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Chapter 1 Introduction  

1.1 Research Motive 

Due to the second oil crisis in 1979, Taiwan adopted the Energy Conservation 

Policy till year 2002. As a result, I never had the chance to see any heavyweight bikes 

as a kid growing up in Taiwan. Fortunately, I had the chance to study in Canada and 

there were two things that caught my attention after I landed in Toronto’s Lester B. 

Pearson International Airport and I still remember crystal clearly ‘till today. Firstly, 

the sun was still up at 9:00PM. Next, I saw a group of people riding shiny, beautiful 

heavyweight bikes on the Canadian Highway 401. In addition, these bikes were 

generating “Potato-Potato” rumbling noises. That was the first time I had ever laid 

eyes on a Harley-Davidson bike, and to say the least, it was a memorable experience.  

 

I used to think that Harley-Davidson was only very popular in The States because 

they are made in the USA and they represent American sprit and freedom. Not until I 

visited Hokkaido, Japan last year, did I see so many Harley-Davidson bikes, even 

more than Japanese heavyweight bikes. As I recall, what I learned from NCCU IMBA 

was that Japanese products are of higher quality because Japanese customers are very 

demanding. Moreover, today the Japanese manufacturers, Honda, Kawasaki, Suzuki, 

and Yamaha (The Big 4) dominate the motorcycle industry. Having said this, I began 

to wonder why the ‘picky Japanese’ would rather choose a Harley-Davidson bike over 

a Japanese one. Therefore, there must be something uniquely attractive about 

Harley-Davidson bikes and no wonder Harley-Davidson is the market leader of the 



heavyweight motorcycle industry in the world. Later on, I found that 

Harley-Davidson already has more than 130 independent dealers across the 

Asia-Pacific region but not a single dealership in Taiwan exists, and I ask myself, 

“Why is this so?” Having said this, I’d like to take the opportunity to research this 

phenomenon in detail.  

1.2 Research Objective 

This thesis will examine the following questions: How does Harley-Davidson 

international operate? Is Harley-Davidson interested in Taiwan market? Are there any 

companies selling heavyweight bikes in Taiwan now, and if so, what are their 

strengths, weaknesses and competitive advantages? Will Harley-Davidson hit a wall 

in Taiwan? Which market entry modes should Harley-Davidson adopt in Taiwan? 

What are the existing barriers and challenges to establish successful authorized 

Harley-Davidson dealerships in Taiwan?  

 

Ultimately, this thesis will be the foundation for a company that has a passion for 

heavyweight motorcycles, understands Harley-Davidson’s culture and lifestyle, 

possesses strong marketing skills, and has deep pocket financial power. As a bonus, 

the company who becomes a dealer in Taiwan can also learn about brand management 

and marketing strategy from Harley-Davidson.  

1.3 Literature Review 

It can be divided into four subgroups: 1.) Multinational corporations’ entries 

strategies for international markets, 2.) SWOT analysis 3.) Porter's 5 forces analysis 

and 4.) Heavyweight motorcycle market in Taiwan. 

 



1.) Multinational corporations’ Entry Strategies for international Markets: 

There are many English-language materials directly addressing this topic. Such 

as, Doing Business in Emerging Market and it stated “Selecting an entry strategy may 

depend on various factors, such as the promise and size of the market, the business 

environment in the market, managerial understanding of the market, international 

objectives, the product-market fit, the level of asset commitment for the target market, 

and the nature of competition in the target market. Eight principal strategies, grouped 

into three categories, might be considered by firm venturing into international 

business.”1 

Export Entry Modes 
 Indirect Exporting (through domestic intermediary) 
 Direct Exporting (through oversea intermediary)  

Contractual Entry Modes 
 Licensing 
 Franchising  
 Technology Transfer 
 Counter trade (barter)  
 Counter purchase 
 Buyback 
 Offset 
 Clearing 
 Management Contracts 
 Contract Manufacturing or Subcontracting  
 Turnkey Projects 
 Infrastructural Projects 

Investment Entry Modes 
 Marketing Subsidiary (includes company-owned sales, service, and 

distribution network) 
 Joint Ventures  
 Foreign Direct Investment (includes mergers, acquisitions and holding 

companies) 

In the case of multinational heavyweight motorcycle companies, they usually 

                                                 
1 S. Tamer Cavusgil, Pervez N. Ghauri, and Milind R. Agarwal, Doing Business in Emerging Market, page 89 



adopt Direct Exporting (such as BMW in Taiwan and Harley-Davidson in Korea) and 

Marketing Subsidiary (such as Honda in the US and Harley-Davison in Japan). The 

size of the market is the major determination.  

 
2.) SWOT Analysis: 

SWOT is also called TOWS. SWOT Analysis is a strategic planning tool used to 

evaluate Strengths, Weaknesses, Opportunities, and Threats involved in a business 

project. Basically, it can identify internal and external factors that are favorable and 

unfavorable to achieve the business project. There are many English-language 

materials directly addressing this topic. Heinz Weihrich introduced the TOWS matrix 

for matching the environmental threats and opportunities with the company’s 

weaknesses and especially its strengths. These factors are not new; what is new is to 

systematically identify relationships between these factors and basic strategies on 

them. He developed following framework: 

a.) Recognition of the various organizational inputs, especially the goal inputs of 

the claimants to the enterprise.  

b.) Preparation of the enterprise profile. 

c.) Identification of the present external environment. 

d.) Preparation of a forecast with predictions of the future environment  

e.) Preparation of a resource audit with emphasis on the company’s internal 

weakness and strengths. 

f.) Development of alternative strategies, tactics and other actions.  

g.) Evaluation and choice of strategies. 

h.) Consistency testing. 

i.) Preparation of contingency plans. 

Source: (Long Range Planning, Vol. 15, No 2, Page 55, 1982) 



Fred R, David published a book, Fundamentals of Strategic Management and it stated 

“The TOWS matrix is an important strategy-formulation matching tool that results in 

the development of four types of strategy, SO strategies, WO strategies, ST strategies, 

and WT strategies.”2 The TOWS matrix is illustrated in figure 1.1  

Figure 1.1 TOWS matrix 

 
Strength- S         

(List strength) 

Weakness- W        

(List weakness) 

Opportunities - O     

(List Opportunities) 

     SO Strategies    

Use strengths to take 

advantage of 

opportunities 

    WO Strategies 

Overcome weakness by 

taking advantage of 

opportunities 

Threats - T          

(List threats) 

     ST Strategies    

Use strengths to avoid 

threats 

   WT Strategies    

Minimize weaknesses 

and avoid threats 

Source: Fundamentals of Strategic Management, Page 207 

Strategic planning such as SWOT looks simple: analyze the current and expected 

future situation, determine the direction of the firm and develop strategies for 

achieving the mission. In reality, SWOT analysis is an extremely complex process 

which demands a systematic approach for identifying and analyzing factors external 

to the organization and matching them with the firm’s capability.  

3.) Porter's Five Forces Analysis 

Porter's 5 forces analysis is a good framework for business strategy development 

and it was developed by Michael E. Porter in 1979. A graphical representation of 

Porters Five Forces is shown in Figure 1.2.  

 

 

                                                 
2 Fred R David, Fundamentals of Strategic Management, page 206 



Figure 1.2 Porter Five Forces 

 
Source: http://en.wikipedia.org/wiki/Porter_5_forces_analysis 

 

 Threat of substitute products 

The existence of close substitute products increases the propensity of customers to 

switch to alternatives.  

 Threat new entrants 

Profitable markets will draw new firms which will effectively decrease profitability. 

Unless the entry of new firms can be blocked by high entrance barriers.  

 Competitive rivalry within an industry  

Sometimes rivals compete aggressively in low prices and sometimes rivals compete in 

non-price dimensions such as innovation, marketing, and brand.  

 Bargaining power of customers 

It is the ability of customers to put the firm under pressure. 

 Bargaining power of suppliers 

Suppliers may refuse to work with the firm or charge excessively high prices for 

unique resources and service.  

 

 



4.) Heavyweight motorcycle market in Taiwan.  

As mentioned earlier, there is no English-language material available to address 

the heavyweight motorcycle market in Taiwan. The followings are Literature Review 

from Chinese-language material related to heavyweight motorcycle market in Taiwan.  

a.) Master Thesis, Examining the heavy Motorcycle Riders’ product perceived 

quality and satisfaction in a Kano’s model framework” written by Wu, Guo-Rong 

from NanHua University. 

It mainly focused on existing customers’ satisfaction and it has nothing related to 

market entry strategies or Harley-Davidson. In addition, sample of survey is too small 

to be conclusive.  

b.) Current domestic heavyweight motorcycle market status and its future 

development from Chungtai Journal of heath sciences and technology, 2003, page 

125~142 

This research is based on customers’ point of view and it is trying to understand the 

image of heavyweight motorcycles among ordinary Taiwanese. The purposes of this 

research are listed below. 

 How in depth do customers understand the regulations about heavyweight 

motorcycle in Taiwan? 

 What do Taiwanese customers take into consideration before making a 

purchase? 

 Can Taiwan develop heavyweight motorcycle racing as a leisure sport?  

c.) Domestic Issues on imported Large Motorcycles, Journal of Traffic Science 

Central Police University Vol. 5 No.2 Dec. 2005, Page37~62 

This paper studies heavyweight motorcycle riders’ right to use road and traffic safety. 

In addition, it also analyzes its impact on environment protection and economy. The 

summary of this paper’s findings are listed below. 



 Large motorcycles are regarded as recreational tools and speed competing 

games.  

 The ride on freeways should be postponed for the time being because accident 

consequences can be severe. 

 EPA’s emission standard and noise regulation on large motorcycle should be met, 

but not constitute trading obstacles.  

 Government and firms should work together to expand and benefit the 

fast-growing market scale. 

d.) Issues and Suggestions for Large Motorcycles Management, Urban Traffic 

Quarterly Vo. 20, No. 2 July, 2005, PP. 62-75 

Taiwan government promises no limitation for importing large motorcycle when 

joining WTO. But the Ministry of Transportation and Communications treats large 

motorcycle the same as scooter. This paper presents some issues for large motorcycle 

management, traffic engineering, traffic enforcement, traffic education, traffic 

regulation etc. This paper also provides some suggestions to the government.  

 

Each market is unique in its way. So far there is no public information available 

about market entry strategies for heavyweight motorcycle in Taiwan. In addition, no 

body has attempted to adopt SWOT analysis to evaluate whether or not it is feasible 

to enter Taiwan market for foreign heavyweight motorcycle. Hence, I plan to conduct 

a research on the heavyweight motorcycle leader, Harley-Davidson, who has not 

entered into Taiwan as an example.  

1.4 Research Method & Framework  

There will be a brief introduction of Harley-Davidson history & basic 

information, how Harley-Davidson operates oversea and the unique characteristic of 



Heavyweight Motorcycle market in Taiwan at the very beginning. Research will also 

include the introduction of related regulations in order to understand the steps and 

procedures to import heavyweight bikes into Taiwan.   

 

Since there isn’t much information available from market and academic 

resources, it is important to have interviews, survey and first hand research. Through 

survey on existing heavyweight riders and members in the Yuan Shan Club of Taipei 

(people who have relatively higher incomes) and interview existing heavyweight 

motorcycle dealers and Harley-Davidson representative, I can conduct market and 

environment analysis and evaluate whether H-D will sell well in Taiwan. Through 

SWOT analysis, the competitiveness of Harley-Davidson motorcycles in Taiwan will 

be analyzed. 

 

Next I will present case studies on two existing heavyweight motorcycle 

companies, BMW and Suzuki in Taiwan. I will evaluate and understand why BMW 

succeeds but why Suzuki fails. Based on research finding, I will draw conclusion and 

identify the best Market Entry Strategies for Harley-Davidson Motorcycles in Taiwan 

at the end.  




