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Abstract 
This research aims towards gaining a deeper understanding in how a manager’s 

previous experience influence which foreign entry mode chosen by a Swedish SME, 

where the manager acts as the decision-maker. Interviews were held with managers 

from different Swedish firms in order to collect empirical data that thereafter were 

analysed. In order to get a deeper understanding as to how the experience influenced the 

choice of entry mode, a qualitative research were implicated. The theory is based upon a 

conceptual framework where the managers previous experience is divided into 

educational background, international experience and position tenure. Furthermore, the 

conceptual framework includes the Uppsala Model, which the thesis is based upon, and 

entry modes as this is where focus lays. From the conceptual framework, the empirical 

findings and analysis is structured as a combined chapter. Based on the theory, 

empirical findings and analysis, a conclusion is presented, with the aim of answering the 

research question and also to fill the research gap regarding how a manager’s previous 

experience influence the choice of entry mode for Swedish SMEs. That a manager’s 

previous experience influenced was understood, however, that international experience 

influenced the choice to a higher extent is presented. An additional main implication is 

how the manager could be placed in line with the Uppsala Model, where the choice of 

entry modes can vary and incrementally shift to another entry mode as a manager gain 

experiential knowledge.  
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1 Introduction 

Firstly, in this chapter an introduction and background of the study will be presented. 

Thereafter, a problem discussion which has been concluded in order to show the 

relevance of the topic and explain why there is a need for additional research then 

follows. Lastly, our research question and purpose will also be presented to the reader in 

this part of the thesis, along with an outline of the study.  

 

 

1.1 Background 

Globalisation is defined as a historical process driven forward by advancements in 

technology and human innovation (Imf.com, 2008). The phenomena has been taking 

place for over a century, however the speed has increased substantially during the last 50 

years (Bbc.co.uk, 2017). The process stems from removal of barriers that are separating 

countries, leading to increased interconnection and interdependency between nations and 

stimulation of international trade (Hamilton and Webster, 2015). Thus, making it possible 

for firms to more easily expand across country borders and explore new opportunities in 

overseas markets (Mourdoukoutas, 2011; Hamilton and Webster, 2015). The process of 

expanding a firm across geographical borders and increasing involvement in international 

business is defined as internationalisation (Johanson and Vahlne, 1977; Welch and 

Luostarinen, 1988). Zain and Ng (2006) argue that most firms operating in domestic 

markets will attempt to expand internationally in order to spur firm growth and to remain 

competitive since “in the long run it is probably more risky not to internationalise at all” 

(Ricart and Llopis, 2015; p.1). This is considered being significantly important for firms 

operating in small home markets (Jakobsson, 2007). 

 

Furthermore, the Swedish market is considered as a small market and domestic firms are 

frequently pushed to search for growth opportunities and expand to markets across the 

country borders (Jakobsson, 2007; Lindahl, 2016). Franko (1989) even states that failing 

to internationalise might lead to firms losing their competitiveness, which is seen to 

especially affect SMEs (small- and medium enterprises). George et al. (2005) agree with 

Franko (1989) and highlight the importance of internationalisation for Swedish firms due 

to the smallness of their home market. 

 

Moreover, Swedish firms have been active in international markets since the late 19th 

century (Swedenabroad.com, 2017) and since then, the Swedish economy has been 

increasingly dependent on international trade (Jakobsson, 2007). Firms such as IKEA, 

Volvo and ABB are just a few examples of firms that have successfully managed to carry 

out their operations on an international level, turning into large global corporations 

(Swedenabroad.com, 2017). Although these corporations are the most recognised global 

Swedish businesses (Business-sweden.com, 2017), MNEs (multinational enterprises) 

represent only 0,1% of the firms in Sweden, whereas SMEs account for 99,9% 

(Holmström, 2017). This indicates that Swedish small- and medium enterprises play an 

important role in the economy and that they have a significant impact on employment 
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within the country (Holmström, 2017), and according to Tillväxtverket (2014), SMEs 

account for approximately 65 % of the total employment in Sweden. 

 

Even though it is more common for large enterprises to carry out their operations in an 

international arena, globalisation has also made it possible for small- and medium sized 

firms to internationalise (Ricart and Llopis, 2015). Rothwell and Zegveld (1982) highlight 

that SMEs contribute to a beneficial balance in economic power, as well as having a 

favourable impact on employment. Moreover, the World Bank (2015) points out the 

increasingly important role of SMEs in a majority of economies. In a European context, 

SMEs are defined based upon two factors; the number of staff within the firm and the 

balance sheet total or the turnover (Ec.europa.eu, 2009). The ceiling of staff employed 

in order for a firm to be classified as an SME is 249 with a turnover less than 50 million 

Euro or a balance sheet total of no more than 43 million Euro (Ec.europa.eu, 2009). 

 

The decisions regarding internationalisation is notably important for SMEs as they tend 

to have more limited financial resources, geographic scope and international experience 

in comparison to MNEs (Barringer and Green, 1998; George et al., 2005). Therefore, the 

decision on how to enter a foreign market is a crucial first step in the internationalisation 

process (Hollensen, 2011). Thus, since the choice of entry mode is one of the most 

important strategic decisions (Agarwal and Ramaswami, 1992). An entry mode is defined 

as “an institutional arrangement for the entry of a company’s products and services into 

a new foreign market” (Hollensen, 2011; p. 320). Cavusgil et al. (2013) further categorise 

entry modes into three different types; trade-based entry modes, contract-based entry 

modes and lastly investment entry modes. 

 

Investment modes – referred to by Hollensen (2011) as hierarchical modes – are the entry 

modes where “the firm owns and controls the foreign entry mode” (Hollensen, 2011; p. 

386). Cavusgil et al. (2013) provide examples of investment modes including; mergers, 

acquisitions, joint ventures and wholly owned subsidiaries. The contract-based modes 

differ from the investment modes since they do not involve full ownership (Hollensen, 

2011). This category includes franchising, licensing, turnkey projects, contract 

manufacturing and subcontracting etc. (Hollensen, 2011; Cavusgil et al., 2013). Lastly, 

the trade-based modes include direct export, indirect export and cooperative export. 

Trade-based entry modes are the most common foreign entry modes used by firms 

entering new markets and it involves products that are manufactured in the home country 

or a third country and thereafter distributed to a host country (Hollensen, 2011; Cavusgil 

et al. 2013). 

 

When deciding which mode that would be the most suitable choice of foreign entry 

someone needs to initiate it; a decision-maker. A strategic decision, such as the choice of 

entry mode, is most often and commonly made by the person who is the highest ranked 

amongst staff in a firm (Investopedia.com, 2017), which in this study is defined as the 

manager. In SMEs, a manager tends to have a broader insight into the firm and makes 

decisions on a lower level as well (Investopedia.com, 2017). Additionally, a manager also 

has other responsibilities within a firm, he or she is the one that owns the vision and bears 
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the responsibility for making good decisions (Trammell, 2014). In order to make 

decisions in an international context, managers need to explore international markets in 

search for gaps (Buckley, 1996). Another responsibility for managers is the firm 

performance, which includes firm transformation and growth (Trammell, 2014), where 

making the transformation meaningful and also building the team (Carolyn et al., 2007). 

Additionally, the performance of a firm is in an international context highly related to the 

manager and to his or her behaviour (Jones and Coviello, 2005). 

 

Due to the central role that managers have in regards to the decision-making in SMEs, it 

is also important to understand the impact and influence they have on the firm’s 

internationalisation process. As early as in the 1980’s, Reid (1981) acknowledged the 

importance of the managers behaviour focusing on their previous experience and the 

impact experience has on decision-making. This is being exemplified by Claes Haraldson 

who is the manager of Tooltech, a Swedish SME active on a global market. He stressed 

previous experience being favourable and important when expanding Tooltech outside 

the domestic market (Oskarsson, 2017). 

 

When entering a foreign market, an entry mode needs to be chosen and there are several 

factors which can and will influence a manager’s decision (Ravelomanana et al., 2015). 

Garnier (1982) argues for the importance of educational background, whereas Brouthers 

and Nakos (2005) emphasise previous international experience and Jaw and Lin (2009) 

and Hambrick and Mason (1984) discuss position tenure and experience within the firm. 

Thus, these three aspects will be the focus of this study and how they will influence a 

manager’s choice of entry mode for a firm expanding outside the domestic market, in this 

context a Swedish SME going abroad.  

 

1.2 Problem discussion 

The possibility to expand internationally is of great importance for both large and small 

firms, especially when striving for growth (Barringer and Greening, 1998; Lu and 

Beamish, 2001). However, the international business environment has been dominated 

by MNEs for a long time (Knight and Kim, 2008; Kauppinen and Juho, 2012), which 

have been reflected in the research regarding international business (Fernández and Nieto, 

2006; Musteen et al., 2009). Moreover, Rasheed (2005) and O’Cass and Weerawardena 

(2009) state that there has been an increasing interest in the internationalisation of SMEs 

in recent years, and Reynolds (1997) and Ruzzier et al. (2006) argue that it is because of 

the impact SMEs has on economic growth and support the need for additional research 

of SME internationalisation.   

 

A key concept in international business and internationalisation is the choice of entry 

mode when expanding to a new foreign market (Brouthers and Hennart, 2007; Bruneel 

and De Cock, 2016). Both Laufs and Schwens (2014) and Bruneel and De Cock (2016) 

noted that the majority of research discussing the choice of entry mode focus on MNEs, 

and additional studies aimed to examine entry mode in an SME context is necessary. This 

because SMEs have different characteristics and more limited resources, which are likely 
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to influence the choice of foreign entry mode into a new market (Laufs and Schwens, 

2014; Brouthers and Nakos, 2004). Ripollés et al. (2012) suggest that limited resources 

may restrain SMEs from choosing entry modes that require strong commitment of 

resources, such as wholly owned subsidiaries and prefer trade-based or contract-based 

entry modes. However, others (e.g. Yap and Souder, 1994; Nakos and Brouthers, 2002) 

agrue that SMEs, which are able to serve a small niche market might encourage usage of 

investment entry modes, such as joint ventures and wholly owned subsidiaries. Also, 

Maekelburger et al. (2012) highlight that SMEs with previous international experience 

are capable of opting for an entry mode with a higher degree of commitment. Finally, 

Carlos Pinho (2007) and Chang (2008) state that MNEs and SMEs differ in terms of 

management characteristics and ownership structure, and that those differences are likely 

to influence the of strategy of foreign entry. In regards to these differences, the need for 

research on the choice of foreign entry modes in an SME context is necessary and needed 

(Rasheed, 2005; Hollender et al. 2017). 

 

Moreover, the choice of foreign entry mode is therefore considered as one of the most 

important strategic decisions for a firm during the internationalisation process (Dow and 

Larimo, 2011; Ahi et al., 2017). The process should be assumed to be intentionally 

influenced by a firm’s manager, who has direct impact on the choice of entry mode 

(Hutzschenreuter et al., 2007). Hutzschenreuther et al. (2007) further note that this kind 

of research is lacking within international business. On the other hand, Laufs et al. (2016) 

argue that a manager does not make all decisions in complete isolation and that other 

factors influence this decision-making process. Those factors could be both 

organisational and environmental, such as expectations from shareholders, the 

international experience of the firm (organisational), political conditions and competition 

in the host market (environmental). Yet, a contra argument poses the manager as the key 

decision-maker in most SMEs (Fernández and Nieto, 2006; Hutchinson et al., 2006; 

Lloyd-Reason and Mughan, 2002) and that they therefore should be considered to be 

accountable for decisions such as the choice of entry modes (Hutchinson et al., 2006). 

 

Herrmann and Datta (2002) suggest that a manager’s background and experience can be 

considered and studied as important factors affecting the choice of entry strategy. Daily 

et al. (2000) discovered that previous experience of a manager is advantageous for a firm. 

In contrast, Roth (1995) found no relation between the managerial background and choice 

of entry mode. Nonetheless, both studies are based on specific sectors and countries, 

which provides the indication that results might vary depending on where and in which 

industry the research was conducted. 

 

Moreover, Reuber and Fischer (1997) suggest that managerial background is impactful 

and they emphasize the importance of the degree of international experience obtained by 

a manager. In opposition to Cavusgil’s (1984) argument regarding experience of one 

specific chosen host-country, Nielsen and Nielsen (2011) highlight the value of overall 

international experience in the search for the most suitable mode of foreign entry. It is 

suggested that greater market knowledge aquired, can reduce uncertainty during the 

internationalisation process (Johanson and Vahlne, 1977). Also Reid (1981) stresses the 
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importance of internationally experienced managers, especially the impact the experience 

has during the decision-making process.  

 

Besides international experience, there are additional aspects that can be included in a 

manager’s previous experience. Central for decision-making is, according to Garnier 

(1982), previous academic experience. On the contrary, Brouthers and Nakos (2005) 

argue that the educational background is not as important as Garnier (1982) implies. In 

fact, the experience gained from working or from the designated firm can compensate for 

the lack of formal education (Brouthers and Nakos, 2005). McCall (2004) points out the 

importance of the manager being able to capture the acquired experience and use it when 

making future decisions. Also, considered as an influencing factor to the choice of entry 

mode, included in previous experience is a manager’s position tenure (Herrmann and 

Datta, 2002; Hambrick and Fukutomi, 1991). It is further argued that if a manager has a 

more limited amount of position tenure, they are more likely to stick with what they 

already know and choose less risky strategies and opt for entry modes that provides less 

risk such as trade-based ones (Herrmann and Datta, 2002; Hambrick and Fukutomi, 

1991). Whilst the longer the position tenure, the more willing would a manager be to opt 

towards more risky strategic decision since they have been able to gain more knowledge 

and experience, and chose investment based entry modes (Herrmann and Datta, 2002). 

Increased position tenure is in general allowing a manager to make riskier choices due to 

increased confidence (Reger et al., 1997). 

 

Laufs et al. (2016) further discusses the importance of previous experience in the 

decision-making process, making a connection between experience and a manager’s 

personal life, willingness to take risks and how information is processed. Managers who 

themselves state that they are innovative and are positive towards change are often related 

to an increasing performance of a firm (Blackburn et al., 2013). Especially, in regards to 

firm performance, when a manager receives salary based on short-term performance they 

have a lower willingness to take risks, whereas managers who benefit from long-term 

revenues are more likely to aim for entry modes that provide higher degrees of control 

(Musteen et al., 2009). 

 

Subsequently, there is need for further research exploring the role of managers’ 

experience in the choice of entry mode (e.g. Nielsen and Nielsen, 2011, Herrmann and 

Datta, 2002). Herrmann and Datta (2002) highlight the importance of additional research 

on how a manager can influence the choice of entry mode, in other than a U.S context. 

Moreover, the majority of research concerning the internationalisation process examines 

large MNEs, even though SMEs are increasingly important and influential, therefore 

contribution in regards to SMEs is needed. 

 

This study will focus on Swedish SMEs based on two reasons: the lack of this research 

in markets other than a U.S context and additionally, Swedish SMEs trend to opt for 

international expansion because of a small domestic market (Agndal and Chetty, 2007). 
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1.3 Research question 

After defining the problem and conducting a problem discussion the following research 

question has been formulated;  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

1.4 Purpose 

The purpose of this thesis is to explore and learn how the manager’s previous experience 

can influence the choice of foreign market entry mode. Since the foreign entry strategy is 

an important part of the internationalisation process, it is necessary to get a deeper 

understanding of the subject. Moreover, it is also crucial to gain a deeper understanding 

of managers and how their previous experience might differ and how those differences 

influence their choice of foreign market entry. 
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1.5 Outline  

  

Chapter 1

• Introduction
This chapter will present a background to the topic of the thesis, followed by 
a problem dicussion which will result in a research gap. Thereafter, the 
purpose of the thesis will be stated and finally an outline will be provided. 

Chapter 2 

• Literature Review
In the literature review, the most relevant theories regarding the topic will be 
included. The findings of  previous resarch within the area will be discussed. 

Chapter 3 

• Methodology
Included in this chapter is the reasearch approach and methods. Futher, the 
various types of data will be presented as well as the quality of research. The 
motives and choice for the methodology in this thesis will be presented. 

Chapter 4

• Empirical Findings and Analysis 
The empirical findings will present the data collected and show relevance 
in relation to the literature provided. Moreover, the data will be integrated 
with an analysis and connected to the literature review along with our own 
voice in relation to the topic. 

Chapter 5

• Conclusion
The conclusion is the final part of the thesis and will present a summary of 
the implications of the study. Moreover, the research question will be 
answered to the best of our ability and suggestions and recommendations for 
further research will be included. 

Figure 1 Outline of the thesis (Own, 2017)  
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2 Literature review 

In this upcoming chapter we will present theories, which will lay the foundation for this 

study. Firstly, the internationalisation process according to the Uppsala Model will be 

explored, followed by the various foreign entry modes. Thereafter, we will provide the 

reader with a deeper insight to the concept of the manager’s previous experience, which 

includes three different aspects; educational background, previous international 

experience and the position tenure. Lastly, a conceptual framework have been conduted 

in order to connect the theories and provide  an overview of how the theories are related 

in regards to the topic of the study.  

 

 

 

2.1 Internationalisation process  

With globalisation stimulating international trade, more domestic firms have been driven 

to search for opportunities outside their country borders (Brouthers and Hennart, 2007). 

This is applicable for Swedish SMEs that operate in relatively small home markets. 

Internationalisation is considered as an opportunity for spurring firm growth for Swedish 

SMEs (Agndal and Chetty, 2007). 

 

When discussing the internationalisation process, one of the most commonly applied 

frameworks is the Uppsala Model developed by Johanson and Vahlne (1977). The 

framework is considered to have had a large impact and influence within the field of 

international business (Welch et al., 2016). In regards to the internationalisation process, 

it is argued to happen gradually and that a firm takes incremental steps toward 

commitment in foreign markets (Johanson and Vahlne, 1977). The increasing market 

commitment made by the firm is affected by the gained knowledge about the new foreign 

market, the operations and the reduction of uncertainty. Uncertainty is according to 

Johanson and Vahlne (1977) a result of lacking market knowledge, which can occur due 

to differences in culture, language, education and business operations in foreign markets, 

also referred to as psychic distance. Furthermore, it is discussed that psychic distance can 

be an obstacle for a firm internationalising and the authors (ibid) mean that it can hinder 

the decision-making, and that therefore knowledge is crucial.  

 

Moreover, necessary for a firm that are developing their international operations is 

experiential knowledge, also suggested by Johanson and Vahlne (1977) to be the most 

important kind of knowledge. Experiential knowledge can only be obtained through 

personal experience of previous international operations (Johanson and Vahlne, 1977; 

Whitelock, 2002) and it is said to be especially relevant when connected to activities with 

other individuals, such as marketing and managerial work activities (Johanson and 

Vahlne, 1977). Obtaining experiential knowledge would also facilitate the search and 

evaluation of opportunities, finding ‘actual’ opportunities and not only theoretical ones. 

Knowledge gained through experience reduces uncertainty and can therefore increase the 

commitment of resources when a firm is about to establish in a foreign market (ibid). 
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According to Figueria-de-Lemos et al. (2014) commitment can relate to “investment in 

marketing, organization, personnel and other resources” (p. 4). Furthermore, Whitelock 

(2002) argues that experiential knowledge is of even greater importance than objective 

knowledge (which can be taught) for a firm expanding outside their domestic market, 

mainly since it contributes to uncertainty reduction and limitation of potential risk.  

 

The process of internationalisation includes several options of market entry modes, where 

export and licensing agreements are favoured by Johanson and Vahlne (1977). Entry 

modes that does not initially require a high degree of market commitment for a firm, since 

the commitment to the foreign entry should happen gradually due to increasing 

knowledge, obtained through current business activities (Johanson and Vahlne, 1977; 

Steen and Liesch, 2007). Johanson and Vahlne (1977) state that it is most common for a 

firm to first export through an agent and thereafter set up a sales subsidiary, which in 

some cases might lead to production in the host-country. Yet, the Uppsala Model has been 

criticised. Some researchers (e.g. Millington and Bayliss, 1990; Sullivan and 

Bauerschmidt, 1990) point out that not all firms internationalise incrementally, and 

instead some ‘leapfrog’ into foreign markets (Chetty and Campbell-Hunt, 2003). 

Leapfrogging implicates that firms do not increase their involvement in international 

business gradually, but rather speed up their internationalisation (Chetty, 1999) and aim 

for international markets further from the domestic market, or even move straight into the 

global market (Madsen and Servais, 1997).  

 

Johanson and Vahlne (1990) improved and developed the Uppsala Model and presented 

three different exceptions to the incremental path of market commitment (Whitelock, 

2002). The first exception including that firms that obtain larger resources are expected 

to take bigger steps in the internationalisation process (Johanson and Vahlne, 1990). 

Secondly, market knowledge might be gained differently than through experience, if the 

market conditions are homogenous and stable. The last exception regards a firm, which 

is able to generalise experience from markets with similar conditions to the current 

specific market (ibid). Although Johanson and Vahlne (1990) presented exceptions to 

their original model, Whitelock (2002) claims that “the internationalisation process is 

based on the behaviour of different actors in the firm and, in particular, on those who are 

engaged in a foreign market” (p.343).  

 

Progression within research, changes in both business environment and firm behaviour, 

which has advanced since 1977, influenced Johanson and Vahlne (2009) to develop their 

previous model. The revisited model takes into account that the business environment no 

longer is a neoclassical market, where customers and suppliers act independently, but 

should rather be regarded as a network containing a web of interdependent relationships 

(Johanson and Vahlne, 2009). Hence, insidership in relevant networks are important for 

an internationalising firm. The revisited Uppsala Model (2009) therefore have a business 

network approach of the surrounding environment for a firm internationalising. Johanson 

and Vahlne (2009) suggest that already existing relationships have a significant impact 

on which market a firm is expanding to and which entry mode to choose. Thus, since 
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trust-building and commitment are potentially established and learning is possible in 

business relationships, and these are all essential factors for a successful 

internationalisation, whilst the liability of outsidership creates uncertainty (ibid).  

 

2.2 Entry modes 

During the internationalisation process, one of the most important strategic decisions to 

make is the choice of entry mode. The mode of foreign entry is also considered as one of 

the core concepts of the internationalisation process (Agarwal and Ramaswami, 1992; 

Luo, 2000; Brouthers and Brouthers, 2001). For an internationalising SME, the manager 

plays a key-role and carry the responsibility for which path the firm will choose when 

expanding outside country borders (Laufs et al., 2016; Lloyd-Reason and Mughan, 2002). 

 

Moreover, Chang and Rosenzweig (2001) agree with the importance that the decision 

entails and also impliy that the choice can have major strategic consequences for a firm, 

since it affects its future performance (Lu and Beamish, 2001). Entering a new market is 

characterised by complexity and uncertainty, which increase the importance of a 

manager’s characteristics, such as their previous international experience, position tenure 

and educational background (Herrmann and Datta, 2002).   

 

Pan and Tse (2000) categories the entry modes as equity modes and non-equity modes. 

Non-equity modes are considered as modes of entry that do not require equity investment 

by the firm aspiring to penetrate a foreign market, whereas equity modes do (Krishna et 

al., 2002). Equity modes are further divided into equity joint ventures and wholly owned 

subsidiaries, and the non-equity modes are split into export and contractual agreements 

(Pan and Tse, 2000). Brouthers and Nakos (2004) argue that managers of small- and 

medium enterprises more often than not, tend to opt towards non-equity modes rather 

than equity modes. Thus, since SMEs often has more limited resources than MNEs (ibid). 

The classification of foreign entry modes is also discussed by Cavusgil et al. (2013), who 

have chosen to divide them into three different categories and define them as; trade-based 

entry modes, contractual entry modes and investment entry modes 

 

A crucial factor for firms expanding outside their domestic market is control (Davidson, 

1980; Anderson and Gatignon; 1986; Hill et al., 1990). The concept of control is 

considered as to what extent a firm is able to influence decision-making, systems and 

methods in the targeted host country (Anderson and Gatignon, 1986; Kim and Hwang, 

1992). For management to have the ability to impact these factors is important since it 

affects the future of the firm in the new market (Anderson and Gatignon, 1986; Chang 

and Rosenzweig, 2001). Thus, maintaining control can be beneficial for a firm, since it 

can enhance competitive advantage and increase the profits, therefore maximising the 

return (Agarwal and Ramaswami, 1992; Musteen et al., 2009). Additionally, Anderson 

and Gatignon (1986) state that “control is a way to obtain a higher return” (p.3).  
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There are different degrees of control between the different entry modes (Sharma and 

Erramilli, 2004). Low-control modes are what Cavusgil et al. (2013) refer to as trade-

based modes and contract-based modes, where the entrant is provided a low degree of 

control, most commonly on the expense of the return (Anderson and Gatignon, 1986; 

Agarwal and Ramaswami, 1992). Whereas the high-control entry modes are according to 

Anderson and Gatignon (1986) and Agarwal and Ramaswami (1992) those that can 

increase the return, thus they induce a higher potential success/failure intensity (Zahra et 

al., 2000). The modes that provide a high dimension of control are the ones that require 

an equity investment, such as wholly own subsidiaries, joint ventures and mergers and 

acquisitions (Anderson and Gatignon, 1986; Agarwal and Ramaswami, 1992; Pan and 

Tse, 2000; Cavusgil et al., 2013). Moreover,  higher control also provides a higher level 

of ownership in the foreign operations. There is an increased level of invested tangible 

and intangible resources, hence, a higher resource commitment that will influence the 

level of risk associated with the entry modes (Anderson and Gatignon, 1986; Musteen et 

al., 2009). Herrmann and Datta (2002) state that managers with a higher degree of 

previous international experience are more likely opt for a high-control entry mode, 

although they entail a higher risk. Whilst managers with no or little international 

experience opts for a low-control entry mode, which is considered to be less risky. 

 

2.2.1 Trade-based entry modes  

Trade-based entry modes are what Pan and Tse (2000) refer to as export modes. 

Moreover, Cavusgil et al. (2013) argue that the trade-based entry modes are mainly 

focusing on exporting of products and services or international purchase of resources. 

Using exporting as an entry mode implies an incremental approach towards international 

involvement and it is prefered by many firms when entering new markets, especially 

SMEs (Cavusgil et al., 2013). Johanson and Vahlne (1977) also argue for an incremental 

market commitment in foreign markets, stating that risk and uncertainty can be avoided 

by not directly investing in the host country. When exporting, a firm needs to decide 

whether to export direct or indirect to the foreign market (Cavusgil et al., 2013; Sharma 

and Erramilli, 2004). Exporting is considered as the most common form of entry mode as 

it is less risky, offers the highest flexibility and requires less resource commitment in 

comparison to contract-based entry modes and investment entry modes (Uner et al., 

2013). The difference made between the two types of export is, according to Bradey and 

Bearden (1979), the physical location of the intermediary chosen by the firm. 

 

Indirect export involves exporting through intermediaries in the home country and it costs 

less in the initial stage. However, it also comes with a risk of so called ’opportunity cost’ 

that can be a result of the intermediary having control over pricing. This because the 

intermediary bears the cost for market penetration in the foreign market (Cavusgil et al., 

2013). Direct export on the other hand involves intermediaries operating in the targeted 

host country. Using direct export can provide a firm with advantages such as a higher 

degree of control in regards to the foreign marketing plan, good will, patents and 

trademarks. Setting up direct export includes a higher degree of risk. Therefore, it is 

important for a manager to take into account the higher start-up costs and the costs 
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associated with travel, communication and hiring personnel who acquire international 

experience (ibid). 

 

Moreover, the increase in market commitment a firm would acquire when choosing to 

export directly via international intermediaries, moving from indirect export, is in line 

with the Uppsala model (1977). Hence, it is an incremental commitment in foreign 

markets, after gaining market knowledge and international experience (Sharma and 

Erramilli, 2004). Moreover, when using non-quity entry modes, firm performance can be 

increased if a manager gains more international experience since it can reduce uncertainty 

(Hollender et al., 2017).  

 

2.2.2 Contract-based entry modes  

Also categorised under non-equity entry modes are the contract-based entry modes (Pan 

and Tse, 2000; Cavusgil et al., 2013). Contract-based entry modes can be defined as 

“activities such as licensing and franchising, where the firm engages in agreements with 

international partners, enabling the partner to use their intellectual property in exchange 

for fees” (Cavusgil et al., 2013. p. 207). One aspect that could be considered as a 

drawback of using a contract-based entry mode is that the firm would lack a market 

closeness in the targeted host country, which would be provided if a manager instead 

chose an investment entry mode (Yeoh, 2004).  

 

Contract-based entry modes include licensing, franchising, turnkey projects, contract 

manufacturing and non-equity collaborative ventures etc. (Cavusgil et al., 2013). When 

entering a new market via a contract-based entry mode, a firm will be able to keep a 

certain amount of control, mainly depending on bargaining power and the terms of the 

contract. Therefore, the level of flexibility is high, the risk is limited and control can be 

maintained by the market entrant (Cavusgil et al., 2013; Brouthers and Nakos, 2004). 

However, one of the most common issues for managers internationalising their firm 

through contract-based entry modes are trust and control (Lui and Ngo, 2004). In order 

to maintain a beneficial relationship, these two factors are important to take into 

consideration. Therefore, managers should acknowledge contractual safeguards in order 

to protect their firm from opportunistic behaviour and less favourable relationships with 

foreign partners (ibid). Also, Hollender et al. (2017) agree and highlight the risk of being 

exposed to opportunistic behaviour that might occur with this type of entry mode. 

However, using a contract-based entry mode, where the control is shared between the 

entrant and a partner in the foreign market, risk would be limited between the two (Luo, 

2001). 

 

2.2.3 Investment entry modes  

While both trade-based entry modes and contract-based entry modes do not require equity 

investment, investment entry modes do. Investment based entry modes require investment 

of capital and equity ownership and may develop into mergers and acquisitions, joint 

venture or wholly owned subsidiaries (Cavusgil et al., 2013). Therefore, a manager needs 

to chose either full-ownership of the investment or part-ownership of the investment and 
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whether to set up new a new investment or acquire an existing one (Chang and 

Rosenzweig, 2001; Harzing, 2002). Full-ownership can be achieved either through 

greenfield investment or acquisitions, whereas part-ownership, also called joint venture, 

can be achieved through merging with one or more foreign actors (Chang and 

Rosenzweig, 2001; Kogut and Singh, 1988). Also, in some cases joint venture might be 

the only investment entry mode possible for an entrant because of the government in the 

host country (Chang and Rosenzweig, 2001). 

 

An equity-based entry mode provides the entrant with the highest degree of control when 

entering a foreign market, however it is also the type of entry mode that provides the 

highest risk and enables the lowest flexibility (Domke-Damonte, 2000). Lower degree of 

flexibility is also affected by the increased exit barriers, a result from a larger resource 

commitment in the foreign market, which therefore implies a larger potential loss 

(Harrigan, 1985). Moreover, if a manager opts for a firm to choose an equity entry mode, 

more gathering and processing of complex information is required (Laufs et al., 2016). 

Whilst if an entry mode with lower degree of control is used, a firm will receive 

knowledge from local partners (Herrmann and Datta, 2002). The information gathered 

will also lay ground for which entry mode that will be used in order to enter a new market 

(ibid), and a misinterpretation of the collected information will increase the risks of the 

manager not choosing the most suitable mode of entry (Agarwal and Ramaswami, 1992; 

Laufs et al., 2016). Thus, an investment entry mode require more resources than a trade-

based or a contract-based entry mode (Herrmann and Datta, 2006; Agarwal and 

Ramaswami, 1992).  
 

2.3 The manager 

There are several factors that might influence the choice of foreign entry mode, such as 

objectives of the internationalisation, size and promise of the market, competition and 

managerial knowledge (Cavusgil et al., 2013). Yet, when SMEs are expanding 

geographically, it is the manager that is considered to be the force initiating the process 

and the core of the international activities  (Uner et al., 2013; Lindsey et al., 2003). This, 

mainly because the power of the decision-making in SMEs is most likely to be directed 

to just one person (Reid, 1981). Therefore, decisions regarding the internationalisation 

process is also likely to be taken by and be the responsibility of the manager (Hutchinson 

et al., 2006; Fernández and Nieto, 2006). Additionally, what puts the manager in the 

centre is that one of the most important strategic decisions within the process of 

internationalisation is the choice of entry mode (Laufs et al., 2016) and Kumar and 

Subramaniam (1997) state that the manager is essential in the decision-making.  

 

When focusing on the manager while searching for the most suitable mode of foreign 

entry, their previous experience will have an impact (Carpenter et al., 2004) and vary 

between managers in different firms. Previous experience in the terms of these three 

aspects; education (Garnier, 1982), prior international experience (Brouthers and Nakos, 

2005) and position tenure (Herrmann and Datta, 2002).  
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2.3.1 Educational background  

An important proxy in regards to an individual’s competence and knowledge base is their 

level of education (Wiersema and Bantel, 1992). Higher level of education is considered 

to allow a manager to be more tolerant towards ambiguity, be more open-minded and 

have a solid foundation when processing information and evaluating various options 

(Hambrick and Mason, 1984; Herrmann and Datta, 2002). 

 

There is a connection between managers with higher education, such as education 

received from a university, and openness (Garnier, 1982). Because of this, managers with 

a university degree are considered to have an ambition to evaluate different alternatives 

instead of sticking to just one (ibid). Hence, managers with a university degree are 

expected to present more creative solutions to complicated problems (Karami et al., 

2006). Another aspect in regards to openness according to Herrmann and Datta (2005) is 

that a manager with a higher educational background is seen as more open-minded than 

those without. This simply because of  their tendency of being more positive towards 

new, foreign markets and to geographically expand to more markets. Moreover, it is 

suggested that a manager educated at a higher level is more likely to be able to reduce 

uncertainty due to their knowledge and capability of information processing (ibid). Their 

knowledge base and competence are additionally stated by Schlegelmilch and Ross 

(1987) to indicate a higher degree of firm success. A greater educational background is 

also related to the knowledge base in the sense that it allows a manager to thoroughly 

evaluate alternatives and therefore, decisions are made more in depth (Hambrick and 

Mason, 1984). 

 

Moreover, it is suggested by Parker and Van Praag (2012) that there is a connection 

between managers who possess a higher education and the choice of entry mode. A 

manager with a higher education is more likely to aim for setting up a new venture –

greenfield investment –rather than acquire an existing company in a high control entry 

mode (ibid). Additionally, Tihanyi et al. (2000) take the rank of the university a manager 

attended into account. It is argued that higher education from an elite school would 

increase the international operation in comparison with managers with degrees from 

lower ranked universities. Also, it is more common for a manager that possess a university 

degree to aim for a long-term relationship with the host country firm, rather than a short-

term relationship (Fehr and Gächter, 2000).  

 

Furthermore, there is a connection between a manager’s education and the decision-

process regarding time-span (Wiersema and Bantel, 1992). A highly educated manager 

favours an early internationalisation of the firm, whereas a manager without education is 

more cautious. This could be seen in the sense of when a manager is taking over a firm 

and initiates the process fast after acquiring the position (ibid). The educational 

background of a manager is also connected to the future performance of a firm, and is 

considered to have a positive effect if the manager is holding a high education (Papadakis 

et al., 1998). The connection can be applied only in regards to the manager, not the rest 
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of the management team. Lastly, Milgrom and Roberts (1995) state that managers with a 

high education also tend to be more modern and open-minded than managers without one.  
 

2.3.2 International experience  

Brouthers and Nakos (2005) argue that a higher formal education can be compensated 

with informal education, such as previous international experience. It is argued that “the 

importance of the experience factor is often overlooked” (Johanson and Vahlne, 1977, 

p.31). International experience is influenced by different aspects and focus is often put on 

whether a manager has previously lived, studied or been working abroad (Harveston et 

al., 2000). By living abroad a manager will be able to create a better understanding of 

habits and customs in other countries, which indicates that he or she will more easily 

handle uncertainty and complexity when expanding outside the domestic market 

(Sambharya, 1996; Herrmann and Datta, 2005). Nielsen and Nielsen (2011) add 

components such as contacts in and knowledge about the targeted foreign market as 

essential, when obtained through personal experience. Also, Johanson and Vahlne (2009) 

highlight the importance of contacts in foreign markets when internationalising pointing 

towards insidership in relevant networks which are important in trust-building and 

commitment.  

 

As the world is getting more and more integrated, managers are often forced to lead their 

firms in a globalised environment, which has increased the importance of international 

experience (Dailey et al., 2000). In fact, Sambharya (1996), Nielsen (2010) and Axinn 

(1988) all state that a firm lead by a highly internationally experienced manager has a 

higher percentage of sales outside of their home market and a strong international 

presence and involvement. Hsu et al. (2013) argue that the more international experience 

a manager possesses, the higher performace for the firm in an in international context. 

 

Moreover, Reuber and Fischer (1997) and Nielsen and Nielsen (2011) suggest that 

previous international experience will influence the internationalisation of an SME, and 

Sambharya (1996) adds that one way for firms to keep ahead of competition is to provide 

power to managers with the most international experience. The longer time-period spent 

gaining international experience, a more extended knowledge base will be available for 

managers when making decisions (Athanassiou and Nigh, 2002). Hence, they will be able 

to better handle and assess risk than managers with more limited experience, which can 

result in the fact that they will be better equipped when faced with potential challenges 

that might occur when expanding outside the domestic market (Herrmann and Datta, 

2005). Since, expanding into a new market is associated with uncertainty when making 

decisions (Johanson and Vahlne, 1977; Nielsen, 2010), previous international experience 

can help reduce that uncertainty when deciding strategic decisions (Nielsen, 2010). A 

manager with a greater experience from previously being active in international markets 

will also be more competent when faced with complex decisions when entering foreign 

markets and overcoming the potential psychic distance (Johanson and Vahlne, 1977; Hsu 

et al., 2013). 
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Furthermore, Nielsen (2010) argues that the wider the knowledge a manager has, the 

better judgement he or she has when deciding the entry mode. It is suggested by 

researchers (e.g. Nielsen and Nielsen, 2011; Reuber and Fischer, 1997; Herrmann and 

Datta, 2002) that managers obtaining a higher degree of international experience tend to 

aim for entry modes that provides a higher degree of control. Whereas managers with 

little or less international experience are more likely to aim for an entry mode that 

provides the firm with a lower degree of control, such as trade-based entry modes or 

contract-based entry modes (Herrmann and Datta, 2002). Thus, because a manager with 

more previous international experience tends to be more confident and therefore aim for 

an entry mode with more control (ibid). 

 

2.3.3 Position tenture 

Position tenure is considered to be a clear indication of a manager’s knowledge base, 

capability and skills, which all will influence their strategic decision-making (Hambrick 

and Mason, 1984; Hambrick and Fukutomi, 1991). Hence, it can have an impact on the 

choice of foreign entry mode (Stephan et al., 2003; Herrmann and Datta, 2002). Managers 

with longer position tenure is more likely to depend on their previous experience, whereas 

managers with a shorter position tenure do not (Richard et al., 2009). In relation to a long-

tenured manager it is further suggested that he or she more commonly puts focus on 

strategy and how to develop the firm and its operations, which will affect the international 

involvement of the firm (Finkelstein and Hambrick, 1990). Therefore, a manager who has 

possessed the position for a longer period of time would to a wider extent expand business 

operations into international markets, due to greater knowledge and more confidence 

(Athanassious and Nigh, 2000). Moreover, as the position tenure increase so will the 

manager’s experience in relation to making decisions, it becomes more familiar, which 

can facilitate the decision-making process (Hambrick and Fukutomi, 1991; Jaw and Lin, 

2009). The decision-making can also happen faster since the manager will know the firm 

well and how to run it due to a longer position tenure (Herrmann and Datta, 2002). 

Additionally, longer tenure would also imply a broader network, including both business 

contacts and social contacts (Westhead et al., 2001). 

                     
On the contrary, other researchers (e.g. Simsek et al., 2005) argue that a manager that has 

possessed his or her position for a long period of time will be more hesitant towards risk. 

Jaw and Lin (2009) suggest that a long-tenured manager might value e.g. financial 

security and since internationalisation entails risks, they might see that as a possible 

hazard and refrain from it. Richard et al. (2009) further state that a manager with a shorter 

position tenure might “draw upon more diverse information sources, be more open to 

change [...] and be more open to creative competitive changes” (p. 1090). Hence, they 

are considered as more open-minded than the longer-tenured managers who, according 

to Hambrick and Fukutomi (1991), might withdraw themselves from risky situations. Jaw 

and Lin (2009) concur and suggest that managers that have possessed their position for a 

long period of time will reach a point where they become increasingly risk-averse, in 

relation to further develop a firm’s international operations in foreign markets. 
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Furthermore, it is shown in previous research (Herrmann and Datta, 2002; Xie, 2014; Jaw 

and Lin, 2009) that the position tenure impact the choice of foreign entry mode. Thus, 

when the manager gradually becomes more confident he or she is more likely to choose 

entry modes that provides a higher degree of control (Herrmann and Datta, 2002). Bergh 

(2001) further suggests that stems from increased competence and capacity which can 

lead towards higher-risk entry modes. Also Xie (2014) shows that a long-tenured manager 

might aim for a high control entry mode which requires a larger resource commitment. 

Whereas a short-tenured manager would either opt for an entry mode that provides shared 

control and thereby limiting possible risk or go for a trade-based mode of entry. On the 

contrary, Richard et al. (2009) relate a manager who obtains more experience, with an 

awareness of the surroundings, resulting in a more risk-averse behaviour. Thus, leading 

to a manager with a long position tenure to opt for an entry mode with less risks, such as 

trade-based entry modes or contract-based entry modes (Herrmann and Datta, 2006).  
 

2.4 Conceptual framework  

The main focus of this thesis is put on the manager of a Swedish SME and how his or her 

previous experience influence the choice of foreign entry mode in an internationalisation 

process. The main themes discussed in the literature review is internationalisation, 

different modes of foreign entry and a manager’s previous experience. 
 

The internationalisation process is considered to be complex and  therefore the Uppsala 

Model developed by Johanson and Vahlne (1977) is applied. The Uppsala Model focus 

on experiential knowledge in order to reduce uncertainty and increase the market 

commitment in a foreign market. Johanson and Vahlne (1977) also highlight that the 

experiential knowledge only can be obtained through personal experience in international 

operations, hence the importance of a manager’s previous experiences. 

 

Furthermore, the choice of entry mode is an important part of the internationalisation 

process and as presented in the literature review, considered as one of the key strategic 

decisions taken by a manager (Agarwal and Ramaswami, 1992). There are three 

categories from which a manager can chose from; trade-based entry modes, contract-

based entry modes and investment entry modes. As past research suggests, the different 

entry modes have different characteristics and effects for the firm in regards to control 

and commitment to the foreign market. 

 

To be able to study the manager’s influence on the choice of entry mode, his or hers 

previous experience will explored. The previous experience, which will influence the 

manager has been categorised into three subheadings; educational background, previous 

international experience and position tenure. This conceptual framework therefore shows 

how the manager is considered as the decision-maker in an SME and is essential in 

relation to the choice of entry mode, which also is the topic of the study. 
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Figure 2 Conceptual framework (Own, 2017).  
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3 Method 

The following chapter will contain the chosen approach and method for this study. By 

using several sources and the previous chapter as starting-point, argumentation as to 

why the abductive approach is chosen, the decision of an exploratory research design, 

how to collect empirical data and also the operationalisation will be presented. The 

methodology will also include an interview guide, sampling and the quality of the study.  

 

 

3.1 Abductive approach 

In order to decide how and from which angle to analyse the empirical data in this study, 

it is important to choose the most suitable approach and also since it lays the foundation 

for the choice of research design (Easterby-Smith et al., 2012). 

 

This study is based on an abductive approach, which according to Alvesson and 

Sköldberg (2008) is a combination of an inductive approach and a deductive approach. 

Moreover, an inductive approach stems from the empirical findings and suitable theory 

are applied thereupon (Creswell, 2013), whereas a deductive approach starts with theory 

and is later tested through the empirical data (Ghauri and Grønhaug, 2010). Finally, the 

abductive approach derives from the empirical data yet it provides the possibility to go 

back and forth and adjust the theories throughout the study (Alvesson and Sköldberg, 

2008). 

 

This study is focused on how the experience of the manager can influence the choice of 

entry mode during the internationalisation process, where focus is drawn from the 

Uppsala Model developed by Johanson and Vahlne (1977). In the Uppsala Model (1977) 

experiential knowledge is highlighted as an critical factor for a successful 

internationalisation, however other factors to explore is the influence of a manager’s 

educational background and position tenure when choosing a foreign entry mode. Thus, 

this is going to be explored empirically and since an abductive approach is used it is 

allowing refining and adjusting of theories and potentially adding of new knowledge, 

which according to Alvesson and Sköldberg (2008) is applicable. 

 

The empirical data in this study will be gathered through semi-structured interviews with 

managers that have been involved in the internationalisation process and the decision-

making in regards to the choice of foreign entry mode. When developing the literature 

review, several theories were identified and later used as a foundation when formulating 

the interview questions to the respondents, which indicates that the study starts with the 

deductive approach (Alvesson and Sköldberg, 2008). Thereafter, the collected empirical 

data was analysed by relating it back to the theoretical concepts and expanding their 

meaning, which indicates an inductive approach. Since the empirical data and the theories 

will be compared to each other in order to find similarities an abductive approach is 

therefore the most suitable choice for this study (ibid). Additionally, Ghauri and 

Grønhaug (2010) argues that having an abductive approach is the most applicable option 



  
 

 20 

for qualitative research and Saunders et al. (2016) suggest that it is the most common 

approach when doing an exploratory study, which goes in line with this thesis. 
 

3.2 Qualitative research 

When researching a problem there are two different approaches that can be used; 

quantitative or qualitative (Olsson and Sörensen, 2011). With the aim of this study being 

to explore and learn how the previous experience of the manager in a Swedish SME 

influences the choice of foreign entry mode, the research method that will be applied is a 

qualitative method. Due to the exploratory nature of the topic, a quantitative approach 

should not be applied because it requires collection of data through e.g. surveys and where 

numbers are utilised as the components of analysis. Also, because the purpose of 

quantitative research is to confirm hypotheses concerning research problems that are 

derived from specific theories, rather than an in-depth exploration of the issue (Kumar, 

2014), which is applicable for this study.  

 

Specifically, a qualitative research method is helpful when “a problem or issue needs to 

be explored” (Creswell, 2013; p.47). Moreover, the issue presented in this thesis is that 

there is need for additional research as to how the previous experience of a manager of a 

Swedish SME influence the choice of entry mode. Factors considered in this study are 

the educational background and position tenure as well as the previous international 

experience, also addressed by Johanson and Vahlne (1977) as experiential knowledge. 

These factors have not been fully explored. Thus in order to understand how previous 

experience would influence the choice foreign market entry mode, there is a need to 

investigate the issue in-depth by directly interviewing managers on a deeper level. 

 

Creswell (2013) further suggests that applying a qualitative method is necessary when 

there is a need to get a accurate and complex understanding of the issue, which is done 

only by talking with people. The main purpose is to reproduce the respondent’s thoughts 

and avoid interference and refraining them, which, according to Yin (2011), happen when 

one uses survey research. Therefore, up-close information was gathered directly from the 

managers in a natural setting and by the researchers themselves as recommended by 

Creswell (2013). This was done through semi-structured interviews, so it would be 

possible to write in a flexible way in order to capture their stories (ibid). 
 

3.3 Research design  

This study aims to get an insight and an understanding of how a manager’s previous 

experience can influence the choice of foreign entry mode for a Swedish SME going 

abroad, and therefore an exploratory research design is suitable (Ghauri and Grønhaug, 

2010). An exploratory research design is, according to Ghauri and Grønhaug (2010), 

highly flexible and it allows researchers to investigate and provide a deeper understanding 

of a phenomenon. Because of its flexibility, it was possible to capture all data and not 

lose valuable information during the research process (Ghauri and Grønhaug, 2010; 

Cooper et al., 2003). Moreover, Malhotra and Birks (2007) suggest that such a design is 
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the most suitable in cases when there is a lack of previous research within the chosen 

topic. Hence, it was useful and suitable for this study since there is a gap in research about 

how a manager’s previous experience influences the choice of foreign market entry mode 

in a Swedish SME context.  
 

3.4 Data collecting 

Based on the formulated research question, theories and data will be collected, which in 

this particular study focuses on the manager and the choice of entry mode.  

 

There are two main approaches; within a qualitative approach: primary data and 

secondary data (Kumar, 2014). Likewise several ways of collecting data can be used 

(Corbin and Strauss, 2008; Yin, 2011). Based on Kumar’s (2014) recommendation this 

study used primary data collection through qualitative interviews. More specifically, the 

researchers interviewed managers that have experience of internationalising firms, more 

precisely, Swedish SMEs. By using interviews a deeper understanding of the issues 

studied was possible (Ghauri and Grønhaug, 2010).  
 

3.4.1 Semi-structured interviews  

The guideline for the interview structure will not be too strict, in order to capture the 

respondent's own picture and also gain new insights that we might not have expected, but 

still have focus on the topic (Alvesson, 2011). Therefore, semi-structured interviews will 

be implemented, which will allow the respondents to follow already prepared question, 

but yet speak freely (Alvesson, 2011; Merriam, 2009).  

 

There is a requirement for an open mind in order to be able to capture the relevance 

between the manager’s previous experience and the choice of the entry mode. When 

structuring the interview guidelines, there is two parts that needs to be taken into 

consideration; the formulation of questions and not to guide the respondents through the 

interview (Yin, 2011). When formulating the questions, it is important to avoid those that 

the respondent can answer with a simple yes or no and to provide them with clear and 

short questions (Yin, 2011; Jacob and Furgerson, 2012). By being able to formulate the 

questions in such a way that the manager have to open up and provide longer answers, 

may result in more relevant data for the chapter containing the empirical findings. In 

regards to avoid guidance, it is crucial not to ask questions that can lead the respondents 

to a certain answer. It is also suggested that as an interviewer, allowing the interviewee 

to speak until he or she is finished and to make them feel important (Olsson and Sörensen, 

2011). For the interviews we will be prepare beforehand and divide the questions and 

sequences between the both of us, in order to avoid misunderstandings. 
 

Throughout the interview, we will put effort into gaining the trust of the respondent. The 

first part will mainly focus on establishing a foundation for the rest of the interview, where 

neutral questions will be asked and the topic will be presented. This so the respondent can 

get a grasp of the topic and understand which kind of research he or she participates in. 

Hence, this can lead to better results as you make the respondent feel comfortable 
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(Alvesson, 2011; Yin, 2011). Otherwise, an outcome might be that the respondent might 

be uncomfortable and answer less spontaneous (Corbin and Strauss, 2008).  

 

Furthermore, broad questions regarding internationalisation will be asked in order to gain 

a wider perspective, which are then followed by more specific questions (Alvesson, 

2011). In the end, the respondent will be asked if he or she feels that something should 

be added. This is beneficial in order to not miss what the respondent believe is important 

and that increases the possibility to capture more relevant data (ibid). 
 

3.4.2 Secondary data 

In addition to the primary data, secondary data will be collected. Information about the 

firms in which the respondents are or have been active in and how the firms 

internationalised is needed in order to be able to analyse the choice of entry mode as a 

part of the research. Therefore, it is required to access the firms’ websites and their annual 

reports to get an insight to and understanding of each firm for further analysis. This would 

be classified as secondary data, on other words data that others have collected (Ghauri 

and Grönhaug, 2010). Another aspect of using this kind of data is in preparation for the 

interviews, where we will benefit from the already collected knowledge when 

interviewing the respondents.  

 

3.5 Sampling 

The data which is going to be collected for this study is both primary and secondary. The 

aim of the study is to go into depth and to gain an understanding on how the manager’s 

previous experience influence the choice of entry mode when a Swedish SME is 

establishing outside the home market. According to Merriam (2009), a qualitative study 

should include a purposive sampling, where focus is put on discovering and exploring a 

phenomenon and from that find criterias which are relevant to the topic of the study. In 

this approach researchers are able to choose respondents, which they believe have the 

most knowledge and be relevant (Denscombe, 2010). In this study, current managers of 

three Swedish SMEs were interviewed. Moreover, Yin (2011) argues that the respondents 

should be chosen carefully and with consideration so one can avoid an angled study. 

When searching for respondents, twelve managers were contacted, four of them did not 

want to participate and four of those who were interested in participating the did 

unfortunately not fulfill the criterias of the study. Thus, four managers were relevant for 

the study. However, one cancelled the interview last minute, which in the end therefore 

resulted in three respondents in total. By only having three interviews, it required us to 

be even more thorough and to be sure that we got the data we needed. The respondents 

also needs to be the person which made the decision on expanding the manager or are 

currently the manager of a firm that at the time of choosing the most suitable entry mode, 

classified as a small-to medium sized enterprise and that the firm was Swedish in order 

to be relevant for this study. 
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So, in order to sum up, four criteria were used when sampling the respondents; 

• Currently be managers in an internationally active firm. 

• Be the decision-maker in regards to the choice of entry mode. 

• The firm is required to be a small- and medium enterprise or were when initiating 

internationalisation.   

• The firm is required to be Swedish. 
 

3.6 Operationalisation  

The interview questions need to be formulated based on reviewed literature (Jacob and 

Furgerson, 2012). By setting up an interview guide, the connection between the interview 

questions and the theoretical framework was established. Moreover, this will provide an 

understanding as to why the various questions have been formulated and developed a 

certain way and also in order to collect meaningful data, as suggested by Jacob and 

Furgerson (2012).  
 

3.6.1 Interview guide  

The interview guide is constructed based on the concepts in the theoretical framework 

and it provides an overview for the reader.  
 

Concepts Interview 

questions 

Reasoning 

 

 

Business operations 

 

 

1-2 

To get a general overview of 

the respondent and the firm 

that he or she represents. 

There will be two questions 

regarding this concept. 

 

 

 

Motives for expanding outside 

country borders. 

 

 

 

 

3 

This question will provide 

an indication as the what 

motivated the firm to seek 

opportunities outside the 

Swedish market. In order to 

be able to further compare it 

with the manager’s own 

experience. 

 

 

 

 

Internationalisation of the firm 

 

 

 

 

4-5 

These questions are asked in 

order to get an 

understanding of 

the   internationalisation 

process of the firm, whether 

or not it will be in line with 

the Uppsala model and an 

incremental expansion. 

Focus is put on experiential 

knowledge and market 

commitment. 
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The choice of foreign entry mode 

 

 

 

 

 

 

6-9 

These questions are asked in 

order to get an indication to 

which entry mode the firm 

used when entering new 

foreign markets and why 

that specific entry mode was 

chosen. Further it will 

provide an understanding to 

which factors are considered 

when deciding on which 

entry mode to use and 

whether it was; trade-based 

entry mode, contractual 

entry mode or investment 

entry modes. 

 

Position tenure 

 

10-11 

These questions are asked in 

order capture the manager’s 

position tenure as a part of 

the previous experience. 

 

 

 

Experiential knowledge 

 

 

 

12 

To capture the previous 

experience that the manager 

has within the international 

market, focused on 

experiential knowledge in 

order to be able to connect 

this to the Uppsala Model. 

 

 

 

Previous international 

experience 

 

 

 

13, 16-17 

These questions are asked in 

order to understand how the 

managers previous 

experience within 

internationalisation in 

addition to the previous 

question is influencing the 

entry mode. 

 

 

Educational background 

 

 

14-15 

These last questions are 

asked to capture the 

managers previous 

experience regarding 

education as one part of the 

manager’s previous 

experience. 

 

Table 1 Interview guide (Own, 2017).  
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3.7 Data analysis  

“Analysis involves what is commonly termed coding, taking raw data and raising it to a 

conceptual level” (Corbin and Strauss, 2008; p.66). Corbin and Strauss (1990) stress the 

importance of starting to analyse the empirical data as soon as it is collected. In regards 

to this study, the process of analysing data was initiated directly after the first interview 

was conducted. This was done by transcribing the interview and evaluating if there was 

enough information recieved from the respondent and after transcribing the rest of the 

interviews, an anlysis could be done. 

 

After transcribing all interviews, categories were formed in accordance to the conceptual 

framework. Categories is considered as important when developing the analysis 

according to Corbin and Strauss (1990). Since this study aims for understanding and 

gaining of new insights from the respondents regarding the phenomena, an Open Coding 

is performed. The collected data have been broken down to different parts and divided 

into the categories by highlighting with different colours, in order to compare and analyse. 

After developing a table and inserted the respondents answers, we could thereby identify 

how the categories set up where relevant for analysing the respondents thoughts.  
 

3.8 Quality of research  

According to Denscombe (2014) it can be difficult to measure the quality of qualitative 

research, therefore it is essential that the quality is verified. According to Miles et al. 

(2014) “qualitative studies take place in a real social world and can have consequences 

in people’s lives” (p.311). Hence, it is important that the empirical findings are 

trustworthy (Miles et al., 2014). According to a framework developed by Guba and 

Lincoln (1994), trustworthiness can be affirmed by four different criterias (Kumar, 2014).  
 

3.8.1 Credability  

This criteria includes to what extent the researchers can show the reader that their findings 

are appropriate and authentic and there are ways to reassure the reader (Denscombe, 

2014). In order to demonstrate that the data has been collected with ‘good practice’, a 

researcher can present the findings to the respondent (Denscombe, 2014; Kumar, 2014). 

Thereby it makes it possible for the participant to validate and confirm that the researchers 

has understood their views, experience or opinions (Denscombe, 2014). After conducting 

the interviews with our respondents, we offered to send them the transcription of the 

interview so they would be able to read through and confirm that we understood them 

correctly.  

 

3.8.2 Transferability  

Denscombe (2014) states that within qualitative research, a study is commonly based on 

a small number of cases. Therefore, it raises questions such as whether or not the 

conclusions can be transferred to other contexts and how far it can be generalised (Miles 

et al., 2014). This makes it important to consider various aspects, such as presenting the 

reader with the sampling criterias (ibid). Moreover, Kumar (2014) and Denscombe (2014) 

suggest that it is possible to attain some transferability, even though it is difficult, by 
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explaining the process and provide the reader with appropriate information and then the 

reader has the opportunity to contemplate the transferability of the empirical findings. 

The sampling criterion that where applied in this study is clearly presented to the reader 

previously in the methodology chapter, which provides the opportunity to follow the 

sampling process of the respondents.  

 

3.8.3 Dependability 

Dependability is considered as the equivalent to reliability in quantitative research and 

regards if the study is fairly stable and consistent over time (Miles et al., 2014). Kumar 

(2014) addresses the issue and suggests that the researcher should keep record of the 

process. Thus, when collecting the empirical data, an interview guide was conducted in 

order to be consistent and Miles et al. (2014) mean that it makes it possible to relevant 

connections between the respondents. Moreover, Kumar (2014) argues that it a certain 

level of dependability can be established if the researchers are allowing the reader to 

follow the process, which is applicable to this thesis. Thus, in this study a conceptual 

framework is attached, sampling criterion is provided, it is explained as to why an 

abductive approach is used and that a qualitative study is the most suitable choice.  

 

3.8.4 Confirmability  

Confirmability addresses the issue of a researcher’s objectivity and refers to the 

researcher’s ability to keep the empirical findings free from his or hers influence 

(Denscombe, 2014). It is important to provide the reader with an opportunity to follow 

the gathering of the empirical data (Miles et al., 2014), which in this study is provided in 

the methodology chapter through sampling criterion, the primary data collection in form 

of semi-structured interviews and an interview guide.  
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4 Empirical findings and analysis 

This chapter will begin with an introduction of the respondents and their respective firms 

in order to gain a deeper insight into the following part, where the empirical findings will 

be presented and analysed. Since this study aims to understand how a manager’s previous 

experience influence the chosen foreign entry mode, the respondents’ thoughts and 

answers will be analysed. The current firm will be used as the starting-point in this 

analysis, but nevertheless, analysing the respondents’ previous experience will provide a 

deeper insight in regards to the influence it might have on the foriegn entry mode.  
 

 

4.1 The respondents  

 

• Respondent 1: Johan - Manager in Alpha AB  

Johan is currently manager of Alpha AB, a firm specialising in different industrial areas. 

The firm does at the moment employ approximately 300 people, which means that it is 

categorised as an MNE. However, when the firm internationalised it then classified as a 

small- and medium enterprise, which still makes the manager and the firm valid to use as 

empirical data. Moreover, the products produced are characterised as complex, and the 

customers are in an early stage interactive during the development of the product. 

Additionally, the firm’s head office is located in the north of Småland. When Johan 

became CEO of the firm in 2007, indirect export was just a small part of the firm’s 

operations. Three years later, in 2010, Johan took the decision to enter new markets and 

applied setting up subsidiaries as the choice of foreign entry mode.  

 

At the time of the decision process, Johan was around 40 years old, holding a degree in 

Master of Business Administration (MBA), which he studied abroad. With three years of 

experience in the firm and previous experience in regards of the internationalisation 

processes.  

 

• Respondent 2: Carl - Manager in Beta AB 

Carl is acting as the manager of Beta AB, which was founded in the beginning of the 20th 

century. From that time until now, both products and production have been developed 

and changed. The firm currently provides an international market with complex filling 

machines and the customer is highly involved in during the process in order to customise 

the product. In 2005, Carl acquired Beta AB as a part of the Charlie Group AB and six 

years later, he initiated the decision to enter an international market. A process said to be 

filled with obstacles yet, they overcame them and direct export with sales agents in the 

host country was the chosen entry mode. Moreover, Carl holds a degree in economics and 

have previous experience in international business within other firms as well as the 

current. Additionally, Carl has lived abroad for three years, he then lived in Africa.  
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• Respondent 3: Philip - Manager in Delta AB 

Philip founded Delta AB back in 2010 with four other co-founders and is currently acting 

as the manager of the firm. The firm provides invoice financing and as presented by the 

manager Philip, “they work as a complement to the banks”. The internationalisation 

process took off at the same moment this thesis was written, seven years after the 

establishment of the firm, where a non-equity collaborative venture was initiated. 

Moreover, Philip holds a master double degree in economics and international marketing. 

He has previous international experience from other firms and the has both studied and 

lived abroad. 

 

4.2 Internationalisation  

As the Swedish market is considered as small, internationalising the firm is seen as an 

opportunity for firm growth (Agndal and Chetty, 2007), which all respondents point out.  

Carl, manager of Beta AB, argues for how the home-market is too small, that there is a 

need to look for opportunities in other markets outside of Sweden and how the firm does 

not have an option of exporting or not. If they wanted to grow, it was necessary for them 

to expanding outside of Sweden. However, 50 % of their total export is mainly to Norway, 

Finland and they now have a 60-70% market share in Scandinavia, where they first started 

to export to. They are still expanding and are now exporting to countries further from the 

domestic market, such as Russia and South Korea. Johan, manager of Alpha AB, saw the 

opportunity to internationalise as a way to increase the customer network and expand the 

firm. Philip, manager of Delta AB, also viewed expanding outside of Sweden as an 

opportunity to spur firm growth due to a saturated home-market. An additional reason for 

internationalisation of the firm was also due to an increasing demand from the Swedish 

customers. In all cases we can find a pattern of how the managers view opportunities 

outside the domestic market as a reason to initiate the internationalisation process and 

that all firms see a demand for their products internationally. Especially important was 

internationalisation for Beta AB since the firm according to Carl ”needed to initiate 

export, the home market is to small, we really did not have a choice” Therefore, we can 

see that internationalisation is highly relevant for these SMEs and it has an important role 

in all cases in order to spur the firm growth and continue to grow.  

 

Furthermore, all three managers have a long experience of doing business internationally. 

Carl presents several small- and medium firms, in which he has previously worked and 

that the need and desire to internationalise for those firms were crucial. The aim was then  

to identify a demand on the international market in order to increase firm growth and that 

is was a need for always seeking new customers. Hence, Carl has worked with firms that  

have an international connection his entire career, where the first firm he worked in was 

Canadian. On the other hand, Johan highlights the importance of evaluating different 

markets to enter rather than searching for demand. He explains how to seek for the most 

successful market for foreign entry and thereafter evaluate the most suitable form of entry 

mode is a process he is familiar with, due to experience from previous firms that he 

worked at on an international level. Moreover, Philip has previously worked in firm 

within the manufacturing industry and during that period of time the firm exported so 
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several markets outside of Sweden in order to spur firm growth, and Philip himself was 

highly involved in the that process. Altogether, we can see how all respondents tend to 

seek opportunities outside the home-market in order to further firm growth, which also 

has provided them with international experience.  

 

In the late 1970’s Johanson and Vahlne (1977) developed the Uppsala Model, which is 

one of the most well-cited frameworks regarding the internationalisation process. It is 

argued by the authors that a firm takes incremental steps toward increasing commitment 

in foreign markets.  

 

Johan, the manager of Alpha AB, presented that the first market Alpha AB entered where 

the Scandinavian market, including Norway, Denmark and Finland. Also Carl, manager 

of Beta AB, took the decision to first expand to markets close to the home, focusing 

mainly on Norway and Finland. This therefore indicates that both Alpha AB and Beta AB 

internationalised in line with the Uppsala Model, taking incremental steps into the 

international market which are considered to have a lower psychic distance due to the 

market closeness. Moreover, another aspect when focusing on Delta AB, is that their first-

customer is Swedish and that they purchase export invoices from international companies 

on the first-customers behalf. Philip explains how the firm is developing and expanding, 

and they are about to continue to internationalise and take on a first-hand customer who 

will not be Swedish. Even though their first-customer is Swedish, they still are working 

on an international level since they have operations abroad and their Swedish customers 

require them to work internationally.  

 

All respondents had previously been involved in an internationalisation process several 

times before and we could find a pattern between the respondents, where taking 

incremental steps towards internationalisation is in line with the Uppsala Model by 

Johanson and Vahlne (1977). Moreover, all respondents point out that the Scandinavian 

market is less risky to enter due to the familiarity and closeness to the Swedish market, 

hence a lower psychic distance. Carl highlights that if one is discussing risk outside of 

Scandinavia, it is in his case highly related to payments. He argues that when doing 

business within Scandinavia “there is no need to evaluate and focus payments”, whereas 

in countries outside the nordic market it is necessary to work with secure payments, which 

requires both knowledge and commitment. Additionally, Carl argues for the importance 

of not entering too many markets at the same time. One new country can be penetrated 

each year in order to reduce the uncertainty and because of the process is time-consuming, 

and it requires a large amount of resuorces to enter new markets. Johan presents how he 

has previous experience in firms that used to export and from this he decided to increase 

the firm’s involvement in international business by opting for a foreign entry mode that 

provides the firm with a higher control, where he opted to further internationalise Alpha 

AB through subsidiaries. Furthermore, Philip’s previous involvement in international 

business includes the choice of entry mode, highlighting the aspect of commitment. He 

explains that several firms that he has worked with before used export through an agent 

in the host-country, in order to later on set up sales subsidiaries as the next step of 
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commitment in a foreign market. The reason for going for such an approach was to gain 

knowledge about the host-market and to see if the business were successful, and if so, it 

was thereafter more profitable to set up their own subsidiaries. We can see how the 

reduction of uncertainty is of essential for all respondents when internationalising a firm, 

which we claim also is in line with the Uppsala Model (Johanson and Vahlne, 1977).  

 

Another pattern found when analysing the empirical data was that all three respondents 

gained a lot of experience by previously conducting business internationally and 

internationalising firms. Hence, the managers could reduce uncertainty due to knowledge 

and therefore increase the market commitment, all in line with the Uppsala Model (1977).  

Johan’s first experience regarding expanding a firm outside the domestic market was 

when he initiated export to Denmark and Norway, both nearby markets. From this, he 

gained knowledge about the process and what it entailed. Furthermore, Johan has 

previous experience from making decisions on how to enter a new market where he as 

the manager, the highest ranked position in the decision-making process ”was the one 

who took the final decision” in regards to the choice of entry mode. Therefore, we can 

apply this in line with the Uppsala Model (1977), where Johans increased commitment 

that lead to him aiming for higher control entry mode in the firm he currently manages. 

Also confirmed by Johan himself is that a sales office is to prefer since otherwise it is 

required of a Swedish salesperson to travel back and forth between home- and host 

country, which he learned from personal experience when internationalising other firms. 

Hence, Johan gained experiential knowledge, which Johanson and Vahlne (1977) state 

can only be gained by practising.  

 

Prior to his current position and firm (Beta AB), Carl worked within another firm for 

twelve years in which he was highly involved in their international business. He initiated 

sales offices in Russia, the Czech Republic and Poland. He emphasises that “it is crucial 

to have knowledge about the market and study it before entering”. However, Beta AB 

was early to enter the Czech and Polish market and what happened was that the firm 

struggled to establish themselves due to high competition and eventually had to leave 

these markets. We can therefore see how the choice of entering these markets were 

initiated by Carl’s previous experience and the knowledge he had gained by doing 

business in these particular markets before, which also this is in line with the Uppsala 

Model (1977). That is because experiential knowledge was during the first time Carl 

conducted business in the Czech Republic and Poland and could therefore learn from that, 

which indicated that he used his experiential knowledge and thereby reduced uncertainty. 

Also, Carl himself believes that to succeed doing international business it is necessary to 

have previous experience. He emphasise that “it is to a higher extend a need of previous 

experience when doing business abroad, in order to understand the culture and its 

pattern”.    
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As presented in the theory chapter, Johanson and Vahlne (2009) revised the Uppsala 

Model where insidership in relevant networks is seen as important for a firm 

internationalisation. We find a connection to all three respondents, when analysing the 

empirical data.  
 

Johan, as the decision-maker when Alpha AB sat up sales offices in a foreign market, 

directed a lot of firm resources to evaluate and find the most suitable way how to enter a 

new market. It took time to reach a decision, and one of the most important factors when 

choosing the entry mode was the need to have local staff in the host-country, so Alpha 

AB could be close to their customers. Hence, Johan argued for the importance of being 

active in networks in order to find competent staff and learn from other actors already 

active in a targeted market. Further, he emphasises that what was important for Alpha AB 

when expanding was to have direct contact with their customers. By coming in contact 

with relevant networks, there is a higher chance to thereafter achieve insidership, which 

Johanson and Vahlne (2009) find important in order to potentially increase commitment.  
 

Moreover, Carl highlights the importance of cooperation within networks in order to 

succeed on the international market. Further, he exemplifies this by explaining that one 

agent his firm used abroad was found through a previous customer which helped Beta AB 

setting up business in South Korea. Another example is that there was a demand on the 

Indian market, but neither Carl nor anyone else in the firm had any experience of the 

market. The resources that would be required in order to seek out opportunities would be 

higher than to search within current networks. Therefore, Carl and Beta AB used networks 

in order to be able to enter the Indian market and get in contact with customers, which 

was to an advantage for Carl and Beta AB since they gained knowledge about the Indian 

market. Herrmann and Datta (2002) emphasised networks in when using entry modes that 

requires less control from the firm entering a foreign market, which can be applied in 

Carl’s case. 

 

Also discussed by Johanson and Vahlne (2009) is the importance of trust, which they 

state can only be built within relevant networks. Philip discussed that insidership in 

relevant networks is of utmost importance for internationalising firms, through which 

Delta AB can build trust with their current customers and enhance their relationships 

further. We can see how this is highly related to the revisited model (2009), where a 

reason to internationalise is from a demand within already existing networks. 
 

Moreover, according to Philip, if you are lacking knowledge about a certain market it can 

be both time-consuming and hard to gather it. Therefore, a good option is to use Business 

Sweden in order to gain the particular knowledge needed. Philip himself has used 

Business Sweden when doing international business in a firm which he has previously 

worked in selling complex products to international markets. Also Carl argues for the 

importance of Business Sweden. He exemplifies this by explaining when his firm was 

deciding on whether to enter the Thai market or not, it was useful for him to turn to 

Business Sweden since he did not have any experience or knowledge about Thailand. 

Even though it requires financial resources, it is essential to gather as much information 
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as possible about the potential market in order to evaluate if there is a demand and 

potential profitability or not. Thus, we can see how it is to an advantage to use Business 

Sweden, which is such a large organisation with a large resource base that can help a firm 

that desires to enter a new foreign market with both accurate knowledge and relevant 

contacts. Both respondents highlighting that Business Sweden had previously helped 

them with networking and contacts in foreign markets. Thereby, it provides them the 

chance to enter new networks in new countries, which can potentially lead to insidership. 

Moreover, we can also see how it reduced uncertainty for both firms since they through 

Business Sweden were able to gain reliable information about foreign markets quickly 

and easily. Therefore gaining knowledge to enter a foreign market and obtain  and 

increase their own experiential knowledge.  

 

4.3 Foreign entry modes 

Previously discussed in the theoretical framework is the important role the manager has 

in regards to how to enter a foreign market and the responsibilities he or she has (Laufs 

et al., 2016).  

 

Johan internationalised Alpha AB by setting up sales offices through subsidiaries in the 

close-by markets Norway, Denmark and Finland. Defined by Cavusgil et al. (2013), a 

wholly-owned subsidiary is categorised as an investment entry mode. Johan explains how 

he as the manager and the decision-maker has the ultimate responsibility for the choice 

of foreign entry mode. Moreover, he also points out that in the small-and medium 

enterprise which he previously work in and possess the position as manager, he took the 

decisive decision as to how the firm should internationalise. Moreover, Carl 

internationalised Beta AB by ”setting up export through sales-agents located in the 

targeted host-countries”, which is defined as direct export and categorised as a trade-

based entry mode (Cavusgil et al. 2013). In addition, the sales-agents were trained by 

Beta AB in Sweden and it was Carl who was responsible for these choices. Furthermore, 

the internationalisation and the choice of foreign entry mode was a rather complex process 

for Philip and Delta AB, where cooperating with other firms were necessary. Thus, a non-

equity collaborative venture was set up with a foreign insurance firm.  

 

What is crucial to consider and evaluate regarding the choice of entry mode is how much 

control that the firm and manager will maintain over their foreign operations, where 

Anderson and Gatignon (1986; p.3) also argues that “control is a way to obtain a higher 

return”. Carl is well aware of control as an important factor when doing business abroad 

and said that in their case, internationalising through direct export via agents in host-

countries, it is “important to not be ungenerous towards the agents and always obtain 

contact with them, otherwise you will lose control”. Therefore, it is needed for them to 

earn profits off of Beta AB’s products because if they do not, he or she might end the 

relationship and start cooperating with competitors instead. Another aspect regarding 

control and agents according to Carl is to not pay the agent's full provision until the end-

customer has fulfilled their payments, and he emphasise that otherwise the risk of losing 

control is increasing. He further exemplifies saying that if something were to go wrong 
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with the end-customer, the agent might not help since they have already received their 

total payment. Export is considered as a low-control entry mode (Cavusgil et al., 2013) 

and we can acknowledge that the respondent is well-aware and has found a way to 

decrease risk in relation of using export as a foreign entry mode.  

 

When discussing modes to enter a foreign market, Johanson and Vahlne (1977) favours 

export as the first step for a firm not obtaining any previous experience. Johan’s first 

experience regarding internationalising a firm was gained through setting up export for a 

small family-owned firm with no international activity and it goes in line with Johanson 

and Vahlne’s (1990) suggestion; export. However, as Johan gained experience he later 

on opted for another entry mode. When internationalising Alpha AB he directed focus to 

the product and the customers in regards to control. He emphasise the need to be close to 

the customers because the products they sell are very complex. The alternatives were 

either to have salespeople travel to markets outside the home-market and sell directly to 

customers, or setting up sales offices through subsidiaries, which was the entry mode 

chosen. By setting up a sales office, Alpha AB would maintain control and 

communication would be easier, due to factors such as language and culture. According 

to Anderson and Gatignon (1986) wholly-owned subsidiaries is one of the entry modes 

that provides the largest degree of control. We can understand why it is of importance to 

Alpha AB due to their complex products. Moreover, we also recognise that it requires a 

large amount of time and resources for a the firm in relation to both the decision-making 

process and actually setting up the subsidiary in the host-market.  

 

Regarding Delta AB and control it might be a bit more complex, since Delta AB 

purchases invoices and there is always a risk that the customer won’t pay. By sharing risk 

with a foreign partner (through a non-equity collaborative venture), Delta AB would be 

able to maintain a large share of control and if they are lacking information regarding a 

certain market, knowledge and resources could be provided by their foreign partner. 

Moreover, we can identify how a higher degree of control provided by using a contract-

based entry mode in comparison to e.g. export.  

 

Moreover, Carl presents the reason for using export was because setting up production 

abroad was too expensive and the products are too complex, “we produced around ten 

products every year and export was the only option for us”. The products are 

manufactured in Sweden, also using Swedish sub-contractors and the products are 

customised for each customer and there is close communication throughout the entire 

process. Before the customer receive the product, a factory acceptance test, FAT, is 

performed. This means that the product is set up in the factory in Sweden and then tested. 

If everything is working and the customer is satisfied, the product is later mounted down 

to large pieces and shipped directly to the customer where Beta AB employees later 

installs it. Carl refers to this as a long process through which the agent is highly involved. 

Uner et al. (2013) defines an export entry mode to require less resource commitment in 

the foreign market. Hence, there is a connection to Beta AB, using direct export. In this 

case, we can see how the financial resources is an important factor regarding the choice 
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of entry mode. Agarwal and Ramaswami (1992) and Musteen et al. (2009) argue for how 

the choice of entry mode is depending on risk related to resource commitment. However, 

in this case the factor which had the largest impact on the decision for foreign entry was 

the financial aspect, where export was seen as the most suitable choice in order to receive 

the highest return.  

 

Furthermore, Philip has thirty years of experience concerning export and besides being 

the manager of Delta AB, he owns other firms which are conducting export. Yet, these 

particular firms purchase supply from other countries within Europe and mainly export 

to the Scandinavian market. Also, he highlights that one important aspect for Swedish 

firms is to gather as much information and knowledge as possible before entering a 

foreign market, which thereafter can reduce risk for firms exporting. Additionally, he 

points out the importance of resources and he explains that SMEs has a larger need of 

financial resources and knowledge about host-countries, and further states that large firms 

to a higher extent have a lot of knowledge and resources due to internal competence. 

However, Delta AB has entered foreign markets by Philip initiating a non-equity 

collaborative venture with a foriegn firm. A non-equity collaborating venture is defined 

as a contract-based entry mode (Cavusgil et al., 2013), where control and risk is shared 

between the partners.  

 

As Uner et al. (2013) state; export is considered as the most common way to enter an 

international market. We can see how all respondents states that export can be 

advantageous for a firm’s performance and that other entry modes can be more complex 

and that they require more commitment. But additionally, how setting up export can 

generate new knowledge and all respondents are aiming for profitability and firm growth 

and export can be the most suitable mode of foreign entry in order to reach those 

objectives. Moreover, all respondents has at some point in their careers initiated export, 

wheras two of them have increased their commitment and later on chosing entry modes, 

which provides a higher degree of both control and commitment. Hence, Johan and Philip 

has increased their commitment gradually, which is in line with the Uppsala Model 

(1977), whereas Carl opted for a trade-based entry mode when internationalising Beta 

AB.  

 

4.4 The manager  

4.4.1 Educational background  

All respondents have different kinds of educational backgrounds, studying at both 

Swedish and international universities. Johan holds a bachelor degree in engineering and 

a master in business administration, where the latter was studied abroad. Moreover, Carl 

holds a bachelor degree in economics, which corresponds to the Swedish ‘civilekonom’, 

a degree which requires four years of studying economics instead of only three. Lastly, 

Philip holds a double master degree in both international marketing and accounting.  
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Philip himself states that “the university studies has been to an advantage, both job-wise 

and when doing international business”. He highlights that having a degree is beneficial 

since it provides you with a solid foundation, from which you can derive your work from 

and that theory is of importance. Yet, one will increase the practual knowledge when 

working. Philip further explains that by acquiring a university degree one can reduce the 

time it would take to learn something by having a theoretical base. Another aspect 

highlighted is that it can be more difficult without the knowledge. When 

internationalising Alpha AB, Johan explained that the the university degree helped 

facilitating the decision-making process, in regards to the impact of relevant knowledge 

on the evaluation of the different entry modes. Therefore, we can connect both the 

respondents’ thoughts to Herrmann and Datta (2005), who argue that a manager with a 

higher level education is more likely to reduce uncertainty in regards to knowledge and 

how to process information.  

 

In order to exemplify the influence of the educational background, Philip talked about 

when he previously managed in a firm that worked towards the oil industry. The firm was 

providing oil recovery equipment and in order to find potential customers, the first step 

was to evaluate which countries that extracted oil, and from there build a customer base. 

He further explained that the oil industry was complex and there was a need to be 

innovative and creative, also when searching for new customers. Working in such a 

complex industry is something that we believe requires a deeper knowledge and 

understanding of how to conduct business, especially outside the domestic market and 

Philip himself stated that “the university degree was very important”. Thus, Philip’s way 

of thinking and acting was likely to be influenced by his educational background, also 

since there was a need for being innovative and creative. This is also confirmed by 

Milgrom and Roberts (1995), who present a connection between higher education and a 

more open-minded manager. Johan concurs with Philip and highlights his university 

studies as essential within his line of work. The first firm internationalisation that Johan 

took part in was an engineering firm, which was in line with what he studied. However, 

Carl, who holds a bachelor degree within economics, do not put as much emphasis on the 

importance of education as Philip and Johan. Instead he puts focus on previous experience 

from working with international business and experience from previous firms.  

 

Moreover, Wiersema and Bantel (1992) connect a highly educated manager with a faster 

firm internationalisation compared to a manager without one. As presented above, all the 

respondents obtain a higher level of education through university degrees. Philip took 

Delta AB abroad seven years after being appointed as manager, due to a large market 

demand. Carl on the other hand internationalised Beta AB after six years after acquiring 

the firm, also looking for opportunities outside country borders because of a saturated 

home-market. Lastly, Johan internationalised Alpha AB the quickest and were operating 

outside of Sweden after three years. Since, all the respondents hold a higher formal 

education, the connection between a highly educated manager and fast firm 

internationalisation compared to a manager with one could not be analysed in this study.  
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4.4.2 Previous international experience  

Brouthers and Nakos (2005) mean that a lack of  a higher formal education can be 

compensated with an informal education, such as previous international experience. Carl, 

who holds a higher university degree still emphasise that gaining knowledge happens 

through experience, both in life and by working. This is mentioned previously and is in 

line with what Johanson and Vahlne (1977) explain to be experiential knowledge.  
 

Moreover, there is an increasing need for managers to obtain previous international 

experience, which has occurred due to a combination of a more globalised environment 

and the need for taking business abroad (Dailey et al., 2000). We can thereby identify that 

all respondents find international experience as important, when choising a foreign entry 

mode. Mainly, since it can reduce uncertainty and facilitate the decision-making process 

and Johan highlights the value of previous experience ”it has been very important” and 

”it makes it easier to make decisions”.  

 

Harveston et al. (2000) argue for how international experience also include whether a 

manager has lived, studied or worked abroad and all three respondents has done at least 

one of those. Sambharya (1996) connects the manager’s previous experience of living 

abroad with how a manager will therefore be able to create a better understanding of other 

countries, which reduces the uncertainty. When Carl was younger, he lived in Africa for 

approximately three years. Although at that time he was not working in an SME, he was 

working within an aid organisation. Moreover, during that time, Carl studied culture and 

from that gained knowledge about the continent. To live and work there has been a 

positive experience for him and something that has been useful later in his business career. 

Carl stress the importance of “understanding the culture when doing business”, especially 

when doing business far from the home-market and outside of Europe. He further explains 

that if one is about to do business in those types of markets, experience is crucial and he 

believes that those within the company who possess the most experience should conduct 

the business. Additionally, Carl is currently a part-owner of another firm which is active 

on the African market and he reflects upon how it can be tricky to do business in markets 

so far from home, so his previous experience from living in Africa and the knowledge he 

gained there has later been of use for him. Carl further state that ”in order to suceed with 

exporting, you need experience”.  
 

Also Philip has previously lived abroad for several years and he lived in Germany. In 

Germany he worked within an SME, which produced complex machines. The firm also 

had a sales office in Sweden where Philip previously worked. However, he indicates that 

one of the most important and advantageous factors one can gain when living abroad is 

the communication and language. He says “that even if English is a widely spoken 

language, doing business in the local language creates great opportunities”. The third 

respondent, Johan, did not have any experience of living abroad, however he studied for 

a part of his MBA at an international univeristy, but only stayed for short periods of time.  

Herrmann and Datta (2005) connect the reduction of uncertainty with managers who have 

previous experience of living outside their home country. We can see that both Carl and 
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Philip’s cases can to a larger extent be connected to the theory and that their experience 

of living abroad have been of use when doing business internationally. Thus, since Carl 

gained knowledge that we would not obtain only by studying African culture. Philip could 

probably have learned the German language by studying it, but he would miss out on all 

the other aspects such as culture and how to communicate if he hadn’t lived there. 

Furthermore, as mentioned previously, Johan did his MBA abroad and emphasise that it 

has to a large extent been useful for him both in his day-to-day work with his current firm 

and in decision-making. This is also in line with what Harveson et al. (2000) state is 

included within international experience.  

 

Also, as Athanassiou and Nigh (2002) suggest that obtaining a wider knowledge base 

when making decisions is connected to longer international experience. As previously 

mentioned, Carl has worked with agents for a long time, and he points out that due to long 

experience, uncertainty can be reduced. We can see how it is complex both regarding 

payments and how to deal with the risk of customers switching suppliers. What we found 

here can strongly connect to how to overcome psychic distance because of the manager’s 

competence, which is supported by Johanson and Vahlne (1977) and Hsu et al. (2013).  

 

Moreover, Johan explains how Alpha AB exported in a small scale when he got appointed 

as manager and how he three years after possessing the manager position chose to set up 

sales-offices through subsidiaries. As mentioned earlier, he has previous experience of 

internationalising firms. He has experience of working with agents, distributors and 

subsidiaries in different combinations and he further emphasise that ”just because you 

chose one entry mode, you have to stick with that”. The most suitable entry mode can 

shift and they can be combined, Johan further points out that it often depends on which 

market they are going to enter. Moreover, Philip discusses previous international 

experience in relation to the choice of foreign entry mode. He expresses that whether one 

chose to export through either distributors or agents, both have their advantages. He 

continues saying that the main rule for most of the firms which he has worked in start 

with export using agents in the host-country and thereby gain relevant knowledge, which 

is followed by establishing subsidiaries if the exporting were successful. We can therefore 

see how this experiential knowledge positively affects the current business and the choice 

of entry mode. This would also be in line with the extended knowledge base presented by 

Athanassiou and Nigh (2002) and what we can see is that a larger knowledge base has 

been significantly important for all the respondents. Philip explains that previous 

experience also can influence the need for networking and cooperating with foreign firms. 

He emphasise that “it is not common for a firm to have 1000 employees’ world-wide”, 

due to the lack of resources and therefore he emphasises that to cooperate with others is 

essential. Thus, a connection with the importance of insidership in relevant networks 

(Johanson and Vahlne, 2009) can be found.  
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Furthermore, Herrmann and Datta (2005) argue that managers with previous experience 

of operating internationally are more likely to better handle risk, which therefore will lead 

to that they would be better equipped when faced with international challenges. Since all 

respondents have acquired much international experience and have been working with 

international business for a long time, they have a wide knowledge base which we believe 

would work to their advantage when faced by obstacles in an international context.  
 

4.4.3 Position tenure  

It can be difficult to connect how the length of position tenure affected the choice of entry 

mode in their current firms and how the respondents acted through their experience within 

the firm. Moreover, Richard et al. (2009) state that managers with a longer position tenure 

relies on previous experience to a higher extent than those with shorter tenure. We can 

see how all managers emphasise the previous experience as important when choosing 

entry mode and we find it hard to identify a difference among the respondents regarding 

position tenure alone.  

 

When analysing the three respondents, we can see how Johan internationalised earlier 

than both Carl and Philip, after obtaining the manager position, which of course might be 

dependent upon various factors. However, Philip, who did not have previous experience 

within the industry before founding Delta AB and he waited seven years to 

internationalise the firm. During those years he developed a network with customers from 

all over Sweden, which he stated was important when later on taking the firm outside the 

home-market. This is in line with what Westhead et al. (2001) present, that a wider 

network is one outcome for managers with a longer position tenure.  
 

Moreover, in regards to position tenure, Jaw and Lin (2009) suggest that a manager with 

a longer-tenure will be more aware of potential risks such as those of a financial character. 

Carl highlights the importance of being aware of financial risks when entering a new 

foreign market, explaining that when using export outside of Scandinavia there is a high 

risk of not getting paid if using an invoice. He continues and explains that there is a need 

to require an advanced payment before shipping the product and then the rest after it is 

delivered. Export is one entry mode that provides less risk compared to e.g. an investment 

based entry mode, yet it is not without risk at all. Also Philip discuss the financial aspect 

of the risk that going abroad entails and point out that it is a major influence when 

choosing an entry mode and by internationalise through a non-equity collaborative 

venture, risk is limited between the two partners instead of his firm bearing all of it.  
 

In the theoretical framework it is presented how a manager’s position tenure would affect 

the choice of foreign entry mode. Where a longer-tenured manager would aim for a mode 

requiring a larger resource commitment, whereas a short-tenured manager might aim for 

a shared-control entry mode in order to limit the risks (Xie, 2014). Analysing all the 

respondents position tenures, we found that Johan, manager of Alpha AB is the one who 

opted for an entry mode requiring the largest amount of resources, a subsidiary, with only 

three years of experience within the firm. Both Carl that initiating export via agent in host 
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countries and Philip through a non-equity collaborative venture, used entry modes with 

decreased risks and a less resources commitment. Carl, with six years position tenure and 

Philip with seven, both had double the position tenure compared to Johan, yet they opted 

for entry modes considered as less risky and that demand less resource commitment. 

Hence, it is contradictory to what Xie (2014) suggested. However, Simsek et al., (2005) 

and Jaw and Lin (2009) argue that a manager would be more risk-averse with a longer 

position tenure. Thus, when analysing the three respondents and the entry modes taking 

their position tenure into consideration indicates that Carl and Philip, with the longer-

position tenure opted for a trade-based entry mode and a contract-based entry mode, 

therefore limiting risks. This might indicate that the position tenure influenced the choice 

of entry mode based on them being more risk-averse than Johan, who might be more 

open-minded and open towards change due to a shorter position tenure (Richard et al., 

2009).  
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5 Conclusion  

This chapter will address the answer to the research question; How does a manager’s 

previous experience influence the choice of entry mode for Swedish SMEs going abroad? 

The answer to the question is derived from the analysis of the empirical data that have 

been collected. Also, a recommendation for future research will be presented.  

 

 

The world is getting more and more interconnected and the removal of barriers separating 

countries are increasing the interdependencies between them, resulting in stimulation of 

international business. Therefore, it is now possible for firms to more easily search for 

opportunities across country borders in order to spur firm growth, which is especially 

important for firms operating in small domestic markets, such as the Swedish market. 

Moreover, gathered from the empirical findings all respondents indicated that due to the 

Swedish market being small and saturated, searching for opportunities across country 

borders and expand internationally is essential for further firm growth. Thus, when 

internationalising a firm one of the most important strategic decisions is the choice of 

foreign entry mode. In this context, focus will be directed to the manager as the ultimate 

decision-maker in an SME and how his or hers previous experience will influence the 

choice.  

 

The study derives from the Uppsala Model (1977), which highlights the importance of 

experiential knowledge in order to reduce uncertainty when entering a foreign market. 

The Uppsala Model (1977) indicates that a firm would first expand geographically to 

markets close to the home-market, that would imply that Swedish SMEs first expand to 

the Scandinavian market due to familiarity and geographic closeness which could 

decrease possible risk. Moreover, in addition to the experiential knowledge, this this 

study also includes the influence of a manager’s educational background and their 

position tenure into the concept of previous experience. Thus, the purpose of the study 

was to explore and learn how the manager’s previous experience influence the choice of 

foreign entry mode for a Swedish SME going abroad and thereby gain a deeper 

understanding of the topic.  

 

As theory presents incremental steps are taken by firms gaining experiential knowledge 

and thereby reducing uncertainty and making gradual market commitment in foreign 

markets. However, this study shifts focus from the firm itself and instead directs it 

towards the decision-maker of a Swedish SME, defined as the manager. The literature 

explains how a manager who do not obtain any previous international experience is more 

likely to aim for an entry mode that entails lower risks and require a lower resource 

commitment. This is also found in the empirical findings, where all respondents initially 

opted for an export-based entry mode expanding a firm outside the Swedish market for 

the first time, where two of them chose the Nordic countries as target markets.  
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Furthermore, according to the literature, as the manager gains experience and knowledge 

it can influence future decisions regarding the choice of foreign entry mode, aspiring to 

increase the market commitment for either their the current firm or for future firms 

internationalising. The empirical data tell us that through gaining experience from 

previously internationalising firms, it have influenced the choice of foreign entry mode. 

As the experiential knowledge increased, managers opted for entry modes that provides 

a higher degree of control and a larger market commitment or entering markets further 

from Sweden.  

 

Additionally, a formal higher education such as a university degree is according to 

literature an indication of a manager’s ability to process information and their tolerance 

towards ambiguity. Found in the empirical data is that a higher education gives a 

manager the possibility to evaluate the different entry modes and provides a knowledge 

base. Thus, a higher level of an educational background can be seen more as facilitating 

the decision-making in regards to the choice of entry mode rather than directly 

influencing it. Moreover, literature further suggest that the lack of a higher education can 

be compensated by informal knowledge, such as previous international experience. What 

the findings implicates is that previous international experience can influence a 

manager’s choice of entry mode in different ways. One respondent obtaining a high 

degree of international experience, opted for an export entry mode, which is 

characterised as a low-control entry mode, whereas the respondent with the least 

international experience used subsidiaries as a foreign entry strategy. This can implicate 

that previous international experience can contribute to a manager being more aware of 

risks, or feeling more confident. Hence, international experience might not alone 

influence the choice of entry mode. Regarding the position tenure, the manager would 

have more knowledge about the firm and also created a wider network which would in 

many cases are beneficial. As theory present how a manager would be more risk-averse 

due to a longer position tenure, could influence the decision-process, but might not to a 

higher extent influence the choice of entry mode.  

 

Found in the empirical data is that the most influential aspect in regards to the choice of 

entry mode is previous international experience, which also goes in line with that 

Johanson and Vahlne (1977) highlight as important in the Uppsala Model. However, both 

educational background and position tenure can facilitate the decision-making process.  
 

5.1 Limitations  

During the process of writing this thesis a few limitations were identified, that might 

influence the quality of the study and therefore, it is important to be aware of them. Since 

this study focus on exploring how a manager’s previous experience influence the chosen 

entry mode, other aspects have been excluded. However, during all interviews we 

identified how risk was of great importance and it would have been beneficial to analyse 

it deeper and see how it affects the previous experience of the manager. Another limitation 

would be regarding the respondents. In order to find respondents that had 

internationalised firms was complicated, which includes that we only interviewed men. 
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If women also were included, a gender perspective could also be analysed. Furthermore, 

the primary data only contain interviews from three respondents, which might limit the 

generalisability of the findings.    

 

5.2 Theoretical implications  

There is a lot of research regarding internationalisation and different factors that can 

influence the choice of entry mode, which is as one of the most important strategic 

decisions in the internationalisation process. Due to that the entry mode is seen as a 

critical decision, this study directs its focus to this part. Moreover, the manager is 

considered to be the key decision-maker in SMEs, therefore he or she would be the one 

responsible for finding the most suitable mode of foreign entry. Although it has 

previously been studied by other researchers how a manager can influence the choice, 

there is a research gap regarding the topic in a Swedish context. There is also a gap in 

regards to SMEs, where the majority of the research conducted has been studied on 

MNEs. Furthermore, a research gap on how previous experience as a manager 

characteristic lacks research.  

 

5.3 Practial implications and recommendations  

The empirical findings presented in this study implicates that when expanding a Swedish 

SME across country borders, knowledge about a market is important in order to reduce 

uncertainty and thereby increase market commitment. Moreover, the most influential 

knowledge in regards to internationalisation and the choice of foreign entry mode is the 

one gained by personal experience, also referred to as experiential knowledge. However, 

obtaining a higher formal education can facilitate the decision-making since it provides a 

theoretical foundation.  

 

Furthermore, if a manager aspires towards firm growth and increased sales, searching for 

opportunities outside the domestic market is an option. Something for a manager to  keep 

in mind, is that if he or she does not have any form of previous experience in regards to 

internationalisation and the choice of a foreign entry mode, a suitable option might be to 

opt to export through a host-country agent. Thereby, he or she will be able to gain 

knowledge and experience and thereafter it can be relevant to aim towards either a 

contract-based or investment-based entry mode, which both provides a higher degree of 

control, yet a higher degree of risk.  
 

5.4 Recommendation for future research  

This study put focus on and applied the Uppsala Model as the internationalisation process. 

However, it would bee interesting to conduct further research as to how the previous 

experience of the manager also affected leapfrogging as the alternative 

internationalisation process. As our research focus on previous experience as one of the 

managers characteristics, we could suggest further research for other characteristics of 

the manager, such as personal traits. Lastly, the research was a study on SMEs since we 
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saw a research gap on Swedish firms. However, further research is suggested regarding  

comparison of  managers and firms from various countries and how they differ.  
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Appendices 

Appendix A  

1. Would you like to shortly describe the firm and what the core of the business is? 

• Skulle du kortfattat vilja beskriva företaget och vad som är kärnan i 

verksamheten? 

 

2. When was the company founded? 

• När grundades företaget? 

 

3.  What drove your company to seek opportunities outside the domestic market? 

• Vad är anledningen till att ni sökte er utanför den svenska hemmamarknaden? 

 

4. For how long has the firm been operating internationally? 

• Hur länge har företaget var verksamt internationellt? 

 

5. In which markets are you currently active? 

• På vilka marknader är ni aktiva? 

 

6. When starting to expand the firm internationally, which markets were the first you 

decided to enter? And Why ? 

• När ni startade er internationella expandering, vilka var de första marknaderna 

som ni bestämde er för att gå in på? 

 

7. In what way are you internationally active? For example, do you operate outside the 

domestic market through export, import or subsidiaries in the target market? 

• Hur ser er internationella verksamhet ut? Exempelvis om ni exporterar, 

importerar eller satt upp produktion utomlands? 

 

8. What was the reason for that specific choice? 

• Vad var anledningen till det valet? 

 

9. When entering new markets abroad, what factors would you say are the main ones to 

decide about the type of entry mode ?  (e.g. export, licensing, joint venture, wholly own 

subsidiary etc.) 

• När ni ska etablera er på nya marknader, vilka är de viktigaste faktorerna som 

influerar valet? 

 

10. How long have you been active in the firm?  

• Hur länge har du varit aktiv i företaget?  

 

11. What are your main tasks within the firm?  

• Vad har du för huvudsakliga arbetsuppgifter? 
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12. What kind of past experience do you have in internationalisation of companies?  

• Vad har du för tidigare erfarenhet gällande internationalisering av företag?  

 

13. What kind of past experience do you have in dealing with international business? 

• Vilken typ av erfarenhet har du gällande internationella affärer? 

 

14. Do you have a university degree? 

• Har du någon högskoleutbildning? 

 

15.  Do you have any other education within the field? 

• Har du någon annan utbildning inom området? 

 

16. Do you have experience from studying abroad?  

• Har du erfarenhet av att studera utomlands?  

 

17. Do you have experience of living abroad?  

• Har du erfarenhet av att bo utomlands?  

 

 


