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Abstract

The purpose of this study was to test a model dpeel by Freeman and
Cavusgil (2007), which describes different chanasties among managers in the Born
Global company, and the relationship between tbhaeacteristics and the commitment
to accelerated internationalization in these firifise aim has been to contribute to the
development of theory on the relatively new phenoome“Born Globals”, and more
specifically on the characteristics of the managehis type of firms and the effect he
or she has on the behavior of the firm.

The research questions that were answered werdertileeé characteristics that
define the four commitment states, “the respondéithe opportunist”, “the
experimentalist” and “the strategist” in the typgpjodeveloped by Freeman and
Cavusgil (2007), could be identified among the Negian Born Global companies and
their managers, and whether they are related tb etter and to the commitment to
internationalization. Further, the research questiof whether there is a relationship
between these characteristics and the internatiexpérience of the managers, and
between the characteristics and the performanteedirm were answered.

The design of the research was descriptive andtiaigve, and a survey using
Questback was distributed to a sample of comparmascterized by having high-tech
products or processes, fewer than 100 employeeshawithg been established after
1990. A requirement of international activities riggiinitiated no later than six years
after inception was also applied. These requiresnarg often used to define the Born
Global concept. An essential part of answering theearch question was the
operationalization of the model by Freeman and GgW(2007) by the researcher. The
survey and the results obtained were based oroff@gationalization. When analyzing
the data, SPSS was used for the statistical proesdhat were conducted to test the
relationships between the different variables.

This study found that five characteristics could ioentified among the
managers in the Norwegian high-tech Born Global games. These five factors were
Adaptiveness, Innovative orientation, Risk-takinghavior, Other-oriented behavior,
and Personal interactions. These characteristicsial show strong indication of being

related to each other. Further, tests on the osisliips between these characteristics



and commitment to internationalization found thatd®nal interactions were related to
higher percentage of international sales withine¢hiyears, and to the number of
continents the companies were present in. Innogainentation was found to increase
likeliness of internationalize within three yeafteainception. Based on these results,
the characteristics of the manager and the relstiips between them, as well as the
relationship between the characteristics and comenit, were not identified among the
Norwegian Born Globals in the same manner as thaeirio the typology by Freeman
and Cavusgil (2007) indicated.

With regards to the relationships between the chtaratics and the degree of
international experience among the managers, expmi gained at home, such as
traveling through work or other contact with intational market before becoming a
part of the Born Global company, had a higher degrfeOther-oriented behavior and
Personal interactions. International experienceaiobtl abroad, such as working or
studying abroad, also had a positive effect ond®aisinteractions. The characteristics
of Adaptiveness, Personal interactions and Othiented behavior were found to have
a positive relationship with performance. Even wigentrolling for size in revenues,
size in terms of number of employees and age ofctmpany, these characteristics
have a significant effect.
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1. Introduction
1.1 The Born Global phenomenon

Born Global companies are a special type of Smalll &edium-sized
Enterprises (SMEs) (Gabrielsson et al. 2008), wlaoh characterized by their rapid
internationalization, as they are known to beconternational from “inception”. This
is not, however, a practical definition as they aot literally international from day
one, nor are they necessarily global, in the litareaning of the word, as being present
on several continents. There are many definitidnth@® concept of Born Global firms
and no uniform characteristics exist, and a wallafted theoretical framework for these
firms and their internationalization has yet to bensistently developed. The
phenomenon was “discovered” as late as in the 1980d empirical support for
theories around it is still limited, however incse®.

In general, Born Globals aredmpanies that from or near founding obtain a
substantial portion of total revenue from salesiriternational markets (Knight and
Cavusgil 2004:16). Therefore, these companies ai@lyncharacterized by their low
age and small size when they first initiate intéioral activities, and thus also by their
lack of the financial resources, and the knowledgat traditionally have been
considered a requirement for successful internatipation. Despite this, they do in fact
represent a strong competitive force against laegéablished companies. This is an
important reason why it has become an interestieg # look at from a managerial
point of view. Research may provide managers wdtfiteonal knowledge on how these
new firms can overcome the challenges that arigen frooth the process of
establishment of a new firm and at the same tilme eikpansion into new international
markets (Aspelund et al. 2007:1431).

The idea behind studying these new forms of smaihsf is that one may
contribute to a better understanding of them, antthis way help the entrepreneurs, the
managers, and the investors in such companies.iftportant to determine the factors
that may help them make better choices for theresedwd their companies in order to
create value through success. It is particuladgrasting in the context of a small and
open economy, such as Norway, with a relativelylsd@mestic market, which may
force companies to go international to survive, ahdn early stage in its development.

In addition, in a small country the frequency ofadler firms are high, and to gain a



better understanding of this phenomenon is impartas these small companies are
crucial for the development of the value creatiothie economy.

There are several different names for these compasiuch as International
New Ventures (Oviatt and McDougall, 1994), Globtrsups (Oviatt and McDougall,
1994), High Technology Start-ups (Jolly et al. 19%hd finally, Born Globals (Rennie,
1993; Knight and Cavusgil 1996), which is the namoemonly adopted in recent years.
A definition commonly referred to when discussifgstphenomenon, is the one of
Oviatt and McDougall (1994), who define Internatibhew Ventures a%..a business
organization that, from inception, seeks to dersignificant competitive advantage
from the use of resources and the sale of outputsaltiple countrie’s (Oviatt and
McDougall, 1994:49). The operationalization of thi®ad definition, however, varies
to a large extent between studies (Aspelund e2@07:1431).

One definition, which has often been used, requar&orn Global company to
export 25% of their sales within 3 years after pian (e.g. Knight & Cavusgil,
1996/2004). However, almost any start-up compaosnfa small country that offers a
specialized product addressed to a market niche)dconeet this requirement
(Gabrielsson et al., 2008:387). Rennie (1993) @sfiBorn Globals generally, as firms
that achieve a significant international presendhiw two years. McDougall, Shane,
and Oviatt (1994) use an eight-year definitionutdiio in general, the literature suggests
that Born Globals enter foreign markets between amd six years after inception
(Coviello and Munro, 1995). According to Gabrielsset al. (2008), it is fair that no
universal, numerical definition exists, as ratioegports or the range of geographically
international activities are influenced by the homauntry and its economy, its
neighboring markets of the firm, and other factstg;h as type of industry (Gabrielsson
et al., 2008:387). This debate underlines the lasickonsistent theory and definitions
within this relatively new field, which also supp®the need for further research.

Oviatt and McDougall (1994) developed a much refgmo framework on Born
Globals, or what they called International New \eas (INVs), where they categorize
the companies along two dimensions, the coordinaifovalue chain activities, and the

number of countries involved, as seen below:



FEW ACTIVITIES COORDINATED NEW INTERNATIONAL MARKET MAKERS
ACROSS COUNTRIES

{(PRIMARILY LOGISTICS) EXPORT/IMPORT START-UP MULTINATIONAL TRADER

COORDINATION OF RRl

VALUE CHAIN IV

ACTIVITIES

GEOGRAPHICALLY
MANY ACTIVITIES COORDINATED GLOBAL START-UP
ACROSS COUNTRIES FOCUSED START UP
FEW MANY

NUMBER OF COUNTRIES INVOLVED

Figure 1.1: Model of types of International New Vetures
Source: Oviatt and McDougall (1994:59)

The “new international market makers,” focus onakipg goods and services
from their home countries to countries where ther@emand, and thus, they have few
activities coordinated across countries and thdferdin terms of the number of
countries involved. Some of them may export tongited number of countries, while
others, like the multinational trader, will expoota large number of countries from or
near inception. While these INVs focus on exportargl importing activities, other
INVs coordinate several activities across countraesl this latter group is divided into
two groups; the geographically focused start-upkiciv coordinate their activities
across a limited number of countries, and glokat-stps, which are involved in several
countries (Oviatt and McDougall, 1994:59). Thistdatgroup is considered the most
radical form, and is the type of firm that is mgs#ferred to as true Born Globals today
(Gabrielsson et al., 2008).

When studying Born Globals, the focus has oftennbee the high-tech or
technology-oriented and innovative firms, or firmg&h products that aim for a niche
market (Knight and Cavusgil, 1996). These are ti@ually considered belonging to
global industry with a high degree of competitiofifus internationalization is
unavoidable. Many researchers have looked at tfierelices between Born Globals
and their counterparts, purely domestic firms. Hesve as the Born Globals have

become accepted as a phenomenon and are no lasganjexception to the rule it may



be argued that it is now more interesting to lobkha differences between companies
within the definition of Born Global, and their fss in the international markets.

1.2 Factors explaining the emergence of Born Globals

Several factors in the environment of SMEs helplarpwhy the Born Global
phenomenon has emerged in the past decades. Tédsesfalso help explain why
SMEs are able to compete in the international ntarkespite the fact that they lack
resources, experience, and knowledge, and that ttmnpetitors may be large,
traditional MNEs that have built up resources, exgmee and knowledge in the foreign
markets over time. These factors are often refetoeds pull factors, and are mainly
globalization forces in the environment of the SMEs

Market conditions have changed dramatically inlds 20 years, and the main
cause has been the technological developmentsvihditave been experiencing. This
has led to an increasing amount of information latée and the flow of it has become
more efficient, which has also led to an increasingwledge on international markets
among, not only firms, but people in general. Inliidn, technological developments
have enabled small-scale production to become ecmadly beneficial, therefore that
economies of scale are no longer necessarily a emmmp advantage for large
companies.

The increasing flow of information has contributed making markets more
homogenous across nations, which has increasatethand for products regardless of
their origin. At the same time, the emergence olv meche markets have made
increased specialization possible, as traditionalthe domestic demand for niche
products may have been too small. The availabiiitthese new market opportunities
have made it possible for small and young compawoiesternationalize early on. The
niche focus has also enabled small companies foiegffly compete against large
competitors by not necessarily providing direct itbtes, but rather complementing
products.

Enabling forces, such as the huge reductions inspr@rtation costs, and the
increased availability and reliability of transpairbn have greatly contributed to
reducing the distances to foreign markets and ngatkiem more available. In addition,

the breaking down of trade barriers due to orgdiniza such as the EU and the WTO



has enabled exporting. Developments in communicahave also contributed to
bringing markets closer to each other and makirgworld smaller. Such forces of
globalization have provided markets that may be smayly distant to become
psychically closer and thus more available to ainy fwanting to go global. The
Internet has been a major contributor to the abdity of, and the free flow of
information. This has led to founders of small camigs gaining more knowledge than
they previously would have, if they lacked first nda international experience.
Furthermore, they would be able to provide thetepbal customers in distant markets
the knowledge of their products.

This increased availability of information is angartant factor explaining why
a small company with limited knowledge and expearéenn paper may gain advantage
in competition with larger companies. Some haveo atkaimed that in today’s
increasingly globalized world, age and size camdrenful (Reuber and Fishcer, 1997).
This is due to large and older companies havingaed ability to be flexible enough to
adapt to continuously changing market conditiortseyTmay have developed routines
that have become strongly institutionalized andiezainchy within the organization,
which slows down processes of change. Smaller copaon the other hand, will
have flatter organizational structures that providem with the opportunity to adapt
rapidly to their environments or changes in demand.

As a result of the factors described above, it asvpossible to argue, in
opposition of traditional research on the areamérnationalization (Johanson and
Vahlne, 1977), that small size and lack of on papeperience, knowledge, and
resources in a company is less of a disadvantage fheviously presumed in theories
on internationalization. In this context there Bed for development on the theories
around these new types of companies with diffeceatacteristics than traditional large

and international companies or traditional smadl domestic ones.

1.3 Purpose of the study

The main purpose of this study is to contributén development of theory and
knowledge on the relatively new phenomenon of tbenBSlobal firm, however, it is
essential for this thesis to also provide useffbrimation to the future founders and

managers of these companies, in particular, infdomaon how to succeed in this



setting. Managers in small companies have proveretkey assets to success (Knight
and Cavusgil, 2004; Madsen and Servais, 1997)hasémpany itself is young and

often lacks financial strength as competitive adage. Many have focused on the
global mindset and other characteristics, suclrias ipternational experience, of these
managers (e.g. Reuber and Fischer, 1997), and tlestign is whether these

characteristics are key assets for the managertharsdfor the company in the process
of early internationalization of companies.

An important aim of this thesis is also to basenitprior research and thus help
develop theories that have already been explored tertain extent. The research
previously conducted in this area is mainly quélain nature, and thus this study
aims to provide a quantitative approach, and teenig of previous research in larger
samples.

The purpose is to try to identify certain charaste&s that have been claimed to
be found among managers of Born Global companied, @nnect this to prior
international experience, as well as to the degfemmmitment to internationalization,
and finally, to performance, in other words, degnésuccess in international markets.
An interesting point about connecting the managararacteristics to their commitment
to internationalization is that it allows for tesdi of whether the degree of the
company’s involvement in international markets ssegily is a result of environmental
factors, such as globalization forces mentionedr@bor if it is a result of the mindset
of the managers, in other words, their charactesist

The focus in this research is on the founders anap employees that affect the
strategic directions of the company, and how tblearacteristics may be related to their

international experience, and to the internatiaadion of the firm and its performance.

1.3.1 Problem definition

The thesis will focus on a typology of commitmetatss to internationalization
among managers in Born Global firms, developed teefman and Cavusgil (2007). |
would like to test whether the characteristics tfmynd which define these different
commitment states can be identified among NorweBi@am Global firms, and explore
whether they can be connected to the internatierpérience of the managers and to

the performance of the firm in the internationalrkeds. | would also like to test



whether they can actually be connected to the natemnal involvement of the
companies, in other words to the commitment toyeand rapid internationalization, as
suggested by Freeman and Cavusgil (2007).

This can be summarized into the following reseapabstion:

Can the characteristics that define the four commeitt states, “the responder”,
“the opportunist”, “the experimentalist” and “thetsategist” in the typology developed
by Freeman and Cavusgil (2007), be identified amtrg Norwegian Born Global
companies and their managers, and are they reldtedeach other and to the
commitment to internationalization, and is there ralationship between these
characteristics and the international experiencetled managers and the performance
of the firm?

This divides the research into three parts thitheiexamined:

1) Can the characteristics in the typology of Fraemand Cavusgil (2007) be
identified among managers in Norwegian Born Gldiahs, and are they
related to each other, and to commitment to inteynalization?

2) Is there a relationship between the characiesist the typology by Freeman
and Cavusgil (2007) and international experiencergjyrmanagers?

3) Is there a relationship between the characiesist the typology by Freeman
and Cavusgil (2007) and the performance of theirm

1.4 Structure of the thesis

This thesis started out with an introduction te tiopic Born Globals and a
presentation of the research questions that it dwnanswer. The second chapter
presents the relevant literature on this topic amdhe main areas of focus, and on the
basis of this, the third chapter presents the quuoeé framework on which the
empirical research is based, and hypotheses aseriesl about what findings one may
assume to obtain based on the previous literatimrechapter four the research

methodology that has been applied to the researektigns is presented and discussed.



In chapter five the results of the empirical reshas presented and analyzed, and in
chapter six a discussion on the research quest®ohegld. Finally, in chapter seven,

conclusions about the findings are presented, #sag@nplications and suggestions for

further research.



2. Theoretical framework
2.1 Theories on internationalization of SMEs

Since the 1970s, when research started to emergethen topic of
internationalization, the main research develometivo directions. On one hand, there
are the Innovation-related models (I-model) (Billkaayd Tesar, 1977; Cavusgil, 1980,
among others), which sees the decision to internalize as an innovation to the firm
and the focus is on the learning process that cdrogsthe initiation of an innovation.
On the other hand, the The Uppsala InternatiortadizaModel (U-model) (Johanson
and Vahlne, 1977) explains internationalizatioragsocess of gradually increasing the
commitment in international markets as a resulteafning, and the development of
internal assets, which increases from experiemapaer time.

Both directions of theories are focused on larger more mature firms, that are
assumed to internationalize long after inceptiocabse building up resources, and
especially increasingly gaining the knowledge axjpleeience on the foreign markets is
considered important. This reduces the risks andemi@inties about the foreign
markets, which gives the firm incentives to inceeigeir commitment to these markets
(McDougall et al., 1994; Aspelund et al., 2008)e3& models explain the process of
internationalization as a gradual and sequentadestprocess, where the degree of
internationalization is a result of incremental coittment decisions based on the
internal capabilities of the firms, and the percapbf the risks in the foreign markets
(Johanson and Vahine, 1977). The Uppsala modedriticplar describes firms as going
from non-exporters to experienced exporters seglbntvith feedback from every
stage to increase knowledge on experiences madi@rergn markets (Johanson and
Vahine, 1977).

In this model the firms would internationalize intoarkets that they have
knowledge on first, as these are more easily utmmisthan markets they have less
knowledge of or experience in. This reduces thestiamty of internationalizing, and
the firm would move on to more distant markets wiexperience and knowledge
increases. This concept explains the market sefedt the firm, and the term used for
it by Johanson and Vahine (1977), wasychic distanceto markets.

Building experience in the domestic markets firstalso expected in these

models, as a requirement for internationalizatidawever, in the late 80s there were



signs of the internationalization processes of dirbecoming more rapid, and the
concept of leapfrogging was introduced (e.g. Knigid Cavusgil, 1996), which meant
that stages in the original models of internatiadion were skipped due to the
knowledge and experience of the founder or the gemant of the firms. This allowed
them to internationalize into markets further aweayd not necessarily go to the markets
most psychically close. In the 1990s several emrgdirstudies emerged that showed
signs of export behaviors that challenged the tiatl models and their incremental
processes, with examples of the Born Global firinsns internationalizing from
inception, without the required incremental expsree and knowledge-acquiring
assumed in the traditional theories (Rennie, 18@8; 1995).

The traditional view has seen small and young caonesasuch as Born Globals,
as having a disadvantage compared to larger aredt bichs as they lack the necessary
skills and resources, as well as the experiencecagdibility that a domestic track
record provides (Reuber and Fischer, 1997). This wxat the Born Global firms
somewhat in lack of a theoretical framework, as titaelitional theories do fail to
explain their internationalization patterns (McDallget al., 1994). However, it has
been established by empirical studies that youththe lack of experience, financial,
human, and tangible resources, no longer are miapmediments to large-scale
internationalization and global success (Knight aB@dvusgil, 2004), thus other
theoretical directions have been pursued to explennternationalization of young and

small companies. In the following these theorielé lva presented.

2.2 Theories explaining Born Global internationalization
2.2.1 Network theory

This theory helps explain the internationalizata@nBorn Globals that lack the
traditional resources needed to internationaligeyrderlining how they compensate for
this by using networks and alliances with partrtbeg control the resources that they
need but do not have (Freeman et al., 2006). Theeps of internationalization is thus
dependent on the firm’s relationships with othem$ or actors in the market. Networks
may be of great importance to the success of dimalé as they gain market knowledge
and information that would not have been availablthem without it. Thus, a network
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can be considered an asset to small firms andithigie asset is also difficult to imitate
by others (Sharma and Blomstermo, 2003).

For Born Global firms, networks are key assets lasy thelp drive the
internationalization process, they may determire ¢hoice of international markets,
and also the entry mode into international markegsoften influenced by their network
partners (Madsen and Servais, 1997). Born Glolaisfioften rely on a single and
unique product, and since this makes them vulnerotompetition they usually seek
out network partners that complement their own ogtecies in the international
markets. This allows them to develop strong andcéiffe network relationships that
may serve as a competitive advantage (Madsen amdaiSe 1997; Oviatt and
McDougall, 1994). Compared to the traditional thesrthe use of network by small
companies may help them skip stages in the praxféagernationalization explained by
Johansen and Vahlne (1977), as resources, infamatid knowledge through second-
hand experience through the firm’s network part@eesavailable much faster and more
easily than if they were to be acquired througbtfirand experience with international

markets.

2.2.2 Resource-based view (RBV)

This view considers other resources of a firm belythe traditional and tangible
resources, such as financial or organizationafjror experience. lIts focus is on firm-
specific resources that can be characterized amgitile, such as the ability to be
innovative, proactive, and risk taking, as well having a global vision, an
internationally experienced top management teard, iat@rnational networks (Oviatt
and McDougall, 2005). The claim is that such resesrare unique and will lead to a
competitive advantage in international markets &ivand McDougall, 2005; Freeman
and Cavusgil, 2007). These resources also helgiexghy young and small companies
choose to internationalize rapidly. Their uniqusowgces, which are often hard to
imitate, are strong driving forces towards seekomg new markets for the firm’s
products.

The resources considered most important is knowledgch as knowledge on
international markets, business and operationsgiitrand Cavusgil, 2004), as well as

organizational capabilities. Knight and CavusgD@2) find that mindset of key people
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in the firm, knowledge and organizational capaletitare linked to the performance of
Born Global companies, and that the innovativeneshese companies makes them
seek out particular types of knowledge, which dsivihe development of their

organizational capabilities, which again suppoeirtiearly internationalization and their

success in international markets (Knight and Can,uag04).

This perspective underlines sources of competameantage that can be tied to
the individuals in the firm, and not necessarilyttie firm itself. The traditional theories
look at the characteristics of the firm, but thesgpective supports a shift in the focus
towards the key individuals in the firm, their mgad, characteristics, knowledge and
experience. The traditional theories emphasizedgthdual learning of the firm, and
this gradual learning may still happen at the irdial level, however, it may have
started much earlier than at the time of establesitnof the firm (Karlsen, 2007:26).
The believe is that these factors, as well as #tevark, provide small companies with
the means to skip stages in traditional models,iatednationalize early after inception.

2.2.3 International entrepreneurship

International entrepreneurship is defined #se“combination of innovative,
proactive, and risk-seeking behavior that crossagsonal borders and is intended to
create value in organizatiohs(McDougall and Oviatt, 2000:903). This is a
combination of two research directions, InternagioBusiness on the one hand, and
Entrepreneurship on the other. International bissiribeories have traditionally focused
on large multinational enterprises, while reseamtinin entrepreneurship has focused
on the creation of ventures and the entreprenesmial companies, within a domestic
context. As a result, the combination of these pgospectives has turned into a focus
on the entrepreneur in an international contexe fidtus has been on the role of the
entrepreneur in companies such as Born Globalparttbw their previous experiences
and knowledge are turned into competitive advarstagénternational markets (Reuber
and Fischer, 1997). Knight and Cavusgil (1996) $®ern Global firms as
entrepreneurial, and with their global mindsetsgue capabilities and competencies,
they overcome the liability of newness in the psscef internationalization. This
perspective is important and could help to betteqplaen the process of

internationalization of the Born Global companikg,redirecting the focus away from
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the company or organization per se, and onto tth&iguals within it. This is connected
to the Resource-based view described above, aggibta assets such as the ability to
be innovative, risk-taking and proactive are chianméstics often held by entrepreneurs
(McDougall and Oviatt, 2000) and the InternatioBatrepreneurship perspective makes
an effort to focus on both the resources of therepnéneur and on this in an
international business setting. Thus, when trying explain the rapid
internationalization of young firms, the charac#cs of the key individuals, and their

degree of an entrepreneurial mindset should bedenesl.

2.2.4 Integrated theories

There has been a call for a development of a thieardoundation that closes
the gap between the different theoretical orieatstiand their perspectives on firm
behavior. Freeman and Cavusgil (2007) attemptedbtthis by developing theoretical
explanations on the management of Born Globalsthenl attitudinal orientations to
internationalization by integrating the network ggctive and the resource-based view
with international entrepreneurship (Freeman aneli€gil, 2007:1).

As they explain it, according to the Uppsala-modeéMEs initial market
locations will be psychically close, while the netk perspective, on the other hand,
suggests that psychic distance is irrelevant becamdrepreneurs will follow their
clients. Third, the international entrepreneurspgrspective also suggests that the
entrepreneurs being opportunity seeking, and tiediensive use of network contacts,
explain the direction of initial market selectidfinally, the resource-based view, which
focuses on networks as firm assets, also prediatsmarket selection will be made on
the basis of networks, not psychic distance (Freeamal Cavusgil, 2007:12).

The innovation models view internationalization as innovation. Integrating
this with the network perspective, whidgmphasizes knowledge building through
external networks, and the resource-based viewclwhocuses on the internal
development of a firm’s knowledge and resourcesefan and Cavusgil (2007) feel
that the accelerated internationalization of smaliens may be better understood
(Freeman and Cavusgil, 2007:7-8). Based on the m@tbn of these theoretical
perspectives they have developed the typology ofinctment states to accelerated

internationalization among managers in Born Glatmahpanies, which describes their
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attitudinal characteristics with regards to netvgptknowledge and internationalization.
This model will be discussed in depth in chapteeeh

2.3 Success factors of internationalization

Successful early exporters are high performing iandvative and are likely to
exploit chance opportunities that cross their p@teeman and Cavusgil, 2007). As
Freeman and Cavusgil (2007) present it, the factbed have been identified to
underpin successful internationalization of SMEs, @haracteristics of top management
(Bloodgood et al., 1996), international networksvig®t and McDougall, 2005) and
knowledge and culture (Knight and Cavusgil, 20@4) pointed out above, network is a
crucial factor, which helps Born Globals succeetit & a source of resources for Born
Globals to take advantage of without owning themud®s have proved this to be an
important success factor (Freeman et al., 2006adthtion, unique resources have also
been pointed out as crucial (Oviatt and McDoud#B4:53).

According to Knight and Cavusgil (2004), youth dacdk of experience, as well
as paucity of financial, human, and tangible resesirare no longer major impediments
to the large-scale internationalization and globatcess of the firm (Knight and
Cavusgil, 2004:137). One of the major reasons H is the capabilities of people in
the Born Global companies, such as the founder taedmanagement (Madsen &
Servais, 1997). Traditionally, size and age hawnhesed as proxies for more accurate
measures of internationalization capabilities, sastknowledge and experience about
foreign markets (Reuber and Fischer, 1997), howevith regards to the Born Global
firms, one may find that this knowledge and expergémay still be present in a small
and young firm, through key people, such as thendeu the entrepreneur or the
managers. Crick and Jones (2000) found that sefiared they studied were started by
managers with experience operating in internationatkets, which they had gained
from firms in which they were previously employédhis means they probably already
are familiar with dealing with complexities of imtational markets and operations, and
appreciate the risks of new international businébss knowledge and experience may
substitute the lack of knowledge and experiencéhefBorn Global company, per se.
The global mindset of the entrepreneur has also kbeghasized, as it is assumed to

draw the company in an international direction fratm founding (Freeman and
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Cavusgil, 2007). These two factors, internationgegzience and global mindset, will be

explored further below.

2.3.1 Mindset of the founder and the management

Nummela et al. (2004) show that a global mindsearty has an effect on the
internationalization of the firm. It affects theaion to commit more resources to
foreign markets and probably also to set the irtgonalization objectives on a higher
level (Nummela et al., 2004:59-60). Concepts wihards to this matter are partly
overlapping in the literature, and they are diveasel ambiguous (Nummela et al.,
2004). “Global orientation” refers to a positiveitade toward international affairs,
commitment to international markets, internationaikion, and proactiveness.
“International entrepreneurial orientation” reféosthe behavioral elements of a global
orientation and captures top management’s propefaitrisk-taking, innovativeness,
and proactiveness, which are basic dimensions ofergé entrepreneurship.
“International orientation” refers to a range ofyg@sological and demographic
characteristics; managers with an internationakngation have high tolerance for
psychic distance, are well educated, internatignakperienced, masters foreign
languages, are less risk averse and resistantaongeh and have a positive attitude
toward internationalization (Nummela et al., 20335

Dekker et al. (2005) also find that a global miridsethe most essential global
leader quality, and requirements for this are magonal job experience, cross-cultural
competencies, and leadership abilities (Dekkerl.et2805:15). Openness is also an
essential factor for being a global leader; opesitedhe world and perceiving oneself
as being part of the world, openness to worldwidsiress developments, global
integration, and local autonomy within the multioatl company, and people with
different cultural backgrounds. This is called thdividual global mindset (Dekker et
al., 2005:16). Job experience is an influencingdiaon intercultural communication,
and is important for the way a global leader badanglobal and local strategic and
structural issues, and how to manage a global Viorge. Expatriate assignments,
traveling, and training on the job are especiathportant. An important factor is the
knowledge of dealing with cross-cultural situatiossd business and organizational
issues (Dekker et al., 2005:18).
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According to Knight and Cavusgil (2004), internatb entrepreneurial
orientation affects the choice of strategy thaeet the performance in international
markets (Knight and Cavusgil, 2004:129). At the amrgational culture level,
international entrepreneurial orientation refle@s innovation-focused managerial
mindset. This appears to lead Born Globals to puesaollection of strategies aimed at
maximizing international performance. Their findsngimply that international
entrepreneurial orientation may be especially irtgurto these firms because it appears
to drive them to develop high-quality goods that distinctive and technologically
advanced, which, in turn, are associated with Balobal international success. (Knight
and Cavusgil, 2004:136).

The entrepreneurial orientation, when combined wather resources and
capabilities, such as strong marketing skills, vaiothe firms to see and exploit
opportunities in foreign markets (Knight and Cavlyjsg004). Knight and Cavusgil
(2004) refer to Lumpkin and Dess (1996) who suggfest having an entrepreneurial
orientation gives rise to certaiprocesses, practices, and decision- making aaviti
associated with successful entry into new matk@daight and Cavusgil, 2004:129).
They find support for international entrepreneunakntation being related to global
technological competence, unique products develapmeality focus, and this is again
related to performance in international marketsigkhand Cavusgil, 2004:135).

Freeman and Cavusgil (2007) present a typologyoof different states of
entrepreneurial commitment to accelerated inteonatization by smaller firms, which
reflect the strategies that senior managers migbyptafor their Born Global companies
(Freeman and Cavusgil, 2007:22). This model dessribe differences in the mindsets
of the managers, and how they lead to differences commitment to
internationalization. This typology is a proposal further research to look at the
importance of the mindset of the managers wherystgdnternationalization processes
of Born Global companies.

2.3.2 International experience of the founder amelmanagement
Reuber and Fischer (1997) explore the relationdglepveen management’s
international experience and the internationalaratf SMEs. The management team'’s

international experience is found to be a mechartisnacquire the knowledge and
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resources that Born Globals seem to lack, andntiagthelp them succeed. This leads to
two behaviors that affect the internationalizatudrthe firm.

First, they are more likely to develop a relatiapdio foreign strategic partners,
because the experience makes them more able to lamalnattract and engage partners.
They are also likely to have observed the advantdgfeese partnerships first hand, and
thus to have in place a foreign business netwauk, td their international experience.
In addition, they may have developed the skillsdeeeto identify and negotiate with
firms in a different culture. These partnerships ased to ease the entry into foreign
markets, as they provide concrete critical resajrskills, financial resources, and more
abstract resources, such as legitimacy and madweemp This will increase the degree
of internationalization (Reuber and Fischer, 1990)8

Second, they are likely to delay less in obtairiorgign sales after start-up. This
has also been argued by others to be beneficiahtidegree of internationalization.
Reuber and Fishcer (1997:811) refer to Brush (1988) found that a longer domestic
track record before obtaining foreign sales washauteficial to levels of foreign sales,
and McDougall et al., (1994), who claim that deiayentering foreign markets can be
detrimental. To become international early is gladicularly important for knowledge-
based firms, since they need to develop internatianechanisms to protect their
commercial value from expropriation (Oviatt and Me@all, 1994:811). Reuber and
Fischer (1997) refer to other studies of internaloexperience that have found
characteristics, such as foreign travel, languapeken and whether someone in the
management team was born, lived or worked abrdamgh not invariably, predict
propensity for or success in exports (Reuber arsghiér, 1997:809). The results of
Reuber and Fischer (1997) support this, and Owiatt McDougall (1994) also show
that Born Global firms typically are founded byeain of individuals with international
experience.

Rialp et al. (2003) have compared the findings insfudies and draws out the
characteristics most usually regarded as criticatemninant factors for newly-
established, highly export-involved entrepreneufihs, such as Born Globals, and
which shape their internationalisation patternsalfiRet al., 2002), by comparing them
to non-Born Global companies. However, they foumat tost of these factors seem to

be descriptive rather than determinant characiesisf this specific internationalization
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process. The most determinant factor was iti@n‘agerial global vision from inception’
(Rialp et al., 2003:13), which was strongly presantthe Born Global companies
analyzed, and was not found in the non-Born GlobBle adoption of digh value
added product differentiation strategyRialp et al., 2003:13) along with miche-
focused, pro-active international stratedyiglp et al., 2003:13-14) were the only two
other determinant factors resulting from the crossmparison of the chosen case-
studies. They did not find support for Born Globlaésng characterized as having high
degree of previous international experience ofrtleatrepreneurs and managers, nor
was high managerial commitment to the firm a deteamt factor since all the firms
met this condition. These results confirm the irgstent empirical results regarding the
importance of international experience among marsaged founders of the Born
Global firms. Holtbriigge (2009), however, in higefature review refers to several
studies confirming that international experienceoisimportance and has a positive
effect on the initiation of Born Global companiesich as Harveston et al. (2000),

among others (Holtbriigge, 2009:17).
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3. Conceptual framework and model

Based on the theoretical background a conceptaahdwork for the further
studying of the research questions is presentecgotdgses on the relationships
indicated in the research questions are developetthis chapter, and a preliminary

model based on this framework is developed.

3.1 Hypotheses on the characteristics of the manager and their relationship with
commitment to internationalization

The major research question in this thesis is waraths possible to identify the
different characteristics that define the four catmment states in the typology by
Freeman and Cavusgil (2007) among the managers arwdgian Born Global
companies.

The typology by Freeman and Cavusgil (2007) dessrigenior management’s
understanding of the phenomenon accelerated inienadization, and it presents four
entrepreneurial attitudinal states or approachesaéoelerated internationalization. It
provides ‘an integrated explanation of entrepreneurs thatolme multiple, complex
foreign networks and proactive, innovative, riskiay entrepreneurial decision-making
to internationalization, which are embedded in itlangible resources and capabilities
of innovative organizations that specialize in khemge-intensive high-tech products
and/or processes{Freeman and Cavusgil, 2007:26). The two dimenstd®iming the
different commitment states consist of the degreadaptiveness and other-oriented
behavior on one hand, and the degree of persomiad@ect interactions on the other

hand. Freeman and Cavusgil (2007) present the nasdellows:
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Figure 3.1: A Typology of the Four Entrepreneurial Attitudinal States
(Approaches) for Accelerated Internationalization.

Source: Freeman and Cavusgil (2007:22)

The states of commitment can be characterized esstifategic mind-sets of
senior managers for accelerated internationalizatib Born Globals. As the model
shows, the commitment increases with the increadmgyee of personal and direct
interactions, and the increasing degree of adagnek other-oriented behavior. This
means that aréspondet has a low degree of commitment, while trstrategist is the
category with the highest degree of commitmenhis imodel. However, all four states
enhance internationalization, as the states areidalhtiied among Born Global
companies, only the pace differs (Freeman and Qgly2607:22).

With a lower degree of commitment the managers “arere reactive, less
adaptive, more self-oriented, more short term, amare risk averse”’(Freeman and
Cavusgil, 2007:26), while with a higher degree oimeitment, the managers are
“highly innovative, adaptive, proactive, and riskkitey, desiring accelerated
internationalization from inception based on lomgrh, other-orientated, collaborative
partnerships, which ensure the comprehensive teansf knowledge-intensive high-

tech products and/or processe$reeman and Cavusgil, 2007:26).
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The ‘respondet and the ‘Opportunist internationalize more gradually, and
sales are primarily being achieved in the domestiarket. Further, accelerated
internationalization is achieved more by serendipitd unsolicited orders, rather than
proactive entrepreneurial mindset of the managenidmir business relationships and
the nature of their international interactions arere direct, less personal, and based
more on organizational contacts (Freeman and Cdyuag07:26-28). The senior
managers in theekperimentalistand “strategist states have excellent, high-ranking,
person-centered networks in lead foreign marketg, rhay not have participated
personally in more than a few markets in previompleyment, before setting up their
smaller firms. A strong managerial commitment tteinationalization is evident from
the moment of inception, and these entrepreneursaty after inception to seek out
foreign contacts in lead markets and regions. Thadity of technological innovation is
a critical success factor in their accelerated pafcenternationalization, as are their
foreign network contacts, who are located throughferences, work, school, former
employees, and government-funded programs (FreeamduCavusgil, 2007:26-28).

International entrepreneurship is defined #se“combination of innovative,
proactive, and risk-seeking behavior that crossagsonal borders and is intended to
create value in organizatiohgMcDougall and Oviatt, 2000:903). From this, ocen
extract that an entrepreneur is innovative, preactand risk seeking in his or her
behavior. Thus, the states of high commitment terirationalization, due to the nature
of the characteristics defining it, can be said¢oentrepreneurial. The characteristics
defining the lower degree of commitment to inteioradlization can then be said to be
less entrepreneurial. In addition, Freeman and €gv({2007) described the states as
the mindset of the manager, consisting of fouredéht characteristics, and these
characteristics can be said to overlap with theadtaristics often described as a global
mindset. Nummela et al. (2004) describe a globatdset as similar to a global
orientation. Having a global orientation is refesttin the proactive and visionary
behaviour of the manager in the preparedness te taks in building cross-border
relationships” (Nummela et al., 2004:54). Also a global mindsa$ heen defined to
describe a manager's openness to and awarenegkuoélcdiversity and the ability to
handle it (Nummela et al., 2004). Based on thismhhela et al. (2004) connects this

concept to an international entrepreneurial origora as it includes elements that are
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usually considered part of the international em¥apurial orientation. The mindset of
the manager in the model by Freeman and Cavugifii7j2can thus be characterized as
an international entrepreneurial orientation.

A state in this model is a detailed descriptor fué type of decision-making
process of top management for accelerated market @&md how and why that process
unfolds (Freeman and Cavusgil, 2007:32). The masagay switch from one state to
another, non-sequentially, which is a strategiadegmeneurial move that responds to
changes in the external environment. This is desigio protect profitability while
maintaining the quality and integrity of networlatnships (Freeman and Cavusgil
2007:32). Based on this one must make the assumibiad whatever state is identified
among senior managers, it is dependent on thedindentification, as it may change
over time.

The model by Freeman and Cavusgil (2007), as shalawve, visions an
approximate linear relationship between four charistics of the managers;
adaptiveness, other-oriented behavior, personaftaations and direct interactions. As
all four characteristics increase, so does the ctmment of the managers to
internationalize. Thus, commitment to acceleratedrnationalization is presented as a
function of these characteristics. Based on the ahod propose the following
hypotheses:

H1la) Adaptiveness and other-oriented behavior are higbsitively correlated

H1b) Personal interactions and direct interactionshagkly positively correlated
H1c) Adaptiveness and other-oriented behavior are higbsitively correlated with
personal and direct interactions

H1d) Adaptiveness, other-oriented behavior, persondl dinect interactions are

positively related to commitment to acceleratednmationalization

3.2 Hypotheses on the relationship between international experience and the

characteristics of the manager

Gleason et al. (2006) refer to Knight and Cavu&§iD4), and their findings that
a key for successful Born Global firms is an in&gional entrepreneurial orientation

and a global vision from inception, and their stgdireinforces this claim. They
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continue stating that Born Global firms should Wwracterized by higher levels of
international experience among the managers orbtad of directors than purely
domestic firms. They also argue that what is comgnoeferred to as a Born Global
company, can be defined by being present in a braage of markets, and having a
broad range of activities across markets and board@éus the management team must
possess many different competencies, such as nmgnexernational human resources,
monitoring diverse foreign segments, including a@odrative arrangements, and
understanding local cultures and business traditi@leason et al., 2006:98). As
described above, a global mindset and a globaht@tien, to a certain extent, overlap
with the characteristics of the manager that hagh hdegree of commitment to
internationalization in the model of Freeman and/@Ggil (2007). It is natural to
assume that since Gleason et al. (2006) foundatigiabal orientation and international
experience are both present among the manageisim@obal companies, there could
be a relationship between the two. Thus, it is &lsgy there could be a relationship
between the characteristics in the model by Freemad Cavusgil (2007) and
international experience.

Nummela et al. (2004) propose the hypothesis theetis a positive relationship
between the manager's experience and a global atjrdasvever, they only find partial
support for this, since international work expeceihad a significant relationship with a
global mindset, but education did not (Nummela let 2004:58). Also the work of
Reuber and Fischer (1997), propose that internatioexperienced key persons in the
company are important for successful internati@aéilon. As Dekker et al. (2005) state,
a global mindset is essential for being a globatiéx, and international job experience
and cross-cultural competencies are requirememta fglobal mindset. Cross-cultural
competencies can be obtained through other infematexperiences, such as studying
abroad, and travel, not only through internatiomatk experience.

International experience entails having knowled§dooeign markets and this is
likely to decrease the perceived risk of enterimgse markets. It is also fair to assume
that a person with international experience holdsnéernational network, which has
been developed through spending time in foreigmt@s, and this may also reduce
the risks of international activities, as well asrease the flow of information and the

availability of opportunities of international agties. Reduced risk-aversion is part of
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having a global mindset, as well as it is a parthaf characteristics that define high
commitment to internationalization, according toeéman and Cavusgil (2007).
Therefore, international experience is assumed ¢o positively related to the
characteristic of adaptiveness. Reuber and Fis¢h@97) state that international
experience allows managers to know partners, amdilale to attract them and engage
them. Thus internationally experienced managernaoee likely to have in place a
foreign business network (Reuber and Fischer, BA9j: This is also a part of the
characteristic of having highly personal and diietgéractions with partners, as well as
being other-oriented with regards to network catstaas described by Freeman and
Cavusgil (2007).

In addition, reduced psychic distance to foreigarkats is likely to be a result if a
person has spent time abroad, as the knowledgere@fjh markets increase. A person
that has spent much time abroad is also likelyetonore open to change, compared to a
person that has mostly stayed in the same envirohtheoughout his or her career.
These factors can be connected to having a globatlset and an international
orientation, and it also highlights that internatib experience is likely to promote a
more adaptive attitude. It is also likely that hayiinternational experience makes a
person more open to international markets, anditiet, and foreign people, thus, will
not be reluctant to consider foreign markets wheooming part of a company. This
may promote the proactiveness in seeking out iatemal opportunities among
managers, as well as the development of othertedennetwork behavior.
Proactiveness, adaptiveness, risk-taking, low psyclhstance to markets, and an
extensive foreign network is part of the charasters of a manager with a high degree
of commitment to internationalization, as descrilbedhe typology by Freeman and
Cavusgil (2007).

Based on this argument, despite differences inifm@mpirical results for it (e.g.
Nummela et al., 2004; Reuber and Fischer, 1997 #&ssumed in this study that
international experience will be positively relatedthe characteristics in the model by
Freeman and Cavusgil (2007).

Based on this, the following hypothesis is proposed

H2a) International experience is positively relatectiaptiveness
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H2b) International experience is positively relateatioer-oriented behavior
H2c) International experience is positively relateghéwsonal interactions
H2d) International experience is positively relatedlit@ct interaction

3.3 Hypotheses on the relationship between performance and the characteristics of

the manager

As already mentioned, Gleason et al. (2006) founad the key for successful Born
Global firms is an international entrepreneurialkentation and a global vision from
inception. Nummela et al. (2004) propose that tieeee positive relationship between a
global mindset and the financial indicators of thiernational performance of the firm.
This was supported since the firms with a globaldset had significantly more foreign
partners and customers, and they derived a signific larger portion of their revenue
from foreign markets (Nummela et al., 2004:59),sthlvey have claimed that a global
mindset may even be a prerequisite for successfalnationalization. Having more
foreign partners is a characteristic that is foamibng managers who have direct and
personal interaction, as explained by Freeman aadusgil (2007). In addition, as
discussed above, what Nummela et al. (2004) desath a global mindset can be
connected to the characteristics of adaptivenetb®r-oriented behavior, as well as
having personal and direct interactions. Therefthrere could also be a link between
the characteristics in the model by Freeman andi§taM(2007) and performance of the
firm.

Knight and Cavusgil (2004) also explain that anrelinational entrepreneurial
orientation will affect the choice of strategy ateEbby the manager of a company, and
this will again affect the performance in interoatl markets (Knight and Cavusgil,
2004:129). The characteristics that define a highgree of commitment to
internationalization in the model by Freeman anduSgil (2007) can be said to be
quite similar to that of an international entregrenal orientation. This also supports a
connection between these characteristics and peafore.

In addition, the“strategist’ state has excellent, high-ranking, person-cedtere
networks in lead foreign markets (Freeman and Gakuf007:29-30). These

characteristics are likely to be an advantage wdregaging in international activities,
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and will increase the degree of internationaliza(i@euber and Fischer, 1997). It is also
fair to assume that this should be related to @driglegree of performance in the
international markets as these networks provideBitva Global with critical resources
that they do not have.

Based on this, one can argue that it is interestingok at the relationships between
the different characteristics and the performancectly, and it is assumed that these
characteristics will be positively related to penfiance. This argument is based on the
discussion above, that the characteristics are gfadn international entrepreneurial
orientation and a global mindset, and that thigoseting to Knight and Cavusgil
(2004), will affect the strategies the manager anpnts with regards to
internationalization, and this will affect the perhance of the firm.

Based on this discussion, the following hypothesayg be proposed:

H3a) Adaptiveness is positively related to performaincaternational markets.
H3b) Other-oriented behavior is positively related grfprmance in international
markets.

H3c) Personal interactions are positively related tofgpmance in international
markets

H3d) Direct interactions are positively related to pemiance in international

markets

3.4 Research model
These hypotheses have led to the development dlianphary model based on the
hypotheses on the relationships between the diffdeetors. This model illustrates the

relationships that this thesis aims to study imgte manner:
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Figure 2.3: Research model on the relationship be®en the characteristics of the managers and
their international experience, commitment to intenationalization and performance of the firm
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4. Research methodology
4.1 Research design

The research design should reflect the researchktiqne and it is the general
plan of how to go about answering it. The designt@ios clear objectives for the
research, it specifies the sources that data etoollected from, and it considers the
constraints with regards to accessing data, timeation, money, and ethical issues
(Saunders et al., 2007:131). Since the objectivihisfresearch is to test a theory, the
approach is a deductive one (Saunders et al., 200): From this, it is clear that a
quantitative approach is more beneficial as itvedldor discovering patterns over a
larger amount of cases. Case studies have tradiydmeen used in the research of Born
Globals and their internationalization processeasydver, this is due to the lack of
theory, and thus a qualitative approach has beeessary in order to explore this field.
In order to continue developing the findings inioeis studies and contribute to the
development of theory, the use of quantitativeaegemay allow a broader perspective
and an idea of whether the theory can be confirmedhether it can be rejected, and in
need of further development or a change in diractichis study is thus a descriptive
one (Saunders et al., 2007:134), as it is tryingdemtify the characteristics that are
assumed to exist among the managers within a saohflens. It also tries to identify
in a descriptive manner the relationship betwe@sedhcharacteristics and commitment
to internationalization, international experiencenomag the managers, and the
performance of the firm.

In order to meet the criteria of a descriptive aqndhntitative research, the
strategy is to carry out a survey. A survey typicainswers who, what, where, how
much and how many questions, and it can also itelieationships between different
factors, however, it will not, give any answer tausal relationships between these
factors. Surveys are used to obtain larger amafrdata from a sizable population in a
highly economical way (Saunders et al., 2007:188)e of the benefits of this type of
data is that it easily allows for comparisons bemveases and samples, as well as
findings may be generalized and can be represeattiia whole population, since the
samples used are be larger than in the case ofstadies and qualitative research. A
copy of the survey used can be found in The survey.

It does, however, have its limitations, as it pd®d a wide range of information

rather than in-depth answers, causal relationsipsasons for the answers given. This
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may cause vital information to not be availabléh® researcher, as the questions asked
may not allow for elaboration. It is then advisaldecontinue with a further in-depth
study by using interviews in addition to a surveyd preferable based on the
information gained through it. Also, the data obéal from a survey and the analysis
and conclusions drawn from it will always dependmustatistics, and if, in this case,
the typology were confirmed, one would recommeritbfoup interviews in order to
make sure that the respondents do in fact matcbhthecteristics of the typology, and
to confirm it further. A further, in-depth study this point in time is not feasible due to
the limited time and resources available for thissts.

This study is a cross-sectional study, as it vildy a particular phenomenon at
a particular time (Saunders et al., 2007:148). Thidue to the time constraints that
does not allow for a follow-up of the responderitiater times, as had been done in the
original study that provided the typology. Contiradl for a time effect on the outcome
would be beneficial, especially when dealing witbamcept such as commitment that
may change over time and in different situatiohsistthe result from the survey may
depend upon the time of inquiry. This is a majorifation of this study.

The design for the research determines the fughmoess of operationalization
of concepts, sampling and data collection methaslsyell as the data analysis.

4.2 Operationalization

Before a variable can be measured it must be apeeadized. This means that
concepts that are being studied must be definedeims of something that is
measurable. The main concepts to be operatiodahze the two dimensions of the
model of Freeman and Cavusgil (2007) that deterrtieattitudinal states of managers,
and which category of commitment states they fath.i These must be operationalized
in order to discover whether the different stateisteand can be distinguished among
managers. The operationalization of these conaeptmns to clarify the questions that
need to be asked in order to determine whether raopehas a degree of the
characteristics that define the dimensions. Furtbacepts that must be operationalized
are the concept of commitment to international@atinternational experience, and the
concept of performance. In addition, certain cdntariables that will be used in the

analysis must be operationalized.
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Based on the extensive description of the diffecamhmitment states made by
Freeman and Cavusgil (2007:23-25), where they destour areas of characteristics in
which the states of commitment differ, the two dnsiens can be operationalized. The
two dimensions consist of terms that appear to Urensary terms and which are
described in-depth in the article. Therefore, thdsscriptions can be used to both
clarify and operationalize the terms that the twmnehsions consist of. The
operationalization is conducted by developing goastto which the respondents can
answer whether he agrees or not, and is a restitieoihterpretation of the researcher.
The characteristics are measured using a sevenhlpkert-scale, from totally disagree,
disagree, partly disagree, neither disagree naeagrto partly agree, agree, and totally
agree. These points are given a grade, from 1 &md the higher the grade the higher
degree of a characteristic a person has. Someeafjubstions developed are reversed,
which means that they will be given an oppositedgraf the others since agreeing to
them measures a person’s lower degree of a cheasticteThis has been done in order
to provide diversity among the questions, so that respondents cannot corrupt the
results by answering either agree or disagree loqaéstions, and it forces the
respondents to carefully read the questions askéard answering (Saunders et al.,
2007:372).

4.2.1 Adaptiveness and other-oriented behavior

One dimension in the model consists of the degfeadaptiveness and the
degree of other-oriented behavior. This can be teale the orientation of the manager,
and whether he or she is ethnocentric or geocerttrics it reflects the manager’s
attitude towards his or her surroundings.

Adaptiveness is related to how the manager retatéise external environment
and to what degree he or she sees it necessargaat #heir behavior and their

organization to it.

A manager with high adaptiveness is defined by:
= Proactively seeking opportunities in new marketgardless of location
= Focusing on the needs of the market and the cussoraed is willing to adapt

products or processes
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= Thinking that the world is the market, as the dameasarket is considered too
small and thinks internationalization is inevitable

» Having knowledge on internationalization from exeece and networks

» Having knowledge about foreign markets

= Sacrifices short-term sales for long-term profits

= Being innovative and risk taking in actions relatechew market activities

= Not being concerned with psychic distance when gimgain new market

opportunities

A manager with low adaptiveness is defined by:
» Focusing on the current market and do not desiegriational activities
* Provides the same products to all customers imatkets
= Being risk averse in actions related to new maakétities
= Focuses on psychically close markets if engagimgeim market activities
» Sees the domestic market as sufficient to the cagipdusiness
= Having little knowledge of foreign markets

» Has a short-term approach to internationalization

This can be divided into four parts, that for thekes of clarity will be
distinguished in the operationalization below. Hoar they are all interpreted as, and
assumed to belong under the concept of “adaptiggneshe model of Freeman and
Cavusgil (2007). The four parts can be categorasdyeneral adaptiveness, psychic
distance, risk-taking behavior, and innovative mta¢ion. The first part can be
measured by to what extent the manager agrees sagrée with the following

statements, where the grades will be given fronotedlyy disagree to 7=totally agree:

1. Our company continuously considers opportunitie®reign markets
Our domestic market offers sufficient busines®@ir company
Our products always need to be adapted to newket® and/or new
customers

4. We have a lot of knowledge of foreign markets
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5. Internationalization is part of the long-term stegty of the company and is a
necessity for our company to survive

6. Information and knowledge about internationalizatidhas come from
experience

7. Information and knowledge about internationalizatibas come through

network contacts

The second part is what one might call psychicadist to markets. This can be
measured by asking the manager to state whether $tee prefers to enter markets that
are perceived to be more similar to the home cguntwhether he or she is indifferent
with regards to this. Agreeing to these questioeans that one prefers markets to
which the psychic distance is low, and this iscmisidered being adaptive. This means
that the grades will be given from 1=totally agiee7= totally disagree. Psychic
distance can be measured by asking to what extemr lshe agrees to the following

questions:

1. We give priority to foreign markets that havétunes that we have a lot of
knowledge of

2. We do not enter foreign markets that are sigaiftly different from our
home market

3. We prefer markets that have similar cultures dusiness environments
over markets that that are different even if thaszrkets do not yield the
highest potential for profits

4. Foreign markets that have different cultures ahdt we do not have

extensive knowledge about represent a risk if ve@sh to enter them

The third part can be called the degree of riskatpkehavior, and agreeing to
the questions in this part means that one is cersidrisk averse, and this is not
considered being adaptive. This means that theegradll be given from 1=totally
agree to 7= totally disagree. With regards to ma&onalization, risk-taking behavior
can be measured by whether he or she agrees witbltbwing statements:
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1. Extensive knowledge of foreign markets is emderfor grasping
international opportunities

2. Internationalization strategies will take foco#f the core business in the
domestic market
We internationalize even if we risk to lose piiafthe short run
We internationalize even if we risk to lose marghares in the domestic

market

The fourth part is the degree of innovativeness hwitegards to
internationalization. Agreeing to the questionsobemeans that one can be considered
to have an innovative orientation, which is consedepart of being adaptive. This
means that the grades will be given from 1= totdibagree to 7=totally agree. This can
be measured by asking the manager to state to extant he or she agrees with the

following statements:

1. Internationalization is a learning process farrcompany
2. Improvisation is an important part of the intationalization process
3. We explore different approaches and strategiéenwengaging in new

international activities

The degree of other-oriented behavior refers toviag in which the manager

behaves with regards to his or her network. Ametriented manager is defined by:

= Having a long-term perspective with regards to oekvwcontacts

» |nitiate innovative and collaborative behavior wittompetitors to help
internationalization

= Building trust and acting reciprocally with actansforeign networks

= Seeing foreign network relationships as mutuallyeselent

= Seeking to add value to their relationships

= An understanding that networks fosters learning andnomic benefits and

facilitates the management of resource dependencies
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A self-oriented manager is defined by:

» Using networks to gain information from contactat bwill readily switch
customers or suppliers when they want

= Having an opportunistic and short-term perspeatitd regards to the network
contacts

» Having a competitive instead of a collaborative dabr with regards to
network contacts

* Not building up strong networks through recipromadl trust

= Not seeing networks as a source of long-term legrand economic benefits

In the following questions, two of them, number and nine, will measure self-
oriented behavior, which means that the gradesesetquestions will be given from 1=
totally agree to 7=totally disagree. Agreeing te thst of the questions will mean one is
considered other-oriented, which means that thdegravill be given from 1= totally
disagree to 7=totally agree. This orientation camieasured by asking the manager to

what extent the manager agrees to the followinigstants:

1. Our network contacts provide an excellent oppaty for long-term
learning and development of our company

2. Our networks will provide economic benefits in libreg run

3. Our network contacts would describe us as a resmtiocthem as we offer
information and our knowledge to them

4. Competitors are also part of our network

5. We provide our competitors with information
We aim to obtain as much information as posditrleugh our networks at
the lowest cost possible

7. We aim to provide as much information and kndgdeas possible to our
network partners

8. If we obtain information from a network contaet would try to repay the
favor

9. If conditions change in our environment we wathdnge to other network

contacts if that is necessary to be competitive
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10. Our network contacts would describe us as bdi@ontacts

4.2.2 Personal and direct interactions

The other dimension of the model by Freeman andug&sl(2007) consists of

the degree of personal interactions and the degrdigect interactions. This can be said

to be the dimension regarding the nature of thewowds and the manager's

relationships with other firms, people, and markets

A manager with personal interactions is defined by:

Having friendship-based rather than one-off andsaation driven relationships
Preferring close and problem-solving partnerships

Having personal and friendly rather than reportorganization contact types
Proactively seeking out high-level decision-maker&ey global firms in their
industry

Having person-centered networks and organizatiomeced networks abroad

A manager with low personal interactions is defibgd

Preferring distant and transactional types of m@ships that requires little
awareness of others or maintenance to manage

Not putting time and effort into building long-tetkey relationships

Not seeking out high-level decision maker contattarge key global firms in
their industry

Having few high-level contacts in foreign markets

The questions developed below measure the degrgeerebnal interactions,

which means that the grades will be given from dtally disagree to 7=totally agree.

The exception is question one and two, which measoe degree of low personal

interactions, which means that the grades will neerg from 1= totally agree to

7=totally disagree. The interactions can be meashyeasking the manager to state to

what extent he or she agrees with the followin¢gestents:

1. We do not consider our network contacts as aumgrs or friends
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2. We view our relationships with most of our nelwaeontacts as
professional and focus is on the transaction ofdpias or information
We spend much time and effort on maintainingnetwork contacts

4. Most of our network contacts would help us sgveblems if asked
without claiming compensation

5. We have several high-level decision-makers abajl companies in our
network

6. We have several high-level network contactsrieign markets

7. Our most important network contacts are in key gldirms within our

industry

A manager with direct interactions is defined by:

= Having a higher involvement in foreign markets withe use of joint
manufacturing and offices in foreign markets withgoing through a gradual
involvement process

= Developing network contacts directly in new andats markets

= Their international interactions being based oedaticontact with customers and
suppliers in international markets

= Ability to enter multiple markets at the same time

A manager with indirect interactions is defined by:

= Having a lower involvement in foreign markets byingsexport or strategic
alliances

» Their selection of markets being a result of urtsi@ld order from customers
rather than direct contact with markets and custeme

= Being inconsistent in their interactions with f@meicustomers and suppliers

= Their international interactions being based onoetgpand imports to and from
international customers and suppliers in intermationarkets.

» Gradually increasing involvement in new markets

The questions developed below measures the dedrewlicect interactions,

meaning that the grades will be given from 1=tgtaljree to 7=totally disagree. The
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exception is question three, six and seven, whickasures the degree of direct
interactions, and which means that the gradesbeilyjiven from 1= totally disagree to
7=totally agree. These interactions can be meadweakking the manager to state to

what extent he or she agrees to the following statgs:

1. When entering a new international market we waather use export or
a strategic alliance than open an office or engagagreements of joint
manufacturing in those markets

2. When a new market opportunity arises we woulderadevelop network
contacts through our existing domestic networksnthmaking new
contacts directly

3. If the opportunities exist, we would rather engagenultiple markets at
once if that yields the higher potential for prahan gradually enter one
at the time

4. By not engaging directly in international markets veduce the risks of
internationalizing

5. We usually learn about international opportuesti because we are
contacted by foreign customers or suppliers thahwio place order for
our products

6. We are in contact with our foreign customers/anduppliers on a
regular basis

7. Contact with our foreign customers and/or supplisrdone directly and
not through mediators or agents

4.2.3 International experience

According to Harveston et al. (2000) it is most coom to measure the degree of
international experience by the amount of time es@e has spent abroad. There are
several reasons for why a person would spend tima foreign country, however,
mainly the time spent through work, studies, ovetiag on business or vacation can be
considered relevant in this context. Nummela e{2004) also measure international
experience by the degree of work experience aretnational education. Reuber and

Fischer (1997) base their measures of internati@xgerience on two questions,
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whether any one in the management team had preriace with either working or
selling abroad. In accordance with this, howeveth wome moderations, | have chosen
to operationalized international experience alonghwhe questions developed
Langeland and Pettersen (2009). These questionalsyeneasured on a Likert scale,
however, ranging and graded from 1 to 5, 1= Nadlat2= Small extent, 3=Medium
extent, 4=Large extent, to 5=Very large extentc8itime spent abroad can be hard to
precisely quantify for a person, and it requiresieceffort to come up with a reliable
amount, this scale simplifies this process forrrspondent. The degree of international
experience can be measured by asking questionsdnegathe extent to which the
person has gained international experience thrdugfollowing:

Living and working abroad
Living and studying abroad
Working for an international company in Norway

Traveling through a previous job

ok~ 0N PE

Being in contact with foreign markets in other wégfore engaging in

the current company

4.2.4 Performance

Performance can be measured in two wajiser subjectively or objectively.
Objectively refers to measuring performance quatiiely. Katsieka et al. (2000) find
that export sales ratio is a common economic inidicaf performance, while the most
common non-economic measure is number of expomtdes. In this context these
measures are not suitable for several reasong, exause many companies that
internationalize early on may not generate pradit $everal years. This may be even
more pronounced in high-tech companies, such aertbs in this study, as the costs of
developing the products are very high and mighe¢ talany years to cover. Second, as
companies are different in nature, for exampleize sand age, and the nature of their
industries and their markets differ, thus it difficto realistically compare objective
measures of performance among companies. Subjgatisfermance, which is more
relevant here, refers to measuring whether manatger«k and feel they have

accomplished what they sought to accomplish initernational markets. This allows
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for a better comparison across companies, as atvallperformance, or success, to
reflect aspects such as the initial goals and aomsitfor the international activities and
the standards for performance set by the companyorebe starting the
internationalization process.

Nummela et al. (2004) also argue for taking a hiclispproach to performance
since within the mindset of the manager, the irgeomal activities are seen as one
activity, and thus general and overall performammasures are preferred rather than
specific measures of individual activities (Nummetaal., 2004:55). This supports the
use of subjective measures for performance, as\lieype a result of the idea of the
manager and will not be influenced by examplesnaidents that were outside the
control of the company, or results of specific wtassful activities, that may not
reflect the complete picture. According to Katsikkest al. (2000), measures such as
managers’ satisfaction with overall export perfonce perceived export success, and
being able to meet one’s export objectives are apmte for measuring subjective
performance. Based on this, and on the subjec&réommance measures used in the
study by Nummela et al. (2004:64), as well as Cgivasmd Zou (1994) and Olsson and
Solberg (2009), performance can be operationalizgdasking to what extent the
respondent agrees or disagrees to the followingtopres, which will be graded on a
seven point Likert-scale, from 1=totally disagre&sdisagree, 3=partly disagree,

4=neither disagree nor agree, to 5=partly agreag@e, and 7=totally agree:

The international activities in our company hdeen successful

2. The international activities have had a positefeect on the profitability
of the company
The growth in international markets have bedrs&ectory

4. The goals of the company in international marketgehbeen achieved

4.2.5 Commitment to internationalization

The use of pace as a measure of commitment tanatienalization, is a result
of an assumption that if key individuals or managarthe companies are committed to
internationalization they are likely to implemenitasegies early on that will take the

company into international markets early on. AseiRran and Cavusgil (2007) describe

39



it, states of commitment can be characterized astitategic mind-sets of managers for
accelerated internationalization. Nummela et al00@ measure commitment to
internationalization on the basis of statementandigg the managers’ behavior related
to international activities, such as whether thg kelividuals are willing to take the
company to the international markets, whether tlwsg a lot of time planning
international operations, and whether they seavi@e world as one big market place
(Nummela et al., 2004:55). Translating this int@ufitative measures, one reaches the
traditional measures of pace, such as market camenit in terms of the amount of
resources committed to a foreign market or sizéneéstments within a certain time
period (Madsen and Servais, 1997:569). Oviatt ancDdligall (2005) measure
commitment, as a part of the concept of pace efiationalization, by how quickly the
percentage of foreign revenue increases (Oviatthacidougall, 2005:541). They also
mention scope and initial entry as part of the padech, based on the measures used
by Nummela et al. (2004), also can be considerecesalt of commitment to
internationalization. In this study | choose to gs@ntitative measures for commitment;
export share within three years, years after astabknt that internationalization was
initiated, and the scope of the foreign markets.

Export sharecan be measured by asking the following questgpuroximately
what percentage of the company’s revenue came $§ales outside of Norway three
years after establishment? Three years is usedigedais a common cut-off point that
has been used to define Born Global companies Krigd Cavusgil, 1996; Madsen et
al. 2000).

Number of years after establishment that intermedlzation was initiated
indicates the commitment by measuring how earlgraftception the company ventured
abroad.

Number of continentsvhich is operationalized by asking whether thenpany
IS present in one continent, two continents, oeghor more continents, refers to the
scope. This reflects whether the company sees timdevworld as its marketplace, thus
it corresponds to the subjective measure used hyrhala et al. (2004) described
above. The respondents will also be provided whih dpportunity to state the exact
continents they are present it.
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These factors all relate to the willingness teetdke company to international
markets, as well as spending time and effort onmplgy for international operations, as
well as seeing the whole world as a marketplacdeasribed by Nummela et al.
(2004).

4.2.6 Control variables

Control variables are variables that may have decefon the relationships
between the characteristics of the managers angdhfermance of the firm. These
factors must be controlled for to be able to isoldite effects of variables that are of
interest.

Sizeof the company is a relevant control variabletasay affect the variable of
performance, since it is believed that a larger gamy may perform better. Thus it is
important to check for this to be able to isoldte telationship between the managers’
characteristics and the performance. This can leeatipnalized by asking about the
number of employees, and the size of the revenu¢hef company. Number of
employees is also an important control variablenetke sure the companies is fit the
requirement of less than 100 employees. This redgrdrwill be given the alternative of
less than 10, between 10 and 50, and between 500ihd

Ageis also a relevant control variable as older firngy have managers that
have become more committed to internationalizatieer time as they have developed
more experience and knowledge in international etarland thus, for example, have
become less risk averse to foreign activities. Thius believed that older firms may
perform better in international markets than veouryg firms, and this must be
controlled for when looking at the relationshipveén managers’ characteristics and
performance. This can be measured by asking whendmpany was established. This
is also a control variable to make sure the comparits the requirement of being
established after 1990.

Product or process characteristicgre also important to check for, as it is
important to see that all the companies do in l@bbng to the same category and offer
a product that is knowledge-intensive and high-tdttis can be measured by asking an
assessment of the technology level of their produgirocess, on a scale from 1 to 5,

where 1 is low and 5 is high.
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4.6 Sampling

The foundation of a good survey and strong regaltisase conclusions on is a
good sample. A sample is a part of the whole pamuawhich can be characterized a
representative for this population. Since this gtiadtuses on testing a model developed
by Freeman and Cavusgil (2007), it is natural that sample used should to a great
extent replicate the sample used in their studys Tilakes it necessary to put some
restrictions on the sampling of the respondentschvimakes the sample in this study a
non-probability sample (Saunders et al., 2007) ed#dled criteria-based sampling. This
obviously limits the randomness factor, and meaasthe findings in this study cannot
be generalized to the whole population of Born Glammpanies in Norway. However,
one can argue that it will be generalized to thenBGlobals that fit the sampling
criteria, which will be described and discusseabel

As mentioned above, when testing a theory thanbayet been tested, in order
to obtain results that are in fact comparable ¢odhes in the original model, one should
try to follow their steps in sampling. Then furthhesearch could test whether the theory
applies to a wider range of samples of Born Glawmhpanies. This is in many ways
challenging as the original model was developeahiustralian context, and this study
in a Norwegian one. In addition, time and resourdiéfer between the studies. This
makes it necessary to moderately adjust the saglimne requirements are too strict,
even if it may reduce the consistency to some é¢xten

First, when sampling from this population the boanes need to be somewhat
constrained with regards to time. In the study lbgefan and Cavusgil (2007), they
have included firms that were established as emslin the 1960s, two out of three of
these also have over 100 employees, which is utathelgble due to the age of the
company. If this study was of qualitative characseich as theirs, these types of
companies could have been included, however, shreguantitative character of this
study limits the control of the respondents andrtheswers, including them could
create unreliable data and information. Limitinge ttime frame will therefore be
necessary. First of all, this will provide a mom@ogenous sample, as environmental
factors and developments may be said to be rekatstable. In addition, including

companies that were established far back in timddconake it difficult to obtain
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reliable information, mainly since the key indivads that may have had significant
impact on the company from the start may not bélava anymore. Looking at firms
that were established after 1990 and up until todayld be reasonable, as it would be
possible to contact people that has a had a rdleeicompany’s internationalization. It
was also in the early 1990s that the concept ohEalobal companies emerged, thus
this is a good cut-off point for the sampling.

The definition used by Freeman and Cavusgil (2@®&n SME is less than 200
employees, and they also use Knight and Cavug@i084) definition of Born Globals
as ‘business organization that from or near their foungd seek superior IB
performance from the application of knowledge-bassburces to the sale of outputs
in multiple countries and establish an internatibmesence within three years of
inceptiorf (Freeman and Cavusgil, 2007:8-9). Their samplalgo characterized by
mainly consisting of geographically focused stars;uwith reference to the model by
Oviatt and McDougall (1994). This allows them tocds on the pace of the
internationalization rather than the scope of tMES dispersion, which they claim to
be the major distinguishing characteristic of B@iobals (Freeman and Cavusgil,
2007:10). In their study they also focus on comesnvith a knowledge-intensive high-
tech product or process or service, which is acgigBorn Global firm characteristic.

With regards to number of employees, | have chésdéocus on companies with
fewer than 100 employees, instead of fewer than 2@0approximately 99,5% of
Norwegian enterprises have fewer than 100 emplog@88, 2009), the definition of
fewer than 200 employees is somewhat large foNtbrevegian Born Globals. Freeman
and Cavusgil (2007) only have two companies thaehmaore employees than 100, and
the rest have fewer than 60 employees in their Bgmyich may relieve the lack of
consistency in the sampling between the two studies

Further, whether a company is geographically fodugaits the quantitative
study of Born Global companies in Norway, as it \dorestrict the potential sample
size considerably. It can also be argued that doggphically focused start-ups are not
the “true” Born Global companies, as one shouldeekp global company to be present
in more than one continent at the same time (Kayl2607, Gleason et al., 2006). Thus

this requirement is also excluded from the samglintpis study. This would also allow
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for testing the theory on a wider range of Bornl§alocompanies, even if it could cause
discrepancy with regards to the results obtaineBregman and Cavusgil (2007).

With regards to defining a Born Global company amplying this to the
sampling, according to Freeman and Cavusgil (200®,company should have an
international presence within three years of inceptSeveral others have also set the
limit of at least 25% of the total revenue of thenf coming from international sales
within three years of founding for defining a Bo@lobal company (Knight and
Cavusgil, 1996; Knight, 1997). This limit has netn included in the study of Freeman
and Cavusgil (2007), thus this is not a cruciahpa the sampling. Whether they are
present in international markets within three yearénception, has been included as
control question, as it would be time consumingobdain this information from the
companies, and has not been a requirement to ¢beekhen conducting the sampling.
Instead, the focus has been to secure that the apmis engaged in international
activities.

To sum up, the focus when including companies & shmple has been on
factors such as year of establishment, number piagrees, and whether the company
Is engaged in international activities. The requieat of the companies having a high-
tech product or processes have been kept and dpplibe sampling process. As this is
information that is normally available on compahigsbsites, and due to the time and
resource limitations of this study, it is reasoeat base the sampling on that. The
disadvantage of this procedure is that companieg have to be excluded after
responding to the survey due to a mismatch witrerotiequirements, such as the
presence of an early internationalization withirethyears. It should also be noted that
companies that have been acquired is not included.

The Internet is the main source of information ompanies in order to develop
the sample, and websites such as Kompass.no antafiacom have been the most
valuable sources of information, as well as DadttFast50 lists, Dun & Bradstreet,
Nordic Venture Network and Rising Stars of the Rofhese sites have been helpful,
however limited, as they do not provide informatmmthe complete set of companies
in Norway. The procedure of obtaining the sample baen to go through the lists of
companies that have appeared as a result of ahesapn technology related terms in

these databases, and obtained their websites gndextthe information of whether the
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product is high-tech, whether they are engagedtermational activities, whether they
have fewer than 100 employees and year of estaimdish Also as there are no
databases available on this particular type of ditimat can provide complete lists of
them, the magnitude of the population is not knotks the aim of the sampling has
been to obtain a sample as large as possible &r twcensure a high response rate and

more reliable results.

4.7 Data collection and analysis

The data obtained in this study is primary data tfaas been collected through a
survey developed in this paper, and this data pp@ted by secondary data obtained
through the research done by Freeman and Cavudgi7). This combination of
sources of information is believed to increase tbbability of the results and
conclusions drawn from the analysis of the prindata.

A survey is used to collect the data as it provial@gde geographical reach. The
survey is also most efficiently and effectively dooted electronically, as regular
mailing would, not only take much longer, but isalikely to give a lower response
rate. A standard email was sent to the differemdiwith an introduction of myself and
the project and its aim, and with a link to theveyr Those companies that did not
provide contact information to key employees onrthvebsites were contacted by email
and asked to provide such information and the suwas then sent to the person they
thought most suitable. A reminder was sent onetaadweeks after the initial request
to participate in the research to those that hagetoresponded.

In the data collection | used QuestBack as a toaather the data, which was
made available through Oslo University College.sTtuol was used to create and to
distribute the survey. It is obvious that thidbah time-efficient for the researcher and
more convenient for the responder. Pre-testindghefsurvey was done to colleagues in
order to ensure that the questions asked were alghrunderstandable and feedback
provided guidance on the improvements necessary.

Analysis of the data after it had been collectethited the use of statistical
methods with the help of SPSS, statistics softwahe. aim of the work that was done
prior to the data collection was to create a bnmadsurement of the characteristics of

the managers in the companies. An important pattie@tiata analysis was to determine
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whether the broad range of variables in fact meatw concept they were thought to
measure. An important tool in this process is disi@am reduction, more concretely an
analysis commonly referred to as factor analysisugh more precisely a Principal
Component Analysis was used. This will, howeverrdferred to as a factor analysis in
the following chapters. This analysis will combitiee variables into underlying
components based on their correlation with eackroffhese components will also be
referred to as factors in following chapters. Thesderlying factors were given names
based the variables included in them, and on wietcombination of these variables
explain. If the variables match the combinatiorvafiables in the theory they are based
on, and thus the assumptions made in the operéfanan of concepts and what
variables belong to each concept, the factor aisalydl provide four factors that can
correspond to adaptiveness, other-oriented behapinsonal interactions and direct
interactions. This procedure is part of the vajidihalysis of the results. When factors
have been extracted and made sense of, a teshdoretiability of them will be
conducted and also a test for their distributidhat preferably should be approximately
normal. When the variables have passed the testliofity and reliability they may be
scaled into a single measure in concurrence wélabtors they belong to, and the final
scale was a result of taking the average of alltdras, or variables, in the scale. When
the scales have passed the normality tests theyhbwaysed in the analysis of the
relationships in between characteristics of theagars themselves, as well as between
them and commitment, international experience, @arormance. These analyses will
be conducted by looking at the correlation mattie@s! by performing linear or logistic
regression between the different variables. Thelte®f the technical analyses will

provide answers to whether the hypotheses arerooedi or not.

4.8 Research credibility

One cannot know whether one has the right answiretquestion, however, to
every extent one should reduce the possibilityatfigg the wrong answer (Saunders et
al., 2007:149). This means that securing the riitialand the validity of the research is

crucial, as it reduces the possibility of the wr@amgwer to the research questions.

46



4.8.1 Reliability

Reliability of research concerns the extent to Wwhibe techniques used to
collect data and the analysis procedures will gfewiou with consistent findings. If the
results are reliable, it means that using the saxeasures will give the same results on
another occasion, and that other observers ma riegcsame observations. In other
words, it means that there is transparency in hemss was made from the data
(Saunders et al., 2007:149). The researcher has albéfforts throughout this paper to
account for and explain the steps in the procedoiresllecting and analyzing the data.
In addition, steps taken throughout the procesanafyzing the data, as will be seen in
chapter five, will provide tests for the reliabjliof the results from the analysis.

A threat to the reliability of this study could ke subject or participant error,
which means that respondents may answer differatttjifferent times. This is a real
threat to this study as the measurement of degfeeommitment, as well as
performance, may be subject to this type errord asmy depend on such things as at
what point in the internationalization process fine is. This would ideally be dealt
with by doing a time series study of the resporslearid measure their degree of
commitment at different points in time to see #\{lare consistent. However, due to the
time limits of this study that is not possible. $h$ important to have in mind when
interpreting the results. Second, problems that arése due to subject or participant
bias, observer errors and biases that is relatéuetobserver’s presence are met by the
use of the electronic survey where answers canadtdezed back to the respondents.
Information will be given and emphasized about twmmplete anonymity of the
respondent, as well as the responses will be dieahtand thus not be subject to
interpretation by the researcher (Saunders e2@0.7:149-150).

4.8.2 Validity

The validity of a research deals with whether oasares what one says one is
measuring, and whether the findings are really alvhat they appear to be about
(Saunders et al., 2007). The validity of a reseastiongly depends on the
operationalization of the constructs used. Thiscalled construct validity, and is
particularly important when using a survey as #searcher leaves it in the hands of the

respondent alone to interpret the question asked, it is crucial to have questions that
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provide answer that do in fact mean what we thirkytmean. Having a clear idea of
what the different commitment states really meas b@en crucial for this work and

basing the operationalization on the findings ia #rticle by Freeman and Cavusgil
(2007) has helped increase the construct validitthe research. The use of literature
and previously developed construct operationabratélso provides increased validity.

Still, one may encounter a situation where questiammd their answers do not provide
the expected results, and this may not be knowihafter the data has been collected. It
is therefore important to test for validity, whiahil be done in chapter 5.

Internal validity with regards to a quantitativesearch is concerned with the
ability of the questions asked to measure whate¢kearcher intended them to measure
(Saunders et al., 2007). This will be dealt withairconstruct and a content validity
analysis in the following chapter. External valditvhich is generally referred to as
generalizability, is concerned with whether you ganeralize the results to other cases.
Since this is a quantitative study that aims tocdbse a relatively large sample, it is
likely to assume that the results may be genewdlineother setting where companies
fulfill the requirements and assumptions made allbem in this study, which were
described above when discussing the sampling. ddes, however, also depend on the
sample size and a large sample is preferred irr tod®make sure it is representative for
the population. External validity will also be sonfet limited, as the sample is a non-
probability sample because it is a result of datdrased sampling. As stated above, it
can however be said to be representative for legh-Born Globals in Norway, which
fit the requirements set in this study. A randommgke has not been obtained mainly
due to the lack of a sample frame. The sampling lhasever, been thoroughly carried
out as efforts have been put into the mapping ofnBGlobal companies and
determining which ones would match the requiremeetsby Freeman and Cavusgil

(2007) based on their cases.
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5. Data analysis and results

5.1 Data collection and sampling

Due to the lack of complete databases with listscompanies and their
characteristics, the searches had to be conductedtarnative ways. The researcher
thought it was important to do a thorough studyhef companies beforehand in order to
avoid wasting the time of respondents that weresoaéble for my study. To obtain the
necessary information before including a companthensample, the researcher had to
visit the company’s website and search for my Gafesuch as year of establishment
and number of employees, whether they were intematand whether their product
could be considered high-tech. This was quite extenwork and resulted in 182
companies that were contacted. From these, 119 aaegprovided the information of
key people that could be represented on the maligigfor my survey. After three
rounds of reminders, 8 decided to decline the suyraad 69 answered. From the 69
who answered, only 56 met the requirements of tess 100 employees and exports
within the first 6 years, and one was excludedrioomplete information.

This is a response rate of 37,9 %, which is aivapt high rate, even if the final
sample size is somewhat unsatisfactory, and walé@lrestrictions on the credibility of
the results and the conclusions drawn from stesistpplied to these data.

The collection of the data was conducted by sendingils to the contact
addresses of the potential companies, or direstlyEO, founder or similar key persons
in the company, when their contact information wesvided. It was important to make
sure that the person answering the survey was sompdhat had been central in the
internationalization process of the company, whias made clear in the emails sent.
As always, it would be beneficial with a higherpesse, however, the reason for the
relatively low response rate is to some extent tstdedable. The appropriate
respondents are key people in small companies, ttteusime available to answer the
survey could be limited, and many failed to ansimethe first round. A reminder was
sent one and two weeks after the initial contaté @& order to obtain more answers,
however, with little luck. The emails sent to thengral contact people in companies
also did not generate as many answers as hopaanisader was sent a few days later to
those who did not answer, which did provide someenamswers. Some informed me

that they did not have consistent internationaivdies or they were not international.
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Some answered that at they would forward my enmall get back to me if anyone was
interested, and some answered they simply did aa¢ lime for my survey. From some
| also received the response that the email had beesidered Spam in their inbox in
the first round, and that they often receive emslilsh as mine that are not real and just
a way to obtain information. This may have beenagomsetback for the response rate
as it is highly likely that this has happened witany of the emails | sent out, however,
it is hard to avoid. The emails | sent can be foumdAppendix 1. A selection of
feedback from the companies | contacted can bedfauAppendix 3.

The process of obtaining the data was challengmigtime consuming, and even
if it can be argued that it should have been ptess$tobtain a larger sample, due to the

lack of time and resources, in the end, it was s&amy to settle with this sample.

5.2 Descriptive statistics of the respondents

Due to the thorough sampling, most of the respotsdenthe survey were within
the pre-set boundaries for the sample qualitiesummary of the descriptive statistics
can be found in Table 5.2.1 below. The responddms have been included were
established after 1990 up until 2008, with the ageryear of establishment being in
2000. The numbers of employees in the companies aleunder 100, with only 7,3%
having over 50 employees, and the majority, 50,886, between 10 and 50, and 41,8%
having fewer than 10 employees. This shows thatlatively high percentage of the
firms were quite small, having fewer than 10 peoplais could be related to the high-
tech and knowledge-intensive nature of their prégloc processes, and their relatively
low age.

The revenue of the companies varied between Oetondximum of 250 million
NOK, the average being approximately 30 millionwiewer the mode is about 10
million. The reason for the minimum being 0 is daene respondent’s answer, which
could be explained by the fact that this company astablished as late as in 2008, thus
the number may not be available or they have niogeeerated any revenue.

The technology level of the companies varied betwe&alue of 4 and 5, on a
scale of 1 to 5, with an average of 4,71, whiclaasy high. Only 1 company described
its technological level as 3. This shows that alnasthe companies have high-tech
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products, processes or services, which is consistéh the companies used in the

study of Freeman and Cavusgil (2007).

Among the companies, 60% were present in threeim@mins or more,

approximately 18,2% were present in only one cemtiinand 21,8% in two continents.

All respondents became international within six rge&3,6% became international

within the first three years, and 36,4% betweepdhand six years after establishment.

The average export percentage within three years aggproximately 32%.

Table 5.2.1: Descriptive statistics of the respondés — distribution

Export percentage within| Technological Year
three years level established | Annual revenu
Mean 32.09 4.71 2000.84 | 29897872.73
Minimum 0 3 1990 0
Maximum 100 5 2008 250000000
Mode 0 5 2002 10000000

Table 5.2.2: Descriptive statistics of the respondés - frequency

Year of first
international
Number of activity after Technological
continents establishment | Number of employeejevel
1| 2 |39 13 1 36 1410105050100 3| 4| 5
more| years | years
Frequency | 10 | 12 33 35 20 23 28 4 1| 14 4(C
Percent 18.2| 21.8| 60 63.6 36.4| 41.8 50 7.3 13.5|72.7

5.3 Classification of respondents

Freeman and Cavusgil (2007) classified their redpots as geographically

focused start-ups, with reference to the model wlt® and McDougall (1994:59) of

types of International New Ventures (see modelhapter 1). This meant that they had

many activities coordinated across national boatdeut the activities involved few

countries. In addition, they used companies thaeved international within the first

three years after establishment.
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The respondents in my study can however be cladsd#ilittle differently. Due
to the relatively high average value of the intéioral sales of the companies, it is fair
to assume that most of them have many activitiesdioated across the boarders, as is
the same for the companies in the study of FreeamahCavusgil (2007). However,
when looking at the number of countries involvédas majority of the companies in my
study do on the contrary, have, not only severahtites, but also several continents
over which they coordinate their activities. 45ttoé Born Global firms were present in
more than one continent, 33 out of these were ptasehree or more continents (see
Table 2). This means that they are rather globhichvdoes not correspond with being
geographically focused. This means that, with exfee to the model of Oviatt and
McDougall (1994:59), the companies are more likelycorrespond to what they call
Global Start-ups.

In addition, on the dimension of pace of the indéionalization, which is not
included in the model of Oviatt and McDougall (1994ut which Freeman and
Cavusgil (2007) characterize their companies bg,dassification of the respondent in
my sample differs. Specifically, in terms of yeditea establishment when first
international activity was initiated, the sample reBpondents in my study includes
companies that were not international until aftere¢ and within six years after
establishment. In addition, most of the companmesny sample did not have a very
high percentage of international sales within thyears.

However, since all of the companies included werrnational within six
years, which can still be characterized as relbtigarly. Freeman and Cavusgil (2007),
state that it is common for Born Globals to becanternational between two and six
years, and it also seems that even the compam¢ddcame international after three
years are all fairly global today. Based on thisah be argued that they did have an
intention to be international from inception. Tlugn be seen by a cross tabulation of
year after establishment when the first internatioactivity was initiated and the
number of continents the company is present at Aggeendix 4). Even so, this also
does show that the ones that established themsigigraationally within three years
are more global today than the ones who internalimed within six years, 23 versus
10, respectively, are present in three or moreigents, in percentage this is 65,7%

against 50%, respectively.
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However, when looking at the percentage of inteonal sales within three
years, it seems those who have a low percentageles internationally are still fairly
global today, with respect to the ones who havegh percentage of international sales
early. More than 50% of the respondents who aregmtein more than 3 continents
today had less than 50% of sales internationallthiwithe first three years (see
Appendix 4). This means that in this sample, beogntiighly global could be more
related to being international within three yeansd not necessarily to the amount of
sales generated from international activities. This be explained by the fact that high-
tech products may not generate sales as fast, eas rntfay take long to be fully
developed, while the companies may be present ternational markets without
actually generating sales until the product is yefad market. This is also part of the
argument for including companies that were notrimagonal within the first three
years, but rather within the first six years. Tla¢une of high-tech products may require
development and testing which may take longer fleariow-tech products, thus this
also affect the pace of the establishment in antfkebdand the generating of sales, both
domestically and internationally. This argumensasnewhat supported by the fact that
among the ones who internationalized within threarg a higher percentage had a
lower technological level than among the ones whernationalized later on, however,
the differences are not very large (see Appendix 4)

Despite the discrepancy between the sample useBrdgman and Cavusgil
(2007), it can be argued that a more diverse sanfpgiempanies such as this would be
more representative for high-tech companies, and tould provide tests and
conclusions about the typology developed by Freemnash Cavusgil (2007) over a
broader range of companies. Thus it also allowsénparing different types of Born
Global companies to see whether there are diffeemetween them, which gives a
more thorough insight than only looking at one hgemmus group. Having differences
in the pace of the internationalization may allaw & better testing of whether there is a
relationship between different characteristics ainagers and their commitment to
internationalization.

This does, however, also pose some difficultisstha testing of this typology
has not yet been done, and therefore it shouldidoga extent be based on a sample as

similar as possible to the one in the original céetifor it to be able to test it as
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accurately as possible. The difficulty of obtainiaglarge enough sample and also
retrieving enough responses has made it necessaigcept the sample as it is, despite
the fact that it does not quite replicate the samysled in the original study. The major
constraint on both time and resources has madeatimscessary compromise in my

study.

5.3.1 Average values for the different types ohBslobals

Since the sample includes a more varied rangespbrelents, it is interesting to
take a look at the average values for the diffefentis. Among the companies that
internationalized three years after inception, 3%4had annual revenue above the
average of the whole group (which was approximad@ymillion NOK), while among
the ones that internationalized within six yeaf¥/odwere above average (see Appendix
4). These numbers are of course affected by theoifee company, and where in the
process of internationalization the company is. Bwev, the difference in percentage is
not too large, despite the age differences.

Among the companies that internationalized withir gears, 85% were
established between 1998 and 2003, while amongrthe that internationalized within
three years were more evenly distributed on alkgjeaith the period with a largest
concentration, of 26,7%, being between 2004 an® 26€e Appendix 4).

The ones that internationalized early on are smatiderms of employees, with
about 50% having less than 10 employees, comparéiet25% among the ones that
internationalized within six years. The majorityf 80%, of the companies that
internationalized within six years had between i 80 employees, compared to the

40% of the ones that internationalized within thyears (see Appendix 4).

5.4 Validity analysis
5.4.1 Construct validity

“Validity is the extent to which the indicators “agrately” measure what they
are supposed to measuréHair et al., 1995:641). Construct validity in tbhentext of
this research deals with how accurately the measane i.e. the questions asked to the
respondents, in measuring the theoretical latemstcocts they are designed to measure;

adaptiveness, other-oriented behavior, personafdations, and direct interactions., as
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well as international experience and performancéefiVconstruct validity is present
one may be confident that an item of measure thathieen obtained from the sample
actually represents a true score that exists in pbpulation (Hair et al., 2006).

According to Hair et al. (2006), there are four gnaups of construct validity; face

validity, convergent validity, discriminant valigitand nomological validity (statistical

conclusion validity). The most important in the tet of this research, is the

convergent and the discriminant validity, as wsltlze face validity.

The first analysis to be conducted is the convergemlysis, which will test
whether the items load on the factors that theysangposed to load on, and what
questions measure the same things. This will beecaout by performing a Principal
Component Analysis, and as discussed earlier itheilreferred to as a factor analysis.
In combination with a discriminant validity analgsithis will ensure the convergent
validity of the variables. Based on the convergaralysis, content, or face validity, will
be ensured by interpreting the results of the cayerd analysis.

All variables will be subject to the convergentiddy analysis except the
control variables, and the variables measuringctimamitment to internationalization.
They are not subject to validity issues as varmldach as year of establishment,
income, and the like, can be said to be fairly amteuin what they are supposed to
measure and not subject to major interpretationhleyrespondent and thus not easily
misunderstood. The validity and reliability of thesults regarding these factors have
been secured by targeting CEOs, founders, or masyagbo are considered to be the
most suitable informants with regards to the knolgte and information on issues

regarding internationalization in the company.

5.4.2 Convergence analysis of the variables meaguthe characteristics of the
managers

First, the different questions measuring the cherestics of the managers have
been given names based on what they were assumethetsure from the
operationalization of the concepts. A list of thariables with their names and the
guestion belonging to them can be found in AppediXhese names of the variables
will be used when referring to them throughout filkowing analyses. In addition, the

questions that have been reversed in their wordawg been recoded.
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Second, an investigation of the individual Kaiseeydr-Olkin measure of sampling
adequacy (KMO) values (Hair et al., 1995:365) aml\talues of the communalities of
the different variables, which describes the amadintariance the variables share with
the other variables in the analysis, and the thstions of the individual measures,
showed that the variables presented below have tmwaved from further analyses.
Some were removed due to their low values of KM®,Z5), while some were
removed due to their distribution being highly skelwor due to their communality
values being lower then 0,7 (see Appendix 6). lditaxh to the objective values above,
a subjective judgment on the combination of theakies was used. This led the
following variables to not be considered measuvitigit they were assumed to measure

when developing the questions (see Appendix 5):

= Personal interactions: Personal_1, Personal_2

= Direct interactions: Direct_2, Direct_4, Direct_iedeDirect_7

= Adaptiveness: Adaptiveness_1, Adaptiveness_3, Adapdss_8,
Adaptiveness_9, and Adaptiveness_14,

= Other-oriented behavior: Other_orient_6 and Otheent 8,

= Psychic distance: Adapt_psych_1 and Adapt_psych_3

The low values of these variables can be explalyetthe fact that the questions
were posed in an inaccurate or unclear mannehtmatead them to be interpreted and
answered in different ways by different respondeStsme (such as Adapt _psych_3)
may also be said to be somewhat long and intri@atedifficult to grasp if the person
answering did not take the time to think it cargfdhrough. Further, some questions
(such as Personal_2, Adaptiveness_1, Adaptivengssan9also be assumed to be true
for any person and thus the answers provided mayifferentiate much among the
respondents, as it is natural for all to be positiewards it regardless of the situation
and the characteristics of the manager. The ren@ivariables have been included in
the factor analysis.

For a factor analysis to be suitable a KMO valueatgr than 0,6 would be
preferred, however, greater than 0,5 is necessaryeall as the Bartlett's test for
Sphericity should be significant (Hair et al., 19880). It should also be noted that a
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small sample, such as this, does not necessaalyda a good factor solution, however,
some have noted that a minimum requirement is S@rvhtions (Eikemo et al., 2007) ),
or a requirement of five observations per variablae to this, in combination with a
sufficiently high KMO value, a factor analysis hlasen chosen for the convergence
analysis, and the rotated solutions have beenr@utaising Varimax rotation in SPSS.
It is considered a necessary step in order tothestvariables that were developed to
measure underlying constructs, as they were basdelyson this researcher’s
knowledge and interpretations.

When conducting the factor analysis it is also seagy to determine how many
factors will be extracted, and based on Kaiseiterwon any factor with an Eigenvalue
of 1,0 or more is retained. The Eigenvalue reprisstiie amount of the total variance
explained by this factor (Hair et al, 1995:365)itiCism of this method of extraction
(Pallant, 2005) is that it may retain too many dast Thus, in addition, the Scree plot of
the factors is investigated and according to Pal([2005) it is natural to extract factors
up until the point where the plot changes shapestads moving horizontally to the
right. The KMO of the factor analysis is 0,610, ahd Bartlett’s test for Sphericity is
significant, thus, a factor analysis is appropreated can be carried out on the remaining
variables. Variables with loadings lower than 0.dvér been excluded, as it not
considered high enough, thus they will not showhia output from the analysis. This
gives the following factor structure result, witme extracted factors that account for

77% of the variance:
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Table 5.4.1: Convergence analysis of variables meag the characteristics of
managers

Component

1 2 3 4 5 6 7 8 9

Other_orient_2 .825
Other_orient_1 .753 .382
Adaptiveness_7 .741
Other_orient_3 .741 .307
Personal_3 .628 .389 .386
_ - .386 343 407
Personal_6 .891
Personal_5 .891
Personal_7 .801
Adaptiveness_6 549 | .361 .328 -.364
Other_orient_5 .813 .300
Direct_3 721 317
Other_orient_4 .355 .720
. 324
Adaptiveness_12 .890
Adaptiveness_13 .739
Other_oreint_7 .339 .396 | .563 -.363
Adaptiveness_2 .769
Adaptiveness_11 .613 .342
Adaptiveness_10 .307 .546 432
Adaptiveness_4 79| 356 488
Other_oreint_10 .861
Personal_4 .699

Direct_5 .790 -.329
Direct_1 -.326| .740
Other_orient_9 -.843

Adaptiveness_psych_2 .915

In the table above, the variables with high loadiage marked with a light gray,
while the variables with too low loadings are markevith a dark gray. When
interpreting the factors, any variable loading lgsm 0,5 on any variable are excluded
from further analysis, as 0,5 and higher is coneidgractically significant (Hair et al.,
1995:385). If variables load on several factorsytare kept if the difference is less than
0,1 between the highest loading and the other hagdi
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The results of the factor analysis (see Table Shhws that the following
variables were not loading significantly on anygsnfactor, but instead had relatively
low loadings on several of the factors: Adapt psychand Adaptiveness 4. The
variable Adaptiveness_5 does not have a loading @& however, it is quite close to
0,5, and since the difference between the higloaslimhg and the other is larger than 0,1,
it is kept as it makes theoretical sense for lidtong with the other variables loading on
that factor. A few other variables also have logdirclose to 0,5, however, the
difference between these loading and the ones loer dactors are not larger than 0,1,
thus they are not kept for further analysis. Thee8@lot (see Appendix 7), shows that
the first five factors are located before the mlhéainges to a relatively horizontal line.
This means that only the five first factors aretkiep further analysis. This leaves out
the following variables from further analysis asllw®ther_orient_9, Other_orient_10,
Personal_4, Direct_1. Direct_5, and Adapt_psych_2.

Based on this analysis, five factors have beentiftkth among all the variables
and are the basis for determining whether theeepattern among the respondents that
can correspond to the pattern of characteristicengmmanagers in the theory of
Freeman and Cavusgil (2007). The five extractedofacexplain only approximately
58% of the variance, however, they represent tlearekt pattern among all the
variables. In the following these factors are pnés@ with their representative
questions, and with names they have been thatomsdered to be appropriate due to

the nature of the questions that load on them:

» Factor 1: Other-oriented behavior

= Other_orient_20ur networks will provide economic benefits in libreg run

= Other_orient_10ur network contacts provide an excellent oppotiufor
long-term learning and development of our company

= Adaptiveness_7tnformation and knowledge about internationalizatibas
come through network contacts

= Other_orient_30ur network contacts would describe us as a resuoc
them as we offer information and our knowledgenemt

= Personal_3We spend much time and effort on maintaining ouwaouk

contacts
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Factor 2: Personal interactions
» Personal_6We have several high-level network contacts inijorenarkets
= Personal_5: We have several high-level decision-makers in dloba
companies in our network
» Personal_70Our most important network contacts are in key glolrms
within our industry
= Adaptiveness_6tnformation and knowledge about internationalizatioas
come from experience
Factor 3: Adaptiveness
= Other_orient_5We provide our competitors with information
= Direct_3: If the opportunities exist, we would rather engagemultiple
markets at once if that yields the higher potentoal profit than gradually
enter one at the time
= Other_orient_4Competitors are also part of our network
= Adaptiveness_Sinternationalization is part of the long-term stegly of the
company and is a necessity for our company to gervi
Factor 4: Innovative orientation
= Adaptiveness_12:Internationalization is a learning process for our
company
= Adaptiveness_13: Improvisation is an important part of the
internationalization process
= Other_orient_7We aim to provide as much information and knowleage
possible to our network partners
Factor 5: Risk-taking behavior
= Adaptiveness_2Our domestic market offers sufficient business dar
company
= Adaptiveness_10We internationalize even if we risk to lose prdifitthe
short run
= Adaptiveness_11We internationalize even if we risk to lose madteres

in the domestic market
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5.4.3 Content validity of the variables measuring tharacteristics of the managers

Content validity is also referred to as face va@yidwhich is concerned with
whether the content of the items or variables asasistent with the theoretical
definition of the construct they are supposed toasuee. This is based on the
researcher’s judgment. The importance of face iglisl based on the fact that selection
of the items to be included in a scale for meaguaimatent construct should not only be
a result of empirical issues but should also bessult of theoretical and practical
considerations (Hair et al., 2006:136). This typealidity is ensured when interpreting
the components that results from the factor analySince many of the measurement
used in this analysis have not been tested bedsréhis research is based on a theory
that has not yet been quantitatively tested, cantatidity cannot be completely
ensured after solely a convergent analysis, asaisemption that items measures a
certain latent construct is based solely on thseaecher’s interpretation of the latent
constructs, which is only based on descriptionthenarticle by Freeman and Cavusgil
(2007). A discussion around content validity isrétfiere necessary.

The variables that the first factor consists @& @early a picture of a manager’s
other-oriented behavior. Managers that score higilythese questions are other-
oriented in their behavior towards their networknte@ts as they have a long-term
orientation towards them and thus spend much timmtaining the relationships. This
is a result of their idea that network contact \ibvide benefits in the long run, and as
a result their network contacts view them as rétiand as a resource as well. This is
consistent with the assumed description of theattaristic of other-oriented behavior
from the operationalization of this concept.

The first variables that load on the second faateralso clear in that they are all
related to the type of network that the manageve.h& manager that scores highly on
these questions has a network that consists oindiyiduals in key markets within the
relevant industry. This indicates that their int#i@ns with network partners are of a
personal character. The last variable refers to kimawledge about internationalization
has come about for the manager. It could be rathelear why this question would load
on the same factors as questions related to whastgf network partners the managers
have, however, it could be explained by the faat #xperience is a relatively personal

way to acquire knowledge and information, and likisly that this experience is related
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to have fairly personal interactions with thesenoek partners. Looking at the value of
the loading, this question does load somewhat lawan the others and could have
been excluded, however, even if it is not as olwiand clear as the other variables, it
can be interpreted in favor of being kept withirs thactor.

The third factor consists of variables that cheadlate to adaptiveness in the
sense that internationalization is considered rsacgsand a part of the long term
strategy of the firm, as well as realizing thatraddler and more open perspective on
network is necessary in order to adapt to new s and a rapidly changing
environment, thus competitors are included as giatthte network and someone whom
are also provided information. This factor measusekbong term and open-minded
attitude among the managers, and the questiondiegaentering multiple markets at
the same time if that yields a higher potential goofit can also be interpreted as bold
and adaptive behavior, where the managers seesasgary to take risks to adapt to the
market conditions of the company.

The fourth factor represents variables that alam e said to measure
adaptiveness. However, in this context it meastimesinnovative orientation of the
managers, which is characterized by the view ofitivernationalization process as a
learning process for the company, as well as tlaizegion that improvisation is
necessary to adapt in the best possible way tomaxkets and to the new process the
company is going through. This is necessary, agiored in the literature review, for
small companies that become international withtwet traditional resources of large
companies. The last question regarding the aimrtwige as much information as
possible to network contacts is not as clear awhy it belongs with the other two
variables. At a closer look it can, however, besiipteted as a way to adapt to new
conditions and new markets, as network contactallysare a crucial resource to the
Born Global company, and providing information ke them may serve to strengthen
the ties to the network and in this way strengttienposition of the company in new
business environments throughout the internatinatdin process. This may also be
characterized as an innovative orientation as a®lan adaptive attitude compared to
traditional ideas of retaining information withinet company and in this way building a
competitive advantage. For a high-tech company woeld assume intellectual

property was to be protected from other, howeverpvative approaches are necessary
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for Born Global companies, such as sharing informmatto create allies through

network in order to be competitive against largempanies in the same market. As
discussed when operationalizing the concept of tadagess, an innovative orientation
was assumed to be part of the characteristic afgoadaptive, however, these results
show that this is not the case in this sample,dasethe questions asked in this study,
as innovative orientation seems to be a separatstragt, and thus a separate
characteristic.

Factor five clearly measures the risk-taking adgt of the managers, as the
guestion regarding whether the domestic marketrofffficient business for the
company (which is reversed, meaning a manageihtghty agrees with it will be given
a low score, and opposite), reflects the degreehioh the managers see it as necessary
and unavoidable to internationalize as the homeketas insufficient. The other two
qguestions measures risk-taking in the sense tlamtiinagers, most likely due to the
situation in the home market, sees it necessatgk® the risks of losing both market
share and short-term profit loss in order to irdtionalize. As discussed above with
regards to innovative orientation, when operatianay the concept of adaptiveness,
risk-taking was also assumed to be part of the atheristic of being adaptive.
However, these results show that this is not tlse @a this sample, as it, based on the
guestions asked in this study, seems to be a depawastruct, and thus a separate
characteristic from adaptiveness.

The five factors above will be tested for relighiband if this test is passed they
will in the following analyses be used as scalesl their relationships with each other
as well as with commitment to internationalizatianfernational experience and
performance, will be investigated further in chaf® where the hypotheses previously
developed will be tested. This means that, desipgdact that they do not correspond to
the fours characteristics that were assumed ta bagsed on the model by Freeman and
Cavusgil (2007), they will be used in the furtheralgses as a replacement for the
originally assumed characteristics. This has inaplons for the testing of the
hypotheses, and for the hypotheses including tregackeristic of adaptiveness, the
three factors above; adaptiveness, innovative tatem, and risk-taking behavior will
be used as a substitution for this concept. Intemgithe lack of a factor with variables
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that could explain the characteristic of direcemattions, the hypotheses that include
this characteristic will not be tested.

5.4.4 Convergence analysis of international expeeand performance

The variables measuring both international expedeand performance have
been given names to represent them, and their namtiegorresponding question can
be found in Appendix 5. The KMO value for the vaites measuring international
analysis is only 0,535, however, the Bartlett's fes Sphericity is significant. The low
KMO can be defended (Hair et al., 1995), and aofaghalysis can be carried out (see
Table 4). The reason for doing a convergence aisalyshat it is interesting to see the
degree of international experience, thus scalirgyvriables when measuring this is
preferable. The result shows that the variablessarggg international experience load
on two different factors. The first factor dealstlwinternational experience that has
been obtained abroad, while the second factor deistisinternational experience that
has been obtained while remaining at home. Intennalt experience from working in
an international company does not load signifigaati either factor, thus it is excluded
from further analysis. The variable for internaabrexperience gained by traveling
through work, loads heavily on both factors, bug thfference between the loadings
exceeds 0,1, thus this variable is not ignored, Keyt for the further analysis. This
makes up two new scales: international experier@ieedg at home, and international

experience gained abroad.

Table 5.3.2: Convergence analysis of variables measg international experience

Component
1 2
Intl_exp_worklive .802
Intl_exp_studylive .791
Intl_exp_workintlcomp .397
Intl_exp_othercontact .863
Intl_exp_travelwork .485 .705

The KMO value for the variables measuring perforogams 0,665 and the
Bartlett's test for Sphericity is significant, thasfactor analysis could be carried out.
The result shows that all the variables measurerfppmance load significantly on only
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one factor, thus they will be used as one scalduidher analysis, referred to as just
performance.

Table 4.4.3: Convergence analysis of variables measg performance

Component

Total Performance

Performance_4 .902
Performance_1 .850
Performance_3 .841
Performance 2 747

5.4.5 Content validity of international experierane performance

Two different factors were extracted when condgcainconvergent analysis on
the variables measuring international experiences @riable, international experience
gained through working for an international compashigd have a high enough loading
on any of the two factors. The first factor, whislas named international experience
gained abroad, had the variables studying anddiabroad and working and living
abroad loading on it. The second factor had theabkes contact with foreign markets
through work and other contact with foreign markethis factor was named
international experience that has been obtainedewbeing at home. It makes
theoretical sense that these are two distinguidhetbrs as contact with a foreign
country while living and working in one’s home ctyy and contact with a foreign
country while actually living in it has substanlyatlifferent effects on the knowledge
that one might gain on this market and what kinéxgeriences one might encounter.
Thus it makes sense to distinguish between thesdymes of international experience
in further analysis. If these different variablee @ombined into two different scales
one may see the effect of different types of exgygexe on the characteristics of the
managers.

Only one factor was extracted from the convergerdlysis on the variables

measuring performance, which supports the fact ttheyg all measure the same latent
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construct, in this case, performance, as expettegse measures may be combined into
one scale if they pass the reliability analysis.

5.4.6 Discriminant validity analysis

Discriminant analysis investigates whether a aomsstis truly distinct from
other construct, and if discriminant validity isepent there is evidence that a construct
is unique (Hair et al., 2006). Factor analysis sedi to test the validity, and the
requirements are the same as for the convergenalysem When conducting the
analysis the variables that did not pass the cgevee analysis are excluded.

The discriminant analysis of the variables meagutive characteristics of the
managers, are presented in Table . The KMO valug 646 and Bartlett's test for
Sphericity is significant. The result shows thahast all variables load on the same
factors as in the convergence analysis. The vari@tter_orient_7, which measures the
question:We aim to provide as much information and knowledgepossible to our
network partnersloads on both adaptiveness and innovative oriemtatvhile the
highest loading is on the factor innovative oriéiota which is the same as in the
convergence analysis. It makes sense that thivearlated to adaptiveness as well,
since it to a certain extent deals with adaptingtite demands of having network
partners as sharing information and knowledge issiciered important to maintain a
good network relationship. The variable Adaptivenés which measures the question:
Internationalization is part of the long-term stegly of the company and is a necessity
for our company to surviyeow loads higher on the factor risk-taking bebatthan the
adaptiveness factor, which it loaded the highestnothe convergence analysis. This
makes sense as the other questions regardingaksigt behavior also deals with
having a long-term perspective since risks in thertsrun are overlooked for a long-
term profit. The loading on the factor adaptivenes#ill fairly high, and this variable is
kept as part of this factor, despite the high ctoading.
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Table 5.4.4: Discriminant analysis of the variablesneasuring the characteristics of
the managers

Component

Other-
oriented | Personal Innovative |Risk-taking

behavior (interactions| Adaptiveness | orientation | behavior

Other_orient_2 .835
Other_orient_3 .815
Other_orient_1 742
Adaptiveness_7 .715
Personal_3 .700
Personal_6 913
Personal_5 .889
Personal_7 .802
Adaptiveness_6 .545
Other_orient_5 .849
Direct_3 774
Other_orient_4 .686
Adaptiveness_12 .893
Adaptiveness_13 .705
Other_oreint_7 490 .566
Adaptiveness_10 737
Adaptiveness_11 722
Adaptiveness_2 .619]

Adaptiveness_5 483 .533

The discriminant analysis for international expadge shows a KMO value of
0,541, and a significant Bartlett's test for Spbigyi The result, which is shown in
Table , shows the same as in the convergence @nallyas discriminant validity is
ensured. A discriminant validity analysis is notcessary on performance, since all
variables load on only one factor, thus the distrant validity analysis will give the

same result as the convergence analysis.
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Table 5.4.5: Discriminant analysis of variables mesauring international experience

Component
International | International
experience | experience
home abroad

Intl_exp_studylive .841
Intl_exp_worklive .811
Intl_exp_othercontact .863
Intl_exp_travelwork 747

5.5 Reliability analysis

Before scaling the variables that have shown tadl loa the same factor, it is
necessary to test whether the scales consistergbsunes the same thing, in other
words, decide whether the scales are reliali®eliability is a measure of the internal
consistency of the construct indicators, depicting degree to which they “indicate”
the common latent (unobserved) constru@dair et al., 1995:641). A good reliability
test is the Cronbach’s alpha, which provides amalgalue for the variables that are
assumed to converge. Reliability is a necessarition for validity, though it is not
sufficient. Unidimensionality, which has been shatrough the convergence analysis
in the above sections, is also necessary to ermfoge testing for reliability, as the
Cronbach’s alpha test assumes that it exists (étaad., 1995:641). Thus based on the
previous factor analyses the Cronbach’s alphaisesbnducted on the variables, and
according to Hair et al. (1995), it is common te uke value of 0,7 as threshold for
reliability. They do, however, state that this & mabsolute, and a lower value may be
accepted in some cases depending on the typeea#robs(Hair et al., 1995:641). Based
on this, the aim in this research is to obtain anBach’s alpha value above a minimum

of 0,6, however, as large as possible, withouhlp$dbo many variables.
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Table 5.5.1: Reliability analysis of scaled itemsCronbach’s Alpha and inter-tem
correlation

Inter-item
Scale Alpha correlation
Adaptiveness 746
Innovative orientation .738
Risk-taking behavior .638
Other-oriented behavior .857
Personal interactions .846
International experience home 493 0,347
International experience abrgad .601
Performance .854

The test results show that all scales have anaal@tiue above 0,7, except
international experience gained at home. Accorttingallant (2005) it is not unusual to
find quite low alpha values, such as 0,5, on sctias with few items (less than 10
items), which is the case here. In these casesr@ealso investigate the inter-item
correlations for these items. According to Briggsl £heek (1986), the range between
0,2 to 0,4 of inter-item correlation is assumedopgimal. The inter-item correlation
between the two variables in the scale of inteomai experience gained at home, has a
value of 0,347, which is within the range and tbals may then be kept for further
analyses.

Based on this analysis, all the scales passetesthef internal consistency, and

thus may be considered reliable, and are theré&fpefor further analyses.

5.6 Testing of the hypotheses

For the analyses in this study the use of a simggeession model is used, since
most of the hypotheses refer to only one indepenaieth one dependent variable. One
exception is in the case of international expergendhich has two components, thus a
multiple regression model with these two factorsiradependent variables is used.
Another is in the case of the variable measuringr yafter establishment that the
company initiated its first international activityhis is a binary variable, thus a logistic
regression is used.

Testing of the first three hypotheses has been wmad by the use of a

correlation matrix. In both the regression analysesl the correlation analyses a
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requirement for significance level is set at OMBich means that a p-value of less than
0,1 will be considered significant, which meang iha90% of all cases the established
relationships will be true. Further, the adjusteddriared will be investigated rather
than the regular R squared, as they may differifsigntly with small sample size,
which is the case here, and the adjusted one is aqgoropriate in the case of a small
sample (Gripsrud et al., 2004). The R squaredneeasure of the explanatory power of
the model, that is, how much of the variance indbpendent variable is explained by
the independent variable. It may vary between 0 Bnand the higher it is, the more
explanatory power. The F-value may also be invatt and compared to the critical
F-value at a 0,10 significance level, which is 2,88 F-value beyond the critical value
will support the rejection of the null hypothesie null hypothesis in the regression
models will always be that there is no relationgbgbween the variables. This if the p-
value is no larger than 0,1, there is only a 10%nck of getting a certain result if the
true situation in the population is that thereosrelationship between the variables. The
regression coefficients will also be interpretedhie analyses. They are indicators of the
change in the dependent variable when the indepénadeiable changes by one unit,
given that the relationship is significant.

The correlation coefficient measures the degreessiociation between two
variables, and may vary between —1 and + 1. Ifcthreelation is positive it means that
high values of one variable are associated with kijues of the other, and low values
are associated with low values of the other. Negatorrelation coefficients are the
inverse of this, that a high value of one variakl@associated with a low value of the
other variable.

In the following, the most important values of thegression analyses are
presented and discussed, and a detailed overvidiheobutput of the analyses can be

found in Appendix 8.

5.6.1 Test for normal distribution

An approximate normal distribution is a prereqeisdr testing of hypotheses, as
it is a necessary condition for most multivariaehniques, such as regression analysis.
Checking for multivariate normalities is done irder to see how variables behave in

relation to each other, and there are two waystestigate whether variables may be
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deviating from normality; looking at the amount kértosis and the amount of
skewness. These values explain the shape of thédisn, kurtosis explains the size
of the peak, and skewness explains how the shafiee distribution of values deviates
from symmetry around the mean value (Hair et &95). When testing the scales for
normal distribution, it is obvious that as smallues as possible is the best, however,
what is said to be acceptable levels of kurtosid shkeweness, is that the values are
within the maximum range of an absolute value ofvBjle preferably, to be good

values, they should be within the absolute valdds(@&chumacker and Lomax, 1996).

Table 5.6.1: Skewness and Kurtosis of scaled items

Scale Skewnes$ Kurtosis
Adaptiveness -.789 726
Innovative orientation -1.080 .858
Risk-taking behavior -.675 -.234
Other-oriented behavior -.607 .627
Personal interactions -1.237 1.019
International experience homne -.607 197
International experience abrgad .394 -1.010
Performance -.645 .104

As seen from the table above, all the scales slemepdable values, within the
acceptable values of 2, even if international elgmee abroad and personal interactions
show mediocre values of a little above the absokalee of 1 on kurtosis, and both
personal interaction and innovative orientationvgmoediocre values on skewness. It is
still considered acceptable, if not good, so thesses are kept for further testing of
hypotheses. The fact that the kurtosis values asstlynpositive is evidence of the
distribution being more peaked than a normal distion, and the skewness values
being mostly negative indicates that there are malees in the distributions that are
higher than the mean values than there are vaha¢site lower than the mean.

5.6.2 Testing of research question 1: Hla, H1b, HHIxd

Hla: Adaptiveness and other-oriented behavior are higbsitively correlated
As mentioned above, when testing hypotheses thaludas the
adaptiveness characteristic, the

three factors; ptadsmess, innovative
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orientation, and risk-taking that were obtaineatiyh the convergence analysis
will be tested, since they originally were assurt@telong to the characteristic
of adaptiveness. Based on the correlation matriXime significant correlation
between the factor adaptiveness and innovativentatien of 0,415, between
adaptiveness and other-oriented behavior of 0,280 letween innovative
orientation and other-oriented behavior of 0,38 (s\ppendix 8). The factor
risk-taking behavior does not correlate signifitanvith any of the other
factors. All the correlations are relatively loaspecially the one between the
factor adaptiveness and other-oriented behaviome@ion above 0,6 is said to
be strong correlation, while between 0,3 and Ogbissidered moderate, and less
than 0,3 is weak (Gerber and Finn, 2005). Thus areconclude that there is no

support for this hypothesis.

H1b: Personal interactions and direct interactionshagkly positively
correlated
Not tested.

Hlc: Adaptiveness and other-oriented behavior are higbkitively correlated
with personal and direct interactions

The correlation matrix shows that personal intéoachas a significant
positive correlation with adaptiveness, with a &oefnt of 0,337, with
innovative orientation, with a coefficient of 0,41&nd with other-oriented
behavior, with a coefficient of 0,357 (see Appenfl)x These correlations are
also relatively low. Personal interaction does matvever, correlate with risk-

taking behavior. This means that the hypotheswisupported.

H1d: Adaptiveness, other-oriented behavior, personaldamdt interactions are
positively related to commitment to acceleratednmationalization

Since the correlations between the five factorseveenly low to medium,
a multiple regression can be used to test this tgsts, however a logistics
model must be used to test the relationship betwleercharacteristics and the
year of establishing the first international adtiviThis is due to the fact the
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exact number of years is not available, the onlgrmation available is whether
they internationalized between 1-3 years or betw&ényears after inception.
Since companies that internationalized after sixrydnave been excluded from
this sample, this makes the variable a binary w&iawhen using a logistics
regression model, the results must be interpreiéfdrehtly from a regular
multiple regression model.

The only significant relationship found from thegistics regression is
between innovative orientation and year of firstabBshment internationally,
which has a coefficient of 0,494, with a p-value @098. This means that
increasing innovative orientation with one unit lwitean that the chances of
being part of group 1, which is international witlihree years increases by 49,4
% compared to being part of group 0, which inteamatlizes later than three
years (see Appendix 8).

The significant relationships from the multiple megsions are between
the variable personal interaction on export peagntafter three years, with a
coefficient of 9,313 with a p-value of 0,028, andrgonal interactions and
number of continents with a coefficient of 0,537 am p-value of 0,014. The
factors adaptiveness and risk-taking behavior stsmwed a close to significant
relationships with number of continents, with aftoent of 0,354 and 0,307,
and p-values of 0,114 and 0,116 respectively. iBhmarely above the limit set at
10%, however they are not accepted (see AppendiXl@s means that this

hypothesis is only partly supported.

5.6.3 Testing of research question 2: H2a, H2b, ,H#2xd

* H2a: International experience is positively relatectlaptiveness
As mentioned above, when testing a hypothesisititdudes the factor
adaptiveness, the test has three parts. In thig, ¢hs relationship between,
adaptiveness, innovative orientation and risk-tgkaehavior will be tested on
their relationship with international experiencdeTresult of this test show that
the null hypothesis is kept and the alternativedtlypsis is not supported, which
means there are no significant relationships betwd#e two international

experience factors and any of the factors of therastteristics of adaptiveness,
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innovative orientation and risk-taking behavior g s&ppendix 8). Thus, this
hypothesis is not supported.

* H2b: International experience is positively relateadtioer-oriented behavior
The test shows a coefficient of 0,229 for interoadi experience at
home, with p-values of 0,071. This means that n@onal experience at home
is significant at the 0,1 level. The F-value is12Gand significant at 0,1 level
with a p-value of 0,083. The adjusted R squardiy56 which is fairly high, and
which means that the two independent variablesumtcior about 56% of the
variance in the variable other-oriented behaviae (&\ppendix 8). Thus, this

hypothesis is partly supported.

* H2c: International experience is positively relateghéssonal interactions

The test shows a coefficient for international eigece abroad of 0,184
and for international experience at home of 0,448] p-values of 0,094 and
0,007 respectively. Both of these are significdriha 0,1 level and the F-value
of 6,246 is also significant at 0,05 level with-ague of 0,004. This means that
we reject the null hypothesis and the alternatiypokhesis is supported. The
adjusted R squared is 0,163, which means thatwbeindependent variables
account for about 16% of the variance in the véeigdersonal interactions (see

Appendix 8). Thus, this hypothesis is supported.

* H2d: International experience is positively relatedli@ct interactions
Not tested.

5.6.4 Testing of research question 3: H3a, H3b, ,H&d
» H3a: Adaptiveness is positively related to performaimc@ternational markets
For the factor adaptiveness, it shows a coeffic@n®,267, with a p-
value of 0,034, which is significant at both a 0difl 0,1 level. The F-value is
4,711, which is also significant with the p-valu®@®4. The adjusted R squared
of 0,064, which is low, tells us that the factoaptiveness only accounts for 6,4

% of the total variance in the performance variable the variables innovative
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orientation, and risk-taking behavior there are sgnificant relationships to
performance (see Appendix 8). As a result onlyfdetor adaptiveness has a
significant effect on performance, and thus thigpdifiesis is only partly

supported.

H3b: Other-oriented behavior is positively related terfprmance in
international markets

The test shows a coefficient of 0,401, with a pseabf 0,015, which is
significant at a 0,05 level as well as at the regfiD,1 level. The F-value is also
outside the critical value at 6,295, and it is gigant. This means that we reject
the null hypothesis and our alternative hypothésisupported that there is a
relationship between other-oriented behavior anfiopeance. The adjusted R
squared is only 0,089, which means that only 8,90ftthe variance in
performance is explained by other-oriented behayee Appendix 8). This
hypothesis is supported.

H3c: Personal interactions are positively related wipplerformance in
international markets

The test for this hypothesis showed a coefficidr@,296 with a p-value
of 0,014, which is significant at a 0,10 level aslivas on a 0,05 level. This
means that the null hypothesis can be rejected.Fihalue is also outside the
critical value, at 6,456, and it is significant.efadjusted R square value is low,
only 0,092, which means that personal interactmmy accounts for a 9,2% of
the variance in the performance variable (see Agipe8). This hypothesis is

supported.
H3d: Direct interactions are positively related to pemfance in international

markets
Not tested.
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5.6.5 Summary of results for hypotheses tested

Table 5.6.2: Results from the hypothesis testing

Hypothesis | Predicted effecf Actual effect Support for hypothesis

Hla + +/ns not supported

H1lb + nt not tested

Hlc + +/ns not supported

Hld + +/ns partially supported
H2a + ns not supported

H2b + +/ns partially supported
H2c + + supported

H2d + nt not tested

H3a + +/ns partially supported
H3b + + supported

H3c + + supported

H3d + nt not tested

ns = not significant, nt = not tested

5.6.6 Control variables

Testing for control variables is particularly import when measuring
relationships concerning performance. This is beeatis assumed that performance is
related to size and age of the company. Firss$, likely that older firms may have more
resources then younger firms, thus they may pertoetter. Number of employees and
the size of the company with regards to revenue, afso indicate that the company is
large and has more resources, thus this is likehaftect the performance of the
company. Since international experience and theagems’ characteristics are both
measured at an individual level and not a firm legentrolling for size and age on the
relationships between them is not necessary.

The results show that when age, size in terms\admae, and size in terms of
number of employees, are accounted for, no newifsignt relationships occur. The
variables measuring size and age do not have #isagn effect on performance. In
addition, the effects of adaptiveness, personaractions and other-oriented behavior
on performance are still significant, however theapies are somewhat higher, and the
coefficient somewhat reduced, except for adaptisenethere the opposite occurred,

with a slightly higher p-value and a coefficienightly larger (see Appendix 8). This
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means that size and age do not reduce the effetie @haracteristics of the manager
on performance, and thus performance is not neglgssaresult of age and size.
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6. Discussion of the research questions

6.1 Research question 1

Research questions one statéan we find the characteristics in the typology of
Freeman and Cavusgil (2007) among managers in NgisameBorn Global firms, and
are they related to each other, and to commitmeraccelerated internationalization?
This question has three parts, first, it deals withether the characteristics can be
identified, second, whether these characteristresralated to each other, and then
finally, whether they are related to commitmenatoelerated internationalization.

Based on the analysis in chapter five, the first pathe research question can
be answered by the results from the factor analygisch show underlying constructs
that only partly can be said to match the charmties indicated in the model of
Freeman and Cavusgil (2007). This result is, howdvased on the operationalization
of these constructs, and as shown in the analysiny of the questions asked had to be
dropped from further analysis. This could be expdi by them being either unclear or
irrelevant, or questions that naturally has onlyea or only a no as an answer to them,
regardless of what kind of person one may be, amdsamindset. Another reason for
the many dropped questions could also be a resptiar translation into Norwegian, as
many concepts are developed in English and a aoisimay not always be understood
as clearly as they should. Thus, an idea couldbhlmtry out a quantitative research in
the same environment as the qualitative study. frtag also reduce misinterpretations
that could be subject to cultural differences. Majyuestions also loaded on several
different factors, and this could also indicatet e factors they described could have
sub-dimensions to them. In particular, further aesk should develop better
measurements on the direct interactions of managengch could not be clearly
identified in this study, as well as to an extemttloeir personal interactions. More good
measures on adaptiveness could also have streegthi@n factor.

As a result, there are statistical and methodo&ddimitations to this study that
may have had a significant effect on the resuitaother limitation of this study is the
relatively small sample, which could be criticizedth regards to the statistical
procedures conducted. The larger the sample, taagrthe ability to generalize as the
possibility of measurement errors are eliminatedisTgoes in favor of testing the
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model, and testing of the construct measurements, liarger environment, where a
large sample can be generated more easily. Thikl gqoovide stronger and maybe
even somewhat different results. The sample usedtiisnresearch also differed from
that of Freeman and Cavusgil (2007), as they dedua few larger firms (up to 200
employees), while the sample of the Norwegian B@tabals had a relatively high
portion of companies with even less than ten engadey Also, the sample included
companies that international later than the onesded in their sample.

Therefore, it is not necessarily true that the abimristics in the model of
Freeman and Cavusgil (2007) cannot be distinguisaetng the managers in
Norwegian Born Global companies, however, basethenmethod in this study solely,
it can be concluded that no strong evidence wasdai the clear characteristics and a
clear relationship between them as was describ#tkiarticle of Freeman and Cavusgil
(2007). What can in fact be found from the analydishe data obtained in this study,
and based on the questions asked in the survefiyaractors that can be distinguished
among the managers in the sample. These factossstaf variables that can be said to
measure a manager’s adaptiveness, other-orientevibe, innovative orientation, risk-
taking behavior, and personal interactions. Th&iltecan be said to partly match the
description made by Freeman and Cavusgil (200%yekier, not to the full extent.

The second part of the research question dealsthttesting of whether the
characteristics that were distinguished among theagers are related to each other.
This part of the research question is dependerthernresults from the first part, and
since the exact characteristics that were idedtibg Freeman and Cavusgil (2007)
were not found, the answering of the next parttheffirst research question, as well as
of the next two research questions will be caraatiusing the characteristics that were
in fact identified in this study. Even if the namefsthe characteristics found in this
study match the ones used in the model by FreemdrCavusgil (2008) one must be
careful to not confuse the content of the chareties from this study with the content
of the original characteristics. One must be clét in the following, when it is
referred to adaptiveness, other-oriented behavaod personal interactions, these
characteristics are measured by the questionsidedan the previous chapter.

When testing Hla (see chapter 5.6.2), on whethaptagness and other-

oriented behavior are positively related to eadietit was necessary to look at the
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relationship between several characteristics, a®viativeness and risk-taking was
assumed to belong to the same underlying consasidthe characteristics that was
identified in this study and named adaptiveness. difiginal idea based on the article of
Freeman and Cavusgil (2007) was that the charatitetadaptiveness” was thought to
be one construct, which included the ability toifd@ovative in the internationalization

process, as well as being risk-taking. Howevemftbe analysis in chapter five, it was
apparent that this was not the case among the reenagthis sample, or in any case, it
can be said that the “adaptiveness” construct naae Isub-dimensions to it, that have
been distinguished in this study to be separatestaacts. Thus they are treated as
separate characteristics, however, when testing hyygotheses they have been
considered to belong to the overall characteristic'adaptiveness”, as assumed in the
previous chapters, and specifically in the operatiization chapter. Thus when testing
hypotheses that assumed relationships betweenattha@ptiveness” characteristic and
other characteristics, these three separate ckastitts have been used instead of one.

When testing Hla, the result was that, first of allsignificant correlation
between adaptiveness, and innovative orientatios faiand, however, it was relatively
low. Second, there was a significant correlatiortwkeen adaptiveness and other-
oriented behavior, which was very low. Third, a sehat larger correlation between
innovative orientation and other-oriented behawas found. Risk-taking behavior did
not have a significant correlation with any of th#her characteristics. This is not
enough evidence to support the relationships inglican the model of Freeman and
Cavusgil (2007), which visions a model with a \vati dimension consisting of
“adaptiveness”, in this case, adaptiveness, inmgyabrientation, and risk-taking
behavior, and other-oriented behavior. This nalyraleans they should be highly
correlated, which | do not find evidence for basedthe analysis of my sample of
managers.

Since no factor was found to indicate a charadterisf direct interactions
among the managers in this sample, Hlb on theioe#tip between personal and
direct interactions could not be tested, as wellHd&€ on the relationship between
personal and direct interactions and “adaptivenass!’ other oriented behavior could
only partly be tested. The results from testing Khow that personal interactions are

positively correlated with the characteristics doegmess, innovative orientation, and
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other-oriented behavior. The correlations are ingdft low, thus this is not enough
evidence to support the relationships indicatethexmodel by Freeman and Cavusgil
(2007), of an almost linear relationship betweéh&se characteristics.

The original model, suggests that a manger woulieehave a high degree of
all the characteristics, or a lower degree of ithem, and that they should increase and
decrease in relation to each other. This indictitasthere should be a high correlation
between all the characteristics identified throtlgh analysis in chapter five. This is not
what was found to be the case, and the answeetsetond part research question one
is that the characteristics identified among thenagars of Norwegian Born Global
companies cannot be said to be related to each othe

The results also show that risk-taking is not iry avay related to the other
characteristics. This is an interesting observatiam one could assume, based on
International Entrepreneurship literature, that-teking is an important factor in being
entrepreneurial (e.g. Oviatt and McDougall, 200Bkccording to the integrated
international entrepreneurship theory, an inteamati entrepreneur is generally risk-
taking, proactive and innovative, which results aommitment to the rapid
internationalization of the Born Global company g&man and Cavusgil, 2007,
Anderson and Evangelista, 2006). Based on thek;taking should at least be related
to an innovative orientation, and as Freeman andu§tal (2007) suggest that all the
characteristics they describe are entrepreneutiglides, it should be related to the
other characteristics as well. However, as disaisd®ve, the results may be affected
by the limitations of poor variables and a smathpke size.

The third, and final part of research question asdesting to see whether the
characteristics identified are related to committrtenaccelerated internationalization,
as suggested by Freeman and Cavusgil (2007) inrtiael. In this study the measures
commitment is the traditional measures of pace. Wheking at the results from the
testing of H1ld the significant relationships foumgtre, first of all, the positive
relationship between the personal interactions expbrt percentage after three years.
This is understandable, as the characteristic odgmal interactions is measured by
what types of network contacts the manager hasrgign markets, and it is natural that
the more high-ranking network partners in key glob@mpanies within one’s own

industry one has, the easier the establishmenalet sn new markets will be, as these
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contacts may provide access to information, andv@rge as well as further network
contacts in the specific market (Freeman et al0620Freeman et al. (2006) point out
that the use of large players in key markets cawige help to develop visibility and
credibility in the market, as well as providing kviedge on customers and suppliers is
the foreign market (Freeman et al., 2006:45). Thiglso consistent with literature that
underlines the use of network by managers in Bolwb& companies as a way to
overcome major constraints, such as lack of knogéezhd financial resources, to rapid
internationalization (Knight and Cavusgil, 2004 uRer and Fischer, 1997). Freeman et
al. (2006) suggest that having extensive persamdbcts is a strategy to overcome such
constraints, and my results show a confirmatiorthefir proposed hypothesis of an
important positive relationship between the persaoeawork of a manager and the pace
of internationalization. Second, a significant tielaship was found between personal
interactions and number of continents. This is asplained by the fact that managers
with more high-ranking network contacts in key neask may be drawn to several
markets depending on their network contacts andrevtieey are present. Researchers
have previously pointed out that network contaceyndetermine market selection
decisions (Crick and Jones, 200; Sharma and Blomeste2003).

Third, the relationship between years after in@epthat the first international
activities were initiated and innovative orientatishows that an increasing degree of
innovative orientation leads to more likeliness e part of the group that
internationalized within three years after inceptidhis is consistent with the idea of
the connection between an international entrepré&deworientation and the early
internationalization of the firm, as suggested bgeffnan and Cavusgil (2007).

Many of the models in the analysis have a low exatiary power, which is
normal with a single regression between two factasst means other factors that could
explain the variance in the dependent variable weteincluded in the model. This is
however a necessary compromise when studying #elimesearch question that deal
with the mindset of managers. It is natural to assuhat other factors, such as
environment, industry, competition and the like,uldo influence the pace of
internationalization of the firm.

When answering the two final research questionsakenuse of the five

characteristics identified as central among the kweividuals in the Born Global
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companies in my study; adaptiveness, innovativentation, risk-taking behavior,
other-oriented behavior, and personal interactidhs. two final research questions will
investigate the relationship between these chaisiits and the international

experience of the manager and between them anorpenfice in international markets.

6.2 Research question 2

Research question two statésthere a relationship between the characteristics
in the typology by Freeman and Cavusgil (2007) ardrnational experience among
the managers?The first hypothesis is, as above, a test ofreg¢velationships, since the
testing here is based on the characteristics theae vin fact identified among the
managers in the Norwegian Born Global companiesdead of the exact characteristics
in the model of Freeman and Cavusgil (2007).

The significant relationships that were found whesting the hypotheses H2a,
H2b, and H2d (see chapter 5.6.3), show that thee positive relationship between
other-oriented behavior and international expeeegained at home, that is, contact
with international markets through work and/or otlventact with foreign markets.
There is also a positive relationship between naonal experience gained both at
home and abroad, and personal interactions, howavehis case the international
experience gained at home has a stronger effepesonal interactions than the one
gained abroad. These results show that interndtexmperience, both at home or abroad,
may have an effect on the nature of the networl, @m the network behavior of the
managers in this sample.

As mentioned above, personal interactions congisteasures regarding high-
ranking contacts in key global companies within toenpany’s industry. Thus, this
connection to international experience abroad @explained by the opportunities to
develop a network that exist in the process of igginnternational experience.
Managers that have worked abroad may have met @dwoaugh their career that were
or are now key individuals within key companiesatidition, it could also be that while
studying abroad one might meet people with the sateeests as oneself, and that later
turn out to be key individuals with in an industifyshared interest. It could also be that
the managers are situated in the Born Global cosnpagcisely because of who their

contacts are, and that the company is a result gbal network. With regards to
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international experience gained at home, it maycatd that travel through work, and
probably in this way being in contact with foreignstomers and suppliers, has a
significant effect on the development of key netwvaontacts. These relationships
confirm the idea of Reuber and Fischer (1997) that managers with international
experience are more likely to develop a relatigmgbi foreign strategic partners, and
have in place a foreign business network.

Other-oriented behavior is measured by the att#uttie manager has towards
the network contacts. The fact that internationglegience at home has a significant
effect on this behavior can be explained by theé ttaat through travel through work or
other contact with foreign markets the manager ldggethe understanding of need for
long term relations to network partners in ordeb¢oable to use them as a resource to
overcome the constraints of being a small comphat/lacks resources and knowledge
on international markets, as described by Freemhah €006). The results found here
cannot completely be compared to the results of iala et al. (2004) who found that
international education did not have an effect lom global mindset of the manager,
since in this study education and work experienegewcombined into one factor of
international experience. They can however be saidonfirm the propositions of
Nummela et al. (2004) of the relationship betweagarnational experience and a global

mindset, which other-oriented behavior could besatgred a part of.

6.3 Research question 3

Research question three statels there a relationship between the
characteristics in the typology by Freeman and Gavu2007) and the performance of
the firm?This is a questions which is often consideredntiost interesting, at least for
future managers, as is indicates something abouwtt wharacteristics a successful
manager might have.

When testing H3a, H3b, H3c (see chapter 5.6.4)rdbkelts show that there is a
positive relationship between the characteristiapiisieness and performance, as well
as between the characteristic other-oriented behand performance, and between
personal interactions and performance. The contabbles that were used on these
hypotheses were size, in terms of number of empmyand the size of the annual

revenue, and the age of the company. These a@mdatiat may have an effect on the
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performance of the company, as generally it is ragsluthat older companies perform
better, as well as more resources such as emplayekdarge revenue is likely to

facilitate the expansion in international markeasd thus the performance. After
controlling for these variables, all three factadaptiveness, other-oriented behavior,
and personal interactions are still significant.

Surprisingly, risk taking behavior, or an innovatierientation, have not been
found to have an effect on performance. This igreop to the propositions of Knight
and Cavusgil (2004), which consider these traitsb® part of an international
entrepreneurial orientation, and which is thougbt ¢nhance performance in
international markets. Again, it is important tomember the limitations of the
operationalization of these constructs, and that trariables measuring these
characteristics may not correspond to the measused by other researchers. Thus
strong conclusions should not be made, howeves, ithan indication, which can be
considered in further research on these charatotsris

The positive relationship between personal intémastand performance can be
explained by the same reasons stated above toiexpla relationship between this
characteristic and commitment to international@atiHaving high-ranking network
partners in key global companies within the relévamdustry facilitates the
internationalization process for a young and smathpany such as a Born Global
company, by providing resources such as knowledgd,they may provide access to
key markets at a low cost through collaborativamgements (Freeman et al., 2006). It
is natural that this will positively affect the pemmance of the company in the foreign
markets. It is also clear that having other-oridnbehavior, as discussed above, is
positive with regards to the development of theatrehships with one’s network
contacts, which is necessary in order to make fiskeon as a facilitating resource in
the internationalization process. Thus the manatieas are other-oriented may have
better relationships with their network contactd anthis way benefit more from them,
which turns into better performance in the inteioral markets.

The characteristic of adaptiveness consists of hdnethe manager sees
internationalization as part of the long-term &gyt of the firm, and a necessity to
survive, the willingness to enter multiple markatsonce if that yields a higher profit

potential then gradually entering one at the tiasewell as seeing competitors as part of
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their network. These are characteristics that elegad to what others have defined as a
global mindset (Nummela et al., 2004). The factt tthas is related to subjective
performance is not consistent with findings by Nuahemet al. (2004), as they did not
find support for a global mindset being relatedstijective performance measures.
However, they may have used different measures thanones used here when
operationalizing a global mindset, and this mayemfthe inconsistent findings. In
addition, subjective performance can be influenbgdthe current situation of the
company, the environmental situation, and not resudy reflect the overall
performance, and it could change over time. Thisatao explain differences in results.
Even if the relationships that were found wheningsthese hypotheses were
significant, they do, however, not explain muchtloé variation in performance. This
means there are other factors that have not bestmded in this study that may also
have effects on performance. This means that onesag that a mindset consisting of
the characteristics of being adaptive, other-oeeérdnd having personal interactions,
will positively affect the performance, howevert eaclusively, as other factors should
be included to obtain a complete picture of howbéosuccessful. As discussed under
research questions one, performance may also besalt rof factors, such as
environment, industry and competition, which wikhye an effect on performance.

These factors are beyond the scope of this thesis.
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7. Conclusion
7.1 Main findings

The main purpose of the study has been to help loeviheory on the
characteristics of the managers in the NorwegiamnBGlobal firms, and more
specifically the contribution of this thesis is pvovide attempts to develop good
measures for the dimensions in the model of FreeananCavusgil (2007). A key part
of this study has been to develop questions that maasure the characteristics;
adaptiveness, other-oriented behavior, direct agrdgmal interactions, and by doing
this to find evidence as to whether one can cassiist distinguish different managers
along these characteristics. These questions vesr&aped based on a thorough review
of the descriptions of the typology provided in theticle of Freeman and Cavusgil
(2007).

This study found five characteristics that could identified among the
managers or key individuals in high-tech Born Glolt@mpanies in Norway;
adaptiveness, innovative orientation, risk-takirdndvior, other-oriented behavior, and
personal interactions. These characteristics oalylypcomply with the dimensions in
the model of Freeman and Cavusgil (2007), and ndeace was found of a strong
correlation between them, as indicated by the waignodel. Thus, the aim to replicate
the results from their study was not completely.met

The latter part of the study was dependent oniteegdart, and the results from
trying to identify the characteristics, and thueg ttesult of the first part laid some
constraints on the results of the next parts. Assalt of this, a few hypotheses were not
tested, as well as the hypotheses that were tested based on the characteristics
identified among the managers in the Norwegian BGtobal companies, not the
original characteristics that Freeman and Cavi20i7) proposed.

An additional purpose was to investigate the retethip between these
characteristics and the actual commitment to i@gonalization. The connection
between the characteristics found in this study atee commitment to
internationalization, as measured by percentagetefmational sales within three years,
number of continents, and how long after inceptibay established themselves in
international markets, was not as clear as indicate Freeman and Cavusgil (2007).
Personal interactions, a characteristic consistighaving high-ranking network

partners in key global markets within the releviadustry, was found to have a positive
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impact on the percentage of sales in internatioreakets within three years, as well as
on the number of continents that the company isgmein. Having an innovative
orientation to internationalization was found terease the likeliness of the company
internationalizing within three years after incepti

Furthermore, this study looked at the relationshipveen the characteristics
that were identified and the degree of internafi@x@erience of the managers, and the
performance in foreign markets. The results shoat thanagers having international
experience obtained at home, such as travelingugfwravork or other contact with
international market before becoming a part of tompany, had a higher degree of
other-oriented behavior and personal interactidmgrnational experience obtained at
abroad, such as working or studying abroad, alsb éngositive effect on personal
interactions.

When looking at the relationship between the attarsstics of the managers and
performance, the findings show that adaptivenesssgmal interactions and other-
oriented behavior have a positive effect on pertorce. Even when controlling for size
in revenues, size in terms of number of employess @ge of the company, these

characteristics have a significant effect.

7.2 Implications
7.2.1 Contribution to theory

Despite the fact that this study does not find rcleaications of the same
characteristics that Freeman and Cavusgil (200h)dpit has been able to identify five
different characteristics among of the managerdlafvegian high-tech Born Global
companies that can describe their attitudes towamdsas related to their rapid
internationalization processes. These characesistescribe how the mangers in this
sample differ with regards to their attitudes tadgatheir network partners, i.e. their
other-oriented behavior, their adaptiveness, intiesaorientations, and risk-taking
behavior. They also describe how they differ wigards to the nature of their network,
l.e. personal interactions. This is a positive dbation to better understanding of the
managers in the Norwegian high-tech Born Global games.

An important focus with regards to Born Global camnies, is on the managers
or key individuals in theses companies, as has leaphasized in International

Entrepreneurship literature. This theoretical appho sees the entrepreneur as an
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important factor in the companies that internatizeaearly after inception. As the
manager, or the entrepreneur, is a key competisget in these firms, it is important to
focus the research contributions on to the role thanager plays, and what
characteristics a successful manager in these finigkt have. This study has provided
insight on the characteristics of some managemddrwegian high-tech Born Global
companies, and how some of these characteriseceetated to performance and to the
pace of the internationalization process. In additit has showed connections between
the managers’ previous international experiences their characteristics. This is a
good foundation for further research on this area.

The aim of Freeman and Cavusgil (2007) when devaioineir typology was to
integrate different theoretical perspectives on #oeelerated internationalization of
Born Global firms. By doing this, they aimed to &ip how commitment to accelerated
internationalization differs among managers, arat this can be explained by both
International Entrepreneurship theory, network tiieoesource-based theory and the
innovation models. The results of my research caant extent be explained by these
perspectives, as network theory and the resoursedogiew may support the fact that
the nature of the network of the managers is cdedeto the rapid internationalization
of the firm, and that this network may also be sa&ea unique resource to the company,
and thus it is also connected to performance iarmational markets. This study does
not, however, find strong relationships betweenregmeneurial attitudes, such as
innovative orientation or risk-taking behavior, artie commitment to rapid
internationalization, nor to the performance of tempany. The only relationship
found is between the innovative orientation and likeliness of internationalizing
within three years after establishment rather thetween three and six years. This does
not mean that the entrepreneurship theory shouldisgmissed in the context of the
Born Global company. It is just an indication thia¢ characteristics of an entrepreneur
may be more significantly related to other partgsh&f Born Global phenomenon, like
the establishment of innovative companies, withowative ideas. Then it could
possibly be that the globalization forces have mexqganatory power on the necessity
of rapid internationalization, or other characti#ess of the managers have more effect
on success once the internationalization proces®éan initiated.
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Viewing internationalization as an innovation fdnet company does not
completely comply with the findings in this studgs that would indicate that the
innovative orientation and the risk-taking behawbould be connected to the pace of
the internationalization, since these are charaties that are likely to be connected to
dealing with and developing innovations. The redsoithis could be related to the role
of the networks, and the information supply fromerthto the managers, which makes
internationalization more common and not an innovatin addition, international
experience among the managers, especially throumking abroad, could have an
effect on whether internationalization is an innawa Despite the fact that the
company is young and internationalization is amouation to the company, it is not
necessarily an innovation to the manager.

The results from this study have however confirrpedr assumptions of the
network being a key asset for Born Global companess it provides them with
resources and the knowledge that they may lackoogign markets. Even if these
findings are based on a limited sample and mettgitmdl constraints, and thus should
only be considered as indication and not factsy the provide a contribution to the
foundation of further research on the area.

Freeman and Cavusgil (2007) identified four différstates of commitment
among managers in their case study, and basedearh#racteristics of these managers
and their attitudes to main areas concerning iatenalization, they developed a
model proposing that managers differ with regarmlsatlaptiveness, other-oriented
behavior, personal interactions and direct intésast Given that the categories of
commitment states to internationalization existe omust be able to define the
dimensions on which they differ. The contributiohnay research has been to help in
the development of the dimensions on which theetkfit states are identified. Based on
the descriptions of the states and the given dirnaaghis research has made an effort
to identify key aspects of these dimensions, andoperationalize them. The
contribution of this research has mainly been itsreto further develop an idea that
there are different states of commitment to inteomalization among managers in Born
Global companies, and along what dimensions theseritment states differ.

One impediment to the further development of thedehdoy Freeman and

Cavusgil (2007) was challenge to clearly see theoctions between the very detailed
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descriptions of the different types of managery tthescribed, and the dimensions they
summarized the characteristics of these diffengreg into in their model. Hence, it was
complicated to put content into the characteristicghe dimensions, that Freeman and
Cavusgil (2007) presented in their model. They meely good descriptions of the
different categories of managers, but for a moaelthey proposed, to exist it is crucial
to clearly define the underlying dimensions thagsth categories differ along. It has
been difficult to carry out a quantitative studytést whether the categories per se exist
among managers in Norwegian Born Global companleswas necessary to
operationalize and put content into the dimensmmsvhich they are assumed to differ
first. This challenge may require more expertisel also more of varied perspectives,
than what could come out of one single person asseify Even so, | believe the
research made in this thesis is a start on thedutompletion of this typology of
managers’ commitment states towards acceleratethationalization.

There is by now quite a bit of research on proaésaternationalization of the
Born Global company, and also on mindset per sendtuin-depth on the content of the
mindsets, and research has yet to discover whéllkeee are certain attitudinal states
that managers find themselves in throughout thegqs® of internationalization, and
whether they may change along the way. A mindsed isontinuously developing
concept. It would therefore be interesting to amundi the research on this area.

7.2.2 For the future managers of Born Global comesn

Based on this study it appears three central ctearsiics could be considered
important for managers of high-tech Born Global pames in Norway; adaptiveness,
other-oriented behavior and having personal intemas. These factors are positively
related to performance in international marketsisitalso interesting to note that
different types of international experience areitpedy related to these characteristics,
even if it cannot be stated with certainty abow tausal relationship between them.
Managers or founders of high-tech Born Global firros of firms that are newly
established, who realize that internationalizatgoon the doorstep, could consider these
characteristics, and evaluate one’s own mindseglation to them.

The realization that network, and network behaingparticular, is continuously

mentioned in literature and also found in this gttml have a positive effect on both

91



performance and pace, should be noted by managemnpanies like these. The Born
Global companies in this study are in a situatidresg they have a high-tech product,
which is unique and offers something entirely nélere is a liability of newness in
that customers do not necessarily know how the ymoevorks and are unable to
evaluate the quality and the value of the prodamtl quality is not always assured until
after the customer has bought and tested the pro@nis is where network is a highly
valuable resource to these companies, as they moaydp, in the name of their own
good reputation, the quality of an innovative praidiNetwork contacts in high-ranking
key global companies, within the relevant industry

Even if this study does not find clear indicatiamr f the value of having an
international entrepreneurial orientation, previagiadies show that this can be an
important asset for the company, and managersathato take their companies global
could take this into consideration. If one allows & mindset and a person’s orientation
to be continuously developing, as argued for irs thaper, and by Freeman and
Cavusgil (2007), managers can find themselves tghpower to change their mindsets

and orientations and thus also change the outs#tdo companies.

7.3 Limitations and suggestions for further research

The operationalization of the concepts in the mdeFreeman and Cavusgil
(2007) was challenging, as they are concepts tleadifficult to measure quantitatively.
They are highly complex concepts and cannot be unedsdirectly since they have
many dimensions. This challenge is a major linotatof this research as all results are
based on the correctness of the measures of tloeseepis. Many of the questions
developed before carrying out the survey had tcelbminated due to what can be
assumed to be inappropriate operationalizatiom@icbncepts. This leaves it for further
research to better develop questions measurindithensions. This could possibly be
carried out by the use of literature from othetdeof studies, such as psychology,
which can be tied to these concepts or conceptselgiarelated to these, and base
guestions to measure the underlying construct erottes used in that literature. It can
be assumed that a more solid result could haveaappaf more questions that were

appropriately defined had been included, and thsulrecould have turned out
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differently. Another possible direction would bedonduct more qualitative research on
the model and its dimensions before another qudivet study is conducted. Carrying
out a quantitative study in the same environmentvhaere the original model was

developed could also limit some of the constraghis to translation and interpretation
of concepts. In addition, the fact that the envinent for Norwegian companies could
differ from the environments for companies from aestltountries, and in particular

Australia, which was used in the study of Freemah@avusgil (2007), is also likely to

have an effect on commitment to accelerated intenmalization. A study in a larger

environment where a more sizable sample frame @ladble and thus a more

representative sample can be generated could edsade stronger and even different
results. In this study the sample differed to aaterextent from the sample in the
original study, and this could also have contridute the discrepancy between the
results in this study compared to the one of Freeamal Cavusgil (2007).

The lack of a good sample frame, and the strictpdiagn requirements to be
fulfilled by the researcher, are the main reasamrstliie somewhat reduced external
validity. However, it has been a necessary compserfor the sake of the research on
this new field. This means that the results muside®l with caution, and further testing
is without a doubt necessary in order to get arelgaicture of this area. There is a need
for new perspectives, but this is a start in theettpment towards a typology of
commitment states to accelerated internationatimaimong managers in Born Global
companies.

There is also the limitation of the fact that thetbrs identified and described in
this study only accounts for a limited part of anager’s mindset, and it is likely to
believe that additional factors of the mindsetwadl as general factors in the company,
or in the environment of the company, may affeet performance and the commitment
to internationalization, which were beyond the scopthis thesis.

Future research should also test this model on gemsan low-tech Born Global
companies, and the hope is that further developroktiiis model and the theory by
Freeman and Cavusgil (2007) could in fact lead tmmplete typology on managers’
commitment to accelerated internationalizationisltalso an interesting, and in my
opinion, a necessary development within the thearthe mindset of the managers, that

a focus is obtained which allows for the mindset dbange throughout the
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internationalization process. This is to an extghat Freeman and Cavusgil (2007) is
trying to do, as they state that the managers mayenbetween the states of
commitment as a result of the situation they are in

This study also indicates that it is not enouglotk at export share, in terms of
sales within three years, as it could be arguetititan be hard to generate sales for a
high tech company. This study included companiesdid not internationalize until
between three and six years, and as a result,amsee that they became highly global
even if they did not have a high percentage ofssai¢hin the first three years, thus this
alone may not necessarily be a good measure fomitoment to internationalization for
high-tech companies.

This brings us back to the discussion of the BBlobal phenomenon, and the
lack of agreement on a single definition of therteFreeman and Cavusgil (2007) used
companies that were geographically focused stast-apd it could be argued, as others
before me have (Karlsen, 2007; Gleason et al., Rabét these companies are not
necessarily global. They may be international, lbande a relatively large percentage of
international sales, even within three years, hameunless they can claim several
continents, it is hard to accept that the term glab being used for these types of
companies. It is therefore recommended for futusearch to take in use new
measurements when studying these companies, amdoals at the market dimension
and how many continents the companies are presesithin three years, as done by

Karlsen (2007), when classifying a company.

94



References

Aspelund, Arild, Madsen, Tage Koed and Moen, @ys{2D07). “A review of the
foundation, international marketing strategies, padormance of international new
ventures” European Journal of Marketing/ol. 41, No. 11/12, pp. 1423-1448

Anderson, Svante and Evangelista, Felicitas (200®)e entrepreneur in the Born
Global firm in Australia and Sweden”. Journal of &hBusiness and Enterprise
Development, Vol. 13, No. 4, pp. 642-659

Bell, Jim (1995). “The internationalization of sin@mputer software firms: A
further challenge to “stage” theorie€uropean Journal of Marketing/ol. 29, No. 8,
pp. 60-75

Bilkey, W. J. and Tesar, G. (1977). “The export ®abr of Smaller-sized Wisconsin

Manufactoring Firms”Journal of International Business Studié®. 8, pp. 93-96

Bloodgood, J. M., Sapienza, H. and Almeida, J1896). “’Born-again global” firms.
An extension to the “born global” phenomenoddurnal of International Management
Vol.7, pp. 173-189

Brush, Candida (1993). “International Entreprenkbips Motives and the effect of age
at internationalization on performancé&tontiers of entrepreneurship research

Babson College Center for Entrepreneurial Studlésllesley, Mass.

Cavusgil, S. T. (1980). “On the Internationalizati®rocess of FirmisEuropean
ResearchNo. 8, November, pp. 273-81

Cavusgil, S. T. and Zou, S. (1994). “Marketing &gy-Performance Relationship: An

Investigation of the Empirical Link in Export Markéentures”.The Journal of
Marketing Vol. 58, pp. 1-21

95



Couviello, N. E., and Munro, H. J. (1995). “NetwdRelationships and the
Internationalization Process of Small Software Bitnnternational Business review
Vol. 6, pp. 361-386

Crick, D. and Jones, V. J. (2000). “Small High-Teclogy Firm and International
High-Technology Market"Journal of International Marketingyol. 8, No. 2, pp. 63-85

Dekker, Wim den, Jansen, Paul G.W. and VinkenbQlgartje J., (2005). “Dimensions

of an Individual Global Mindset”. Amsterdam: Unigély of Amsterdam. Paper.

Eikemo, Terje Andreas & Clausen, Tommy Hgyvardd.jr€2007) Kvantitative
analyse med SPSS — En praktisk innfgring i kvavianalyseteknikkeil rondheim:
Tapir Akademisk Forlag

Freeman, S. (2006). “How Smaller Born-Global Fildse Networks and Alliances to
Overcome Constraints to Rapid Internationalizatidoturnal of International
Marketing Vol. 14, No. 3, pp. 33-63

Freeman, S. and Cavusgil, S. T. (2007). “Towargj@ology of Commitment States
Among Managers of Born-Global Firms: A Study of Atgrated Internationalization”.
Journal of International Marketingvol. 15, No. 4, 2007, pp. 1-40

Gabrielsson, Mika, Kirpalani, V.H. Manek, DimitratdPavlos, Solberg, Carl Arthur
and Zucchella, Antonella (2008). “Born globals: pwsitions to help advance the
theory”. International Business Review7 (2008) 385-401

Gleason, Kimberly C., Madura, Jeff and Wiggenhdogn (2006). “Operating
characteristics, risk, and performance of born-gldioms”. International Journal of

Managerial FinanceVol. 2 No. 2, 2006, pp. 96-120

Gripsrud, G., Olsson, U. H. and Silkoset, R. (2004gtode og Dataanalyse
Kristiansand: Hgyskoleforlaget AS

96



Hair, J. F. Jr, Anderson, R. E., Tatham, R. L. Btatk, W. C. (1995)Multivariate
Data Analysis with Readisg4” ed. New Jersey: Prentice-Hall

Hair, J.F., Black, W.C., Babin, B.J., Anderson, RTE&atham, R.L. (2006 Multivariate
Data Analysis6th ed. New Jersey: Prentice-Hall

Harveston, P. D., Kedia, B. L. and Davies, P. 80(8. “Internationalization of born
global and gradual globalizing firms: The impactled manager’Advances in

Competitiveness Researdfol. 8, No. 1, pp. 92-99

Holtbriigge, Dirk and EnR3linger, Birgit (2009). “tiating Forces and Success Factors
of Born Global Firms”European Journal of International Managemeviol. 3, 2,
2009, S. 232-260

Johanson, Jan and Vahine, Jan-Erik (1977). “Thermationalization Process of the
Firm”. International Marketing Review/ol. 8, pp 23-32

Johanson, Jan and Vahlne, Jan-Erik (1990). “Thehsl@ism of Internationalization”.

International Marketing Review/ol. 7, No.4, pp. 11-24

Jolly, Vijay K., Matti Alahuta and Jeannet, JeaerRe (1992). “Challenging the
incumbents: How high technology Start-ups compé&ibalily”. Journal of Strategic
Change 1, pp. 71-82

Karlsen, Siv Marina Flg (2007). “The Born GlobaRedefined”. Bl Norwegian School
of Management Series of Dissertations, No. 2/2007

Katsikeas, C.S., Leonidou, L.C. & Morgan, N.A. (BDO'Firm-Level Export

Performance Assessment: Review, Evaluation and IDgweent”. Journal of the
Academy of Marketing Sciendeall, Vol.28, Iss. 4, pp. 493-512

97



Knight, G. and Cavusgil, S.T. (1996). “The Born BdbFirm: A Challenge to
Traditional Internationalization TheoryAdvances in International Marketing
Greenwich, Vol. 8, pp.11-26

Knight, Gary A. and Cavusgil, S. Tamar (2004) nration, Organizational
Capabilities, and the Born-Global Firmdournal of International Business Studies
Vol. 35, No. 2 (Mar., 2004), pp. 124-141

Langeland, Frode Flem and Pettersen, Christian §dasd (2009). “Born Globals — a
study on the impact of managers’ mindset, orgaitiaat capabilities and networks on
pace of internationalization and performance”. iméional Marketing and

Management: Master’s Thesis, Bl School of Managent@sio, Norway

Madsen, T. K. and Servais, P. (1997). “The Inteomalization of Born Globals: An

Evolutionary Process?International Business Revie®6), 661-583

Madsen, T. K., Rasmussen, E. And Servais, P. (20D@#fjerences and Similarities
between Born Globals and other Types of Exporté&diances in International
Marketing Vol. 10, pp. 247-265

McDougall, P. P., Shane, S., and Oviatt, B. M. @)9%xplaining the formation of
international new ventures: The limits of theofi@sn international business research”.
Journal of Business Venturing (November): 469-87

McDougall, P. P. and Oviatt, B. M. (2000). “Intetiomal Entrepreneurship: The
Intersection of Two Research Path&tademy of Management Journdbl. 43, pp.
902-908

Nummela, N., Saarenketo, S. and Puumalainen, K4()20A Global Mindset - A

Prerequisite for Successful Internationalizatior?dnadian Journal of Administrative
Sciences21(1). 51-64.

98



Olsson, U. H. and Solberg, C. A. (2009). “Managenhteientation and export
performance: The case of Norwegian ICT companigaltic Journal of Management
5(1)

Oviatt, B. M., & McDougall, P. P. (1994). “Towardlaeory of international new
ventures”Journal of International Business Studi¥®l. 25, No. 1, pp. 45-64

Oviatt, Benjamin M. and McDougall, P. P. (1997)hdllenges for Internationalization
Process Theory: The Cases of International Newest. Management International
Review Vol. 37, Special issue 1997/2, pp. 85-99

Oviatt, B. M. and McDougall, P. P. (2005). “Defigitnternational Entrepreneurship
and Modeling the Speed of Internationalizatidaitrepreneurship Theory and
Practice 29 (5), pp. 537-553

Pallant, Julie (20055PSS Survival ManudUSA: Open University Press

Rasmussen, Erik S., Madsen, Tage Koed and Evatagdhalicitas (2001). “The
Founding of the Born Global Company in Denmark Andtralia: Sensemaking and
Networking”. Asia Pacific Journal of Marketing and Logistiésl. 13, No. 3, pp. 75-
107

Rennie, M. (1993). “Global Competitiveness: Bormkal”. McKinsey QuarterlyVol.
41 pp- 45‘52

Reuber, A. R. and Fischer, E. M. (1997). “The Rulénternational Experience in the
Internationalization of Smaller FirmsJournal of International Business Studi®®l.

28, No. 4, pp. 807-825

Rialp-Criado, Alex, Rialp-Criado, Josep and Knighary A. (2002). “The phenomenon
of international new ventures, global start-upsl barn-globals: What do we know

99



after a decade (1993-2002) of exhaustive scientifjairy?”. International Business
Review Vol. 14, pp. 147-166

Saunders, M., Lewis, P. and Thornhill, A. (20(Rg¢search Methods for Business
Students4™ edition. England: Prentice Hall

Schumacker, R. E. and Lomax, R. G. (1996Beginner’s guide to Structural Equation

Modelling New Jersey: Lawrence Erlbaum associates, Mahwah

Sharma, D.D and Blomstermo, A. (2003). The Inteomadization of Born Globals: A
Network View.International Business RevieWol. 1, No. 6, pp. 739-753

SSB (2009). Establishment and Enterprises, Stistorway, http://www.ssb.no/

naeringsliv_en/main.shtml, retreived on May 3rd 201

100



Appendices

Appendix 1  Emails sent to potential respondents of the survey

1) Hei,

Mitt navn er Kamilla Nerbg og jeg skriver mastergape ved Universitetet for Miljg
og Biovitenskap (UMB) pé As, og i den forbindelsgeg interessert i informasjon fra
ngkkelpersoner i deres bedrift (ex: CEO, grindém.dir., e.l.) som har eller har hatt
en sentral rolle bedriftens internasjonalisering.

Oppgaven handler om internasjonalisering av sméeiipmstore bedrifter i Norge, og
spgrsmalene vil dreie seg om bedriftens internasgonktiviteter og ngkkelpersoners
tanker rundt dette. Jeg har utarbeidet et spgeeskjsom jeg gnsker & sende til en
nakkelperson i deres bedrift, og derfor gnskekjtaktinformasjon til den dette matte
veere, dersom det er mulig.

Denne undersgkelsen er veldig viktig for mitt adoag jeg ville satt sveert stor pris pa
deres hjelp!

Pa forhand tusen takk for hjelpen!
Med vennlig hilsen

Kamilla Nerbg

2) Hei,

| forrige uke sendte jeg dere en e-post (se uritlen) jeg spurte om det ville veere
mulig & fa kontaktinformasjon om ngkkelpersoneeried bedrift som jeg kan kontakte i
forbindelse med min masteroppgave.

Jeg hadde satt veldig stor pris pa deres hjelmsidée er helt avgjarende for at jeg skal
fa den informasjonen jeg trenger til oppgaven min!

Pa forhand tusen takk!
Med vennlig hilsen

Kamilla Nerbg

3) Hei,
Mitt navn er Kamilla Nerbg og jeg skriver nd maspgrgave ved Universitetet for Miljg

og Biovitenskap (UMB) pa As, og i den forbindelsesker jeg & be deg om & svare pa
en undersgkelse jeg har utarbeidet i forbindels& oppgaven min.
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Oppgaven handler om internasjonalisering av smaelpmstore bedrifter i Norge, og
spgrsmalene vil dreie seg om bedriftens internasgoaktiviteter og deres tanker rundt
dette.

Formalet med oppgaven er a bidra til teoriutvikéingelatert til bedrifter som
internasjonaliserer tidlig etter oppstart, og regehe vil kunne veere av stor nytte for
mange bedrifter som er eller som gnsker & bli masgjonale.

Denne undersgkelsen er veldig viktig for mitt adoag jeg ville satt sveert stor pris pa
om du tok deg til & svare pa den!

Undersgkelsen er selvfglgelig anonym og informaasjovil kun bli brukt i min
oppgave.

Her finner du en link til Questback og spgrreskjema
http://web.questback.com

Pa forhand tusen takk for hjelpen, og skulle deevaeen spgrsmal i forhold til
dette er det bare a ta kontakt med meg!

Med vennlig hilsen
Kamilla Nerbg

TIf: XXXX
E-mail XXXX

Appendix 2 Thesurvey

Internasjonalisering av sma og mellomstore bedrifte

Denne undersgkelsen dreier seg om internasjorialisav sma og mellomstore
bedrifter og gnsker & finne ut mer om ngkkelpersodisse bedriftene.

Spgrsmalene dreier seg derfor om bedriftens insgwnale aktiviteter og
ngkkelpersonens erfaringer og holdninger i forhibldette.

Spgrsmal 1

Nar ble bedriften etablert?

Spgrsmal 2

Omtrent hvor mange ansatte har bedriften?
Velg alternativ
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Under 10

Mellom 10 og 50
Mellom 50 og 100
Over 100

Spgrsmal 3
Omtrent hvor stor arlig omsetning har bedriftenp@itt i tusen NOK)?
Spgrsmal 4

Omtrent hvor stor prosentandel av bedriftens tatalsetning kom fra salg utenfor
Norge etter 3 ar?

Sparsmal 5

| hvilke markeder er bedriften tilstede?
Norge

Skandinavia

Europa

Nord-Amerika

Sar-Amerika

Afrika

Asia

Oceania

Spgrsmal 6

Hvor mange kontinenter er bedriften tilstede pa?
1

2

3 eller flere

Spgrsmal 7

Hvordan kan det teknologiske nivaet pa bedriftenslpkter eller tienester beskrives?
1 Lavt 2 345 Hoyt

Sparsmal 8

Hvor lenge etter etablering ble fgrste internadpadtivitet startet opp?
Velg alternativ

1-3 ar

3-6 ar

over 6 ar

Sparsmal 9

103



I hvilken grad har du tilegnet deg internasjon&ng gjennom
Ikke i det hele tatt /Liten grad /Middels /Stor draVeldig stor grad

& jobbe og bo i utlandet?

a studere og bo i utlandet?

reising i forbindelse med jobb?

a jobbe for en internasjonal bedrift i Norge?

kontakt med utenlandske markeder p& andre mateo\@rmevnte far oppstart av
bedriften?

Spgrsmal 10

Hvor enig er du i fglgende pastander?
Helt uenig /Uenig /Delvis uenig /Hverken uenig ekaig /Delvis enig /Enig/Helt enig

= Vi leter stadig etter nye muligheter i internasjlenaarkeder

= Det er nok muligheter i hiemmemarkedet vart tft¢idisstille oss

= Det er alltid ngdvendig a tilpasse vare produkterye markeder og/eller nye
kunder

* Vi har mye kunnskap om internasjonale markeder

» Internasjonalisering er en del av var langsiktigategi og er helt ngdvendig for
at var bedrift skal overleve

» Informasjon og kunnskap om internasjonaliseringvind@tt gjennom erfaring pa
dette omradet

» Informasjon og kunnskap om internasjonaliseringui&tt gjennom vare
nettverkskontakter

Spgrsmal 11

Hvor enig er du i falgende pastander?
Helt uenig /Uenig /Delvis uenig /Hverken uenig ekaig /Delvis enig /Enig/Helt enig

= Utstrakt kunnskap om utenlandske markeder er egdeios & kunne gripe
internasjonale muligheter

» Internasjonaliseringsstrategier vil ta fokuset batkjernevirksomheten i
hjemmemarkedet

» Viinternasjonaliserer selv om vi risikerer & foomkmiske tap pa kort sikt

» Viinternasjonaliserer selv om vi risikerer a taparkedsandeler i
hjemmemarkedet

» Internasjonalisering er en laeringsprosess forfirana

» Improvisasjon er en viktig del av internasjonalisgsprosessen

= Vi utforsker ulike tilnaerminger og strategier ndengasjerer oss i nye
internasjonale aktiviteter

Spgrsmal 12

Hvor enig er du i falgende pastander?
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Helt uenig /Uenig /Delvis uenig /Hverken uenig ekaig /Delvis enig /Enig/Helt enig

Vi prioriterer utenlandske markeder som har enugigbm vi har mye kunnskap
om

Vi gér ikke inn i markeder som er veldig forskjg#ifra vart hjemmemarked
Selv om et marked som har sveert ulik kultur ogetmingsforhold fra vart
hjemmemarked representerer de stagrste mulighetesalfy vil vi heller velge
markeder som er tilnaermet like vart hiemmemarked

Det vil veere for risikofylt & ga inn i utenlandskerkeder som har en annen
kultur og et annet forretningsmiljg enn hjemmemedsateog som vi ikke kjenner
godt til

Spgrsmal 13

Hvor enig er du i falgende pastander?
Helt uenig /Uenig /Delvis uenig /Hverken uenig ekaig /Delvis enig /Enig/Helt enig

Vare nettverkskontakter gir oss en enestaende hetlfgr langsiktig leering og
utvikling av vart firma

Vare nettverk vil gi oss gkonomiske fordeler p&laikt

Vare nettverkskontakter vil beskrive oss som esuesfor dem fordi vi tilbyr
dem informasjon og var kunnskap

Konkurrenter er en del av vart nettverk

Vi tilbyr vare konkurrenter informasjon

Vi praver a oppdrive s& mye informasjon som mujangom vare nettverk til
lavest mulig kostnad

Vi praver a formidle s& mye informasjon og kunnskam mulig til vare
nettverkskontakter

Hvis vi har innhentet informasjon fra vare nettwdbntakter vil vi forsgke a
gjengjelde denne tjenesten

Hvis tilstander i vare omgivelser endres vil vifskiut nettverkskontakter hvis
det er nadvendig for & veere konkurransedyktig

Vare nettverkskontakter vil beskrive oss som piéigekontakter

Spgrsmal 14

Hvor enig er du i falgende pastander?
Helt uenig /Uenig /Delvis uenig /Hverken uenig ekaig /Delvis enig /Enig/Helt enig

Vi anser ikke vare bedriftsrelevante nettverkskkigasom partnere eller venner
Vi ser pa vare forhold til vare nettverkskontaktem profesjonelle forhold som
har fokus pa transaksjoner av produkter eller gezre

Vi bruker mye tid og ressurser pa & opprettholde@gare vare
nettverkskontakter

De fleste av vare nettverkskontakter vil hjelpe &@$8se problemer hvis de blir
bedt om det

Vi har flere nettverkskontakter i hgytstdende gosisr i viktige globale firma
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Vi har flere hgytstaende nettverkskontakter i wadske markeder
Vare viktigste nettverkskontakter er i globale nelkledrifter innen var industri

Spgrsmal 15

Hvor enig er du i falgende pastander?
Helt uenig /Uenig /Delvis uenig /Hverken uenig ekaig /Delvis enig /Enig/Helt enig

Vi foretrekker indirekte involvering (eksport/stegisk allianse, e.l.) fremfor
direkte involvering (apne eget kontor/avtaler offefeproduksjon, e.l.) i nye
internasjonale markeder

Nar en ny markedsmulighet oppstar vil vi hellerikitv nettverkskontakter
giennom eksisterende nettverk enn & opprette ny@kter direkte med aktarer
i det aktuelle markedet

Nar mulighetene eksisterer vil vi gjerne ga inteié markeder pa en gang hvis
dette vil gi hayere potensiell inntjening enn drgai ett marked om gangen

Vi engasijerer oss ikke direkte i et internasjonadrked for a redusere risiko
knyttet til & internasjonalisere

Vi far vanligvis kjennskap til internasjonale muigter ved at vi blir kontaktet
av utenlandske kunder som gnsker a kjgpe vare kiedeller tienester

Vi er i kontakt med vare utenlandske kunder og/édieerandgrer jevnlig
Kontakten med vare utenlandske kunder og/elleréadmrer er direkte og gar
ikke gijennom mellommenn eller agenter

Spgrsmal 16

Hvor enig er du i falgende pastander?

Helt uenig /Uenig /Delvis uenig /Hverken uenig ekaig /Delvis enig /Enig/Helt enig

De internasjonale aktivitetene vare har veert susfsts

Vare internasjonale aktiviteter har veert lannsonfon®edriften
Vi er forngyde med veksten i de internasjonale maeke

Vi har nadd de malene vi satt for de internasjonadekedene
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Appendix 3  Emailsreceived with response from people contacted

Hei
Beklager, men dette har jeg ikke mulighet til a @amed pa

Best regards / Med vennlig hilsen
Managing Director
Hei Kamilla,

Vi har for tiden sveert mye a gjgre og har dess\ikke anledning til a
bidra til din oppgave.

mvh
XXX

Vi er inne i en hektisk periode na og har derfdeikid til deg.

Hei Kamilla.

Beklager sen tilbakemelding. Vi far en del tilsvade henvendelser som tilsynelatende
kan se ut som studentoppgaver, men som har edredt formal. Det var derfor vi var
litt tilbakeholdne med & respondere. Du kan sespdgreskjemaet til meg sa skal jeg
svare pa det eller alternativt sende de til retsqe.

Ha en fin dag.

XXX | VP Marketing |

Hei !

Beklager Kamilla, fant din e post i spam mailen.
Dessverre er vi nok ikke rette bedrift til & kurijelpe deg.

Lykke til videre !

Best Regards,
Admin Officer
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Appendix 4 Crosstabulations

Years after establishment of first international activity * Number of continents

Crosstabulation

Number of continents
1 2 3 eller flere Total
Years after |1-3 ar Count 5 7 23 35
establishment
of first
international [3-6 &r Count 5 5 10 20
activity
Total Count 10 12 33 55
Years after establishment of first international activity * Number of employees
Crosstabulation
Number of employees
Mellom 10 | Mellom 50
0 Under 10 og 50 og 100 Total
Years after |1-3 ar Count 1 17 14 3 35
establishment
of first
international |3-6 &r Count 0 5 14 1 20
activity
Total Count 1 22 28 4 55
Years after establishment of first international activity * Technological level
Crosstabulation
Techn level
3 4 5 Hayt Total

Yrs_first_estab|1-3 &r Count 1 9 25 35

3-6ar Count 0 5 15 20
Total Count 1 14 40 55
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Percentage of export within 3 years * Number of continents

Crosstabulation

Number of continents
1 2 3 eller flere Total
Percentage of 0 6 5 6 17
export within3 2 0 0 1 1
years 5 1 0 1 2
10 0 1 2 3
15 1 0 1 2
20 0 1 1 2
24 0 0 1 1
30 0 2 3 5
35 1 0 1 2
40 0 2 2 4
50 0 0 2 2
60 1 0 1 2
70 0 0 1 1
75 0 0 1 1
80 0 1 4 5
90 0 0 1 1
95 0 0 1 1
99 0 0 1 1
100 0 0 2 2
Total 10 12 33 55
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Appendix 5 List of variables and their questions

Adaptiveness (Adapt_1 to Adapt_14):

1.
2.
3.

10.
11.

12.
13.
14.

Our company continuously considers opportunitigereign markets

Our domestic market offers sufficient businesgsolur company

Our products always need to be adapted to nevketsaand/or new
customers

We have a lot of knowledge of foreign markets

Internationalization is part of the long-termagtgy of the company and
IS a necessity for our company to survive

Information and knowledge about internationdia has come from
experience

Information and knowledge about internationagi@a has come through
network contacts

Extensive knowledge of foreign markets is esakrfor grasping
international opportunities

Internationalization strategies will take fo@ffthe core business in the
domestic market

We internationalize even if we risk to losefiiim the short run

We internationalize even if we risk to lose ketrshares in the domestic
market

Internationalization is a learning processoi@r company

Improvisation is an important part of the intronalization process

We explore different approaches and strategiesn engaging in new

international activities

Psychic distance (Adapt_psych_1 to Adapt_psych_4):

1.

We give priority to foreign markets that havédtutes that we have a lot of

knowledge of

We do not enter foreign markets that are sigaifily different from our

home market
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3. We prefer markets that have similar cultures laminess environments over
markets that are different even if those marketsndbyield the highest
potential for profits

4. Foreign markets that have different cultures dnat we do not have

extensive knowledge about represent a risk if wiosh to enter them

Other-oriented (Other_orient_1 to Other_orient_10):

1. Our network contacts provide an excellent oppoty for long-term
learning and development of our company
Our networks will provide economic benefitste tong run

3. Our network contacts would describe us as auresoto them as we offer
information and our knowledge to them
Competitors are also part of our network
We provide our competitors with information
We aim to obtain as much information as posditmleugh our networks at
the lowest cost possible

7. We aim to provide as much information and knalgke as possible to our
network partners

8. If we obtain information from a network contae¢ would try to repay the
favor

9. If conditions change in our environment we wociltéinge to other network
contacts if that is necessary to be competitive

10. Our network contacts would describe us ashiglieontacts

Personal interactions (Personal_1 to Personal_7):
1. We do not consider our network contacts as atnprs or friends
2. We view our relationships with most of our netkvccontacts as
professional and focus is on the transaction oflpets or information
We spend much time and effort on maintainingraiwork contacts
4. Most of our network contacts would help us sgbreblems if asked

without claiming compensation
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5. We have several high-level decision-makers abgl companies in our
network
We have several high-level network contact®meifjn markets

7. Our most important network contacts are in kispal firms within our

industry

Direct interactions (Direct_1 to Direct_7):

1. When entering a new international market we waather use export or
a strategic alliance than open an office or engagegreements of joint
manufacturing in those markets

2. When a new market opportunity arises we woullderadevelop network
contacts through our existing domestic networksn tmaaking new
contacts directly

3. If the opportunities exist, we would rather eggan multiple markets at
once if that yields the higher potential for prafian gradually enter one
at the time

4. By not engaging directly in international maskete reduce the risks of
internationalizing

5. We usually learn about international opportesitibecause we are
contacted by foreign customers or suppliers thahvio place order for
our products

6. We are in contact with our foreign customers/anduppliers on a
regular basis

7. Contact with our foreign customers and/or suppligrdone directly and

not through mediators or agents

International experience:

Intl_exp_worklive:Living and working abroad
Intl_exp_studyliveliving and studying abroad
Intl_exp_workintlcompWorking for an international company in Norway

Inlt_exp_travelworkTraveling through a previous job
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= Intl_exp_pthercontactBeing in contact with foreign markets in other ways
before engaging in the current company

Performance (Performance_1 to Performance_4):
1. The international activities in our company hdezn successful
2. The international activities have had a posigfect on the profitability of
the company
3. The growth in international markets have beers&ectory

4. The goals of the company in international megketve been achieved
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Appendix 6 Communalities and Anti-image matrix for all variables

Anti-image
Communalities
Correlation
Initial Extraction
Adaptiveness_1 1.000 .807 .466
Adaptiveness_2 1.000 .715 .405
Adaptiveness_3 1.000 .720 .225
Adaptiveness_4 1.000 747 .276
Adaptiveness_5 1.000 .801 .313
Adaptiveness_6 1.000 774 .564
Adaptiveness_7 1.000 731 .451
Adaptiveness_8 1.000 .600 .199
Adaptiveness_9 1.000 .733 .098
Adaptiveness_10 1.000 .7844 .521
Adaptiveness_11 1.000 .829 434
Adaptiveness_12 1.000 .787 .265
Adaptiveness_13 1.000 .74]] 426
Adaptiveness_14 1.000 .692 .337
Adaptiveness_psych_1 1.000 .715 .206
Adaptiveness_psych_2 1.000 .796 .218
Adaptiveness_psych_3 1.000 .862 174
Adaptiveness_psych_4 1.000 774 .456
Other_orient_1 1.000 .859 .547
Other_orient_2 1.000 .804 .554
Other_orient_3 1.000 .816 .606
Other_orient_4 1.000 .736 437
Other_orient_5 1.000 .8144 .233
Other_orient_6 1.000 .665 .376
Other_oreint_7 1.000 .862 .619
Other_orient_8 1.000 .691] .562
Other_orient_9 1.000 .755 .316
Other_oreint_10 1.000 778 .368
Personal_1 1.000 .703 .531
Personal_2 1.000 .796 .456
Personal_3 1.000 .823 434
Personal_4 1.000 .802 479
Personal_5 1.000 .887 .303
Personal_6 1.000 .903 .347
Personal_7 1.000 .830 513
Direct_1 1.000 .829 .356
Direct_2 1.000 .759 .297
Direct_3 1.000 .804 .293
Direct_4 1.000 .689 .299
Direct_5 1.000 .815) 372
Direct_6 1.000 757 .487
Direct 7 1.000 .576) .084]

Extraction Method: Principal Component Analysis.
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Appendix 7 Scree plot

Scree Plot

=

41—

Eigenvalue

T. 1. I L 1. 1 1 . - T T T T-L.T 1
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Component Number
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Appendix 8 Testing of hypotheses

Hypothesis Hla

Correlations

Innovative Other_orie
Adaptiven | _orientatio | Risk_takin | nted_beha
ess n g vior

Spearman's Adaptiveness Correlation 1.000 415" .036 280
rho Coefficient

Sig. (2-tailed) .002 .795 .038

N 55 55 55 55

Innovative_orientat Correlation 415" 1.000 261 385"
ion Coefficient

Sig. (2-tailed) .002 .054 .004

N 55 55 55 55

Risk_taking Correlation .036 .261 1.000 .241
Coefficient

Sig. (2-tailed) 795 .054 077

N 55 55 55 55

Other_oriented_be Correlation 280 385" 241 1.000
havior Coefficient

Sig. (2-tailed) .038 .004 .077
N 55 55 55 55

**_Correlation is significant at the 0.01 level (2-tailed).

*, Correlation is significant at the 0.05 level (2-tailed).

Hypothesis H1b

Not tested.
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Hypothesis Hlc

Correlations

Innovativ Other_ori | Personal
Adaptive | e_orientat | Risk_taki | ented_be | _interacti
ness ion ng havior ons

Spearman' Adaptiveness Correlation 1.000 415" .036 280" 337
s rho Coefficient

Sig. (2-tailed) .002 795 .038 012

N 55 55 55 55 55

Innovative_orient Correlation 415”7 1.000 261 385" 4117
ation Coefficient

Sig. (2-tailed) .002 .054 .004 .002

N 55 55 55 55 55

Risk_taking Correlation .036 .261 1.000 .241 -.018
Coefficient

Sig. (2-tailed) .795 .054 .077 .894

N 55 55 55 55 55

Other_oriented_  Correlation 280" 385" 241 1.000 357"
behavior Coefficient

Sig. (2-tailed) .038 .004 077 .007

N 55 55 55 55 55

Personal_interac Correlation 337 4117 -.018 357" 1.000
tions Coefficient

Sig. (2-tailed) 012 .002 .894 .007
N 55 55 55 55 55

**_Correlation is significant at the 0.01 level (2-tailed).

*, Correlation is significant at the 0.05 level (2-tailed).

Hypothesis H1d

Multiple regression of relationship between charastics and percentage of exports

within three years:

Model Summary

Model

R R Square

Adjusted R Square

Std. Error of the Estimate

.408°

.166

.081

32.097
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Model Summary

Model

R

R Square

Adjusted R Square

Std. Error of the Estimate

1

.408°

.166

.081

32.097

a. Predictors: (Constant), Other_oriented_behavior, Risk_taking, Adaptiveness, Personal_interactions,

Innovative_orientation

ANOVA”
Model Sum of Squares df Mean Square F Sig.
1 Regression 10059.977 5 2011.995 1.953 .102%
Residual 50480.568 49 1030.216
Total 60540.545 54

a. Predictors: (Constant), Other_oriented_behavior, Risk_taking, Adaptiveness,

Personal_interactions, Innovative_orientation

b. Dependent Variable: Pctexport_3yrs

Coefficients?®

Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.

1 (Constant) -1.644 33.030 -.050 961
Risk_taking -2.311 3.755 -.086 -.615 541
Innovative_orientation -6.471 5.408 -.189 -1.197 .237
Adaptiveness 5.661 4.292 .193 1.319 .193
Personal_interactions 9.313 4.110 .332 2.266 .028
Other_oriented_behavior .798 6.128 .021 .130 .897

a. Dependent Variable: Pctexport_3yrs

Multiple regression of relationship between chagastics and number of continents:

Model Summary

Adjusted R Std. Error of the
Model R R Square Square Estimate
1 .450° .202 121 1.64161

a. Predictors: (Constant), Personal_interactions, Risk_taking,

Adaptiveness, Innovative_orientation, Other_oriented_behavior
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ANOVAP

Model Sum of Squares Df Mean Square F Sig.

1 Regression 33.478 5 6.696 2.485 .0443
Residual 132.049 49 2.695
Total 165.527 54

a. Predictors: (Constant), Personal_interactions, Risk_taking, Adaptiveness,

Innovative_orientation, Other_oriented_behavior

b. Dependent Variable: Nbr_continents

Coefficients®
Standardized
Unstandardized Coefficients Coefficients

Model B Std. Error Beta t Sig.

1 (Constant) -.019 1.689 -.011 991
Adaptiveness .354 .220 231 1.610 114
Innovative_orientation -.331 277 -.185 -1.197 .237
Risk_taking .307 .192 .219 1.599 116
Other_oriented_behavior -.199 .313 -.099 -.636 .528
Personal_interactions .537 .210 .366 2.557 .014

a. Dependent Variable: Nbr_continents

Logistic regression of first establishment in inonal market:

Within three years = 1, between three and six yedrs

Adaptiveness and Year of first establishment iarmational market:

Omnibus Tests of Model Coefficients

Chi-square df Sig.
Step 1 Step 1.228 1 .268
Block 1.228 1 .268
Model 1.228 1 .268
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Model Summary

Step

-2 Log likelihood

Cox & SnellR

Square

Nagelkerke R

Square

1

70.875%

.022

.030

a. Estimation terminated at iteration number 3 because

parameter estimates changed by less than .001.

Variables in the Equation

B S.E.

Wald

df

Sig.

Exp(B)

Step 1° _ Adaptiveness

Constant

274
-.716

.249
1.188

1.204
.363

272
.547

1.315
489

a. Variable(s) entered on step 1: Adaptiveness.

Innovative orientation and Year of first establishmin international market:

Omnibus Tests of Model Coefficients

Chi-square

df

Sig.

Stepl  Step

Block
Model

2.888 1
2.888 1
2.888 1

.089
.089
.089

Model Summary

Step

-2 Log likelihood

Cox & Snell R

Square

Nagelkerke R

Square

1

69.215%

.051

.070

a. Estimation terminated at iteration number 4 because

parameter estimates changed by less than .001.

Variables in the Equation

B

S.E.

Wald

df

Sig.

Exp(B)

Step 1°

Innovative_Orientatio

n

Constant

494

-1.994

.299

1.564

2.732

1.626

.098

.202

1.639

.136

a. Variable(s) entered on step 1: Innovative orientation.

Risk-taking behavior and Year of first establishierinternational market:
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Omnibus Tests of Model Coefficients

Chi-square df Sig.
Step 1 Step .001 1 .978
Block .001 1 .978
Model .001 1 .978
Model Summary
Step Cox & SnellR Nagelkerke R
-2 Log likelihood Square Square
1 72.102° .000 .000

a. Estimation terminated at iteration number 3 because

parameter estimates changed by less than .001.

Variables in the Equation
B S.E. Wald df Sig. Exp(B)
Step 1°  Risk_taking -.006 227 .001 .978 .994
Constant .591 1.166 .257 .612 1.805
a. Variable(s) entered on step 1: Risk taking behavior.
Other-oriented behavior and Year of first estalplisht in international market:
Omnibus Tests of Model Coefficients
Chi-square df Sig.
Stepl Step .065 1 .799
Block .065 1 799
Model .065 1 .799
Model Summary
Step Cox & Snell R Nagelkerke R
-2 Log likelihood Square Square
1 72.038° .001 .002
a. Estimation terminated at iteration number 3 because
parameter estimates changed by less than .001.
Variables in the Equation
B S.E. Wald df Sig. Exp(B)
Step 12 Other_oriented_behavior .083 .325 .065 .799 1.086
Constant 119 1.753 .005 .946 1.126

a. Variable(s) entered on step 1: Other_oriented_behavior.
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Personal interactions and Year of first establigmeinternational market:

Omnibus Tests of Model Coefficients

Chi-square df Sig.
Step 1 Step 1.589 .208
Block 1.589 .208
Model 1.589 .208
Model Summary
Step Cox & Snell R Nagelkerke R
-2 Log likelihood Square Square
1 70.514° .028 .039

a. Estimation terminated at iteration number 3 because

parameter estimates changed by less than .001.

Variables in the Equation

a. Predictors: (Constant), Intl_exp_home, Intl_exp_abroad

b. Dependent Variable: Adaptiveness
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B S.E. Wald df Sig. Exp(B)
Step 1° Personal_interactions .296 .237 1.559 212 1.345
Constant -.958 1.242 .596 440 .384
a. Variable(s) entered on step 1: Personal_interactions.
Hypothesis H2a
International experience and Adaptiveness:
Model Summary
Model] R [|R Square | Adjusted R Square | Std. Error of the Estimate
1 |.147° -.016 1.15312
a. Predictors: (Constant), Intl_exp_home, Intl_exp_abroad
ANOVA”
Model Sum of Squares df Mean Square F Sig.
1 Regression 1.531 2 .765 576 .566%
Residual 69.144 52 1.330
Total 70.675 54




Coefficients?®

Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.
1 (Constant) 4.027 671 6.003 .000
Intl_exp_abroad .070 114 .084 .608 .546
Intl_exp _home .133 .170 .109 .786 436
a. Dependent Variable: Adaptiveness
International experience and Innovative orientation
Model Summary
Model] R [|R Square | Adjusted R Square | Std. Error of the Estimate
1 ].136° .018 -.019 .98730
a. Predictors: (Constant), Intl_exp_home, Intl_exp_abroad
ANOVA”
Model Sum of Squares df Mean Square F Sig.
1 Regression .949 2 AT74 487 6172
Residual 50.687 52 .975
Total 51.636 54
a. Predictors: (Constant), Intl_exp_home, Intl_exp_abroad
b. Dependent Variable: Innovative_orientation
Coefficients®
Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.
1 (Constant) 4.687 574 8.162 .000
Intl_exp_abroad .057 .098 .082 .587 .560
Intl_exp _home .102 .145 .097 .699 .488

a. Dependent Variable: Innovative_orientation
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International experience and Risk-taking behavior:

Model Summary

Model

R | R Square

Adjusted R Square

Std. Error of the Estimate

1

.055° .003

-.035

1.27155

a. Predictors: (Constant), Intl_exp_home, Intl_exp_abroad

ANOVA”
Model Sum of Squares df Mean Square F Sig.
1 Regression .256 2 .128 .079 .9242
Residual 84.076 52 1.617
Total 84.331 54
a. Predictors: (Constant), Intl_exp_home, Intl_exp_abroad
b. Dependent Variable: Risk_taking
Coefficients®
Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.
1 (Constant) 5.275 .740 7.132 .000
Intl_exp_abroad -.007 .126 -.008 -.055 .956
Intl_exp _home -.071 .187 -.053 -.381 .704
a. Dependent Variable: Risk_taking
Hypothesis H2b
International experience and Other-oriented behravio
Model Summary
Model] R [|R Square | Adjusted R Square | Std. Error of the Estimate
1 |].302° .091 .056 .84371
a. Predictors: (Constant), Intl_exp_home, Intl_exp_abroad
ANOVA”
Model Sum of Squares df Mean Square F Sig.
1 Regression 3.722 2 1.861 2.614 .083%
Residual 37.016 52 712
Total 40.737 54

a. Predictors: (Constant), Intl_exp_home, Intl_exp_abroad
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ANOVA’

Model Sum of Squares df Mean Square F Sig.
1 Regression 3.722 2 1.861 2.614 .083%
Residual 37.016 52 712
Total 40.737 54
a. Predictors: (Constant), Intl_exp_home, Intl_exp_abroad
b. Dependent Variable: Other_oriented_behavior
Coefficients®
Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.
1 (Constant) 4,272 491 8.704 .000
Intl_exp_abroad .089 .084 .143 1.071 .289
Intl_exp _home .229 124 .246 1.843 .071
a. Dependent Variable: Other_oriented_behavior
Hypothesis H2c
International experience and Personal interactions:
Model Summary
Model] R |R Square | Adjusted R Square | Std. Error of the Estimate
1 |.440° .194 .163 1.09095
a. Predictors: (Constant), Intl_exp_home, Intl_exp_abroad
ANOVA”
Model Sum of Squares df Mean Square F Sig.
1 Regression 14.868 2 7.434 6.246 .004%
Residual 61.889 52 1.190
Total 76.757 54

a. Predictors: (Constant), Intl_exp_home, Intl_exp_abroad

b. Dependent Variable: Personal_interactions
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Coefficients?®

Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.
1 (Constant) 3.021 .635 4,761 .000
Intl_exp_abroad .184 .108 .215 1.707 .094
Intl_exp _home 452 161 .354 2.813 .007
a. Dependent Variable: Personal_interactions
Hypothesis H2d
Not tested.
Hypothesis H3a
Adaptiveness and Performance:
Model Summary
Model] R [|R Square | Adjusted R Square | Std. Error of the Estimate
1 |.286° .082 .064 1.03511
a. Predictors: (Constant), Adaptiveness
ANOVA”
Model Sum of Squares df Mean Square F Sig.
1 Regression 5.048 1 5.048 4.711 .034%
Residual 56.787 53 1.071
Total 61.834 54
a. Predictors: (Constant), Adaptiveness
b. Dependent Variable: Total_performance
Coefficients®
Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.
1 (Constant) 3.817 .595 6.411 .000
Adaptiveness .267 .123 .286 2.170 .034

a. Dependent Variable: Total_performance
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Innovative orientation and Performance:

Model Summ

ary

Model] R |R Square | Adjusted R Square | Std. Error of the Estimate
1 |.140° .020 .001 1.06952
a. Predictors: (Constant), Innovative_orientation
ANOVA”

Model Sum of Squares df Mean Square F Sig.
1 Regression 1.209 1 1.209 1.057 .309%

Residual 60.625 53 1.144

Total 61.834 54
a. Predictors: (Constant), Innovative_orientation
b. Dependent Variable: Total_performance

Coefficients®
Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.

1 (Constant) 4.275 .789 5.418 .000

Innovative_orientation .153 .149 .140 1.028 .309
a. Dependent Variable: Total_performance
Risk-taking behavior and Performance:

Model Summary
Model] R [|R Square | Adjusted R Square | Std. Error of the Estimate
1 |.115° .013 -.005 1.07302
a. Predictors: (Constant), Risk_taking
ANOVA”

Model Sum of Squares df Mean Square F Sig.
1 Regression .812 1 .812 .705 4052

Residual 61.022 53 1.151

Total 61.834 54

a. Predictors: (Constant), Risk_taking

b. Dependent Variable: Total_performance
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Coefficients?®

Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.
1 (Constant) 4.583 .601 7.623 .000
Risk taking .098 117 115 .840 .405
a. Dependent Variable: Total_performance
Hypothesis H3b
Other-oriented behavior and Performance:
Model Summary
Model] R [|R Square | Adjusted R Square | Std. Error of the Estimate
1 |.326° .106 .089 1.02118
a. Predictors: (Constant), Other_oriented_behavior
ANOVA”
Model Sum of Squares df Mean Square F Sig.
1 Regression 6.565 1 6.565 6.295 .015%
Residual 55.269 53 1.043
Total 61.834 54
a. Predictors: (Constant), Other_oriented_behavior
b. Dependent Variable: Total_performance
Coefficients®
Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.
1 (Constant) 2.925 .867 3.375 .001
Other_oriented _behavior 401 .160 .326 2.509 .015

a. Dependent Variable: Total_performance

Hypothesis H3c

Personal interactions and Performance:
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Model Summary

Model

R | R Square

Adjusted R Square

Std. Error of the Estimate

1

.330°

.109

.092

1.01980

a. Predictors: (Constant), Personal_interactions

ANOVA”

Model Sum of Squares df Mean Square F Sig.
1 Regression 6.715 1 6.715 6.456 .014%

Residual 55.119 53 1.040

Total 61.834 54
a. Predictors: (Constant), Personal_interactions
b. Dependent Variable: Total_performance

Coefficients®
Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.

1 (Constant) 3.544 617 5.743 .000

Personal_interactions .296 116 .330 2.541 .014

a. Dependent Variable: Total_performance

Hypothesis H3d
Not tested.

Testing with control variables

Adaptiveness and Performance:

Model Summary

Model

R R Square

Adjusted R Square

Std. Error of the Estimate

1

.321°

.103

.031

1.05326

a. Predictors: (Constant), Age, Annual_revenue, Adaptiveness, Nbr_employees

129




ANOVA’

Model Sum of Squares df Mean Square F Sig.

1 Regression 6.366 4 1.592 1.435 .236%
Residual 55.468 50 1.109
Total 61.834 54

a. Predictors: (Constant), Age, Annual_revenue, Adaptiveness, Nbr_employees

b. Dependent Variable: Total_performance

Coefficients®
Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.

1 (Constant) 3.480 .836 4.163 .000
Adaptiveness .298 135 .318 2.206 .032
Nbr_employees .092 .282 .056 .326 .746
Annual_revenue 2.912E-9 .000 11 .637 527
Age -.005 .037 -.018 -.127 .900

a. Dependent Variable: Total_performance

Innovative orientation and performance:
Model Summary
Model R R Square Adjusted R Square Std. Error of the Estimate
1 .196% .038 -.039 1.09057
a. Predictors: (Constant), Innovative_orientation, Age, Annual_revenue, Nbr_employees
ANOVA”

Model Sum of Squares df Mean Square F Sig.

1 Regression 2.367 4 592 498 .738%
Residual 59.467 50 1.189
Total 61.834 54

a. Predictors: (Constant), Innovative_orientation, Age, Annual_revenue, Nbr_employees

b. Dependent Variable: Total_performance
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Coefficients?®

Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.

1 (Constant) 4.098 .957 4.282 .000
Nbr_employees .183 .289 11 .636 .528
Annual_revenue 5.409E-10 .000 .021 119 .906
Age -.023 .038 -.087 -.616 541
Innovative_orientation .167 .154 .153 1.084 .284

a. Dependent Variable: Total_performance

Risk-taking behavior and Performance:
Model Summary
Model R R Square | Adjusted R Square | Std. Error of the Estimate
1 ].157° .025 -.053 1.09827
a. Predictors: (Constant), Risk_taking, Age, Annual_revenue, Nbr_employees
ANOVA”

Model Sum of Squares df Mean Square F Sig.

1 Regression 1.525 4 .381 .316 .866%
Residual 60.309 50 1.206
Total 61.834 54

a. Predictors: (Constant), Risk_taking, Age, Annual_revenue, Nbr_employees

b. Dependent Variable: Total_performance

Coefficients®
Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.

1 (Constant) 4.627 728 6.360 .000
Nbr_employees .150 .296 .091 .506 .615
Annual_revenue -2.168E-10 .000 -.008 -.048 .962
Age -.023 .038 -.086 -.603 .549
Risk taking .084 .123 .098 .678 .501

a. Dependent Variable: Total_performance
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Other-oriented behavior and Performance:

Model Summary

Model

R

R Square

Adjusted R Square

Std. Error of the Estimate

1

.334°

112

.041

1.04809

a. Predictors: (Constant), Other_oriented_behavior, Annual_revenue, Age, Nbr_employees

ANOVA”
Model Sum of Squares df Mean Square F Sig.
1 Regression 6.910 4 1.727 1.573 .196%
Residual 54.924 50 1.098
Total 61.834 54

a. Predictors: (Constant), Other_oriented_behavior, Annual_revenue, Age, Nbr_employees

b. Dependent Variable: Total_performance

Coefficients?®

Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.

1 (Constant) 2.974 .989 3.006 .004
Nbr_employees .103 .280 .062 .369 714
Annual_revenue 1.140E-12 .000 .000 .000 1.000
Age -.015 .036 -.057 -.416 .679
Other_oriented behavior .387 .166 .314 2.325 .024

a. Dependent Variable: Total_performance

Personal interactions and Performance:
Model Summary
Model R R Square Adjusted R Square Std. Error of the Estimate
1 .344° .118 .048 1.04423
a. Predictors: (Constant), Personal_interactions, Annual_revenue, Age, Nbr_employees
ANOVA”

Model Sum of Squares df Mean Square F Sig.

1 Regression 7.313 4 1.828 1.677 1702
Residual 54.521 50 1.090
Total 61.834 54

a. Predictors: (Constant), Personal_interactions, Annual_revenue, Age, Nbr_employees
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ANOVA’

Model Sum of Squares df Mean Square F Sig.

1 Regression 7.313 4 1.828 1.677 1702
Residual 54.521 50 1.090
Total 61.834 54

a. Predictors: (Constant), Personal_interactions, Annual_revenue, Age, Nbr_employees

b. Dependent Variable: Total_performance

Coefficients®
Model Standardized
Unstandardized Coefficients Coefficients
B Std. Error Beta t Sig.

1 (Constant) 3.658 729 5.017 .000
Nbr_employees .050 .282 .030 177 .861
Annual_revenue 9.699E-10 .000 .037 .224 .824
Age -.023 .036 -.088 -.649 519
Personal_interactions .294 122 .327 2.412 .020

a. Dependent Variable: Total_performance

Appendix 9  Survey raw data result

Survey Questions

Question Number

Question Text

1 Nar ble bedriften etablert

3 Omtrent hvor mange ansatte har bedriften?

4 Omtrent hvor stor arlig omsetning har bedriften (oppgitt i
tusen NOK)?

5 Omtrent hvor stor prosentandel av bedriftens totale
omsetning kom fra salg utenfor Norge etter 3 ar?

6.a Norge

6.b Skandinavia

6.c Europa

6.d Nord-Amerika

6.e Sgr-Amerika

6.f Afrika

6.9 Asia

6.h Oceania

7 Hvor mange kontinenter er bedriften tilstede pa?

8 Hvordan kan det teknologiske nivaet pa bedriftens
produkter eller tjenester beskrives?

9 Hvor lenge etter etablering ble farste internasjonale
aktivitet startet opp?

10.a a jobbe og bo i utlandet?

10.b a studere og bo i utlandet?

10.c reising i forbindelse med jobb?
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10.d a jobbe for en internasjonal bedrift i Norge?

10.f kontakt med utenlandske markeder pa andre mater enn
ovennevnte fgr oppstart av bedriften?

11.a Vi leter stadig etter nye muligheter i internasjonale
markeder

11.b Det er nok muligheter i hiemmemarkedet vart til
tilfredsstille oss

11.c Det er alltid ngdvendig a tilpasse vare produkter til nye
markeder og/eller nye kunder

11.d Vi har mye kunnskap om internasjonale markeder

1ll.e Internasjonalisering er en del av var langsiktige strategi og
er helt nadvendig for at var bedrift skal overleve

11.f Informasjon og kunnskap om internasjonalisering har vi
fatt gjennom erfaring pa dette omradet

11.9 Informasjon og kunnskap om internasjonalisering har vi
fatt gjennom vare nettverkskontakter

12.a Utstrakt kunnskap om utenlandske markeder er essensielt
for & kunne gripe internasjonale muligheter

12.b Internasjonaliseringsstrategier vil ta fokuset bort fra
kjernevirksomheten i hiemmemarkedet

12.c Vi internasjonaliserer selv om vi risikerer & fa gkonomiske
tap pa kort sikt

12.d Vi internasjonaliserer selv om vi risikerer a tape
markedsandeler i hlemmemarkedet

12.e Internasjonalisering er en laeringsprosess for vart firma

12.f Improvisasjon er en viktig del av
internasjonaliseringsprosessen

12.9 Vi utforsker ulike tilnaerminger og strategier nar vi
engasjerer 0ss i nye internasjonale aktiviteter

13.a Vi prioriterer utenlandske markeder som har en kultur som
vi har mye kunnskap om

13.b Vi gar ikke inn i markeder som er veldig forskjellige fra vart
hjemmemarked

13.c Selv om et marked som har svaert ulik kultur og
forretningsforhold fra vart hiemmemarked representerer
de starste mulighetene for salg vil vi heller velge markeder
som er tilnaermet like vart hipmmemarked

13.d Det vil veere for risikofylt & ga inn i utenlandske markeder
som har en annen kultur og et annet forretningsmiljg enn
hjemmemarkedet, og som vi ikke kjenner godt til

14.a Vare nettverkskontakter gir oss en enestaende mulighet
for langsiktig leering og utvikling av vart firma

14.b Vare nettverk vil gi oss gkonomiske fordeler pa lang sikt

l4.c Vare nettverkskontakter vil beskrive oss som en ressurs
for dem fordi vi tilbyr dem informasjon og var kunnskap

14.e Konkurrenter er en del av vart nettverk

14.f Vi tilbyr vare konkurrenter informasjon

14.9 Vi praver & oppdrive sd mye informasjon som mulig
gjennom vare nettverk til lavest mulig kostnad

14.h Vi praver & formidle sa mye informasjon og kunnskap som
mulig til vare nettverkskontakter

14.i Hvis vi har innhentet informasjon fra vare
nettverkskontakter vil vi forsgke & gjengjelde denne
tienesten

14, Hvis tilstander i vare omgivelser endres vil vi skifte ut

nettverkskontakter hvis det er ngdvendig for a veere
konkurransedyktig
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14.k

Vare nettverkskontakter vil beskrive oss som palitelige
kontakter

15.a

Vi anser ikke vare bedriftsrelevante nettverkskontakter
som partnere eller venner

15.b

Vi ser pa vare forhold til vare nettverkskontakter som
profesjonelle forhold som har fokus pa transaksjoner av
produkter eller tienester

15.c

Vi bruker mye tid og ressurser pa a opprettholde og
bevare vare nettverkskontakter

15.d

De fleste av vare nettverkskontakter vil hjelpe oss a lgse
problemer hvis de blir bedt om det

15.e

Vi har flere nettverkskontakter i hgytstdende posisjoner i
viktige globale firma

15.f

Vi har flere hgytstaende nettverkskontakter i utenlandske
markeder

15.9

Vare viktigste nettverkskontakter er i globale
ngkkelbedrifter innen var industri

16.a

Vi foretrekker indirekte involvering (eksport/strategisk
allianse, e.l.) fremfor direkte involvering (apne eget
kontor/avtaler om felles produksjon, e.l.) i nye
internasjonale markeder

16.b

Nar en ny markedsmulighet oppstar vil vi heller utvikle
nettverkskontakter gjennom eksisterende nettverk enn &
opprette nye kontakter direkte med aktarer i det aktuelle
markedet

16.c

N&r mulighetene eksisterer vil vi gjerne ga inn i flere
markeder pd en gang hvis dette vil gi hgyere potensiell
inntjening enn & gé inn i ett marked om gangen

16.d

Vi engasjerer oss ikke direkte i et internasjonalt marked for
a redusere risiko knyttet til & internasjonalisere

16.e

Vi far vanligvis kjennskap til internasjonale muligheter ved
at vi blir kontaktet av utenlandske kunder som gnsker a
kigpe vare produkter eller tjienester

16.f

Vi er i kontakt med vare utenlandske kunder og/eller
leverandgrer jevnlig

16.9

Kontakten med véare utenlandske kunder og/eller
leverandgrer er direkte og gar ikke gjiennom mellommenn
eller agenter

17.a

De internasjonale aktivitetene vare har veert suksessfulle

17.b

Vare internasjonale aktiviteter har vaert lgnnsomme for
bedriften

17.c

Vi er farngyde med veksten i de internasjonale markedene

17.d

Vi har nddd de malene vi satt for de internasjonale
markedene
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Survey Responses

Answer 1 3 4 5 6a|6b |6.c |6.d |[6.e |6.f |6.9]|6.h
number

2008 2 0 80 1 1 1 1 1 0 0 0
2 2002 4 50-60 50-70% 1 1 1 0 1 0 1 0
3 1995 2 20000000 0 1 0 0 0 0 0 0 0
4 1994 1 5000000 15 1 1 1 1 1 0 1 0
5 2002 1 >7000000 0 0 0 1 0 0 0 0 0
6 2003 2 45000000 70 1 1 1 1 1 1 1 0
7 1998 2 50000000 30 1 1 1 1 1 1 1 1
8 2004 1 100000 1 0 1 1 0 0 0 0
9 2005 1 3000000 5 1 1 0 0 0 0 0 0
10 2001 1 100000000 30 1 1 1 1 0 0 1 0
11 2005 2 60000000 80% 1 0 1 1 0 0 0 1
12 2006 1 7500000 40% 1 1 1 1 1 0 1 0
13 2004 2 80 000000 80 % 1 1 1 1 0 0 1 1
14 1999 2 23000000 80 1 1 1 1 1 1 1 0
15 1999 2 10000000 0 1 0 1 1 0 0 1 0
16 2000 2 41000000 30% 1 1 1 0 0 0 1 0
17 2005 1 10000000 80% 1 0 1 0 1 0 1 0
18 2000 2 25000000 0 1 1 1 1 1 1 1 1
19 1996 2 26000000 0 1 1 0 0 0 0 0 0
20 1998 1 1500000 15 1 1 1 0 0 0 0 0
21 1999 1 0 0 0 0 1 0 0 0 0 0
22 2000 2 20000000 30 1 1 1 1 0 1 0 0
23 2002 2 51083000 24% 0 0 1 0 0 0 1 0
24 2000 3 65000000 10% 1 1 1 1 0 1 1 0
25 2002 2 6000000 0 1 0 1 1 1 1 1 1
26 2005 2 23900000 30 1 1 1 0 1 0 0 0
27 1997 2 38 000000 60% 1 1 1 1 1 1 1 1
28 2002 2 33000000 40% 1 1 1 1 1 0 1 1
29 1999 2 40000000 0 1 0 0 1 0 0 0 0
30 2003 1 23 000000 2 1 1 0 0 1 0 0 0
31 1997 1 15000000 35 1 1 1 1 1 1 0 1
32 1999 3 50000000 0 1 1 1 0 0 0 1 0
33 1996 2 21000000 30 1 1 1 0 0 0 0 0
34 2002 2 80 000000 90% 1 1 1 1 0 1 1 1
35 1991 4 300 mnok vet ikke 1 0 0 0 1 0 0 0
36 1999 1 7 000000 60 1 1 1 1 0 0 1 0
37 2007 1 4500000 0 1 0 0 0 0 0 0 0
38 1993 2 10 000000 10 1 0 1 0 0 0 0 0
39 2005 2 3 Mill NOK 100 pct 0 0 1 1 1 0 1 0
40 1999 3 NOK 250 mill 0% 1 1 0 0 0 0 0 0
41 1997 2 9000000 0 1 0 1 0 0 1 0 0
42 1995 2 18000000 5% 1 1 1 1 1 0 1 1
43 2002 2 11500000 0% 1 1 0 0 0 0 0 0
44 1990's 1 6 000 000 NOK | 0% 1 1 1 1 1 0 0 0
45 2004 2 7300000 10 1 1 1 1 1 0 1 0
46 2004 1 17000000 2000 1 0 1 0 0 0 1 0
47 2003 1 8000000 40% 1 1 1 1 0 0 1 0
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1149

11d | 11.e | 11f

1

1

1
1

35

40%

75 prosent

50%

100%
70

50

95%
50%

20 prosent
Har ikke
eksistert i

ar enna,

3

men det vil
vaere en

betydelig
andel

10

99%

20%

11.a | 11b | 11l.c

10 000000
3200000

12000000
50000000
5000000

75 mill NOK i

2003 -

selskapet er nd

solgt og

integrert i et
annet.

120 000000
300000000
2000000
8000000

269 MNOK i
2009

14000000
20000000

45 000000
8500000
4500000

60 000000
2300000

3000000

10000000
1000000
60.000

10.d | 10.f

2
1
2
2
1
3

3
3
1
1
4

1
2
2
2
1
2
1

1
1
1
2

2000
2003
2002
1998
1992
1994

2005
1979
2001
2002
1992

1998
1998
1997
1996

Juli 1993

1996
2007

2005
2004
2006
2003

48

49

50
51

52

53

54
55
56

57

58

59

60
61

62

63
64
65

66

67

68
69

718|9|10.a| 10.b | 10.c

Answer

number

10
11
12
13

14
15
16
17
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18
19
20
21

22

23
24

25

26

27

28
29

30
31

32

33
34

35

36

37

38
39

40

41

42

43

a4
45

46

47

48

49

50
51

52

53
54

55

56

57

58
59

60
61

62

63
64

65

66

67
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12.g | 13.a| 13.b | 13.c | 13.d

12.a| 12.b | 12.c | 12.d | 12.e | 12.f

68
69

Answer

number

10
11
12
13

14
15
16
17
18
19
20
21

22

23
24

25

26

27

28
29

30
31

32

33
34

35

36

37

38
39

40

41

42

43

44
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14 .k

14 ]

14.9 | 14.h | 14

l4a | 14b | 14.c | l4e | 14f

45

46

a7

48

49

50
51

52

53
54
55
56

57

58
59

60
61

62

63
64
65
66

67

68
69

Answer

number

10
11
12
13

14
15
16
17
18
19
20
21

22
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23
24

25

26

27

28
29

30
31

32

33
34

35

36

37

38
39

40

41

42

43

a4
45

46

47

48

49

50
51

52

53
54

55

56

57

58
59

60
61

62

63
64

65

66

67

68
69
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15.9

15.a | 15.b | 15.c | 15.d | 15.e | 15.f

Answer

number

10
11
12
13

14
15
16
17
18
19
20
21

22

23
24

25

26

27

28
29

30
31

32

33
34

35

36

37

38
39

40

41

42

43

a4
45

46

47
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16.g | 17.a | 17.b | 17.c | 17d

16.a | 16.b | 16.c | 16.d | 16.e | 16.f

48

49

50
51

52

53
54

55

56

57

58
59

60
61

62

63
64

65

66

67

68
69

Answer

number

10
11
12
13

14
15
16
17
18
19
20
21

22

23
24

25
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26

27

28
29

30
31

32

33
34
35
36

37

38
39

40

41

42

43

a4
45

46

47

48

49

50
51

52

53
54
55
56

57

58
59

60
61

62

63
64
65
66

67

68
69
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