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Abstract 

Nowadays, going international for the companies has become easier than a few 

years ago (Chetty & Campbell-Hunt 2004). Therefore, born global firms see new 

opportunities rather than obstacles in the international market and their focus is to 

grow by increasing their sales (Chetty & Campbell-Hunt 2004). Researchers 

figured out that the founder´s characteristics and vision are very essential for the 

internationalisation process (Haas & Neumair 2006).  

So far, few studies have been done considering the founder´s background. 

Therefore, this thesis aims to fill this research gap, by dealing with how the 

founder´s background can be the motive of a fast internationalisation process.  

Therefore, we suggest the following research question: “How can the founder´s 

background accelerate the internationalisation process in born global 

companies?” Several sub-research questions will be proposed in order to answer 

this question in the most accurate way. 

Regarding the methodology of our research, the quantitative method has been 

used as an alternative to qualitative. This is due to the fact that we carried out 

interviews based on a questionnaire where the questions were answered mostly 

with numerical data and short answers. Moreover, we can state that primary data 

(interviews) and secondary data (journal, articles and books) were collected for 

the purpose of this study. 

Our empirical findings were based on fourteen interviews conducted to founders, 

managers and assistants of fourteen different companies. Although we did not 

have the opportunity to interview only the founders, the questionnaire was 

regarding just the founder´s background. From our interviews, we found out that 

the founder´s background is a crucial factor to be considered in the 

internationalisation process and therefore in the success of the company. 

Regarding the characteristics in the background, our study pointed out that the 

prior industrial experience and network created throughout the years are the most 

significant factors influencing in the rapid internationalisation. 
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1.  INTRODUCTION 

In the first chapter of our thesis we are going to introduce our main topic in order 

to give the reader an insight into the topic of born globals. Moreover, we 

emphasize our research gap and end up with our final research aim.  

 

1.1. Background 

In the past decades the concept of born global companies has captured the 

attention of researches and scholars. Oviatt and McDougall (1994) define born 

globals as a “business organization that, from inception, seeks to derive 

significant competitive advantage from use of resources and the sale of outputs in 

multiple countries”. Studies so far are based on the assumption of a gradually 

internationalisation process. The gradual process of internationalization can be 

illustrated by the picture of a circular wash of the waves of a stones thrown into 

water (Lehmann & Schlange 2004). Johansen and Vahlne (1977) therefore 

designed the Uppsala-model of internationalisation which was the basis for recent 

research in international marketing and management.  

Nevertheless, since the mid 80´s researchers found out that some companies skip 

several stages of the classical model internationalisation (Hedlund & Kverneland 

1985). As a result, an important question has to be raised regarding its appropriate 

growth strategy (Chetty & Campbell-Hunt 2004). Born global companies see new 

opportunities rather than obstacles in the international market and their focus is to 

grow by increasing their sales (Chetty & Campbell-Hunt 2004). Targeting new 

customer groups and the access to international markets is very important for the 

company´s expansion. This might be done through direct or indirect export to 

customers abroad, granting licenses to foreign partner companies or direct 

investments in foreign markets (Lehmann & Schlange 2004).  

Moreover, an important fact that needs to be taken into account when speaking 

about born global companies is the background of the founder/s. Harveston (2000) 

stated that the background of the founder has a strong influence on the future 

outcome of the company.  

Shane (2000) stated in his research that through their educational level and 

background, the founder acquires certain skills that will improve the 
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internationalisation process of the company. We will prove these findings with 

information we gathered regarding founders of born globals. Therefore, we raise 

the following sub-question:  

The founder´s (international) educational background accelerates the 

internationalization process. To which extend is the educational background 

decisive?  

 

According to Harveston (2000) the founder´s international working experience 

plays a crucial role for the BG´s successful entry in other markets. As a 

consequence, we raise the following sub-questions:  

The founder´s prior (international) industrial experience accelerates the 

internationalisation process. To which extend is the prior (international) 

industrial experience decisive and to which extend is the prior experience in 

founding a firm decisive? 

 

Finally, Johanson and Vahlne (1990) stated that the network integration is an 

initial force towards the success of the company. In addition, we want to find out 

how important the network and personal contacts for the internationalization are. 

We raise the following sub-question: 

The founder´s network accelerates the internationalization process. To which 

extend is the founder´s network decisive? 

 

With help of these sub-research questions we aim to answer or main research 

question: 

 

“How can the founder´s background accelerate the internationalisation process 

in born global companies?” 

 

 

1.2 Research Gap 

Born global companies have received quite a lot of interest and attention from 

scholars and researchers during the last decades. Therefore, plenty of information 

regarding the characteristics, typologies, drivers, etc. of these companies has been 
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given. Nevertheless, there is not so much information focusing on the role of the 

founders of born global companies, and more precisely how their previous 

background can accelerate the process of internationalisation. It is proven that not 

only tangible resources are an important factor to be considered in the foundation 

of a born globals, but also intangible resources such as the background are vital 

(Freeman et al. 2010). 

This thesis is dealing with the initial characteristics of born global companies and 

their internationalization process. Furthermore, the attention will rely on the 

founder, who plays a crucial role in the internationalisation process. More 

specifically, this thesis will focus on how the previous background of the founder 

(educational, industrial, etc.) of a born global company can accelerate the 

internationalization process.  

So far, there is a lot of research about the founder´s characteristics and main 

drivers and how these factors can influence the company´s success (Kubr et al. 

1997; McDougall et al. 2003; Pock 2010). Nevertheless, we did not find any 

specific research making a study about the founder´s background (educational or 

industrial). We assume that the background absolutely can have an impact on the 

internationalisation process. Due to the lack of proper research and studies we 

clearly see that there is a research gap. This study will differ from previous 

research since it focuses only on the founder´s background. 

 

1.3 Research Aim & Research Question 

The objective of this thesis is to explore and get a better understanding on how the 

founder´s background has an influence on the success of a born global company. 

Therefore, we are making a deeper analysis on the founders´ different 

backgrounds that influence the acceleration of the internationalisation process.   

In order to be able to fill the gap in our research and gain a wider knowledge to 

the problem definition proposed above, we will raise the following research 

question: 

 

“How can the founder´s background accelerate the internationalisation process 

in born global companies?” 
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Furthermore, we suggest several sub-research questions in order to help us 

improve and clarify our problem definition of the founder´s background. 

SQ1. The founder´s educational background accelerates the internationalization 

process. To which extend is the educational background decisive?  

 

SQ2a. The founder´s prior industrial experience accelerates the 

internationalisation process. To which extend is the prior industrial experience 

decisive? 

 

SQ2b.The founder´s prior start-up experience accelerates the internationalisation 

process. To which extend is the prior experience in founding a firm decisive? 

 

SQ3. Through prior industrial experience the founder created a network. To 

which extend has this network an impact on the internationalisation process? 

 

1.4 Limitations 

This research is dealing with the founder´s background. We will mainly focus on 

the previous background and how this can be an important element for the rapid 

internationalisation process. 

When it comes to the focus on the founder, there are several aspects that could be 

considered in order to study the overall success of a born globals. Moreover, our 

main limitation considering the time frame that we had was the small amount of 

companies we managed to interview.  

Furthermore, considering that we are not employees of a Born Global company, 

our research had to be entirely based on the experiences and researches of others, 

as well as the data collected from our interviews.  

We had some restraint personal access to insightful insider information regarding 

founder’s background. 
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2. THEORETICAL BACKGROUND 

In this chapter we will define important terms and we will give the reader an 

overview about previous research. Furthermore, the reader will get a better 

insight into born globals and the importance of the founder´s background.   

 

2.1. Definitions and differentiations 

Born Globals 

Because of the intensified and differentiated research in the field of “International 

Entrepreneurship” there are a lot of different terms and definitions which 

describes the fast internationalisation of small and medium sized companies. 

This phenomenon was named first by Ganitsky (1989). He named the Israeli 

companies which serve foreign markets after their foundation as “Innate 

Exporters” and the counterpart, that are companies which first deal with the 

foreign markets as “Adoptive Exporters”. Among other things, Jolly et al. (1992) 

chose the term “high-technology start-ups” and showed that not only big 

multinational companies which enter the worlds´ market step by step can be 

successful, but also small fast internationalised technology companies like 

Logitech. But the most common terms nowadays are “International New 

Ventures” (Oviatt & McDougall 1994) and “Born Globals” (Rennie 1993). The 

differentiated designations of this phenomenon are also reflected in the several 

different definitions. The definition of Oviatt and McDougall (1994) which is also 

recognised by the research is clarifying the phenomenon better. They define “an 

international new venture as a business organisation that, from inception, seeks to 

derive significant competitive advantage from use of resources and the sale of 

outputs in multiple countries” (Oviatt & McDougall 1994). Knight and Cavusgil 

(1996) support the theoretical definition approaches with facts and set a time 

period of two years after which the first international activity needs to take place.  

One crucial factor of differentiation for born globals is the fact that their roots are 

internationally characterised. This can be seen in the management´s global 

orientation, but also the usage of certain resources for international activities. 

Thereby, not only the size of the born globals is important, but also the age while 



14 

 

serving foreign markets. The born globals start their enterprise with an unlimited 

view on the world and during the foundation or short time after it they develop 

strategies that are necessary for the expansion abroad (Cavusgil & Knight 2009). 

The studies of Gabrielsson et al. (2004) on finish SME´s and the study of Rialp 

(2005) on Spanish SME´s show that one can find born globals in different 

countries all over the world.  

 

Initial forces      

The born globals can be characterized by taking international action short time 

after their foundation. In this context several triggers and driving forces are of big 

importance for the founder or the founder-team while realizing this step into other 

foreign markets. The several initial forces will be referred intensively later on.     

 

Founder 

The focus of this thesis lies especially on the founder´s role and to what extend 

this has an influence on the company and its success. McDougall et al. (2003) 

have stated that born globals do not only trust the skills of one founder but those 

of several founders in terms of a founder team. Thereby, the team´s composition 

and the different team members’ roles are of particular importance. According to 

Pock (2010) the global vision, the international experience and the “Global 

Entrepreneurial Orientation” are the features of the “International Entrepreneurial 

Team” (Pock 2010). Kubr et al. (1997) complete these characteristics further 

while responding on the relevance of the member´s complementary 

characteristics. The member´s characteristics and strengths should complement 

themselves and the team has the advantage that not all pressure lies on one 

member only. Even if one member falls out, there is no risk that the whole 

company will fall (Kubr et al. 1997). Successful teams have in most cases at least 

three but not more than six members. A group of people with complementary 

skills can solve problems better, than one person could (Kubr et al. 1997). 
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2.2. Characteristics of Born Globals 

2.2.1. Features 

Because of their growth born globals can be seen within the small and medium 

sized companies (SME). The small growth is mostly a result of the relative young 

age and the early internationalisation without prior growth processes (Holtbrügge 

& Enßlinger 2004). The EU defines companies with less than 250 employees and 

an income of less than 50 € Billion as SME since the 01.01.2005 (Günterberg & 

Kayser 2004). Besides these quantitative criteria there are also qualitative criteria 

for the characterisation of SME´s. Haas and Neumair (2006) therefore worked out 

four different characteristics. The corporate management of SME´s is mostly 

concentrated on only one person, the founder. Significant for SME´s are also the 

limited availability of personal resources management capacities (Haas & 

Neumair 2006). In the production area can be recognised high specialization and 

individualization, which leads to the fact that SME´s are mostly active in niche 

markets and offer a limited range of products. Another characteristic refers to the 

financial equipment. The SME´s are characterized through their group-

independency, a small capital cover, missing access opportunities to the capital 

market and a strong dependency on their principal bank (Hass & Neumair 2006). 

These characteristics of the SME´s can play a crucial role for the born globals in 

relation to the internationalisation success, because through these there can evolve 

specific advantages compared to international companies (Hass & Neumair 2006). 

Changes in the environment lead to the necessity of processing foreign markets to 

be competitive. For Haas and Neumair (2006) the founder plays a key role in this 

context. Strategic decisions and the company´s success are particularly dependent 

on his personal characteristics and preferences, especially his relationship to the 

company´s traditions, on risk and safety (Haas & Neumair 2006). 

 

Multinational Branch      

Multinational branches are characterized through their several different regions 

(Welge & Holtbrügge 2006). The different conditions within these regions require 

local adoptions and entering several markets brings only few advantages for the 

company´s success (Welge & Holtbrügge 2006). Wessely (2010) names again the 

argument of the born globals global vision for the small activity within these 
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multinational branches. Because of the flexible structure and the small growth 

born globals can adapt to customer needs changes very fast; nevertheless, the 

multinational branches are not a typical environment for the born globals 

(Wessely 2010). 

 

Global Branch      

Global branches are characterized through a country´s reciprocal dependence. 

Essential are cost-savings which are realizable through high global sales (Welge 

& Holtbrügge 2006). According to Wessely (2010) the world must be seen as a 

big marketplace. Born globals are characterized through open view to the global 

market and because of that the global branches offer the optimal environment for 

the fast internationalisation. 

 

Blocked Global Branches   

In economic terms the blocked global branches are on a global scale, but they are 

bound by different restrictions and regulations on the national adaption. Similar to 

the nationals and the multinationals the blocked global branches therefore need 

adaption processes (Welge & Holtbrügge 2006). Wessely (2010) sees problems in 

the state intervention because through that there can be developed monopoly 

positions for the supported companies which can endanger the born globals´ basis. 

A solution could be the privatization and deregulation of blocked global branches 

(Wessely 2010).  

Political changes and the technical development lead to a shift of the blocked 

global branches, e.g. the communications and the energy supply branches (Welge 

& Holtbrügge 2006). Moreover, Welge and Woltbrügge (2010) state that the 

classical industrial boundaries become less important and that new overall 

industries will develop. 

Depending on the brand chosen, competitive advantages will result due to its 

unique products. Holtbrügge and Enßlinger (2004) determine that born globals 

dispose of specific technology respectively know-how which can be found in their 

products and services. For increasingly international companies it is crucial “to 

have desirable firm characteristics such as a unique product or service, 

technological sophistication and resources (Kandasaami 2004). 
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2.2.2. Typology 

According to Neubauer (2011) there are two essential characteristics which can 

describe the phenomenon born global. On the one hand, the main actors and their 

enthusiastic visions and experiences to operate internationally and on the other 

hand, the technological and innovative performances and being the associated 

leader in the technology sector within this branch (Neubauer 2011). 

Using this statement Oviatt and McDougall (1994) worked out different elements 

of the “International New Ventures” and divided them into different types. Like 

explained above the term “International New Venture” can be used as a synonym. 

Figure 1 shows the developed “Types of International New Ventures” by Oviatt 

and McDougall (1994). The matrix distinguishes between the different company 

types which the two dimensions represent as the specific extremes (Oviatt & 

McDougall 1994). Nevertheless, Oviatt and McDougall (1994) emphasize that 

there can also be hybrid forms and that companies can change their type by 

coordinating e.g. an additional or reduced number of activities. In the following 

the four BG types of Oviatt and McDougall are going to be explained (1994).  

 

 

Figure 1: Types of International New Ventures from Oviatt and McDougall (1994) 

 

 

 

New International Markets (Export/Import Start-Up & Multinational Trader) 

The “New International Markets” can be called the classy company types. In the 

figure they are located in the top two quadrants and are characterized through a 

high export- and import activity. Most of their profit they generate through 
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importing goods in their own country and export them into other countries. 

Because of that the knowledge and the handling with inbound and outbound 

logistics are the most important value creation activity (Oviatt & McDougall 

1994). The advantages of this new venture lay in the ability to recognize gaps 

caused by resources between markets and through that to evaluate new markets. 

According to Oviatt and McDougall (1994) the differentiation of the “New 

International Market Makers” in “Export/Import Start-up” and “Multinational 

Trader” is based on the numbers of countries the company is operating. The 

“Export/Import Start-up” is dealing with a few numbers of countries which the 

“entrepreneur” is familiar with. Moreover, the “Multinational Trader” is dealing 

with a whole string of countries, while looking for new opportunities to extend 

their trading activities.  

 

Geographically Focused Start-Up   

The so called “Geographically Focused Start-Up” generates their advantages 

through fulfilling the special needs of a certain region of the world. Therefore, 

they use mainly foreign resources. The difference to the “Multinational Trader“, 

which is characterized through a huge number of countries, is the limitation on 

individual regions. Besides that there is another important criterion of distinction. 

The “Geographically Focused Start-Ups” coordinate in contrast to the 

“International Market Makers” not only the inbound- and outbound logistic but 

also more value creation activities. This criterion is according to Oviatt and 

McDougall (1994) the “Geographically Focused Start-Up” crucial competitive 

advantage. 

 

Global Start-Ups   

In the fourth quadrant located “Global Start-Ups” are the “most radical 

manifestation of the “new international ventures” (Oviatt & McDougall 1994). 

They are located in many different countries and coordinate a huge number of 

value creation activities. They are not only active on emerging markets, but they 

also focus on the markets, where they expect the biggest profit. According to 

Oviatt and McDougall (1994) the “Global Start-Ups” are the most difficult 

“International New Venture” to develop, because they require a variety of 
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qualifications to be successful. Oviatt and McDougall (1994) emphasize in this 

context that the “Global Start-Ups” have the biggest competitive advantage as 

soon they are established on the market.  

 

2.2.3. Differentiation 

In the definition of Oviatt and McDougall (1994) the internationalisation should 

occur with the foundation, whereas, Rennie (1993) named a period of two years. 

To reflect the aspect “global” within the term BGF the company needs to be taken 

literally “global” even from the time of foundation (Holtbrügge & Enßlinger 

2004). This would lead to the problem that many fast internationalised companies 

would not take into consideration within this narrow interpretation. As a further 

aspect there is a distinction between the time periods of the first and the second 

commitment (Holtbrügge & Enßlinger 2004). According to the range of born 

globals Autio et al. (2002) distinguish between “depth, distance, and diversity of 

the firms´ international activities” which are explained below (Autio et al. 2002). 

 

Depth 

The internationalisations’ depths describe the number of value creation activities 

which the company locates in the different target markets. One should note that 

the bigger the numbers the more extensive and more complex are the 

requirements regarding the companies’ knowledge and experience. As a further 

differentiation criterion the size of foreign revenues can be mentioned. For Oviatt 

and McDougall (1997) the biggest differentiation criterion is the size of born 

globals.  

 

Distance 

The internationalisations’ distance describes among other things the number of 

countries respectively the regions where the born globals are operating. 

Kandasaami (1998) describes a company as “global” when their activities are 

extended at least across five countries. These country clusters are characterized 

through the country; specifically four dimensions power distance, uncertainty 

avoidance, masculinity and individualism (Neubauer 2011).  
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Diversity   

The different models but also the number of market entry and market cultivation 

strategies defines the diversity of internationalisation (Neubauer 2011). In this 

context Welge and Holtbrügge (2006) define different market entry possibilities 

by the form of added value: licensing, franchising, export and establishing a 

branch abroad. Since the majority of researches concentrate on the export 

(Madsen et al. 2000), Zahra et al. (2000) found out that also the other models are 

of importance. Autio et al. (2002) emphasizes that a big variety of market entry 

modes can speed up the internationalisation process, because the company can 

react more flexible on local adaption needs.  

 

Figure 2: Measures of Depth, Distance and Diversity modelled after Autio et al. (2002) 

 

 

 

2.3. The Internationalisation process of Born Globals 

2.3.1. The classical model of Internationalisation 

The research focuses on the internationalisation process of companies in the 

course of the international management and marketing (Bilkey & Tesar 1977; 

Reid 1981). The Uppsala-model outlined here has been developed by Johanson 

and Vahlne (1977) and describes the incremental that means the gradual 
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development of internationalisation. According to Laanti et al. (2007) the 

companies operate their first business activity within their domestic country and 

then penetrating the neighbour markets little by little within these models. 

Furthermore, this process can be seen as completed when the countries of other 

continents have been processed (Johanson & Vahlne 1977).  

The model of Johanson and Vahlne (1977) is based on empirical observations, 

which they have made in their studies at the University of Uppsala. In this context 

they found out that Swedish companies often perform their international activities 

in small steps.  

They normally begin the operations with the export through an intermediary or a 

dealer and later they established subsidiaries, which were responsible for the sale 

of the goods. Johanson and Vahlne (1977) have also figured out that the psychic 

distance between the home country and the target country is of vital importance 

for which country will first be penetrated. The psychic distance, which is shown 

in figure 3, is defined “as the sum of factors preventing the flow of information 

from and to the market” (Johanson & Vahlne 1977). The differences in language, 

education, business practice and the industrial development are mentioned as 

examples (Johanson & Vahlne 1977).  

 

 

Figure 3: Physical Distance from Welge and Holtbrügge (2006) 
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The internationalisation process of Johanson and Vahlne (1977) is influenced 

through the interdependency between the particularly mode of market 

commitment, the acquired market knowledge, the current activities and the 

commitment decisions (Welge & Holtbrügge 2006). 

 

2.3.2. The applicability of the Uppsala- model 

Since the 90´s researches have shown strong criticism regarding the “Uppsala-

model”. For instance, Jolly et al. (1992) have determined, that born globals 

deliberately skipped the classical steps of the internationalisation process due to 

reasons of speed. This phenomenon was contained with the term “leapfrogging” 

(Jolly et al. 1992). It has been shown that not only the accumulation of knowledge 

and experience is promising, but also rapid internationalised companies can be 

successful. Rennie (1993) opposed the two different types of companies in his 

study of Australian SME´s and coined the term “born global” for the group which 

operated internationally after their foundation. Cavusgil (1994) not only 

emphasized the existence of such companies but declared the gradual 

internationalisation. Recent research has noted, however, that there can still be 

recognized a small steps shaped “commitment to international markets after their 

first market entry“(Hashai & Almor 2004). 

 

2.3.3. Studies on the Internationalisation behaviour of Born globals 

A chronological overview is represented in table 1. This show the studies which 

were carried out on the area “International Entrepreneurship” within the years 

1993 and 2003. In the following two chosen studies on internationalization 

behaviour of born globals are described much further (Roberts & Senturia 1996; 

Moen 2002). Firstly, they shall give a clearer understanding of born globals and 

also allow statements to significant initial forces of a fast internationalisation. 
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Table 1: A Taxonomy of the 38 selected and reviewed Studies from Rialp et al. (2005) 

 

Study of Roberts and Senturia (1996) 

 

Roberts and Senturia (1996) investigated 19 manufacturers of computing 

equipment from Massachusetts and their export behaviour. Their emphasis was on 

the willingness to take global opportunities which give the impulse for global 

expansion and on the globalisation pattern. The internationalisation process 

showed in figure 4 shows in two dimensions the time and the involvement in the 

progressive depth of foreign commitment. The willingness to take global 

opportunities can be explained with two characteristics. On the one hand, there is 

the question of the existence of employees with international experience also 

regarding to execute transactions and on the other hand the strategic importance 

assigned to the foreign market. Within the international experience Roberts and 

Senturia (1996) claim an important study. The study showed that one of the most 

important characteristics is the “ideal person” who speaks several languages and 

has the patience to travel. At the survey of the 19 companies it turned out that 

only the employees of three companies had good experience within foreign 

markets. Roberts and Senturia (1996) explained this with high transaction costs 

and the high risk of activities abroad. The most important factor in the context of 

taking global opportunities is the founder himself or the composition of a founder 
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team. Most of the global oriented companies have a management team which has 

worked before in important companies and have a positive attitude towards the 

global market (Roberts & Senturia 1996). 

 

 

Figure 4: The Internationalisation Process modelled after Roberts and Senturia (1996) 

 

 

The study of Moen (2002)     

Moen (2002) puts the focus of his study on Norwegian and French companies on 

the distinction between born globals and other export companies, which are not 

classified as born globals. According to Moen (2002) the possible differentiation 

criteria refer to the export strategy, the competitive advantage, the international 

orientation and the environmental conditions. The companies are divided into four 

groups (see table 2). All these differ with regard to the age and the share of 

revenue which is generated through export. 

 

 

Table 2: Classification of the firms from Moen (2002) 
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For reasons of clarity, Moen (2002) divides the companies into two comparative 

groups. The three types “old and local”, “old and global” and “new and local” on 

the one side which Moen does not describe as born globals and on the other side 

the type “new and global”, which he describes as born globals. In this context 

Moen (2002) claimed that smaller export companies have competitive advantages 

over bigger export companies because of the products and the technologies.  

In relation to the international orientation the manager/company´s founder is 

having a special position. A huge influence on the export behaviour and the 

overall performance has been assigned to them (Zou & Stan 1998). Zou and Stan 

(1996) brought forth in this context that the management´s focus is more on the 

export´s advantages and not on their disadvantages. For Moen (2002) companies 

with a highly global oriented manager are classified as born globals. Moen has 

measured the international orientation with different criteria: international 

relations, international vision, international proactive behaviour, orientation along 

the international customers, responsiveness for international customers, 

international market responsibility and the usage of modern communication 

technology. Furthermore, the born globals customer proximity is higher than the 

types “old and local” and “old and global” due to the improved information 

technology.  

 

2.3.4. Problems of fast internationalisation 

Freeman et al. (2006) have found out three important restrictions for the born 

globals regarding the fast internationalisation. Firstly, the difficult access to 

economies of scale, the lack of financial and knowledge-based resources and the 

aversion to risk (Freeman et al. 2006). Bigger companies have lower unit costs in 

contrast to smaller companies, e.g. born globals, because of the economies of 

scale. A reason for that are the higher purchasing power and the more effective 

distribution of the fixed costs among the output quantity (Freeman et al. 2006). As 

a further problem Freeman et al. (2006) state the lack of financial and knowledge-

based resources. Knight and Cavusgil (2004) recognize that smaller companies 

face financial constraints which mean an additional restriction for the international 

activity. The increase of the market risk of the simultaneous entry to the markets 

is playing a crucial role regarding the different market entry strategies of born 
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globals. That is why at the beginning a low-risk entry strategy is chosen like 

export to not run the risk of wrong market evaluations (Freeman et al. 2006). In 

the process of internationalisation the risk is reduced through distribution on 

several strategies (Freeman et al. 2006). 

There are some more complications with regard to the founder or the founder 

team. Meckl (2002) recognized weaknesses of the young companies regarding 

their experience potential and the management capacity. Not only the employees, 

but also the company´s founders have mostly a lack of explicit experience with 

when it comes to operations abroad.  

 

2.4. The founder as the most important initial force 

2.4.1. Overview 

In the following part we will take a deeper look into the founder´s special role 

regarding the born globals early and fast internationalisation. The born globals 

founders see the world in the start-up phase as a huge market place (Cavugil & 

Knight 2009). Furthermore, the founders take a positive stance on innovations 

within the scope of the pursuit of new ideas and the development of new products 

(Cavusgil & Knight 2009). 

It was established in several studies that the born globals in most cases have a 

founder team. For instance, McDougall et al. (2003) have stated in their study not 

the influence of one “single decision maker” but the influence of the whole 

“entrepreneurial team”. 

 

Figure 5: Initial Forces of Born Globals for early Internationalisation from Andersson and 

Wictor (2003) 
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In figure 5 the initial forces of the born globals´ early and fast internationalisation 

are represented. Not only the factors mentioned above have an impact on the born 

globals but also the entrepreneur as a trigger is of huge importance.  

 

2.4.2. Global vision 

For Pock (2010) the global mentality respectively the founder´s vision is an 

essential criterion for the early internationalisation. The founder´s attitudes can be 

defined as “the propensity of managers to engage in proactive and visionary 

behaviours in order to achieve strategic objectives in international markets” 

(Harveston et al. 2000).The founder should not see the own national boundaries as 

obstacles. They should rather realize and take advantage of the international 

markets´ openness (Madsen & Servais 1997). The founder needs to communicate 

the vision to all companies’ participants, for instance the employees and the 

clients, to follow the vision as a common goal (Oviatt & McDougall 1995). One 

can state that “to be global one must first think globally” (Oviatt & McDougall 

1995).  

The study of Johnson (2004) dealt among other things with the global vision of 

the founder. Many of the examined Start-Ups from the UK and the USA attach 

great importance to the founder´s vision. Particularly it has been held that the 

vision is the key factor of the early internationalisation. Johnson (2004) noted in 

his studies another aspect which is closely linked to the global vision. 

Wessely (2010) also noticed that mainly the born globals have the wish to build 

up an international mentality. From that one can conclude that this vision is a 

crucial driving force for the internationalisation of born globals. 

 

2.4.3. International Entrepreneurship 

Another important criterion in relation to the company´s founder is the “Global 

Entrepreneurial Orientation” (Pock 2010). This entrepreneurial orientation had 

been formulated by Dimitratos and Plakoyiannaki (2003). “We propose that 

international entrepreneurship is an organization-wide process which is embedded 

in the organizational culture of the firm and which seeks through the exploitation 

of opportunities in the international marketplace to generate value” (Dimitratos & 

Plakoyiannaki 2003). Regarding Jantunen (2005) a high grade of “Entrepreneurial 
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Orientation” encourages the company´s abilities to realize opportunities also in 

the international market even in the start-up phase.  

Lumpkin and Dess (1996) differentiate five dimensions of the Entrepreneurial 

Orientation that will serve as the basis for the Global Entrepreneurial Orientation: 

Autonomy, Propensity to innovate, Risk Tolerance, Pro-Activity and 

Aggressiveness in the competition. The entrepreneurship is always linked to a 

new entry and can only be successful when nearly all criteria mentioned above are 

given. However, these are influenced by internal and external factors. For 

instance, the conditions of the environment belong to the external factors. 

Regarding the internal factors, Lumpkin and Dess (1996) name the founders´ 

respectively the top managements´ characteristics. The dimension “Autonomy” 

refers to the founder´s independence besides the company´s freedom. It is 

important that the individuals respectively the teams are not being inhibited by 

other organizations and they can carry out their creativity and their promising 

ideas. The second dimension is the “propensity to innovate”. The entrepreneurial 

spirit is characterized through their openness towards changes. In conjunction 

with the procurement of new technologies this willingness leads to the fact that 

innovative products respectively services will be developed and brought to market 

(Knight 2001). Another dimension is the “risk tolerance”. Acedo and Jones (2007) 

underline the importance of risk tolerance for the velocity of the 

internationalisation. The more risk-averse the entrepreneur is the slower the 

internationalisation process. Conversely, if the founder has a high risk tolerance 

this enhances the early and fast internationalisation of born globals (Acedo & 

Jones 2007). According to Lumpkin and Dess (1996) the risk ranges fluctuate 

from calculated risks up to the risks of borrowing on a large scale. The risk 

tolerance is defined as “the extent to which managers are willing to make risky 

decisions about international activities” (Harveston et al. 2000). Through 

operating in niche markets with new and unique products not only the risks but 

also the costs will be reduced. Hence, one can realize that a proactive acting by 

the founder can significantly decrease the risk of a fast, especially an early 

internationalisation. Therefore, the “Pro-Activity” is a further important 

dimension of the entrepreneurial orientation. Thus, the proactive thinking of the 

founder can be seen as a major motivation for the early global activity of born 



29 

 

globals. The Pro-Activity is characterized through the fact that the founder always 

takes the initiative and is looking for new opportunities to bring his products and 

services on the market. The counterpart of pro-activity is described by Lumpkin 

and Dess (2001) as passiveness. Entrepreneurs who act passive are not able to 

move forward and to catch opportunities. The difference between the pro-activity 

and the fifth dimension, the aggressiveness in the competition, is that the founders 

are not fighting with the competitors for the demand, but rather fulfill the clients´ 

preferences. The “aggressiveness” is also characterized through the entrepreneurs´ 

tendency to attempt the competition to other companies to realize the entry into a 

market for instance (Lumpkin & Dess 1996). This aggressive approach is 

attributable to the founder´s background.  

 

2.5. Founder´s Background 

2.5.1. Educational Background 

Considering that in the early stage, born globals are small firms, the level of 

involvement of the founder makes a significant contribution to the firm. 

Therefore, the educational level of the founder is a crucial factor for the 

internationalisation process of the company. Through his educational level and 

background, the founder acquires certain skills that help them identify the 

business opportunities of his environment (Shane 2000). In addition, it is proven 

that a higher level of education can enhance the capacity of absorbing new ideas 

and recognize new market opportunities (Barker & Müller 2002). Sapienza and 

Grimm (1997) discussed that communication, imagination and computational 

skills, and search skills are definitely improved by a university educational 

background. 

The level of education is not the only important factor to be considered, but also 

the type. On the one hand, commercial education normally improves marketing 

and accounting skills. On the other hand, founders with a more technical type of 

education will have a better understanding of technology and innovation (Barker 

& Mueller 2002). According to the study of Arvanitis and Stucki (2012), it has 

shown that the level of education of founders makes a positive performance on the 

international activities of the companies. In addition, it was proven that companies 

with founders that have an international university degree had more international 
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activities than the rest. Moreover, it has shown that firms where the founder with a 

tertiary-level of education, rather than academic university education had barely 

international performance (Arvanitis & Stucki 2012). 

Oviatt and McDougall (1995) realized the importance of the founder´s foreign 

language skills. One of the founder said, that not only the ability to speak English 

is essential but also the understanding. By listening the seller can better 

understand and therefore satisfy the subtleties of the customer´s wishes. In this 

context the understanding and the acquired experiences with other cultures play a 

crucial role (Oviatt & McDougall 1995). 

Furthermore, Colombo and Grilli (2005) stated that founders who had a wider 

human capital will overcome founders with less human capital, according to the 

rationale of competence-based view. Moreover, the likelihood of accumulating 

wealth in founders with a high education level in comparison with founders with a 

lower educational level is bigger. As a consequence, they will have more access to 

capital in order to finance their international operations more rapidly, and 

therefore accelerate the internationalisation process (Colombo & Grilli 2005).  

 

2.5.2. Prior (International) Industrial Working Experience 

Entrepreneurs with extensive prior sector knowledge tend to be more likely to 

explore new markets abroad than such ones who are inexperienced in the specific 

sector (Westhead et al. 2001). Because of that, McDougall et al. (2003) formulate 

their assumption that the born globals founder team has high level of sector 

knowledge compared to the companies who are active in the domestic market. 

The international experience leads to the fact that the founder can create important 

network connections and generate market knowledge for the successful 

internationalisation. Delmar and Shane (2006) also stated that previous work in 

the same industry sector gets the founder a better understanding of how to satisfy 

customer demand. Moreover, they stated that through these, social ties to 

suppliers and distributors can be created over time which in turn will lead to a 

obtain commitment by them (Delmar & Shane 2006).  

The founder´s international experience plays a crucial role for the born globals 

successful establishment in the global market. Harveston et al. (2000) have dealt 

in their research with this topic while questioning American companies and define 
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the international experience as “the amount of experience that a manager has 

accumulated in an international context” (Harveston et al. 2000). McDougall et al. 

(1994) stated that the founder has gathered experiences with regard to the 

different international markets because of their earlier activities. These 

competences help them to connect the resources between the single markets in a 

more efficient way (McDougall et al. 1994). Gaba et al. (2002) came to the result 

that the higher the degree of international experience is, the faster the 

internationalisation process respectively the processing of new developing 

markets takes place. Through the accumulated experiences which have been 

acquired as part of other international operations, synergy effects can be used for 

the entry into new markets. 

The study of Reuber and Fisher (1997) shows in this context the importance of the 

previous experience of the top-management. Reuber and Fisher (1997) conclude 

that international experienced management teams have a higher affinity to have 

partners abroad and furthermore realize their first sales abroad faster. The 

entrepreneurs with big experience realize the advantages of foreign relations very 

fast. They have the ability to find suitable foreign companies and negotiate with 

them. Unlike the management teams without a wealth of experience they are 

maintaining many network connections with different cultures. Besides this 

development of strategic alliances the experience is of considerable importance 

for the internationalisations’ velocity. In their research Reuber and Fisher (1997) 

come to the conclusion that international experienced entrepreneur-teams do not 

hesitate in making the decision for the first internationalisation and directly 

approach.  

 

2.5.3. Prior Start-Up Experience 

McDougall et al. (2003) found that not only the working experience is important 

for the born globals internationalisation, but also experiences through recent 

company foundations. With these experiences the founder can solve the problems 

which arise during the foundation phase. If the founder can use his sector specific 

knowledge within the internationalisation, he has a big willingness to take the risk 

of an early and fast internationalisation. When having strong marketing and 

technical experience the founder does not waste time with studying and adopting 
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skills. So, they can dedicate to the internationalization of their companies earlier 

and therefore faster (McDougall et al. 2003). 

The founder´s experience in starting companies increases with every new firm 

launched by dealing with administrative procedures, tax declarations and social 

security (Oe & Mitsuhashi 2013). In general, it is not a competitive advantage but 

this requires time and the founder´s effort. Furthermore, the founder got a sense 

for what is more important and what less (Oe & Mitsuhashi 2013).  

Furthermore, Delmar and Shane (2006) stated that prior start-up experience helps 

the new venture to survive because it provides the founder with useful information 

regarding the roles which are necessary in a new start-up. Moreover, the founder 

gets a certain routine because he learned the things by doing (Delmar & Shane 

2006). 

All in all, a diverse know-how of the management offers many opportunities. 

Firstly, the improved dealing with the personnel, the performing of promising 

competitive strategies and capturing good foreign market conditions. Another 

explanation for the management existing know-how is the age. Older founders 

have a huge number of social and business contacts developed from the 

longstanding entrepreneurial activity. As a consequence, they have the experience 

to secure the company´s survival (Westhead et al. 2001).  

 

2.5.4. Network and Personal Contacts 

Network 

Another important initial force is the network integration. According to Johanson 

and Vahlne (1990) the whole industry can be seen as a network made of different 

“business actors”. These networks can influence the born globals´ internationality 

if they are optimally connected between the individual countries. The complexity 

results from the fact that the actors enter these bonds for various reasons. 

According to Johanson and Vahlne (1990) they can be of technical, social, 

spiritual, administrative, legal or economical nature. Only through the interaction 

within the networks these can be interpreted by outsiders. That is why the market 

knowledge, which is developed through ongoing operating activities, is of 

considerable importance in connection with the networks. Moreover, new 

networks occur through ongoing operations and old networks will develop. The 
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entry of a new company in the network is only possible, if the consisting members 

are open to change regarding their resources and their business activity. The 

dynamical process can be seen in figure 6. 

 

Figure 6: The multilateral Aspect of the Intern. from Johanson and Vahlne (1990) 

 

 

 

To apply this network system to the internationalisation one need to take a deeper 

look into the development of new business relationships within the countries. This 

can be achieved in several ways. Either, establishing new relationships with 

foreign networks or through linking relationships to an own build network 

overseas. The previous linked relationships help the company to enter these 

networks. In this context, Johanson and Vahlne (1990) name these business 

relationships as “bridges” for the networks. The direct and indirect bridges can be 

found in all bonds between companies and the different countries. Johanson and 

Vahlne (1990) distinguish between the business relationships which are directly 

related to the company as a whole and the founder´s personal relationships. The 

founder´s personal relationships assume considerable importance especially at the 

beginning. The founder of a highly technological company for instance, is reliant 

on the support of a network of colleagues and friends which already have made 

experiences with new technologies (Johanson & Vahlne 1990).  

For Cavusgil and Knight (2009) the presence of global networks isan important 

trigger for the rapid internationalisation. Regarding Coviello and Munro (1997) a 

system out of social and business relationships exists on the market. These bonds 

were formed between clients, suppliers, competitors, family and friends (Coviello 

& Munro 1997).  
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Regarding Cavusgil and Knight (2009) a network is an organisational structure 

which contains a huge number of linked actors. The companies and the 

individuals are bonded at different activities, for instance the production and the 

marketing. Furthermore, they support each other at supporting customers. This 

customer service will be done for instance by retailers or intermediaries in the 

foreign markets (Cavusgil & Knight 2009). 

Networks are being utilized to get access to foreign resources without having to 

own them (Oviatt & McDougall 1994). These networks develop through foreign 

activities, public intervention or personal contacts of the management. This 

includes not only the internal side like the finance, but also the external side, for 

instance the export (Cavusgil & Knight 2009). 

The meaning of these networks for the companies had been examined in different 

studies. In the study of Coviello and Munro (1995) 64% of the companies stated 

that the trigger for the market choice was the integration in formal or informal 

networks. 36% indicate that at least one specific business relationship is decisive 

for their actual respectively future growth. This intensive relationship is then 

responsible for a huge part of the total turnover. 

In the study of Wessely (2010) the effects of formal and informal networks on the 

born globals´ behavior has also been examined. In the survey of 128 

internationally operating companies could be observed that the integration into a 

network is not only an initial force for the born globals but also an initial force for 

the internationalisation as a whole. The ones who internationalise traditionally and 

the born globals have valued the meaning of strategic partnerships and alliances as 

equal in this context (Wessely 2010). 

Networks are a source for market related information and therefore can positively 

influence on the rapid internationalisation process. The involved companies 

receive faster and better information than their competitors. Sharma and 

Blomstermo (2003) distinguish these connections into strong ones and weak ones. 

The connections are weak when “the amount of time, emotional intensity, 

intimacy and reciprocity” (Sharma & Blomstermo 2003) are not very pronounced. 

The born globals receive information about foreign markets and clients through 

the loose connections. Because of that, not only the internationalisation process 

will be facilitated but also the risks will be reduced. For Sharma and Blomstermo 
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(2003) the accumulated knowledge out of these loose connections respectively 

client contact is much more important than scientific principles. 

 

Personal contacts 

Another success factor for the born globals is the founders´ extensive personal 

relationships. Rialp and Rialp (2005) mention in this context, that besides the 

international also the local relationships are of great importance. Such 

relationships in the domestic country are crucial for the successful start for the 

international operation. According to McAuley (1999) not only the connections to 

business partners play an important role, but also the familiar environment. 

Besides that, also the founder´s friends can play an important role at the 

information provision. Especially in the context of innovative products the 

founder needs to make use of specific information provided. In most cases, 

inaccessible information had been passed through old colleagues or business 

partners about clients, suppliers and partners who have a big influence on the born 

globals´ success (Becker 2010). 

Furthermore, regarding the company´s success one can state the founder´s age and 

the acquired experience. Westhead et al. (2001) conclude that older founders have 

more social and business contacts in contrast to younger founders. According to 

Oviatt and McDougall (1995) the born globals cannot survive without the 

longstanding experience of the founder and the networks developed through this. 

One might need to consider entering not as many networks as possible but to also 

rely on trustworthy connections (Oviatt & McDougall 1995). 

For Freeman et al. (2006) a central aspect is also the closeness to the sector. The 

foreign partners, to whom the founder has personal contacts, need to operate in 

the same sector. These relationships can ease the access to lead markets and the 

fast internationalisation can be realized promising (Freeman et al. 2006).  

McDougall et al. (1994) have claimed in their research an interesting aspect 

regarding the founders´ contacts. One company stated that the founders maintain 

personal relationships to former successful entrepreneurs, which provide 

information and support to him in decision assessment. Moreover, to assure the 

company´s recognition on the world market these entrepreneurs give the company 

their name and their reputation. For the company´s founder this kind of personal 
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relationship is the most important success factor and a possibility to compensate 

the company´s missing knowledge (McDougall et al. 1994). 
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3. RESEARCH METHODOLOGY 

In this chapter of the thesis we are going to explain what time of approach has 

been used when carrying out our study. First we will explain how the data has 

been collected and later how the companies have been selected.  

 

3.1. Research Approach 

The objective of this thesis is to explore and get a better understanding on how the 

background of the founder can be the motive of success of a born global 

company. Therefore, we are making a deeper analysis on the different 

characteristics of the founder´s background that actually influence to fasten the 

internationalisation process.  When carrying out a research it is decisive from the 

beginning to make clear which type of research approach is going to be used. 

According to Saunders (2009) it is very important to have a clear understanding of 

the difference between qualitative and quantitative research to be able to analyse 

the data in a proper way. 

Quantitative research mainly deals with testing theories, statistical models or 

numerical information (Saunders 2009). Furthermore, it permits the researches to 

examine and present the data collected through different methods with the 

examine relationships (Saunders 2009). 

In our case the quantitative method has been used as an alternative to qualitative. 

Our data has been collected from questionnaires through forms of interview which 

is common of qualitative method (Proctor 2005). Nevertheless, the result of our 

interviews considering the approach adopted by the interviewees has made our 

research to choose a quantitative approach. This is due to the fact that our 

participants answered the questions of the questionnaire very shortly rather than 

answering in a more freely way and without so many restrictions (Proctor (2005). 

Moreover, using quantitative research does not have so much limitation as the 

qualitative, as we are able to sample small difference to the same degree (Proctor 

2005). 
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3.2.  Data Collection 

When it comes to gathering data, two options are presented for this purpose, 

primary and secondary data collection. 

In our case we decided to choose primary data collection, considering that we 

want to collect new data in order to justify our findings while contrasting with 

theory. As a consequence, we have chosen interviews (in form of questionnaire) 

as our type of data collection for the empirical findings. To be more specific, we 

decided to go for a structured interview. These interviews are commonly used in 

quantitative research, where questions are scheduled and cannot go outside the 

box, by rather giving short and concise answers (Bryman & Bell, 2011). 

Primary data is commonly used for gathering new data, as it provides the 

researches with new information instead of already existing ones (Saunders et al. 

2009).  According to Yin (2009) there are six different sources of collection 

primary data. Nevertheless, the most relevant are: interviews, participant 

observation and archival records. Secondary collection consists of analysing and 

interpreting data that has already been collected for other purposes. It includes 

three types of sub-groups for collection which are survey based data, documentary 

data and those including sources. There are three main sub-groups: documentary 

data, survey-based data and those comprised by sources (Saunders et al., 2009). 

Furthermore, for the whole thesis we have used both primary and secondary 

collection. This means, we have started by identifying theory and facts about born 

globals and with the information gathered from the literature (journals, articles, 

books) we created a theoretical framework. We started with this approach because 

we wanted to compare our results gathered from the empirical findings with 

previous research findings within this field (Saunders et al. 2009). While 

advancing through our research we are comparing the theory provided with the 

data collected through the interviews in form of questionnaire. The whole aim of 

this approach is to get a wider picture of the situation, by conducting e.g. 

interviews which is our case. 
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3.3. Selection of Companies 

When it came to the selection of companies we decided to choose companies 

within a similar sector (internet, industrial and software). This way the analysis of 

companies could be more accurate and precise in regard to the founder´s 

background. In addition, the companies chosen also had to fit with the definition 

of born globals that we are using for our research. The exploration of companies 

that fit the most with our definition was done mainly through the internet since it 

delivers most of the information needed at first sight. 

As a consequence, we need to mention that one of the members working on this 

thesis is a German student and the other one is a Spanish student. Therefore, we 

decided to choose eight German companies and six Spanish companies for our 

research. 

As mentioned above, the selection of companies was carried out through the 

internet. In both cases we have used the Spanish and German website of the 

“Chamber of Commerce” to make our first selection. In this website a list of all 

companies registered in the country is provided, and the possibility of looking for 

exporting companies as well. Moreover, through this website we were able to 

have a deeper look to the companies´ information such as contact details, size of 

company, history and background for our second selection. Furthermore, to 

narrow down our selection of companies we took a look to their history and 

performance. As a consequence, we were able to choose companies who had 

started their internationalisation process in less than four years. Additionally, is 

worth to mention that contacting fourteen companies in such a short period of 

time is the best we have managed, and it has not been an easy task.  

The fact that we selected Spanish and German companies was not with the 

purpose of making a comparison. We could have chosen any born global from 

other countries, as we are only focusing on the founder´s background and not the 

country of origin due to the lack of relevance. Therefore, in order to speed the 

process of data collection and for a better understanding of the interviews, we 

decided to choose companies were we could communicate in our native language, 

German and Spanish.  
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3.4. Practical Data Collection 

The data collected for this Master Thesis was carried out utilizing literature 

related to this topic and several interviews done to founders, managers or 

assistants of born global companies. The theoretical part of the thesis is using 

literature provided by academic and business articles, relevant books, and internet 

sources. 

The interviews were conducted in German and Spanish, as all the respondents 

were either German or Spanish. We overcame some minor problems when 

carrying out the interviews with the founder of the companies. Some of the 

founders were not easy to reach, or to find them available and others did not work 

their anymore. Therefore, we could not always interview the founders. 

Nevertheless, we were able to interview the managers or assistants regarding the 

information of the founder´s background. Important fact to mention is that 

although we only were able to interview 14 companies, we got information of a 

total of 26 founders which helped to strengthen our findings. 

Before starting with the interviews we introduced ourselves and explained the 

matter of our call explaining the purpose of our study. Due to the fact that both of 

the group members are fluent in Spanish and German and English we did not face 

any comprehensive problems when carrying out the interview, or when it came to 

the translation of questions. The interviews were conducted during May 2014, 

utilizing a questionnaire of 13 questions. Out of the 13 questions, 5 are related to 

the company and the 8 remaining to the founder itself. Our first move was sending 

an email with the questionnaire to all the companies we were interested in. 

Nevertheless, after waiting two weeks or more for some companies to answer, we 

decided to make the interview through telephone, which turned out to be a better 

option. The main reason why we decided to choose interviews, is because it gives 

the interviewee the flexibility to answer the questions in a more freely way. At the 

same time it provides the interviewer the capacity to guide the conversation 

according to their inquiry (Yin 2003). However, this turned out to be more 

complex than we thought and in return the answers were more short and concise. 

This was also due to the structure of our questionnaire that did not offer the option 

to extensive answers. 
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3.5. Data Analysis 

Furthermore, we proceed to the analysis of our empirical findings according to all 

the previous literature gathered for our theoretical framework, and search for 

patterns and consistency that will be presented in our research. According to Yin 

(1994) empirical data should be compared to previous theories as templates. 

Therefore, all the theory gathered during this study about born globals, founder´s 

background, internationalization process and stages will be used to test and 

analyse all the quantitative data gathered from our interviews.  

 

3.6. Data Reliability and Validity 

Joppe (2000) defined reliability as the extent to which results are consistent and 

accurate over a period of time. Validity refers to assess the level of correlation 

between the theoretical framework and empirical findings, which as a 

consequence will show the degree of trustworthiness of the whole thesis. During 

our study we tried to make the questionnaire as simple and precise as possible in 

order to avoid misunderstanding. For this reason we sent the questionnaire first to 

our supervisor so he could check it and also to some fellow students to make sure 

it was clear. Furthermore, to maintain authenticity of our research we have 

carefully selected the information gathered from the companies. In addition, we 

tried to be as objective as possible with our findings by using the theory and 

findings gathered rather than making any of our own assumptions. 
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4.  EMPIRICAL FINDINGS 

Within this chapter, we will supply information about the founders´ background 

according to the data gathered from our interviews.  

 

Our empirical data has been collected in a questionnaire form through interviews. 

The interviews have been carried out to founders, managers and assistants of 14 

different born global companies with a total number of 26 founders. Although we 

were not always able to contact the founders of the companies, we managed to 

collect accurate information regarding their backgrounds. Nevertheless, due to the 

lack of time, only telephone interviews with the respondents could have been 

done, although we managed to use the data collected in the most suitable way to 

strengthen our research. The firms chosen for the interview belong to the internet, 

software and industrial sector.  

As shown bellow, through the interviews we have gathered information regarding 

the companies such as age, number of founders and their background. 

Consequently, the answers collected from our interviews are the ones used to 

proven our sub-research questions.  

A deeper look into the information about the company and their founders can be 

found in the appendix. 

In order to maintain anonymous the information regarding each founder´s 

background we will refer to each company as Case Company 1 to 14 respectively 

for each case company. 

 

Case Company 1 

Founder or Team of Founders:  1 founder 

Age of Founder/s when foundation: 53 years old 

Type of Education: - 

Education Abroad: - 

International Working Experience: yes 

Experience in the same industry sector:  yes 

Creation of a Network: yes 

Experience in founding a company: no 

 

Case Company 2 

Founder or Team of Founders: 2 founders 

Age of Founder/s when foundation: both 40 years old 

Type of Education: University Degree both of them 
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Education Abroad: none of them 

International Working Experience: none of them 

Experience in the same industry sector: both of them had experience 

Creation of a Network: - 

Experience in founding a company: - 

 

Case Company 3 

Founder or Team of Founders: 3 founders 

Age of Founder/s when foundation: - 

Type of Education: University Degree all 3 of them 

Education Abroad: 2 of them 

International Working Experience: all 3 of them 

Experience in the same industry sector: 1 

Creation of a Network: all 3 had a wide network 

Experience in founding a company: yes, all 3of them 

 

Case Company 4 

Founder or Team of Founders: 1 founder 

Age of Founder/s when foundation: - 

Type of Education: University Degree 

Education Abroad: no 

International Working Experience: - 

Experience in the same industry sector: yes 

Creation of a Network: yes 

Experience in founding a company: no 

 

Case Company 5 

Founder or Team of Founders: 4 founders 

Age of Founder/s when foundation: - 

Type of Education: University Degree all 4 of them 

Education Abroad: 2 of them 

International Working Experience: 3 of them  

Experience in the same industry sector: all 4 of them had experience 

Creation of a Network: all 4 had created a stable network 

Experience in founding a company: no 

 

Case Company 6 

Founder or Team of Founders: 1 founder 

Age of Founder/s when foundation: 37 years old 

Type of Education: University Degree 

Education Abroad: no 

International Working Experience: yes 

Experience in the same industry sector: yes  

Creation of a Network: yes 

Experience in founding a company: yes 

 

Case Company 7 

Founder or Team of Founders: 1 founder 

Age of Founder/s when foundation: 28 years old 
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Type of Education: University Degree 

Education Abroad: no 

International Working Experience: no  

Experience in the same industry sector: yes  

Creation of a Network: a small network 

Experience in founding a company: no 

 

Case Company 8 

Founder or Team of Founders: 2 founders 

Age of Founder/s when foundation: - 

Type of Education: University Degree both of them 

Education Abroad: yes, both of them 

International Working Experience: yes, both of them 

Experience in the same industry sector: yes, both of them 

Creation of a Network: yes 

Experience in founding a company: no 

 

Case Company 9 

Founder or Team of Founders: 1 founder 

Age of Founder/s when foundation: - 

Type of Education: University Degree 

Education Abroad: yes 

International Working Experience: no  

Experience in the same industry sector: yes  

Creation of a Network: yes 

Experience in founding a company: no 

 

Case Company 10 

Founder or Team of Founders: 3 founders 

Age of Founder/s when foundation: - 

Type of Education: University Degree all 3 of them 

Education Abroad: none of them 

International Working Experience: none of them 

Experience in the same industry sector: yes, all 3 of them 

Creation of a Network: yes 

Experience in founding a company: no  

 

Case Company 11 

Founder or Team of Founders: 3 founders 

Age of Founder/s when foundation: 28, 29 & 42 years old 

Type of Education: 2 PhD students & 1 Professor 

Education Abroad: 1 of them 

International Working Experience: 1 of them 

Experience in the same industry sector: 1 of them  

Creation of a Network: a small network was created by 1 of the founder 

Experience in founding a company:  none of them 

 

Case Company 12 

Founder or Team of Founders: 2 founders 
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Age of Founder/s when foundation: 32 & 35 years old 

Type of Education: University Degree both of them 

Education Abroad:  none of them 

International Working Experience: none of them 

Experience in the same industry sector: both of them 

Creation of a Network: they had a created a small network 

Experience in founding a company: none of them 

 

Case Company 13 

Founder or Team of Founders: 1 founder 

Age of Founder/s when foundation:  33 years old 

Type of Education: private academy/ no University Degree 

Education Abroad: no 

International Working Experience: no 

Experience in the same industry sector: yes 

Creation of a Network: a small network 

Experience in founding a company: none 

 

Case Company 14 

Founder or Team of Founders: 1 founder 

Age of Founder/s when foundation:  32 years old 

Type of Education: University Degree 

Education Abroad: yes 

International Working Experience: no  

Experience in the same industry sector: yes 

Creation of a Network: a small network 

Experience in founding a company:  no 

 

 

Out of the empirical findings we decided to create a table in order to make clear 

the number of respondents and their answer, to better evaluate our data that will 

later be analysed. 

 

 

Table 3: Results of Empirical Findings from the Authors of the Thesis (2014) 

 

 Int. 

Educational 

Background 

Prior 

Industrial 

Experience 

Int. 

Working 

Background 

Experience 

in 

Founding a 

Firm 

Creation of 

Network 

Yes 9 24 11 4 24 

No 16 2 13 21 0 

No 

answer 

1 0 2 1 2 

Total 26 
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5.  DISCUSSION AND ANALYSIS 

The following chapter comprises the findings of our research about the founders 

of fourteen born global companies out of the Internet and Software industry. Here 

we will contrast the data of our empirical findings with the data collected for our 

theoretical framework. As a consequence, we are creating a discussion based on 

our analysis to prove and strengthen our findings. 

 

All of the examined companies for our research operated international within their 

first years which is why can called them “born global” according to the definition 

of Oviatt and McDougall (1994). In Addition, with the answers of the 

questionnaire we will discuss each of the four sub-research questions according to 

the founders´ background and to be able to prove and give a conclusion to our 

final research. 

The figure below gives a brief overview of the aim of this study, by showing the 

different factors that this thesis is dealing with together with the research question. 

 

 

Figure 7: Overview of Study´s Aim from Authors of the Thesis (2014) 

 

 

Moreover, we will proceed to the discussion and analysis of each of the sub-

research questions. 

 

SQ1. The founder´s (international) educational background accelerates the 

internationalization process. To which extend is the educational background 

decisive?  
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According to our findings in the literature the educational level is a crucial factor 

for the internationalization process of a company (Shane 2000). 88% out of the 

founders stated that they went to university and have a university degree. 

Sapienza and Grimm (1997) recognized in their study that also communication, 

imagination and computational skills are definitely improved by a university 

educational background. “At a university you learn the soft skills and you 

definitely learn how to work time efficient” (founder C4 2014). 10% of the 

founders we asked had studied in the field of leadership where you learn how to 

run a company and especially how to guide and motivate employees. In our 

opinion it is surprising that such small amount of founders only got education in 

this specific area. 

Furthermore, we found out that founders with a wider human capital will 

overcome the ones with less human capital (Colombo & Grilli 2005). In this 

context human capital means the production out of resources like studying and 

training. The likelihood of having access to a wider human capital is statistically 

seen higher when having a university degree. One of the founders stated in the 

interview that especially at the company´s early days they had problems to get 

financial support from the banks, so that all members of the team were dependent 

on getting the credits (founder C5 2014). 

Barker and Mueller (2002) found out in their studies that not only the level of 

education is of great importance, but also the type of studies. Since we put our 

focus on born globals out of the internet, software and industrial industry, we 

proved that all the founders have a degree in a closely related field. All of the 

respondents have a technical educational background which helps to have a better 

understanding of technology and innovation (Barker & Mueller 2012). Since all of 

the respondents have an educational background in a closely related field they are 

operating today we can state that this is of high importance. 

Furthermore, Arvanitis & Stucki (2012) found out that having an international 

educational background is an indicator for having more international operations 

comparing to those who have no international educational background. Moreover, 

it makes a positive performance on the activities. Through our questionnaires we 

found out that only 37% of the founders have an international educational 

background acquired while carrying out their studies. Therefore, we cannot state, 
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that the international educational background is of great importance for the 

acceleration of the internationalization process. Since all of the examined 

companies are operating international regularly, we cannot strengthen our findings 

with relation to the study of Arvanitis and Stucki (2012).  

Oviatt and McDougall (1995) highlighted in their study the importance of foreign 

language skills and especially English as an international language. Only one of 

the founders had no foreign language skills which was very surprising, since it is 

necessary when operating international. Nevertheless, his team was compound of 

English speaking employees. 

These findings support our theoretical findings about the educational background. 

Since 92% out of the respondents have a university degree we proved that the 

educational background accelerates the internationalization process of start-ups. 

On the contrary, we can say that the international education has not such a 

significant influence on a born global company´s success, considering that only 

35% had spent time abroad during studies. We do not want to indicate that this 

circumstance could not be of great importance as well.   

 

SQ2a. The founder´s prior (international) industrial experience accelerates the 

internationalisation process. To which extend is the prior (international) 

industrial experience decisive? 

 

Prior industrial experience can also be interpreted as previous work in the same 

industry sector. Westhead et al. (2001) found out that entrepreneurs with a wide 

prior experience in an industry sector tend to be more likely in exploring new 

markets abroad than inexperienced ones. According to our questionnaire 24 out of 

26 founders have worked in the same industry sector which has helped those 

connecting resources between the markets in an efficient way (McDougall et al. 

1994). Worth to mention is in this case that the two founders without experience 

were the PhD students. Nonetheless, the third member of the team had prior 

industrial experience. This also strengthen our findings regarding that through 

prior experience in the same industry sector one gets a better understanding of 

how to satisfy a customer demand (Delmar & Shane 2006). One of them stated 
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that because of prior industrial experience, one has a “sense for the matter” 

(founder C5 2014) and one see arising opportunities within the sector earlier. 

Gaba et al. (2002) came to the result that the higher the degree of international 

working experience is, the faster the internationalization process or the processing 

of new developing markets takes place. They assumed that through the 

accumulated experiences which have been acquired as part of other international 

operations, synergy effects can be used for the entry into new markets. Only 46% 

out of the respondents have an international working background, which cannot 

be seen as very significant. Therefore, we can state that having worked in an 

international company or having worked abroad does not necessarily lead to a 

successful market entry, but it can help to solve the risks of early market 

cultivation (Gaba et al. 2002). 

Working experience in the same industry domain can easily be transferred when 

founding a new company. Knowing the industry sector or especially the client 

group you will address is a competitive advantage (Harveston et al. 2000). Most 

of the founders (92%) strengthen our assumptions, that having experience in the 

same industry was the most essential factor when going international with their 

new ventures. Furthermore, we state that the more the founders worked in the 

same industry sector, the better they get in acquiring resources and attracting new 

customers and suppliers (Delmar & Shane 2006).  

With the information we gathered through the interviews we are able to strengthen 

our assumption that through prior industrial experience the internationalization 

process will be accelerated and is maybe the most important trigger for the 

companies´ success. Since due to the fact that less than half have an international 

background we come to the conclusion that it might be essential factor, but not 

necessary.  

 

SQ2b. The founder´s prior (international) industrial experience accelerates the 

internationalisation process. To which extend is the prior experience in founding 

a firm decisive? 

 

According to McDougall et al. (2003) not only the working experience is of great 

importance but also the experience in founding a company. Through this 
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experience the founder can solve the problems which arise during the foundation 

phase easier. The information they gathered during earlier foundations may help 

them solving occurring problems especially in the early days of the company 

(McDougall et al. 2003). In our observation only 4 out of 26 founders had prior 

start-up experience. In addition, three of them had founded the company together 

which can be seen as not significant. 

A lot more interesting is the fact that these examined companies were mostly the 

founder´s first start-ups. After their success they have been asked to join a team to 

found other companies because of their “founding-experience” (founder CF 3 

2014). With every firm launched, the founder can gather useful information and 

detailed knowledge about registrations and specific processes (Oe & Mitsuhashi 

2013). It may not be a competitive advantage but it requires effort and time 

dealing with such bureaucracies (Oe & Mitsuhashi 2013). The founder also 

acquires professional and market oriented skills which help them saving time. 

New ventures normally lack routines delivering services and products, but also 

coordinating organization members (Delmar & Shane 2006). A closer look into 

their new companies would probably strengthen our findings. 

Through our theoretical findings this experience is of great importance due to 

knowing specific processes better. With the vague results we gathered we are not 

in a position to state that prior start-up experience is essential for the acceleration 

of a born global. But the fact that several founders have been asked to join new 

member teams strengthen our theoretical findings. To sum this up, experience in 

founding a company helps the founder to safe time when dealing with tax 

declarations and registrations. This experience may help to accelerate the 

internationalization process but is not necessarily needed for being successful. 

 

SQ3. The founder´s network accelerates the internationalization process. To 

which extend is the founder´s network decisive? 

 

Like mentioned above, we found out that prior industrial experience is very 

important for the internationalization process. But also the international 

experience is of great importance. Through this prior international experience the 
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founder can create important network connections and can generate market 

knowledge (McDougall et al. 2003). 

In the findings out of our empirical studies we found out that of the 26 founders 

from the companies that we interviewed, 24 had worked in the same industry 

sector before deciding to found the company. Therefore, all of them had created a 

network during their prior industrial experience. These findings concur with the 

studies of Johanson and Vahlne (1990) were they indicated that founders of a 

highly technological company are reliant on the support of a network of 

colleagues which have already made experiences with new technologies. In 

addition, is worth to mention once again that the companies we interviewed 

operated in a high technological field (internet, engineering, software). 

Moreover, Cavugsil and Knight (2009) stated that the presences of global 

networks are an important trigger for the rapid internationalization. According to 

our findings 24 of the founders claimed to have created a network either in their 

own country or abroad. Nevertheless, out of the 24 founders that we interviewed 

only 37% had studied abroad and 46% had international working experience. 

Therefore, we can state according to our assumptions that most of the global 

networks are created from having an international working background, rather 

than an international educational background. As a consequence, this can be seen 

as a relevant factor for a rapid internationalization. Furthermore, according to 

Freeman et al. (2006) the foreign partners, to whom the founder has personal 

contacts, need to operate in the same sector. These relationships can ease the 

access to lead markets and the fast internationalisation can be realized promising 

(Freeman et al. 2006). 

Becker (2010) pointed out that especially in the context of innovative products the 

founders need to make use of the information provided. Generally, inaccessible 

information had been passed through old colleagues or business partners about 

clients, suppliers and partners who have a big influence on the born globals´ 

success. In regard to this, we found out in our study that 24 out of the 24 founders 

that had created a network had previous industrial experience within the same 

sector. Therefore, we can state once again that this is one of the major factors 

influencing in the rapid internationalization of born global company. 
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Westhead et al. (2006) conclude that older founders have more social and 

business contacts in contrast to younger founders. From our interviews we 

observed that 4 founders are over 40 years old, whereas 8 are under 40 years old. 

The rest of the founders which make a number of 14 did not give us their age. 

Therefore, we can state from our research that the advanced age is not such a 

relevant factor as we only got 12 responses and even 8 of them were under 40. 

These findings contradict to a small extent Westhead et al. (2006) and Oviatt and 

McDougall (1995) who stated that a born global cannot survive without the 

longstanding experience of the founder and the network developed through this.  

As a result, we can state that the previous network created by the founder is of 

important significance for the acceleration of internationalisation. Especially, 

those contacts created from the (international) prior industrial experience. 

 

At the beginning of our thesis we assumed that the founder´s background is of 

great importance for the velocity of internationalization. We can say that the 

background in general is important, but only parts of it may be the trigger or 

reason for a faster internationalization process.  

The international education is not of such importance like the prior industrial and 

prior international experience. Almost all of the interviewed founders had prior 

industrial experience and nearly half of them had an international working 

background. We figured out, that because of this all of them were able to create 

networks, either from previous colleagues, suppliers or clients.  Particularly at the 

beginning of new ventures this turned out be very essential. 

Most of the examined companies were founded in the 90´s and until today they 

are quite successful and some of them are already at the stock exchange market. In 

addition, some of the founders are today only in advisory functions or left the 

companies. 
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6.  CONCLUSIONS AND FURTHER RESEARCH  

This chapter summarizes the gathered information out of the theory and the 

findings out of the interviews. Furthermore, we will give recommendations for 

further researches.  

 

The purpose of our thesis was to prove how the founder´s background can 

accelerate the internationalisation process of born globals. First, we provided the 

reader an insight into the background of born globals and we pointed out a 

research gap. Moreover, the reader gets information about the founder and 

specifically his background, since this was the main topic of this thesis. With the 

findings out of the interviews we held with several founders we were able to 

analyse this with the information we gathered out from previous research.  

 

The founder´s (international) educational background accelerates the 

internationalization process. To which extend is the educational background 

decisive?  

If we compare our findings out of the interview we can state that the educational 

background is significant and has an influence on the acceleration of the 

internationalization process. However, the international background seems to be 

less important. Worth to mention is that international background is helpful but 

not necessarily needed.  

 

The founder´s prior (international) industrial experience accelerates the 

internationalisation process. To which extend is the prior (international) 

industrial experience decisive and to which extend is the prior experience in 

founding a firm decisive? 

When gathering information about the prior work experience we found out, that 

this seems to be very essential because of the market knowledge. For the majority 

of the founders this was the most important trigger when deciding to found a 

company. Whereas, the international experience is again not that important as we 

assumed.  
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When it comes to the prior experience in founding a firm, only a small amount 

stated that they already had experience in this field. Therefore, we can indicate 

that experience in founding a firm might be helpful but not necessarily needed.  

 

The founder´s network accelerates the internationalization process. To which 

extend is the founder´s network decisive? 

When gathering the information out of the interviews we realized that all the 

founders created a network and that is why we can determine that networks are 

decisive for the acceleration of the internationalization process.  

In summary, one can say that the founders´ background is of great importance. 

Through the background the founder has specific skills or a network which in turn 

enhance the internationalisation process. Since, nearly all of the examined 

companies are at the stock exchange market we can state that the background in 

turn can be of great importance for the company´s success.  

What we need to mention is that our results might differ if we had interviewed 

several more companies or out of different industry sectors.  

 

Further Research 

In general, since the first observations of such fast internationalizing companies 

the research has focussed strongly on the phenomenon born globals. Most of the 

studies laid their focus on the development trends of the born globals. 

Nevertheless, the fact that no common research took place can be seen as 

problematic. Furthermore, the focus of most studies is too much on the internet 

and software industry, this phenomenon can also be examined in several other 

sectors, like medicine or textile (Falay 2007). Another aspect which can be seen 

critically is that no statements about the born globals´ success can be done, 

because no long-term studies about the born globals´ performance have been 

taken place yet. In this area there is still an essential need for research.  

Another discipline which dealt intensively with born global´s is the international 

entrepreneurship research. This has highlighted the great importance of the 

company´s founder. The founder has besides his international oriented knowledge 

also good contacts and networks. As we found out in our research, especially the 

prior work in the same industry sector seems to be an important factor. Because of 
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the rapidly growing progress within many sectors, the requirements for the 

founder get bigger and bigger. In the future it will be a matter of time that the 

founders take advantage of the market´s opportunities and use the resources 

effectively.  

In this context Covin and Slevin (1991) found out very early that the founder can 

certainly make a big part of the company´s profit through his activities. Because 

of that the research area of the “International Entrepreneurship” will gain in 

importance. For Cavusgil and Knight (2009) the “International Entrepreneurship” 

links the both areas “entrepreneurship and international business research” which 

puts the founder in the centre and recognize him as the most important component 

in the early internationalization. 

From our perspective, after having finalised all our studies and research on the 

field we found a research gap when it comes to the background of the founder and 

his performance on the internationalisation of the company. Several studies deal 

with the process of internationalisation of companies as well as with 

characteristics of born global companies. Nevertheless, a small amount of 

research has been conducted on the founder and more precisely on his 

background. Therefore, we think that more detail research should be done within 

this area in order to better fulfil these gaps. 

We consider that our study has contributed to this area with some new findings, 

and even though we believe our empirical findings are trustworthy more 

interviews should have been done. This means that for a better exploring, analysis 

and conclusion more interviews should be carried out to a higher number of 

companies and to different sectors. Consequently, we would be able to prove if 

our assumptions are just occasional or to a wider extent general. We strongly 

believe that we have managed to deliver trustworthiness and authenticity while 

doing this study. 
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Appendix  

Figures & tables: 

 

Figure 1: Types of International New Ventures from Oviatt and McDougall (1994) 

 

 

Figure 2: Measures of depth, distance and diversity modelled after Autio et al. (2002) 
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Figure 3: Physical Distance from Welge and Holtbrügge (2006) 

^ 

Figure 4: The internationalisation process from Modelled after Roberts and Senturia (1996) 

 

Figure 5: Initial forces of born globals for early internationalisation from Andersson and 

Wictor (2003) 
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Figure 6: The multilateral Aspect of the Intern. Process from Johanson and Vahlne (1990) 

 
 

 
 
 
 
Figure 7: Overview of study´s aim from author´s of the thesis (2014) 

 

 

 
Table 1: A taxonomy of the 38 selected and reviewed studies from Rialp et al. (2005) 
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Table 2: Classification of the firms from Moen (2002) 
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Questionnaire: 

 
In general: 

 

1. When was your company founded? 

 

 

2. When did your company operate international for the first time? 

 

 

3. With which strategy did your company entered the international 

market? 

 

 

4. How many employees does your company have? 

 

 

5. How big was your revenue in 2013? 

 

Company´s founder/manager: 

 

6. Has your company been founded by a founder or a team of founders? 

 

 

7. How old was the founder respectively the founders? 

 

 

8. What is the founder´s formal educational background? (University, 

University abroad, PhD)  

 

 

9. Did the founder or the founders operate international respectively had 

he been employed in an international company? 

 

10. Was the founder employed in a company out of the same industry 

sector? 
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11. Had the founder international contacts through his prior work in the 

industry? 

 

12. Had the founder experience in founding a firm? 

 

13. Which problems did the founder/founders have to solve? 
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Case companies 

Case Company 1 

The examined German Company manufactures innovative Soft- and Hardware for 

lighting effects and projections. These products are used for promotional 

campaigns in the entry area and foyers of department stores. The company wants 

to engage the viewer’s emotions and through that to deliver advertising messages 

easily. Their experiences are delivered through the projection and the interactive 

integration of the viewer (founder 2014).  

The company was founded in 2010 and was operating international from the very 

beginning. Italy and Switzerland belong to their first countries. Meanwhile, some 

more countries in Europe have been edited. Due to the fact that the company is at 

the beginning of its development and not so many resources are available yet, 

licenses for the use of the software are sold respectively rented. An advantage of 

the licensing is the low risk in contrast to other market entry forms. At the 

moment the company employs five people. The described characteristics indicate 

that the examined company can be seen as a Born Global (founder 2014).  

At the foundation the founder was 53 years old. He stated that he already worked 

in the sector of trade fair constructions and space design at international firms. His 

international orientation and the foreign language skills enable that the founder 

can come together with clients from different countries and to present his 

products.  

He also stated that through his prior work in this industry sector he already had 

known some people which were very helpful at the beginning after the 

foundation. Through this network it was much easier to get in contact with new 

clients (founder 2014).Furthermore, he indicated that he had no experience in 

founding a company.  

One can see that the founder´s characteristics and skills are of significant 

importance for this company´s success.  
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Case Company 2 

Company 2 was founded by 2 persons in 1990. The company is focussing on 

electronic document and data archiving, as well as document and content 

management (company homepage 2014). With their systems they capture any 

type of bulk data and structure document flow and through this they ensure to 

hold contents and information ready regardless of time and location. Today, they 

are a leading developer and provider of multi-platform solutions in the document 

and content management.  

In 1992 they build up a dealer and distributor network in Europe. The change to 

“Verity” as full text technology-provider three years later smoothed the way to 

language independence and therefore to more international markets(company 

homepage 2014). “We apparently have done the right thing at the right moment” 

(founder 1 2014), said one of the founders. Today, they have offices in Austria, 

the United Kingdom, USA, Singapore and Turkey and more than 100 employees. 

Their products are now available in 10 different languages and distributed in more 

than 20 countries. 

At their early days they have been through hard times until their first big project. 

This was the reason for the fact to put the distribution on a safer basis through 

trading partner. Today they have over 350 certificated trading partners all over the 

world with which they generate 80% of the revenue(company homepage 2014). 

The founders were both 40 when they decided to found this company. Both 

worked at the same non-international company in the software sector before 

company 2. The reason for founding the company was the distribution of a 

Spanish software product “Clarity”. They knew the responsible persons of the 

Spanish company through their prior work in the industry (founder 2014). 

Both stated that they went to university, but they have not been abroad during 

their education. When they decided to export they expanded their team with 

employees with international experiences (founder 2014). 

One can say that in this case the global vision and the founder´s drive were very 

important for the success of the company. They compensate their lack of 

international experience with more skilled employees. 
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Case Company 3 

Company 3 was founded in 1994 and is until today the only independent provider 

of enterprise solutions for the omni-channel commerce. Due to the increasing and 

the more and more complex requirements in E-commerce, the company offers 

their clients a variety of possibilities to use the potential of online trade(company 

homepage 2014). Furthermore, they offer to handle the whole E-commerce for 

their clients. 

The company was founded by a founder team of three people and it took two 

more years until they operated international for their first time. In 1996 they 

expand and built subsidiaries in USA.  

The company was founded by three founders. Two of them have an international 

background during their time at the university. Founder 1 studied at the University 

of Harvard and Founder 3 was during his studies for one year in Sofia. Founder 3 

was the only one of the three who had no prior international background (founder 

2014).   

Worth to mention, all three had prior experiences in running respectively founding 

a company. Founder 2 stated that especially his prior work experience in this 

industry sector eased the early days of the company. All of them had through their 

prior work experience several contacts and through that they had a big network 

from the beginning (founder 2014). 

Case Company 4 

This examined German company was founded in 1998 by one person. This 

company unites market leading technologies and services for the sales of 

innovative business models in the internet(company homepage 2014). The core 

competencies are the development of innovative internet-/video-/communications- 

and paying-systems. Their IT-solutions offer continuity and optimization of data 

and processes within application systems and allow moreover adding new and 

integrated courses of business in already existing systems preferably without high 

costs.  
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Their first international operation was 1998, in the same year as their foundation. 

Today they have several offices around the world. Besides the location in 

Germany, they also have offices in Austria, France, England, Korea and USA. 

Because of that the products can be put on the market and sold worldwide. 

Because of the described characteristics this company can be classified as a BG. 

The company was founded by only one founder and due to his lack of time his 

assistant tried to answer the questions as good as possible. The founder has a 

university degree and was during his study not abroad. The company´s success 

can be traced back to the founder´s vision to run an international company. His 

network which he developed over the years helped him to realize his dream. This 

company foundation was his first one and up to today many other foundations 

followed. What also was helpful was his prior work in the industry sector (founder 

2014). 

 From 1998 until today the company has grown every year and last year they 

generated a turnover of over 10 billion Euros. Here we can speak of a very 

successful Born Global.   

Case Company 5 

Company 5 is a specialized consulting company and independent software 

manufacturer with the focus on businesses processes and IT-Service-

Management. The company was founded in 1994 by four former SAP employees 

and has today locations in Europe, North-America and Asia. In 1996, two years 

after the foundation they build locations in Spain and Portugal. Until 1998 many 

other followed - USA, Italy, Australia, New Zealand, England and 

Singapore(company homepage 2014). 

Like mentioned above, all of them had prior work experience in this industry as 

they worked for SAP. Founder 1 stated that through that they had the opportunity 

and possibility to strengthen their network. Moreover, this was very essential for 

the start of their company (founder 2014).  

According to Founder 1, only Founder 2, 3 and 4 had an international background. 

Founder 2 and 3 studied abroad and later made an internship. Founder 4 spent 

several years abroad because of prior work.  
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Adams stated that at the beginning they had problems to receive financial support 

from the banks. The founder team was personally liable for their credits, which 

was the biggest problem in their early days (founder 2014).  

 

Case Company 6 

Company 6 is an industrial Spanish company based in Navarra, qualified in 

advanced technology to develop high-complexity innovative solutions in 

industrial process automation, mainly in the aerospace industry. Their main aim is 

to solve the problems of their customers, which is done thanks to their high 

quality and uniqueness of their developments and products (company homepage 

2014). 

The company was founded in 1975 and their initial activities were designing and 

manufacturing equipment for the paper converting industry. It was only after two 

years in 1977 when they started exporting abroad to Portugal, Italy and Brazil. 

Their rapid world-wide growth has been remarkable since nowadays they are 

present in 70 countries with 620 customers and with offices in 10 cities (founder 

2014) 

Regarding his educational background, the founder studied a Bachelor in 

engineering at the University of Murcia (Spain), and later a Master in Leadership. 

Although he stated he studied for about seven years, he never did and exchange 

programme in a foreign university. Instead he decided to take extra English 

lessons, has he realized the importance of this language for the success in future 

business. After finalizing his studies he started working for the Swedish company 

Svenska Cellulosa where he was constantly travelling and meeting international 

clients. But, it did not take him much time to change from employee to founder. 

He already had experience in founding companies within the industrial sector 

before he decided to found at the age of 37 the successful worldwide company he 

currently owns (founder 2014). 

He is well known for being an entrepreneur businessman whose previous working 

experience in the international market and industrial sector, have given him the 

capability of running a successful company. 
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Case Company 7 

Company 7 was founded in Seville, Spain in 1982. The company is dedicated to 

the production, selling and installation of air pressure materials used for several 

industrial functions (company homepage 2014). Only three years after the 

foundation he started to sell to Morocco and Algeria. This was possible thanks to 

a previous working colleague that the founder met in the company he had worked 

before the foundation of company 7 (founder 2014). 

The founder had studied industrial engineering in the University of Seville and did 

not have the chance to make an exchange abroad. In addition he does not speak 

any other language than Spanish, but some of his employees do speak English 

which has made possible the communication with other countries (founder 2014). 

Moreover he had only worked in two other firms within the engineering sector 

before he decided to found his first company at the age of 28 (founder 2014). 

 

Case Company 8 

This German Company was founded in 2002 by a team of two man and they are 

offering personalized IT-solutions. In 2003 they operated the first time 

international by selling their solutions to Austria and Switzerland. Even though, 

the language spoken in both countries is German, this company can be seen as a 

Born Global. In 2004 several countries followed, like The United Kingdom, 

France and the Netherlands. Until today they are still on the market and quite 

successful, was their sales revenue in 2013 about 14 million € (company 

homepage 2014). 

Both founders have an international educational background and have first studied 

at a German university and during that they were part of an exchange programme 

abroad. Though it was only several months being in a foreign country, one 

founder stated that this experience “expanded their horizon and was the trigger for 

the aim being part of an international company” (founder 2014). 

They got to know each other at an international company in the same industry 

sector as they are today and where they came up with the idea of running an own 
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company (founder 2014). According to one of the founders, the main driver of 

founding a company was the fact that they knew the industry sector and were able 

to estimate the risk (founder 2014). Because of their prior work in this sector they 

were also able to get to know the “right people at the right time” (founder 2014), 

which helped them establishing their first start up at the beginning.  

 

Case Company 9 

This examined company offers innovative technology solutions for sustainability 

in the energy and environment sectors (company homepage 2014) 

In 1993 it was founded by only one person and the company is located in Munich. 

It took not more than 8 months to operate international for his first time. At the 

beginning he exported his products and services to the European countries around 

Germany but until today he is exporting to nearly every continent (founder 2014). 

As a son of parents who worked at the German Embassy in the United Kingdom, 

he went to a German private school in London and spent his time until his 

university in London. For his studies he came to Munich and stayed there 

(anonymous founder 2014 2014). He got a degree in engineering at the University 

of Munich which is a very prestigious one for this study area. He said that due to 

his time in another country one learns “to think international” (founder 2014).  

He started to work in a company which operates in the same industry sector like 

he is working today. He has been successful within the company and also due to 

his degree he had quite early a good job position (founder 2014). Because of this 

position the founder was able to create one the one hand a network of clients and 

on the other hand business angels which helped and encouraged him to found the 

company 

Case Company 10 

The next examined company was founded in 2000 by a team of three founders 

and is until today located in Hamburg in the north of Germany. This company 

provides integrated water solutions for sustainable development 

Due to their low physical distance to Denmark, this was the first country for going 

international in 2001 (company homepage 2014). The other Scandinavian 
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countries followed the following year. Until today they are exporting nearly 

through whole Europe and North America. 

The three founders went to university and finished their studies without having 

been abroad. Both worked in the same non-international company (founder 2014). 

The industry sector they worked earlier was not quite the same but closely related 

to the one they are operating today and the clients stayed the same. “This was very 

important because we were offering not the same service, but to the same clients” 

(founder 2014). All in all they were able to use the network of clients they created 

during their prior work.   

 

Case Company 11 

The company 11 is a Spanish engineering company with headquarter in Madrid. 

They are leaders in technological innovation throughout the product lifecycle, 

from concept to post-sales services and leading suppliers of industrial companies 

in the aviation, automotive, rail, marine, industrial plants and renewable energy 

sectors. Therefore, they count with an experienced team of engineers and 

technicians proud to participate in innovative industrial programs all over Europe 

(company homepage 2014). 

The company was founded as a spin-off of a hi-tech research centre linked to a 

major Madrid university in 1989 by two PhD students and one professor from one 

of the Universities of Madrid. Two of the founders (PhD students) that were 28 

and 29 years had studied a Diploma in industrial engineering and later on decided 

to make their PhD at the same university (founder 2014). One of them stated to 

have studied one year abroad in Bochum, Germany where he also learned the 

language. Nevertheless, having some knowledge of English and a lot of 

experience in the research field captured the attention of one of their professors 

that suggested the idea of founding the company. The third founder apart from 

being a part-time professor at the University had also been working in several 

companies within the engineering field, but had never founded his own one till 

1989 at the age of 42. One of these companies was located in Bonn, Germany 

where he worked for 2 years improving his English and German skills (founder 

2014). 
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Although the professor was basically the only one with prior industrial experience 

abroad and the students had no previous experience, their knowledge of other 

languages enabled them to fasten their internationalisation process. Therefore, in 

1992 they started operating international in Germany and Portugal, followed by 

Brazil, India, UK and France (founder 2014). 

 

Case Company 12 

Company 12 was founded in Montmeló, Spain in 1984. From the early days till 

today they have maintained their leading position in the market. This is due to the 

fact that they are fully dedicated to production of boring systems. Their boring 

system is composed mainly of 3 different types of boring heads and all its 

couplings and accessories (company homepage 2014). 

The company was founded by a team of two persons that were 32 and 35 by the 

time of foundation. It took them almost 3 years to make their first international 

sales. Both of them had worked previously in the same company which was 

dedicated to production of heavy machinery for construction. Therefore, they had 

some industrial experience within the same sector that their company is operating. 

Moreover, they stated that none of them had the opportunity of studying abroad, 

although both of them have a university degree in the field of economics and 

engineering. They emphasized that one of the reason why they became successful 

was their experience in knowing both the administrative and practical part that a 

company needs to be run (founder 2014). 

They stated that the real trigger towards internationalisation was their marketing 

and sales team. This was formed by employees that had both international 

working and educational background. In addition to this, they had not created 

such a wide network before they decide to operate internationally which they 

stated, made it more difficult. Nevertheless, they slowly began expanding through 

UK and Portugal the fourth year and nowadays they are present in many European 

countries (founder 2014). 
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Case Company 13 

Company number 13 is dedicated to the development and manufacture of sound 

reinforcement systems. The company has highly qualified staffs that are dedicated 

to design and build a line-up of products used wherever reliability and sound 

quality is demanded (company homepage 2014). 

It was founded in the city of Valencia, Spain in 2002 by only one founder at the 

age of 33, and today is selling internationally in the Portuguese and French 

market. The founder stated that it took about 3 years before they could make their 

first export. He mentioned the importance of knowing the nature of your business 

and risks before trying the non-domestic market. In addition to being a young 

start-up and with no prior experience in founding a company he did not wanted to 

grow so fast, but rather have control of the whole organization before trying 

abroad (founder 2014). 

Regarding his educational background, he stated to have studied sound technician 

in a Spanish private school where you are able study and work at the same time in 

a company linked to the school. This means, no university degree and therefore no 

option of doing a semester abroad. Nevertheless, being able to start working so 

young and being a remarkable student gave him the possibility to work in Spanish 

companies within the sector that helped him create a stable network. This gave 

him the knowledge and capability of starting his first and current company.  While 

working, he also took private English lessons which have indeed helped him and 

his team to enter the international market (founder 2014). 

 

Case Company 14  

This Spanish company operates in the field of infrastructure and engineering and 

services and technologies (company homepage). It was founded in 2002 by only 

one founder and it took them only two years to make their first export. The first 

countries he exported were Portugal and Italy (founder 2014). 

The founder studied engineering with a major in economics and studied one year 

abroad in a British University. At the age of 32 he decided to run his own 

company after having worked in the same company for 7 years within the service 

and technology sector. Through his prior work he had the opportunity to create a 
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small network of suppliers with whom he worked from the beginning. He also 

stated that working in the same industry sector makes it much easier to be 

successful (founder 2014). 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


