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Abstract
Purpose – The purpose of this study is to enhance the understanding of a born global firm’s early
internationalization process and the entrepreneur’s decisions regarding internationalization by using
effectuation theory.
Design/methodology/approach – An explorative case study is used to explore whether
effectuation theory is a fruitful alternative perspective compared with the dominant paradigm
(causation), which is primarily used in earlier studies on born globals.
Findings – The study shows how a born global company could enter many markets in a short time,
by co-operating with local network partners. The founders’ prior knowledge and networks were
important to understand the rapid international expansion. Effectuation theory focuses on the
entrepreneurs’ ability to create opportunities together with network partners and is a useful tool to
understand the development in the born global firm.
Research limitations/implications – The study shows that effectuation theory holds promise for
developing the international entrepreneurship area. Future research is recommended to focus not only
on the entrepreneur’s competencies, but also on the entrepreneur’s behavior, including during the time
before they started the firm.
Practical implications – Decision-makers in the early development of born global firms are
recommended to use his/her own and his/her company’s resources and network. Also advantage
should be taken of opportunities when they are recognized or created, instead of focusing on
traditional planning activities.
Originality/value – There are few studies that have used effectuation theory as a basis for
understanding the early development of a born global firm.
Keywords International entrepreneurship, Born globals, Effectuation, Causation, Internationalization,
Case studies, International business, Entrepreneurialism
Paper type Research paper

Introduction
Because of lower trade barriers, increased competition and rapid technological
development, more and more small and medium-sized firms (SMEs) start their
international activities during the first year of their operation or at least very soon after
their establishment and a significant part of their total sales is from foreign markets.
These types of firms are known by several terms, i.e. early internationalizing firms,
born global firms or international new ventures. The most common concept is
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probably born global and will be used in this study (Rialp et al., 2005). The
development of more new firms growing internationally from inception or early on has
created the growth of international entrepreneurship as a research field. This research
area focuses on the interrelatedness between entrepreneurship and international
business. Reviews of international entrepreneurship research have been conducted by
Rialp et al. (2005) and Keupp and Gassman (2009). Keupp and Gassman point out
theoretical inconsistencies and knowledge gaps in the international entrepreneurship
field. Although the area has been researched for some time there is still a need for
theory and concepts that can be used to better understand and explain born globals
(Autio, 2005). An important finding that many researchers have pointed to is that
internationalization and entrepreneurship are similar processes and that theory from
the entrepreneurship area can enhance the understanding of firms’ internationalization
(Andersson, 2000; Johanson and Vahlne, 2009; Keupp and Gassman, 2009). Even
though the importance of entrepreneurs have been highlighted in some studies
(Andersson and Evangelista, 2006), there is a need for deeper studies which investigate
in more detail how entrepreneurs’ influence the development of born global firms. Why
do some entrepreneurs choose to start ventures that already, from inception, aim for a
global market? Decision making in an international and entrepreneurial context is an
area that needs further investigation. Research regarding entrepreneurial decision
making must necessarily focus on the concepts of risk and uncertainty. (For a deeper
discussion about decision-making theories (see Sarasvathy, 2001).) She argues that
effectuation logic suits situations with high risks and uncertainty while causation logic
is more suitable when the future is predictable. Effectuation logic is characterized by
emergent strategies and includes a selection of alternatives based on loss affordability
and strategic alliances (Sarasvathy, 2008). The entrepreneur’s decision to enter foreign
markets already from a firm’s inception is a decision with high risk in an uncertain
situation. In the light of the preceding discussion therefore the purpose of this study is
to enhance the understanding of a born global firm’s early internationalization process
and the entrepreneur’s decisions regarding internationalization by using effectuation
theory.
First in this research note a theoretical background of the area international
entrepreneurship is presented. Thereafter follows a discussion on two different ways of
decision-making, causation and effectuation. An explorative case study is used to
illustrate decision-making in born globals. Effectuation theory is used to analyze a
born global firm and it is concluded that effectuation theory gives new insights in the
born global phenomenon.
International entrepreneurship
The development from a small national to a multinational firm has been an area of
great research interest and one of the most important models in this field is the
so-called Uppsala Model, which was developed by Johanson and Vahlne (1977). The
model defines internationalization as a process of increasing experiential knowledge
(Penrose, 1959). The discussion is focused on development over time and the main
themes are the firms’ behavior when it comes to different establishment sequences in
terms of markets and entry modes. Markets are entered with successively greater
psychic distance and the firm’s international behavior in a single market is a
consequence of a successively greater organizational learning and commitment. As the
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firm learns about the market it commits more resources and goes through different
steps. A theoretical point of departure of the field of international entrepreneurship is a
criticism of the Uppsala internationalization model and other similar models for being
too deterministic (Autio, 2005; Bell, 1995). If the firms are developed in accordance with
the models (not focused on individual decision making), individual strategic choices
will not be decisive for different strategic choices regarding a firm’s
internationalization. However, later studies have shown that entrepreneurs can
choose to internationalize in different directions (Andersson, 2000; Andersson and
Evangelista, 2006). Some firms internationalize early and rapidly and thus become
global a short time after their inception (e.g. Knight and Cavusgil, 1996; Madsen and
Servais, 1997). Born global firms also display a variety of entry modes; decisions which
not are in accordance with the step-wise pattern that is discussed in earlier literature
(Andersson et al., 2006). Johanson and Vahlne (2009) and Schweizer et al. (2010) have in
their later articles acknowledged that firms do not follow an internationalization
pattern in line with the psychic distance concept and step-wise entry mode pattern
shown in their early works (Johanson and Vahlne, 1977). They maintain that the basic
idea with their model still is relevant and that new patterns can be explained by the
fact that the founding entrepreneur already has access to knowledge and relationships
prior to the internationalization of a born global firm (Johanson and Vahlne, 2009). In
2010 they explicitly include entrepreneurial capabilities in the model and use
Sarasvathy’s (2001) effectuation discussion as an important tool to analyze firm’s
internationalization. However, their discussion still focuses more on organizational
networks than on entrepreneurial opportunity creation, ignoring the importance of
different entrepreneurial capabilities and proactive behavior (Andersson and
Evangelista, 2006). Following Autio (2005) it would appear that the international
entrepreneurship tradition has been fruitful in acknowledging an entrepreneurial
pro-active view of internationalization (Frishammar and Andersson, 2009) that
challenges Johanson and Vahlne’ s (2009) more reactive view of internationalization.
The focus on a pro-active entreprenuer is in line with Shane and Venkataraman’s
(2000) definition of entrepreneurship, which is:
[an] examination of how, by whom, and with what effects opportunities to create future goods
and services are discovered, evaluated and exploited (Shane and Venkataraman, 2000, p. 218).

The emphasis here is that entrepreneurship has two parts: opportunities and
individuals who want to take advantage of them. Oviatt and McDougall (2005) concur
with these observations and see this definition as useful also for defining international
entrepreneurship. Some scholars have criticized Shane and Venkataraman’s (2000)
definition as it depicts opportunities as objective phenomena in the environment.
Oviatt and McDougall (2005) agree with this criticism and include Weick’s (1995)
concept of enactment to emphasize that opportunities are not only in the environment,
but that different entrepreneurs interpret the environment differently and may see
opportunities where others do not. Following the above discussion, Oviatt and
McDougall present the following definition:
International entrepreneurship is the discovery, enactment, evaluation and exploitation of
opportunities – across national borders – to create goods and services (Oviatt and
McDougall, 2005, p. 540).
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The above definition can be used at different levels i.e. organizations, groups and
individuals. Besides relating to the view of entrepreneurship that focuses on start-ups,
it also highlights entrepreneurial behavior that becomes evident later on in a firm’s
development (Zahra et al., 2000). It also is based on a view that focuses on the
entrepreneur’s ability to interpret the environment differently, which makes the
entrepreneur a central player in understanding a firm’s development (Andersson,
2000). This definition is useful to our purpose of studying entrepreneurial decision
making regarding internationalisation in born global firms.
This research note aims to further explore the research tradition that looks at
internationalization as a process of international opportunity recognition (Andersson,
2000; Chandra et al., 2009; Schweizer et al., 2010). There are two dominant schools with
regard to opportunity recognition. The first looks at opportunity recognition as a
planned process where opportunities are recognized after a purposeful, rational and
systematic search process (Ansoff, 1988, Drucker, 1998). This school has a causation
logic (Sarasvathy, 2001) and is derived from the rational decision making perspective
of neo-classical micro-economics (Chandler et al., 2011). The second school looks at
opportunities as unknown until discovered (Ardichvili et al., 2003; Kirzner, 1997) and
that opportunities are co-created with other agents in an effectuation process
(Sarasvathy, 2001; Dew et al., 2009). Effectuation theory has pointed to the possession
of relevant skills and prior knowledge as important factors influencing the opportunity
discovery process. The concepts of effectuation and causation will be further
elaborated upon hereafter.
The process of causation and effectuation
Causation models go from many alternatives to one goal while effectuation models
starts with one set of alternatives that can end in many different ways. Sarasvathy
(2001) exemplifies a causation process as the one described in main-stream text-books
in marketing (Kotler, 2003). The logic in these books is that firms should start with an
analysis of the firm and its environment and after that create a plan for the firm that is
implemented and controlled. This traditional decision making perspective is derived
from neo-classical micro-economics (Chandler et al., 2011). The same logic is also used
in entrepreneurship and business plan literature (Scarborough and Zimmerer, 2003;
Timmons and Spinelli, 2004) and in international and global marketing literature
(Doole and Lowe, 2004). The process starts with an analysis of the firm and its
international environment. Markets are chosen after an analysis of different markets
and an evaluation of different foreign market entry methods. Thereafter, different
market strategies are implemented on different markets. Firms can choose a
standardized marketing strategy for all markets (to gain economies of scale) or
adaptation of different markets (to be able to meet local differences in demand).
Effectuation processes are not driven towards one goal. Instead they start from a
given set of the entrepreneur’s characteristics (traits, tastes, and abilities), what they
know (knowledge corridors) and who they know (social networks). These questions
acknowledge the importance of the individuals in the firm’s international development
(Andersson, 2000; Andersson and Evangelista, 2006). On a firm level this corresponds
to the resource based theory and its physical, human and organizational resources
(Barney, 1991). Effectuation theory also points out the importance of networks
(Coviello, 2006; Johanson and Vahlne, 2009; Loane and Bell, 2006).
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Sarasvathy (2001) argues that causation processes are more effective in static
environments where the future is possible to predict, while effectuation processes are
regarded as more effective when the future is unpredictable. The logic of effectuation is
particularly useful in areas where human action is the most important factor shaping
the future (Sarasvathy, 2001). In a new firm that from inception is aiming for
international markets the environment is hard to predict and the founding
entrepreneur is influential in the firm’s development. That is, effectuation logic
ought to be applicable in that setting. In the next section effectuation theory is
compared with earlier research on international entrepreneurship.
Born globals and the theory of effectuation
In order to understand the behavior of born globals scholar have borrowed concepts
and theories from the strategic management and entrepreneurship literatures. For
example, Knight and Cavusgil (2004) use the resource based view. Other scholars have
focused on the entrepreneur and his/her behavior traits and characteristics (Andersson
and Evangelista, 2006). As is the case with entrepreneurship research (Gartner, 1988),
the findings in international entrepreneurship are contradictory (Andersson et al.,
2004) and it is not possible to identify one type of “born global entrepreneur”. There
appear to be many different types of entrepreneurs that create born globals. Another
important finding in the born global literature is the importance of personal networks
for a rapid international growth (Andersson and Wictor, 2003; Coviello, 2006). A
characteristic for a born global firm is that they act in new markets that are hard to
predict. That is, these firms act in environments where effectuation theory ought to be
effective (Sarasvathy, 2001, 2008). An advantage with effectuation theory is that it
treats the individual level, the firm level and the environment /network level with a
process perspective. That is it combines some of the earlier findings on born globals
putting them into a more cohesive structure.
Oviatt and McDougall (1994) show that earlier theories used in international
business do not fully explain the phenomenon of born globals. They suggested that
entrepreneurship theory and the resource-based view of the firm should present fruitful
avenues of enquiry. For example, entrepreneurship scholars have used the
entrepreneurial orientation construct (Covin and Slevin, 1989). A drawback of this
type of research is that much enquiry has been cross-sectional in nature, and as a
consequence has been unable to capture the process involving the development of born
globals. It also focuses on the firm level and does not consider how individual
decision-making influences firms’ internationalization.
An advantage of effectuation theory is that it is explicitly concerned with both the
individual and the firm. It also connects to earlier theories regarding decision-making
that appear fruitful in order to understand early processes in born globals. Sarasvarthy
refers to March’s different works, challenging the assumption of pre-existent goals
being held (March, 1991). Decision-making processes are much more complicated than
is described in traditional textbooks. Decisions are made in interactions with others,
both inside and outside the organization. The decision-making process is not an
optimization process but rather a process to find a satisfactory solution with many
partners involved (Cyert and March, 1963). A consequence of March’s discussion is
that a linear planning approach is not a good description of decision-making in most
firms. That is further developed by Mintzberg and others. During the 1950s and 1960s
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scholars of management started to criticize the conceptual understanding of
management for being far away from actual managerial practice (Mintzberg, 1973).
That stream of research revealed that the classical way to describe managerial work as
consisting of activities such as “planning”, “organizing “, “co-ordinating” and
“controlling”, does not correspond with the behavior of individual managers (Hales,
1986). A frequent and often proposed generic finding in previous research on what
managers do is that managerial work is characterized by brevity, variety, and
discontinuity (Mintzberg, 1973; Florén, 2006). In Mintzberg’s (1994) further research he
pointed out the importance of action and synthesis instead of analysis and prediction in
decision-making processes.
Sarasvathy also refer’s to Weick (1979) in her discussion of effectuation, who argues
that the environment does not directly affect an organization. Decision-makers
interpret the organizations’ environments and due to earlier experience have developed
different cognitive schemas and come up with different interpretations and decisions.
Weick’s discussion is in line with the cognitive perspective (Sadler-Smith, 2004). In this
perspective the focus is on how firms’ decision-makers conceptualize information and
how this impacts decision-making. Decision-makers shape their environment through
enactment and sense-making (Rasmussen et al., 2001). In the context of international
entrepreneurship this highlights the importance of studying and getting information
about the entrepreneur’s activities before they start the born global company. During
that period the entrepreneurs create a mindset (cognitive schemata) allowing them to
see international opportunities, where others would not find these. In this research
note, by including the theoretical points of departure in effectuation theory an analysis
of a born global firm is carried out. This analysis will deal with both the individual,
firm and firm’s environment level in line with Sarasvathy’s (2001) discussion.
Method
The research note draws on the critical method approach as described by Alvesson and
Deetz (2000). These authors use empirical findings as arguments for intelligent and
interesting interpretations and not to test if a theory is true. In this research note
effectuation is seen in an alternative perspective compared with the dominant
paradigm in former literature (causation). This new interpretation of the
internationalization decision gives new insights leading to an increased
understanding of the phenomenon of born globals. According to Alvesson and
Deetz (2000) it is not possible to study something without theory and all writing is
constructions. A fruitful way to expand the knowledge of a research area is to study it
from different perspectives. This is also in line with Alvesson and Deetz’s (2000)
criticism towards the project to find a grand theory. Alvesson and Deetz (2000) discuss
this matter in connection with management research and the same reasoning can be
transferred to international business.
The authors use theoretical rather than random sampling. Therefore, a single case
was chosen to get as deep information as possible (Dyer and Wilkins, 1991). The case
study approach has been recommended as a fruitful way to get knowledge of a
longitudinal process where internationalization is regarded as a business creation
process (Johanson and Vahlne, 2009). There is need to learn more about special types of
firm and not only to look for the average firm (Andriani and McKelvey, 2007). Based on
the born global definition used by Andersson and Wictor (2003) which is influenced by
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Oviatt and McDougall (1994) and Knight and Cavusgil (1996), a pool of potential
companies were identified. Out of that pool one case was chosen that was willing to
give deep information on the firm’s development. A close relationship was established
with the firm, which made it possible to receive information that is hard to get access to
with other methods (Welch et al., 2002).
Alfa was one of four companies that were studied in depth in an earlier study of
Swedish born globals (Andersson and Wictor, 2003). A born global firm was in that
study defined as a company that has achieved a foreign sales volume of at least 25
percent within three years of its inception and that seeks to derive significant
competitive advantage from the use of resources and the sales of outputs in multiple
countries. The first study (Andersson and Wictor, 2003) showed that in accordance
with this definition born globals were a rare phenomenon in Sweden. The study started
with a database of 89 companies, where only one was a born global. However, three
other born globals were through personal contacts and scanning of the business press.
Of the four companies that were part of the first study only one was an independent
growing company in 2006. One company has gone bankrupt, one was reorganized,
changing its name and business idea, and is still very small, one has had a successful
international growth and was bought by an American company and one company
Alfa, the one that had been chosen for this study, is still an independent company with
strong international growth. As the aim is to study a particular type of organization
this company was selected, as is of less importance to have many cases, rather the
focus here is on gaining in depth information of one case (Siggelkow, 2007).
Both historical records and personal interviews have been collected and used as
sources. The study started with data from secondary sources (Loane et al., 2006). Data
were requested directly from the companies, such as annual reports and other written
documents. This information was completed with newspaper articles and information
from publicly available databases. From these sources, relevant background
information such as revenues, income, employment etc. could be collected for the
company, as well as more qualitative information like important historic events and
major strategic decisions. However, the secondary data was not enough to gain a
satisfactory understanding of the companies’ international development. Therefore, in
the next stage of the data collection process the companies were contacted to get
first-hand information from the individuals working within the companies. Key
informants with experience from critical internationalization decisions were identified.
The informants could identify other informants and secondary sources that gave us
more in-depth information. However, internationalization decisions and
implementation were dealt with on chief executive officer (CEO) level and therefore
CEOs was targeted as the main informants. The founder and first CEO has been
interviewed three times, and the second and third CEOs once. Secondary data were
used as a base to discuss internationalization with the key informants. A
semi-structured interview guide was used, and all interviews were taped. The main
reason for using a semi-structured approach was to ensure that the discussion was
driven by what the respondents felt was important in order to stay as close as possible
to their lived experience. The key informants were thus allowed to tell their stories
freely and discuss how the international development of the companies has developed
over time. This method has been used in earlier studies of small company
internationalization by Crick and Jones (2000). Interviews started in 1999 and the
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companies have been followed for several years. The interviews were carried out at
Alfa’s headquarters and were combined with company tours and with shorter
discussions with employees in the company. Based on the information collected, case
descriptions of the international development in the company were written. The
interviewees were given the opportunity to read and comment upon these. To preserve
confidentiality, the name of the company is fictitious. In the analysis we compare
theoretical aspects identified in the literature review with the development in the case.
An explanation-building strategy (Yin, 2003), in which theory is matched against the
empirical findings, was used for analysis.
The Alfa case
Alfa was founded by four colleagues from a company where they were employed in
different positions. The four founders’ positions at inception were, CEO, marketing
director, production director and head of administration and accounting. Although
there were four founders, one acted as lead entrepreneur initiating the start of the
company. He saw more opportunities than the owner of the original company and
therefore he wanted to start his own business, Alfa, in 1990. Alfa’s business is based on
Multidiameter technology, protected by patent. their products consist of a system of
cable entries and seals, based on the Multidiameter technology. They also offer
custom-made systems. The business concept at inception was stated as follows:
Alfa should develop, manufacture and sell Multidiameter-based rubber seals for cables and
pipes, which pass through clearly-defined constructions, where the importance of the
protection towards fire, gas, water and electromagnetic disturbances is focused. The world
should be our market (the founder and CEO of Alfa).

The entrepreneur who was dominant in the start-up and the main owner (70 percent of
the stock of Alfa) has a long experience of international business from his former work
for a company in the same industry. He was very marketing oriented and from
inception the whole world was regarded as the market for Alfa. The sales turnover in
Sweden has never been more than 20 percent of the total turnover. Sales growth has
been the overall goal of the company (Figure 1), this goal has been achieved through an
aggressive market expansion:
It is better to own a market than to own a factory. Alfa was international from the first day
(the founder and CEO of Alfa).

The most important customer segment in the first year was the offshore market. The
two most important international markets were Norway and the UK. Alfa’s expansion
was carried out through international distributors which were found through
exhibitions and through the founder’s network. Alfa entered approximately ten
markets per year, and in 2001 they were present in 80 nations. Alfa were looking for
small distributors that focused on only a few products. They did not need to be
well-established companies; more important was an entrepreneurial thinking in the
management team of the distributors. Some agents were also enrolled on a provisional
basis during the first years, but the main establishment mode for Alfa were
distributors, due to the importance of a local stock so the distributors would be able to
support the market with a valid service. This establishment strategy made it possible
to break into many markets despite a lack of resources.
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Figure 1.
Alfa’s net turnover and
operating result 1990-2009

The founder and first CEO
There were four people who started the company. However, there was one very
dominant person among them, who was the principal leader. As he put it himself:
There can only be one captain on the ship (the founder and CEO of Alfa).

The founder had a long experience of international business from his former work as a
CEO company in the same industry. That is he had both industry and international
experience. In school he was more practical than theoretically oriented and he has no
academic education and he did not finish high school, as he commented:
I was not motivated in school. My best subject was drawing. What I like with business is to
create something new, see opportunities and act (the founder and CEO of Alfa).

Already from inception the whole world was regarded as the market for the founder.
This global mindset was important for the firm’s development. Although the founder
was clear in who had the last word, he was also very clear with that he did not have all
competencies himself to build a global company. He tried to find individuals who
complemented his skills and had different competencies as well as different
personalities:
[. . .] in the board of directors I try to find people who are different from me and have the guts
to say no. Sometimes I can be too optimistic about my own ideas so it is important that
someone is critical and also point out the risks (the founder and CEO of Alfa).

In the first year Alfa focused on the offshore segment. After a couple of years that
segment was saturated and sales did not grow as fast. However, the management was
able to see more broadly and also entered other segments such as electronic and
construction industries. This segment has totally different ways of marketing and
selling the product.
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The CEO explained the period of slower growth of the company as a consequence of
the CEO’s interpretation of business opportunities and not as “real” environmental
circumstances:
We thought the product was only applicable in a few industries, however this was just a
barrier in our minds. We did not think of all other possibilities that were possible in other
industries (the founder and CEO of Alfa).

To be able to see these opportunities the management of Alfa needs to change its
cognitive mindset and learn a new approach. A pattern in the behavior of the
entrepreneur was his ability to catch and create opportunities that could enhance the
growth of the firm. He did not follow the industry recipes in the rubber industry (Grinyer
and Spender, 1979). Most producers of rubber are suppliers to other industries such as
the car industry and build their competitive edge on cost (a large part of the rubber
industry in western Europe and North America has been located in developing countries
due to lower costs). The entrepreneur in Alfa did not see the company as a rubber
company but as a knowledge company. He defined a new way of doing business in the
sector and found a niche where he could develop a competitive advantage.
Company strategy and resources
Alfa started with a vision that the whole world should be the market. This vision was a
tool to open the eyes of members of the company. It was also a sign to actors inside and
outside of the company that the firm aimed for international growth and not for
short-term profit.
The company’s inauguration and was financed by the founders’ financial resources,
the company’s profit, bank loans and a loan from ALMI (a government organization,
supporting new firms). The founders aimed for long-term growth and wanted to keep
control of the company. They did not want to include financiers as venture capitalists,
that might want to sell the companies after a couple of years to get a return on their
investments. Financing through listing on the stock exchange was not considered, as
the founders thought that this would lead to a stronger focus on short-term profits. The
continued growth was possible through the company’s profitable sales that were
invested in new growth activities as investments in new markets:
The effectuator prefers options that create more options in the future rather than those that
maximize returns in the present (Sarasvathy, 2001, p. 252).

Although the product is important for Alfa’s development it is on the marketing side
the CEO has been most innovative. Alfa produces rubber products, yet does not
describe itself as a company in the rubber product industry. Instead, Alfa considers
itself as a knowledge-based company. They try to out-source non-strategic production,
thus the production department is rather small. However, in contrast they have a large
marketing department. They are very active when it comes to international activities.
The CEO tries to recruit people with international experience to key positions in the
organization, to overcome language and cultural differences. Alfa recruited employees
that lived in Sweden but have a background in China, Syria and Chile. After a couple of
years in Sweden they moved to their former home countries to develop Alfas activities:
The recruiting of people from different cultural backgrounds was a deliberate strategy
develop our international business (the founder and CEO of Alfa).

The objective of Alfa was to grow fast internationally and they used all available resources
to achieve that goal. However, instead of using market research before deciding which
markets to enter, they aggressively entered many markets in short time using a resource
lean entry-mode that made losses affordable. Alfa co-operated with distributors, so they
could take advantage of their knowledge and networks. Instead of focusing on the markets
with the largest sales potential, they could enter many different markets in a short time:
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Effectuation predetermines how much loss is affordable and focuses on experimenting with
as many strategies as possible (Sarasvathy, 2001, p. 252).

Networks
The founder’s local and international networks were important for Alfa’s early
development, especially during the first years when it was vital in terms of a good
position in the local network vis-à-vis local bankers who were required to finance the
early development. In his former position as CEO in a firm in the same industry as
Alfa, the founder had built an international network, which was important for Alfa’s
international development.
To be able to grow internationally as fast as ten markets per year Alfa preferred not
to start its own subsidiaries internationally. Instead it worked with independent
distributors. However, in an important market where they could not find any suitable
alliances they started sales subsidiaries. The goal was to sell them, preferably by
management buy-outs, so they did not lock financial resources into their own
subsidiaries. Markets were chosen, primarily where they found distributors with whom
they could create a strategic alliance. Distributors were not chosen because they had the
best position in the market, but because they were small entrepreneurial distributors that
included Alfa’s products as an important part of their product portfolio.
Concluding discussion
Effectuation theory gives new insights into entrepreneur’s decisions regarding
internationalization and the early internationalization pattern in born global firms. The
case used here illustrates how the logic of effectuation fits with the early development of a
born global firm. First, it explicitly treats both the individual, firm and network level.
Second, it includes a pro-active entrepreneurial perspective that better describes the firm’s
development than earlier theories used to analyze born gobals’ internationalization.
Earlier research has pointed out how the resource-based view (Knight and Cavusgil, 2004)
and networks (Coviello, 2006; Loane and Bell, 2006) give important insights into the
understanding of born globals. Effectuation theory compliments these insights by
including the pro-active entrepreneur and departs from the rational planning view that
has been dominant in many earlier studies on born globals.
Effectuation theory puts the entrepreneur in focus. The entrepreneur is regarded as
an effectuator, that is:
[. . .] an imaginative actor who seizes contingent opportunities and exploits any and all means
at hand to fulfill a plurality of current and future aspirations, many of which are shaped and
created through the very process of economic decision making and are not given a priori
(Sarasvathy, 2001, p. 262).

In line with earlier research on entrepreneurship (Gartner, 1988) it is maintained that
entrepreneurs in born globals are not regarded as a special type of individuals when it
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comes to who they are. Instead this approach focuses on how born global firms are
developing and compares that with the behavior of the entrepreneurs in the firms.
They are individuals with cognitive limitations, who are influenced by their earlier
experiences. These individuals have developed heuristics and inductive logic that
leads to the decision that their firms should expand internationally. More research that
focuses not only on the individuals’ traits and characteristics but also on the managers’
intentions, aspirations, motivation, behavior and roles is recommended. Here the
research on management and leadership that focuses on management behavior could
enhance the understanding of development in growing born global firms. In leadership
literature it is concluded that effective leaders are those who can change leadership
style in accordance with different contexts (Andersson and Tell, 2009). Indeed:
Effective leaders are those who have the cognitive and behavioural complexity to respond
appropriately to a wide range of situations that may in fact require contrary or opposing
behaviours (Hooijberg and Choi, 2001, p. 526).

In the case of born globals it will mean that the effective born global leaders are those
who can use effectuation logic in unpredictable situations and causation logic in
predictable situations. Effectuation logic enhances the understanding of the
international behavior in the born global firms. Contrary to earlier research on
firm’s internationalization, born globals enter many markets in a short time and
market choice is not controlled by cultural differences and psychic distance (Johanson
and Vahlne, 1977). Market choice in the born global firm is better understood by using
effectuation logic, that is, the effectuator uses his own and his companies resources and
network and take advantage of opportunities when they are created or observed
(Weick, 1979). By using resource lean entry modes, the effectuator can enter many
markets in a short time with a low risk. Alfa used different modes of entry, as did many
other born global firms, however they preferred to co-operate with distributors, so they
could take advantage of their knowledge and networks (Andersson et al., 2006). Alfa
preferred strategic alliances with local partners instead of carrying out its own market
research on the different markets (Sarasvathy, 2001).
Effectuation logic also gives new insights to international entrepreneurship theory.
Earlier research has found that born globals are expanding fast internationally and
explained that this was a consequence of a planned niche strategy (Oviatt and
McDougall, 1994; Knight and Cavusgil, 1996). Effectuation logic shown in this study
finds a development that is controlled by a growth vision but that the entrepreneur is
able to see opportunities that are not in line with a plan. These findings are in line with
Spence and Crick (2006) who found both planned and emergent strategies in the
internationalization of high-tech SMEs. This is also in line with studies that look at
opportunities as unknown until discovered (Ardichvili et al., 2003, Kirzner, 1997). Also
opportunities are co-created with other agents in an effectuation process (Sarasvathy,
2001, Dew et al., 2009). This study shows that a focus on opportunity discovery ought
to further enhance the understanding of the development in born global firms.
Practical implications
For practitioners this study implies that successful internationalization can be carried
out without formal market research and that a strategy based on a rapid, but resource
lean entry strategy, based on an entrepreneur’s knowledge, links to foreign markets
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and a co-operative arrangement with network partners, can be successful. This
strategy is recommended in contexts where there are no stable structures determining
the business logic.

Future research
Future research should include effectuation theory when researching born globals to
try to capture the process of internationalization, and include the pre-start phase which
is important to understand the further development of the born global firm (Chandra
et al., 2009). This study is in line with earlier research on effectuation (Sarasvathy,
2001, 2008). It has pointed out that an entrepreneur’s possession of relevant skills, prior
knowledge and networks are important factors influencing the opportunity discovery
process. Both qualitative and quantitative longitudinal approaches are recommended
to take the process view. Observational studies should be especially useful to find out
what decision-makers actually do in the different phases (Andersson and Floren, 2008;
Mintzberg, 1973). In this study the very early phases of a firm’s international
development are considered. Earlier research has pointed out that causation logic
should be more useful in later stages of a firm’s development (Read and Sarasvathy,
2005). In future research it would be interesting to explore how a company deals with
the challenges that arise when the company grows (Andersson, 2004) and if it is
possible for firms’ behavior to change from an effectuation logic to a causation logic. A
comparison between the behavior of decision-makers in different stages of the
processes ought to give useful implications both for theory and practitioners.

References
Alvesson, M. and Deetz, S. (2000), Doing Critical Management Research, Sage Publications,
London.
Andersson, S. (2000), “Internationalization of the firm from an entrepreneurial perspective”,
International Studies of Management and Organization, Vol. 30 No. 1, pp. 63-92.
Andersson, S. (2004), “Internationalization in different industrial contexts”, Journal of Business
Venturing, Vol. 19 No. 6, pp. 851-75.
Andersson, S. and Evangelista, F. (2006), “The entrepreneur in the born global firm in Australia
and Sweden”, Journal of Small Business and Enterprise Development, Vol. 13 No. 4,
pp. 642-59.
Andersson, S. and Floren, H. (2008), “Exploring managerial behavior in small international
firms”, Journal of Small Business and Enterprise Development, Vol. 15 No. 1, pp. 31-50.
Andersson, S. and Tell, J. (2009), “The relationship between the manager and growth in small
firms”, Journal of Small Business and Enterprise Development, Vol. 16 No. 4, pp. 586-98.
Andersson, S. and Wictor, I. (2003), “Innovative internationalisation in new firms – born globals:
the Swedish case”, Journal of International Entrepreneurship, Vol. 1 No. 3, pp. 249-76.
Andersson, S., Gabrielsson, J. and Wictor, I. (2004), “International activities in small firms.
Examining factors influencing the internationalization and export growth of small firms”,
Canadian Journal of Administrative Science, Vol. 21 No. 1, pp. 22-34.
Andersson, S., Gabrielsson, J. and Wictor, I. (2006), “Born globals’ market channel strategies”,
International Journal of Globalisation and Small Business., Vol. 1 No. 4, pp. 356-73.

The theory of
effectuation

639

JSBED
18,3

Downloaded by UNIVERSITY OF VIRGINIA At 21:16 15 February 2017 (PT)

640

Andriani, P. and McKelvey, B. (2007), “Beyond Gaussian averages: redirecting international
business and management research toward extreme events and power laws”, Journal of
International Business Studies, Vol. 38 No. 3, pp. 1212-30.
Ansoff, H.I. (1988), The New Corporate Strategy, Wiley, New York, NY.
Ardichvili, A., Cardozo, R. and Ray, S. (2003), “A theory of entrepreneurial opportunity
identification and development”, Journal of Business Venturing, Vol. 18 No. 1, pp. 105-23.
Autio, E. (2005), “Creative tension: the significance of Ben Oviatt’s and Patricia McDougall’s
article ‘Toward a theory of international new ventures’”, Journal of International Business
Studies, Vol. 36 No. 1, pp. 9-19.
Barney, J. (1991), “Firm resources and sustained competitive advantage”, Journal of
Management, Vol. 17 No. 1, pp. 99-120.
Bell, J. (1995), “The internationalisation of small computer software firms: a further challenge to
‘stage’ theories”, European Journal of Marketing., Vol. 29 No. 8, pp. 60-7.
Chandler, G.N., DeTienne, D.R., McKelvie, A. and Mumford, T.V. (2011), “Causation and
effectuation processes: a validation study”, Journal of Business Venturing, Vol. 26 No. 3,
pp. 375-90.
Chandra, Y., Styles, C. and Wilkinsson, I. (2009), “The recognition of first-time international
entrepreneurial opportunities – evidence from firms in knowledge-based industries”,
International Marketing Review, Vol. 26 No. 1, pp. 30-61.
Coviello, N.E. (2006), “The network dynamics of international new ventures”, Journal of
International Business Studies, Vol. 37 No. 5, pp. 713-31.
Covin, J.G. and Slevin, D.P. (1989), “Strategic management of small firms in hostile and benign
environments”, Strategic Management Journal, Vol. 10 No. 1, pp. 75-87.
Crick, D. and Jones, M.V. (2000), “Small high-technology firms and international high-technology
markets”, Journal of International Marketing, Vol. 8 No. 2, pp. 63-85.
Cyert, R.M. and March, J.G. (1963), A Behavioral Theory of the Firm, Prentice Hall, Englewood
Cliffs, NJ.
Dew, N., Read, S., Sarasvathy, S.D. and Wiltbank, R. (2009), “Effectual versus predictive logics in
entrepreneurial decision making: differences between experts and novices”, Journal of
Business Venturing, Vol. 24 No. 4, pp. 287-309.
Doole, I. and Lowe, R. (2004), International Marketing Strategy, Thomson Learning, London.
Drucker, P.F. (1998), “The discipline of innovation”, Harvard Business Review, Vol. 76 No. 6,
pp. 149-57.
Dyer, W.G. Jr and Wilkins, A.L. (1991), “Better stories, not better constructs, to generate better
theory: a rejoinder to Eisenhardt”, Academy of Management Review, Vol. 16 No. 3,
pp. 613-19.
Florén, H. (2006), “Managerial work in small firms – summarizing what we know and sketching a
research agenda”, International Journal of Entrepreneurial Behaviour & Research, Vol. 12
No. 4, pp. 272-88.
Frishammar, J. and Andersson, S. (2009), “The over-estimated role of strategic orientations for
international performance in smaller firms”, Journal of International Entrepreneurship,
Vol. 7 No. 1, pp. 57-77.
Gartner, W.B. (1988), “‘Who is an entrepreneur?’ is the wrong question”, American Journal of
Small Business, Vol. 12 No. 4, pp. 11-32.
Grinyer, P.H. and Spender, J.C. (1979), “Recipes, crises and adoption in mature industries”,
International Studies of Management and Organization, Vol. 9 No. 3, pp. 113-33.

Downloaded by UNIVERSITY OF VIRGINIA At 21:16 15 February 2017 (PT)

Hales, C.P. (1986), “What do managers do? A critical examination of the evidence”, Journal of
Management Studies, Vol. 23 No. 1, pp. 88-115.
Hooijberg, R. and Choi, J. (2001), “The impact of organizational characteristics on leadership
effectiveness models: an examination of leadership in a private and a public sector
organization”, Administration and Society, Vol. 33 No. 4, pp. 403-32.
Johanson, J. and Vahlne, J.-E. (1977), “The internationalization process of the firm – a model of
knowledge development and increasing foreign market commitments”, Journal of
International Business Studies, Vol. 8 No. 1, pp. 23-32.
Johanson, J. and Vahlne, J-E. (2009), “The Uppsala internationalisation process model revisited:
from liability of foreignness to liability of outsidership”, Journal of International Business
Studies, Vol. 40 No. 9, pp. 1411-31.
Keupp, M.M. and Gassman, O. (2009), “The past and the future of international entrepreneurship:
a review and suggestions for developing the field”, Journal of Management, Vol. 35 No. 3,
pp. 600-33.
Kirzner, I. (1997), “Entrepreneurial discovery and the competitive market process: an Austrian
approach”, Journal of Economic Literature, Vol. 35 No. 1, pp. 60-85.
Knight, G.A. and Cavusgil, S.T. (1996), “The born global firm: a challenge to traditional
internationalization theory”, Advances in International Marketing, Vol. 8, pp. 11-26.
Knight, G.A. and Cavusgil, S.T. (2004), “Innovation, organizational capabilities, and the born
global firm”, Journal of International Business Studies, Vol. 35 No. 2, pp. 24-141.
Kotler, P. (2003), Marketing Management, Prentice Hall, Englewood Cliffs, NJ.
Loane, S. and Bell, J. (2006), “Rapid internationalisation among entrepreneurial firms in
Australia, Canada, Ireland and New Zealand – an extension to the network approach”,
International Marketing Review, Vol. 23 No. 5, pp. 467-85.
Loane, S., Bell, J. and McNaughton, R. (2006), “Communication technologies (ICT) to enhance
qualitative international marketing enquiry”, International Marketing Review, Vol. 23
No. 4, pp. 438-55.
Madsen, T.K. and Servais, P. (1997), “The internationalization of born globals: an evolutionary
process?”, International Business Review, Vol. 6 No. 6, pp. 561-83.
March, J.G. (1991), “Exploration and exploitation in organizational learning”, Organization
Science, Vol. 2 No. 1, pp. 71-87.
Mintzberg, H. (1973), The Nature of Managerial Work, Harper & Row, New York, NY.
Mintzberg, H. (1994), “Rounding out the manager’s job”, Sloan Management Review, Vol. 36 No. 1,
pp. 11-26.
Oviatt, B.M. and McDougall, P.P. (1994), “Toward a theory of international new ventures”,
Journal of International Business Studies, Vol. 24 No. 4, pp. 45-64.
Oviatt, B.M. and McDougall, P.P. (2005), “Defining international entrepreneurship and modeling
the speed of internationalization”, Entrepreneurship Theory and Practice, Vol. 29 No. 5,
pp. 537-54.
Penrose, E.T. (1959), The Theory of the Growth of the Firm, Basil Blackwell, London.
Rasmussen, E., Madsen, T.K. and Evangelista, F. (2001), “The founding of the born global
company in Denmark and Australia: sensemaking and networking”, Asia Pacific Journal
of Marketing and Logistics, Vol. 13 No. 3, pp. 75-107.
Read, S. and Sarasvathy, S.D. (2005), “Knowing what to do and doing what you know:
effectuation as a form of entrepreneurial expertise”, The Journal of Private Equity, Vol. 9
No. 1, pp. 45-62.

The theory of
effectuation

641

JSBED
18,3

Downloaded by UNIVERSITY OF VIRGINIA At 21:16 15 February 2017 (PT)

642

Rialp, A., Rialp, J. and Knight, G.A. (2005), “The phenomenon of early internationalizing firms:
what do we know after a decade (1993-2003) of scientific inquiry?”, International Business
Review, Vol. 14 No. 2, pp. 147-66.
Sadler-Smith, E. (2004), “Cognitive style and the management of small and medium-sized
enterprises”, Organization Studies, Vol. 25 No. 2, pp. 155-81.
Sarasvathy, S.D. (2001), “Causation and effectuation: toward a theoretical shift from economic
inevitability to entrepreneurial contingency”, Academy of Management Review, Vol. 26
No. 2, pp. 243-63.
Sarasvathy, S. (2008), Effectuation – Elements of Entrepreneurial Expertise, Edward Elgar,
Cheltenham.
Scarborough, N.M. and Zimmerer, T.W. (2003), Effective Small Business Management:
An Entrepreneurial Approach, Prentice Hall, Upper Saddle River, NJ.
Schweizer, R., Vahlne, J.E. and Johansson, J. (2010), “Internationalization as an entrepreneurial
process”, Journal of International Entrepreneurship, Vol. 8 No. 4, pp. 343-70.
Shane, S. and Venkataraman, S. (2000), “The promise of entrepreneurship as a field of research”,
Academy of Management Review, Vol. 25 No. 1, pp. 217-26.
Siggelkow, N. (2007), “Persuasion with case studies”, Academy of Management Journal, Vol. 50
No. 1, pp. 20-4.
Spence, M. and Crick, D. (2006), “A comparative investigation into the internationalization of
Canadian and UK high-tech SMEs”, International Marketing Review, Vol. 23 No. 5,
pp. 524-48.
Timmons, J.A. and Spinelli, S. (2004), New Venture Creation: Entrepreneurship for the 21st Century,
McGraw-Hill/Irwin, New York, NY.
Weick, K.E. (1979), The Social Psychology of Organizing, Addison-Wesley, Reading, MA.
Weick, K.E. (1995), Sensemaking in Organizations, Sage Publications, Thousand Oaks, CA.
Welch, C., Marschan-Piekkari, R., Penttinen, H. and Tahvanainen, M. (2002), “Corporate élites as
informants in qualitative international business research”, International Business Review,
Vol. 11 No. 5, pp. 611-28.
Yin, R.K. (2003), Case Study Research – Design and Methods, Sage, Newbury Park, CA.
Zahra, S.A., Ireland, R.D. and Hitt, M.A. (2000), “International expansion by new venture firms:
international diversity, mode of market entry, technological learning and performance”,
Academy of Management Journal, Vol. 43 No. 5, pp. 925-50.
Further reading
Autio, E., Sapienza, H. and Almeida, J.G. (2000), “Effects of age at entry, knowledge intensity, and
imitability on international growth”, Academy of Management Journal, Vol. 43 No. 5,
pp. 909-24.
Benito, G.R.G. and Gripsrud, G. (1992), “The expansion of foreign direct investment: discrete
rational location choices or a cultural learning process?”, Journal of International Business
Studies, Vol. 23 No. 3, pp. 461-76.
Eisenhardt, K.M. (1989), “Building theories from case study research”, Academy of Management
Review, Vol. 14 No. 4, pp. 532-50.
Etemad, H. (2004), “International entrepreneurship as a dynamic adaptive system: towards a
grounded theory”, Journal of International Entrepreneurship, Vol. 2 Nos 1-2, pp. 5-59.
Lumpkin, G.T. and Dess, G.G. (1996), “Clarifying the entrepreneurial orientation construct and
linking it to performance”, Academy of Management Review, Vol. 21 No. 1, pp. 135-72.

Downloaded by UNIVERSITY OF VIRGINIA At 21:16 15 February 2017 (PT)

McDougall, P.P. and Oviatt, B.M. (2000), “International entrepreneurship: the intersection of two
research paths”, Academy of Management Journal, Vol. 43, pp. 902-8.
Miller, D. (1983), “The correlates of entrepreneurship in three types of firms”, Management
Science, Vol. 29 No. 7, pp. 770-91.
Nummela, N., Saarenketo, S. and Puumalainen, K. (2004), “A global mindset – a prerequisite for
successful internationalization”, Canadian Journal of Administrative Sciences, Vol. 21
No. 1, pp. 51-63.
Sarasvathy, S. and Dew, N. (2005), “New market creation through transformation”, Journal of
Evolutionary Economics, Vol. 15 No. 5, pp. 533-65.
Sharma, D.D. and Blomstermo, A. (2003), “The internationalization process of born globals:
a network view”, International Business Review, Vol. 12 No. 6, pp. 739-53.
Corresponding author
Svante Andersson can be contacted at: svante.andersson@hh.se

To purchase reprints of this article please e-mail: reprints@emeraldinsight.com
Or visit our web site for further details: www.emeraldinsight.com/reprints

The theory of
effectuation

643

Downloaded by UNIVERSITY OF VIRGINIA At 21:16 15 February 2017 (PT)

This article has been cited by:
1. Hélène Laurell, Leona Achtenhagen, Svante Andersson. 2017. The changing role of network ties and
critical capabilities in an international new venture’s early development. International Entrepreneurship and
Management Journal 13:1, 113-140. [CrossRef]
2. Dennis Lyth Frederiksen, Alexander Brem. 2017. How do entrepreneurs think they create value? A
scientific reflection of Eric Ries’ Lean Startup approach. International Entrepreneurship and Management
Journal 13:1, 169-189. [CrossRef]
3. VershininaNatalia Natalia Vershinina n.a.vershinina@bham.ac.uk Dr Natalia Vershinina is a Senior
Lecturer at the Department of Entrepreneurship and Local Economy, University of Birmingham. Her
main teaching and research area is entrepreneurship and small firms with particular interest in ethnic
minority entrepreneurship and effect of gender on women’s enterprise. BarrettRowena Rowena Barrett
rowena.barrett@qut.edu.au Rowena Barrett is a Professor and the Head of School at the Queensland
University of Technology, Brisbane, Australia. Her research interests and various publications lie within
the areas of small business, work and employment, human resource management, and industrial relations.
McHardyPeter Peter McHardy pmchardy@dmu.ac.uk Peter McHardy is a Principal Lecturer and a
Doctoral Candidate at the Department of Strategic Management and Marketing, Leicester Business
School, De Montfort University, Leicester, UK. His main teaching and research area is creativity and
entrepreneurship. Department of Entrepreneurship and Local Economy, University of Birmingham,
Birmingham, UK School of Management, Queensland University of Technology, Brisbane, Australia
Department of Strategic Management and Marketing, De Montfort University Leicester Business School,
Leicester, UK . 2017. Logics and rationalisations underpinning entrepreneurial decision-making. Journal
of Small Business and Enterprise Development 24:1, 158-175. [Abstract] [Full Text] [PDF]
4. Man Yang, Peter Gabrielsson. 2017. Entrepreneurial marketing of international high-tech businessto-business new ventures: A decision-making process perspective. Industrial Marketing Management .
[CrossRef]
5. Tõnu RoolahtValue Creation in Globalizing SMEs 17-54. [CrossRef]
6. Tiia Vissak, Tatyana Tsukanova, Xiaotian ZhangThe Value of Knowledge, Network Relationships
and Governmental Support for Chinese Firms’ Early Internationalization: Survey Evidence 195-217.
[CrossRef]
7. SASCHA KRAUS, ALEXANDER BREM, MIRIAM SCHUESSLER, FELIX SCHUESSLER,
THOMAS NIEMAND. 2017. INNOVATIVE BORN GLOBALS: INVESTIGATING THE
INFLUENCE OF THEIR BUSINESS MODELS ON INTERNATIONAL PERFORMANCE.
International Journal of Innovation Management 21:01, 1750005. [CrossRef]
8. Igor Laine, Tamara Galkina. 2016. The interplay of effectuation and causation in decision making:
Russian SMEs under institutional uncertainty. International Entrepreneurship and Management Journal
. [CrossRef]
9. Xufei Ma, Pengji Wang, Donghong Li. 2016. What Determines the Establishment of Chinese
Multinational Enterprises’ Asian Regional Headquarters?. Management and Organization Review 1-35.
[CrossRef]
10. Robert Wentrup. 2016. The online–offline balance: internationalization for Swedish online service
providers. Journal of International Entrepreneurship 14:4, 562-594. [CrossRef]

Downloaded by UNIVERSITY OF VIRGINIA At 21:16 15 February 2017 (PT)

11. Svante Andersson, Eva Berggren. 2016. Born global or local? Factors influencing the internationalization
of university spin-offs—the case of Halmstad University. Journal of International Entrepreneurship 14:3,
296-322. [CrossRef]
12. Eric Costa, António Lucas Soares, Jorge Pinho de Sousa. 2016. Information, knowledge and collaboration
management in the internationalisation of SMEs: A systematic literature review. International Journal of
Information Management 36:4, 557-569. [CrossRef]
13. Witold Nowiński, Alex Rialp. 2016. The Impact of Social Networks on Perceptions of International
Opportunities. Journal of Small Business Management 54:2, 445-461. [CrossRef]
14. Martin Hannibal. 2016. Enacted identities in the university spin-off process—bridging an imaginative
gap. Journal of International Entrepreneurship . [CrossRef]
15. Dave Crick, James Crick. 2016. The first export order: a marketing innovation revisited. Journal of Strategic
Marketing 24:2, 77-89. [CrossRef]
16. Dave Crick Marketing & International Business, Victoria University of Wellington, Wellington, New
Zealand AND Telfer School of Management, University of Ottowa, Ottowa, Canada James Crick
Loughborough University, Leicester, United Kingdom . 2016. An appreciative inquiry into the first export
order. Qualitative Market Research: An International Journal 19:1, 84-100. [Abstract] [Full Text] [PDF]
17. Tiia Vissak Xiaotian Zhang Global Organizing: A Case from Belarus 143-150. [Abstract] [Full Text]
[PDF] [PDF]
18. Tamara Galkina, Sylvie Chetty. 2015. Effectuation and Networking of Internationalizing SMEs.
Management International Review 55:5, 647-676. [CrossRef]
19. Manuel Jose Oyson, Hugh Whittaker. 2015. Entrepreneurial cognition and behavior in the discovery and
creation of international opportunities. Journal of International Entrepreneurship 13:3, 303-336. [CrossRef]
20. David Crick Victoria University of Wellington, Wellington, New Zealand James Crick Business School,
Loughborough University, Loughborough, UK . 2015. Learning and decision making in marketing
planning: a study of New Zealand vineyards. Marketing Intelligence & Planning 33:5, 707-732. [Abstract]
[Full Text] [PDF]
21. Paula Danskin Englis Ingrid Wakkee Managerial Mindset and the Born Global Firm 9-27. [Abstract]
[Full Text] [PDF] [PDF]
22. STOYAN TANEV, ERIK STAVNSAGER RASMUSSEN, ERIK ZIJDEMANS, ROY LEMMINGER,
LARS LIMKILDE SVENDSEN. 2015. LEAN AND GLOBAL TECHNOLOGY START-UPS:
LINKING THE TWO RESEARCH STREAMS. International Journal of Innovation Management 19:03,
1540008. [CrossRef]
23. Dr Juan Carlos Sosa Varela Sascha Fuerst Department of International Business, Universidad EAFIT,
Medellin, Colombia Peter Zettinig University Research Fellow, Department of Marketing and
International Business, Turku School of Economics, University of Turku, Turku, Finland . 2015.
Knowledge creation dynamics within the international new venture. European Business Review 27:2,
182-213. [Abstract] [Full Text] [PDF]
24. Natasha Evers, Olli Kuivalainen, Svante AnderssonIndustry Factors Influencing International New
Ventures’ Internationalisation Processes 226-242. [CrossRef]
25. Sarika Pruthi. 2014. Social ties and venture creation by returnee entrepreneurs. International Business
Review 23:6, 1139-1152. [CrossRef]
26. Patrick Schueffel Institute of Finance, Hochschule für Wirtschaft Fribourg, Fribourg, Switzerland Rico
Baldegger Institute of Entrepreneurship and SME, Hochschule für Wirtschaft, Fribourg, Switzerland

Downloaded by UNIVERSITY OF VIRGINIA At 21:16 15 February 2017 (PT)

Wolfgang Amann HEC Paris, Paris, France . 2014. Behavioral patterns in born-again global firms.
Multinational Business Review 22:4, 418-441. [Abstract] [Full Text] [PDF]
27. Dr. Svante Andersson Svante Andersson School of Business and Engineering, Halmstad University,
Halmstad, Sweden Natasha Evers J.E. Cairnes School of Business and Economics, National University
of Ireland, Galway, Ireland Olli Kuivalainen Department of Management and International Business,
School of Business, Lappeenranta University of Technology, Lappeenranta, Finland . 2014. International
new ventures: rapid internationalization across different industry contexts. European Business Review 26:5,
390-405. [Abstract] [Full Text] [PDF]
28. Dr. Svante Andersson Dave Crick Faculty of Commerce, Victoria University of Wellington, Wellington,
New Zealand James Crick College of Business, Massey University, Wellington, New Zealand . 2014. The
internationalization strategies of rapidly internationalizing high-tech UK SMEs. European Business Review
26:5, 421-448. [Abstract] [Full Text] [PDF]
29. Ryan Trudgen, Susan Freeman. 2014. Measuring the Performance of Born-Global Firms Throughout
Their Development Process: The Roles of Initial Market Selection and Internationalisation Speed.
Management International Review 54:4, 551-579. [CrossRef]
30. Niina Nummela, Sami Saarenketo, Päivi Jokela, Sharon Loane. 2014. Strategic Decision-Making of a Born
Global: A Comparative Study From Three Small Open Economies. Management International Review
54:4, 527-550. [CrossRef]
31. Igor Kalinic, Saras D. Sarasvathy, Cipriano Forza. 2014. ‘Expect the unexpected’: Implications of effectual
logic on the internationalization process. International Business Review 23:3, 635-647. [CrossRef]
32. Mai Thi Thanh Thai, Li Choy Chong. 2013. Dynamic experimental internationalization: Strategy of
SMEs from a transition economy. Journal of International Entrepreneurship 11:4, 370-399. [CrossRef]
33. Tiia Vissak, Barbara Francioni. 2013. Serial nonlinear internationalization in practice: A case study.
International Business Review 22:6, 951-962. [CrossRef]
34. Peter Gabrielsson, Mika Gabrielsson. 2013. A dynamic model of growth phases and survival in
international business-to-business new ventures: The moderating effect of decision-making logic.
Industrial Marketing Management 42:8, 1357-1373. [CrossRef]
35. Cécile Fonrouge, Sophie Reboud, Franck Vigneron. 2013. « Luxury entrepreneurship » ou
l’entrepreneuriat du luxe : des opportunités de demain pour des activités « human push » ?. Management
international 17:3, 8. [CrossRef]
36. Natasha Evers, Svante Andersson, Martin Hannibal. 2012. Stakeholders and Marketing Capabilities
in International New Ventures: Evidence from Ireland, Sweden and Denmark. Journal of International
Marketing 20:4, 46-71. [CrossRef]
37. Indujeeva K. Peiris, Michèle E. M. Akoorie, Paresha Sinha. 2012. International entrepreneurship: A critical
analysis of studies in the past two decades and future directions for research. Journal of International
Entrepreneurship 10:4, 279-324. [CrossRef]
38. Eric Costa, António Lucas Soares, Jorge Pinho de Sousa, George Leal JamilInformation Management for
Network Transformation in Industrial Enterprises Associations: 415-436. [CrossRef]
39. Tânia Gonçalves, Sofia Gouveia, Mário Sérgio TeixeiraEntrepreneurship, Firm Internationalization and
Regional Development 435-461. [CrossRef]
40. Tânia Gonçalves, Sofia Gouveia, Mário Sérgio TeixeiraEntrepreneurship, Firm Internationalization and
Regional Development 831-857. [CrossRef]

