession. 

 

To introduce the Metso case study, we will use the PESTEL theory that is used to 

describe the macro environment. It will help to understand different important points that can 

affect our European market. 

2.2 Metso’s	  PESTEL	  Analysis	  	  
	  

The politic point is helped by Metso’s origin. Indeed, as it is the bigger Finnish 

company, it has the support of the government on some points, and can argue and be a great 

ally.  

As Europe tries to centralize its decisions in Bruxelles, a lot of the directions are taken there. 

Founded in “1959” with the CCE, European Union is a very stable economic bloc that is 

guardant of democracy and free trade market into the Union. Also, as Metso has many 

factories in Europeans countries, it provides jobs that governments try to keep in their 

countries and are ready to make arrangements for them. 

The rise of extremist’s politics during those last years can be a threat for a company implanted 

in many countries as it is seen as a foreign entity, which works for a liberal capitalist world. 

Nationalism is never good for foreigners. Nonetheless, it would be a danger if they take some 

nationalist’s measures, and the worst case would be the exit of the Union.  

To resume, the free trade market and centralized decisions allow the company not to 

adapt to each local country politic decisions but to adapt to a general one, which is 

economically interesting. Indeed, taxes on companies are high, and the gap can be important 

between the countries, for instance: 10% for Bulgaria to 33% for France. Nonetheless, they 

have globally been reduced but the only measures that can be taken on taxes’ harmonization 

are decided by unanimity during the council of ministers, which is quite slow and typically 

reflect that Europeans have to take measures.  

However, Europeans elections for the European commission that took place this year 

guarantee more stability, as Jean-Claude Juncker will preside it for the 5 next years. 
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Economically, Europe is facing a crisis, and a very high unemployment rate. This 

unemployment rate is both an economic and social indicator that shows that the Nordic 

countries are in a healthier economic situation than southern ones (Spain, Portugal, Italy, 

Greece).  

During the G20 Brisbane meeting (11.14.2014), it was said that the risk of a world recession 

was coming from the European situation, and it was pointed out that they were not doing 

enough efforts to take off the growth (Hiault, 2014). 

 
However, a new economic plan is coming from the European commission to help European 

market to take off and drain more than 300 billions (Ducourtieux, 2014). Indeed, Juncker’s 

team, with his vice-president Jyrki Katainen, presented on the 26th of November his plan to 

invest in Europeans projects such as energy, numerical, or transports infrastructures. 

Therefore working on a selected project in the energy field could definitely be a good 

challenge for Metso. But on the other hand, the number of commands in Europe for its 

crushers went down from 140€ million in 2008, to 70€ million in 2014 (Hugue, 2014). 

 

Moreover, Europe has more than 500 million of habitants, with good standards of living, but a 

low birth rate (1.28 to 2.01 per couple) (Ined, 2014). Socially Europe isn’t that much affected 

by Metso’s decisions to close factories. Indeed, even if in Finland some tensions appeared 

when people knew that Metso wanted to increase the dividend while closing some plants, the 

only recent factory bashing was in Canada (La Presse, 2014).  

 

Technologically, the European market has a competition that is getting stronger and the 

companies’ differentiation lies in countries’ competitive advantage. To face the decrease of its 
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commands, Metso is doing some efforts on productivity in its factories thanks to 

technological, and R&D research; here we may take the example of the factory situated in 

Mâcon. 

Its main competitor, the British WEIR Group is also in Europe and they are both trying to 

differentiate themselves by R&D development and high-tech products.  

 

Ecologically, Metso has a double responsibility: the first one with the production of its 

products, and the second one with the use of their products after the sales. Besides, the 

company is known as a leader for climate change transparency by CDP (Districtenergy, 

2014). 

 

Finally, from a legal point of view, Europe is full of regulations and the main sectors that are 

affected would be mining, oil, gas, and the wood industries. For example law projects are 

being studied to decrease the production of illegal wood in Africa or Amazonia by putting 

more control barriers (Commission Européenne, 2014), which can affect some customers. 

 

Metso became a multinational company, and had to internationalize itself many times 

by going to new markets. Now we are going to see what the OLI theory can show us about the 

company’s local variables that can affect its foreign investments decisions. 

2.3 OLI	  theory	  on	  Metso’s	  case	  
	  

The ownership advantage of this company is clear: its R&D effort is important enough to 

have high technological products and machines. Their machines are full of technological 

inventions, that make them difficult to reproduce and here we can illustrate it with the pulp 

and paper department.  

Indeed, Metso is actually the company that produces the most efficient production lines of 

paper in the world; they have 12 technological centers only for the paper industry, with more 

than 500 specialists for each center. The number of Metso’s patent in the pulp and paper 

industry is more than 7.000 (Kompass, 2014). 

 

But what about the location advantage, for a brand that is the result of many acquisitions and 

joint ventures?  

By acquiring foreign brands, like Shaorui in 2012, this allowed Metso to strengthen its 

position on the Chinese market, and to produce some machines there. Furthermore, in 2012 
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Metso made a joint venture with Luigong, specialized in mid-market products, to design and 

manufacture some of its crushers and screens. The result is that its production cost will 

decrease, and it will also promote Metso products (sold under Metso Luigong name) in China 

(Metso, 2014). 

 

To enter the Asian market, Metso clearly decided to integrate, and to invest in joint ventures 

or acquisitions. On the last fourteen years, the company have done 58 important acquisitions, 

and started to invest in Asia since 2009 (any of the precedent acquisitions where Asians). In 

tree years, 6/12 of the acquisitions will be in Asia, and 4 of them in China.  

During this time, only 3 of the acquisitions where made in Europe, with an investment in 

Switzerland, Finland and Denmark/Sweden. 

For the example of Denmark, Metso invests in a license in the pulp industry, and keep going 

on to be a leading supplier in this sector (Ollila J., 2014). 

 
	  

Following on Metso’s success, we may wonder what are its strengths and weaknesses 

on the Western European Market and what about its future. Nowadays, this issue arises for all 

businesses because it is important to understand its advantages, but also what can weaken a 

business. The simplest theoretical way to approach is to do the SWOT analysis. 

2.4 Metso’s	  SWOT	  analysis	  
	  

	  
 

Strenths	  
-‐	  Power	  of	  the	  brand	  name	  
-‐	  Technology	  level	  

Weaknesses	  
-‐	  Cost	  structure	  
-‐	  Lack	  of	  scale	  
-‐	  High	  costs	  of	  manpower	  

Opportunities	  
-‐	  Technological	  environment	  
-‐	  New	  products	  and	  services	  
-‐	  Expansion	  opportunities	  
-‐	  New	  farming	  areas	  

Threats	  
-‐	  Sustitute	  products	  
-‐	  Unstable	  revenue	  

SWOT	  
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Strengths:  

-‐ Power of the brand name: Metso is recognized as a company, which offers a very 

good quality of products and services. That allows the company to establish higher 

price because of the additional value consumers place in the brand. 

-‐ Technology level: Nowadays, the success of a company, which operates mining, is the 

way in which it operates mining. Indeed, Metso is among the market’s leaders in 

construction and mining, thanks to their continuous technological research. 

Weaknesses: 

-‐ Cost structure: The company is mainly involved in mining, construction, pulp and 

paper, energy and automation. Running these activities force Metso to build a lot of 

infrastructures. As said before, Metso is one of the leader in some of these areas, 

which means that the infrastructures have to be costly, to be more efficient than the 

competitors. 

-‐ High costs of manpower: This weakness is present only in developed countries, which 

also correspond to the areas where Metso has developed its markets, including 

Western Europe and Northern Europe. Indeed, the company chose to manufacture its 

products in the countries targeted by these-last. 

-‐ Lack of scale: Metso favors quality over quantity. As a consequence, the cost per unit 

of production is very high. 

Opportunities: 

-‐ Technological environment: The European market is well built and conducive to 

technological development. This is a good opportunity for Metso to use the level of 

development of Europeans countries (especially in western and northern Europe), to 

improve their production in terms of quality and quantity.  

-‐ New products and services: Western and Northern European people are accustomed to 

innovation and to the latest trend. This is a good opportunity to the extent that it sells 

to other businesses (B2B1)

	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  
1	  Acronym for Business to Business, it means all trade relations between the two companies. Thus, a company 
sells its product or service to another, and not to a particular	  
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-‐ Expansion opportunities: The company now faces multiple possibilities. Indeed since 

it has adopted a policy of expansion since the 2000s, the company may choose new 

acquisitions or strong partnerships to maintain its leading position and gain more 

market share. 

-‐ New farming areas: European countries may decide to re-open some mining zones, for 

example. France is thinking about it and Greenland is opening mining zone (Le 

Monde.fr, 2013). 

Threats: 

-‐ Unstable revenue: Metso offers various types of products but its revenue depends on 

the market demand. In mining field, the company does not have a lot of problems to 

find costumers but in the construction, there are many competitors who reduce the 

number of potential customers. This makes global strategy and planning 

unpredictable. 

-‐ Substitute product: In fields where Metso has lots of competitors (paper, construction), 

the substitute products are a real threat for the company sales. Moreover, it makes 

price increases of products less flexible, if the company wants to keep its customers. 

 

The SWOT analysis reveals several points that Metso should consider in its strategy and 

planning.  

First of all, the western European market is interesting and well developed by the company. 

Indeed, it was able to understand and seize opportunities such as trade in business-to-business 

and the use of advanced technologies. Moreover, the B2B market is relatively large since this 

part of Europe is a zone called developed and has many businesses with an international 

scope. For instance, the company deals with major groups such as Smurfit Kappa, Grupa 

Lotos SA, and even Lafarge. These are multinationals based in Western and Northern Europe 

but both markets are very similar. Moreover, Metso brings them together for some statistics 

on its official website. 

Nevertheless, the society can always become distressed if it does not care about the threats 

and if it does not try to correct or mitigate the weaknesses outlined in the SWOT analysis.	  

This brings the company to real problems such as, how to adjust costs without impacting on 

the quality of the product or service? 
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The future of Metso on the Western Europe market depends in part on the use of the strengths 

and weaknesses set out above. However, even if there are some points not very reassuring 

such as the unstable revenue, the operation of the market is well on track because with that of 

Northern Europe, they represent 20% of orders received (Metso, 2013) and 708 million euros 

in net sales. (Metso, 2013) 

 

We may also wonder how Metso considers its development in a mature market, such as in 

Western Europe. Indeed, the main danger of a mature market is that it is clogged, as there are 

a lot of competitors. Even if Metso acquired a comfortable position in the last decade, the 

company is not immune from being overtaken. In addition, Metso is not the leader company 

in all its areas of activity and has no monopoly on them. Therefore, the enterprise must define 

its key success factors.  

These factors can be found using theories such as Michael Porter's one: Porters’5 forces. The 

five strengths exhibited by Porter are shown below. The key success factors result from the 

application of these forces on the Western market of Metso. 

 

2.5 Porter’s	  Five	  Forces	  analysis	  on	  Metso’s	  case	  
	  
Buyers (Bargaining power of customers) 

Customers influence markets through their negotiating power, so they influence 

markets profitability. In this case, if there are many sellers and few customers for a product, 

customer’s bargaining power will be great, so their purchasing power increases. In markets - 

in Western Europe - where Metso has an activity, there tends to be a few customers and many 

sellers. That means customers have an important bargaining power. Nevertheless, Metso 

practices mainly B2B, which has the effect of significantly reducing the number of 

competitors, mostly in the automation industry. Since 2000s, the company used to make 

acquisitions, which reduce the number of competitors.  

As a consequence, this difficulty is marginal because the company reduces the number of 

competitors and the customers’	  buyers can be retained by exclusivity clauses and contracts. 

Finally, the risk that customers themselves produce the offer is almost zero because the 

technological level of industries used is too high. 
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(Metso, 2014-1) 

Potential entrants (Threat of new entrants) 

This threat is composed of: the barriers, the knowledge needed, the time and cost 

needed, the technology protection and the economy of scale.  

The barriers to entry a mining Western Europe’s market are very “heavy”. Indeed, they are 

mainly laws that authorize and govern the working of 

mines. Even if the permits and authorizations manage to 

be obtained, there remains the problem of the time and 

cost of the installation of industries. In fact, the 

infrastructures needed for mining are truly expensive and 

it takes a long time to implement them. This is valuable 

for mining but this is still true for the main areas of 

activities of Metso, which are mining, construction and 

automation (automation does not appear on the graph 

because it is not considered as an industry). 

Moreover, a company that wants to enter these markets needs first to 

acquire the knowledge and the technology to produce goods, etc. 

However, Metso have already protected approximately 3000 inventions by patents. (Metso, 

2014-2) 

Also, the economy of scale is not very important in B2B because companies generally order a 

specific number of product, to another. 

 

Suppliers (Bargaining power of suppliers) 

This means that the suppliers’ power is to impose their terms (quality and cost) on the 

large firms. What increases this power is a low number of suppliers, a strong brand, the cost a 

company will have to pay to change supplier and a large variety of product. But, Metso does 

not have a lot of suppliers. Indeed, the company is making its own automation on its 

infrastructures and, as it produces with raw materials, this significantly reduces the number of 

suppliers with which it must deals. 

Furthermore, Metso is a strong brand and offers a large variety of product, due to its different 

fields of activity. This impacts the brand and can be a threat for Metso, which is difficult to 

enhance. 
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Substitutes (Threat of substitute product and services) 

Metso is affected on the long term by this threat. At the moment, except for oil and gas 

and energy, there are not real substitute products. It is more about competitors that have 

similar products. But, in the future, almost all of Metso's activities may be affected with 

technological advances.  

However, it is important to notice that Metso is investing a lot to develop R&D2. In fact, in 

2013, the firm invested about 350 million euros in it. At this point, it becomes possible to 

imagine that the company will be inventing its own substitute products.  

 

Industry rivalry (Competitive rivalry) 

 Every company are struggling together to increase or maintain their position. The 

number of competitors, the customer loyalty and the quality differences determine the 

dangerousness of this aspect. 

The number of Metso competitors is quite important in total, but looking separately for each 

sector, the number is not that big. This reveals that for each sector, the competitive rivalry is 

not so large. 

The quality differences are also a factor for the competitive rivalry, because the better is the 

quality of products and services of a company, the more it will be attractive, for customers, 

but also for suppliers. In this way, the advantage is certain on competitors as the company is 

awarded a monitoring of suppliers and prices for customers.  (Metso, 2013-3) 

It turns out that Metso quality is better than its competitors	  in the majority of its activities, e.g. 

mining and automation. This is also verified by the fact that customers see the brand as an 

indication of quality. 

 

Key success factors 

From the 5 forces of Michael Porter and to answer the issue, it is now possible to 

determine the key success factors. 

	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  	  
2	  R&D	  :	  Research	  and	  Development	  
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To manage to maintain its position, Metso must be better where the threats are potentially the 

strongest. At the moment, the threat of the bargaining power of buyers and the threat of new 

entrants are not so big, due to the high costs of entrance and the low negotiating power of 

buyers. Alike, the competitive rivalry is not so intense for Metso because in its main fields of 

activity, the firm has or is seen as having better quality products than its competitors. 

According to the five forces theory, Metso should pay more attention on the bargaining power 

of suppliers and substitute products. Indeed, Metso does not have a lot of suppliers, but they 

are very important and even with contracts, the company depends on them and it is not safe to 

lose them if its competitors are becoming too big, because suppliers will change customers. 

Also, substitute products will become a real threat for the future. It is a simple fact, most of 

Metso products come from limited resources, e.g. mining and paper industry. 

 

The key success factors are the R&D (to find new technologies and to avoid substitute 

products), and the continuous improvement of the quality of products and services, in order to 

be better than competitors and to differentiate themselves from others on the market. This has 

two consequences. The first one is to keep control on suppliers so they do not deal with 

competitors and the second one is to give a good brand image to customers, an image of 

quality. 
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Potential	  entrants:	  
	  

-‐	  Restrictive	  entries	  
barriers	  
-‐	  High	  implementing	  
cost	  (infrastructures,	  
etc.)	  
-‐	  High	  technological	  
level	  required	  
	  
	  
	  
	  
	  

	  
	  

Suppliers:	  
	  

-‐	  Large	  variety	  of	  
products	  
-‐	  Low	  bargaining	  
power	  of	  suppliers	  
	  
	  
	  
	  

	  
	  

Industry	  Rivalry:	  
	  

-‐	  Few	  competitors	  by	  
sector	  
-‐	  Lots	  of	  differences	  of	  
quality	  
	  
	  
	  
	  
	  
	  

	  
	  

Buyers:	  
	  

-‐	  Customers’	  loyalty	  
	  
-‐	  Low	  bargaining	  
power	  of	  buyers	  
	  
	  
	  
	  
	  
	  
	  

	  
	  

Substitute:	  
	  

-‐	  Technological	  
innovations	  
-‐	  Limited	  resources	  
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CONCLUSION	  
	  

As a conclusion, we can say that Metso Corporation, despite its young age, is already a 

well-established international company.  

In Europe, the free trade market and centralized decisions allow the company not to adapt to 

each local country politic decisions but to adapt to a general one, which is economically 

interesting. 

As we have seen earlier, the European market is stuck for companies like Metso Corporation, 

because it is an old market with a lot of already established companies, and this market had 

already faced several legislations, starting with the CCE, in 1959. To establish itself in this 

market, Metso had to establish a certain strategy. To do so, the company decided to focus on 

the quality of its products, and not on the quantity. Indeed, as seen in the OLI analysis, 

Metso's R&D department is important enough to have high technological products and 

machines.  

Plus, Metso already enjoys, because of its established status of giant, the power of the name. 

Metso equals quality in people's mind. Indeed Metso is known as a company that provides 

good quality products, thanks to its R&D department, that is always in the research of new 

technologies in order to improve its machines and products. 

The European market is well built and encourages technological development. This is a good 

opportunity for Metso to use the level of development of Europeans countries (especially in 

western and northern Europe), to improve their production in terms of quality and quantity.  

 Despite all this, Metso is running a lot of different fields of activities, such as mining, 

construction, pulp and paper, energy and automation, as seen before. The company spends a 

lot of money in those different infrastructures, and even more to keep all those infrastructures 

competitive. 

 In the future, Metso Corporation should keep focusing on technological development, 

in order to keep providing its clients in good and advanced quality products, but Metso 

Corporation should also focus on sustainable development, which is becoming a key aspect in 

the business world today. Also, people are getting more and more concerned about the 

environmental issues, and are sensitive to companies who respect the environment.
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GROUP	  REFLECTION	  
	  
	   We first had some problems understanding how the work should have been done, but 

after some mail exchange with the teachers, we decided to divide the report into two groups 

of work, the theoretical part, and the empirical part, each group, working on its own part at 

home. 

Through several group meeting, we have linked one part to each other to keep a coherent 

work. Those group’s meetings were also used to discuss about the topic, for a more precise 

view of the subject. Indeed, we had to choose really precisely theories that would match with 

our casework on Metso Corporation. 

 

This is how we decided to share the different parts of the case: 

For the introduction and the theoretical part: 

Matteo Amoretti, and Aline Chhor 

 

For the empirical part and the conclusion: 

Gaël Monnet, and Etienne Serres 

 

We all did our research separately, and shared them during the group meeting to see if we all 

agree on the source that we were going to use. Ultimately we did this together by all putting 

ourselves into it. 


