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INTERNATIONALISATION OF
SME’S BUSINESS ACTIVITIES
Workshop #5 in Ventspils 28-30 January 2020
PART OF WORKSHOP STRUCTURE, FROM APPLICATION FORM:
Joint development of new methods. All partners participate in a brainstorming session
where new instruments will be developed. The new methods will be documented and
made available for testing activities.

During the workshop, the partners jointly developed a new method and instrument to
support successful Internationalisation of SMEs Business Activities.
The process from the workshop can be used to create an internationalisation checklist
of any country in the world!
The test documentation after this workshop will be a checklist with “unwritten” rules and
facts about all partner countries, to be used as a guide for SMEs at a market entry! The
checklist will show what an SME’s needs to know and do to be able to do as successful
business in another country as in their home market.
Two questions need to be answered: "What" do I need to know and do as an entrepreneur
and the process question "how" to do what I need to do.
The workshop started with comparing new academic research on the subject with how
internationalisation has been done lately, especially when it comes to the difference in how
successful SME’s handles the issue compared to large multinationals. The difference
showed to be compelling and that SME’s most likely are more successful in their
internationalisation of business activities.
The jointly developed IRIS instrument can be used to reach more significant effects when it
comes to successful internationalisation of SME’s business activities.
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CONTEXT AND RESEARCH
During the workshop, the partnership applied several processes from previous workshops;
“High-quality deal flow”, “Coaching for growth”, “Successful management” and “Female
entrepreneurship.
During the development of the new instrument, the partners jointly discovered some
dilemmas to be solved in order to create real-live results.

CREATIVITY VERSUS PLANNING

Entrepreneurship is often described with two diametrically different views on the process
where companies grow internationally: Predictability and causation.
The first usually assumes that the future is predictable and that the crucial skill of the
companies lies in planning in detail to achieve predetermined goals. The goals should be
measurable and are, for example, about the number of customers, sales volumes and
market segments. The better the company is planning, the more successful the company
will be.
In modern research, the second view goes by the name "causation". One can assume
that the future is rather unknown, changeable and dynamic, and thus the value of
planning is less.
Research has shown that other more flexible types of decision making are therefore more
effective. These are kindly referred to as "the impact" and are based on what resources,
knowledge and network the company has, rather than goals and plans.
Luck, chance or "serendipity" thus plays a crucial role, but critical is how the company
can handle these and integrate them into the ongoing operations.
The key to this strategy is the degree to which the company is flexible and creative in
order to be able to adapt and find new solutions.
Recent research in the field suggests that the situation is changing. It is believed that in a
globalised context, where few companies are protected from international competition in
their domestic market, the situation is different. “…the research of the past 15 years
shows that much of the success of SMEs in international markets is not a result of the
ability to foresee the future and to plan and set goals in detail but by being creative and
open to opportunities arising during the internationalisation process.”
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FOUR INTERNATIONALISATION STRATEGIES

Strategy #1: Strong position in the domestic market and only afterwards, when the
market was saturated, they begin their internationalisation, which was considered to be
slow to keep the risk at a low level.
Strategy #2: Combines a late start to internationalisation at high speed, which may be
linked to changes in the company in terms of ownership, management, products and
technology. It may also be the case that the company gets in contact with international
markets more randomly and then initiates a rapid internationalisation.
Strategy #3: Companies start internationalisation early but maintain a low speed, which
could be, for example, working with products that require special licenses or approval,
which can be a time-consuming process, so the speed cannot be high. Another case
could be an early failure that causes the company to slow down internationalisation and
then keep a low pace.
Strategy #4: Companies that - due to ownership, innovative technology or small domestic
markets - begin their internationalisation early are often called “born globals”. These
companies can benefit from the learning advantages of newness and immediately build
organisational structures and routines adapted to international markets, for example in
terms of personnel and decision making.

The Researchers Recommendation: In terms of time and speed, research currently
indicates that internationalisation should begin early but be carried out at a balanced rate
of speed.

NETWORKS

Recently, there has been a shift in research into internationalisation. As a consequence
of reduced trade barriers between countries, harmonising cultures, globalisation and
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digitalisation, national differences and borders play a declining role for the
internationalising company.
It is looked upon as networking is growing in importance. “With regard to
internationalisation, in light of recent years' research in the field, there is reason to reduce
focus on national markets and instead emphasize the importance of international
business networks and the way in which the internationalising company works up a
position in the same.”
Social networks grow between different individuals in companies and organisations.
Here, no economic exchange takes place, but the most valuable resource is information
and knowledge that are exchanged and flow between different individuals. Social
networks can be critical during internationalisation!
Business networks are critical for four reasons:
1. In business networks, products and services are bought and sold. Because the
business networks are long-term and stable, they can produce value for the
companies over a long period.
2. Information flows and knowledge are acquired in the network, which is thus crucial for
companies' learning about international markets.
3. The networks are stable and predictable, as networks are characterised by trust and
confidence, which in turn increases companies' tendency to invest in relationships
with companies in the networks.
4. The networks provide business opportunities, which are a prerequisite for continued
international growth through expansion and penetration of the networks.

“FACTS & UNWRITTEN RULES IN [YOUR COUNTRY NAME]” – THE PROCESS
During the workshop, the partnership investigated the “unwritten rules” for each of the
partner countries respectively when it comes to doing business.
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Questions used, investigated and jointly documented during the workshop was:


When entering or/and doing business in your country, what are the greatest
challenges?



When it comes to the challenges - what is the worst thing that can happen if you
cannot handle the challenge?



When it comes to the challenges - if everything is working properly, what has to
be in place to handle the challenge?



When dealing with the challenges and avoiding what can go wrong and trying to
deal with what needs to be in place - what information, knowledge and skills do
you need? What makes that information/knowledge/skill important?



Is there any particular situations when the information/knowledge/skill is extra
important?



What kind of behaviour do you need to show to be clear that you have that
information/knowledge/ability?



What do you think the result will be if I succeed in showing that behaviour?

TESTING

The workshop aimed to investigate and come up with a process and a checklist for
internationalisation => Focusing on People!
Facts: The partners are going to put together a document for their own country to be
used when entering their market. It will contain some general facts such as Area,
Population, Government, Language, Religion, Currency, Time difference from CET,
Climate, Capital, National Day, Holidays and vacation, Office hours, Manners and
Customs, Courtesy, Dress, Body language, Negotiation, Business meeting, Negotiation
Skills, Invisible codes, Ethics, Communication, Gifts and Representation.
Unwritten rules: The partners will document “unwritten rules” of each partner country
and deliver a checklist of tacit knowledge based on the questions above.
The prototype checklists will finally be validated through interviews with SMEs that have
experience from international business.
The compiled checklists will be a new support instrument and feed into IRIS guidelines.
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SUGGESTED READING AND OTHER RESEARCH
Cultures and Organizations: Software of the Mind, Third Edition Software for
the Mind: Geert Hofstede, Gert Jan Hofstede, Michael Minkov
Internationaliseringskompetens - Att förbereda små tillväxtföretag och startups för
internationalisering. Rapport 0285 April 2019 (Translation: Internationalisation
Competence: To prepare small growth companies and startups for internationalisation.
Report 0285)
www.hofstede-insights.com
Simplified Strategic Planning: A No-Nonsense Guide for Busy People Who Want Results
Fast! by Robert Bradford and J. Peter Duncan with Brian Tarcy

