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Executive summary 
 
Marketers have more and more come to realize that networking is a vital tool to capitalize on 
when operating and entering other markets than the domestic one, even a development of the 
classical Uppsala model from the late seventies have been made. Networks are further on 
categorized as private and business networks although former research has proved it being 
quite complex to separate them. 
 
Our purpose is to contribute with interesting findings about if and how entrepreneurial skills 
potentially can lead to a more effective path to network, our aim is therefore to contribute to 
the field of research when it comes to networking in a process of internationalizing your 
business. Hopefully it will guide recruiters searching for entrepreneurial personnel with 
competitive skills and competence, secondly guide those who educate people within 
marketing and finally guide future persons with for example a desire to become entrepreneurs 
working beyond the domestic market. To be able to fulfill the purpose we clarified how 
different theories are connected with networking and how skills and traits potentially affected 
the three chosen companies’ way of internationalizing. 
 
Following question statement was developed; which skills are required to perform networking 
in an effective way when internationalizing your business? How can these skills best be 
learned and developed? 
 
Due to a limited amount of knowledge within these area and since there was a clear research 
gap about networking and which skills that were required, a qualitative approach was chosen; 
three respondents where interviewed representing their small and medium sized businesses.  
 
Results show that human skills are required when networking since it is vital to follow your 
actions and have self awareness to be able to help others progress and therefore develop the 
company into being successful. Peer skills can be seen as a subordinate part of the human 
skills and shows the importance of creating, developing and nurturing your business to 
progress with your business. Supported results also identify that skills are best learnt from on 
the job situations, which also signifies cognitive learning. Katz (1974) stresses, “learning by 
doing” and Mintzberg (1973) claims, “one cannot learn to swim by reading about it”. Further 
on potential networkers gained best knowledge of their own experiences where mistakes 
should not be seen as a failure instead of as a way of developing your skills. 
 
Further research should be undertaken since it is a complex and fairly new topic to discuss. 
Another potential approach could be observations on companies and/or reaching for 
international companies’ customers’ view on why they chose to cooperate with them. 
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1. Introduction 
In this part we describe the background to our chosen subject and problem and why it is of 
importance. Furthermore the question statement with limitations and purpose will be 
presented. Finally, complex concepts will be explained and the thesis’s disposition be 
outlined. 
 

1.1 Background of the chosen problem 
 
Networking as a marketing tool has been identified in present research of internationalization 
processes. The literature within the area of networking emphasizes the importance of 
networking for small and medium sized enterprises (SME) but lack detailed explanation of 
why it is important and how networking really works (Doole & Lowe, 2006; Glückler, 2005; 
Johanson & Vahlne, 2003; Carson & Gilmore, 1999). Our studies in international marketing 
at Halmstad University lead us into this area and we realized that this is a rather new area of 
research where the companies’ environmental issues and real world are being scrutinized at 
the same time as networking seems to be the common way to expand business for SME’s. 
 
When studying international marketing the emphasis has been on internationalization 
processes and how networking can be used as a marketing tool. In one project we met a 
Swedish company, which had used their former and personal networks to gain market shares 
and to expand their business abroad. The company entered and gained about 60 percent of the 
Belgium market and about 60-70 percent of the Swiss markets shares over night due to their 
former and personal contacts. These large gained market shares indicate that networking is 
important, and maybe even crucial, for SME’s when entering new markets. This example 
together with the fact that the literature stresses the importance of networking for SME’s 
increased our interest for networking and this thesis began to take shape. 
 

1.1.1 The importance of networking –  a review of previous research. 
 
Several researchers (Glückler, 2005; Johanson & Vahlne, 2003; Carson & Gilmore, 1999) 
stress the importance of networking, for SME: s, as a way to market and to expand their 
business overseas. The definition of networking by Doole and Lowe (2006, p. 151) is “...in 
any market establish and develop relationships through interactions in which the parties build 
mutual trust and knowledge”. Despite the knowledge of networking, there is a lack of 
explorative and detailed research of why it is vital for companies.  Johanson and Mattsson 
model from 1988 emphasizes on time aspects and its potential advantages. They state that 
companies “may enjoy advantages for that reason, in particular in tightly structured nets, 
because they have developed network positions before the competitors” (1988, p. 302). As a 
result firms’ positions prior to their internationalization process are vital since it can affect 
future market assets, which in turn can facilitate the process. 
 
Since SME: s, utilize networking as a competitive marketing tool when internationalizing 
their business; our opinion is that Carson and Gilmore’s (1999, p.33) statement “networking 
is a way of doing business” mirrors the importance of networking. In this paper the focus will 
lay on the entrepreneurial characteristics of the company that Carson and Gilmore (1999) 
emphasize is having a major influence of how companies exercise marketing. This will be 
explained more thoroughly in the theoretical framework later in the thesis (2.1). 
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Andersson and Wictor (2003) also state the network and the entrepreneur as important tools 
for born global firms in their internationalisation process; we will come back to this later in 
the theoretical framework (2.1.2). The term born global refers to that the firm from the 
inception, according to Andersson & Wictor (2003), or early in their business life cycle, had 
the intention to be present on markets abroad. Andersson and Wictors (2003) research 
concluded that the former theories with the stepwise internationalisation in mind, as the 
Uppsala Internationalization model (Johansson & Vahlne, 1977), are misleading when it 
comes to the born global firms. Andersson and Wictor (2003) establish that the born global 
firms internationalize in a much faster pace and are neither dependant on the organizational 
learning nor the aspect of psychic distance. The most important factors due to 
internationalisation processes in small firms are their resources and the entrepreneur’s 
personal networks, both locally and globally (ibid). 
 

1.1.2 What is the problem? 
 
Firms that chose to internationalize their business are often doing this due to a strategic choice 
according to Andersson (2006). Further on Andersson (2006) claims that the strategic 
decision taken can be due to different aspects such as industry belonging, home market 
saturation or are depending on which kind of customers the firm has. Some companies are 
internationalizing their business due to demand from foreign markets. Small and medium 
sized firms are often using networking, as mentioned earlier, when internationalizing their 
business, instead of internationalize in a stepwise manner due to cultural issues as in the 
previous developed models such as the Uppsala model which will be explained in detail in the 
theoretical framework later in this thesis.  
 
As mentioned earlier networking seems to be used in an extensive way by smaller firms 
entering new markets and it seems to be an important marketing tool for companies in their 
internationalization process. Networking is conducted by using contacts that leads to new 
contacts and in this way you are able to extend your business and achieve growth. When 
studying networking it is interesting to find out how to network effectively and what it takes 
to be good at networking in order to expand your business and make the most out of it. Is it all 
about personality or is it about skills of the entrepreneur or manager? In Mintzberg´s (1973) 
study about what managers really do he found that managers are having different roles in 
different situations and within these roles there are eight sets of managerial skills identified. 
These skills will be reviewed in the theoretical part of this paper and contains skills in 
information-processing, conflict-resolution, leadership, peer skills, skills in decision-making, 
resource-allocation, entrepreneurial skills and the skills of introspection, all these skills can, 
according to Mintzberg (1973) be learned and developed.  
 
When studying networking, a clear research gap was found in the entrepreneurial skills that 
are required to perform networking effectively. Coviello (2006) claims that future studies 
should focus on how entrepreneurs and their networks are influenced by work experience, 
previous knowledge and finally motivations or learning. In Madsen & Servais research model 
(1997), the founder/entrepreneur is also an important part influencing the firm’s development. 
Concluded within this part is knowledge of the entrepreneur’s past experience, ambition level 
and finally motivation factors. “By studying the history of the founder as well as the firm one 
might reveal clues in relation to possible interconnectedness with other firms” (Madsen & 
Servais, 1997; p.581). 
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Carson et al’s (2001) directions of future research are similar to Coviellos, since they suggest 
that entrepreneurial skills should be revealed as a mean of how to network effectively. In 
accordance to Jarillo (1988), entrepreneurial skills and behaviour are affecting how they act 
and which strategies are to be followed. Further on Jarillo (1988) claims that the 
understanding of specific skills and the importance of networking can gradually be learned 
and developed by entrepreneurs. 
 
Shane (2000) states that prior knowledge and information influences the entrepreneurs ability 
to discover opportunities and this supports the opinion of that different entrepreneurs 
discovers different opportunities due to these aspects. 
 
Our intention is not to separate skills from traits since first of all it is very complex and 
secondly due to that they are more or less intertwined with each other and as a result 
difficulties with measuring can occur. Katz (1974, p. 90) means “management’s real concern 
should be for what a person can do rather than what he is”.  
 

1.2 Question statement 
 
Background research within the mentioned areas made it possible to narrow down the most 
vital information which in turn resulted in the following question statement:  
 
Which skills are required to perform networking in an effective way when internationalizing 
your business? How can these skills best be learned and developed? 
 

1.3 Limitations 
 
Since previous research has shown that networking is vital for SME: s when they 
internationalize, and especially within the business-to-business sector, our inquiry will have 
these limitations as well. The different entry modes within the internationalization process 
will not be considered in this thesis. In the theoretical part the focus is on theories about 
managerial skills. This is due to the gap in research in networking skills and the aim is to 
contribute to the networking field of research with an increased understanding of the chosen 
subject. 
 
Further on, interviews were conducted in Sweden and in Australia since the authors studied at 
different universities when writing the thesis. Two companies were investigated in Sweden 
and only one in Australia due to the finite amount of companies that were open to be 
investigated and due to a more complex environment. 
 

1.4 Purpose 
 
Our purpose is to contribute with interesting findings about if and how entrepreneurial skills 
potentially can lead to a more effective path to network since, as earlier mentioned, a research 
gap has been discovered. Our aim is therefore to contribute to the field of research when it 
comes to networking in a process of internationalizing your business. Hopefully it will guide 
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recruiters searching for entrepreneurial personnel with competitive skills and competence, 
secondly guide those who educate people within marketing and finally guide future persons 
with for example a desire to become entrepreneurs working beyond the domestic market.  
 

1.5 Definitions 
 
Born global firms - refers to that the firm from the inception, or early in their business life 

cycle, had the intention to be present on markets abroad (Andersson & Wictor, 2003). 

Experiential knowledge – knowledge gained by personal experience, which changes 

individual persons and cannot be separated from them (Penrose, 1959, p. 53). 

Experiential learning – “…learning in the form of personal experience” (Penrose, 1959, p. 

53).  

Networking - “...in any market establish and develop relationships through interactions in 

which the parties build mutual trust and knowledge”. (Doole and Lowe, 2006, p. 151) 

Psychic distance – “…is defined as the sum of factors preventing the flow of information 

from and to the market. Examples are differences in language, education, business practices, 

culture and industrial development.” (Johansson & Vahlne, 1977, p. 24) 

Skills – “…an ability which can be developed, not necessarily inborn, and which is 

manifested in performance, not merely in potential”. Katz (1974, p. 91) 

SME: s – Small and Medium Sized Enterprises 
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1.6 Disposition of the paper 
 
----------------------------------------------------------------------------------------------------------------- 
Chapter 1: 
In this part the background to our chosen subject and problem and why it is of importance. 
Furthermore the question statement with limitations and purpose will be presented. Finally, 
complex concepts will be explained and the thesis’s disposition outlined. 
 
----------------------------------------------------------------------------------------------------------------- 
Chapter 2: 
This chapter contains the theoretical framework, which is derived from organizational and 
management theories such as managerial skills by Katz (1974) and Mintzberg (1973). There 
is also theory about internationalization processes, networks, networking and actors are 
other dimensions and used perspective in this thesis. Chosen theories will be the foundation of 
our empirical inquiry and the upcoming analysis.  
 
----------------------------------------------------------------------------------------------------------------- 
Chapter 3: 
The third part of the master dissertation will enclose a discussion of how our study has been 
conducted. A discussion of how different approaches can affect the study’s direction and the 
study’s result will also be presented. There is also a motivation to why we chose this method 
and how we selected our companies. 
 
----------------------------------------------------------------------------------------------------------------- 
Chapter 4: 
Within the empirical findings, which are presented in this the fourth chapter of the thesis, 
gathered information of our three companies, the view of our respondents and areas of 
knowledge linked to the question statement will be obtainable. 
 
----------------------------------------------------------------------------------------------------------------- 
Chapter 5: 
In the fifth part of the dissertation, we intend to integrate the empirical data with the 
theoretical framework into an analysis. Here the structure is presented out subject and area, 
as well as in the second and fourth chapter, starting with the internationalization process and 
narrow down to the skills of networking. We end this chapter with a discussion of our 
reflections linked back to our conceptual model. 
 
----------------------------------------------------------------------------------------------------------------- 
Chapter 6: 
The final chapter will start with the results of the study with answers on our research 
question; it will also give practical implications within this area of problem. Suggestions for 
future research will be conducted at the end of this paper. 
----------------------------------------------------------------------------------------------------------------- 
 
 
 
 



 11 

2. Theoretical framework 
This chapter contains the theoretical framework, which is derived from organizational and 
management theories. Chosen theories will be the foundation of our empirical inquiry and the 
upcoming analysis from where we can draw our conclusions. 
 
The theoretical framework in this part is put together with the help of internationalization and 
management theories since the research of skills in networking are slightly missing out. Due 
to this gap we use the managerial skills developed by Katz (1974) and Mintzberg (1973) to 
form the framework of our thesis. Since some of the networkers’ tasks are similar to the 
managers, we consider this as the best way to conduct a research where theories are less 
developed or even missing out. In this part the structure will go from macro to micro 
perspective, it will start with theories of a firm’s internationalization process and end with 
theories of the actor’s skills. Between these ends; theories of networks, networking, actor and 
roles will be presented. The actors in our research are the ones that are networking and this is 
what our inquiry is all about, the actors’ skills to network effectively when internationalizing 
their businesses. Our intention with using internationalization theories is to set networking 
skills at its context within the process, since our research question is about which skills are 
required to network in an efficient way when internationalizing the business. 
 

2.1 A firm’s internationalization process   
 
It requires a review of the background to present research to be able to explain why 
networking is vital for small and medium sized companies when internationalizing. The 
network approach by Johansson and Mattsson (1988) describes a firm’s internationalization 
degree and is not only based on the time aspect and due to how many companies that are 
present on overseas market, it also stresses the fact that companies can enjoy advantages due 
to that they have established specific positions in networks before their competitors have.  
 
The network approach by Johanson and Mattsson (1988) is associated with four boxes (fig. 1) 
 
If companies are not present on specific markets and if they have a low degree of 
internationalization within the firm, they will land in the early starter box. In accordance to 
Johanson and Mattson’s research (1988), it means that they have a lack of knowledge of 
markets beyond the domestic one. A common approach is then to use agents rather than 
having subsidiaries since it will most certain lower risks and the firm can take advantage and 
utilise on the performance of what the agents already have established. On the contrary, firms 
will land in the late starter box, if other firms have taken advantage of a market before the 
late starter even laid eyes on the market. Johansson and Mattsson (1988) claim that companies 
are most often forced to enter new markets as a result of new relationships. Company size has 
big importance on handling the late starter phenomenon since large domestic firms find it 
more difficult to operate overseas due to finding a niche in already internationalized networks. 
Small firms are more flexible and possess the opportunity to react more rapidly to changes 
(Johansson & Mattsson, 1988). 
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Figure 1: Internationalisation and the network model: the situations to be analysed. Source: Johanson, 

Mattsson, 1988, p. 298 

 
According to Johansson and Mattsson (1988), the lonely international is when firms has 
experience from working overseas and possess the requirements of taking chances to operate 
on a new market. Johansson and Mattsson (1988, p.301) mean “experience and resources 
give the firm a repertoire which allows it to make the heavy market investments which are 
required to enter a tightly structured production net”. Companies within the international 
among others can be explained with that the internal and the external environment are highly 
internationalized. Johansson and Mattsson (1988) stress that firms use their positions within 
one network to bridge to new ones since marginal changes on this type of market is very little.  
 
A broad opinion is that SME: s has constraints regarding their resources, for example with 
finances, technology and market knowledge, when they are about to enter new markets 
(Carson & Gilmore, 1999; Mort & Weerawardena, 2006; Doole & Lowe, 2006). According to 
Mort and Weerawardena (2006), networking is one way for SME: s to overcome such 
“resource poverty”.  
 
To apply the internationalization and network model by Johansson and Mattsson (1988) on 
SME: s internationalization process lead to some recognition of the characteristics of a SME 
company. The early starters way of internationalizing business with the help of agents are 
used by many SME:s because it requires less resources and commitment to a market, at the 
same time you have to realize that the company are loosing some of the control over the 
product. When discussing the late starter box Johansson and Mattsson (1988) highlight the 
flexibility of small firms and this is an advantage for SME: s compared to the large company. 
Johansson and Mattsson (1988) establish that a firm use their position within one network to 
reach new networks when discussing the box of international among others and this is what is 
associated with SME:s using theirs. 
 
Another well used and accepted model within the area is the Uppsala internationalization 
model by Johansson and Vahlne (1977), which in a large extent contributed to the 
understanding of how firms start off businesses overseas and which factors that potentially 
affect their entry mode. The Uppsala model explains companies’ internationalization process 
being slow and undergoing in a stepwise manner much due to the psychic distance between 
the markets (Johansson and Vahlne, 1977). In a wide range companies choose to operate on 
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markets similar to their own (ibid). Furthermore, markets and firms are depended on a flow of 
information and factors such as language and culture that can affect distinctions (Andersson & 
Wictor, 2003). In accordance to Johanson and Vahlne (1977), the gradual slow pace is also 
much due to a lack of knowledge of the foreign markets. If markets are not evaluated 
carefully; the internationalization will most likely end up as a contributor to great risks and 
profit losses (ibid). Johansson and Vahlne (1977) stress that firms learn about markets by 
operating there to develop the commitment to these international markets, this is what they 
call experiential learning. Our connection with networking is that experiential learning 
requires some kind of presence at the potential market to gain knowledge, among other things, 
through for example other actors at the scene and this requires networking as we see it. Figure 
2 shows the earlier version of the Uppsala model; each box or step was considered with the 
time aspect.  
 

 
Figure 2: The basic mechanism of internationalization – state and change aspects. Source: Johansson & 

Vahlne, 1977, p. 26. 

 
The left boxes are the state aspects while the right boxes are the change aspects. Johansson 
and Vahlne (1977) stress that company’s will in the beginning face difficulties with 
disadvantages regarding the market knowledge due to a lack of knowledge. Information 
about competitors, market demands and cultural aspects are vital when entering new markets. 
Furthermore, it eventually leads to commitment decisions; do they dare to cross the boarders 
and start operating overseas? The answer is dependent on the current activities within the 
firm, which in turn is based on experiential learning (Johansson & Vahlne, 1977). Johansson 
and Vahlne (1977) claim that people with personal experience from either working or 
studying abroad will are most likely able to see the opportunity by entering new markets and 
therefore facilitate the internationalization process. At the end, when the strategic decision 
finally is taken, companies will build market commitment and will tend to continue 
operating on several international markets (Johansson & Vahlne, 1977). All these aspects 
taken up by Johansson and Vahlne when to internationalize the business requires networking 
in some way or another, at the end the market knowledge has to grow from experience from 
someone involved with the company 
 
Penrose (1959) writes about experiential learning as one of two ways of gaining knowledge, 
the other is knowledge gained through formal teaching or reading and named by Penrose 
(1959) as objective knowledge. Experiential learning in the meaning of personal experience is 
not transferable to others in the same way as it shapes the individual who experiencing it. The 
personal experience causes a change in the individual person, together with the objective 
knowledge earlier gained, the individual increases its services to his or her firm in a unique 
way which can not be transferred to another firm (Penrose, 1959). This contributes to the 
reason that many companies starts using agents in new markets, using people that are well 



 14 

informed and have knowledge about the culture are both less expensive and time consuming 
than to learn about new cultures from scratch and how to make business in a new and 
unfamiliar environment. 
 
In later research Johansson and Vahlne (2003) still state experiential learning as an important 
part of operating overseas since as a result of ongoing research, a development of the earlier 
version of the Uppsala model has occurred. The shift of focus has occurred since business 
relationships and networking has become more discussed and taken into consideration in the 
terms of a firm’s internationalization process. Further on Johansson and Vahlne (2003) claim 
that the network context is still about commitment but crossing the borders is now more a side 
effect of a change of position within the networks.  
 
There can be several reasons for a company to expand abroad; the internationalization process 
can also appear different from company to company. One solution according to Andersson 
(2006) is the strategic decision taken from the management, which often has been affected by 
industry, customers or the products. It can also be a result of the willingness to achieve 
growth or already from business inception had the intention to expand abroad (Andersson, 
2006). Shane (2000), Andersson & Wictor (2003) recognize the entrepreneur as a key 
component since he or she has seen the internationalization opportunity. Since the actor is 
seen as a key component to identify opportunities it is also important to catch the 
opportunities, and in our interpretation, catch the opportunity by using networking to start the 
process of internationalizing and get it going.  
 

2.1.1. The development of the Uppsala model 
 
According to Johanson and Vahlne (1990) internationalization is to ”…improve and change a 
position in a network rather than crossing boarders. That is side effects”. (Vahlne, seminar at 
Halmstad University, autumn 2006). 
 
As mentioned earlier Johanson and Vahlne (1990) have come to realize that the former 
Uppsala model required some adjustments to be more accurate in today’s environment. 
Vahlne (seminar at Halmstad University, 2006) stresses that “what happens, happens in 
relationships”. Vahlne further states that it will not occur until risk turn to failure. Johanson 
and Vahlne (1990, p. 18) states “once uncertainty falls below a certain level, the ability to 
internationalize is there but the willingness to do it may not exist until something triggers the 
decision”. Information of the new market is vital since Vahlne states that the 
internationalization process will still take time but more focus will lay on the networks which 
are required to operate overseas (seminar at Halmstad University, 2006).  
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Figure 3: The development of the Uppsala model. Source: Jan-Erik Vahlne, seminar at Halmstad 

University, autumn 2006 

 
The internationalization process tends to continue to proceed regardless of strategic decisions 
(Johanson & Vahlne, 1990). In accordance to Johanson and Vahlne’s research (seminar at 
Halmstad University, 2006), see figure 3, companies should see opportunities in gaining new 
knowledge when entering new markets. It will most likely lead to performance development 
and learning from their actions and from people who have previous experience (ibid). 
Johanson and Vahlne (1990) state that experiential knowledge will reduce market uncertainty. 
When networks have been established, companies must nurture them, since they are vital 
when entering new markets (Vahlne, seminar at Halmstad University, 2006). “Relationships 
develop through interaction in which the parties build mutual trust and knowledge” 
(Johanson & Vahlne, 1990, p. 18). According to Johanson and Vahlne (1990), networks can 
not be explained and understood by people who are excluded and do not have experience 
from interacting within the network. 

 

2.1.2. Born Globals high internationalization pace 
 

 
Figure 4: Conceptual framework by Andersson and Wictor, 2003, p. 254. 

 
The term born global is often used on a firm that from business inception, or early in their 
business life cycle, has the intention to be present on overseas markets (Andersson & Wictor, 
2003). Some researcher want to define born globals more in details about that a certain 
amount of their sales in a specific time after their inception but we have decided to use 
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Andersson and Wictors (2003) definition in this context. In Andersson and Wictors’ 
conceptual framework from 2003 (see figure 4) there are four factors influencing a born 
global in their internationalization process. The industry factor is about structure and culture 
within the firms industry, and the importance of knowledge about the industry is emphasized 
(ibid). The globalization trends affect firms’ expansion abroad and contain lower trade 
barriers of today and the highly developed communication technology. Another part of the 
model is the entrepreneur’s influential behavior on a firm’s internationalization process which 
according to Andersson and Wictor (2003) explains the entrepreneur’s previous knowledge 
and experience. Other traits identified as important are the ability to see opportunities and to 
take advantage of it (ibid). A firm’s networks are also a matter of a rapid internationalization 
process according to Andersson and Wictor (2003), and it deals with personal networks as 
well as business networks. This is also in line with Johansons and Mattssons (1988) network 
approach. The entrepreneur and networks are what we can see are the most important ones for 
our research when it comes to identify the skills needed for networking in an 
internationalization process. 
 

2.2. Networks 
 
Networks can be related to different things, both when it comes to levels and kinds. Most 
often networks are divided into personal or business networks even though several different 
concepts exist. Another way of describing them can be as informal and formal networks 
(Carson et al, 2001). To some extent all people are surrounded by networks, all from our 
family and friends at a personal level, to our colleagues at a more professional level. These 
different levels can be combined and also change over time. A colleague can turn out to be a 
personal friend as well as the other way around. In all environments we are acting there are 
interaction between people and in a business environment it is also an interaction where all 
parts has something they want to achieve and gain with the interaction through networking. 
 

2.2.1 Business networks 
 
Vertical, horizontal and industrial districts are all networks, which belong to the business 
network. Vertical networks are based on the people who are involved in the value-adding 
system, meaning that it is the whole range of people working as suppliers to the actual end 
users (Carson et al, 2001). Horizontal networks are based on companies working in a similar 
industry and what type of relationship they obsess between all parties. Industrial districts 
involve particular types of business networks since some companies are located in specific 
geographic areas. These companies are specialized in certain areas and together they can 
compete against companies excluded from their environment much due to government 
encourages (Carson et al, 2001). Herz and Mattsson (1988) do not divide the business 
network as Carson et al; instead they claim that customers, suppliers, competitors and 
potential partners are all components in the business networks. Herz and Mattsson (1988) 
further stress the size of the network as vital since the more relationships the harder it is to be 
committed to all of them. Trust and commitment are the main components for operating in a 
network and to get its proper function. It is very likely that the business network will grow 
resulting in a more complex international entry mode (ibid).  
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2.2.2 Personal networks 
 
Personal networks examine and give an understanding of the environmental context that 
entrepreneurs operate in. Hence, entrepreneurs are those who meet and communicate with 
people, they represent their company and is the face outwards (Carson et al, 2001).   
 
According to Herz and Mattsson (1988) personal networks are vital and sometimes crucial 
when internationalizing due to that established personal relationships will eventually lead to 
the recognition of new ones. Relatives, friends and business contacts are individuals that 
mainly contribute to finding new networks since they often mediate the contact and give 
guidance on how to proceed. Networking can help SME: s as a marketing tool by using 
people which already possess experience from markets overseas, in that way information 
about cultural issues and established networks can be utilised as advantages (Hertz & 
Mattsson, 1988). 
 

2.3 Networking 
 
Carson and Gilmore (1999) state that networking makes it possible for small firms with 
limited resources to do business, it is a way of getting information, help and guidance in 
market issues in an informal and sometimes spontaneous way. According to Carson and 
Gilmore (1999) a network contains contacts that potentially can assist the entrepreneur or 
manager to make decisions to improve the firms’ performance. However networks may 
change over time due to required needs and stage in the firm’s life cycle. Marketing by 
networking is used by the entrepreneur on a daily bases when meeting and interacting with 
people in different situations, when participating in social, business and trade activities (ibid). 
 
In the action of networking it depends on what mission you have, if you are working with 
sales your mission is to sell a lot and thereby your aim is to meet potential buyers, if your are 
working as a purchaser you want to meet those people that can offer the products you want at 
a competitive prize, and both these roles include the representative role for your company to 
benefit from. If you are a manager you are probably looking for opportunities when meeting 
others that are good for both selling and buying, in other words, all things that your company 
can benefit from or make a profit of are opportunities you have to catch. In the light of these 
aspects we can see that networking in some way is associated with different roles of the actor 
connected with his or her mission. Due to the earlier mentioned gap in research of networking 
skills we have chosen to use the management theories and the managerial roles work as a 
foundation for managerial skills in Mintzbergs (1973) theory of management skills. 
 

2.4 Managerial roles 
 
Mintzberg (1973) emphasizes that a manager is the link between his or her organization and 
the environment, a similar approach in our research will be applied since we also consider that 
personnel who performs networking, whether they are managers or not, can be seen as a link 
between the organization and the environment. Mintzberg (1973) suggests that efficient 
managers are not only depending on concrete skills but also affected by their own personality 
which some skills require. Trait, or personal characteristics, is difficult to apply operationally 
and connect to managerial behaviour because of its intangible quality (ibid). On the contrary, 
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skill is a functional notion that is directly related to behaviour. “A skill is simply a specific 
behaviour that results in effective performance”. (Mintzberg, 1973, pp. 194-195)  

 

 
Figure 5: The Manager’s roles. Mintzberg, 1973, p.59 

 
According to Mintzberg´s (1973) explanation of what managers really accomplish, ten 
different managerial roles can be identified. Mintzberg (1973) divides the managerial 
activities into three groups, see figure 5; (1) activities that are mainly concerned with 
interpersonal relationships, (2) activities that essentially deal with the transfer of information, 
and (3) activities that primarily involve decision-making. Furthermore Mintzberg’s study 
(1973) identified three interpersonal roles, three informational roles, and four decisional roles.  
 
In the role as figurehead, a manager’s duty is to represent the organization in the matter of 
formality. The liaison role is best explained by when interacting with peers and others outside 
the organization to gain favours and information. Within the final interpersonal role, 
Mintzberg (1973) mentions the leader focusing on the relationship with subordinates – the 
importance of motivating people to work harder. The informational roles are to monitor, to 
disseminate and to be a spokesman of the organization. Finally, the four decisional roles are; 
the entrepreneurial, the disturbance handler, the role of allocating resources and the role as a 
negotiator. 
 
Mintzberg (1973) stresses analysing the mentioned roles lead to the finding of skills managers 
require. Out of the ten roles there are eight sets of managerial skills to be learned and 
developed. The eight skills Mintzberg (1973) writes about are; peer skills, leadership skills, 
the conflict-resolution skills, information-processing skills, skills in decision-making under 
ambiguity, the resource-allocation skills, the entrepreneurial skills and the skill of 
introspection. These skills will be reviewed in the next section.  
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2.5 Managerial skills 
 
As mentioned earlier, managerial skills founded by Katz (1974) and Mintzberg (1973) are 
used when constructing a theoretical framework. An outline of their research will now be 
explained which we later on benefit from in the empirical findings as well as in the analysis 
and the conclusions. Katz (1974) describes managerial skills on three levels, under each level 
Mintzberg´s (1973) study of managerial skills will continuously be placed concerning of 
where it fits and complements Katz’s work. 
 
The aim with an own designed, figurative and simplified model (figure 6), is to explain and 
facilitate the work of Katz (1974). It shows each management level where entrepreneurial 
skills are more common. Our figure is supposed to be interpreted as the classic hierarchical   
structure of an organization with three levels; the decision-makers at the top and the workers 
at the bottom. In the middle the administrative personnel with the marketing and economic 
divisions can be seen. This is, as mentioned before, a simplified model over organizations’ 
different levels and depending on what kind or size the organization have this structure is 
more or less explicit.   
 
Katz approach from 1974 is based on that innate traits should not be seen as the only breeding 
ground when describing good executives. The complement should be what executives 
actually can do and learn with their skills. Managerial work tends to depend on three basic 
skills that are technical, human and conceptual skills. Katz (1974, p. 91) defines a skill as 
“…an ability which can be developed, not necessarily inborn, and which is manifested in 
performance, not merely in potential”. We will from now on when describing skills refer to 
the explanation conducted by Katz in 1974. 

 

 

 

 

 

 
 

 

 

 

 

 

Figure 6: Figurative and simplified own designed model. 
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2.5.1 Technical skills 
 
In accordance to the research conducted by Katz in 1974, entrepreneurs working with 
“things” basically explain the term of technical skills. The essential part is that entrepreneurs 
must have a feeling and understanding for specific kinds of activity which for example can 
involve processes, techniques or methods. 
 
Different kinds of profession demand specialized technical knowledge to perform a good 
work, specific skills are demanded of people whose aim is to work for example as a musician 
or a surgeon (Katz, 1974).  
 
In an earlier version of Katz work conducted in the late fifties, he came to conclude that 
technical skills were mostly important at lower levels of administration (see figure 6). Hence, 
this changed during a 20 years period of time, since in his more developed reflections in 1974, 
concludes that it mostly can be applied on bigger companies due to an increased number of 
people working with a delegated responsibility, in turn much due to a higher degree of 
technical knowledge. Entrepreneurs working in smaller companies obtain more in direct 
contact with all the different work chores and have no other way but to learn technical details 
of how the company must proceed (Katz, 1974).  
 

2.5.2 Human skills 
 
Katz (1974) argues that human skills involve entrepreneurs’ ability to work with people, how 
they behave and react as group members and if they have capacity to create an effective 
collaboration within the teamwork. “Everything which an executive says and does (or leaves 
unsaid or undone) has an effect on his associates, his true self will, in time, show through” 
(Katz, 1974, p. 92). Hence, consequent behaviour is vital, since entrepreneurial actions reflect 
how they really feel about different issues. Knowledge of own attitudes, beliefs and 
suppositions derives from a good self-awareness that in turn facilitate the process of helping 
others. Entrepreneurs’ become more receptive of motivations and wants of others when they 
reach a higher degree of human skills (Katz, 1974).  
 
As figure 6 showed, human skills are required on every management level, though slightly 
more at lower levels since direct contacts with people working there, are greater. The 
entrepreneurial requirement of understanding people working with different functions and 
levels are though vital for every organization. 
 
Three of Mintzberg´s (1973) managerial skills can be viewed as human skills; the peer skills, 
leadership skills and the conflict resolution skills. The peer skills, Mintzberg (1973) states, is 
about how to build up, develop and maintain the contacts with others and thereby get an 
extensive network to gain mutual needs, to bring favours and to get information. Specific 
parts of the peer skills are to negotiate and to consult efficiently. The leadership skills explain 
the ability to deal with subordinates at the point of motivation and training. It is also the 
capability to provide help, deal with problems of authority and dependence. According to 
Mintzberg (1973) the conflict-resolution skills are the interpersonal skill of mediating between 
conflicting individuals and the decisional skill of handling disturbances. 
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2.5.3 Conceptual skills 
 
According to Katz (1974), the conceptual skill involves the entrepreneurial tendency to 
contemplate the organisation as a whole instead of separating each part. To have the ability to 
see that every part is involved in each other and that if some parts are changed it will 
eventually affect the rest of the organisation. The internal environment is not the only that is 
considered but also the macro environment which some organisations are highly dependent 
on.  
 
Further on Katz (1974) claims that the conceptual skill is a mixture of the human and 
technical skill, which in turn is complex to separate. Katz (1974, p.93) means, “the attitudes 
of a top executive colour the whole character of the organization’s response and determine 
the corporate personality”. 
 
Katz (1974) argues that entrepreneurs must have good conceptual skills since otherwise the 
whole organization can be in danger. If they instead lack human and technical skills it does 
not matter that much since they most likely will have people working beneath them who 
probably will have a higher degree of abilities in these directions.  
 
Mintzberg´s (1973) skills in decision-making, resource-allocation and entrepreneurial skills 
fit with Katz (1974) findings about conceptual skills. The skills in decision-making under 
ambiguity are, as Mintzberg (1973) states it, due to the unstructured situations managers 
sometimes are present in. Mintzberg (1973) stresses the structuring of problems, finding 
solutions, and to seek hard data associated with this issue. This skill in decision-making is 
required to find problems and opportunities, search for solutions, diagnosing unstructured 
problems, managing the dynamics of decision-making, and handle parallel decisions and 
integrate them into clear objectives (ibid).  
 
Resource-allocation skills are encompassing the requirements of choosing among competing 
resource demands. According to Mintzberg (1973) it is about deciding how to allocate time, 
determine what work their subordinates must do and in what formal structure they must work. 
Other things are to pass judgments, sometimes under time pressure, on projects that require 
organisational resources.  
 
The entrepreneurial skills needed by a leader according to Mintzberg (1973) are to search for 
problems and opportunities and the controlled implementation of change in organizations.  
 
Mintzberg´s (1973) two final skills of the eight mentioned, are the introspection and the 
information processing skill, since it can be applied within both of Katz findings (1973) about 
human skills and conceptual skills. The one of introspection is about the ability to look back, 
reflect and learn by experience in a continuous process that requires understanding the job and 
being sensitive to the impact on the organization (Mintzberg 1973). The information-
processing skills; treats the building of informal information networks, find sources of 
information and extract what they need, validate information, assimilate it and build effective 
mental models. Furthermore Mintzberg means that leaders should know how to disseminate 
information, express their ideas effectively, and speak formally as representatives of 
organizations.  
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2.5.4 How can skills best be learned and developed? 
 
Skills can be learnt through three different approaches (Mintzberg 1973). The first one; 
cognitive learning can be explained by when you read about the skill or are taught by 
someone else. The second one; by simulation, which is when you are practicing and 
performing the skill to learn it, as for example in role-playing, in an artificial situation with 
feed-back. The final skill is when you benefit from it by performing it on-the-job situations 
where you experience it in a real context. Furthermore there exist arguments for the 
importance of learning by doing and getting feed-back by those who are familiar and 
competent in concern of the managerial performance. Mintzberg (1973, p.188) states a vivid 
comparison, “one cannot learn to swim by reading about it”. 
 
Katz (1974) claims that technical skills can easiest be developed by actual training and by 
experiencing itself, and to facilitate the process, a supervisor should be hired to help and to 
give feedback to the entrepreneur on how he or she acts. Since people have different needs 
and learn in different ways, Katz (1974, p. 98) stresses “learning by doing” as the best way 
for entrepreneurs to improve different skills.  
 
With the aim to improve and develop human skills, the entrepreneur ought to begin with 
themselves, since that is the foundation of moving forward. Advices from others will still give 
a good insight on how they can act but the breeding ground is a search within themselves 
(Katz, 1974). Further on, Katz (1974) claims that a well known personal view will lead to a 
development of how human performance is being seen. It is knowledge about feelings in 
certain situations, attitudes based on own experiences and finally an improvement of 
understanding what others mean by their actions. 
 
In accordance to the research conducted by Katz (1974), conceptual skills can be improved 
and developed by entrepreneurial actions, meaning that they should coach and help their 
subordinates. Delegating responsibility is a way to give an increased meaning for others work. 
By coaching, entrepreneurs, are able to gain new and interesting information from 
subordinates’ opinions and also help them by doing follow ups. 
 

2.6 Conceptual framework 
 
By building an own model (see figure 7) we wanted to create an overview and a mind map 
preparing for the interviews with the respondents in the inquiry. Our intention was also to 
separate the different parts from each other in order to identify skills to network efficiently. 
The company can be seen as the umbrella and the actor within the company will play an 
important role within the firms’ internationalization process as a networker. In the actors 
personal life; personal and business networks can exist as well as the possibility to be in 
relation to the company. Personal or business networks are created and nurtured by relations 
and these relations can also be links between the actor and the network as well as between the 
company and the network. Mentioned relations therefore work in both ways as described in 
the model. The roles are different according to Mintzberg (1973) depending on what the 
person should accomplish and to which skills which are required of the actor to achieve goals. 
Important factors to consider are the roles the actor has to play, the relations he or she has to 
create and develop, and finally, the skills needed to network in an effective way striving for 
international expansion. This can be seen as a process but also as a complex model over 
human behaviour, which has parallel actions that work continuously and simultaneously. 
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Figure 7: Own conceptual model 
 
In line with our theoretical framework the company in the model internationalizes their 
business with the help of the actors’ ability to network efficiently and this is grounded on 
Johansson and Vahlnes developed Uppsala model. The actor are having different roles 
depending on what he or she should accomplish or what goals there are with networking and 
according to Andersson and Wictor (2003) the entrepreneur are one important factor affecting 
a company’s internationalization process. Skills can be seen as the actor’s tools to be able to 
play the different roles in an effective way and this is supported by the roles and skills of 
Mintzbergs (1973) and Katz´s (1974) work. Networking skills are more or less depending on 
relations between the actor, the company and the parts to network with in the process of 
internationalization and relations can be seen as natural glue when networking. 
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3. Methodology 
According to the last sections review of the theoretical approaches of internationalization 
processes, networking and managerial skills, the third part of the master dissertation will 
enclose a discussion of how our study has been conducted, which method we used and a 
motivation to chosen method. This is to increase the trustworthiness and to give other the 
opportunity to repeat our research and achieve similar results. A discussion of how different 
approaches potentially affect the study’s direction and result will also be presented together 
with pros and cons associated with different methods and approaches. 
 
After deciding what focus to have, and finding out what kind of theories to use in our inquiry 
we started to look for suitable respondents. The background research showed that companies 
using networking were often small or medium sized companies using a business-to-business 
concept, which we also had as criterias looking for suitable companies to our research. Our 
aim was to find two companies in Sweden and two in Australia since we were present in these 
two countries when writing the thesis. There were some problems finding companies both in 
Sweden and in Australia. Several Swedish companies which we contacted could not find the 
time and in Australia it turned out to be unusual using empirical material when writing a 
master thesis and companies were not familiar with helping students by being interviewed. At 
last we found one company in Australia willing to participate, ProScribe, and two companies 
in Sweden, Axelent and Knäredes Werkstads AB (KWA) which will be presented further on 
in the empirical part of this thesis.   
 

3.1 Choice of method 
 
Our question statement refers to a wish for an increased understanding of how to network 
effectively, thereby a qualitative method is the most appropriate performing this inquiry. A 
qualitative approach is most suitable when the research question is indistinct and when the 
connection between the individual and his or her context is important. Jacobsen (2002) argues 
that the qualitative method is required when clarity is central of the given problem area.  
 
Since a quantitative method is dealing with figures and making statistical conclusions it is not 
an appropriate method to use in our research because of the gap of previous research. The 
strengths by using qualitative data are according to Holme and Solvang (1997) due to an 
obtainable situation for the researcher. It will show the whole picture resulting in an increased 
understanding of the context in social processes (ibid). Furthermore a qualitative method 
provides a depth in the inquiry and a chance to achieve a greater closeness to the investigated 
object (ibid). Jacobsen (2002) stresses that a qualitative approach demand less research units 
due to a more explorative research with an aim to explain in depth and concentrate on what 
the research units mean. While a quantitative approach requires more research units since it 
explains the overall meaning of an area. This contributed to the reason why we concentrated 
on a few objects to interview. Former research have argued for the importance of being close 
to people being researched within the qualitative approach since the investigators easier 
capture what the units feel of reality. However, in present time this is seen as being equal 
between the two approaches (ibid). 
 
A downside with the qualitative method is the risk of affecting the respondents; therefore 
investigators need to take this into consideration when performing the survey (Holme & 
Solvang, 1997). Jacobsen (2002) means that a negative aspect with the qualitative approach is 
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the analysis of the complex collected data much due to the amount of information and the 
highly resource demanding. Another aspect is the dilemma with generalization, since 
respondents, which are investigated, can not represent larger groups since it tend to lead to a 
weaker external validity compared to the quantitative approach (ibid). Holme and Solvang 
(1997) also state that it is not easy to generalize the result because of the few objects and close 
perspective to a unique process or situation using the qualitative method. With these 
mentioned downsides associated with a qualitative approach in mind we are aware of the 
problem, which hopefully will help us achieve the most adequate result. The aim is to find 
some of the skills required to be work as an effective networker and since the research of 
today lack these findings we do not want to start with strengthen our findings which we 
instead leave for others to handle. 
 
Maxwell (1996) states that researchers seldom do a clear generalization of their findings but 
make a distinction between what he call internal and external generalization. The internal 
generalization can be done within a setting or a group being studied, while the external 
generalization refers to the generalization outside this setting or group (Maxwell 1996). Our 
goal is to be able to generalize our conclusions about networking skills within the group of 
people that are networking in their internationalization process and belongs to a business-to-
business, and small or medium-sized company. 
 
Holme and Solvang (1997) suggest that a qualitative study requires flexibility when the 
characteristic of a quantitative research is more structured. Consequences are that new 
findings during the investigation and information gathering in a qualitative method leads to 
that we have to be prepared for change when carrying out the research (ibid). This can, 
according to Holme and Solvang (1997), be an issue within a qualitative research when the 
change of plans potentially lead to different information from different objects and thereby the 
interpretation can be ambiguous. According to Jacobsen (2002) the qualitative method puts 
focus on openness since its aim is to capture different shades and uniqueness of every given 
moment. Its internal validity is very high since it captures the “real” meaning of a 
phenomenon but Jacobsen (2002) claims that readers should have in mind that the 
interpretation is still conducted by the investigator. Another positive aspect compared to 
openness, is that the qualitative approach is flexible and not as steered as the quantitative 
approach which seems to be shallower since it from inception has structured and categorized 
the given information which should be investigated (ibid). 
 

3.1.1 Interview 
 
When contacting different firms we asked for someone that had a good insight in the 
internationalization process of the company to secure that the right people were asked about 
this phenomenon of networking skills. It turned out that all three respondents has been present 
in one way or the other from business inception and thereby also had a good insight of their 
international expansion. It was the CEO for SubScribe and KWA and the Export Manager and 
former CEO for Axelent that we interviewed. SubScribe were very focused on networking 
and deliberately used this as a networking tool since KWA and Axelent used networking to 
get their product out to markets even if they did not call it networking or a marketing tool. 
 
Our inquiry’s interview guide was divided into different areas like the internationalization 
process, networks and networking to cover important areas, this in line with Holme and 
Solvang (1997) who claim the importance of non existence standardized questions within the 
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qualitative research. It is a way of letting the respondent lead the interview and base answers 
on own opinions and experience without the researchers potential affect on given answers 
(Holme and Solvang 1997). Even if our interview guide contains questions it has been used as 
a reminder for the respondent and by us although given the space to make own discussions 
around mentioned areas. The respondents were prepared by phone and e-mail in what 
background our problem had and what our research question was, all in line with being time-
saving.  
 
Information from the respondent can be given in two ways, either spontaneous or by 
stimuli.  The meaning of stimuli is when the interviewer only obtains information in relation 
to given answers, while spontaneous information involves a more open view. Since the 
respondent is not as steered from the interviewer the closer information will be presented on 
his or her understanding of the given phenomenon (Jacobsen, 2002). According to Jacobsen 
(2002) the open individual interview is most suitable when few research units is being 
investigated since the investigator pays more attention to what the respondent has to say and 
how they interpret meaning of a chosen problem area. Each interview took about one hour 
and we used a tape recorder since both of us could not participate in each interview. The 
interview guide was used as a support and a guide for us trying to get the respondents 
speaking freely about their own experiences and how they look at the networking phonomena 
in the context of internationalization process and getting their product to new markets. 
 

3.2 Literature search 
 
The research preparation has been done by reading articles within the area of, 
internationalization processes, networks and networking. Articles were found in databases 
such as ABI/Inform, Science Direct and databases over different journals using key words 
like; networking skills, internationalization, networks and entrepreneurial skills. To find our 
chosen theories we also reviewed theories of managerial skills due to the lack of research of 
skills within the area of networking, this literature was found in Halmstad University’s 
Library and in Helsingborg’s City Library. 
 

3.3 Empirical study 

3.3.1 Choice of companies 
 
In our empirical study we use three small- and or medium sized companies acting on 
international markets, which was a part of the requirements we described in the first chapter. 
The presentation of the companies will be outlined later in the thesis in the empirical findings, 
chapter four. An important attribute associated with chosen companies is the fact that 
networking is applied on a frequent basis. When outlining the interview guide these aspects 
were in mind, furthermore chosen companies were informed of the definitions used in our 
thesis with the aim to increase the understanding of the asked questions and thereby gain 
better answers from the respondents.  
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3.3.2 Choice of respondents 
 
Holme and Solvang (1997) stress the importance of evaluating right persons to interview in a 
qualitative research to increase the reliability. It is vital to achieve respondent’ involvement 
within the process investigated, instead of those whom face the phenomenon as spectators or 
informants (ibid). Our intention was to interview those who are involved in networking within 
the companies’ internationalization processes, to be able to ask them both as respondents, as 
actors and as informants acting as opponents to others they are networking with. The primary 
intention of this two-sided structure is to reach own opinions of what skills that are of 
importance and what beliefs opponents may have to strengthen the true story.  The utilization 
of mentioned approach resulted in an opportunity to capture their qualities as networkers as 
well as their values with others. 
 

3.4 Methodological reflections 

3.4.1 Reliability 
 
Study measurement and carefulness with handling information reflect and decide the 
reliability in a research (Holme & Solvang, 1997). Jacobsen (2002) stresses that reliability 
needs to come to a test, since it shows, if different research methods have had an impact on 
the final result.  
 
Jacobsen (2002) claims that body language, how the interviewer is being dressed and finally 
speaks will potentially influence and lead to respondents not feeling comfortable. It is 
described as the interview effect, which can guide and show if the meeting between the 
participants have had an affect on the interviewers’ behaviour (ibid). Holme and Solvang 
(1997) claim that a respondent always need to be asked if they on honest and voluntary 
grounds are willing to participate, with the aim of not being deluded or tricked into the 
interview. Further on Holme and Solvang (1997) write that even if you do not deliberately try 
to affect the respondent in an interview situation it tends to be unavoidable. During a research 
process, interviewers will bring up thoughts and reflections of things that they maybe have not 
been thinking on before or also re-evaluate things they earlier took for granted (ibid). 
 
The context on the other hand, puts focus on if the atmosphere where the interview takes 
place, if it is natural or artificial. A planned interview has both positive and negative aspects 
according to Jacobsen (2002). If it is planned the respondent can take time to prepare for the 
meeting and give more detailed answers, while if it is non-planned it is hard for the 
respondent to know all given terms being asked and to understand them immediately (ibid). 
Our intention has been to find a balance between preparation and spontaneity in order to 
achieve the most truthful answers as possible, as mentioned before it is also a question about 
time that respondents can afford. In accordance to Jacobsen’s research (2002), the most 
important element is however to generate a trust relationship regardless of the different 
effects. 
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3.4.2 Validity 
 
The use of a wide conception of validity, within the qualitative research, can possible lead to a 
valid scientific knowledge (Kvale 1993), which is one of our goals with this investigation 
about networking skills. To secure the validity issues of truth and knowledge has to be 
involved according to Kvale (1993). Further on Kvale (1993) stresses that you have to ask 
yourself the question; are you measuring what you think you are measuring, to be able to 
define validity? 
 
Our purpose within this inquiry is to look back at our question statement regularly so we do 
not loose focus and put validity to risk in our search for answers. Issues of validity within 
research are what to measure and about how clear it is in the question statement (Holme & 
Solvang 1997). In relation to quantitative studies, qualitative studies valid information is more 
complex to obtain due to the closeness of the studied object. Holme and Solvang (1997) states 
that this can create expectations and the studied may act in a way they think the researcher 
expect them to do. The researcher also risks misunderstanding the situation when he or she 
interprets motives or signals from the respondents (ibid). It is of importance that the 
researcher is aware of these aspects to consider and know how he or she works. Validity is 
according to Maxwell (1996) never something that can be proven or taken for granted; it is 
rather a goal and not a product. Further on Maxwell (1996) claims that validity is an issue 
important to explicitly address. It is also vital to be aware of that using the term validity not 
automatically secures objective truth. 
 
Jacobsen (2002) claims that validity can be seen as a test against other people and there are 
two ways to describe it, it is either by putting final results against each other or with a critical 
view see how the research has been conducted. An easy explanation of what validity stands 
for is according to Jacobsen (2002) if the investigators have measured what they aimed to 
measure. Our intention is to be critical and ask ourselves questions continuously during the 
inquiry and be careful and accurate when working with the gathered material, this is 
according to Holme and Solvang (1997) a way to obtain an acceptable grade of reliability and 
validity.  
 
Questions, which can be asked according to Jacobsen (2002), are the following; have the right 
people being interviewed? Do we believe that respondents have given us the right 
information? To secure a high validity in these aspects we have tried to explain to our chosen 
companies what our research is about and what areas we will ask about. This has been done in 
a way to secure that chosen respondents have been the right persons to interview and the one 
who best are informed about the firms’ internationalization processes. All three respondents 
have been involved in one way or another from business inception and the company’s early 
internationalization process. Therefore our hope is to contribute to a high level or at least 
increase the level of validity and reliability.  
 
Holme and Solvang (1997) stress that it is also important to remember that there is no such 
thing as neutral and value free science, all science is affected by scientific conditions and the 
researchers’ starting point depends on values, norms and environment. Science is not, 
according to Holme and Solvang (1997) primarily about catching the truth; it is about 
approaching the reality from a certain standpoint. Our wish is that our pre-knowledge has 
been just at the right amount to have a good starting point without having too much prejudice 
affecting us as researchers. 
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4. Empirical Findings 
Within the empirical findings, gathered information of the companies and also areas of 
knowledge linked to the question statement will be obtainable. Each company will be 
presented on its own. 
 
All parts will look similar since we start off with a small introduction of the companies, 
further on continues with areas that were asked during the inquiry. These areas are the 
following; internationalization process, networks, networking, actor and finally skills. At the 
end of each interview we choose to present three statements from Katz (1974) that handles 
each skill. We did this to get hold of an idea of how well our respondents’ opinions apply with 
and how they look at the three different parts of Katz´s research. 
 

4.1. Description of ProScribe 
 
ProScribe Medical Communications was founded in year 2000 by the co-founder and CEO 
Karen Woolley and her husband Mark. It is the first and only Australian medical writing 
company, which is recognized by leading medical journals. The company is based in Noosa 
on Queensland’s Sunshine Coast. ProScribe consist of ten PhD medical writers based in 
Noosa, Sydney, Melbourne and Tokyo who service leading pharmaceutical biotech and 
academic clients across the globe. ProScribe’s services include: Medical Writing 
(Manuscripts; Clinical, Regulatory and Marketing documents), Clinical Research Consulting 
and Medical Writing Courses.  
 
ProScribe’s environment is not surrounded by a traditional location or place like many other 
companies since most actions are made virtually all over the world. The international 
operations account for approximately 80 percent of the total revenues while Australia only 
represents 20 percent of the total sales volume. Africa is the only continent where the 
company has not been present on. 
 

4.1.1. Internationalization process 
 
Already from business inception in year 2000, it was a strategic decision taken by the 
Woolleys to operate overseas. Their experience from living abroad had taught them not being 
worried of facing cultural barriers. During the PhD in medical science the married couple 
wrote medical articles and came to insight that no existing Australian company was operating 
within this area due to the Australian pharmaceutical market only accounted for 1 percentage 
of the world’s total. The initial aim with ProScribe was to go from having nothing to proudly 
represent an Australian company among the top of the world’s medical writers. Woolley 
meant that the talented world would lead to increased competition and by having a clear 
vision the company would succeed by attracting more clients.  
 
As a result of the medical industry being global, several markets have been entered 
simultaneously without difficulties much due to the specific knowledge that is required within 
the industry. One factor that makes a difference is if clients have experience from the industry 
since inexperienced companies tend to need more guidance on finding information within 
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complex topics and thereby facilitate interactions processes. Woolley explains it as “they 
know that they need our services but do not know how to proceed with them”.  
 
Finding high quality staff can potentially jeopardize ProScribe future internationalization 
process due to the intense labour competition and since the company puts risks and resources 
when hiring their staff. It takes in total one year to train a medical writer and the long time 
period have caused setbacks since their investment in personnel is quite expensive but is 
hopefully rewarded by the writers’ inputs of new thinking and great knowledge within 
medical writing. When recruiting they use a modified recruitment strategy (McKinsey) which 
Woolley stresses is never a guarantee for hiring the right people but is a way of facilitate the 
process of choosing them.  

4.1.2. Networks 
 
Woolley stresses that ProScribe have not used personal networks at all, instead they have 
concentrated on their business networks. By working as volunteers at the Australian industry 
of Associations they have been able to access international networks. The company began by 
providing and giving information for free with no expectations in return. After a while 
companies and organizations started to notice them as value contributors. Woolley says that 
some argued that they gave away and shared their intellectual property for free but she claims 
so was not the case. By acting as value contributors the company has gained several networks 
both domestically and internationally.   
 
Woolley stresses that nurturing networks is vital for the company and it will sooner or later 
become clear if intentions are not for real. She further states, “already from inception you 
must make a commitment, be reliable and most importantly be sincere”.  
 

4.1.3. Networking 
 
The company is heavily depended on word of mouth and by having a good reputation. 
Networking is critical for ProScribe since they do not spend any money on advertisements; 
instead it is invested in research and development. As a result more innovations and new 
thinking will emerge and Woolley wishes that more companies should consider a similar 
option since it would contribute to great ideas and further improvements. “In the knowledge-
based industry sector, it is not enough to possess knowledge, you have to create knowledge 
and the way to do that is through R&D,” Woolley says. Networking contributes to sharing 
ideas and especially recognition among companies and constitutions all over the world, even 
though Woolley expresses it like “sharing a bit of gold” and the same time being on “the tip 
of an ice-berg”.  
 
Networking is more of a planned activity since every year there is a designed research project 
which aim is to be presented on international conferences. These fairs encourage personnel 
and contribute on finding new contacts, which develops the company due to facing new 
challenges. 
 
One of the international conferences, which took place in Chicago in USA for a couple of 
years ago, made a huge impact on ProScribe since it was a direct link by establishing new 
networks. The fair is very prestigious within medical writing and top medical researchers are 
always present. ProScribe’s seminar was highly successful since after the event many clients 
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contacted the company and wanted them to write for them. Even competitors wanted to get 
hold of their medical writers since they were not satisfied with their own staff. Woolley 
stresses that international competitors took high risks by contacting ProScribe even tough it 
did not lead to a success. 
 

4.1.4. Actor 
 
Woolley believes that networking has changed during the years much due to the change in the 
overall business environment. She further argues that back in history persons who were 
performing networking mainly required interpersonal roles to “be let through the front door” 
while in today’s business environment she believes that informational roles are the primary 
factor to begin with.  
 
In old days you had to have charisma and a convincing attitude to be able to network. While 
nowadays several business transactions are made through Internet and as a result the 
interpersonal role is not the primary factor since you do not interact until you meet face to 
face. Wolley describes it as; “it can be tricky to do business with someone who operates on 
the other side of the earth and you have an impression about someone but turns out to be 
completely wrong”. Woolley continues that by entering the front door; interpersonal roles are 
more important since you have to be diplomatic and present yourself as a person who ads 
value. Other factors that are of importance are reliability and having a glimpse of humour.  
 
All employees undergo a test called the McKinsey, which demonstrates your personal profile 
by showing if your personality is introvert or extravert. Those who wish to start networking 
are encouraged to do so, while important to mention is that it is not seen as a compulsion 
instead it should be seen as an opportunity to give and to take. It is vital that co-workers enjoy 
thriving on networking and have the required personality to do so. People working at the 
production department tend to see no interest in networking while staff working at the 
business development department needs to handle it. It also facilitate for managers since they 
are able to delegate more responsibility to the staff that can perform and enjoy networking. 
 

4.1.5. Skills 
 
According to Woolley individuals must have some skills to perform networking in a good 
way. It is a combined mixture of skills that is being utilized when doing business; you can not 
easily separate them and declare that one is more important than another.  
 
Entrepreneurial spirit is important due to it often contributes to new ideas which later on can 
be a business opportunity. Problem solving and pay attention to others thoughts by linking it 
to your business are also important.   
 
By doing background research within an area and by attending to all kinds of fairs and 
conferences, skills can be learnt and developed. Knowledge is come to test when experiencing 
on the job situations. Woolley argues that her employees learn the most when she brings them 
to client meetings. Everything from what you wear, talk, behave and interact are considered as 
vital components to succeed as a networker. Proscribe is paying the staff to join and be active 
members in different associations since it will gain advantages for both personnel and the 
company later on. Woolley means that it contributes to personal development. 
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Strong work efforts and a trustworthy company represent human skills at ProScribe. 
Technical skills are important but not crucial to have as an adequate networker. Woolley 
states that it is a clear advantage within the medical research area by having the know how of 
the products. On the other hand as long as you are sincere, strongly believe in your products 
and therefore have the ability to convince it is enough to network. 
 

4.1.6. Reflections of three statements 
 
Katz (1974, p. 101) suggests “managers working at higher levels in larger companies require 
less technical skills than those working in a smaller company”, what is your opinion on that 
statement? 

Woolley suggests that this is probably true due to in larger companies there are 
more likely several hierarchal levels, which managers can rely on. In smaller companies these 
resources do not exist and further states that it is better to have the know-how on every 
business area since it delivers a work confidence on what the core business represents. 
 
“Everything which an executive says and does (or leaves unsaid or undone) has an effect on 
his associates, his true self will, in time, show through” (Katz, 1974, p 92).  

According to Woolley you have to “walk the talk” meaning that actions must 
follow what you say. She further argues that “what you do is more important than what you 
say” since you otherwise will be a hypocrite. If you are not in line with your actions people 
will start calling you a cynical yourself so it is vital to be sincere all the way through.   
 
“The attitudes of a top executive colour the whole character of the organization’s response 
and determine the corporate personality” (Katz, 1974, p. 93).  

Woolley claims that managers influence the business culture and must be a good 
example on what to do. As a result of life being to short of having disagreements, ProScribe 
uses a code of conduct that concerns with internal and external behaviours. The whole 
company must follow it and if not they reinforce it again which Woolley believes screening 
people out.   
 
 

4.2. Description of Axelent 
 
Axelent was grounded by four cousins in 1990 and they manufactures and sells machine 
guard and safety mesh wall systems to the industry of machine builders, building contractors 
and warehouse designers. Their head office and own production plant are located in Gnosjö, a 
region in the southern part of Sweden and approximately 90 people are working in Sweden. 
Previous contacts accessed by the founders’ fathers, who were in the business before, have 
made an impact on the company’s expansion. Stefan Axelsson, one of the founders and also 
the export manager, estimates that approximately 80 percent of total sales are derived from 
export. The company is present in several European countries along with the US and 
Australian market using both agents and own subsidiaries. Axelents primer target market is 
Europe and their business mission is speed, accuracy and safety, while their keywords are 
speed, knowledge and quality (www.axelent.com). 
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4.2.1. Internationalization process 
 
Axelent had already from business inception the intention to internationalize much due to the 
small and saturated home market. Axelsson states that they first identified opportunities on 
the European market, which also was a result and influence from their parents’ experiences. 
Another factor on the start-up was the industry and the European Union since international 
entry modes became easier with the recognition of the common norms and standards. “You 
have to have the drive of an entrepreneur, as well as the former networks of our fathers since 
it was interesting and inspiring for me to meet new people all the time”, Axelsson says.  
 
Axelsson explains that they have been entering several markets simultaneously resulting in 
one contact leading to another during the process. In the beginning they started seeking 
contacts and new networks that later on resulted in getting sought up by others, often in trade 
fairs. The latest fair resulted in contact with a big Korean company. 
 
The most vital factor when looking for partners on a new market is that the counterparts have 
product-knowledge, secondly if they have experience from working with a competitor 
Axelsson explains. The last factor involves knowledge of the product since if they want to 
earn their living from it they need to make sure that there exist true efforts in selling the 
products, according to Axelsson.  
 
Small companies’ entrepreneurial contacts are of importance Axelsson states; however 
Swedish Trade’s experience is also useful when conducting a marketing research. It is vital to 
obtain a good impression from start since a new and unknown market can be threatening and 
contribute to a risk exposure. The one thing that has affected Axelent’s internationalization 
process the most, according to Axelsson, is European Union’s expansion that made it easier to 
sell, much due to the streamlined laws and regulations that membership requires. Axelsson 
states that curiosity can also affect the market choice which for example occurred in the US. 
According to Axelsson, networks contribute to the prosecution of the internationalization 
process, and as mentioned before after seeking for contacts you possible get sought up by 
others. 
 

4.2.2. Networks 
 
Axelsson started off by capitalizing on his father’s network to be able to find his own 
network, at first it was strictly business related which in many cases later on developed to be 
private. The most important thing when building and nurturing networks, according to 
Axelsson, is to be careful with relationship; it is not only about taking but also about giving. 
An example is when Axelsson invites selling staff in Great Britain with partners to have 
dinner since it likely makes it easier to use the sales staff 24 hours a day. Another example is 
when Axelsson frequently telephones the staff to receive advice and opinions, ending up in 
personnel feeling more empowered. Axelsson does also state that he thinks about his 
networks as personal and that the day he quits he wants to keep his networks since older 
networks often lead to new ones. 
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4.2.3. Networking 
 
When referring to networking as a marketing tool Axelsson is not sure about if Axelent uses it 
in that way but also stresses that they do not spend much on advertising either. Axelsson 
stresses that the delivered message is of big importance to Axelent, to profile and build a 
strong brand name since they want to make the impression of being a large and professional 
company. 
 
Axelsson states that networking is difficult to plan since the result of networking is often 
difficult to predict. Networking is in many cases a coincidence according to Axelsson and also 
emphasizes that you can plan to contact and meet people that are useful for your business. 
Hopefully it results in the rise of synergetic effects due to new opportunities being given. 
 
An example of an event where the network has been essential within the firm’s 
internationalization process was when Axelent entered the Belgian market. According to 
Axelsson, Axelent’s competitor had about 60 percent of the Belgian market and Axelent 
where not even present. Huge changes occurred over a night since the competitors’ sales 
person; Karl left the company and became employed by Axelent. Karl did also manage to take 
most of the staff with him resulting in Axelent’s entrance on the Belgian market gaining 
approximately 60 percent of the market shares which today has developed to account for 80 
percent, much due to Karl’s way of networking and handle customers by being an excellent 
and popular networker according to Axelsson. How could this happen? Axelsson states that 
Karl knew Axelsson’s father since before and was already aware of Axelent’s values. His 
father was an open, honest and sensitive man and had a great deal of social competence that 
Axelsson believes contributed to others appreciated networking with.  
 
Another and similar example was when Axelent entered the Swiss market. According to 
Axelsson, Tomas, their competitor’s sales person wanted to leave his company and contacted 
therefore Axelsson’s father who he knew from before. Axelsson’s father mediated the contact 
between Tomas and Axelsson which later on resulted in Tomas getting hired by Axelent and 
once again getting access to a new network. In this way Axelent gained 60 – 70 percent of the 
Swiss market shares over night by acquiring Tomas as an agent on the Swiss market. 
Axelsson states that he believes that his father’s appreciated qualities, as a networker is 
genetic and formed by experiences developing your personality. Learning-by-doing is the best 
way to learn and develop needed skills to network effectively; to make mistakes, to learn how 
to act or which decisions to make Axelsson says. 
 

4.2.4. Actor 
 
Axelsson stresses the interpersonal role as the most important one for a networker; at least it 
is the role that Axelsson associate himself with. Further on Axelsson states that he wants to 
commence the process but later on leave the work chores to the management that handle the 
process further taking the role of a decision maker. 
 
When recruiting a person who should work as a networker, Axelsson looks at his or her 
background regarding up bringing, ambition and entrepreneurial spirit, which is, in 
Axelssons’ opinion, especially vital. The choice between working experience without any 
formal education and a person with no working experience but well educated; the choice falls 
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on the person with work experience. To be experienced is the most important factor as 
Axelsson sees it, since theoretical knowledge will not be benefited from until individuals have 
gained experienced from it. Personality is also important, as vital as experience and 
background Axelsson says.  
 

4.2.5. Skills 
 
Axelsson states peer- and entrepreneurial skills as the vital ones to work as efficient 
networkers. Axelsson do also mean that the ability to negotiate is of big importance as well as 
the ability to see and catch opportunities to network. These things can best be learned on-the-
job with real situations, Axelsson claims, and further states that you have to accept a failure if 
it is required. 
 
Human skills are seen as the most important skill followed by conceptual skills. Technical 
skills are not important at all on my level Axelsson says; “it is handled in the next step of 
business”. The technical skills are the easiest to learn, according to Axelsson, but the human 
and conceptual skills are more embedded in how the person is: both inborn personality and 
formed by experience. 
 

4.2.6. Reflections of three statements 
 
Katz (1974, p. 101) suggests “managers working at higher levels in larger companies require 
less technical skills than those working in a smaller company”, what is your opinion on that 
statement? 

- True! This is according to delegated work tasks. Depending on how 
hierarchical the company is there is a need for managers in smaller company to have a wider 
knowledge of the company and the product. In larger companies the managers have more of 
the responsibility of leading the staff and meet the needs of the owners for example. 

 

“Everything which an executive says and does (or leaves unsaid or undone) has an effect on 
his associates, his true self will, in time, show through”. What are your reflections? 

- Yes, I believe so. My dad’s honesty was important for the ability to win 
confidence by others. 

 
Katz means that, “the attitudes of a top executive colour the whole character of the 
organization’s response and determine the corporate personality”. Do you have some 
opinions of this statement? 

- In some part I think it does. I am trying to build up an Axelent-spirit but I do 
not think that the private attitude amongst the personnel actually matters. 
 

4.3. Description of KWA 
 
Knäreds Werkstads AB (KWA) manufactures and sells garden furniture and is located at the 
small village Knäred in the south of Sweden. They operate within the business-to-business 
industry selling their products to retailers. Agents are used in Finland, Germany, Switzerland, 
United Kingdom, Greece, Israel, Norway, Russia, Spain, France and Italy. The company has 



 36 

approximately 90 employees where Nils-Åke Gustafsson, the company’s CEO, more or less 
grew up in the firm started by his father in 1946. 
 

4.3.1. Internationalization process 
 
KWA started to sell their products on the German market in the early 60´s and this was 
mainly due to that the Germans could not produce or manufacture any goods by themselves as 
a result of the Second World War. Gustafsson’s father discovered the opportunity however it 
was not easy since at that time period trade barriers and poor communications led to 
complicated transport and delivery processes. Swedish trailers back then had to have transport 
permission to get into Germany while today trailers are driving all over Europe. Trade was 
more difficult although the market was there, Gustafsson says. Back then it was special to 
operate overseas in comparison with today since nowadays many teenagers travel and study 
all over the world. 
 
A company’s internationalization process can not be decided in advance since it tends to just 
happen. Gustafsson says “you can have a plan and you can try to enter new markets but then 
it depends on which contacts you have and potentially will get”. He further claims, “you can 
be determined about your goal but you do also have to be prepared for changes if opportunity 
arises”. KWA is present in many countries today, but how they actually got there Gustafsson 
really is not aware of and states, “you are constantly looking for customers and when you are 
looking for contacts it sometimes will appear opportunities and sometimes not. In other cases 
a market can suddenly be open for your product without you having that goal from 
inception”. 
 
An essential thing to consider when entering new markets is to be mentally prepared to meet 
market needs. In Gustafsson’s opinion, Swedes have become self-righteous and believes that 
Swedish rules tend to be the right rules to capitalize on. Before entering new countries 
companies have to consider that there will be differences in culture and that they need to 
adapt to those issues otherwise it is impossible to expand and succeed. In some cultures 
languages and dress codes are vital to consider and further states that you have to learn things 
about the market you will work on.  
 

4.3.2. Networks 
 
Gustafsson wants to look at networks as not just happening; often you have to work hard to 
get hold of them since made contacts later on tend to be tied together to a network. Networks 
are related to some values that in Gustafsson’s opinion are about getting contacts, a new word 
for an old phenomenon. 
 
It can be difficult to separate a business network from a private network and refers to that he 
sees many contacts from Germany that he has done business with. Further on Gustafsson says 
“we meet and know each other but we are formal in a German way by calling each other 
Herr (Mr). We also know that if we need help we can contact each other but still it is not a 
private network, we know each other in business and they know what I stand for in my world 
and I know what they stand for in their world and we are having contacts in the different 
worlds we live in and by that we can help each other if that is needed.” Gustafsson also 
stresses that it is not good to value the contact in a way resulting in nothing.  
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4.3.3. Networking 
 
Networking is a modern term in Gustafsson’s opinion that nobody talked about when he 
studied but he claims that it is about making contacts. Even if it sounds bad, it is about 
usefulness and different relationships by both parts and it is also about how to use them and 
what it leads to. However networkers must be aware of not letting contacts feeling being 
taken for granted. If both parts have similar opinions, a requirement of nurturing the 
relationship should be put to focus. It is essential to remember that if you want something 
from your contact you need to give something in return. Gustafsson looks at this as a 
networking since it contributes to a nurtured relationship. 
 
After Gustafsson’s time at the university he worked a year in the Netherlands and due to the 
close proximity to the United Kingdom he took the ferry and went to different stores in 
London identifying if there was a market for garden furniture. The finding of new telephone 
numbers resulted in business meetings and several new contacts in the U.K. “When you are 
looking for contacts you have to see where the market is, how it works and who is present 
there” Gustafsson continues. Making comparison with competitors’ products and distribution 
chains, take contact and discuss your product, send over brochures and so on are all included 
in making contacts and get your product into a new market. Everything is easier today due to 
internet since it allows an easier way to spread and collect information. When identifying 
companies you need to work on these contacts and look for ways to get your product into new 
markets, it may take some time but it will work out. Although he does not want to call this 
networking; he would rather call it looking for customers that in the future can turn out to be 
included within your network.  
 
Gustafsson used his father’s established contacts to begin with when he started to work and 
one thing lead to another; eventually he had his own contacts around the world. The 
expansion to other markets did not occur until he came in to the company since his father had 
only worked with Germany. It is also important to remember, that it is not only about having a 
lot of contacts all over the world, you have to take care of the contacts and nurture them 
meanwhile you take care of the domestic market. If the home market does not work properly 
it will end up with nothing at all, Gustafsson said. 
 
Trade fairs, for example the one in Köln in Germany, always contributes to a global company 
representation. During the time it takes to build up the stand, other companies are present 
therefore bonds with these people are built and the advantage is that their products are related 
to your own and maybe even a complement. It leads not only to several contacts but also to an 
increased knowledge that is valuable for the future for example when you need information 
about a certain market.  
 
Gustafsson mentions one example of an event connected to networking that led to an entry on 
the Greek market, which they did not even know existed for their product. A former business 
contact of Gustafsson outside Nürnberg in Germany, which KWA delivered to through 
another company called Angerer. The reason for delivering our products through another 
company Gustafsson says was due to that we did not have any warehouse of our own in the 
area; the solution was to deliver to Angerer who delivered our furniture together with their 
cushions. I got to know the company owner of Angerer and they were also selling their garden 
hammocks to Greece and in Greece the interest of garden furniture made by wood was 
popping up. The Greek company asked Angerer if they knew anybody selling these kinds of 
products and they suggested contacting us at KWA. The Greeks customer suggested that I 
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could take my family and visit them in Greece although I hesitated at first. Today we are the 
best friends and make very good business together. Sometimes we even spend vacations 
together and a couple of times per week speak with each other. This is what I call a 
coincidence and clearly shows how a contact can develop and give something more than what 
you did expect from the beginning.  
 
Another example about coincidental meeting and creating contacts mentioned by Gustafsson 
was when he visited a trade fair without showing their own products. They were at a stand 
talking to a contact of Gustafsson from Italy when a guy from Istanbul came and looked at the 
products. It eventually resulted in doing business together and for the last 10 to 12 years a 
good relationship has been present. 
  
Gustafsson stresses that examples like these prove that you can not plan for how to network or 
who you will meet to expand your business. KWA have for a long time tried to improve at the 
British market but it is very difficult. Some explanations can be the state of the market and the 
sensitivity to the economic fluctuations that infects the consumers’ willingness to consume. 
Another thing can be the occasionally bad weather in the country; they can have like five 
rainy summers in a row, Gustafsson says. Even if you know and have many business contacts 
in Great Britain it is no guarantee for success. 
 
When talking about the importance of networking Gustafsson stresses that even if they do not 
advertise much brand building is important even though it is very expensive and takes time to 
succeed with the aim to be at peoples mind. Further on it is hard to succeed with branding at 
the same time as taste and fashion changes therefore making it difficult to show where KWA 
stands in comparison to competitors. In their business it is about the product and its quality to 
attract potential customers and handling the relationship between the buying and selling 
companies. Once again it is all about giving and taking.  
 

4.3.4. Actor 
 
As the company’s CEO Gustafsson points out that sometimes it is important that he is present 
on meetings since he thereby shows appreciation towards the customer. Norway is one of 
these countries, they respect not making them feel like “little brother” according to 
Gustafsson. It is connected with the different markets cultures and in these kinds Gustafsson 
see his role as a figurehead. Further on Gustafsson means that this is the procedure you have 
to follow since you build relationships and contacts that are of importance for future business 
and this relates to the interpersonal role. In some way, Gustafsson stresses, you can also relate 
to the informational role when you have to present your product and your company to other 
companies. There are many opportunities where you can build relations and find new contacts 
to expand your business, Gustafsson says. 
 
When to recruit a person with a mission to network Gustafsson identifies things such as 
previous contacts and work accomplishes; which knowledge and relations does this person 
have to the market and KWA’s products. What kind of person they are, with the aim to create 
future relations although it is difficult to make a list out of these skills or personalities when to 
prioritize the most important one. When comparing education with experience Gustafsson 
stresses the latter of more importance, due to that you need to have knowledge, experience 
and contacts to be successful. Language skills and documented success in sales preferable in a 
company that are related to our industry in some way are other factors that are put forward.  
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Gustafsson stresses that personality has importance and a sales person has to be honest and 
direct and be able to stand for what he or she says. There are many sales people that change 
their opinion and make a lot of promises which they can not hold. People who say “I will fix 
this…” are very dangerous, Gustafsson continues, because you never know where they are 
and as an employer you sometimes discover it too late. They are excellent sales people but 
you can not trust them.  

4.3.5. Skills 
 
Looking at Katz different skills Gustafsson stresses that all three are important but the most 
important one is human skills due to the ability to meet and handle different people. If you do 
have the technical skill but not the human skill you can not meet and handle other people. 
There are people within KWA who can and know technical specifications and help out if you 
need specific information about a product.  
 
Further on Gustafsson states that to be able to meet other people, creating and building 
relations with customers is one thing, but it is required that you are able to sell and read 
peoples minds and, if possible, identify signals describing their way of working. The human 
skill is then an outstanding need for a sales person guiding when building the conceptual skill. 
 
Gustafsson is not sure about if networking is something you can learn and develop, and 
continues with the fact that he never have looked at his contacts in a way of networking.  
Building contacts is just something you do and is always there Gustafsson states, but thinks 
you can learn how to do it better. Another thing of importance according to Gustafsson is that 
the person creating contacts has to enjoy it otherwise it will not give anything. Finally 
Gustafsson emphasizes, “in school you can not learn about social relations and how people 
interact with each other, it has to be learned on-the-job”. 
 

4.3.6. Reflections of three statements 
 
Katz (1974, p. 101) suggests “managers working at higher levels in larger companies require 
less technical skills than those working in a smaller company”, what is your opinion on that 
statement? 

- Hard to tell, Gustafsson says, I have never worked in a large company but in a 
small company it is good if you also know technical issues, you have a larger responsibility 
because your own company is your own money.  You must have the ability to judge 
investments payoffs in for example the machinery otherwise it is likely that you are run over. 
I do not think that Ericssons’ CEO knows a lot about their production and he does not need to 
know either. I meet customers in another way because we are a smaller company where 
technical skills facilitate for me to operate better.  
 
“Everything which an executive says and does (or leaves unsaid or undone) has an effect on 
his associates, his true self will, in time, show through”. What are your reflections? 

– Yes, that is right. As a manager you set limits and norms in the company and it 
is always what I do which in some ways are okay and allowed. 
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Katz (1974) claims, “the attitudes of a top executive colour the whole character of the 
organization’s response and determine the corporate personality”. Do you have some 
opinions of this statement? 

- Yes, as in the last statement. My opinion and attitude is becoming a norm in 
KWA. If I look at something and think it is useless it is easier for my co-workers to also think 
it is useless. Since I am an owner of the company I want to the company to perform in certain 
ways, a careless or messy industry is not acceptable. The customer impression of our 
company should be associated by effective and professional and having things in order.  
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5. Analysis 
In the fifth part of the thesis, we intend to integrate the empirical data from the previous 
chapter, with the theoretical framework into an analysis, which will facilitate for the final 
part that is drawing conclusions. In this chapter we have the same structure as in the empiric 
part divided into the different areas to make it easier for the reader to follow and to improve 
the understanding. At the end of this chapter, a discussion is being outlined which link back to 
our reflections in relation to our conceptual model. 
 

5.1 Internationalization process 
 
Looking at Andersson and Wictors model of Born Globals from 2003 there are parts to 
identify at both Axelent and ProScribe to identify them as born global firms. Both companies 
had from business’ inception an aim to be international firms acting on overseas markets. In 
Andersson and Wictors (2003) model, extended and good knowledge of the business is 
required along with the industry’s structure and culture. The industry affected both ProScribe 
and Axelent’s choice of being international; since they claimed there was a need from an 
unsaturated international market. In both cases they decided to go abroad already from start 
not only due to the small home market but also due to customer requests driving these two 
companies to internationalize. Entrepreneurial spirit can clearly be identified in both these 
founders, both argue that globalisation has lead to an easier communication and has lowered 
trade barriers resulting in making business transactions easier. This is in line with Andersson 
and Wictor (2003), Andersson (2006) and Shane (2000), which emphasize on the 
entrepreneur’s ability to seize an opportunity and capitalize and transform it into business 
growth.  The Woolleys and Gustafsson had also experience by living abroad, which made 
them open to operate overseas and not afraid of cultural differences.  
 
The internationalization process of KWA is looking a bit more different than the one that 
ProScribe and Axelent have had, could it be the fact that KWA started their business much 
earlier than the others and that they are selling consumer goods. The globalization trend has 
although only been present for the last decades. KWA went abroad due to a rising opportunity 
that the founder identified and took advantage of when he started to sell to Germany since 
when the country was not able to produce or manufacture any goods by themselves. Once 
again this was an approach, by seeing an opportunity made by the entrepreneur, which Shane 
(2000) and Andersson (2006) would see as vital for the internationalization process. The 
continuing internationalization process for KWA was due to their networks according to 
Gustafsson where in several time periods one event could lead to another; suddenly ending up 
entering a market which were not considered before. According to Johanson and Vahlne 
(1990) the process will continue to proceed regardless of new strategic decisions being taken  
 
Own reflections regarding the networking model by Johansson & Mattson (1988) have been 
that the time of market entry have potentially affected our interviewed companies. KWA and 
Axelent have both been present on international markets a longer time than Proscribe and 
have most likely gained experienced from it by being early starters or even in some time 
periods the lonely international. Proscribe however, although they already from business 
inception entered international markets they are more classified being the international among 
others and have not gained that many advantages even if the medical journal industry which 
they operate within is quite finite. We believe that Proscribe have faced a more complex 



 42 

environment than the two others much due to a more fierce and intense competition nowadays 
among firms desiring for entering new overseas markets, even though all investigated 
companies have achieved growth and are constantly developing due to the networking skills 
possessed by the entrepreneurs.   

5.2 Networks 
 
Carson et al (2001) makes a distinction between the business network and the personal 
network concerning functions and structures. By business inception the Woolleys started off 
being value contributors at the Australian Industry of Associations, where they gained access 
to the industry for free which is in accordance to the research of Carson et al (2001) who 
describe these networks as horizontal ones. The Association contributed to several new 
business contacts even competitors contacted them, which later on made an impact on the 
internationalization process. Axelsson on the other hand states that Axelent in a broad sense 
capitalizes on personal networks to expand their business. Furthermore KWA is only involved 
in business networks, with only some exceptions since networks are something you have to 
work for to get according to Gustafsson. Networks are most likely built out of the contacts 
you gain access to by searching for people that are involved in one way or another linked to 
your product and type of industry that you are present in.  
 
Axelent and ProScribe describe their networks as being critical to their firms’ success and 
survival even if ProScribe argues for only using the business network while Axelent describes 
their networks as being mainly on the private level. However we believe that Axelsson’s’ 
thoughts are slightly contra dictionary since we considered it more being a mixture of the 
business and private network, where in some cases cooperation started off as private but 
developed to business and vice versa. Andersson and Wictor (2003), Carson et al (2001) and 
Herz and Mattson (1988) explain that networks are about both business and private networks 
and often divide them into subcategories. 
 
Herz and Mattsson’s (1988) description of personal networks as critical when a firm 
internationalize its business is correct when looking at Axelent’s internationalization process. 
The personal network, often lead to the recognition of new contacts and which is in 
accordance with Axelent’s entrance on the Belgian market and when KWA began selling to 
the Greek market, even if KWA’s contact was strictly business- related and not personal 
according to Gustafsson. Proscribe has not been using any personal networks such as relatives 
and friends when doing business as Carson et al (2001) and Herz and Mattsson (1988) state 
are of importance. 
 
When building and nurturing networks Axelsson claims that the most important thing is to be 
careful with relationship; it is not only about taking but also about giving. “Already from 
business inception you must make a commitment, be reliable and most importantly be 
sincere” Woolley from Proscribe states. Gustafsson also states that the importance of giving 
and taking in a relationship with your contacts and avoid the misuse of these people to keep 
them as contacts. Vahlne (seminar at Halmstad University, 2006) mentions it as the 
companies’ established networks are vital when entering new markets and the nurturing of 
these networks are of importance to progress and actually succeed. Further on KWA’s CEO 
describes the giving and taking in a relationship as a needed skill to obtain to have the ability 
to work as an effective networker. When a contact is successful and it will most likely 
develop into a relations and cooperation, therefore a specific chemistry the parts between can 
be represented. 
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Axelsson makes examples by showing the contacts appreciation by dinner invitations and 
describes Axelent’s networks starting as strictly business networks that later on transforms 
into being a private network. 
 

5.3 Networking 
 
ProScribe does not spend any money on advertising, according to Woolley, in other words; 
networking is a way of marketing themselves. Further on she claims that networking is a 
planned activity with research projects, which are presented on international conferences were 
they also find new contacts. In both Axelent’s and KWA’s case they benefited from their 
father’s previous network that later led to new contacts of their own. They both state, on the 
contrary to Woolley, that networking is hard to plan or predict, since it is rather a coincidental 
act where Axelsson claims can be connected with synergetic effects, -“you can plan to 
contact and meet other people but you will never know what it will bring to your business”. 
Gustafsson means that you can not even plan whom you will meet and then even less you can 
know what it will lead to.  
 
Being present on trade fairs have led to new business contacts where later on business 
exchanges have taken place. “When you are looking for contacts you have to see where the 
market is, how it works and who is present there” Gustafsson says, but he would not call this 
networking, rather a way of getting contacts that later can turn out to be a part of your 
network. All these descriptions, taken from our three interviewed companies, of networking is 
linked with Mintzberg´s (1973) research about peer skills which is about how to build up, 
develop and maintain contacts with others. Further on the peer skills are important when to 
extend your network to get information, to gain mutual needs and to bring favours for both 
parts in networking. Which all companies state are importance since it is about giving and 
taking, otherwise parts will loose trust in each other and potentially feel being misused. 
 

5.4 Actors 
 
The role of a networker has changed according to Woolley from being mainly interpersonal to 
be more informational at a point of the changing business environment. Globalization with the 
increased easiness to contact people all over the world has contributed to this change of 
importance in roles. She means that back in time charisma and a convincing attitude was more 
important when first starting networking. Woolley further claims that personalities along with 
being reliable and with a glimpse of humour are also factors to consider when networking in 
an effective way.  
 
The interpersonal role is most vital for a networker when starting a process with a client 
according to Axelsson and adds that the management handles other roles when the process on 
goes. Gustafsson mentions several roles which are required to have when networking; as a 
figurehead in the interpersonal role and in the informational role where Mintzberg (1973) 
emphasize the monitor- and the spokesman- as primary roles for a company. The role as a 
figurehead is a bit connected to the different markets cultures, according to Gustafsson, and to 
build relationships you use the interpersonal role and finally the informational role is used 
when you are presenting your product and company to others. To sum up, once again the 
companies differ slightly; all of them find Mintzberg´s (1973) interpersonal role most 
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important but Proscribe means that it is not used immediately much due to their business and 
industry not having face-to-face contact directly.  
 
Personality is important for both Gustafsson and for Woolley, honesty, and directness and to 
be able to stand for what he or she says and promises are some point in personality required 
for a networker. Skills to prioritize when recruiting according to Gustafsson are; good at 
language (due to what market you are present on), sales experience (of consumer good to be 
preferred), and an ability to sell a large amount and knowledge about the market channels 
preferable with previous contacts and work accomplishes. This is in line with Johanson and 
Vahlne research (1990) that stresses that performance development will occur by having 
previous experience of certain businesses. Woolley stresses that persons involved in 
networking must have a sincere interest and a specific want to do it and finally be open 
minded. Their personality must be extrovert otherwise they will not be able to attract interest 
of others and link them to Proscribe by doing businesses.  
 
To make the choice between education and experience the latter are preferred by both 
Gustafsson and Axelsson, but Axelsson add that personality is as important as experience. 
While Woolley sees it as an advantage to have been working within the business but not as 
crucial since you can learn by seeing, listening and acting. Background as school, parents, 
ambition and the entrepreneurial spirit are things that Axelsson looks at when recruiting a 
person.  
 

5.5 Skills  
 
Both Woolley and Axelsson mean that skills are complex and are not easy to separate since 
they are more linked together depending on the situation. It is hard to decide which one that is 
of more or less importance since Woolley claims that a networker does not capitalize on 
specific skills to perform networking in an effective way, it is more of a mixture.  
 
Mintzberg´s (1973) stresses peer skills as used by all firms when building, developing and 
nurturing their networks even though Gustafsson puts more focus on it since he claims it is 
required to operate as an effective networker. Woolley also puts a lot of emphasize on the 
entrepreneurial spirit due to the ability to identify and recognize new ideas that potentially can 
lead to a business opportunity. The entrepreneurial spirit is also connected and associated with 
being a problem solver; paying attention to other thoughts in striving for an improved way of 
doing business. Axelsson mentions entrepreneurial skills as important to be an effective 
networker and that is also one of the managerial skills according to Mintzberg (1973) in the 
work looking for opportunities and problems. Other than the entrepreneurial skills Axelsson 
stresses the ability to negotiate as essential when networking and this is also under the 
decisional role in Mintzberg´s (1973) model of managerial roles.  
 
Benefiting from networking skills, it can best be learnt and developed by doing background 
research and attend to trade fairs and conferences according to Woolley and the best 
environment is on-the-job in real situations which also Gustafsson and Axelsson says. This is 
what Mintzberg (1973) describe as cognitive learning.  
 
Further on both Axelsson and Woolley claim that you also have to be prepared to fail to learn 
and this is what the experiential learning is all about (Penrose 1959). As a result of the 
extensive time period (of training employees to network) Proscribe has faced setbacks by 
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employees leaving them not being able to continue. Axelent entrance on the Belgian market 
was also risky since when Carl became employed market conditions changed over a night, 
“you can be determined about your goal but you do also have to be prepared for changed 
plans if opportunity arises”.  Networking and operating overseas makes it a risky business to 
be in (Vahlne seminar at Halmstad University). Both Mintzberg (1973) and Katz mention 
mentioned phenomenon as experiential learning or as Katz (1974, p.98) describes it “learning 
by doing”. Gustafsson does also believe that the person making contacts and creating 
relationships have to enjoy it to be successful which Woolley also stresses. 
 
Looking at Katz (1974) model of skills all three respondents’ answer that the human skills are 
the most important as they see it. The human skills are according to Katz (1974) the ability to 
work with people in an entrepreneurial way and also that this ability are required on every 
level of management but slightly more at lower levels due to more contact with people at that 
level. Human skills are most important according to Woolley since you must have self-
awareness in line with Katz research in 1974, otherwise you will be called a cynical yourself. 
Woolley argues you have to “walk the talk” or else you are seen as a hypocrite. By follow 
your actions you will most likely avoid clash of opinions and as a result ProScribe have a 
code of conduct that tells the employees on what behaviour that are expected of them. 
 
In Katz (1974) model the technical skills are about having the understanding and feeling of 
the processes, techniques or methods to entrepreneurs working with ‘things’. The technical 
skills are not important at all on my level Axelsson says; “it is handled in the next step of 
business”. Woolley argues that technical skills are more of importance depending on the 
structure of the company, basically on how many levels the hierarchy represents. According 
to her, know-how of the products makes a difference but “on the other hand as long as you 
are sincere, strongly believe in your products and therefore have the ability to convince it is 
enough to network”. The technical skills are the easiest to learn, according to Axelsson, but 
the human and conceptual skills are more embedded in how the person is: both inborn 
personality and formed by experience.  
 
Gustafsson states that all three skills are of importance, but he claims to have the technical 
skill without the human skill prevents you from meeting other people. However, on the other 
hand it can most likely be solved by others in your organization since some are more into and 
have the knowledge of technical specifications which some clients ask and require for. 
Further on, he also claims that human skills are required to be able to build the conceptual 
skill contributing to the company’s development. The conceptual skills are according to Katz 
(1974) the ability to look at the organization as a whole and that every part affects each other, 
both within and outside the firm to be able to develop and increase the organization.  
 

5.6 Discussion 
 
As a final summary of the analysis, we have chosen to link back our reflections in relation to 
our conceptual model (figure 8). We claim that each part in the model is in somehow 
dependent on each other even if it sometimes can be more or less intertwined, that is also 
what Axelsson and Wolley state. It is very complex to separate them since together mentioned 
factors face success.  
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A good example which clearly shows that all components are more or less in relation to each 
other can be identified when Axelent entered the Belgian market over a night, much due to 
Karl, a former competitor, who resigned and started to work for Axelent. He managed to 
attract all his former clients to join and cooperate with Axelent and therefore came to show 
what a talented networker is able to accomplish with his or her own skills. It was the former 
relation with Axelsson’s father, which made Karl leave and spread his experience about the 
Belgian market. That itself contributed to several advantages such as market culture and 
information of whom to turn to (Johanson & Mattsson, 1988). Another example can be drawn 
from Proscribe where employees attending on domestic and international trade fairs are put to 
focus since it is a way of building relations and to learn and exchange business experiences 
with other business associates. 
 
Investigated companies have gained advantages when operating overseas by capitalizing on 
their business and private networks; although that it is quite clear that some of the 
entrepreneurs not always were aware of it. It can also be claimed that it would not have been 
possible if it was not for the entrepreneurs and their way of running their business. They have 
managed to play their roles correctly and have had an ongoing development by not being 
afraid of making mistakes since they all claimed it was of importance. As a result their 
managerial skills have faced setbacks, but also progress by achieving set goals and 
accomplishing experience. Mentioned factors have been contributors to creating and nurturing 
relations on all levels both internal and external. They have also increased company 
awareness, partly due to word of moth being spread by satisfied clients. 

 

 
 

Figure 8: Own conceptual model 

 
Experience are to be preferred in front of education in Gustafsson and Axelsson’s point of 
view since Woolley state that education are important and claim that the person can achieve 
experience on-the-job, as mentioned before. These differences between the opinion can be 
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associated with industry as the medical writing requires more special competence than the 
manufacturing industry that Axelent and KWA belongs to. Personality is as important as 
experience according to Axelsson so his thoughts are slightly contra dictionary due to that he 
first state that experience is the most important background to possess. 
 
When networking in order to internationalize your business you can expect that skills in 
language can be important but, only KWA mentioned this skill as important in their 
perspective. The Australian company may not have the same values due to that they already 
are English speaking and since that is the most known and used language when operating on 
international markets. Another thing that is different between nations is culture, and to be 
aware of cultural differences are an important part of the early Uppsala model developed by 
Johansson and Vahlne (1977) but that is neither mentioned by any of the respondents in the 
inquiry as an important thing to consider, or a skill to possess, when internationalize or 
network. 
 
The companies are not, when asked about it, using networking in the same way but, in our 
point of view they are gaining the same effects, it is only about how the respondents look at 
the phenomenon of networking that are different. You can say that they are using networking 
in the same way but are using different terms to name it when they are networking; it is the 
same content as we see it. There are a difference between origin when it comes to using the 
term networking, the Australian company are deliberately using networking as a marketing 
tool since the both Swedish firms do not want to call their activity of getting new contacts and 
spreading their business by the name ‘networking’ and they especially do not want to call it a 
marketing tool. ProScribe are even using a test to improve their way of networking that points 
out the most talented personnel to use in networking. For us these three companies are using 
the same strategy and activity, to participate in trade fairs and use old contacts, to expand their 
business and reach new markets even if not all of them call it networking, the result is the 
same for what you are getting by using your networks, either they are personal or business 
networks. It more seems that Axelent and KWA is not aware in the same sense as Proscribe 
that this activity is a way of networking. There is a small difference in that sense that 
ProScribe are more structured when networking when both Axelent and KWA are taking 
spontaneous and direct contact with individuals to reach new markets. Reasons for these 
differences can be related to culture; maybe networking is better known and spread as a 
concept in Australia than it is in Sweden. The fact that ProScribe is more aware of, and even 
deliberately use networking as a marketing tool can also be related to that their company is 
younger than both of the Swedish companies. 
 
If networking is an activity that can be planned or not are not unanimously stated by our 
respondents, Woolley claims that networking is a planned activity for ProScribe since 
Axelsson and Gustafsson on the other hand state that networking is associated with 
coincidence and you never know what it will lead to. This fact can of course be related to that 
ProScribe, as mentioned many times before, is deliberately using networking as a marketing 
tool and perhaps this intention leads to that ProScribe plans more in details a fair than both the 
Swedish companies do. It can also be related to business, ProScribes market industry maybe 
more focused when it comes to potential customers, their target group is a bit constrained 
since both of the Swedish companies are able to gain and have customers in several market 
segments. Although all companies have been present on different international trade fairs, 
which do not tell what it would lead to, but must have been planned in advance where to be 
present, what to present, what to bring etcetera. It is interesting that both Axelent and KWA 
are not aware of the impact networking has on their business, from our point of view 
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networking seems to be rather critical for both these companies internationalization process’ 
and expansion. 
 
Which kind of networks to be used can not be generalized out of our inquiry, some use the 
personal network and another use the business network, and it can also be transformed from 
being business to be personal. Axelsson is the only one who emphasizes his network as being 
mainly personal and this can be due to personality, in other words, this is his way of 
networking effectively, to handle his network as personal to create and nurture the 
relationships needed in the best way. In this research we can not see which one of these 
networks that is of most importance looking at a company’s internationalization processes the 
only things that can be established are that a contact often leads to another. They all 
emphasize the importance of being sincere and to make a commitment to what you are doing 
when creating a network. 
 
The internationalization process’ of the participating companies in our inquiry has been 
extensive and two of the companies can even be called Born Global firms, according to 
Andersson and Wictors (2003) definition. Both ProScribe and Axelent are companies that 
from the inception had the intention to be on markets abroad, and KWA has been 
internationalizing their business due to the globalization and to expand as well as get the 
company to grow. There is also a clear presence of networks within all three companies’ 
internationalization processes together with the entrepreneurial spirits presence as well as the 
industry structure and globalization affecting the internationalization process all 
corresponding with the model of Andersson and Wictor (2003). 
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6. Conclusion 
This final chapter starts with the results of the study, answering our research question and 
identifies practical implications within this area of problem. There will also be a reflection 
over the inquiry done and an answer on if the purpose is fulfilled. Suggestions for future 
research will be outlined at the end of this chapter. 
 

6.1 Results 
 
To answer this thesis’ question statement(s): 
‘Which skills are required to perform networking in an effective way when internationalizing 
your business?’ And, in that case: ‘How can these skills best be learned and developed?’ 
requires the discussion made in previous part to understand the background and according to 
the respondents human skills required when networking since you have to follow your actions 
and be aware of your own behaviour to help others. If you do not have the ability to 
understand people and their behaviour and more vital; to be aware of your own actions, 
networking would not be effective. Mintzberg´s (1973) peer skills can be seen as a 
subordinate part of Katz (1974) human skills and shows the importance to create, develop and 
nurture your business to progress with your business. Entrepreneurial skills, from Mintzberg´s 
(1973) work, were also mentioned of all respondents to be able to see opportunities and have 
the capability to seize them when the demand occurs. However these are identified within 
Mintzberg´s (1973) conceptual skills and were not considered as the primary way of 
networking skills required. All our respondents do emphasize the need to give something back 
to nurture your relationships and keep up the network.  
 
Technical skills are also of importance and an advantage to have but can be handled in other 
units of the business since it can be delegated according to our respondents. This conclusion 
can be drawn depending on company size, as some of our respondents also answered when 
we presented a statement by Katz (1974) related to this subject in the empirical part of this 
thesis. 
 
Result from this thesis strongly supports that skills are best learnt from on the job situations, 
which also signifies cognitive learning. Katz stresses, “Learning by doing” and Mintzberg 
claims, “One cannot learn to swim by reading about it”. Potential networkers gain best 
knowledge of their own experiences where mistakes should not be seen as a failure instead of 
as a way of developing your skills. In that way actions can be evaluated and given feedback 
on with the aim of improving future actions. 
 
The skill of give something back in order to nurture the network and relationships, as 
mentioned before, is the only identified skill in our research that is not derived from the 
theoretical framework we created for this inquiry. In other words; Katz and Mintzberg´s 
managerial skills could be complemented with this skill of giving to be an effective 
networking according to our respondents. Besides this we can establish that needed skills for a 
networker are in many ways in line with the managerial skills founded by Mintzberg (1973) 
and Katz (1974). 
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Our result contributes to an increased understanding of the phenomenon networking and that 
skills should not be foreseen since entrepreneurs and managers need these to be able to bring 
growth into the companies. The study also indicates that employers and universities should 
give their employees and students correct learning about the phenomenon by letting them be a 
part of the practice and not only read about it in a theoretically way of learning. Mintzberg 
(1973) states it as cognitive learning. 
 

6.2 Implications and reflections 
 
This dissertation’s practical implications will hopefully contribute to an increased 
understanding among companies that currently operate overseas and potential companies 
which future aim is to internationalize. With an increased insight there will most likely exist 
an assurance of and a preparation on how to act when entering markets beyond the domestic 
one.  
 
We do also hope it can guide recruiters searching for entrepreneurial personnel with 
competitive skills and competence, secondly guide those who educate people within 
marketing and finally guide future persons with for example a desire to become entrepreneurs 
working beyond the domestic market. Another practical implication for employers when 
recruiting people with the aim working as networker can be to identify certain requirements 
such as having a mixture of human and technical skills in line with Katz research (1974). 
Networkers’ must be eager and have a will to identify potential clients and business 
opportunities. Proscribe states that their MacKinsey test already from start helps them to 
identify employees with certain skills by putting them to a test. Our recommendation for 
companies to develop a successful co-worker can be to let them practice by follow a senior 
and more experienced networker in for example an apprentice programme. 
 
To be able to develop student skills to be an effective networker it requires a real or at least as 
close to a real environment as possible with for example role plays or fiction companies to 
practice on. As we see it, one of the best ways to learn networking should be to have 
internships within the university programs in close cooperation with companies. 
 
Human skills and working with people is essential and as long as you cannot handle and work 
as team member then networkers will not be successful, they will progress but only until a 
limit amount of time since supported results shows that existent networks must continuously 
be nurtured. Secondly, we believe that the evidence will open eyes for marketing teachers and 
resulting in more education within networking as a vital part in marketing theory. Several 
companies depend on their networks and word-of-mouth and it is also one of the cheapest 
advertising tools that however should progress with cautious actions. 
 
Another reflection made is that the companies are in different sense aware of to which degree 
networking has made an impact on them and their internationalization process. The type of 
industry could be a contributor due to a more or less complex business to operate in. Although 
the companies’ presence in different markets should not be seen as a contributor since all 
operate both domestically and internationally and have done that for a couple of years time.   
 
This thesis could potentially have looked differently if the authors had chosen another 
research method for example if observations had been made instead of personal interviews. 
Selected research method made it a bit more complex to generalize due to the number of 
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respondents being interviewed, the supported result more indicate which skills that the 
entrepreneurs and managers have benefited from and how they are best learnt when 
internationalizing within this specific content. 
 

6.3 Future research 
 
When laying the breeding ground for future research within this topic of research, it would 
have been interesting to see if it is associated with the industries of our companies or 
countries of origin. Even if it is possible to generalize our results on all networker without 
considering industry belonging.  
 
Research on networking and which skills that is required to facilitate for companies when 
operating overseas should continuously progress, since there is a lack of former data and since 
supported data from this thesis emphasize the importance of it. 
 
Observations methods could be seen as another way of undergo further research although it is 
more time and resource consuming. However it will most likely result and contribute to a 
more detailed information due to the involvement, another factor is that researchers could 
measure how frequent and in which amount skills are being used.         
 
Another way of identifying networking can be made through surveys among international 
companies’ customers or business partners to be able to find other reasons why they are 
making business with them; regardless of the point that they required their products. It would 
have been interesting to identify which skills and factors that contributed to the choice of 
making business with that specific company or if it is related to a specific person. 
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Appendix  

Interview guide 
 

Internationalization process 
• Why did you choose to internationalize and what is the driving force?  

o Is it a strategic decision to grow or catching an opportunity (Andersson, 

strategic perspective)? How was this strategic decision made? Due to 

experience, studies, origin, work or other? 

o Or was it due to industry, globalization, entrepreneur or networks (Andersson 

and Wictors model)? 

• How long have you been on international markets? 

• How did your internationalisation process look like? Did you enter one market at the 

time or many markets simultaneously? Has the market entries evolved over time 

continuously or with an increasing pace? 

• What is the most important fact to consider when you go abroad with your business? 

(Culture, knowledge, experience, commitment, opportunities or networks (existing))? 

• What is affecting your internationalization pace the most? (Entrepreneur, 

globalization, networks or industry? Or other?) 

 
Networks 

• Which networks have you been using in your internationalization process? Private or 

business (this will be explained for the respondents)? Example of business network; 

supplier or a function that the person involved is having. Trade fairs? 

• What is of importance when building and nurturing networks? Relations, commitment, 

knowledge or other? 

 
Networking  

• How much of your marketing has been done with the help of networking? Can it be 

said in percent or part of the whole range of marketing tools? Are these networks old 

or new, has it been due to previous contacts or by finding new ones through for 

example trade fairs or other events? 

o Is networking critical, important or a complement to your firm in marketing 

your products? 
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• How do you look at networking in general? Planned activity, coincidence or other? 

• Can you mention a specific event or happening where a network has been used when 

internationalizing or within the process of internationalization? 

o Which skill(s) do you think made a difference in this action of networking? 

• Where did these skills occur from? Experience or learning?  

• Do you think these skills have developed or can be developed in the future and in that 

case, how (experience or studies or other)? 

 
Actor  

• Which is the most important role of the person that performs networking? Examples: 

Mintzberg´s roles such as interpersonal, informational, decisional, or others? Why? 

o Within these roles different skills can be identified (Mintzberg), which one(s) 

are of importance when networking is used in an internationalization process? 

• Which kind of background is to prefer when recruiting a person to the company that 

are supposed to work with networking for the firm?  

o Work experienced (with relevant or irrelevant experience), well educated or 

other?  

 Can these be listed? 

• Is a networker´s personality of importance? In that case, how important? 

 
Skills 

• Do you think it requires specific skills to be an effective ’networker’, in that case, 

which ones? 

o Mintzbergs managerial skills: Peer skills, leadership skills, conflict resolution, 

information-processing, decision-making, resource-allocation, entrepreneurial 

and introspection 

• What are the most important skills of a networker that can be taught and developed? 

• How may these skills best be learned and developed?  

o Mintzbergs cognitive (learning by reading or lectures),  

o simulation (role-playing with feed-back)  

o On-the-job (in real situation) 

• Which one of the three categories of skills do you think are the most important when 

networking and how are they best learned and developed (Katz)?  
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o Human skills, how to work with people, behaviour, acting, capacity to create 

an effective teamwork, the ability of social competence (as we say in Sweden), 

to win confidence; trust… 

o Technical know-how of the products technical specifications… 

o Conceptual a mix of human and technical skills, to contemplate the 

organization as a whole instead of separating each part, to see that each part is 

involved with each other, every change may affect the whole organization and 

the macro environment are also of importance 

 

Which is your opinion of this statement? Managers working in larger companies require 

less technical skills than those working in a smaller company!  

 

“Everything which an executive says and does (or leaves unsaid or undone) has an effect 

on his associates, his true self will, in time, show through”. What are your reflections? 

 
Katz means that, “the attitudes of a top executive colour the whole character of the 
organization’s response and determine the corporate personality”. Do you have some 
opinions of this statement? 

 

 


