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Abstract 

 

Problem - A new kind of companies was identified twenty years ago, the Born 

Globals (BGs).Those companies tend to go abroad in a very early stage, sometimes 

right after their inception. Although the Western literature has showed much progress 

in studying this phenomenon and developing many theories, its Chinese counterpart 

has not been developed in the same degree. Meanwhile, due to the limitation of 

literature translation and different process of knowledge accumulation, the emergence 

of the Chinese BGs raises many questions about its reasons, drive factors and 

formation mechanism. 

Purpose - The purpose of this paper is to explore the new phenomenon of BGs in 

Chinese firms, increase a better understanding of relevant theories, and investigate the 

key factors of Chinese BGs' emergence.  

Design - The paper draws on previous studies on Western perspective of BGs. In 

order to be less influenced by Western theories, an inductive approach is used for 

multiple case study of two Chinese companies. Semi structured interviews were 

conducted with the representative from each company through telephone and CMC 

interviews.  

Findings - The main reason of Chinese BGs internationalize very early is to become 

developed and strong, so that they can re-enter their domestic market. Their true 

vision is to go abroad and begin to operate in a less hostile environment than the one 

in China. Education, prior knowledge, technology and networks were found to be of 

similar great importance as in the western literature. On the other hand, their growth is 

also facilitated by the low costs that exist in China. In the global market, they have 

access to materials and human resources to allow them to have a competitive 

advantage. At the end, the model representing our findings is developed. 

Practical implications - This study provides the information on how the founders of 

BGs think and act, and which traits characterize them and give a better view on why 

these firms became BGs and how they will continue their expansion. As well as, help 

managers to understand how Chinese BGs will proceed and let them be able to act 

proactively. 

Originality/value - The findings of study may develop the BG literature, especially in 

the area of China, and confirm or challenge other existing theories. The paper 

confirmed the western literature in many points, but also provided new information 

about the vision of these companies in China. 
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1 Introduction 

This study begins with a background presentation of Born Global 

Phenomenon. This chapter contains background information, 

problem discussion, research questions, purpose of this study and 

thesis disposition.  

 
 
1.1 Background 

 

A different breed of companies, the born global (BG)
1
 firms, have increased in 

importance during the last two decades, which contributed substantially to the nations’ 

export capital. The emergence of these firms is achieved by globalizing rapidly from 

their inception. The ‘Born Global’ concept was coined in a survey for The Australian 

Manufacturing Council published by the McKinsey & Company (1993). The reasons 

for emergence of the BG phenomenon are increasingly common and can be traced to 

the following trends; (1) Globalization of market conditions; (2) Development of 

technology; (3) Capability development of people and small firms; and (4) Domestic 

market conditions (Gabrielsson & Kirpalani, 2004). 

 

BGs began to emerge in several countries across Europe, in both North and South 

America, and in Asia, and these companies have been increasingly studied (see, for 

example, Jolly et al., 1991; McDougall et al., 1994). Given the number of studies 

being carried out, the increase in importance of this relatively new breed of companies 

in many parts of the world is clear (see a review by Rialp et al., 2005). Academic 

attention to these new firms can be traced to their field becoming interlinked: (1) 

international business researchers have noticed that the emergence of BG firms may 

challenge the traditional internationalization theory, such as the Uppsala Model 

(Knight & Cavusgil, 1996; Madsen & Servais, 1997; Luostarinen & Gabrielsson, 

2006). This theory explained that firms tend to extend their activities by following 

specific steps. First, they collected experience from their domestic market before 

moving to foreign markets, after that they moved to markets of geographically close 

countries and similar culture before starting to invest in far countries with different 

culture, third, they begin with just exporting to these countries, and at the end they 

establish majority-owned or fully owned subsidiaries in the new markets (Johanson & 

Vahlne, 1977); (2) international entrepreneurship research has developed from 

entrepreneurship researchers who have noticed accelerated internationalization even 

among the smallest and newest organizations (Oviat t& McDougall, 1994; McDougall 

& Oviatt, 2000); and (3) international management researchers have found that BGs 

may require different capabilities from conventional firms (Sapienza et al. 2006). It is 

important to note that these firms have been reported to exist not only in high-tech 

(Preece et al., 1999) and software (Bell, 1995) areas, but also in areas such as high 

                                                
1
 There is a big variety of definitions concerning what a BG firm is. We will present the most recent one in order to 

help the reader understand our Introduction. According to Gabrielsson and Kirpalani (2012), a BG is "an entity 

that from inception seeks to derive significant competitive advantage from the use of resources and the sales of 

outputs in multiple countries". Their definition derives from Oviatt and McDougall's (1994) research. We will 

present more about this conflict in our Theoretical Framework. 
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innovative design (Falay et al., 2007), high-quality service and high sophisticated 

systems (Luostarinen & Gabrielsson, 2004). BGs can also be found in traditional food, 

apparel, shoes, furniture, and other low-tech industries (Gabrielsson et al., 2008). 

 

Moreover, several papers have also outlined specific factors that influenced the 

emergence of this kind of firms, which could also have an effect on their further 

development. More specifically, Knight and Cavusgil (1996) concluded that the 

reasons for the BG emergence are the importance of niche markets, the advances in 

technology and the global networks, while Madsen and Servais (1997) point out the 

internationalization of the market, the entrepreneur
2
 himself and innovation. Also, 

Andersson and Wictor (2003) formulated a model as well concerning factors that 

influence the BGs and outlined the entrepreneur, the networks, globalization and the 

industry. 

 

As we can see, the BG phenomenon has been greatly developed in the western 

countries, but still lacks in matters of information about its emergence and 

development in Asia. Contrary to this occasion in the western countries and academic 

field, the BG phenomenon research in China is still in an early stage. Not many 

studies have been applied, especially compared to the western literature, and those 

that have been actually made do not present detailed information and explanation due 

to limitations that derive from the Chinese culture, thus raising many questions about 

this environment. Authors such as Shuyi (2009), Yang et al. (2007), Chen (2008) and 

Zhao (2004) only present empirically factors which they found out that influence the 

emergence and development of the Chinese BGs, without analyzing and interpreting 

them, which still raises questions about this phenomenon in China. This led us to the 

problem discussion. 

 

 

1.2 Problem discussion 

 

Although the BG phenomenon attracts researchers from all around the world, most of 

the existing research on Born Globals comes from Western developed countries but 

not from developing countries or emerging markets, such as China. Generally 

speaking, the emerging markets with low labor costs usually take a role as a target 

market for BGs, which means that the argument of the necessity for a BG with huge 

domestic market is the precondition for BG from emerging market especially like 

China(Wu, 2010). Beside this, the lack of financial supporting and government policy 

increases the risks and obstacles for the entrepreneur of the BG (Yang, 2010). The 

successful evidence of Western BGs with deep case studies has been significantly 

providing a huge amount of experiences and depositing a series of knowledge for not 

only the managers but also the future researchers. One the other hand, most of the 

knowledge, experience, and resources were based on the Western environment instead 

of the developing countries. Under a preliminary hypothesis that BGs can exist and 

develop in a country like China, the way for planting and growth may be hard to 

                                                
2
A wide range of definitions exists in the literature concerning this term and these definitions are developed 

according to different theoretical perspectives, such as the trait, the cognitive, the affective, the intentions, the 

learning and the economic perspective (Heinrichs& Walter, 2013). In this paper our aim is not to deal with this 

controversy, so we will just provide a simple definition that will be easy for the reader. An entrepreneur is an 

“individual independently owning and actively managing a business” (Heirichs & Walter, 2013, p. 3). 
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adopt from the West and directly generate results in this country. Therefore, much 

deeper studies concerning this phenomenon are highly needed in order to understand 

its emergence and development in the Chinese environment. 

 

In Western research, many management theories has been well connected with the 

concept of BGs, such as entrepreneurship of BGs, network theories, the influence of 

hi-tech, and the internationalization of BGs. Several attempts have also been made to 

study the BG phenomenon in China, but most of them are not so advanced, in matters 

of information concerning their emergence, as their Western counterparts. One 

explanation of this situation can be the difficulty in extracting the required data, since 

Chinese entrepreneurs/owners do not tend to provide detailed information about their 

operations, thus making it extremely difficult for the researchers to precede more in 

depth. This situation, together with the already limited literature in this field, has 

created a literature gap in matters of concrete data about the reasons of the Chinese 

BGs emergence. Information that is provided most of the times is too general, thus 

allowing questions to still remain. According to today’s research we cannot know 

whether technology, for example, refers to production or distribution processes, or to 

communication advances, and whether education plays an important role in both the 

entrepreneur/founders and their employees. Moreover, we do not know whether they 

use networks to expand or whether their prior knowledge led them to act so. Finding 

more about this kind of information could facilitate researchers to limit this literature 

gap. 

 

Nevertheless, there are a few researchers that partially succeeded in collecting good 

standing information and outlined reasons of the emergence of this phenomenon. For 

example, Shuyi (2009) concluded in his paper that BGs from the Zhejiang province 

focus more on the traditional industry due to their traditional inheritance, in contrast 

to the foreign BGs which are more high technology oriented, while Yang et al. (2007) 

outlined that the entrepreneurship, organizational learning and the enterprise’s 

network were the primal causes of their emergence and development. Moreover, Chen 

(2008) mentioned that the experience and global networks of the entrepreneur 

influence the development of BGs in Shenzhen, China, while on the other hand Zhao 

(2004) found out those factors as the global economy, niche market, technology 

improvement, and the implicit sensitivity directly affect the BGs of the Yangzi River 

Delta. The latter researches, although they seem detailed, still present many 

limitations and do not present deep explanations of their findings. Nonetheless, these 

papers are a good starting point for future research about collecting additional critical 

data such as the role of the entrepreneur in the decision making, whether these firms 

possess something innovative, such as a strong product that leads them to also go 

international and how much they are dependent on their customers, among others. 

 

 

1.3 Purpose 

 

This existing literature gap is the primal reason which triggered our interest in 

researching the BG environment in China. As Shuyi (2009) and Yang et al. (2007) 

pointed out in their papers, more research has to be done concerning this phenomenon, 

investigating the reasons for their emergence more in depth by applying a qualitative 

approach through interviews and questionnaires that could facilitate a better collection 



Born Globals in China: The Reasons of Their Emergence 

4 

of information which could push the frontier of research further. Researching the BG 

phenomenon in different environments, besides USA and Europe, will provide 

additional information in whether this framework has been equally developed in other 

markets, in which level and in which way. There is a great possibility that BGs may 

have been developed differently, which will lead to a different dimension in 

approaching this specific phenomenon. Furthermore, investigating this area may also 

provide information that can improve models that already exist in the literature, by 

taking potential new factors also into consideration, which can lead in completing, at 

least in a high degree, the BG literature. Further research could easily be done 

individually in the level of influence of each new factor to the BG phenomenon, the 

level of influence that culture can have on them and also in general, and how they can 

interact with the already existing ones. Moreover, our study can spot more traits of 

influence and improve existing models in the literature. 

 

We will try to decrease this literature gap by interviewing two BG companies and 

make more in depth questions that will allow us to extract more detailed information 

about their emergence and clearer understand how exactly specific factors lead to 

their expansion and whether they change overtime. By proceeding inductively it will 

facilitate us to cover this phenomenon with a broader view and not just follow a 

specific path that could make us miss potential valuable information. This way we 

will allow the firms to talk about their early internationalization more openly and we 

will extract the necessary information to answer our research question. 

 

A comparison between Western and Eastern researches will be also included in our 

theoretical framework. Although the researchers develop a literature review based on 

a huge amount of Western framework like the other former researchers from Eastern, 

the obviously attention from eastern researchers on this new phenomenon still bring 

some practical evidence, which can be implemented to increase the understanding of 

Eastern framework. 

 

 

1.4 Research question 

 

Our research will be conducted having on mind our main research question. As 

Bryman and Bell (2011, p. 83) highlight, this will enable us to better guide our 

literature search to the most appropriate sources, facilitate us during the collection and 

analysis of the data, and prevent us from straying to unnecessary directions that could 

lead us to fall out of our topic. 

 

The research question in which we have concluded and we believe is the most 

appropriate is the following: 

 

Which factors lead to the Emergence of Chinese Born Globals? 

 

In order to investigate our research question, we will describe and analysis the driving 

forces, characteristics and growth path of Chinese BGs, which follows the same 

direction of previous researchers, such as Anderson and Wictor (2003) and Madsen 

and Servais (1997), who had applied an identical study on Scandinavian BGs and 

subsequently concluded in their models where they present their findings. 
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1.5 Thesis Disposition 

 

In this sub-chapter we will present the flow of our paper. We begin with the 

Introduction, where the background of our study is presented, followed by the 

problem discussion where we highlight the identified literature gap. After this, we 

explain the purpose of our paper, which leads to our research question. At the end of 

the chapter we present our paper’s disposition. 

 

The second chapter shows the theoretical framework that we chose to be the most 

suitable for our study. We begin with providing the existing definitions of the Born 

Globals and at the end we present our own that we decided to be more suitable for our 

research. We proceed with presenting the theory from the West concerning our field 

of study and later on we show how theorists have approached the same phenomenon 

in China. At the end, we highlight the similarities and differences of these two 

approaches. 

 

In the third chapter, we discuss our methodology by providing information about our 

research approach and strategy, our data collection and analysis. At the end we 

explain how we dealt with ethical issues. 

 

The fourth chapter deals with the interviews we took from the two companies and the 

information we collected. It is divided to the data from Company A followed by those 

of Company B. 

 

The fifth chapter presents the analysis of the collected information from the 

interviews and compares them to the literature concerning the BG phenomenon. This 

is done for each company independently and at the end we combine our finding to 

generate our model. 

 

The sixth chapter presents our conclusions from our research, followed by practical 

and theoretical implications. At the end, we make suggestions for future research that 

could improve our paper and literature in general. 
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2 Theoritical Framework 

This chapter presents the variety of the BG definitions that exist in 

the literature, followed by the theoretical framework that is relevant 

to our study, both in the West and China. At the end, a theoretical 

summary is presented. 

 
 
2.1 Definition of the Born Globals 

 

Although we have mentioned many information about the Born Global environment 

and the situation that exists in the literature, concerning both Western and Chinese 

firms, we have consciously chosen not to present the definition of Born Globals. 

During studying the BG phenomenon, many scholars have presented their own 

definitions. Gabrielsson and Kirpalani (2004) mentioned that the criteria for defining 

a BG firm are the vision of its entrepreneur/founder to become international, the type 

of the firm should be small and technology oriented, their time of expanding should 

be from immediate to within three years and that their exports should be between 25% 

to 50% of their total exports. Moreover, Oviatt and McDougall (1994, p. 49) referred 

to BGs as “business organizations that, from inception, seek to derive significant 

competitive advantage from the use of resources and the sales of outputs in multiple 

countries”, while McKinsey and Co. (1993) and Rennie (1993) defined them as firms 

where their management perceives the whole world as a market from the beginning of 

their establishment, begin to export two years after being founded and achieve 76% of 

total sales through exports at an average of  14 years. Furthermore, Knight and 

Cavusgil (1996) also perceived BGs as firms where their management viewed the 

whole world as a marketplace, but began to export one or several products within two 

years of inception and tended to export 25% of their production, while Chetty and 

Campbell-Hunt (2004) referred to them as firms which their market is worldwide, 

they start to export two years after their inception and achieve 80% of their sales 

outside their domestic market, and Luostarinen and Gabrielsson (2006) think of them 

as companies that follow a global growth path, start exporting right after their 

inception, export 50% of their products outside their home continent and are 

established after 1985. Finally, Servais et al. (2007) referred to BGs as firms that start 

exporting three years after their inception and their exports reach 25% of their total 

sales outside their home continent, while Zhou et al. (2010) outline the same time 

frame, but determine their exports to be 20% of their total sales in multiple countries 

and that they have to be established after 1990. 

 

It is understandable that the variety of definitions can easily lead to confusion and 

difficulties in matters of comparing. A researcher will have to choose and strictly 

follow the profile of the companies he wants to study so that they belong to one 

definition and not to multiple ones, which could affect the validity of his findings. 

Moreover, as Kuivalainen et al (2007) mention, there is also the matter of the degree 

of “globality” or “born globalness” of each organization, which refers to how much 

BG a firm can be. 
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Table 2.1: Born Global Definitions 

Dimension / 

author 

Vision / definition Precocity (Time before 

starting export) 

Speed (Foreign 

growth / age) 

Gabrielsson 

and 

Kirpalani 

(2004) 

A firm where the vision of its 

entrepreneur/founder  is to become 

international and the type of the firm 

should be small and technology 

oriented 

Time of expanding 

should be from 

immediate to within 

three years 

Exports should 

be between 25% 

to 50% of their 

total exports 

Oviatt and 

McDougall 

(1994) 

 

A business organization that, from 

inception, seeks to derive significant 

competitive advantage from the use 

of resources and the sale of outputs 

in multiple countries 

  

McKinsey 

& Company 

(1993); 

Rennie 

(1993) 

Management views the world as its 

marketplace from the outset of the 

firm's founding 

Began exporting, on 

average, only 2 years 

after foundation 

Achieved 76% of 

total sales 

through exports 

at an average age 

of 14 years 

Knight and 

Cavusgil 

(1996) 

Management views the world as its 

marketplace from the outset of the 

firm's founding 

Began exporting one or 

several products within 

2 years of 

establishment 

Tend to export at 

least a quarter of 

total production 

Chetty and 

Cambell 

Hunt (2004) 

 Within 2 years of 

inception. 

80% of sales 

outside New 

Zealand; markets 

are worldwide 

Luostarinen 

and 

Gabrielsson 

(2006) 

Global vision and/or at a global 

growth path 

At the outset entered 

global markets 

Over 50% of 

sales outside 

home continent. 

Established after 

1985 

Sevais, 

Madsen and 

Rasmussen 

(2007) 

 

 

Within 3 years of 

establishment 

More than 25% 

of foreign sales 

or sourcing 

outside home 

continent 

Zhou, 

Barnes and 

Lu (2010) 

 

 

An international 

market entry process 

that occurs within 3 

years of firm's 

inception 

Generating at 

least 20% of total 

sales from 

multiple 

countries. 

Founded in 1990 

or later 
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Since the information that we possess are very limited due to the literature gap about 

the situation of the BG phenomenon in China, we decided to abstain from the existing 

definitions and use a more general one that could facilitate us in scanning for such 

companies and allocating them. By doing so, we do not deprecate former studies or 

their importance, on the contrary, we will use identical methods to investigate this 

phenomenon and collect our data, but we also believe that these definitions are too 

strict to be applied to the Chinese environment, where the domestic market is fairly 

huge. As Gabrielsson and Kirpalani (2012, p. 6) outlined, one important factor for BG 

emergence can be the home market conditions, explaining that the smaller the 

domestic market, the higher the probabilities for them to emerge. We decided that the 

starting export point should be after five years so that we do not abstain too much 

from the existing literature, but also include a wider time period that allows firms 

from big domestic markets to struggle for becoming leaders, before they are forced to 

change strategies.We moreover believe that this can also affect the time of their 

internationalization and of course the percentage of their exports compared to their 

total sales. Furthermore, we did not include technology as an important prerequisite 

for defining a firm BG, since we believe that this could make it even more difficult 

for us to allocate such firms. Also, Chinese BGs did not seem to focus on technology 

rather on different sectors (Shuyi, 2009). We therefore decided to exclude export 

percentages and use a broader time frame concerning the export outset. We concluded 

to define BGs as firms where their entrepreneur/founder’s vision and strategy is to go 

abroad after their inception, perceiving the world as their marketplace and start 

exporting after five years. We believe that this can be a good starting point to allocate 

such firms in China without shunting basic conditions of a BG. 

 

 

2.2 Reasons of the Western BG Emergence 

 

Nowadays, globalization has dramatically changed the environment we live in in 

many ways. Information can be collected much easier thanks to advances in 

communication technology (Opdenakker, 2006), everyone can contact anyone no 

matter where, and people that gain international experience through international jobs 

and get acquainted with different cultures are increasing constantly (Opdenakker, 

2006). This effect that globalization has in society does also of course affect the 

business world. Many companies can expand much easier nowadays due to the 

decrease of transportation and trade costs, which also speeds their internationalization. 

(Madsen & Servais, 1997). Inside this sphere there is a specific kind of firms that 

according to literature chooses to go international very early after its inception, the 

Born Globals (BGs), for many different reasons. Below, we will analyze previous 

studies of both Western and Chinese researchers in order to understand which factors 

lead to the emergence of these BGs overtime. In the Western literature, research that 

dealt with the BG emergence and presented clear reasons of their development was 

done in the mid-90s until the early 2000s. This research is also characterized as 

classic and new articles are still based on it. New researchers use these previous 

findings and try to combine them or develop them even further to get a better view of 

these companies (Gabrielsson&Kirpalani, 2012). This is why we also chose to focus 

on these classics to better highlight the differences and similarities with the Chinese 

environment. 
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Knight and Cavusgil (1996) were the first scholars who fully realized that this new 

breed of firms were challenging the existing stage models and their expansion was 

taking place differently than simply “rings in the water”. Moreover, they developed a 

detailed framework of factors that influenced the emergence of BGs. They highlighted 

six factors. First, they pointed out the increase in importance of niche markets, which 

were the main aim of these firms in order to sell their products/services due to the 

increase of specialization of the customer needs. Second, they mentioned the 

advances in process technology, which made low scale production to be more 

economical. Third, advances in communication technology facilitated their 

entrepreneurs/founders to collect and analyze information much faster, which 

consequently allowed them to expand their business much easier. Fourth, they 

highlighted the advantages of their size (small firms), since their high flexibility and 

adaptability could facilitate them to go international to new environments. Fifth, 

knowledge, tools and other means of internationalization became more accessible to 

these firms, which they could use them for their advantage, and finally they pointed 

out the importance of global networks, which could help the entrepreneur/founder to 

locate distributors in other countries or even financiers. 

 

All of these factors could lead BGs to obtain competitive advantage against their 

larger competitors. Although, Knight and Cavusgil (1996) missed to identify whether 

the entrepreneur/founder himself can affect the emergence of a BG firm, which will 

be analyzed later on in this chapter. Despite this limitation, though, their paper is 

considered to be a milestone in BG research and their approach still facilitates new 

researchers to study this phenomenon even deeper. 

 

 
Source: Madsen and Servais (1997, p. 581) 

 

Madsen and Servais (1997) were the first researchers that highlighted the influence of 

the entrepreneur/founder himself on the emergence of the BG phenomenon. Moreover, 
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their paper was the first that summarized empirical data about BGs, evolved the 

conceptualization of this phenomenon by designing an improved model and also 

provided assumption of the BG predecessors and which conditions led to the 

emergence of this new type of firms. First, they mentioned that according to that 

period’s literature BGs were emerging due to changing market conditions, 

technological developments in the areas of production, communication and 

transportation and more elaborate capabilities of people, including the 

entrepreneur/founder of the BG firm (Madsen and Servais, 1997, p. 565). Changes in 

the market conditions referred to the switch of many firms in producing and 

manufacturing very specific parts and elements, which they later sold in the global 

market since their domestic market was too small. This switch was risen from the 

increased specialization and spotting of niche markets. Moreover, networking began 

to increase in importance and started to develop across boundaries, thus facilitating 

the distribution and sales of the product all around the globe. Furthermore, financial 

markets became international, which also facilitated the entrepreneur/founder to seek 

financing all around the world, thus allowing the BG firm to expand much easier and 

faster. Technological developments in production processes made specialization to be 

a more viable alternative for competing with colossal mass production companies and 

also economically sound, transportation of the products became cheaper, which 

decreased the cost barriers for international expansion and communication has been 

greatly improved through new ways such as email and faxes, thus allowing the 

collection and analysis of data from different markets to be made much easier. This 

had a positive effect on the firms’ capability to go international much faster after their 

inception. Finally, capabilities of people referred to the international experiences that 

people collected due to the increased mobility across countries. This mobility 

improved individuals in matters of better communicating, understanding and adapting 

to new environments and cultures, thus making it easier for the entrepreneur/founder 

to establish a BG firm. Moreover, this mobility created a more homogenous global 

market, which facilitated the BG firms to sell their products globally. Of course, this 

mobility was increased due to improvements of transportation and communication 

technology, which also played an important role in presenting new market conditions. 

This chain of effects also proves that these three factors are highly correlated with 

each other. 

 

Madsen and Servais (1997) after conducting their own research, they concluded in 

seven propositions to explain the emergence and development of the BG firms. First, 

they mentioned that the root of a BG firm is an entrepreneur/founder that does not 

perceive the domestic market as the only place for his firm, with high international 

experience, a personal network, the ambition to go international and maybe a strong 

product. Second, the degree of internationalization of the market is positively 

associated with the extension of the BG phenomenon. The highest the degree of 

internationalization, the easier for these firms to locate resources from firms with 

complementary competences, which is a vital strategy for them. These resources may 

refer to R&D, production or even marketing capabilities. Third, the switch to 

specialization, as mentioned above, which lead firms to become more standardized 

and develop a deeper knowledge about their homogenous customer preferences, thus 

seeking for niche markets. Fourth, the past experience of their entrepreneur/founder 

and the dependence on their customers or products, which will force them to either 

enter international markets in order to have rapid access to lead customers or 

advanced technology, or to simply follow their customers. Fifth, the reliance on firms 
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with supplementary sourced from other firms; in their distribution channels they ore 

often rely on hybrid structures (close relationships, network partners, joint ventures, 

etc.). Sixth, the growth of a Born Global is positively associated with high innovative 

skills, including an ability to access effective R&D as well as distribution channels, 

often in partnerships with close collaboration in international relationships that 

involve frequent, intense, and integrated efforts across nations, and finally the small 

size of their domestic market. They concluded that the smaller the domestic market is, 

the higher the chance for a firm to become BG. 

 

Madsen and Servais’s (1997) model can be regarded as a continuance of Knight and 

Kavusgil’s (1996) research, differing in the matter that they focus more on the 

entrepreneur/founder. 

 

 

 
Source: Andersson & Wictor (2003, p. 254) 

 

Andersson and Wictor (2003) designed a conceptual framework, which was similar to 

Madsen and Servais (1997), outlining four main factors that affected the emergence of 

Born Globals; the entrepreneur, networks, globalization and the industry itself. In 

order to make these factors more clear, globalization includes the development and 

evolution of transportation and communication technology, the globalization of 

marketing demands and strategies (Levitt, 1983), and the decrease of trade barriers. 

Moreover, culture, language, and market channels are also considered as globalization 

elements. The entrepreneur is taking into consideration from the perspective that his 

networks, behavior and willingness to go international can affect the BG itself. On the 

other hand, by networks it is meant both personal and organizational networks, with 

which these firms are dependent, especially in their early stage. Finally, industry 

refers to trends such as the origin of the firm and the conditions in its market, growth 

rate and focus on niche orientation. Investigating these factors can lead to safe and 

complete conclusions about the BGs’ behavior and can also facilitate comparison 

between different environments. 
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Andersson and Wictor’s (2003) model and Madsen and Servais’ (1997) framework 

present many similarities and highlight additional factors in relation to past models 

(Knight and Cavusgil, 1996), where only global networks, the role of niche markets 

and the advances in communication technology were stressed. They both emphasized 

the importance of the entrepreneur for these firms, since both of their research 

concluded that the international past work experience of the founder/entrepreneur 

could greatly affect the decision for instigating international activities and moreover 

for choosing the location where his/her firm would expand its business. Furthermore, 

both of their research described that the emergence of Born Globals stems from inside 

the firm, and specifically from the willingness of their founder/entrepreneur to go 

abroad, which clashes with Madsen and Servais’ (1996) study where the reason for 

early internationalization is the conditions of the global market. 

 

Gabrielsson and Kirpalani (2012), in their recent study, also outlined factors that 

triggered the emergence of BGs, which are mainly aligned with the previous studies 

that were analyzed above. They concluded that BGs begun to develop and gain 

importance due to four trends; Globalization of market conditions, development of 

technology, capability development of people and small firms and home market 

conditions. According to the globalization trend, this phenomenon has increased niche 

segments where customer needs became homogenized, as Levitt (1983) also 

mentioned. These small firms needed to exploit these segments in order to compete 

with the big cooperation, and together with the increase of technology cooperation 

and global networks (Knight and Cavusgil, 1996), they were facilitated to go abroad 

much quicker. Second, communication technologies, production processes and 

transportations were developed, thus enabling scale and cost advantages that 

permitted small firms like BGs to compete globally, as Madsen and Servais (1997) 

also outlined. Third, the capability development of people refer to the improvement in 

people’s education and international experience, which allows them to use new and 

advanced technology and increase their spirit of entrepreneurship, as Knight and 

Cavusgil (1996) also highlighted. Finally, by home market conditions, Gabrielsson 

and Kirpalani (2012) do not only focus on the size of the home market’s economy but 

also on the language. As Luostarinen and Gabrielsson (2006) also mention, small size 

economies tend to force small firms to go international in a much higher degree than 

big size economies. Moreover, as Fan and Phan (2007) also concluded, language also 

plays an important role, since BGs are found to favor same-language markets. 

 

 

2.3 Reasons of the Chinese BG Emergence 

 

Beside the Western researches, Chinese scholars also attempted to investigate the BG 

phenomenon in their environment, but their findings were very limited and confusing. 

The Chinese literature about this phenomenon just started to be developed and only a 

few articles can provide quite sufficient information about the reasons of emergence 

of the Chinese BGs. Below we will present the findings of the clearer researches. 

 

Shuyi (2009) provided information about the situation of Born Globals in China, and 

especially in the Zhejiang province. He mentioned that the reason of their emergence 

in this region are the unique entrepreneurship, the network of businessman globally, 

the precise niche market, and the technological development. Entrepreneurs became 
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famous due to their willing to constantly pursue change and innovation, while at the 

same time succeeded in remaining faithful and committed to their own art and 

tradition. Moreover, since they are incapable of competing in areas of cutting-edge 

technology, they focus on different niche markets of specific areas, aiming in 

expanding cautiously and securely, and avoiding stepping in unfamiliar markets. 

Their managers are characterized by high levels of international experience and 

knowledge, which they have acquired by working in many different countries 

promoting their products, facilitating the expansion of their firm. Furthermore, 

networking plays also an important role, both existing and new-developed. Their aim 

is to continuously develop their network, so they can be able to share more resources.  

 

In spite of their strengths, as Shuyi (2009) continues, Chinese BGs present some 

weaknesses that can jeopardize their existence. Specifically, the new entrepreneurial 

generation lacks in innovation in all stages of their business, there are no 

knowledgeable managers that can adjust in the complexities of the new environment, 

and finally the need for investing in advanced technology and exiting their traditional 

industry gets huger, but also may affect their future. 

 

Moreover, according to Cui (2009) the BG entrepreneurial process can be divided into 

three different stages: accumulation stage, start-up stage, growth stage; whose factors 

include external factors and internal factors. External factors mainly refer to 

globalization, niche market, and industry; internal factors mainly refer to entrepreneur 

team, organizational factors and technical factors. These factors promote the process 

synergistically, but, in different stage, the influence degree is different. In the 

accumulation stage, the entrepreneur team is the main factor: entrepreneurs’ 

international experience and network. In inception stage, technology maturity, quality 

of the product, international orientation, organizational learning and knowledge 

intensity will have an effect on enterprise; In the growth stage, the outcome of all 

factors makes BG expansion (Cui, 2009) 

 

On the other hand, Chen et al (2009) identified that the BG phenomenon is an 

unconscious approach happening in certain sectors, which BG firms operate in 

traditional household appliance industry and other labor intensive sectors, and not like 

the Westerns do only in hi-tech sectors. Psychic distance3 is another unconscious 

factor not taken into consideration of Chinese BGs. Most of Chinese BGs make a 

detail plan on the first step of internationalization, but the choice of the target markets 

depends on not network, resource or distribution partners but just the customers’ need 

(Chen et al, 2009). 

 

 

2.4 Theoretical Summary 

 

After studying both the Western and the Chinese literature, we can understand that 

there are many similarities and differences concerning the reasons of the BG 

emergence. The following table summarizes which reasons influence the Western and 

                                                
3
Psychic distance is the perception of self and others operating across international markets, which 

includes factors such as linguistic and cultural differences, economic situation, legal and political 

systems (Vahlne& Nordstrom, 1992). 
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the Chinese BGs so that the reader can easily identify how literature describes them in 

both environments. 

 

Table 2.2: Reasons Of Emergence in West and China 

Reasons Of BG Emergence Western Literature Chinese Literature 

Niche Markets ✓ ✓ 

Technology ✓ ✓ 

Small Size Of Firm ✓  

Prior Knowledge ✓ ✓ 

Networks ✓ ✓ 

Vision ✓  

Size of the Domestic Market ✓  

Innovation ✓ ✓ 

Language (in Psychic distance) ✓  

Education ✓ ✓ 

High Tech Industry ✓ X 

Follow Customers  ✓ 

 

 

First, both literatures outline the importance of exploiting niche markets. In the West 

as well as in China these firms internationalize by identifying niche markets and start 

operating in this segment of an industry. This is done due to their weakness to 

compete with the huge companies which dominate important segments in their 

industry. Moreover, both researches in the West and in China highlighted the 

importance of technology during their early internationalization with a slight 

difference. Western BGs were pushed to their early internationalization due to 

technological developments in both production and distribution processes, but also in 

communications. On the other hand, Chinese BGs were found to pay more attention 

in communication technologies, since they used developments in this field to attract 

more customers and develop their networks. Furthermore, both literatures highlight 

the importance of innovation, prior knowledge of the entrepreneurs/founders and 

networks. Prior knowledge is mentioned to be attained through previous work of the 

entrepreneurs/founders in companies that operate in the same sector or through 

cooperation with them, while innovation is described as the strive for continuing 

change, discovering something new, which could be a product or a production 

procedure, or as part of the entrepreneurial spirit of the founders.  Networks are 

referred to both academic approaches as means of developing contacts with other 

companies or distributors for offering their products to a market or locating necessary 
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material and human resources. At the end, education is found to be an important 

factor as well by both literatures, since high levels of education of their 

entrepreneurs/founders can lead these firms to an earlier and easier 

internationalization. Although, there is still a slight difference here, since the Chinese 

literature also highlighted the education of their employees as a decisive reason for 

these firms in becoming BG. All of these reasons are confirmed by both literatures to 

push these BGs to an early internationalization, sometimes by presenting slight 

differences with each other.  

 

On the other hand, reasons such as the size of the firm and the domestic market, and 

the vision were not similar traits between the Western and the Chinese literature. 

Western research found out that the smaller the size of the domestic market, the 

bigger the chance for a firm to be pushed to internationalize in an early stage. 

Moreover, it was found out the small size of these firms facilitated them to expand 

very early, since it made them more flexible and easier to adjust to a new environment. 

The vision of the entrepreneurs/founders was proven to be the most important reason 

for becoming BG, since they were the central figure of the firm and according to them 

it developed. Chinese research did not make any reference about these traits, only Cui 

(2009) referred to the vision as international orientation, and also did not mention 

anything about language. On the contrary, Chen et al. (2009) mentioned that Chinese 

BGs tend also not to take psychic distance into consideration, while Western literature 

mentioned that language can play an important role, since BGs tend to expand in 

countries with similar language (Fan and Phan, 2007). The two last differences are 

spotted in the fact that Chinese research challenged the findings of the Western in 

terms of the networks and the focus on the high-tech industry. Although networks 

have been found by both to be extremely important, sometimes in the Chinese 

environment they don’t play such a big role, since early internationalization can just 

be a result of following customers to different markets. Moreover, Western research 

has shown that the BG phenomenon usually occurs in high-tech industries, while 

Chinese research challenges this finding and concluded that BG firms can also be 

found in other traditional industries such as the clothing and textile sectors. 
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3 Methodology 

In this chapter the choice of methodology is presented and an 

explanation of the approach for collecting empirical data. Further, 

the chosen literature and the selection of respondents will be 

explained. Finally, a critique of the choices is made.   

 

 

In order to structure our approach chapter we have chosen to use Saunders, Lewis and 

Thor Hills (2006) research onion, which are dividing the method in a way that makes 

it possible to peel one layer at a time to finally reach the center. As already mentioned 

in the purpose of our paper and the research questions that we will try to investigate, 

we will mainly focus on the existing literature that deals with the Born Global 

phenomenon in the Western world, but we will also study the deficient research that 

has been done concerning the same phenomenon in the Asian environment, and 

particularly in China. As we already pointed out in the introduction we decided to use 

the research question as a tool that will facilitate our literature scan and keep us in line 

with our subject, by avoiding us to take unnecessary paths (Bryman and Bell, 2011). 

 

 

 
 

Figure 3.1 The research onion (Saunders, Lewis &Thornhill, 2006) 
 

 

3.1 Research Methods 

3.1.1 Research Approach 

 

According to Bryman and Bell (2011), there are two ways of research approach. The 

inductive approach, where the research is not based on preexisting theory and the 

APPROACHES  
(inductive) 

STRATEGIES 
(Qualitative) 

CHOICES 
(Interview) 

TIME HORIZONS 
(Cross sectional 

study) 

TECHNIQUES AND 
PROCEDURES 
(Data colection 
and analysis) 
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observations/findings will generate additional theory, and the deductive approach, 

where existing theories are tested and the observations/findings will confirm these 

theories or reject them. Moreover, Bryman and Bell (2011) also outlined that there is 

also a third research approach that combines the latter two and it is called the 

abductive approach. This way of researching is used when some basic information 

about a subject exists, but this information is not enough to fully interpret this subject, 

thus requiring more research. 

 

In our paper we used an inductive approach, since the gap in the Chinese Born Global 

literature does not allow us to use any existing information. We could attempt to 

apply an existing model from the Western literature and see whether it can generate 

similar findings in Eastern BGs, but we believed that this might lead to false results 

due to cultural and behavioral differences. We decided that approaching this 

phenomenon inductively, we will be in a position to investigate and collect data in a 

far better and more independent way. The only difficulty for using this approach was 

that since we didn’t follow any specific path by acting deductively, we could lose the 

focus on our purpose and generate irrelevant findings. We overcame this obstacle by 

trying not to stray from our research question that could mislead our research to 

different paths. 

 

 

3.1.2 Research Strategy 

 

There are two common strategies when research is conducted, which are qualitative 

and quantitative (Bryman & Bell, 2011). Qualitative research is very often used in 

business research and its further contexts and aims in gathering information that could 

facilitate the process of in-depth understanding of human and organizational behavior 

(Denzin et al., 2005).Thus, smaller samples are more preferable than large ones, 

which can facilitate the researcher to focus more on them. Quantitative research refers 

to the systematic analysis and investigation of specific phenomena through 

mathematical and statistical techniques, where the main aim is to develop and employ 

hypotheses concerning these specific phenomena (Given, 2008).  

 

In our paper, we preferred to follow a qualitative strategy, since as Denzin et al. (2005) 

mentioned, this strategy will allow us to study a phenomenon more in depth and best 

understand its findings. Moreover, this strategy will allow us to choose tools that will 

be more suitable for our research when we will have to collect our data. Moreover, as 

Bryman and Bell also (2011) mention, since no hypothesis will be developed, 

quantitative research will not be necessary to follow. 

 

Among all the different research strategies available in qualitative research, one of the 

broadly used ones is a case study (Gephart, 2004). As the case study strategy allows 

researchers to get rich understanding of the context of the particular 

phenomena(Saunders et al., 2006) and as case study allows studying phenomenon in 

close connection to the context (Yin, 2003), that is why case study was chosen as a 

research strategy for this research. However, single case studies are suitable for 

“investigating extreme or unique cases” (Blumberg et al., 2008). At the same time, a 

multiple case design allows to get robust findings due to the ability to replicate 

predicted similarities or differences due to predicted reasons across the selected cases 

(Yin, 2003; Eisenhardt, 1989; Voss et al., 2002). Taking into account the purpose and 
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research questions of our study, both similarities and differences need to be identified 

across various cases in order to investigate the factors of BGs in China. According to 

Yin (2003), two case studies are sufficient for showing repeating nature of 

phenomenon in accordance with the principles of literal replication, and for the 

current study it implies that 2 cases of Chinese BGs would be enough to explore 

which factors determine the phenomena of BGs. Therefore, multiple case study 

design was used as the most suitable for the purpose of our research. 

 

3.2 Data Collection 

3.2.1 Literature Selection 

 

After scanning a big amount of literature from both Western and Eastern, we have 

figure out the existing theoretical framework and compare the difference between 

them. To locate suitable and relevant theories for our study, we used scientific articles 

from the University’s library as well as the internet and other economic databases. 

The keywords that were used were Born Global, International SME, and 

International New venture, Born International and Born-again Global. Other 

keywords such as psychic distance and internationalization did also provide 

interesting and relevant theories. The databases that we mostly used were Emerald, 

Science direct, ABI/Inform and Google Scholar, while Chinese literature was found 

through the Chinese database CNKI. 

 

3.2.2 Case Selection 

 

It is not as easy as the situation in Western to get contact and make an interview with 

Chinese company. The entrepreneurs and managers are not very interested in non-

profit academic research, they would like to transfer more potential profit to real 

profit instead of spending much on coordination with investigated.  

 

According to the literature review, we found the Chinese BG phenomenon shows 

activity in the different sectors and through a more aggressive way. We have already 

noticed that Chinese BG emerged in many sectors, especially in service sector. We 

searched a service company as one of our main cases. Meanwhile, we also selected a 

traditional manufacturing company to investigate the typical approach to become a 

BG. We chose these particular companies, since we had a contact that used to work 

with their CEOs, which could facilitate our research and help us establish contact with 

them much easier and faster. 

 

There are two kinds of data; primary and secondary data. Secondary data are the ones 

that are not generated directly from the researcher that uses them but from other 

sources such as scientific articles and statistics (Bryman and Bell, 2011). The 

secondary data for this study has been collected through their internet websites and 

concern their history profiles and internationalization paths.  

 

 

3.2.3 Interview and Interview Guide 
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Kvale (1983) described the qualitative research interview as an interview where its 

purpose is to gather necessary information from the life of the interviewee in order to 

interpret a specific phenomenon. Opdenakker (2006) moreover outlined four types of 

qualitative interviews, with the Face-to-Face (FtF) interview to be the most common. 

The other very common type is telephones interviews. During the recent years, though, 

technology has been developed excessively, thus allowing the interviewer to conduct 

interviews in additional ways, such as computer mediated communication (CMC) 

tools. The most common are MSN/Skype interviews and E-mail interviews. All of the 

above techniques present advantages and disadvantages, which according to 

Opdenakker (2006) derive from their state of being synchronous and asynchronous in 

time and place. Synchronous in time means that these techniques are applied in real 

time, while synchronous in place means that the interviews are conducted while both 

the interviewee and the interviewer are in the same place (Opdenakker,  2006). Below 

The four interview techniques divided by synchronous/asynchronous communication 

in time and/or space. 

 
 

Time Place 

Synchronous communication FtF 

MSN messenger 

Telephone 

FtF 

Asynchronous communication E-mail MSN messenger 

Telephone 

Source: Opdenakker, 2006, Advantages and Disadvantages of Four Interview Techniques in 

Qualitative Research 
 

During our research design, our primal goal was to conduct aFtF interview, because 

we believe that the advantages of this technique are far more and better compared to 

the benefits of the other techniques. For example, as Emans (1986) mentioned, by 

conducting aFtF interview, the interviewee can use the advantage of the social cues, 

such as the voice, intonation, body language etc., which can give him much more 

extra information about his subject. Moreover, there is no time delay between the 

communication of the interviewee and the interviewer, which can facilitate the whole 

procedure, and also allows more spontaneous replies without extended reflection 

(Opdenakker, 2006). Furthermore, FtF interviews are perfect for allowing the 

interviewer to create a desired interview ambience, which can minimize the danger of 

interruptions and increase the comfort of the interviewee, thus increasing the quality 

of the interview, but also facilitate the interviewer to record it and take notes (Bryman, 

2001; Opdenakker, 2006). On the other hand, though, FtF interviews hinder the 

danger of directing the interviewee in a specific direction (Opdenakker, 2006), but we 

believed that we can easily overcome this obstacle by remaining neutral to the 

interviewees’ answers. The sole obstacle of this technique that we could not overcome 

was the cost, since flying to China in order to approach our interviewees was 

impossible. So, we decided to proceed with a technique that would be more 

appropriate to our limited budget. 

 

Our interviews were conducted by telephone and CMC tools. As Mann and Stewart 

(2000) highlight, a phone interview is very appropriate for having wide geographical 
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access to people from all around the globe with a low cost and also when it is hard to 

reach populations for a FtF interview, like in our case. Moreover, using these 

techniques enabled us to keep the advantages of the FtF interview, at least in some 

point, such as the social cues and the direct and spontaneous replies, but also managed 

to decrease the cost. We understood that these techniques would not allow us to create 

a desired ambience for our interview and also that our contact with the interviewee 

could be interrupted or terminated at any time, but still we continued to support that 

these ways of interviewing would be the most suitable because of the limited budget.  

 

Our interview questions were formulated by using our prior knowledge from our 

studies in this field. We realize of course that our knowledge cannot be characterized 

as advanced in any case, but we believe that we possess sufficient basic knowledge 

that can allow us to conduct a good quality inductive research. Our questions 

investigate traits that are also mentioned in Madsen and Servais (1997), Andersson 

and Wictor (2003) and Gabrielsson and Kirpalani (2012) theories, since we believe 

that their findings can be applied globally. Although we follow the same path with 

these previous researchers, we don’t apply their models per se, nor we test them, we 

just follow the same idea with their theories, since these traits are the first ones that 

are investigated in this subject. As it is important that the researcher is familiar with 

the setting, which the interviewee works in (Bryman & Bell, 2007), secondary data 

about the cases was collected before interviews were conducted. The interview guides 

were connected to each company’s context to be more practice oriented, less abstract, 

and hence, more comprehensible for the interviewees. The interview guides for each 

interview are presented in Appendix. 

 

Our semi-structured interviews were fulfilled with representatives from each selected 

case company, who is in the high position of leadership in whose company and fully 

knowledgeable of developing strategies of company. In the following table, we 

illustrate the settings and duration of interviews:  

Company Interviewee Setting Duration Setting Duration 

A Vice president Telephone 18 min CMC 73 min 

B CEO Telephone 47 min CMC 51 min 

 

 

3.3 Data Analysis 

 

During our data analysis we conducted two within case studies and one cross case 

study. The reasons for proceeding so were, as Mills et al. (2010) outlined, to become 

familiar with the uniqueness that these organizations presented and study them in 

depth, so that we could extract the required data. Moreover, we concluded in a cross-

case analysis to show the reader the themes, similarities, and differences across these 

two cases (Mathinson, 2005)and use this comparison as a final summary. 

 

The method that we used during analyzing our data was grounded theory. As Bryman 

and Bell (2011) outlined, there are two ways of analyzing qualitative data; analytic 

induction and grounded theory. Analytic induction is based on a hypothetical answer 

of the research question, and according to the data that are found the authors have to 

redefine or reformulate their hypothesis, while grounded theory is based on creating 

theory that is derived from data, that are systematically gathered and analyzed through 
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the research process (Bryman and Bell, 2011). We understood that grounded theory 

could present difficulties during our research, since as Bryman and Bell (2011) 

pointed out, it can be difficult for the authors to respect tight deadlines due to the 

complexity of interviews and their translation. We achieved in bypassing this obstacle 

by interviewing our respondents very early so that we could have more time with our 

translation and coding. Coding was the method we used in extracting the necessary 

information from our raw data. As Bryman and Bell (2011) highlight, coding is the 

tool where the authors “brake” their data into smaller pieces, creating categories and 

concepts. We also realized that this can also create problems in our research, since as 

Straus and Corbin (1998) mentioned,sometimes the concepts are not clearly 

segregated from their categories. We concluded that this will not affect our research, 

since we will not proceed in categorizing our concepts. This is done when authors 

collect data from many respondents, thus making the categories necessary for their 

research, but in our case since we only interviewed two companies, our few concepts 

could exist independently without categorizing them.  

 

After collecting the data from our interviews and proceed with our conclusions, an 

inevitable comparison between our data and the Western models will arise. As 

Bryman and Bell (2011) mention in their work, a comparison will lead to a much 

better understanding of a phenomenon, especially when a literature gap exists. There 

are three types of comparisons according to Bryman and Bell (2011). Multiple cases 

strengthen the results by replicating the pattern-matching, thus increasing confidence 

in the robustness of the theory (Yin, 2009). We will use the transverse case study 

because although we are very interested on each case individually and according to 

them later we will design our model, our aim is not limited to their unique contexts 

per se, nor to generate general findings about this phenomenon from their contexts, 

but to locate differences and similarities that can raise greater awareness and better 

understanding of a phenomenon in different national contexts (Bryman and Bell, 

2011). We understand that this type of design is more suitable for quantitative 

research, since benchmarks can easier facilitate measurements but still as Bryman and 

Bell (2011) outline in their work, it can also generate results in a qualitative research. 

Moreover, this method will facilitate us in spotting differences and similarities 

between the Asian model and its Western counterpart much clearer.  

 

 

3.4 Ethical Issues 

 

When conducting interviews, ethical issues will rise that must be taken into 

consideration by the interviewers. As Gray (2004, p. 235) mentions, the respondents 

must not be harmed by any way by the interview and that interviews must not be seen 

as a mean to sell something to the interviewee. If the interviewee feels uncomfortable, 

uneasy and gets upset, the interview should be cancelled or postponed. Moreover, the 

interviewers must not forget that their purpose is to conduct a research and collect 

data and not to try to change the interviewee’s opinions (Gray, 2004 p. 235). Below 

we will highlight some ethical issues and how to overcome any potential problems 

according to Patton (2000, p. 404-5) and Gray (2004, p. 235). 

 

 Explain purpose. Explain the purpose of the inquiry to the respondent. 

 Promises and reciprocity. State what the respondent will gain. 
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 Risk assessment. Consider in what ways the interview might put the 

respondent at risk in terms of stress, legal liabilities, ostracism or political 

repercussion. 

 Confidentiality. Reflect on the extent to which promises of confidentiality can 

be met. (Confidentiality means you know but will not tell. Anonymity means 

you do not know, as in a survey returned anonymously.) 

 Inform consent. What kind of consent is necessary, if any. 

 Data access and ownership. Evaluate who has the right to access data and for 

what purpose. 

 Mental health. Consider how interviewer and interviewee mental health may 

be affected by conducting the interview. 

 Advice. Appoint an adviser on ethical matters during the course of the study. 

 Data collection boundaries. How hard will we push for data? What lengths 

will we go to in trying to gain access to data you want? What won’t we do? 

 How hard will we push interviewees to respond to questions about which they 

show some discomfort? 

 

During our research we covered the points of purpose explanation, risk assessment, 

confidentiality and we took the data collection boundaries into consideration. The rest 

points that are mentioned by Patton (2000, p. 404-5) and Gray (2004, p. 235) did not 

influence our interviews. In order to be ethically correct, before we start interviewing 

our respondents we explicitly explained the purpose of our research so that we are 

transparent towards them. After this, we asked the interviewees whether we could use 

all of our data from the interviews or whether some data should not be included in our 

paper, which according to our respondents could be harmful to them. At the end, 

during our interviews we tried not to push the respondents very hard, especially when 

they started to show discomfort, since we believed that this could have a great 

negative effect on our interviews mainly because of the cultural differences. The 

danger that the interviews could be terminated immediately was very plausible, so we 

decided to proceed in a much smoother way and not being too pushy. At the end, it 

was asked by us not to use the names of the companies, so we are referring to them as 

Company A and Company B, in order to respect their right for confidentiality. 

 

3.5 Trustworthiness 

 

According to Bryman and Bell (2011), in order to ensure quality of research in 

qualitative studies, it is important to build trustworthiness through such criteria as 

credibility, transferability, dependability and confirmability.  

 

Credibility is referred to by Shenton (2004) as the level how congruent the findings 

are with reality. In our research we to adopt the strategies of research, data collection 

and analysis that are utilized in the field if business studies which is one of the 

methods to establish credibility according to Shenton (2004). Moreover, finalized case 

descriptions were sent to interviewees for checking if our impressions and 

interpretations were in line with the perspective the participants which goes in hand 

what Bryman and Bell (2011) propose as methods for ensuring credibility. As well, 

presentation of detailed business model descriptions is aimed at representing the 

actual situation that was investigated for customer value, as well as the final finding 

were compared with previous research findings, which all is contributing to building 
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credibility (Shenton, 2004). 

 

Transferability is described by Bryman and Bell (2011) and Shenton (2004) as the 

applicability of the findings in the same situation over time or in other situations. As it 

was discussed in theoretical framework, it should be possible to transfer the results for 

the factors of BGs in China at the moment of study, even though over time the 

identified criteria can change due to the changing nature of BG. 

 

Dependability is about the issue of how reliable research work is (Shenton, 2004; 

Bryman & Bell, 2011). In order to ensure dependability of our research, we tried to be 

as transparent as possible in our data collection and analysis procedures and reflective 

in evaluating how effective the undertake procedures were. Complete records were 

kept of case companies selection, as well as of interview recordings and transcripts 

which are among the methods to establish the merit of research in terms of 

dependability named by Bryman and Bell (2011) and Shenton (2004). 

 

Confirmability criterion of trustworthiness is associated with the level of objectivity 

of the researchers (Shenton, 2004; Bryman & Bell, 2011). In order to demonstrate that 

we have acted in good faith and made the choice of methods based on their suitability 

for the purpose of our research rather than own preferences, we tried to present in this 

section all out main methodological considerations and to reflect on the implications 

that they have for the results of the study, which is one of the way to let the reader 

determine confirmability of research according to Shenton (2004). 
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4 Empirical Findings 

This chapter presents the empirical findings from the interviews that 

were done to these two companies. We divide the chapter into the 

two parts, Company A and Company B.  
 

 

4.1 Company A 

 

4.1.1 Company Profile 

 

Company A was founded in 1994 as a trading company, started from the four people 

in an apartment, and began the arduous undertaking. Company A makes power tools, 

drills, saws, gardening tools for professionals and DIY (Do it Yourself) users. After 

over twenty years of development, Company A has developed into a collection of 

electric tools research and development, manufacturing, marketing. The global 

headquarter in Suzhou, China and 14 subsidiaries overseas have been marketing in all 

over the world. There are two researching and development department and two 

domestic manufacturing bases, with high-end brands of professional group in this 

multinational company. 

 

Nowadays Company A through OEM to OBM (own-brand manufacturing) has 

become an organization with nearly 4000 staff, including nearly 1000 various types of 

manager, especially with nearly 300 foreign staff. More than 90% of managers are 

with bachelor degree or above. In recent years, according to the company's annual, the 

export sale is steady above $350 million, and customers are from all over the world in 

more than 50 countries and regions. 

 

Subsidiaries have been located in main sales areas and sale in over 50 countries. 

Bought part of 'Rockwell', sell under that brand in US. Sell as 'Works' in rest of West. 

Most of markets are abroad, but keep professional advantage in Chinese market. In 

the past two decades, Company A has always been guided by the market, customer, 

on business, scale and personnel to rapid development, become a collection of electric 

tools research and development, manufacturing, and marketing into an organic whole, 

occupies an important position in the power tools in the world market, and enjoys a 

high reputation of professional international company. Company’s products are 

mainly including handheld, desktop, and three types of garden power tools products. 

 

 

4.1.2 International Experience and Network 

 

Company A believes the reason of how they have achieved is due to their 

international experience, global network, and worldwide resource. 

 

“The next challenge for Chinese companies is to enter the international market” 

(Vice president of Company A, Interview, 8
th

 April 2013) 
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Those mean that companies need people who understand marketing. Company A has 

experience of working with foreign companies before they started their own brand. 

They were an OEM for Bosch, Black and Decker, which was a major foundation. You 

need talent. Company A started selling their own brand in 2004.They marketed their 

brand as an international brand. All the design is from Italy. The marketing and 

innovation is done overseas. Manufacturing, engineering design and testing are 

completed in China.  

 

“You have to have a western interface, people who understand western markets and 

products.” 

(Vice president of Company A, Interview, 8
th

 April 2013) 

 

The advantage of China is low labor costs, very good infrastructure and component 

suppliers. They took the advantages of resource from every market with their 

globalization. They built up with new network and control the local resource by 

settling subsidiaries 

 

4.1.3 Industry and Niche Market 

 

After about twenty years of development, Company A has developed into a collection 

of electric tools research and development, manufacturing, marketing. At present, 

they have successively been in North America, Britain, Germany, Australia, Italy, 

France, the Benelux, the Nordic, Russia, South Korea, Hong Kong, Macao and other 

countries and regions set up subsidiaries and offices, customers all over the world 

more than 50 countries and regions. 

 

Company A has the remarkable industry technology innovation ability, and always 

pay more attention to the protection of the intellectual property rights, At present, 

when they have to have applied for to register at home and abroad more than 2000 

patents, registered in 84 countries and regions in the world to apply for the trademark, 

among them, the three brands have power tools in the world market has the very high 

well-knowingness, its products won several international awards. Successful strategic 

planning make treasure when rapid growth in a short span of few years can be 

comparable with world-class electric tools manufacturers of multinational company, 

and as a dynamic and visionary companies. 

 

 

4.1.4 Globalization and Growth Path 

Table 4.1 Developing history of Company A 

Year Place Growth Path 

1994 Global Four persons started a trading business with electric tools 

1997 China Becoming a manufacturer by purchasing production materials 

1998 China Take an important role as a OEM/ODM supplier 

1999 UK Internationalize with brand strategy and open the first subsidiary 

2000 Italy Build a new manufacturing center and open the second subsidiary 

2001 China Acquire another factory as a headquarter 

2002-

2003 

USA & 

Australia 

Enhance brand strategy to become an OBM firm, establish 

‘creating an outstanding international brand’as a developing 
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target, and open the third and fourth subsidiary 

2004 Germany Sale with own brand and open the fifth subsidiary 

2005-

2006 

EU formulate a global market with more subsidiary in Belgium, 

Netherlands, Luxembourg, Spain, France and Denmark 

2007 China Bring back with the honor from global to domestic market 

2008 China Complete new manufacturing center and change new name 

2011 China Innovate and implement IPD with four production lines 

 

China market driven by big government infrastructure projects, doubled this year but 

also many competitors. The market is very fragmented, many players.The founder 

wanted to start in Shanghai (SH) but Suzhou (SZ) had better facilities and 

infrastructure. Many people went to SH. Suzhou Industrial Park is also changing a lot. 

Before there were just a few factories, now a lot of big MNCs are coming and setting 

up R&D centers. The whole environment is changing; the talent is getting better and 

better. It’s very competitive for getting high end people from SH. It’s not so easy that 

they can just hire these guys. SZ and SH are totally different. Here there is more 

manufacturing. The problem is if they want to attract people with international 

experience. People are willing to work in SZ and live in SH, there is the high speed 

train. They actively go to the top schools. There's no big problem if these people are 

doing biz in China, but there's a big problem for understanding the overseas business. 

 

From first day they never took the low cost approach. One day someone can always 

go lower, Wenzhou is very strong in cost management. They heavily invest in 

innovation. They are No.1 in Jiangsu for patent applications.  

 

Being here also brings a lot of challenges. The CEO mentioned that you need your 

people here to get out to the market to understand it. For innovation you need 

consumer insight. When you sit here all the time in the office you don’t think about 

the consumer. For example, they sell DIY/gardening tools but in China very few 

people do DIY or have a garden. 30/40 years ago in Hong Kong no one did DIY. 

When living standards go up and you have time you will do some projects. Lifestyles 

change gradually.  

 

“China has been evolving from manufacturing to innovation.” 

(Vice president of Company A, Interview, 8
th

 April 2013) 

 

Company A is No.7 in the world. Above them all are foreign companies. They need a 

breakthrough in our sales and marketing. They have to do more with major partners. 

They want to be the No.1 brand in our business. 

 

It's a ramp up. Right now they market as an international brand. In Germany they 

have a German address. Every year they get more awards. People will recognize that 

the company has won awards it is a great brand. They will know it is made in China 

for sure – everything is made in China, Apple is made in China. Over time they build 

up a brand image in the mind of the consumer, like Samsung and Lenovo. They will 

see it is made in China but everything is made in China. Many high quality products 

are made in China.  
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People choose this company because they know it will work better than the others and 

it is innovative. They get the best drill award in Germany, they beat Bosch. When 

consumers trust you it doesn't matter where you are from.  

 

The CEO of Company said that his company is very different from other Chinese 

companies. While they enjoyed making money as an OEM they were already thinking 

about their own brand. It's different from building an own brand from zero. Setting up 

an international organization is really not easy. Buying a foreign brand is a quick win 

approach. The most difficult thing in an international organization is how to manage 

different cultures. The psychic distance is quite big. It's necessary to have the positive 

income to support the organization.  

 

The business in China has the low cost and fast execution; this is their advantage over 

the competitors. They have to do things differently from the competitors. They 

already have strategic alliances. Their innovation is to sell through different channels, 

the website. They create success.  

 

"You cannot go the same way as your competitors, you have to be different. It's a 

joint effort between the subsidiaries and headquarter." 

(Vice president of Company A, Interview, 8
th

 April 2013) 

 

Eventually they find the successful way. Competitor’s weakness is that they are 

already aligned with big customers. They lack the flexibility to experiment with 

different channels.  

 

Patents: In the West they respect Identification of Position. They have paid RMB 6 

million for patents and have a big team of 20 people working on it. This kind of 

capability is not usual  in China.  

 

"If you don't have regulation then it becomes a price war. Someone will do it cheaper. 

In the end you are not happy and the consumer is not happy because it's a crap 

product. You need a good law system." (CEO of Company A, Interview, 8
th

 April 

2013) 

 

China is improving a lot – customs, patent department, case studies, tell suppliers how 

they can use patent rights to stop people copying. The government invites companies 

to understand this. 

 

 

4.2 Company B 

 
4.2.1 Company Profile 

 

Founded in 1998, Company B has grown to a major service provider in call center 

industry with multiple operation sites in United States, Philippines, and China 

employing more than 5000 people around the world. Company B provides Integrated 

Call Center Solutions, whose client base stands primarily in the leading Fortune 1000 

multinational companies, offering a complete range of Call Center and technology 

solutions for IT, consumer and business products and services. Company B designs 
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their products and services to meet the specific needs of their clients. Headquartered 

in Shanghai, Company B has expanded operations in Shanghai, Guangzhou and 

Chengdu, with a total capacity of more than 2000 seats. The company`s services 

include telemarketing, customer care, database management, CRM application 

development and technical support. 

 

Company B is a remarkable player in the China market of Call Center industry. With 

branch locations in Shanghai, Guangzhou, Chengdu and Thailand, Company B 

features quality, professional Call Center expertise and service from its more than 

2,000 client service profession countrywide. 

 

To meet the growing international needs of its client base, Company B developed 

multi-language services in English, Chinese, Japanese, Korean, Thai and Indonesian. 

In addition to its China network, Company B also has Call Center operations in 

Thailand, Taiwan, and Hong Kong in the first five years of its inception. 

 

Company B provides customized solutions that meet the diverse needs of their clients 

for Total Call Center solutions and IT outsourcing. Company B has provided 

exceptional results and performance to Fortune 1000 companies in a wide variety of 

fields and practices, including insurance, communications, e-commerce, banking and 

finance, e-government affairs, food, automobiles, beauty products and retail products 

and services. 

 

 

4.2.2 Management Team 

 

The Company B’s executive management Team brings over 75 years of management 

and Call Center experience to deliver results that exceed the expectations of their 

clients. Top executives at Company B have extensive experience in corporate 

management, R&D, software engineering and consulting, Call Center management 

and delivery, finance and strategic planning and execution for global IT as well as 

major corporations in the United States and China. Company B senior management 

has established long-term relationships and alliances with key government, business 

and community leaders in the China market. 

 

Company B is committed to providing their clients with top quality, outstanding 

service and results from their team of sales and service professionals. From account 

management, to operations and line management, to quality assurance and IT 

reporting, Company B measure success through qualitative standards of customer 

service as well as quantitative reports and performance. Training and quality 

assurance are important components of Company B service delivery, and their 

customer service agents work directly with client management to ensure that their 

standards and product knowledge are consistent with client expectations. 

 

 

4.2.3 Corporate Culture, Vision and Mission 

 

Company B is proud of their reputation for delivering effective Call Center solutions 

based on superior service standards, innovation and tailoring solutions to the specific 
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needs of their clients. Quality service and professionalism are the hallmarks of their 

company. Company B is committed to serving their clients and their community 

through outstanding delivery of products and services that exceed the expectations of 

their clients and themselves. 

 

Company B’s vision is to be the best integrated customer contact center solution 

provider in the world. Company B is committed to being a valued business partner to 

globally respected corporations by providing integrated customer contact center 

solutions focused on industry expertise, state- of-the art business processes, superior 

resources and leading-edge technology. 

 

Integrity is the foundation of Company B’s business and the basis for achieving long-

term business success for their company and for their clients. Exceeding client 

expectations is the hallmark of their business philosophy and action plans. Client and 

professional satisfaction is built through a network of mutual respect, continuous 

learning, shared solutions, constant communication, and cooperation and 

collaboration.  

 

 

4.2.4 From Globalization to Domestic market 

 

"The China market offers a lot of opportunities." (CEO of Company B, Interview, 10
th

 

April 2013) 

 

 Capturing these opportunities typically require many years of investment and hard 

work.  Whether you are new in China or have been in China for some years, Company 

B may offer solutions and services to you that can help jump start your new business 

or making your existent business process more cost effective and productive. 

 

"You’ll find Company B Team trustworthy, capable, professional, and very easy to 

work with." (CEO of Company B, Interview, 10
th

 April 2013) 

 

In fact, Company B is the best of its kind in China. Company B tried some Southeast 

Asian countries when company started at 5 years, but Company B still found there 

much bigger opportunities in domestic market. 

 

While quite a few Chinese companies have been successful in providing off-shore 

outsourcing services, Company B approached the China market differently.  China 

offers not only a large labor pool, but also a potentially huge domestic market.  The 

latter will likely become more important as the country looks more inward for future 

sustainable growth.  Over the years, Company B has focused on helping multi-

national corporations to acquire, service and retain their customers.  In doing so, 

Company B grow their business together with their clients as their market share 

expands in China.   

 

Customized solutions are the key to the success of Company B and to the business 

growth of its clients operating in the Asia-Pacific marketplace. Flexible business and 

technology service platforms are backed by a management team of professionals who 

work with each client to ensure that Call Center solutions meet the business 

development strategies of each company. 
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Customized product and services include market research and intelligence, 

telemarketing services, after-sales service delivery, customer care and quality 

assurance, and business expansion and segmentation consulting. Through its network 

of branch office Call Center locations throughout China and the Asia-Pacific area, 

Company B is well positioned to meet the growing needs of its clients worldwide. 

Their current global network includes offices in Shanghai, Guangzhou, Chengdu, 

Taiwan, Thailand and Hong Kong. 

 

On one hand, multinational corporations are slowing down their pace in business 

expansion in China, thereby leading to less business opportunities for outsourcing in 

short term.  On the other, the current economic down turn might have made 

outsourcing an attractive option to more companies as these companies look for lower 

cost, lower risk, higher productivity, or simply more flexibility.   

 

One service area that Company B is specialized in is inside sales, selling systems and 

solutions to mid-market accounts over phone.  For one of their client, they’ve built up 

a strong inside sales team to cover the mid markets of mainland China, Hong Kong, 

Taiwan, Thailand, Vietnam and Philippines.  Over last several years, they managed to 

sell hundreds of millions dollars’ worth of products to an otherwise untouched market 

segment year over year.  Even during the recent economic down turn, they still 

managed to over achieve the booking target when sales in other segments had fallen 

down significantly. 

 

"I believe that China will prove to be a good source for IT development and back 

office works." (CEO of Company B, Interview, 10
th

 April 2013) 

 

In those two areas, the language barrier can be easily overcome as more and more 

college graduates in China become well trained in technology and English reading 

and writing skills.  In fact, Company B would allocate projects that require in English 

voice services in Philippines, but allocating IT outsourcing and back office works in 

China for off-shore markets.  So far they have not faced with any direct competition 

from Indian companies. 

 

China offers a vast pool of labor.  Each year the colleges and universities graduate 

more than 6 million students.  Most industries have seen fast growth in last ten years 

thereby producing a large pool of trained and experienced work force in almost every 

area of interest.  There is, however, limited number of people who have had 

experience managing outsourced projects on either client or vendor side as BPO 

industry is still very young.  Company B has made its contribution to the industry in 

training more and more professional project and operation managers over the years 

for China market.  

 

Call center services in China will quickly grow to a major service sector as domestic 

market continues to grow and the consumers are getting used to good customer 

services.  Like what had happened in United States and other developed countries, 

companies will continue to explore opportunities to either lower operation costs or 

improve service qualities.  The costs in first tier cities are becoming too expensive for 

many of the call centers.   

 



Born Globals in China: The Reasons of Their Emergence 

31 

"I believe that we’ll be seeing a migration of call centers from first tier cities to 2nd or 

3rd tier cities in the next few years." (CEO of Company B, Interview, 10
th

 April 2013) 

 

  Moreover, the new Labor Law which took effect since 2008 has drastically increased 

the costs and risks of employing people.  More and more companies will realize that 

by outsourcing the call center services to a professional vendor, not only the service 

qualities will improve significantly, but also the challenges, risks, and potentially 

costs will be reduced, particularly when that vendor is willing to migrate the services 

to 2nd or 3rd tier cities.   

 

 

  



Born Globals in China: The Reasons of Their Emergence 

32 

5 Analysis 

This chapter will analyze the findings from the interviews and 

compare them to the theoretical framework. This is done in two 

independent case analyses and at the end we combine our findings 

and generate our model.   
 

 

5.1 Company A – Within Case Analysis 

 

As the Vice president of Company A, mentions in his interview, his firm aims in 

employing and appointing managers with exceptional knowledge, education and 

experience that could help his organization to facilitate its global expansion. He 

outlined that this knowledge and experience will be of great importance, since these 

traits will push the firm to expand in the global environment and also secure its 

position in the market. This comes in line with Gabrielsson and Kirpalani’s (2012), 

Shuyi’s (2009) and Cui’s (2009) theory where they repeatedly highlighted the 

development capabilities of people. Gabrielsson and Kirpalani (2012) distinguished 

education and knowledge as one important factor for BG emergence not only in 

matters of new technology, but also in different business fields, such as marketing as 

the CEO highlighted. Advanced knowledge and experience in technology will allow 

his firm to create better products and attract more customers, but in terms of 

marketing it will facilitate his firm to better understand different cultures and be easily 

adjusted in foreign markets. This is the reason why Company A’s Vice president and 

his firm scans and prefers employees and managers with high education, people who 

possess at least bachelor degrees, and in some key places even more. This comes also 

in line with Wictor’s (2012) findings about focusing on the employees’ education, 

where he highlighted the importance of internal knowledge transferring, when 

employees lack specialized knowledge. 

 

On the other hand, Company A does not conform to most of the Western BG 

literature, where it has been found that BGs usually emerge due to advanced 

technology improvements, since they offer cutting-edge tech products (Andersson and 

Wictor, 2003; Madsen and Servais, 1997; Knight and Cavusgil, 1996). Company A 

mainly operates in the manufacturing industry, which confirms Shuyi’s (2009) 

findings which challenge Western research. Although BGs in the West mainly operate 

in cutting edge technology, in China the BG phenomenon can be found in other 

industries as well, usually in the manufacturing and the clothing industry (Shuyi, 2009; 

Chen at al., 2009). Furthermore, Shuyi (2009) mentioned that Chinese BGs strictly 

operate in niche markets, where they can develop, away from segments where 

colossal organizations already dominate. As the Vice president of Company A 

outlined, they began by operating in niche markets, where they were manufacturing 

small parts of the tools that companies like BOSCH were selling. On the contrary, in 

the West that is not always so. Western BGs do not strictly operate in unexplored 

environments. There have been many examples, such as POLARIS, where these firms 

just introduce a differentiated or improved product in the market. At the end, 

Company A’s Vice president mentioned the importance about designing better tools 

so they can strengthen their brand, emphasizing innovation, which come in line with 
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both Chinese and Western literature (Andersson and Wictor, 2003; Madsen and 

Servais, 1997; Knight and Cavusgil, 1996; Gabrielsson and Kirpalani, 2012; Shuyi, 

2009). Shuyi (2009) mentioned that innovation is a trait that most of the BGs founders 

in China pursue in order to improve the quality of their products, which will help 

them in their global expansion. Gabrielsson and Kirpalani (2012) include innovation 

as part of people’s capabilities development, which can create comparative advantage 

for their firms, thus strongly important for allowing them to go abroad. 

 

Beside the industry and education, the Vice president of Company A outlined another 

factor that pushed his firm to go abroad, and which confirms the findings of both the 

Western and Chinese literature. Company A’s Vice president outlined the prior 

knowledge they had from cooperating with huge, well-known firms as BOSCH and 

B&D. This cooperation allowed the Vice president of Company A and his associates 

to acquire the necessary and sufficient knowledge, which could facilitate them to 

enter international markets. This prior knowledge is also mentioned by Andersson and 

Wictor (2003) and Madsen and Servais (1997), since their research found out that the 

founders of their focal firms had either worked in other international companies 

before creating their own firms, or had greatly interacted with them in matters of 

networks or personal relations. This prior knowledge could refer to management 

issues, marketing or networks. 

 

Moreover, another very important factor for BG emergence and development is 

networking. According to the Vice president of Company A, his firm is using its 

global networks for the allocation of most suitable resources. These resources can be 

human or material. As Company A’s Vice president repeatedly mentioned they must 

locate new talent so that they can secure their global development, with people that 

understand western markets and products, and scan for preferable markets where the 

firm could exploit its resources. This comes in line with Shuyi’s (2009) theory where 

he points out the importance of BGs’ global networks both existing and new-

developed, which can facilitate these firms to obtain the most suitable resources. 

Western literature also highlights the importance of networks, but in a slight different 

way. Knight and Cavusgil (1996) outlined that the global networks will facilitate the 

firm to locate international distributors or even financiers, and Andersson and Wictor 

(2003) pointed out that these networks are essential to these firms, since they will use 

them in order to start exporting, and that they will be dependent on their networks, at 

least in the beginning of their operation. The difference between these three 

researches is that Chinese BGs use their networks in a more resource-oriented way, 

where Western BGs use them more as contacts to start selling their products in new 

markets. Madsen and Servais’ (1997) theory can be regarded as a bridge between 

these two different approaches since he mentioned that these networks can be used in 

terms of locating distributors, but also for locating the best resources in terms of 

production, marketing or even human capital. The networks of Company A were 

developed through the cooperation with the well-known, strong companies from their 

early years. Moreover, the Vice president of Company A identified a weakness 

concerning their competitors and that is their dependence on a few big customers. By 

doing so, a company cannot be flexible, which can have a negative effect on its 

operation in the future. Developing networks can help the company to minimize this 

risk, by broadening the customer pool and decreasing full customer dependence. 

Madsen and Servais’ (1997) and Andersson and Wictor (2003) also outlined this 
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positive effect that networks can have, and why they are an important reason for early 

internationalization. 

 

Furthermore, Gabrielsson and Kirpalani (2012), and Fan and Phan (2007) theories 

concerning the importance of language during the BGs’ expansion is challenged by 

our findings. Company A did not expand to countries geographically close to China or 

in countries where Chinese is a spoken language, but they started to export in Europe 

and in the US. According to the previous researchers, BGs tend to prefer countries, 

where the language is the same or where the culture is identical to the firm’s origin. 

This will facilitate the procedure of adjusting to the new environment and minimize 

the risks that cultural differences may introduce. Moreover, Andersson and Wictor 

(2003) include the importance of language and culture in the concept of 

globalization.  Company A confirms Chen at al. (2009) findings, since they expanded 

in countries with high psychic distance and started their operations in Germany, UK, 

USA and Australia. The reason was simply, as Madsen and Servais (1997) and Chen 

et al. (2009) highlighted in their research, to follow their customers. Company A had 

already identified a customer pool in these countries from its previous cooperation 

with BOSCH and B&D, which could allow it to start offering its products in these 

countries immediately.  

 

A point where Chinese literature fully aligns with The Western is concerning the 

entrepreneur/founder’s vision as a distinctive reason for the BG phenomenon. As the 

Vice president of Company A describes, their goal from the beginning was to create 

their own brand and become No.1 in their business, and for achieving this goal they 

have to become an international player in their industry. Madsen and Servais (1997) 

and Andersson and Wictor (2003) both highlighted that the founders of BGs are 

characterized by a strong will to go international. And the reason for this is that they 

perceive the global market as one market, and are not willing to stay in one only 

environment , domestically. Shuyi (2009) also confirms this, since he found out that 

the founders of such kind of firms possess international experience which acquired 

from past interactions with abroad and also pursue change. These traits lead them to 

explore new markets very fast and expand in multiple countries, rather than operating 

solely domestically. Although, the true origin of their vision lies in different roots 

compared to the Western BGs. We will discuss the interesting observation in our 

analytical summary.  

 

Another reason that enables the founders of a firm to develop it as a BG is the 

constant use of technology. As the Vice president of Company A highlighted, his firm 

aims in differentiating from its competitors by allocating different channels of 

approaching customers and offering their products by the use of internet. Gabrielsson 

and Kirpalani (2012) also mentioned the importance that technology can have during 

the company’s attempt for expansion, since through developments in communication 

technologies in this particular case, the firm will be more capable of approaching and 

attracting customers from all around the globe much easier. Even in the period where 

the use of internet was not so widespread researchers as Madsen and Servais (1997) 

succeeded in highlighting the importance of innovation in matters of locating 

distributors and also attracting customers. Even Shuyi (2009) indirect mentioned that 

Chinese BGs greatly aim in innovation and change, in doing things differently than 

others. The use of internet, as the Vice president of Company A describes it, can 
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differentiate a firm from its competitors, since it can be regarded as an alternative 

channel of selling products.   

 

Below we present a summary of what Company A described as reasons for their 

emergence. 

 

Table 5.1: Company A’s analytical summary 

Reasons of Emergence Company A 

Education At least Bachelor Degrees, in some places even 

higher and experienced in using new technologies 

Operation in High-Tech Industry Does not operate in High-Tech Industry 

Prior Knowledge Past cooperation and interaction with leading firms 

in the industry  

Networks Global networks developed from past cooperation, 

mainly resource based 

Language (in Psychic distance) Was not a factor of influence – Just followed their 

customers 

Vision Important reason for becoming BG and derives 

from their founders 

Technology Focus on communications technology – Mainly 

customer-oriented 

 

 

5.2 Company B – Within Case Analysis 

 

Company’s B CEO began his discussion about his firm’s expansion by pointing out 

the international experience and knowledge that the management team possesses was 

greatly vital and these traits were securing the firm’s internationalization and 

development. Using this knowledge and experience, the firm can easily overcome 

obstacles that can be prevented from entering unknown environments, such as foreign 

markets, especially in matters of culture. This comes in line with the findings of Shuyi 

(2009), Madsen and Servais (1997) and Gabrielsson and Kirpalani (2012) where they 

outlined the international experiences, education and development of capabilities of 

people. This can also refer to the personal background of the founder as Anderson and 

Wictor (2003) describe in their research. 

 

Unlike Western literature, though, Company B’s founders did not solely plan to 

expand globally, but as the CEO of Company Brepeatedly mentions, they wanted to 

exploit China’s emerging market benefits and develop the firm mainly domestically, 

but due to fierce competition with existing big organizations, his firm was forced to 

go abroad otherwise they would not be able to develop. Their plan was to go abroad, 

develop their company as a strong actor in the industry, and then re-enter the Chinese 

market and take advantage of the emerging market. Company B challenges the 

Western literature which regards the vision of the BG founders to be one of the primal 
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reasons for early internationalization, and not a necessity to help them re-enter their 

domestic market.  

 

Another reason, which is mentioned in the Western literature that is not confirmed in 

this case, is language. Gabrielsson and Kirpalani (2012), and Fan and Phan (2007) 

concluded that BGs prefer to expand in countries with similar language, but according 

to Company B CEO’s sayings, language is not considered as a factor that they pay 

attention to. As the CEO of Company B continues, many people speak English 

nowadays, and in the future English fluent speakers will be increased, which will 

erase language barriers. So, Western literature is challenged concerning this factor as 

a reason for BG internationalization, but is confirmed about the importance of culture 

(Anderson and Wictor, 2003), since Company B expanded in markets similar to the 

Chinese. 

 

Prior knowledge was also critical for the internationalization of the Company B. Its 

CEO realized that the customers of the markets that he entered had the same needs as 

in China. So, he chose to expand in these specific countries to follow his customers. 

This confirms Andersson and Wictor (2003) and Madsen and Servais (1997) findings, 

where they highlighted the dependence that BGs may have during their early years of 

expansion. The CEO of Company B outlines again, that by following customers with 

similar needs with China could facilitate him scan for preferable places for expansion, 

but also help him develop his firm in such a degree, where it could become strong and 

capable of re-entering the domestic market. Moreover, as the CEO of Company B 

identified, many huge companies in China, and from the rest of the world, aim in 

outsourcing some of their services, since labor costs increase, in China as well. So, in 

order to attract these big customers, Company B established subsidiaries in countries 

with much lower labor costs to benefit from this situation. 

 

Below we present the analytical summary of Company B. 

 

Table 5.2: Company B’s Analytical Summary 

Reasons of Emergence Company B 

Education High education, especially for the management team, and 

international experience 

Operation in High-Tech Industry Does not operate in High-Tech Industry 

Prior Knowledge Past operation and work in the industry allowed the founder to 

scan for new markets 

Networks Not particular – Just identifying markets with similar customer 

needs with theirs 

Language (in Psychic distance) Was not a factor of influence – Just followed their customers 

Vision Important reason for becoming BG and derives from their 

founders 

Technology Focus on technological advances to decrease costs 
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5.3 Cross-case Analysis 

 

After analyzing the findings concerning these two companies, we identified the 

following reasons that led them to go international; the education of their founders 

and employees, the prior knowledge that they possessed, their global networks, their 

vision and technology. Moreover, we realized that factors as the language (of psychic 

distance) and the type of the industry did not have an effect on their 

internationalization, which challenges the findings of the Western literature. 

 

As a starting point of this summary, we chose to deal with the vision of these 

companies and develop it further, so that we present a clear difference that was found 

compared to the Western BG approach. Although these two companies had a vision to 

go abroad, this was not their primal purpose. In Western literature, it has been clear 

that due to the small domestic market, these firms choose to internationalize very 

early in order to find a more conducive environment for further development 

(Gabrielsson and Kirpalani, 2012; Andersson and Wictor, 2003; Madsen and Servais, 

1997). According to these two companies, though, their primal aim was in starting to 

operate in their domestic market, but due to the existence of many complexities and 

fierce competition in the Chinese market, they were forced to find an alternative way 

to develop. So, becoming BGs was a push factor since they couldn’t compete with the 

big dominant firms inside of China. They changed their primal aim to becoming BGs 

and internationalize very early, so that they could find other, more fertile environment 

for development, which could lead them to become very strong in the future and 

turning them capable of re-entering the Chinese market and benefiting from its 

booming and growing size. In summary, their vision is to become BGs, strive to 

develop and become a strong player in their industry so that they can return in the 

Chinese market and exploit its benefits. 

 

Another reason that these companies internationalized very early was mainly the 

education of their founders, but also of their employees. Both CEOs outlined that high 

education resulted in advanced knowledge, which together with international 

experience could facilitate the firm to follow its internationalization plan. Advanced 

knowledge do not only refer to familiarity with advanced technology, but also with 

different fields such as marketing and management. Innovation is also included here, 

since education increases the ability to develop innovative products and innovative 

strategies for better approaching the customers in multiple countries with homogenous 

needs, thus securing smooth internationalization process.  

 

Prior knowledge was also an incentive for these firms to internationalize in a very 

early age. They already possessed their knowledge from previous cooperation with 

multinational companies in many different countries (in Company A case) and by 

identifying customers’’ needs while attempting to establish a stable position in their 

domestic market (in Company B case). This prior knowledge allowed these firms not 

to enter new markets completely unaware of the situation there, but being prepared of 

what they will face. The reason of possessing prior knowledge has been highlighted in 

both the Western literature, but also by Chinese researchers. 
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Language and focus on the high tech industry were not found to affect the early 

internationalization of these firms. In our study, we settle 'language' with culture as a 

sub factor of psychic distance. The culture and Chinese language did not help the BGs 

fonder so much. Both companies expanded in markets that were quite different from 

their domestic simply for following their customers. Psychic distance did not matter 

in their expansion procedure. Moreover, as Chinese literature showed, these 

companies did not operate in the high tech industry, rather in the manufacturing and 

service industry.   

 

Technology was also a reason for early internationalization, especially 

communications technology and the internet. New technology could decrease costs 

and also allow broader customer approach. Customers could be attracted and later on 

supplied with their purchased products much easier, which could facilitate the firm for 

early development. This comes in line with both the Western and Chinese literature, 

where technology plays a significant role. 

 

At the end, networks had also a significant impact on going global. In the case of 

Company A, these networks were developed through their cooperation with well-

known leading Western companies in the industry and helped them to not only locate 

the most suitable material resources, but also human resources. Educated employees 

and people with experience in both their fields and the western environment were the 

company’s primal target for their internationalization. Company B was also based on 

its networks, although in a lower degree, to locate suitable markets in the East for its 

expansion. In both companies, we can say that the networks were more customer-

oriented, since they were using them to follow their customers. 

 

The table below will summarize our analytical findings. 

 

Table 5.3: Analytical Findings 

Reasons of Emergence Company A Company B 

Education At least Bachelor Degrees, in some 

places even higher and experienced 

in using new technologies 

High education, especially for the 

management team, and international 

experience 

Operation in High-

Tech Industry 

Does not operate in High-Tech 

Industry 

Does not operate in High-Tech 

Industry 

Prior Knowledge Past cooperation and interaction 

with leading firms in the industry  

Past operation and work in the 

industry allowed the founder to scan 

for new markets 

Networks Global networks developed from 

past cooperation, mainly resource 

based 

Not particular – Just identifying 

markets with similar customer needs 

with theirs 

Language (in Psychic 

distance) 

Was not a factor of influence – Just 

followed their customers 

Was not a factor of influence – Just 

followed their customers 

Vision Important reason for becoming BG 

and derives from their founders 

Important reason for becoming BG 

and derives from their founders 

Technology Focus on communications Focus on technological advances to 
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technology – Mainly customer-

oriented 

decrease costs 

 

 

At the end, we want to add that these two companies fully fit our chosen definition. 

We defined BGs as the firms that their entrepreneur/founder’s vision and strategy is to 

go abroad after their inception, perceiving the world as their marketplace and start 

exporting after eight years. These two firms started internationalizing five years after 

their inception and their vision was to go abroad and start operating in foreign markets 

very early. The reason why these firms needed more time to go abroad than their 

Western counterparts was that they aimed in remaining in the domestic market to 

exploit the opportunities that its rapid development presented. Since it became 

difficult for them to do so due to the fierce competition with dominating companies 

and the complicated political environment, they changed their strategy and went 

abroad to get developed and being able to re-enter the domestic market. They used 

internationalization for returning to China. 

 

 

5.4 The Model of BG emergence in China 

 

The findings of this research generate this model for Chinese BGs, which stands for 

that Chinese BGs follow the developing route between domestic market and global 

market motivated by the company’s vision. Some specific factors influence this 

business approach during four period of achievement.  

 

Stage One: Local Development 

Vision I Developing 

Driven Factors 
Market Size 

Low Manufacturing Cost 

Challenge Fierce Competition 

 

Stage Two: Globalization 

Vision II Seeking Strategic Resources 

Driven Factors 

Prior Knowledge 

Education 

Network 

Technology 

Result 
Growth 

Global Reputation 

 

Stage Three: Back to Domestic Market 

Vision III Market Leader 

Driven Factors 

Market development 

Low Manufacturing Cost 

Government Support 

Global Reputation 

 

Figure 5.1: BG emergence in China 
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Like the other companies, the target of these BGs was to develop; however, the 

MNCs in their industries restrict them not only by market share also by resource. At 

the first stage, these BGs live on low profit trading business and receiving few 

contracts from global leaders. Meanwhile, through several years of business, these 

BGs learnt a lot about the global market and prepared enough experiences which 

consists their prior knowledge leading them to try first step to go abroad by them.  

 

Thanks to their high education degree and prior knowledge about internationalization, 

these BGs had already built many networks directly to the retailers and potential 

customers. On the globalization stage, they tried to get away from their former 

business gradually and walked forward to their own business with owner brand. In 

this period, they could face to the need from customer directly instead of from their 

purchaser. Rising price, expanding product ranges, and establishing subsidiaries made 

them get more profit. After a long-term globalization, these BGs increased their 

global market share by integrating the low cost from the factories and employees in 

domestic market and the new technology from the whole world. In the growth period, 

these BGs started to be involved in the top list of their industries, because they took 

advantage of the resource-orientated strategies. 

 

At that moment, these BGs had almost get rid of the restriction from their competitors. 

They were seen as the new market leaders, which attracted the attention of the 

government. In this period, they only focused on the development and capacity of the 

market. The western countries ware suffering from the economy crisis, so these BGs 

came back to domestic market as the new leader supporting much from the 

government and concentrated their local strategies in their home land. 

 

If we compare our model to the Western literature, the first big difference is that the 

model is round. This roundness describes the different vision that Chinese BGs have 

from their Western counterparts. In the West these companies go abroad just because 

the domestic market is very small for them and they need to expand in the global 

market to grow (Anderson & Wictor, 2003; Madsen & Servais, 1997; Gabrielsson 

&Kirpalani, 2012), but in China we found out that going global is just part of their 

final vision, which is to re-enter their domestic market as a strong, grown company 

and start operating in it again by having the government at their side, which could 

secure its further growth in the Chinese developing market. Education, prior 

knowledge, technology and networks were found to be of similar great importance as 

in the western literature. On the other hand, one element that was raised from our 

analysis is that their growth is also facilitated by the low costs that exist in China. The 

Chinese BGs can compete in the global market much better since they have access to 

materials and sometimes human resources, which are much cheaper than the ones 

from their global competitors, thus allowing them to have a competitive advantage.  
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6 Conclusions 

In this chapter we will summarize our findings from our analysis, 

followed by the theoretical and practical implications. At the end, 

we suggest ways for future research.   
 

 
6.1 Summary of the findings 

 

Our aim was to identify the reasons of emergence of the Chinese BGs. After 

conducting our interviews with the two companies, which operate in the 

manufacturing and service sector, we concluded that the main reason they 

internationalized very early was to become developed and strong, so that they can re-

enter their domestic market. Their true vision is to go abroad and begin to operate in a 

less hostile environment than the one in China, where the big companies dominate the 

market and the government does not support new entrants. Inside this market they 

have to face many difficulties and overcome many obstacles, which most of the time 

lead to their demise. They go abroad where the environment is more fertile for their 

operation. They stay there until they become strong and when they reach to a desired 

level of development, they re-enter the Chinese market. The reasons why they enter 

back to the domestic market is of course its rapid and constant development and the 

government support they will have, since the Chinese government always tends to 

help the Chinese big companies. This government support will facilitate them to 

better operate in the huge, emerging domestic market, exploit its benefits and secure 

its position there. So, in conclusion their vision is one of the most important reasons 

and factors, and is developed much differently than showed in the Western literature, 

where companies just expand very early due to the limited and small domestic market.  

 

In addition, beside the vision of their founders which is described above, these firms 

showed more reasons concerning their rapid internationalization. We found out that 

factors such as the education, prior knowledge of the entrepreneurs/founders, 

technology and their global networks were also reasons that pushed them to go abroad 

as well. Education was referred to both the entrepreneurs/founders and their 

employees and their prior knowledge were based on previous cooperation they had 

with other international companies, but also from knowing the industry of low 

psychic distance countries. Technology facilitated their rapid internationalization 

mostly due to technological improvements in communications, while global networks 

mainly referred to contacts with clients and distributors from other countries that they 

develop while operating there as subcontractors. These factors came in line with both 

Western and Chinese literature, except maybe the education, where only Wictor (2012) 

outlined its importance concerning the employees as well and not only of the 

entrepreneurs/founders of these firms.  

 

At the end, we found out that reasons such as the similar language and the strict focus 

on high-tech industries were not confirmed. Western literature highlighted that these 

reasons played also an important role for rapid internationalization, although the 

companies we interviewed were not affected by them. Company A started its 
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internationalization in Europe and in the US, while Company B used English to easily 

overcome this obstacle. Moreover, both of our companies cannot be regarded as 

operating in high-tech sectors, rather in the manufacturing and service industry 

respectively.  

 

 
6.2 Implications 

 

6.2.1 Theoretical Implications 

 

As we mentioned before, we identified a gap in the BG literature concerning China. 

This gap referred to the BG phenomenon in general, but also to the reasons of the 

emergence of such firms (Shuyi, 2009). Our paper aimed in filling this gap by 

offering more information on under which reasons these firms emerge. Our findings 

may develop the BG literature, at least in the area of China, and confirm or challenge 

other existing theories. 

 

Our paper confirmed the western literature in many points, but also provided new 

information about the vision of these companies in China. We showed that going 

abroad is not their only vision, but only part of it. Their true vision is to go abroad, get 

developed and become strong so that they can re-enter their domestic market. This 

finding proved that there may be other reasons too that push these companies to go 

international and that these reasons may serve as intermediates for fulfilling other, 

underlying purposes.  

 

Moreover, education has been found to influence the early internationalization of 

these firms not only as a trait of the entrepreneurs/founders, but also of their 

employees. These firms aimed in employing educated employees as well, something 

that is not mentioned in the western literature where only the high education of the 

entrepreneurs/founders is highlighted. This may help academics to understand why 

these firms achieve in internationalizing so early while operating in such a turbulent 

environment. 

 

 

6.2.2 Managerial Implications 

 

Our paper investigated the reasons why some Chinese firms decide to internationalize 

very early after their inception. As we highlighted, research in this field is still limited, 

so our paper can offer more information and enrich today’s literature, by filling some 

gaps in it. Besides these theoretical implications, which will be presented in the next 

part, our paper can have also practical implications. Businessmen and managers can 

get information on how the founders of these firms think and act, and which traits 

characterize them. Businessmen that aim in starting cooperation with such firms will 

have a better idea on how these firms interact and where they pay more attention, in 

matters of networks for example. Furthermore, managers that will join these firms 

later on during their internationalization process will also have a better view on why 

these firms became BGs and how they will continue their expansion. This way, future 

managers will know how these firms will proceed and will be able to act proactively 
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and spot potential weaknesses and threats that could harm the company or identify 

strengths that have to be emphasized in order to help the firm develop even further. 

 

Moreover, this paper can also help financiers to get a better view on how these firms 

act and behave in their environment, which can facilitate their decisions on whether 

they should invest on these firms. We have to point out, though, that all of these 

factors that we found out in our model may change over time, so managers and 

financiers must be able to adjust in the new designed reasons. For example, 

technology may become an even stronger reason than global networks since firms 

may be capable of internationalizing simply through internet.  

 

 

6.3 Further Research 

 

Our paper investigated the reasons of emergence of the BG phenomenon in China. 

Due to time limitations, we were able to only research two companies. For future 

research, a wider range of companies should be investigated in order to increase the 

reliability of this kind of studies, but also to see whether additional reasons may 

emerge. Moreover, more studies should be conducted in different industries, since this 

way more reasons may be identified. It would be also interesting to identify whether 

some companies switch in operating in different companies than their primal one. As 

Shuyi (2009) mentioned in his paper, many of these firms started operating in the 

textile industry, but during their internationalization they began to operate in high-

tech industries as well, or even jump to a completely new industry. Although this did 

not happen to our companies, it is very possible that they may do that in the future, 

especially the manufacturing company in case of vertical integration. 

 

Moreover, deeper research concerning these reasons should also be made. Future 

research can further investigate, for example, in which fields’ technology actually 

influences the internationalization of these firms; in production, distribution or 

communications. The same can be done for the global networks and the prior 

knowledge. Future researchers should study whether these global networks are more 

client-oriented or resource-oriented and whether prior knowledge originates solely 

from the founders or also their employees. The same research can be done in matters 

of education as well to identify whether the education of the founders is more 

important or whether high education of the employees can also play a significant role 

for early internationalization. 

 

On the other hand, future researchers should also keep in mind that these reasons are 

developed and change overtime. They may not always remain the same. Moreover, 

some may become less important while some others may become stronger. For 

example, recent technological developments in communications can make technology 

a more important reason for rapid internationalization than the global networks. 

Future research should recognize this imbalance and not take these reasons as granted. 

 

At the end, the constant development of the Chinese market and environment should 

also be taken into consideration. Future research should also follow the development 

in legal regulations, since the government’s influence on all firms is still very big and 

may affect some of these reasons or even create different ones.  
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Finally, further research can investigate whether the reasons that led these firms to 

become global in a very early stage remained the same after they re-enter their 

domestic market. Future researchers can study whether the importance of global 

networks or education still remains the same, or whether some of the reasons seize to 

influence them when they begin to operate domestically. 
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Appendix  – Interview Guide 

 

1. Company Background 
The history of the owner 

The history of the company 

Facts about the company 

Company products 

Market share in the domestic market 

 

2. Entrepreneur and Management Team 
What was your background before you start your business? Any pre-

existingworkexperiences?International experience? 

How much risk were you willing to take? 

How important are yourdecisions?Areyou the one with absolute power? 

How do you think the importance of entrepreneurship? 

What is the existing management position structure and ways of communication?  

 

3. Networks 
Did you get some international order before you start to globalize? And how to 

achieve? 

Why were existing contacts in that country used? 

Who makes the most important role between your international networks? Between 

Customers, Suppliers, Financiers 

Which networks were more important? Personal, Institutional or Both?Local, Global? 

How much important are Networks for the firm’s future? 

How does communication with other cultures help in developing the firm?Define the 

resources 

 

4. Product (Service), Market, andIndustry 
Do you possess a strong and innovative product? 

Where does the firm aim in?Niches, traditional areas? 

What factors are important to be taken into consideration? Growth rate, type of 

products, profit  

Would the firm switch industries to follow or attract new customers? 

How does the competition affect the firm? 

 

5. Globalization and Growth Path 
(1) The history of internationalisation 

How much does the firm aim in the domestic market?Why? 

Which export rate is aimed? 

Who took the first step internally? Why? 

What did the organisation look like at that time? 

Level of language knowledge of employees? 

Employees’ supplementary knowledge? 

When was the board activated? 

What did the product look like? 

Did the company have any previous exports? 

(2) What has happened over time? Internationalisation process. 
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Who took the decision? 

Was any market investigation carried out? 

Which resources were used (financial and staff)? 

Choice of distribution channel? 

Were investments needed? Which sort? 

The price level in the new market? 

Have you used ‘piggy-backing’? 

Have you had any other difficulties with deliveries over time? 

Problems with local approval? 

Has the executive group’s competences changed over time? 

(3) What does it look like today? 

What is your market share today? 

What does your organisation look like today? 

What does your domestic organisation look like today? 

Has the staff’s competences changed? 

In which networks are you now established? 

Do you have any need to work with internal marketing? 

How long did it take to make a profit in the new business? 

The control and governance situation? 
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