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Abstract 
This thesis aims to examine how multinational corporations manage business network expansion 

during the post-entry internationalization process in response to different determinants and 

changing expansion dynamics. The emphasis is placed on understanding how MNCs´ business 

network development is shaped by different external and internal factors. Internal capabilities, 

institutional conditions, geopolitical instability and business network integration affect how firms 

manage business network expansion during the post-entry internationalization phase. The thesis 

was conducted through a qualitative methodological approach and semi-structured interviews 

were used to collect the empirical material. Six multinational corporations participated in the 

study and nine interviews were conducted, in some cases with different respondents within the 

same company. The study reveals that multinational corporations manage business network 

expansion in the post-entry internationalization process through continued development of 

international presence and network relationships. This expansion can be carried out through 

acquisitions and the establishment of local operations in foreign markets. Trust, competence and 

relationship maintenance are some important indicators that shape firms business network 

development after initial market-entry. Taken together, the research indicates that firms 

post-entry business network expansion is a dynamic and relationship based process.  

 

Keywords: Multinational corporations, post-entry internationalization phase, business network 

expansion 
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1. Introduction 

The introductory chapter will present the contextual foundation of the study. The section will 

begin with background information about the research topic, and will later follow a problem 

discussion that focuses on highlighting areas of relevance. This chapter will proceed by 

presenting the purpose of the study together with the research question. 

 

1.1 Background  

In a highly globalized economic environment, firms are increasingly required to pursue 

expansion beyond their domestic markets. This expansion is critical for maintaining 

competitiveness and capturing new business growth opportunities on a global scale. Al-Rodhan 

(2006: 3) describes globalization as a complex and multidimensional phenomenon that includes 

economic integration, the cross-border transfer of policies and the exchange of knowledge. 

Additionally, he argues that it incorporates cultural continuity, the reinforcement of power 

structures and the development of a global market that operates with limited sociopolitical 

oversight. 

 

As a consequence of these developments, internationalization has gained significant attention of 

study within international business research. Welch and Luostarinen (1988: 36) defines 

internationalization in broad terms as the process by which a firm gradually expands its activities 

into foreign markets, describing it as “ the process of increasing involvement in international 

operations”. This formulation clarifies that internationalization should be understood as an 

evolving event that develops over time, rather than it being a one-time occurrence. Roberts 

(1999: 68) explains that the internationalization process is often understood as evolutionary in 

nature, whereby firms gradually increase their involvement in overseas markets by proceeding 

through different stages of market entry and establishment activities abroad. Roberts further 

argues that the degree of internationalization is determined by the extent of a firm´s involvement 

in the foreign markets it has entered. 
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Internationalization has been conceptualized as a dynamic process, meaning an evolving process 

that changes over time. Casillas and Acedo's research (2013: 15) mention the Uppsala model, a 

framework that explains the internationalization process for individual firms. It emphasizes how 

firms gradually acquire, integrate and apply knowledge of foreign markets and international 

operations while increasing their commitment to those markets over time (Oviatt & McDougall, 

2005: 540). According to the authors, the Uppsala model does not address any clear dynamics or 

pace at which processes unfold for firms (Casillas & Acedo, 2013: 15). The model focuses on 

traditional cross-boarder behaviour, and uses an incremental approach when internationalizating, 

rather than including accelerated internationalization (Oviatt & Mcdougall, 2005: 540). 

Indicating that the model does not place any specific emphasis on the concept of speed (Chetty et 

al., 2014: 633; Casillas & Acedo, 2013: 15). 

 

According to Todeva (2006: 2), a business network refers to the complex configurations of 

interdependent actors, resources and activities, that are systematically connected through 

continuous interactions. Todeva further explains that much like industrial markets, these 

networks go beyond simple economic transitions, as they also function as social systems 

grounded in ongoing relationships and connections between participants. The author argues that 

these ties can enable and sustain collaboration, coordination and the exchange of knowledge and 

resources between companies and other market participants. 

 

The establishment of a business network is not considered as a stable structure, it rather evolves 

over time through the formation, change and ending of relationships (Guercini & Milanesi, 2019: 

192-193). The authors further identify that the concept of business network expansion speed may 

not be regarded as a static phenomenon, instead it represents a dynamic process that reflects the 

speed of internationalization. Guercini and Milanesi (2019: 202) describe how the speed of 

business networks can be associated with how firms expand their relationship presence abroad. 

The authors highlight that this may occur through activation, meaning creating and establishing 

new relationships with local actors, integrating by strengthening and maintaining existing 

relationships and ending or replacing relationships that are no longer sufficient or support foreign 

market development.  
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Although research began to incorporate speed into their studies of internationalization, the 

literature primarily focused on speed in internationalization and underexplored how the pace of 

business network development changes after foreign market entry (Guercini & Milanesi, 2019: 

193-195). In order to comprehend the relevance of internationalization, Guercini and Milanesi 

explain that business networks constitute a central component of firms' ability to attain 

insidership within relevant network structures in foreign markets. The authors continue by 

explaining that in situations where firms lack business networks positioning, experience of 

liability of outsidership will occur, thereby constraining and preventing their ability to enter 

foreign markets, build new relationships or change existing network ties. 

 

Speed is a relevant factor not only when a firm initially enters a foreign market, but also when it 

expands and reconfigures its business networks within those markets (Guercini & Milanesi, 

2019: 197-200). Guercini and Milanesi further emphasize that through the frequent activation of 

new local relationships, local partners can serve as strategic entry nodes that help facilitate the 

development of a network position in the foreign market the firm chooses to enter. 

 

The significant aspect here is to capture the dynamic nature of business network expansion, 

specifically how it may accelerate and decelerate throughout the creation, strengthening, 

maintaining or ending relationships in foreign markets (Guercini & Milanesi, 2019: 200-202). In 

the context of business network expansion, acceleration and deceleration refers to increases and 

decreases in the rate of business network commitment. Acceleration in business networks 

denotes the activation phase through the creation of new relationships with foreign partners. 

Whereas deceleration refers to periods in which firms focus on integration which strengthens 

existing relationships, or engage in substitution by closure or replace relationships that no longer 

support international market development. Guercini and Milanesi describe that these fluctuations 

in speed helps identify the phases during which business network expansion occurs and at what 

speed it progresses. 
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Johanson and Johanson (2021: 1641) describe that the speed fluctuations of business networks 

are affected through different phases of change. Learning, dynamic, turbulence or speed follows 

a linear path. The authors further explain that changes within a business network are 

unpredictable and may cause reactive synchronization, and through that identify opportunities 

and access knowledge in order to influence business network positions. Furthermore, 

synchronizing will consequently cause fluctuations in acceleration and deceleration fluctuations 

(Johanson & Johanson, 2021: 1641).  

 

1.2 Problematization of Existing Research 

Although the literature has established a comprehensive understanding of business network 

expansion during an internationalization process, prior research on business networks has 

primarily emphasized network dynamics and relational paths (Guercini & Milanesi, 2019: 192). 

Other studies have instead focused on network entry speed and synchronizations with a 

conceptual focus of foreign market entry. The previous studies have however not provided 

further attention into how companies manage the expansion, coordination and development of 

their business network during the post-entry internationalization phase (Johanson & Johanson, 

2021: 1628-1629). Post-entry internationalization is defined as the process through which a firm 

develops and strengthens its presence in foreign markets after its initial market entry (Johanson 

& Johanson, 2021: 1635). Johanson and Johanson describe that the post-entry phase focuses on 

how a company will continue to expand, develop and manage its operations and activities in the 

foreign market after entry. A relevant research gap concerns how multinational corporations 

(MNCs) actively manage the post-market entry business network expansion. Particular emphasis 

must be placed on when business network relationships should be strengthened, maintained, 

accelerated or decelerated, as well as the determinants influencing this process during the 

post-entry internationalization phase.  

 

A multinational corporation is defined as a business organization that conducts its operations in 

more than one country around the world (Gratton, 2026). MNCs are headquartered in one nation 

but expand their activities internationally through branches, subsidiaries, offices or 
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manufacturing plants located in other countries. Gratton further describes that profits are earned 

through the operations in international markets and the management structure is coordinated 

through their business activities across different countries. These firms maintain a strong 

international presence. MNCs are embedded within complex relational networks including 

suppliers, partners, subsidiaries and institutional actors. The selection towards MNCs is based on 

the limited attention that has been directed towards how they manage the business network 

during the post-entry internationalization phase.  

 

1.2.1 Previous Research on Firm Internationalization, Network Expansion and 

Internationalization Pace 

This research gap primarily concerns prior research that has not fully addressed the type of 

enterprises that are being studied. Johanson and Johanson (2021: 1628-1629) identify firms in 

general terms, without the specification of firm size or identifying whether these firms operate on 

an international level. Similarly, Guercini and Milanesi (2019: 192-193) focus the research on 

fashion firms, without addressing how firm size may influence business network expansion. 

Accordingly, the focus will therefore be placed on a specific type of firm, in order to address the 

gap. 

 

However, when prior research has considered a specific type of enterprise, the primary focus has 

been directed towards small and medium sized enterprises (SMEs). Particularly analyzing the 

initial stages of internationalization, especially the time required for firms to commerce activities 

in foreign markets (Hilmersson & Johanson, 2015: 92). An SME is defined as an autonomous 

enterprise. Within this category, a medium-sized enterprise employs fewer than 250 persons, a 

small enterprise employs between 10 to 50, whereas a microenterprise employs fewer than 10 

employees (Thrassou et al., 2020: 64). Although prior research acknowledges firm size as a 

relevant consideration, insufficient attention has been devoted to examining the manner and 

speed through which SMEs expand their international operations beyond the initial stage of 

internationalization (Hilmersson & Johanson, 2015: 92). The role of the business network 
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expansion process has however, with specific emphasis on market size, remained largely 

overlooked. 

 

The research gap chooses to focus on MNCs due to previous research that mainly has examined  

the dynamic and process-oriented perspectives (Hilmersson & Johanson, 2015: 89), and has 

restricted the understanding of how MNCs expand, adapt and evolve processes over time. 

Hilmersson and Johanson (2015: 88-89) describe that their research mainly focuses on the 

pre-internationalization phase with emphasis on identifying determinants, such as managerial 

experience or market conditions, that are mostly relevant to that particular stage in time. This 

research has therefore been less devoted to determinants that cause changes in the speed of 

internationalization and the business network expansion for MNCs after the initial 

internationalization entry phase (Hilmersson & Johanson, 2015: 69). 

 

Johanson and Kalinic (2016: 828) further argues that the pace of international expansion is not 

constant. The process is instead characterized by temporal fluctuations throughout the process, 

where firms alternately accelerate or slow down the pace of their international expansion in 

response to both internal capabilities and external environment. Similarly to business network 

expansion, where speed may not be regarded as a static phenomenon, but instead represents a 

dynamic process reflecting the speed of internationalization (Guercini & Milanesi, 2019: 

192-193). Guercini and Milanesi describe that this is due to relationships being constantly 

developed and altered over time. The internationalization process does not follow a linear path 

but instead evolves irregularly over time, where periods of rapid growth are inserted along with 

phases of gradual progression (Johanson & Kalinic, 2016: 843).  

 

Nevertheless, prior research has not sufficiently examined how MNCs manage business network 

expansion after the entry in a foreign market. Previous studies have contributed to valuable 

insights on topics concerning internationalization speed, network dynamics and relational 

change. However, limited attention has been given regarding the underlying firms' decision of 

how they strengthen, maintain, accelerate or decelerate business network relationships during the 

post-entry internationalization phase. As a result, the determinants influencing acceleration and 
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deceleration within firms' ongoing foreign market expansion processes remain insufficiently 

explored in existing research. This constrains the current understanding of how variations 

between faster and slower network development emerge over time, as well as how such 

fluctuations affect both firm performance and the strategic development of MNCs.  

 

1.2.2 Practical relevance 

The study is considered theoretically relevant and signifies practical importance. Given that 

MNCs operate in complex international environments, the fluctuation on external and internal 

determinants can signify an impact on performance and strategic development. Developing a 

further understanding in these dynamics can support managerial decision-making when MNCs 

accelerate or decelerate their international expansion within business network expansion. 

Lindner and Puck (2025: 31) explain that MNCs are also a fundamental factor in the global 

economy. Their internationalization processes have important implications for investment, 

economic development and competitiveness. 

 

1.3 Purpose of the study  

The limitations highlight a fundamental gap in the literature. The internationalization process has 

mainly been studied through a pre-entry perspective, with limited attention on how business 

network expansion fluctuates during the post-entry phase and with no clear emphasis on how 

firm size influences this process. This has resulted in limited insight into the drivers of business 

network expansion and the fluctuations for firms. The purpose of the study is to address the 

unexplored issues by focusing specifically on MNCs managing business network expansion 

throughout the post-entry phase of the internationalization process from a firm-level perspective. 

 

1.4 Research Question 
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How do multinational corporations manage business network expansion during the post-entry 

internationalization process in response to opportunities, institutional conditions and changing 

expansion dynamics? 

 

1.5 Theoretical delimitations  

This study is theoretically limited to MNCs, with SMEs excluded. The focus on MNCs is 

theoretically motivated by the limited existing research on how to manage business network 

expansion during the post-entry internationalization process in response to opportunities, 

institutional conditions and changing expansion dynamics. The exclusion of SMEs is justified by 

their different organizational structures and internationalization processes, which distinct them 

from MNCs in this study. 

 

A further delimitation of the study is that no industry specific focus is applied. Although all the 

participating MNCs fell under two industry categories, the selection was conducted randomly 

rather than on redefined characteristics or criteria. This delimitation reduces the selection bias in 

regards to the industry-specific assumptions regarding internationalization and business network 

expansion. 

 

The study focuses on managerial decision-making and managerial responses to opportunities, 

constraints and conditions influencing the expansion of business networks. The analytical 

emphasis is therefore placed on how MNCs manage the factors that affect the business network 

expansion process rather than solely identifying the factors themselves. 

 

An additional theoretical delimitation of the study is its focus on the post-entry phase of 

internationalization, rather than on MNCs initial expansion in foreign markets. The study does 

not seek to examine how MNCs enter new international markets, but rather aim to explain how 

their business networks develop and change after market entry. The study focuses on how the 

participated firms manage changes in expansion dynamics as well as how the role of institutional 

conditions and new market opportunities shape the post-entry network development. This 
14 

 



 
 
 

 
delimitation enables for a more specified analysis on how MNCs manage, strengthen and 

maintain their business networks in the international market. 

 

Finally, the study is positioned within the field of international business, with a specific focus on 

international business network expansion within MNCs from a firm-level perspective, rather than 

examining broader institutional, political or economic dynamics at a macro level.  
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2. Theoretical Framework 

This chapter provides a theoretical framework for understanding firm internationalization 

through business networks, forming the basis for addressing the study's research question. The 

chapter aims to further explain how firms develop and position themselves within the 

international market. The section will be built upon two core theoretical frameworks that will be 

integrated, The Business Network approach, the revisited Uppsala model, supplemented by the 

Institutional Relationship that complements as a supportive framework that will strengthen the 

analytical foundation. The use of these theories allows a thorough explanation of how business 

networks are of significance as firms internationalize. The selected frameworks will connect the 

structural dimensions of business networks and explain how firms adapt in an international 

context. 

 

2.1 An Integrated Theoretical Perspective on Internationalization and 

Business Networks 

Developing an insight into the importance of business networks of a firm, enables the 

examination of how a firm's post-internationalization process evolves over time. It also helps 

explain how various external and internal determinants influence business network expansion. 

The following theoretical frameworks will form a solid foundation in understanding the 

relevance of business networks and how they emerge on an international level. 

 

2.1.1 The Business Network Approach  

A central theoretical perspective that acknowledges internationalization as a process of building 

and maintaining positions within business networks is the Network Approach (Johanson & 

Mattsson, 1988: 291-294). This model explains internationalization by observing markets 

through the lens of firms being in interconnected network relationships, rather than firms being 

isolated and making independent decisions. The core argument of this framework argues that 

firms do not operate alone. They are embedded in a system of relationships with, for example, 
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suppliers, distributors, competitors and other connected actors in the market. As a result of these 

relationships, firms become interdependent in the market (Johanson & Mattsson, 1988: 291-294). 

The model further emphasizes that in terms of firms choosing their counterparts in markets, they 

will choose to establish new relationships within existing and interdependent network contexts 

(Johanson & Mattsson, 1988: 292) 

 

According to Johanson and Mattsson (1988: 303,321), it is argued that when firms 

internationalize, the strength and size of relationships between different parts of business 

networks in the market increases. Through internationalization, firms can establish new 

relationships and deepen their involvement in foreign markets with existing networks. This 

creates opportunities to integrate into networks across several countries, thereby increasing their 

chances of success in foreign markets for firms.  

 

The model distinguishes four categories of firms: The Early Starter, The Lonely International, 

The Late Starter and the International Among Others. These four categories pinpoints the degree 

of internationalization of a firm.   

 

The Early Starter is the first of the four segments, describing firms with few international 

relationships, a position that is shared with their competitors and suppliers. These types of firms 

possess limited knowledge of the foreign market. To acquire this knowledge, the firms use agents 

during foreign market entry, specifically when firms have limited opportunities obtaining 

knowledge for the domestic market. Internationalizing through an agent reduces the cost and 

uncertainty associated when entering a foreign market, as firms benefit from the agent's prior 

knowledge and investments in that market (Johanson & Mattsson, 1988: 298-300).  

 

In contrast, the Lonely International represents firms that are highly internationalized. These are 

firms that are surrounded by the domestic market environment but have expanded further into 

international markets in comparison to their suppliers, competitors and customers. Lonely 

international firms possess several advantages in the market, as they acquire previous experience 

and knowledge regarding foreign markets. This reduces the uncertainty and difficulty associated 
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with entering additional foreign markets. This type of firm may also function as a bridge between 

national and international networks, connecting domestic actors to foreign markets (Johanson & 

Mattsson, 1988: 300-301). 

 

The Late Starter refers to firms that are still domestically positioned, even though the suppliers, 

competitors and customers around are internationalized. A firm´s indirect relationships with 

foreign business networks drive internationalization, it does however typically internationalize 

later than the actors surrounding it. This concept emphasizes the matter of timing in 

internationalization. Johanson and Mattsson (1988: 301-304) also mentions that firms that enter 

later, may gain access through existing networks, but will face consequences such as limited 

abilities to influence customer needs and market conditions.   

 

The fourth and last category is the International Among Others. This category describes firms 

that operate in an international environment where both the firm and the actors are 

internationalized. For firms operating in this category, the term internationalization focuses on 

coordinating activities, resources and relationships across different countries. A firm's advantage 

in this category lies in using existing network positions to bridge markets, expand alliances and 

respond to change (Johanson & Mattsson, 1988: 304-306).  

 

 
Figure 1: The network based- internationalization Model (Adopted from Johanson & Mattsson, 1988) (Hosseini & 

Dadfar, 2012).   
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2.1.2 The revisited Uppsala model 

An additional model that has a relational view and aligns with the Network-based perspectives 

on internationalization is the revisited Uppsala model by Johanson and Vahlne (2009). This 

framework emphasizes that the core argument for internationalization is based on business 

network research, whereby firms expand internationally by developing positions within business 

networks rather than simply entering markets step by step. The revisited model rests on two main 

propositions. The first is that markets are conceived as networks of relationships in which firms 

are interlinked in various ways. From this perspective, the authors emphasize that insidership in 

networks is considered necessary for successful internationalization, whereas the absence of such 

a position results in the liability of outsidership, constraining firms´ ability to access 

opportunities and resources. The second proposition is that networks and business relationships 

serve as an essential source of experiential learning, commitment and trust-building between 

actors in the market (Johanson & Vahlne, 2009: 1411). These relational processes are essential 

for reducing uncertainty and supporting the firm's continued internationalization.  

 

In contrast to the original Uppsala model developed by Johanson and Vahlne (1977), the 

revisited model emphasizes that firms internationalize through building long-term business 

networks rather than gradually entering geographically close markets (Johanson & Vahlne, 2009: 

1412). Firms can access distant markets by connecting to existing network ties.  

 

Moreover, the model is structured around two core components: change variables and state 

variables that continuously interact and shape one another over time. State variables capture the 

firm's current situation, including its accumulated knowledge and business network position. 

Knowledge refers to a firm's understanding of markets, partners and broader business 

environments, as well as the ability to identify and exploit opportunities, thereby driving 

international expansion. In addition, the network position of the firm denotes the role and level 

of embeddedness within business networks. A strong network position facilitates access to 

valuable resources, information and business opportunities (Johanson & Vahlne, 2009: 1424).  
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The change variables refer to the development and evolution of a firm over time (Johanson & 

Vahlne, 2009: 1424). This variable aims to capture the firms´ processes of learning, making 

strategic decisions and building relationships. Through the engagement in ongoing interactions 

with partners, firms can accumulate experience, enhance their knowledge base, build trust, and 

thereby facilitate cooperation and reduce uncertainty. Firms can also make decisions regarding 

their level of commitment to relationships. These decisions influence the strength of those 

relationships and affect the firm's position within the network. The model describes 

internationalization as a cumulative process in which firms' interactions foster learning and 

trust-building. This learning improves knowledge and reveals new opportunities, leading firms to 

adjust their commitment to relationships, which in turn affects their network position. Johanson 

and Vahlne (2009: 1424) further explain that the firm´s international development is gradually 

shaped as this process continues over time.  

 
Figure 2: The business network internationalization process model (2009) (Johanson & Vahlne, 2009).  

 

2.1.3 Institutional relationship  

Brito (2001: 157) builds on the existing network approach model by emphasizing the existence 

of collective actors and the establishment of relationships. Firms in accordance with the 

traditional network approach are rooted in systems of interdependence that involve suppliers, 
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customers, competitors and institutional actors that shape the industrial development. The 

traditional approach further emphasizes stability and change can coexist. Stability occurs through 

long-term relationships while change emerges from ongoing struggles within these networks 

(Brito, 2001: 150-151). Brito states that the traditional network approach model emphasizes two 

dimensional relationships. The vertical relationship that arises between actors along the supply 

chain and horizontal relationships among competitors. The author further argues that this 

dimensional perspective is considered incomplete if the institutional dimension of industrial 

networks, and introduces a new relational dimension in the traditional network approach model: 

“the institutional relationship”. This new relational dimension places specific focus on actors 

within industrial networks. The institutional relationships acknowledge that firms are not only 

connected through buyer and supplier relations, collective actors are also considered a central 

factor within the institutional framework. These include trade associations, regulatory bodies, 

cooperatives and industry groups. These collective actors help support coordination within 

networks between firms, by supporting corporations, representing shared interests, influencing 

regulations and industry development (Brito, 2001: 156).  

 

The added dimension helps structures mechanisms and sources of change, it also contributes to 

coordination and stability through established rules and shared norms. Additionally, it influences 

the power in relationships and enables transformation within industrial networks in the market. 

The industrial networks should be reflected as economic systems as well as social and political 

structures that help shape the organisations and institutional interaction (Brito, 2001: 158). The 

institutional relationship which functions as a complementary supportive framework, will 

support the explanations of  how institutional frameworks and conditions affect the business 

network expansion for MNCs.  
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2.1.4 Conceptual framework  

 

Figure 3: An Integrated figure of Internationalization as a Network-Driven Process produced by the authors.  

 

Incorporating the business network approach and the revisited Uppsala model, the two 

frameworks demonstrate a shared emphasis on how business relationships are significant 

contributors to internationalization, while providing complementary perspectives on how these 

business relationships are shaped, developed and maintained. The business network approach 

presents a structural view that is dependent on a firm's current position and its network 

involvement. In contrast, the revisited Uppsala model explains how these network positions 

evolve and change based on the firm's internationalization progress and growth over time. The 

combined perspective of these two frameworks enables the understanding of how MNCs manage 

the post-entry internationalization process through evolving business networks, adjusting to new 

opportunities and the commitment within business networks. Accordingly, the empirical material 

is interpreted and analyzed through this conceptual framework with the supplementary support of 

the institutional relationship framework, which provides the theoretical basis for the analytical 

process.  
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3. Methodology 

In the following chapter, the research methodology is developed and presented in order to 

conduct the study. The section will proceed by first presenting the research approach, followed 

by a description of the general research process, data collection and analysis. Subsequently, a 

further segment will be conducted highlighting the study´s quality and limitations.    

 

3.1 Research Design: A Qualitative Approach  

The study applies a qualitative method approach to examine how multinational cooperations 

manage their post-entry internationalization processes, with the specific emphasis on what 

factors accelerate and decelerate the development of their business networks. The selected 

method is determined by the nature of the research question and the objectives of the study (Patel 

& Davidson, 2021: 55). A qualitative approach therefore enables an in-depth exploration of the 

research question, and is considered suitable to gain further knowledge on firms' business 

network development through the post-entry internationalization process, and how these 

processes are navigated by speed fluctuations. 

 

A further argument for assessing the chosen approach is the method's ability to capture complex, 

correlated dynamics and interactions that characterize the business network development during 

the post-entry internationalization process. Such complexity may be difficult to capture using 

other methods, predominantly a quantitative approach. Furthermore, this method will be able to 

examine processes of acceleration and deceleration, and observe how dynamics are to be 

influenced by the external environmental conditions as well as the firm-specific characteristics.  

 

3.2 Research Process  

In the initial phase, an extensive literature review was conducted to establish the current state of 

research on internationalization and business networks as well as identifying an initial research 

gap. Existing research contributed to forming the research question based on the gap that was 
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found, as well as through understanding the topic. The initial stage involved continuous interplay 

between existing literature, theoretical perspectives and emerging new ideas.  

 

The second phase focused on selecting the theoretical framework and collecting additional 

literature in order to identify key concepts and ensure that the chosen topic and research question 

were relevant for the thesis (Patel & Davidson, 2021: 82). It also consisted of selecting the most 

suitable methodological approach for the study. This selection followed a basis of considering 

how the chosen topic could be studied in the most appropriate way. The selected frameworks 

were sought out to provide perception regarding internationalization, business network 

expansion and determinants affecting these factors. The selected theories were continuously 

considered as guidance rather than fixed explanations for the research. 

 

The third phase of the thesis involved conducting interviews and analyzing how the empirical 

material appeared in practice. The empirical findings contributed to deepened understanding of 

the research questions and revealed aspects that were inadequate in the initial literature. During 

the collection of the empirical material, minor follow-ups occurred to clarify previous interview 

responses from the participated respondents. During the conduction of interview sessions, it 

became evident that during the first few interviews some questions needed revision or 

reformulation. This became necessary to ensure that the participants could provide more detailed 

and in-depth responses that aligned with the aspects that were central for the thesis.  

 

The last phase consisted of summarizing and comparing the empirical findings with the 

theoretical frameworks. The analysis involved moving back and forth between the empirical 

material and the theoretical concepts in order to identify and explain the unexplored topic that 

the study emphasizes. Ensuring that the captured information could provide answers for the  

research question and contribute to filling the initial gap. The theory provided structure to the 

empirical findings, and these findings then helped refine the understanding of the chosen theory. 

However, it became clear that the theoretical framework lacked sufficient depth and was not 

developed enough to provide a comprehensive explanation of the empirical material. This 

acknowledged the need of incorporating an additional supporting theoretical framework that 
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would explain the empirical material and strengthen the study's analytical depth. The 

incorporation of an additional supporting framework was mainly recognized during the  

collection of empirical material. The participants provided information regarding institutional 

conditions that could not be interpreted solely through the two main theoretical perspectives. 

Hence, the supporting framework became important in terms of including the empirical data to 

the analysis. The contribution of this helped shape a more nuanced explanation of business 

network expansion in the post-entry internationalization process. The final phase also consisted 

of a conclusion that provided suggestions for future research regarding the underexplored topic. 

 

The phases of the research process reflect an abductive research approach. The study reflected on 

continuous movement between existing theory and empirical findings to provide a more 

deepened understanding of the research question. The method and research process section were 

not linear and several processes overlapped as new information emerged. The study was 

continuously refined, ensuring continuous alignment amid the research question and the 

underlying theoretical foundation.  

 

3.3 Research Approach: Abductive Reasoning  

Alvesson and Sköldberg (2017: 12-14) describe three explanatory approaches that can be used in 

analytical studies: inductive, deductive and abductive. An inductive approach involves collecting 

empirical observations and to make use of the collected information with the purpose of finding 

broad patterns or drawing theoretical conclusions. The authors further describe that an deductive 

approach involves finding existing theory and then applying it to empirical material, in order to 

conclude if the theoretical assumptions are supported by the empirical findings. An explanatory 

model will be used in the research and will adopt an abductive research approach that is 

characterized by an iterative process (Alvesson & Sköldberg, 2017: 12-14). The study will be 

analyzed by moving back and forth between theory and collected empirical material (Alvesson & 

Sköldberg, 2017: 14). The usage of existing theoretical perspectives will guide the interpretation 

of data, together with empirical observations that simultaneously contribute in refining, 

extending and reconsidering those theoretical perspectives (Alvesson & Sköldberg, 2017: 12-14). 
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The authors continue to argue that rather than solely examining existing theory or deriving 

theory only from data, this approach allows the development of a deeper explanation of the 

studied phenomenon in relation to both empirical findings and existing theory.  

 

Yuwono and Rachmawati (2024: 17-18) states that an abductive approach can be considered as a 

complementary alternative to the inductive and deductive explanatory models, allowing the 

researcher to draw on the strength of both models. Deduction supports articulating patterns 

through a theory-based approach, while induction assists in identifying patterns (Yuwono & 

Rachmawati, 2024: 17-18). As a complementary approach, the abductive method strengthens the 

study's validity and contributes to a deeper understanding of the phenomenon that is being 

studied. Yuwono and Rachmawati (2024: 18) further argue that by applying the abductive 

approach, the study achieves greater accuracy and precision, as well as more relevant and 

transparent findings. 

 

The study´s aim is to gain a deeper understanding and explore a broader range of factors that 

may initiate acceleration and deceleration in the post-entry internationalization phase. The study 

will include six multinational corporations in different industries with different network 

structures and international expansion paths. This variation will facilitate the identification of a 

range of mechanisms that shape the international expansion process within the firms respective 

business networks. Restricting the analysis to a single industry entails the risk of generating 

findings that are inherently shaped by industry-specific conditions and structural characteristics. 

 

The study will use both an exploratory and explanatory approach to analyze the collected 

empirical data. The exploratory approach aims to explore patterns, variations and mechanisms 

that have not been addressed in previous research (Patel & Davidson, 2021: 74-75; Heravi, 2025: 

2-3). The study will also incorporate an explanatory dimension by analyzing empirical data 

through relevant theories to explain why changes occur and their resulting consequences. The 

study will generate further understanding of the studied phenomenon through an exploratory 

approach and an explanatory approach to associate findings to theory (Patel & Davidson, 2021: 

74-75; Heravi, 2025: 2-3). 
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3.4 Data Collection 

The study is based on empirical data obtained through interviews, complemented by existing 

literature from articles and books. The following sections collected data from original primary 

sources with the aim of contributing to the correlation between theoretical and empirical 

findings. 

 

The study seeks to capture a firm-level perspective consistent with the study aim and empirical 

focus, in order to capture insights of business network expansion. However, the study 

acknowledges the potential for subjective interpretation within the empirical material, as 

respondents' perspectives may influence their answers when providing information on behalf of 

the multinational corporation.  

 

3.4.1 Primary data  

The study gathered primary data from multiple multinational corporations in different industries. 

The qualitative research was conducted through interviews, which was a central and effective 

method of primary data collection. This allowed for an in-depth exploration that provided 

insights on the underlying processes and reasoning of a specific topic. Adhadi and Blash-Anazic 

(2017: 86-87) states that interviews are particularly suitable for studies seeking to understand 

how and why specific processes occur. Furthermore, interviews are considered an optimal choice 

for data collecting, as they provide the opportunity to ask follow-up and more in-depth questions 

(Patel & Davidson, 2021: 95). In contrast to surveys, where respondents can view the entire 

questionnaire in advance, which may influence how they answer or formulate their responses. 

Patel and Davidson describe that it can be difficult to verify the identity of respondents when 

surveys are not conducted in an interview setting. Given that participants often prefer to express 

their views and opinions in their own words, interviews provide an optimal method for collecting 

primary data (Patel & Davidson, 2021: 95).   
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3.4.2 Sampling strategy and selection of cases  

The study will gather data through a purposive sampling, a non-probability technique in which 

researchers purposefully select the participants or cases based on specific characteristics, 

experiences or knowledge that are considered suitable in order to answer the research question 

(Tajik et al., 2024: 1). To ensure a clear basis for selection, three criteria were established for 

identifying firms to be interviewed. The aim was to capture a comprehensive and nuanced 

understanding of firms´ post-entry internationalization process. The first requirement was that 

the firm needed to be a multinational corporation, indicating operations in multiple countries. 

The second criterion specified that the firm possessed well-established international business 

networks, such as partnerships, alliances, collaborations or other enduring cross-border business 

relationships. This criterion was chosen to ensure that all participating MNCs have had sufficient 

experience within international business networks. The third and final criterion required that the 

firm had experienced both previous and ongoing internationalization processes. This criterion 

was included to ensure that the MNCs possess enough and relevant experience of international 

expansion, if this was ensured it would have supported the study to understand how the MNCs 

manages their business network development across different stages of the post-entry 

internationalization process. The criteria were clearly defined in order to serve as a guiding 

framework for selecting the sample most relevant to the research question. The selected 

interview participants are presented below:  

 

Company Professional title  Nationality 
of the MNC 

Type of 
Business 

Interview format Interview 
length 

Globalgate 
Freight 

 Sales representative 
 

LCL Manager 
  

 
German 

 
Transport and 

logistics 

Zoom 
 

Telephone meeting 

35 min 
 

25 min 

Transavia 
Group 

Sales & Service director 
 

Senior Manager 
 

 
Finnish 

 
Process 
industry 

Physical meeting 
 

Physical meeting 

40 min 
 

28 min 

Zebra Motors Project Manager  
Chinese 

Automotive 
industry 

Physical meeting 
 

Physical meeting 

34 min 
 

25 min 
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Nexus Vice President 
 

Danish Transport and 
logistics 

Zoom 32 min 

Atlas General Manager 
 

Danish Transport and 
logistics 

Zoom 28 min 

ScandiParts 
Mobility 

Software Manager Swedish Automotive 
industry 

Physical meeting 30 min 

Table 1: Illustrates the companies, professional titles, nationalities, type of business, interview formats and interview 

lengths.  

 

3.4.3 Interviewing process 

The observational research approach made it possible to collect data through the answers of 

participants experiences, views and actions (McKechnie et al., 2008: 573). The interviews 

followed questions with a low degree of structure, meaning that the participants were enabled to 

freely elaborate and answer the question with their own reflections and experiences (Patel & 

Davidson, 2021: 98-99). Furthermore, the interviews followed a low degree of standardization, 

meaning that the interviewers were not required to ask the question in a fixed order, rather the 

questions were selected in the order that was considered the most appropriate during the 

interview. The questions were instead asked depending on the flow of the conversations and the 

responses provided by the participants. During some interviews, the interviewers moved back 

and forth between questions, while in others some questions were omitted because answers had 

already been provided through previous questions. Patel and Davidson explain that a qualitative 

approach with a low degree of both structure and standardization ensures that the participants' 

responses were shaped by their own perceptions and answers, rather than the researcher's 

assumptions. This ensured that the interview questions remained relatively open and flexible 

without any biased responses (Patel & Davidson, 2021: 98-99). 

 

Although the conduction of interviews is deemed to be the most appropriate approach, it is worth 

mentioning the disadvantages that arose with it. Conducting interviews is time-consuming for 

both researchers and participants. Face to face interviews require travel and scheduling which is 
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considered a resource intensive task (Opdenakker, 2006: 3-4). Opdenakker argues that a further 

disadvantage of interviews is the pressure that may affect participants, the pressure of needing to 

deliver immediate responses, limiting their opportunity for reflection, which may affect the 

answers quality. The transcription after conducting the interviews is a further limitation, 

considering its time-intensive nature and the substantial effort needed to adapt the recorded 

interviews to an analyzable text (Opdenakker, 2006: 3-4).  

 

Certain challenges were considered necessary for this study, despite the associated 

disadvantages. The required travel and scheduling were considered justified, as conducting 

interviews was the most suitable method of gathering information for the study. To ensure that 

the pressure of participants remained low, all questions were formulated as open and wide, 

allowing the participants to elaborate and answer with sufficient space. Furthermore, establishing 

a good conversational atmosphere was important to reduce pressure, facilitating a smoother 

interviewing process. Another challenge that was considered justified was the time-intensive 

effort of converting the recorded interviews to an analyzable text. Conducting interviews was 

considered as the most suitable method for capturing the information needed to produce a 

well-grounded analysis addressing the research question. 

 

3.4.4 Semi-structured interviews  

Semi-structured interviews will facilitate the collection of detailed empirical data, providing 

in-depth insights into firms' post-entry internationalization processes. This aligns with the study's 

aim to analyze how multinational corporations manage the business network development. 

Additionally, the one-to-one format promotes honest insights and openness, which is crucial for 

gaining deeper insights into organizational dynamics and strategic choices (Adams, 2015: 

493-494). Semi-structured interviews allow participants to express their experiences and 

interpretations of the firm´s international expansion process. Through these interviews, different  

dynamic processes could be evaluated and understood on an in-depth level, taking contextual 

influences, decision-making process and key points into account (Patel & Davidson, 2021: 105). 
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Although the semi-structured interviews are used in this study, it is worth mentioning that it does 

involve certain limitations. Adams (2015: 493) describes that this method requires thorough 

preparation due to its resource-intensive and time-consuming nature. It also requires well 

conducted interviews in order to obtain an in-depth analysis of the qualitative data. Furthermore, 

Adams states that the relatively small sample size also limits the findings generalizability, in 

comparison to large-scale quantitative methods such as surveys. Despite these limitations, 

semi-structured interviews were considered the most suitable method for this study.  

 

3.4.5 Interview Guide 

The interview questions are structured to generate insights related to the research question and 

align with the relevant theoretical perspectives. The development of the interview guide serves as 

a collection of questions that is shaped by the theoretical frameworks and the relevant literature 

reviewed throughout the study. The questions are open-ended, allowing the participants to 

express their reflections in their own words, leading to richer and more detailed data. This 

supports researchers to explore topics on a deeper level and gain a deeper understanding of 

participants' perspectives and experiences (Weller et al., 2018: 2). All interviews will follow a 

shared interview guide and will proceed flexibly to accommodate the flow of each conversation. 

This means that some questions will be rephrased or not brought up, if relevant information had 

already been received during the discussion.  

 

3.4.6 Anonymity  

In terms of considering all participants' confidentiality, anonymity is considered essential in this 

qualitative research. The willingness to share information openly is often dependent on the 

quality of the responses. Anonymity was requested and maintained, as participants felt more 

comfortable providing honest and detailed answers in an interview setting where interactions are 

direct and personal. Anonymity ensures that potential concerns and judgments are reduced, 

leading to greater openness and more honest responses. 
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Anonymity protects the exclusion of identifiable information and the careful reporting of 

findings to ensure that neither the individual participants or firms will be recognized. This 

approach strengthens ethical integrity and promotes candid responses, and thereby improves both 

reliability and depth of the empirical data (Patel & Davidson, 2021: 95-97). Accordingly, 

pseudonyms are assigned to the companies to ensure integrity, and to not correspond to their 

actual identities. Participant identities are kept confidential; nevertheless, essential contextual 

information, such as respondents' professional roles, company type, company nationality, 

interview format and lengths will be included for analytical clarity (See Table 1). 

 

3.5 Data analysis 

Given the increasing recognition of qualitative research, it is important that the purpose and 

findings of the study are trustworthy. Researchers must ensure that data analysis has been 

conducted in a precise, consistent and thorough manner by recording, systematizing and 

disclosing the analytical procedures in sufficient detail. This enables the reader to process and 

determine whether the procedure is considered as credible (Nowell et al., 2017: 1). The analysis 

is based on a conceptual framework, combining the study´s theoretical perspectives together with 

gathered empirical material through interviews. The study's theoretical findings provide insights 

regarding the relationships relevant to the research issue, while the conducted interview provides 

insights regarding how these phenomena appear in real life. The empirical material together with 

the theoretical findings creates a structured basis for understanding the data and the research 

question. 

 

Furthermore, a thematic analysis is used in this study to examine how multinational corporations 

manage network development pace post-entry. Thematic analysis is suitable as it enables 

researchers to identify, analyze, organize, describe and report patterns within qualitative data 

(Braun & Clarke, 2006: 79). Braun and Clarke (2006: 97) also considers it appropriate when 

analyzing rich qualitative data, as it allows the identification of similarities, differences and 

unexpected insights within the data material. The identification of themes is conducted through a 

systematic coding procedure grounded in the empirical material.  
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In accordance with Braun and Clarke´s six-phase thematic analysis framework, the analytical 

processes began with repeated readings of the interview transcriptions to familiarize the 

researchers with the richness, depth and scope of the empirical data (Nowell et al., 2017: 4-5). 

Subsequently, initial code was developed through the systematic identification of recurring and 

analytically meaningful themes across the empirical dataset and interview transcriptions (Nowell 

et al., 2017: 5-8). In this study, these initial codes signified the factors that influenced the 

business network expansion, the inclusion of opportunities, institutional conditions and changes 

in expansion processes. The third phase involved organizing the identified codes into certain 

themes. The codes were grouped in reflection to similarities of managerial experiences and 

perspectives highlighted by the participants in order to capture a broader dimension on how 

business network expansion was managed. These themes were then reviewed and compared to 

empirical material. They were also refined and organized into broader thematic categories based 

on recurring patterns and analytical relevance to the overarching research question (Nowell et al., 

2017: 9-10). The themes presented in both the empirical and analytical chapters were influenced 

by the recurring answers throughout all participating interviews.  

 

In the fifth phase of the analytical process, defining and naming themes were conducted, where 

the underlying meaning and analytical significance of each theme were clearly articulated and 

assigned concise names, which reflected on the study's thematic headlines in the empirical and 

analytical chapters (Nowell et al., 2017: 10). The final phase involved the production of the 

analytical report, in which the findings were systematically presented and supported through the 

incorporation of participant quotations, alongside interpretative analytical discussion (Nowell et 

al., 2017: 10-11). Subsequently, the theoretical framework is applied as an analytical lens to 

enable a more nuanced and conceptually informed understanding of the empirical findings. The 

themes were interpreted in relation to the network approach, revisited Uppsala model and the 

institutional relationship, which supported the understanding of how MNCs managed the factors 

that influenced their business network expansion. 
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3.5.1 Methodological Qualities and Limitations  

A qualitative approach offers both advantages and disadvantages. This case design allows 

researchers to explore complex social issues on a deep and detailed level. It focuses on 

understanding people's perspectives, experiences, meanings and interpretations within human 

specific environments. This enables for well explored and captured nuanced information on 

human experiences (Patel & Davidson, 2021: 57). 

 

Patel and Davidson (2021: 57) further explain that a flexible and adaptive design allows research 

questions and data collection to evolve as new insights emerge, making it suitable for exploratory 

studies and for examining incomprehensible phenomena. Furthermore, a qualitative approach 

adopts a holistic perspective, enabling analysis of processes, relationships and contextual factors 

rather than isolated variables, since the empirical material is provided from personal experiences 

rather than statistical data. 

 

The qualitative research approach does however entail certain limitations. The findings are often 

context-specific, meaning that the results may not be applicable for other participants in the 

study, limiting the study´s generalizability. The underlying nature of this method emphasizes 

subjectivity, as the researcher's perspective may influence data collection and analysis. This 

method may lack the standardization and precision of a qualitative approach due to the absence 

of consistent measures such as questions not being interpreted the same way, causing the 

comparability between the participants to become limited (Patel & Davidson, 2021: 57). 

 

3.6 Research quality  

Although the trustworthiness of qualitative research can be questioned, established frameworks 

help ensure its accuracy, making it essential that research is conducted and presented with the 

highest quality standards (Shenton, 2004: 63). Qualitative research is often assessed using four 

criteria: credibility referring to internal validity, transferability to external validity, dependability 

to reliability and confirmability to objectivity, originally introduced by Guba (1981) and further 
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developed by Lincoln and Guba (1985). This study applies these four criteria to evaluate and 

ensure the quality of the research and its findings. 

 

3.6.1 Credibility 

Credibility refers to a perspective that generates observations that are believable and plausible by 

the acknowledgement of the phenomena that is being studied (Guba, 1981: 84). This perspective 

emphasizes that in reality things do not occur due to one single factor, reality consists of several 

interconnected factors that may complicate interpretation. Guba describes that credibility will 

ensure that a study´s findings are presented in a credible way in order for the phenomenon to be 

understood in full context. Credibility can be strengthened by acknowledging the complex 

realities, applying careful and systematic research procedures, engaging closely with empirical 

material and using measures that support the consistency and plausibility of the findings. In this 

report, credibility is associated with efforts to understand internationalization as a 

context-dependent process, and with the application of research practices that strengthen the 

trustworthiness of the analysis (Guba, 1981: 84). 

 

3.6.2 Transferability 

Transferability signifies the extent in which findings from one context may be applicable in 

another (Guba, 1981:81-86). This perspective builds on the premise that social dynamics are 

context-dependent and must be understood in relation to a specific setting. Guba further explains 

that it is the similarity of different contexts that determines whether findings can be transferred 

between original and new context (Guba, 1981: 81-86). However, it is important to note that 

researchers alone cannot fully prove whether certain findings can be applied to other situations 

and contexts. The researcher can only provide with enough relevant details and findings, the 

reader will then evaluate and judge whether these findings may be transferable to a different 

context setting (Shenton, 2004: 69-70). The aim of the thesis was to provide an insight over how 

MNCs manage business network expansion in relation to changing dynamics, institutional 

conditions or emerging opportunities. A significant acknowledgement is that the results are not 
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evident for all MNCs. The results provide context-specific insights based on the six participating 

MNCs, which operate within two specific industry categories. Through a comprehensive 

presentation of the participating firms and their empirical contexts, the study may enable readers 

to find the information as relevant and transferable to other multinational corporations operating 

under similar conditions. 

  

3.6.3 Dependability  

Dependability refers to the consistency and stability of a research process over time, and is 

regarded as the qualitative counterpart to reliability (Lincoln & Guba, 1985: 80-81). In the 

context of naturalistic inquiry, consistency is not defined as invariance, rather it is conceptualized 

as trackable variance (Guba, 1981: 81). Accordingly, Guba states that the changes in the research 

process are expected and must be systematically documented and interpreted in relation to 

contextual conditions and the researcher's evolving understanding. 

 

Consequently, the focus shifts toward transparency rather than strict replication (Shenton, 2004: 

71). Researchers are expected to provide a comprehensive and systematic description of every 

stage of the research process. Shenton explains that this enables external reviewers to examine 

and evaluate the procedures applied. As a result, the study can be followed, audited and in 

principle reproduced, even though identical findings are not expected (Shenton, 2004: 71). In this 

thesis, this is addressed by providing a detailed account of the research design and analytical 

procedures, allowing external evaluation of procedures applied. Recognizing the challenges of 

ensuring dependability, documentation and continuous revisions was maintained throughout the 

research process to record all methodological steps and decisions as transparently and 

systematically as possible.  

 

3.6.4 Confirmability  

Confirmability addresses the findings of the study, and is derived from the data and shaped by 

the conditions of the research process rather than influenced by researcher bias. Thereby, this 
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reflects the concept of objectivity in positivist research (Guba, 1981: 80-81). In the context of 

naturalistic inquiry, neutrality is determined by the data instead of the researcher, requiring 

interpretations to be empirically supported and traceable to their primary sources (Guba, 1981: 

81-82). Shenton (2004: 72) describes that techniques such as triangulation are used to reduce 

potential bias, while reflexivity involves acknowledging the researcher's own predispositions and 

the choices made throughout the research process. Furthermore, maintaining a detailed audit trail 

allows others to follow the development of the study and critically evaluate the procedures used 

in the data collection, analysis and interpretation (Shenton, 2004: 72). It follows that reflexivity 

is essential in qualitative research for enhancing confirmability by accounting for the researcher's 

influence (Guba, 1981: 88). In this thesis, careful consideration was given to the transparent use 

of sources throughout both the analysis and conclusion. Repeated peer review throughout the 

writing process, conducted on three separate occasions, contributed to increased analytical rigor, 

critical reflection and objectivity.  

 

3.6.5 Ethical considerations 

When human participants are involved in the collection of data, ethical considerations must be 

considered. The responsibility of ethical considerations will increase since the empirical chapter 

of this thesis is based on interviews conducted in person (Patel & Davidson, 2021: 19). To 

uphold the ethical requirements of the thesis, all participants provided informed consent and 

were assured of full confidentiality. The ethical considerations not only meet the ethical 

requirements but also enhance the reliability of the collected information, as participants will be 

more likely to provide honest and truthful responses. 

 

Patel and Davidson (2021: 21) discuss that a qualitative research approach is anchored in 

real-life experiences, and conducting research ethically is necessary for producing credible and 

reliable findings. This type of research also highlights that knowledge is influenced by both the 

researcher and the research context. Therefore, reflectivity and ethical awareness are essential 

factors in order to minimize bias and enhance the objectivity of the research (Patel & Davidson, 

2021: 20). 
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3.6.6 Use of generative AI 

Generative AI in the form of Chat-GPT has been utilized to some extent in this study.  

It has been used as a grammatical and linguistic support tool, to mainly identify suitable 

synonyms, improve phrases or reformulate sentences that may be grammatically inaccurate or 

overly informal. In this sense, AI has contributed with suggestions for word and expression that 

reinforce the clarity and precision of the information and arguments present in this study. 
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4. Empirical Data 

The empirical material is based on interviews with participants representing companies that 

originate from Germany, Finland, Sweden and Denmark. The key findings from the interviews 

are presented to support the aim of the thesis. This chapter is structured thematically, where the 

companies are discussed under each new theme. Each section integrated empirical observations 

across the participating companies and reflects how they describe their international operations 

and business networks development. This organization facilitates and clarifies the connection 

between company responses, as expressed by the respondents and the research question.  

 

4.1 Company description  

This section will provide information regarding each company that was selected in this research. 

Each company is represented by one or two participants that were interviewed in order to answer 

the research question. 

 

Globalgate Freight (GF) is a German established company, operating within the logistics 

industry and that conducts its activities across multiple international markets. They specialize in 

integrated supply chain solutions, including freight forwarding, warehousing and contracts 

logistics services. Globalgate Freight is represented through two participants that were 

interviewed on separate occasions. 

 

Transvia Group (TG) operates in process industries with Finnish origin. The company is one of 

the two largest global developers and suppliers of technologies, automation and services for the 

pulp, paper and energy sectors. It supports industrial operations across multiple regions and the 

organization is represented by two participants in this study. 

 

Zebra Motors (ZM) is a Chinese established company and operates in the automotive industry. 

The company is a manufacturer specializing in design, production and sale of vehicles. The 

company operates across all regions around the world. The interviews for Zebra Motors are 
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conducted through a main and a follow-up interview, in order to gain additional insights of the 

company and its operations. 

 

The Danish company Nexus is the third participating company that operates as a global logistics 

provider. It delivers integrated multimodal transport and comprehensive supply chain solutions 

across air, sea, road and warehousing. The organization functions through an international 

network, supporting the coordination of goods across markets. The empirical data of Nexus is 

represented through one participant.  

 

ScandiParts Mobility is a Swedish-established company operating within the international 

automotive industry and supplies high-quality components and systems. The company's main 

activities involve supplying components and sub-systems to car, bus and truck manufacturers. 

The company conducts its activities across international markets and maintains offices in 

multiple countries. ScandiParts Mobility is represented in this study through one participant. 

 

Atlas is an international transport and logistics provider based in Denmark, delivering integrated 

supply chain solutions across multiple transport modes, including air, sea, and road freight, as 

well as contract logistics. In addition, the organization supports operations across international 

markets. One participated respondent presents the findings for Atlas in this thesis.   

 

4.2 Market Entry and International Presence 

The first theme outlines the description of each company's international presence and the 

processes of establishment of operations in new markets. 

 

The international presence for each respective company varies, ranging from global to regional 

operations and distributed networks. Globalgate Freight, Nexus and Atlas are three companies 

within the logistics industry that emphasize the company´s global footprint. This global coverage 

is explained to be facilitated through owned offices, agents and partnerships across the globe. 

The achievement of global structures are explained to be supported through established systems 
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and long-term partnerships with international logistics providers. The general manager from 

Atlas does however explicitly highlight that their international presence has expanded through 

major acquisitions, which has led the company to reach a higher global presence across all 

regions. 

 

Transavia Group's sales and service director describes their internationalization process as 

gradual, beginning with early establishment in Europe and North America, followed by 

continuous expansion in Latin America, Asia-Pacific and China. The director continues to 

explain that the company's international presence across different regions is described as a 

gradual historical process that has developed over extended time periods. Operations in some 

markets have been active for over a century, whereas expansion in other markets has occurred 

more recently. 

 

The representatives for Zebra Motors and ScandiParts Mobility operate in the automotive 

industry and describe international presence in distinct patterns. The project manager of ZM 

described that the firm's global presence is across multiple continents, with particular strength in 

Europe and North America. However, it still places strong emphasis on growing activity in other 

parts of the globe such as in Asia, more specifically China. In contrast, ScandiParts Mobility´s 

software manager states that the company maintains a more regionally focused international 

presence, with high activities in Europe and South America. 

 

All six interviewed companies share both similarities and differences in terms of market entry. 

The representatives from Globalgate Freight explain that the company´s initial market entry 

occurs through agents, following the potential establishment of company-owned offices if market 

conditions or opportunities allow. Globalgate Freight's LCL manager specifically states a 

relevant example of the establishment in Iceland as an opportunity driven entry, where external 

developments allow for local presence which is carried out through direct communication. 

Nexus´s vice president on the other hand describes market entry through three main entry modes: 

joint ventures, greenfield establishments and acquisitions. One of the three modes are then 

selected depending on the regulatory conditions, strategic considerations and the competition 
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within that specific market. The representative emphasizes that expansion is influenced by both 

strategy and opportunity, stating that “it is a lot about opportunities, but it is also about strategy 

where you want to go next”. Similar to Nexus, the general manager of Atlas states that they 

primarily focus on the acquisitions of established logistics and forwarding companies as a market 

entry strategy. 

 

TG's senior manager explains their initial market entry as gradual, beginning with limited 

operations and later expanding as capabilities and demand increases. ScandiParts Mobility's 

representative also describes market entry as a sequential process, and further emphasizes that 

entry occurs by following existing customers and the establishment of local production to 

provide support. In contrast to ZM, where the project manager describes initial market entry as 

being based on structured analysis and forecasting, where long product development cycles 

require decisions to be made several years in advance. 

 

Among the interviewed companies, the establishment of local presence is based on hiring local 

employees, relocating internal specialists and forming partnerships with local actors. All 

companies highly emphasize the importance of understanding the local market conditions, that 

includes regulatory frameworks, local customer demand, available resources and competitive 

environments. 

4.3 Performance, Adaptation and Business Network Growth  

Empirical findings are presented regarding how firms describe their international presence and 

the processes involving the establishment of operations in foreign markets. 

 

Market presence, customer demand and operational capabilities are described as key 

determinants of growth. Globalgate Freight´s LCL manager indicates that expansion of business 

networks is closely linked to the establishment of local offices, as proximity to customers and 

access to local knowledge support increased business activity and volumes, which enhances its 

bargaining power. The vice president of Nexus, explains that the low-margin nature of logistics 
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services make growth reliant on achieving substantial volume through expansion into multiple 

markets and customer segments. 

 

The business network growth is shaped by organizational competence, technological capabilities 

and long-term value creation, according to TG's senior manager, and continues by stating that 

growth relies on the ability to demonstrate reliability and consistent performance particularly in 

highly competitive pricing environments. The representative also states that China's long-term 

strategy is to become more self-sufficient within the pulp and paper industry, and that this 

ambition created growth related to business network opportunities for TG in the Chinese market. 

It created stronger local investments and supplier localizations, encouraging business network 

growth and development of more localized business networks and relationships. Growing 

business networks in accordance with Zebra Motors' project manager, is associated with product 

development activities and vehicle lounges, with new models shaping market positioning and 

customer demand. ZB´s representative adds that acknowledging delay in product development 

may adversely affect organizational performance. 

 

ScandiParts Mobility´s representative connects the growth of the business networks with local 

presence and the expansion of product offerings within existing customer relationships. The 

establishment of operations in new markets supports the expansion of customer reach and growth 

of market share within those markets. Business network growth, according to the general 

manager of Atlas, is connected to both acquisitions and the retention of acquired business 

operations, employees and customers. Maintaining the operational activities, sustaining market 

performance and preserving customer relationships following an acquisition is considered of 

importance in order to sustain and grow in a new market. Additionally, local operational 

ownership is essential for Atlas, where both country and regional-level operations must remain 

responsible for performance and decision-making in order for the company to perform and 

generate business network growth. 

 

The companies further highlight several challenges that arise after foreign market entry. All 

participants describe various obstacles that the companies encounter. The sales representative of 
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Globalgate Freight and Nexus´s vice president identifies the complexity of integration for new 

operations due to differences in systems, reporting structures and organizational practices. 

Similarly to Atlas, where the general manager particularly finds the integrations of new 

operations and systems following acquisitions challenging, as well as organizational culture and 

operational procedures. TG's senior manager notes that competitive pricing pressures and diverse 

market conditions may hinder performance, particularly in markets with well-established local 

competitors. Technological complexity and difficulties in predicting future demand does, 

according to the project manager, constitute key challenges at ZM. ScandiParts Mobility's 

software manager, in turn, acknowledges challenges arising from the compliance of regulatory 

requirements, administrative processes and the absence of initial local market knowledge which 

may hinder effective market entry and operations. 

 

Adaptation emerges to be an ongoing process shaped by the challenges encountered in different 

markets. The companies highlight the importance of continuous strategic and operational 

adaptation, including the integration of new teams and responsiveness to local market conditions 

and business practices.  

 

4.4 The Importance of Business Network Development  

This section explores the processes through which the companies establish and develop business 

networks in international markets.  

 

All companies emphasize the importance of business networks for their operations. Globalgate 

Freight´s LCL Manager characterizes its operations as dependent upon an extensive logistics 

network composed of carriers, truckling companies, warehousing providers, container depots and 

other logistics-related partners. The collaboration across these actors is necessary to deliver 

services and that relationships are continuously evaluated and adjusted. The representative of the 

company identifies ongoing collaboration with these actors as essential to its operations, 

alongside continuous decision-making regarding the internal or external management of 

activities. 
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The sales and service director from TG describes that network development in new markets is 

commonly established through local partnerships. These partnerships facilitate the acquisition of 

market knowledge, the reduction of risk, the establishment of an initial market presence and to 

access local resources. Both the participants from TG additionally emphasize the importance of 

trustworthiness, common objectives and long-term commitment among partners. Supplier 

relationships are considered central according to ZM's project manager and the development of 

its business networks, noting that “a good relationship with your supplier will get you a long 

way”. The process of selecting suppliers is structured and involves detailed requirements, 

negotiations, ongoing interactions and evaluations of cost efficiency, quality standards and 

technical capabilities. Pressure and cost negotiations are examples of two factors that are taken 

into consideration when choosing a supplier, in order to fully benefit from the supplier's 

capabilities. The representative from ZM continues by describing that relationships are both 

formal and relational, involving both contractual agreements and personal interactions, with trust 

and transparency identified as closely interconnected. 

 

The software manager of ScandiParts Mobility states that the importance of the network strategy 

is characterized by concentration on a limited number of key partners and customers. The 

respondent underscores the importance of preserving and developing existing customer 

relationships, as these facilitate entry into new markets and constitute an essential resource for 

long-term growth and stability. In the context of expansion, the software manager also signifies 

its customer base and network as central to creating new business opportunities and enhancing 

market presence. The representative at Nexus characterizes the importance of their network 

development that is influenced by a combination of structured strategic planning and 

opportunity-driven initiatives, implemented through the mechanisms of acquisitions and 

partnerships with local agents for building networks. In this context, the vice president highlights 

the importance of assessing potential partners based on strategic alignment and organizational 

compatibility. Business networks similarly to the other companies is of importance for Atlas 

according to their general manager, as they choose to minimize the ownership of any tangible 

products, specifically transportation vehicles and is therefore highly dependent on external 
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carriers, truck providers and logistics service partners. Acquisitions are also in terms of business 

networks,  a significant factor for developing new local business networks and customer 

relationships in new markets. 

 

Across the companies, the value of establishing new relationships and maintaining  existing 

business relationships are closely associated with factors such as trust, competence, 

communication and local knowledge. All participants for each MNC emphasize external and 

internal networks as strategically important. Internal networks are defined as important for 

coordinating global operations, while external ones highlight that a large part of the company's 

operations are dependent on maintaining strong relationships within its global network. ZM´s 

project manager states that “strong relationships are not enough, competent relationships are just 

as important”, indicating that strong business networks are not alone sufficient for ZM, having 

partnerships with competence is equally as important. The representative of ZM and TG´s senior 

manager considers network development, the establishment of new relationships and networks, 

factors such as trust-building, stakeholder relationships and sales activities as significantly 

relevant for the firms. 

 

4.5 The Impact of Networks on Performance 

This theme will present the company's description on how business networks influence their 

performance in international markets. 

 

Business networks are described across all participating companies as directly affecting 

operational performance, although this effect appears in different ways across the companies and 

industries. According to Globalgate Freight´s sales representative, business networks are 

considered to improve communication and enhance service quality. Local offices enable a more 

direct interaction in comparison to reliance on intermediaries, stating that “it speeds up 

communication a lot and speed is very important in the logistics business”. The company´s 

representative continues by emphasizing that higher volumes of networks also contribute to 

improved negotiation with partners. Correspondingly to Transvia Group´s sales and service 
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director, that describes business networks as enabling full-service solutions for customers, and 

that the combination of internal capabilities together with external partners provides 

comprehensive offerings that simplifies customer processes. Continuously, networks also affect 

the product and customer related performance, this coordination is described as improving 

customer value and simplifying processes. 

 

Zebra Motor's representative describes that business networks and more specifically supplier 

networks are crucial since they provide and influence product quality, cost structures and 

development timelines. This underlines that proactive and technically capable supplier 

contributions enable positive project execution, whilst weaker supplier relationships and 

capabilities may cause delays, increased costs and insufficient supply. ZM's project manager also 

argues for a strong institutional adaptation, where the decision to regionalize and prioritize more 

localized sourcing strategies is driven by geopolitical uncertainties, with the aim of minimizing 

supply-chain risks and geopolitical vulnerability. The respondent refers to an example where 

Chinese suppliers offered lower costs, despite this ZM still chose to work with European 

suppliers and production in order to reduce risk. The respondent continues by explaining that the 

company´s business network expansion does not always involve continuous growth, rather, it 

may involve reconsideration and redirecting relationships toward more stable and secure regions. 

 

Business networks are linked to performance as stated by ScandiParts Mobility´s software 

manager, creating and maintaining strong relationships allows the allocation of substantial 

resources and a stable business development. This emphasizes that business networks are a 

contributor to performance and success for the company. Similarly to Nexus, the vice president 

describes business networks as contributors to sustaining and growing global operations across 

markets. The representative of Nexus further emphasizes that partnerships is one of the factors 

that directly contributes to revenue generation and market presence. These aspects are also 

evident for Atlas, where the general manager emphasizes similar aspects such as strong 

relationships with carriers and transport providers supporting flexibility and cost efficiency. In 

addition, the respondent also describes business networks as facilitating joint customer 
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approaches together with major carriers that strengthen their market opportunities and contribute 

to performance. 

 

All companies report that business networks promote coordination, thereby improving efficiency 

and facilitating the delivery of products and services across international markets in a 

coordinated and optimized manner.  

 

4.6 Expansion Pace and Strategic Trade-offs 

The focus of this section is on the considerations and trade-offs that are identified by the 

companies in relation to the pace of expansion and network development. 

 

Across all participating companies, decisions concerning network expansion are influenced by a 

range of strategic and operational considerations. GF´s sales representative notes that expansion 

through partnerships or internal operations entails balancing competing considerations related to 

risk, cost, control and flexibility. Partnerships can function as an initial mechanism for exploring 

market opportunities before developing into acquisitions based on strategic alignment. 

According to Transvia Group's sales and service director, expansion decisions require careful 

consideration of the trade-offs related to sustaining and delivering quality while simultaneously 

expanding its network. The sales and service director further explains that rapid expansion may 

reduce the company´s ability to maintain expected performance levels, while slower expansion 

may hinder or restrict market development opportunities. 

 

The trade-offs that Zebra Motors face in supplier relationships involve the balance between cost 

efficiency, quality standards and development timelines according to the participant, and 

continuous by stating that “if you go too fast, you will lose quality”. The accelerating network 

activities for the company may increase costs or reduce quality if not carefully managed, while 

slower processes may hinder network development and market opportunities, thereby affecting 

product development. Trade-offs between opportunity assessment and risk evaluation, as 

suggested by ScandiParts Mobility's software manager, emerges as central considerations for 
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network expansion decisions. The establishment of business networks in new markets for the 

company are shaped by considerations related to market stability, long-term strategic objectives 

and potential profitability. 

 

As stated by the vice president at Nexus, decisions concerning partnerships and acquisitions with 

new network actors require balancing investment costs, expected returns and long-term strategic 

importance, and the alignment between acquired entities and existing operations. The 

representative continues by explaining that compliance and ethical considerations are identified 

as important factors in the company's development of business networks when entering new 

markets. Atlas´s representative, similarly to Nexus, highlights acquisitions, as well as the 

integration of acquired companies with existing operations and that the company implements 

processes that are conducted gradually across countries due to operational complexity, legal 

conditions and cultural differences. The general manager highlights that the company tries to 

balance short-term operational efficiency with long-term strategic growth in order to maintain 

the organizational culture and operational consistency, emphasizing that as their main trade-offs. 

 

Across the companies, business network establishment and expansion involve multiple 

interconnected considerations that influence how and when networks are developed, requiring 

the balancing of operational demands, financial considerations and strategic factors 

simultaneously. 

 

4.7 The Acceleration and Deceleration of Business Network Expansion 

The following section will present how the participating companies describe acceleration and 

deceleration of business network expansion, with the emphasis on the factors that influence  

changes in the utilization and development of business networks. 

 

All companies begin by underlining that the acceleration of business networks occurs when 

conditions are favorable for the companies. Conditions that contribute to growth in market share 
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and sales promote strengthened relationships, expanded networks and increased network activity 

across markets.  

 

Globalgate Freight´s LCL manager illustrates this by referring to its expansion example in 

Iceland. The opportunity of establishing a local office in Iceland resulted in an acceleration of the 

company's business network. This expansion allowed creating new relationships with local 

actors and allowed the company to integrate with new employees and customers which increased 

the business network in volumes. Apart from the provided example, the respondent also states 

that seasonal peaks and shifts in sourcing location could contribute to reconfigurate and 

broadening the business network of the company. 

 

The representatives of Nexus and Atlas both describe that the respective companies associate the 

acceleration of business networks with acquisitions, partnerships, market demand and customer 

opportunities. Both respondents describe that acquired companies or new partners provide access 

to established customer bases as well as operational structures and local market networks. The 

general manager of Atlas describes that earlier acquisitions significantly strengthened the 

companies' market position in the North American and European region. Nexus´s vice president 

also highlights that a further contributor to the acceleration of business networks and rapid 

scaling across markets is the financial investments and ownership expectations. Along similar 

lines, TG's sales and service director associates acceleration with an increase in market demand, 

specifically in the Chinese market. The market expansion involves strengthening local presence, 

developing supplier and operational networks which are contributors for acceleration of business 

networks. The representative also highlights that sustainability requirements, labour regulations 

and environmental standards are factors that are taken into consideration during an international 

expansion process, to ensure acceleration of business networks. In contrast, ScandiParts 

Mobility´s software manager describes acceleration as occurring when new customer 

opportunities emerge, enabling the company to follow its customers into new markets where new 

potential operations and connections can be established.  
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The deceleration of business network expansion occurs due to external and internal conditions, 

where geopolitical, market development, conflicts condition results in constraints causing 

business network expansions to slow down. All companies identify the geopolitical factor with 

specific emphasis on the conflicts in the Middle East and Russia, involving factors such as 

sanctions, regional instability, war and other conflicts as major contributing factors that limit the 

business network growth. The LCL manager of GF and the representatives of  Nexus and Atlas 

all state that due to such conditions, partner engagement, transport routes and demand becomes 

limited. Atlas's general manager does however add that integration processes may be delayed due 

to certain countries' regulatory complexities such as labor regulation or cultural barriers that may 

postpone implementation processes for acquisition. The respondent further adds that their latest 

acquisition contributed to constraints in labour laws and union structures, which slowed down 

their integration process when merging together the acquired business. TG´s senior manager 

connects the deceleration of networks with a reduction in demand and internal limitations, such 

as insufficient local resources and competence. This is similar to Zebra Motors, where the project 

manager highlights that deceleration may occur due to canceled or postponed projects, causing 

reduction in volumes, limits supplier collaboration and affects the expected commitments such as 

realising time. 

 

Across all companies, speed fluctuations of business network expansion are described as closely 

linked to market demand, network opportunities, internal capabilities and external conditions. 

The presence of one or several of these factors influences both the formation of new business 

networks and the intensity of interactions within existing networks across the companies. 

 

4.8 Managing Fluctuations and Setbacks  

The last part of the empirical findings will address how the companies manage fluctuations and 

setbacks in international expansion within their business networks and operations. 

 

Operating within international business networks involves fluctuations as an inherent condition 

when conducting activities. Both representatives at Globalgate Freight stated that the 
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management of fluctuations involves flexibility, adjustment of network structures and 

collaboration with partners to address changing conditions and support operations, stating that 

“rapid adaptation is necessary, as conditions can change very quickly”. Customer needs are 

highlighted as an important factor that drives the development of new business network 

configurations and solutions. Transvia Group's sales and service director addresses fluctuations 

through a balanced business network structure, entering markets at a moderate scale and utilizing 

global resources to redistribute demand across regions. Internal capacity buffers and global 

coordination further support the management of variations in activity levels and demand 

conditions. 

 

The project manager of Zebra Motors notes that the business networks fluctuations affect both 

the company and its suppliers, reflecting the interconnected structure of the network 

relationships. These fluctuations are managed through adjustments in production capacity, 

workforce distribution and project prioritization in order to respond to changing operational 

conditions. A particularly notable aspect noted by all participants of Transvia Group, Zebra 

Motors and Atlas is the role and importance of understanding and adapting to culture. The 

representatives state that their respective firms place strong emphasis on understanding culture in 

order to form strong and long-lasting relationships. Atlas´s general manager argues that 

understanding culture and the varying legal frameworks across countries facilitates the 

integration process and employee retention. Since all companies operate on a global scale, 

encounters with different cultures are a natural part of their business activities. The participants 

note that cultural differences must be taken into account in order to strengthen mutual 

understanding and develop efficient business networks at a global level. 

 

The management of fluctuations within ScandiParts Mobility´s business network is, according to 

the respondent, characterized by strategic planning, stable relationships and focuses on 

engagement with selected customers, markets and key network actors. Nexus´s vice president 

adds that the business network, market and network performance are continuously evaluated, 

with operational consolidation, restructuring or closure being implemented when performance 
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expectations are not achieved. The network further supports the identification of alternative 

operational solutions in response to different types of disruptions, such as geopolitical instability. 

 

The general manager of Atlas states that flexibility and adaptability are two central factors for 

managing fluctuations within international logistical networks. The asset-light structure that the 

company implements enables rapid cost adjustments and operational restructuring during 

changes in the market. Additionally, external factors such as geopolitical disruptions, pandemics, 

trade route interruptions and conflicts are emphasized topics by the respondent that are 

considered to affect the company's logistics networks and operational adaptation. 

 

Failed market entries, integration challenges and external disruptions are identified as examples 

of setbacks that are described to cause delays in expansion by all representatives of the MNCs. 

The firms, in accordance with their representative, all manage these disruptions through strategic 

reassessment, restructuring efforts and adjustments within their business networks. The findings 

indicate that fluctuations and setbacks are managed through adjustments within the companies´ 

internal operations, strategies and business networks in order to maintain continuity and 

organizational performance. 
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5. Analysis 

This section will present the thesis analysis, applying the theoretical frameworks in order to 

conduct a critical analysis of the empirical findings. Through the application of the selected 

theories and previous research, the empirical data will be interpreted and contextualized to 

generate a deeper and nuanced understanding of the studied phenomenon. The chapter will 

initially examine the internationalization process, institutional conditions, business networks and 

strategic adaptations in relationship between theory and empirical material. 

 

5.1 International Expansion Through Networks and Opportunity Recognition  

The empirical findings indicated that the internationalization processes of the participated firms 

were predominantly influenced by networks, opportunity recognition and the development of 

interorganizational relationships, rather than by formally planned or sequential approaches to 

market entry. Across all participating firms, decisions concerning international expansion were 

consistently associated with customer demand, local market opportunities and pre-existing 

relationships. This strongly supports the revisited Uppsala model by Johanson and Vahlne (2009: 

1411), in which internationalization is conceptualized as a dynamic process characterized by 

experiential learning, the establishment of trust-based relationships and firms' embeddedness 

within relational business networks.  

 

A network-driven pattern of internationalization was recognized in ScandiParts Mobility and 

Transvia Group where international expansion was influenced by existing customers' 

requirements to locally established supplier support in foreign markets. In such cases, expansion 

was driven by customer demand, local competitiveness and long-term industrial opportunities. 

This reflects on customer-following behaviour, where the companies expand their presence in the 

market depending on the needs and expectations of network actors. This aligns with the revisited 

Uppsala model's change variable, highlighting that a firm's international development evolves 

through learning, relationship commitment and continuous interactions with business networks. 

The continuous interactions with business network actors and customers will cause firms to 
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acquire market and network knowledge, opportunities and adjust the commitments with different 

actors within markets (Johanson & Vahlne, 2009: 1424). The change variable contributes to 

understanding how the expansion of the Tranvia Group and ScandiParts Mobility is shaped by 

learning and commitment decisions that shape the firm's position within business networks in 

foreign markets. 

 

A clear similarity across several of the companies was that international expansion processes 

were frequently initiated and occurred through established business networks and pre-existing 

relational ties. Globalgate Freight´s expansion into the Icelandic market was facilitated through 

the recruitment of locally embedded actors possessing extensive market-specific knowledge, 

established customer relationships and relevant market experience. A similar pattern was 

observed in Nexus and Atlas, where acquisitions served as central mechanisms for international 

expansion. The reasons were to gain access to customers, local networks, legitimacy in foreign 

markets and to strengthen its market positions and presence. These findings correspond closely 

with Johanson and Vahlne's (2009: 1412, 1424) revisited Uppsala model, in which opportunities 

are identified and exploited through network relationships rather than solely through the 

traditional gradual internationalization process proposed in the original Uppsala model by 

Johanson and Vahlne (1977). Furthermore, the patterns are also consistent with the network 

approach developed by Johanson and Mattsson (1988: 304-306), which emphasizes that firms 

internationalize through their integration into already established business networks. The final 

category of Johanson and Mattsson´s model, the International Among Others, highlights firms 

that take advantage of using existing networks to grow and expand alliances within different 

markets. This is reflected in the case of the examined MNCs, as expansion through acquisitions 

provides instant access to established business networks, local market knowledge and customers 

across foreign markets. 

 

The empirical findings indicate that business network expansion during the 

post-internationalization phase is managed through already established relationships, specifically 

the local but with the intention to also develop new ones. This highlights that the approach on 

post-entry expansion is characterized as a dynamic and adaptive process. While old established 
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relationships are perceived as safe and reduce uncertainty, new ones create new opportunities and 

support growth. Furthermore, it can be argued that firms manage international business network 

expansion through an ongoing process of developing, adjusting and strengthening relationships 

guided by experiential learning and mutual trust. In the post-entry phase, building new 

partnerships is also essential for navigating shifts in expansion processes and pursuing emerging 

opportunities. Through an analytical lens, Transvia Group and Scandiparts Mobility both rely on 

ongoing interactions with their respective existing business networks. The expansion for these 

MNCs is determined by learning and commitment decisions while also adapting and expanding 

existing or new relationships into foreign markets. This indicates that post-entry 

internationalization depends on firms´ability to sustain and reshape relationships through an 

ongoing and flexible management process, while also taking institutional conditions and possible 

changes in expansion dynamics into consideration. This further illustrates how firms´ business 

networks constitute a dynamic process that is continuously reshaped through evolving 

relationships, new market entries, learning and trust. 

 

The empirical findings from an analytical perspective also indicate that the participating MNCs 

manage their business expansion processes through active network integration. Acquisitions and 

local embedded actors function as factors that reduce uncertainty and facilities as an acceleration 

determinant that strengthens local embeddedness in foreign markets. This provides further 

evidence of how business network expansion during the post-entry internationalization is 

managed as an adaptive process. At the same time, firms rely on existing relational advantages 

while reconfiguring partnerships to support continued expansion in changing market dynamics.  

 

5.2 The Strategic Importance of Business Networks 

All companies in the collection of the empirical material, placed a clear emphasis on the 

importance of business networks and relationships with suppliers, customers and local partners 

in order to succeed in international markets. These findings strongly support and are apparent in 

the network approach model by Johanson and Mattsson (1988: 291-294), demonstrating that 

firms operate in interconnected network relationships. 
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Globalgate Freight, Nexus and Atlas are three logistics companies that enhanced the importance 

and dependence on collaboration in order for their companies to operate. This included the 

establishment of relationships with carriers, warehousing providers and logistics partners. In 

accordance with Johanson and Mattsson (1988: 303, 321), building relationships in the 

international market deepens the involvement in the foreign market. For the participating 

logistics companies, stable relationships with customers, carriers and suppliers provides a 

leverage to expand and grow further as a company. Atlas´s asset-light structure further reflected 

the importance of relying on service providers and strategic partnerships, which contributed to 

the development of interconnected relationships within business networks. 

 

ScandiParts Mobility identified a more focused network strategy characterized by concentration 

on a limited number of key partners and customers. The company underscored the importance of 

preserving and developing existing customer relationships, as these facilitated entry into new 

markets and constituted an essential resource for long-term growth and stability. In the context of 

expansion, the company also identified the development of its customer base and network as 

central to creating new business opportunities and enhancing market presence. The network 

approach by Johanson and Vahlne (2009: 1424) can similarly be observed for this company, as 

deep relationship commitment provides stronger network position within different markets. 

 

Long-terms relationships, trust and collaboration were aspects that Zebra Motors emphasized as 

important. Supplier selection within the company was based on technical competence, 

transparency, relationship quality and cost. In accordance with Johanson and Vahlne's revisited 

Uppsala model (2009: 1424), it emphasizes that internationalization takes place through strong 

business networks with clear emphasis on trust, collaboration and mutual competence. The 

model´s change variable also highlights that engagement through interaction with partners would 

reduce firms´ uncertainty, facilitate cooperation and enhance knowledge and trust (Johanson & 

Vahlne, 2009: 1424). 
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It could be interpreted that multinational corporations manage their business network expansion 

through the establishment of new partnerships and reinforcing existing ties in order to strengthen 

market position within foreign markets. Furthermore, the empirical findings could also be 

perceived as frequent and continuous interactions with business partners that strengthens trust 

and improves cooperation between firms. This is apparent as factors that support the 

management, stability and help create deeper embeddedness in changing international market 

environments.  

 

5.3 The Role of Internal Networks 

A significant finding that extends beyond the traditional network approach concerns the strategic 

importance of internal multinational networks facilitating and shaping firms´ internationalization 

processes. Although Johanson and Mattsson (1988: 291-294) primarily focuses on observing 

actors within markets through interconnected network relationships, their perspective places 

limited emphasis on firms´ internal network bases. The empirical findings indicated that internal 

coordination and knowledge integration across business units was an equally critical factor in 

enabling effective internationalization. The importance of internal networks between offices and 

departments was highlighted by the participants of Globalgate Freight, Atlas and Nexus.  

 

In Globalgate Freight direct communication between offices enhanced organizational 

responsiveness, operational efficiency and flexibility. In a similar manner, in the MNCs Nexus 

and Atlas, integration challenges were highlighted after acquisition due to differences in 

organizational systems and cultures. The manufacturing firms, Zebra Motors and Transvia 

Group, faced stronger coordination challenges associated with the integration of engineering, 

procurement and production activities across regions. Consequently, successful 

internationalization was determined not only on firms´ access to external markets, but also on the 

firm's capacity to effectively coordinate and integrate its internal global networks across 

geographical contexts and units. These findings contribute to extending the network approach 

model developed by Johanson and Mattsson (1988: 291-294) by illustrating how multinational 
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corporations increasingly rely on internally embedded organizational networks as strategic 

resources for enhancing international competitiveness and operational integration. 

 

From an analytical point of view, the empirical findings illustrate that firms strategically utilize 

their internal organizational relationships in order to share knowledge, coordinate activities 

across subsidiaries, transfer market-specific knowledge, share competence and strengthen their 

operational integration across foreign markets. Through these internal networks, firms manage 

the business network expansion by promoting knowledge exchange, enhancing decision-making 

and adapting organizational commitments. Hence, this enables effective response for firms in 

terms of market opportunities as well as adapt to changing markets and institutional conditions  

while still reinforcing international competitiveness. As previously mentioned, these findings 

may be understood as extending beyond the traditional network approach model, suggesting that 

external business networks together with internal multinational network capabilities, help 

manage the post-entry internationalization of business network expansion for MNCs.  

 

5.4 Institutional Constraints and Market Adaptation  

A further concept that emerged from the empirical data involved the importance of institutional 

conditions, the following findings strongly reinforces Brito´s institutional relationship framework 

(2001). It argues that a firm´s industrial networks emerge from regulations, collective structures 

and political systems and not only buyer-supplier relationships (Brito, 2001: 156, 158). All 

participating companies across different industries mentioned how factors such as geopolitical 

instability and regulations influenced the firm's internationalization and network development 

processes. In Globalgate Freight and Nexus, the conflicts in Russia and the Middle East are 

emphasized to have directly affected their logistical operations. The representatives from GF 

highlight that war-risk charges and cargo restriction are some factors that both limit or prevent 

them from proceeding with their operations. For Nexus, factors such as sanctions, market 

instability and ownership regulations influenced their operational activities and market-entry 

strategies. This relates to Brito´s framework, as these factors may explain how institutional 

conditions can affect firms' allowance to operate in certain ways, which partners they can work 
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with and if expansion in a certain market is considered achievable. It also illustrates how 

institutional and political conditions may decelerate the business network expansion when the 

risks associated with developing new networks or maintaining existing relationships become too 

high. This suggests that business network expansion and internationalization are not solely 

determined by firm-level and internal capabilities, but are also influenced by external factors and 

the institutional environments in which the companies operate. 

 

Further institutional constraints that are addressed from the empirical findings concern the 

companies Atlas and TG. Labour laws and union structures were two institutional constraints 

that slowed down Atlas's integration process during their latest major acquisition. This clearly 

illustrates how local rules and collective actors impose requirements, demonstrating how 

institutional relationships can slow down a firm's business network expansion process. This 

reflects the revisited Uppsala model by Johanson and Vahlne (2009: 1411), specifically the 

concept of liability of outsidership, by illustrating how institutional conditions may influence a 

firm's ability to gain, maintain or lose insidership in business networks in foreign markets. 

 

For Transvia Group sustainability requirements, environmental standards and labour regulations 

as factors considered in supplier selection and international expansion processes. This 

observation aligns with both Johanson and Mattsson´s business network approach, illustrating 

that supplier relationships are chosen and developed within broad network contexts (Johanson & 

Mattsson, 1988: 292). Brito's institutional relationship dimension is also a theoretical perspective 

that is suitable in explaining the observation. The different requirements represent institutional 

rules that affect the suppliers that can be included in a firm's business network (Brito, 2001: 156). 

In the case of Transvia Group, the company's business network expansion is determined by both 

business relationships with suppliers and by the regulations and structures of network 

development that are managed by the institutional conditions. 

 

In Zebra Motors regionalized and localized sourcing strategies are adopted in order to reduce 

geopolitical uncertainty and supply chain risks. This reflects Brito´s institutional framework by 

illustrating how institutional and geopolitical conditions shape global business networks 
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structures and determine what is feasible or constrained for firms. It is worth mentioning that 

while Brito´s framework explains how institutional conditions shape industrial networks, it does 

not fully capture the evaluation of trade-offs between choosing lower costs and lower risks. 

Despite the availability of lower-cost alternatives abroad, Zebra Motors prioritized European 

sourcing in order to reduce risk and maintain stable partnerships. 

 

The management of the post-entry internationalization process for the MNCs appears to occur 

through the continuous assessment of opportunities, costs and risks associated with partner 

selection. From this perspective, business network expansion appears to constitute a process of 

strategic adaptation, in which decisions regarding network engagement are regularly reassessed 

to support sustained international growth while reducing institutional and geopolitical risks. In 

doing so, firms balance considerations of cost minimization, risk reduction and long-term 

network positioning when shaping international expansion strategies. In accordance with the 

empirical findings, multinational corporations manage the expansion of business networks 

through continuous evaluation of whether relationships should be strengthened, maintained or 

reconfigured, rather than treating them as fixed network structures. These evaluations are 

conducted and illustrate managing factors for firms, in order to adjust geopolitical fluctuations 

and institutional requirements. 

 

5.5 Trust, Local Presence and Relationship Commitment 

Across all companies, trust emerged as one of the most important factors and was strongly 

associated with the core assumptions of the revisited Uppsala model concerning the 

internationalization process. The representatives for GF consistently emphasized that local 

market presence, language and cultural understanding constituted prerequisites for the 

development of trust-based relationships with customers and business partners. This 

demonstrates how local embeddedness and experiential market knowledge are closely associated 

with trust, both of which are central concepts within the revisited Uppsala model (Johanson & 

Vahlne, 2009: 1424). 
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Similarly, In ScandiParts Mobility and Transvia Group local competence, trust and relationship 

commitment when entering new markets are of significant importance. For TG, one of the 

representatives specifically mentioned that business practices cannot be similarly directly 

transferred to all markets, highlighting the necessity of adapting to local cultures, behaviours and 

institutional conditions. Similarly, In Zebra Motors the importance of transparency, honesty and 

technical competence as essential factors for sustaining long-term supplier collaborations. The 

state variable in the revisited Uppsala model states that the importance of acquiring knowledge in 

firms regarding markets, partners and broader business environments will drive international 

expansion for firms. The findings show that the participated companies signify the importance of 

local competence, adapting to local cultures and institutional conditions. This suggests that firms 

acquire and use the knowledge to reduce uncertainty, access resources and acquire valuable 

business opportunities that drive international expansion. The revisited Uppsala model continues 

by providing substantial support, in highlighting trust-building, experiential knowledge and 

long-term relational commitments as essential constitutional mechanisms that reduce uncertainty 

in foreign markets and facilitates effective international collaboration (Johanson & Vahlne, 2009: 

1424). 

 

Business network expansion appears to be managed through an ongoing process of commitment 

reassessment and strategic adaptation, shaped by accumulated experiential knowledge, learning 

and relational experience. In accordance with the empirical findings, firms accommodate 

evolving market conditions, institutional complexity and the changing business dynamics 

through intensified cooperation, modifying the intensity of relationships as well as coordinating 

activities. The MNCs also show a continuous aim to balance commitment, uncertainty and 

opportunity within the business networks in foreign markets.  

 

5.6 Expansion Speed, Flexibility and Strategic Adaptation  

In the empirical material several of the participants of the firms explained the acceleration factors 

for internationalization and their business network expansion. In the firms Nexus and Atlas 

acquisition-driven growth strategies were emphasized to enter new markets and expand business 
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networks. Acquisitions can reduce the liability of outsidership described by Johanson and Vahlne 

(2009: 1411), as Atlas specifically mentioned that acquiring an existing company provides access 

to established business networks. This facilitates market entry for the acquiring company. It also 

enhances market knowledge and improves the understanding of market competition, strengths 

and weaknesses. Acquisitions reduce the challenges associated with being an outsider in the 

market as there is no need to develop new relationships or enter new business networks. 

 

Transvia Group experienced accelerated expansion due to their establishment in different regions 

across the globe. TG is one of two largest companies operating within their industry. The firm's 

early establishment in the North American region allowed it to become an early starter in the 

market and enhanced a first mover advantage, which corresponds to one of the four categories in 

Johanson and Mattsson´s network approach model (1988: 298-300). This category refers in this 

case to Transvia Group's early internationalization stage, prior to establishing extensive 

international network positions. By entering the North American market at an early stage, TG 

was able to establish and acquire relationships and business networks, build market knowledge 

and secure a strong market position ahead of later entrants. China's self-sufficiency strategy has 

created growth opportunities for TG in the Chinese market, which resulted in stronger local 

business networks. In relation to Brito (2001: 156), this demonstrates how institutional 

conditions can influence how, in this case Transvia Group, coordinates relationships, establishes 

market position and adapts to foreign market environments.  

 

Situations of deceleration are also described by multiple of the participating firms, describing 

cases that caused them to become more cautious due to external uncertainties. All companies 

described geopolitical instabilities as a common factor that causes deceleration of 

internationalizations, operations, business networks and possible expansion. This external factor 

can be suggested as an institutional external condition, illustrating how sanctions, geopolitical 

instability and regional conflicts may act as drivers of change that reshape networks, 

relationships and market power structures. Changes in institutional conditions could therefore 

also serve as factors that either complicate or facilitate Johanson and Vahlne´s concept of 

insidership within foreign markets networks (Johanson & Vahlne, 2009: 1411). 
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The empirical findings indicate that the management of business network expansion during the 

post-entry internationalization phase occurs by balancing the processes in which the firms 

reassess their relational commitments, resource allocation and network involvement. Through 

these adaptive factors, the firms can sustain market presence, reduce uncertainty and adapt to 

changing expansion dynamics. Furthermore, the management of business network expansion, in 

accordance with the conceptual framework, appears to involve an evolving process of strategic 

adaptation. Through this process, firms reinforce insidership in business networks in foreign 

markets, intensify relational commitments and strategically reposition themselves within 

developing network structures.  

 

5.7 Power, Dependence and Strategic Positioning Within Networks  

The findings further indicated that firms strategically utilized internationalization and network 

expansion processes to strengthen their bargaining power and reinforce strategic positioning 

within business networks. In GF increasing volumes improved bargaining power. Similarly, 

Nexus and Atlas strategically used acquisitions to strengthen their market positioning, expand 

their customer bases and increase bargaining leverage within the logistics network. The empirical 

findings align closely with the network approach model by Johanson and Mattsson, as it 

emphasizes that firms that internationalize tend to increase their business networks within 

different markets (Johanson & Mattsson, 1988: 291-294). These findings reflect that factors such 

as bargaining power and strategic positioning are enforced by internationalization, and that later 

influences an expansion of business networks. This clearly illustrates Johanson and Mattsson's 

emphasis on how internationalization works as a process for building, expanding and 

maintaining business network positions (Johanson & Mattsson, 1988: 303, 321). 

 

In ZM, the representative illustrated the presence of power asymmetric within supplier 

relationships. The firm's suppliers were continuously benchmarked and pressured regarding cost 

negotiations, quality and flexibility, which demonstrates how firms strategically seek to increase 

their influence and control within the business networks. The importance of avoiding excessive 
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pressure on suppliers is further emphasized. Personal interactions, trust and transparency is 

highlighted due to the mutual dependence of one another. Johanson and Mattsson (1988: 

291-294) argue firms do not operate alone, but rather in an embedded system of relationships 

which hence make firms interdependent in the market. The high interdependence and strong 

bonds with suppliers that the companies underline, exemplifies for well-structured  and strong 

network relationships. This situation demonstrates, through the lens of theory, how the size and 

strength of business networks can create stronger market relationships and enhance a firm's 

market position (Johanson & Mattsson, 1988: 321). 

 

The management of business network expansion, in practical terms, entails the continuous 

reassessment of interorganizational relationships to determine which ties should be reinforced, 

maintained or strategically modified. Simultaneously, firms must manage partner dependence, 

preserve organizational flexibility and align network commitments across markets to sustain 

competitiveness. A further analytical perspective through the lens of the empirical findings 

suggests that interdependence of firms is managed through strong cooperation with suppliers. 

Aligning mutual goals and expectations as well as maintaining a stable relational structure, 

constitutes for a well grounded business network expansion. The conceptual framework also 

indicates that the management during the post-entry internationalization process involves 

constant reinforcement of network positions, coordinating relational commitments as well as 

adapting partnerships to, as previously mentioned, emerging opportunities, institutional 

conditions and changing expansion dynamics.    
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6. Conclusions 

The final section will present the findings and conclusion drawing on the basis of the analysis, 

where interpretations were made based on the selected theoretical material and empirical 

findings. The section will proceed by summarizing the thesis findings, followed by an answer to 

the research question. The section will proceed by a discussion regarding the thesis theoretical 

contribution and limitations. The final part of the conclusion will follow a suggestion for further 

research. 

 

6.1 Discussion and Recommendations 

Through an analysis of the empirical findings in relation to the selected theoretical frameworks, 

this study provided the foundation for deriving conclusions and answering the following research 

question: How do multinational corporations manage business network expansion during the 

post-entry internationalization process in response to opportunities, institutional conditions and 

changing expansion dynamics? 

 

The answer to the question reveals that rather than following a predetermined 

internationalization process, MNCs manage business network expansion through a dynamic and 

adaptive process. A progression that is shaped by network relationships, institutional adaptation, 

opportunity recognition and strategic flexibility. The findings reveal that firms regularly adjust 

their network structures and expansion activities depending on opportunities, institutional 

conditions, external pressures and changes in market conditions. 

 

A mutual recurring finding across all companies was that business networks functioned as a 

critical mechanism for market expansion. Acquisitions, existing relationships, 

customer-following strategies and local relationships were frequent factors that firms relied upon 

in order to manage and strengthen international presence. Trust and local competence emerged as 

common factors that were utilized in order to manage the creation of long-term relationships and 
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the reduction of uncertainty. Furthermore, existing relationships serve as channels in which firms 

identify opportunities and reduce risk in unfamiliar and uncertain markets. 

 

The speed of network development is often shaped by both opportunities and constraints. The 

market entry after the initial internationalization phase is characterized by both acceleration and 

deceleration processes for the participating companies. The findings show that phases in speed 

fluctuation are influenced by external opportunities and constraints and that firms across 

different industries respond to such conditions differently. Managing acceleration of business 

networks are identified when firms take advantageous opportunities such as acquisitions, 

customer demand or strong market potential. Specifically, the participating logistics firms 

demonstrate being more flexible to acquisitions and asset-light structures. In comparison, the 

manufacturing firms mostly relied on local production capabilities, supplier relationships and 

integration and long-term investments, which resulted in them having slower but more integrated 

internationalization processes. Business network expansion during a deceleration phase often 

referred to external uncertainty, geopolitical instabilities and internal limitations. The 

deceleration phases for the firms are commonly managed through risk evaluations, strategic 

reassessments, adjustments in resources and enhancing business network relationships. 

 

On the basis of the findings, it is proposed that MNCs manage the post-entry business network 

expansion by maintaining a balance between network relationships, institutional adaptation and 

leveraging opportunities. The management of business network expansion also consists of 

understanding internal capabilities as well as external opportunities and constraints. 

Understanding these determinants enables companies to identify and determine the further 

actions required for continued internationalization and business network development. 

 

Based on the study´s findings, success in the post-entry phase of internationalization goes 

beyond traditional market entry decisions. International expansion is dependent on business 

network relationships and rests on the ability for a firm to be able to create, maintain and adapt 

these relationships while keeping up with market and institutional changes. One important 

implication of the study involves the importance of local embeddedness and network flexibility. 

67 

 



 
 
 

 
All MNCs operate in uncertain environments with clear emphasis on geopolitical instability and 

changing market conditions, which in addition may influence operational structures, expansion 

strategies and network relationships. Hence, reducing excessive reliance on suppliers and 

markets as well as creating diversified business networks will benefit companies in reducing 

operational risk and respond more effectively to external disruptions. 

 

Local embeddedness and relationship development are further suggestions that signifies the 

importance of managing business network expansion. These suggestions emphasize local 

responsiveness and integration in foreign markets through the engagement with local actors, 

collecting local market knowledge and creating local relationships to reduce uncertainty and 

increase responsiveness for several firms. This implies that MNCs should not rely solely on 

standardized internationalization strategies but rather focus on building local competence, 

employing local personnel and fostering long-term relationship development. As a result of this 

process, companies may strengthen their abilities to understand market-specific conditions and 

adapt their network strategies accordingly. 

 

The outlined recommendations do however also include significant trade-offs that need to be 

taken into account. Even though diversified network and local adaptation strategies may increase 

the firm's flexibility and resilience in foreign markets, they may also contribute to higher 

expenses and greater operational complexities. Building local competence and long-term 

relationships as well as acquiring local market knowledge require time, resources and managerial 

commitment. These are factors that the multinational corporations must take into account when 

considering such investments and commitments. Firms must therefore continuously foster 

flexibility, efficiency, local responsiveness and adaptation when managing business network 

expansion in the post-entry internationalization process. 

 

6.2 Limitations 

This section of the study will highlight certain limitations that may have influenced both the 

analysis and the associated recommendations. First, the industry representation within the study 
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sample was primarily concentrated in the logistics and manufacturing sectors. Although the 

inclusion of these industries facilitated cross-sector comparisons, firms operating in other 

industries may be characterized by distinct patterns of business network development and may 

face different institutional pressures during post-entry internationalization processes. Firms 

operating in, for example, service-based industries or digital business environments may 

experience institutional and operational contexts that differ from those identified in this study. 

The findings may therefore have limited transferability beyond the industrial contexts examined 

in this study. 

 

Secondly, the empirical basis of this study largely reflects on managerial perceptions and 

experiences of post-entry internationalization processes rather than in direct observations of 

business network activities. Consequently, the findings rely on respondents' description and 

interpretations of organizational processes, with limited insight into how such processes unfold 

in practice. The inclusion of observational techniques and complementary organizational 

documentation may have further contributed to stronger triangulation and a more comprehensive 

understanding of organizational behaviour beyond respondents' account. 

 

As a final general limitation, the study was conducted using a qualitative research design with a 

relatively limited number of interviews. The qualitative design provided in-depth exploration of 

firms' experiences and strategic perspectives regarding business network development during 

post-entry internationalization. However, the context-specific characteristics of the findings may 

not necessarily be generalized to all multinational corporations and industries. Accordingly, the 

findings should be viewed as empirically grounded insights derived from specific organizational 

contexts and interpreted with caution when extended beyond the empirical setting examined in 

this study. 

 

6.3 Suggestions for Further research  

The findings of this study suggests that future research directions may contribute to a deeper 

understanding of post-entry business network development. Additional research could 
69 

 



 
 
 

 
investigate industry-specific differences in post-entry network development more extensively. 

This study identified important variations between logistics and manufacturing firms in terms of 

flexibility, network structures and expansion strategies. In contrast to manufacturing firms, 

logistics firms achieved adaptability through acquisition strategies and asset-light structures. 

Manufacturing firms, however, demonstrated a stronger reliance on production capabilities, 

supplier integration and long-term investment commitments. Future comparative studies 

involving additional industries could provide a broader understanding of how industry-specific 

characteristics shape business network development in the post-entry internationalization 

processes, while also examining whether patterns identified in this study extend across different 

organizational contexts. 

 

The findings also indicated the growing importance of institutional conditions in shaping 

international business environments and firms' network strategies. Geopolitical tensions, 

sanctions, sustainability requirements and evolving regulatory conditions emerged as influential 

determinants of firms' expansion strategies and operational decision-making. Given the growing 

complexity of global business environments, future studies could investigate the extent to which 

institutional uncertainty and geopolitical shifts affect the structure and development of business 

networks over time. Further academic research in this field may contribute to a more 

comprehensive understanding of firms´strategic adaptation of network structures under varying 

institutional conditions and global disruptions.  

 

 

 

 

 

 

 

 

 

 

70 

 



 
 
 

 

References  

Adams, W. C. (2015). Conducting semi-structured interviews. In: J. S. Wholey, H.P. Hatry & K. 
E. Newcomer (Eds.), Handbook of Practical Program Evaluation 4th ed. (p. 492-505). San 
Francisco: Jossey-Bass.   
 
Al-Rodhan, N.R.F. (2006) Definitions of Globalization: A Comprehensive Overview and a 
Proposed Definition. Geneva: Geneva Centre for Security Policy, 1-21.  
 
Alvesson, M. & Sköldberg, K. (2017). Tolkning och reflektion: vetenskapsfilosofi och kvalitativ 
metod. Lund: Studentlitteratur.  
 
Braun, V. & Clarke, V. (2006). Using thematic analysis in psychology. Qualitative research in 
Psychology, 3(2), 77-101.  
 
Brito, C.M. (2001). Towards an institutional theory of the dynamics of industrial networks. The 
Journal of business & industrial marketing, 16(3), 150-166.  
 
Chetty, S., Johanson, M. & Martín Martín, O. (2014). Speed of internationalization: 
Conceptualization, measurement and validation. Journal of World Business, 49(4), 633-650.  
 
Dunning, J.H. & Lundan, S.M. (2008). Multinational enterprises and the global economy. (2nd 
ed.). Cheltenham: Edward Elgar Publishing.  
 
Gratton, P. (2026). Multinational Corporation: History, Characteristics, and Types. Investopedia. 
https://www.investopedia.com/terms/m/multinationalcorporation.asp 
 
Guba, E.G. (1981). Criteria for Assessing the Trustworthiness of Naturalistic Inquiries. 
Educational Communication and Technology, 29(2), 75-91. 
 
Guercini, S. & Milanesi, M. (2019). Understanding changes within business networks: evidences 
from the international expansion of fashion firms. The Journal of business & industrial 
marketing, 34(1), 192-204.  
 
Heravi, B. (2025). Exploratory and explanatory features in data storytelling: untangling the 
interplay and associations with linearity, interactivity, and structure. Journal of Computational 
Social Science, 8(4), 1-36.  
 

71 

 

https://www.investopedia.com/terms/m/multinationalcorporation.asp


 
 
 

 
Hilmersson, M. & Johanson, M. (2016). Speed of SME Internationalization and Performance. 
Management International Review, 56(1), 67-94. 
 
Hosseini, M. & Dadfar, H. (2012). Network-based theories and internationalization of firms: 
applications to empirical studies. The Business & Management Review, 3(1), 182-191. 
 
Johanson, J. & Johanson, M. (2021). Speed and synchronization in foreign market network entry: 
A note on the revisited Uppsala model. Journal of international business studies, 52(8), 
1628-1645. 
  
Johanson, M. & Kalinic, I. (2016). Acceleration and Deceleration in the Internationalization 
Process of the Firm. Management International Review, 56 (6), 827-847.  
 
Johanson, J. & Mattsson L.-G. (1988). Internationalisation in industrial systems - A network 
Approach. In: Strategies in global competition. London: Routledge, 287-314. 
 
Johanson, J. & Vahlne, J.-E. (1977). The internationalization process of the firm: A model of 
knowledge development and increasing foreign market commitments. Journal of International 
Business Studies, 8(1), 23-32.  
 
Johanson, J. & Vahlne, J. -E. (2009). The Uppsala internationalization process model revisited: 
From liability of foreignness to liability of outsidership. Journal of International Business 
Studies, 40(9), 1411-1431.  
 
Lincoln, Y.S. & Guba, E. (1985). Naturalistic Inquiry. Beverly Hills, CA: Sage Publications. 
 
Lindner, T. & Puck, J. (2025). International business: Mastering Strategic Challenges in the 21st 
century. Sage Publications (first edition).  
 
McKechnie, L.E.F., Baker,  L. M. & Gold, R. (2008). Observational research. In: L. M. Given 
(Ed.), The SAGE Encyclopedia of Qualitative Research Methods 1st ed. (p. 567-591). Thousand 
Oaks, CA: Sage Publishing.  
 
Nowell, L.S., Norris, J.M., White, D.E. & Moules, N L. (2017). Thematic Analysis: Striving 
to Meet the Trustworthiness Criteria. International Journal of Qualitative Methods, 
16(1), 1-13.  
 
Opdenakker, R. (2006). Advantages and Disadvantages of Four Interview Techniques in 
Qualitative Research. Forum: Qualitative Social Research, 7(4), 1-14.  

72 

 



 
 
 

 
 
Oviatt, B. M. & Mcdougall, P.P. (2005). Defining International Entrepreneurship and Modeling 
the Speed of Internationalization. Entrepreneurship Theory and Practice, 29(5), 537-553.  
 
Patel, R. & Davidson, B. (2021). Forskningsmetodikens grunder: att planera, genomföra och 
rapportera en undersökning. (5th ed.). Lund: Studentlitteratur. 
 
Roberts, J. (1999). The Internationalisation of Business Service Firms: A Stages Approach. The 
Service Industries Journal, 19(4), 68-88. 
 
Shenton, A.K. (2004). Strategies for ensuring trustworthiness in qualitative research projects. 
Education for Information, 22(2), 63-75. 
 
Tajik, O., Golzar, J. & Noor, S. (2024). Purposive sampling. International Journal of Education 
& Language Studies, 2(2), 1-9. 
 
Todeva, E. (2006). Business Networks: Strategy and structure. London: Routledge.  
 
Welch, L.S. & Luostarinen, R. (1988). Internationalization: Evolution of a Concept. Journal of 
General Management, 14(2), 34-55.  
 
Weller, S.C., Vickers, B., Bernard, H.R., Blackburn, A.M., Borgatti, S., Gravlee, C. C. & 
Johanson, J.C. (2018). Open-ended interview questions and saturation. Plos One, 13(6), 1-18.  
 
Yuwono, M.A. & Rachmawati, D. (2024) Combined Methods. Can This Solve The Differences 
Between Deductive and Inductive Methods in Qualitative Research? Moroccan Journal of 
Quantitative and Qualitative Research, 5(3), 1-22. 

73 

 


	 
	 
	 
	 
	1. Introduction 
	1.1 Background  
	1.2 Problematization of Existing Research 
	1.2.1 Previous Research on Firm Internationalization, Network Expansion and Internationalization Pace 
	1.2.2 Practical relevance 

	1.3 Purpose of the study  
	1.4 Research Question 
	1.5 Theoretical delimitations  

	 
	 
	 
	 
	 
	 
	 
	 
	 
	2. Theoretical Framework 
	2.1 An Integrated Theoretical Perspective on Internationalization and Business Networks 
	2.1.1 The Business Network Approach  
	2.1.2 The revisited Uppsala model 
	2.1.3 Institutional relationship  
	2.1.4 Conceptual framework  


	3. Methodology 
	3.1 Research Design: A Qualitative Approach  
	3.2 Research Process  
	3.3 Research Approach: Abductive Reasoning  
	3.4 Data Collection 
	3.4.1 Primary data  
	3.4.2 Sampling strategy and selection of cases  
	3.4.3 Interviewing process 
	3.4.4 Semi-structured interviews  
	3.4.5 Interview Guide 
	3.4.6 Anonymity  

	3.5 Data analysis 
	3.5.1 Methodological Qualities and Limitations  

	3.6 Research quality  
	3.6.1 Credibility 
	3.6.2 Transferability 
	3.6.3 Dependability  
	3.6.4 Confirmability  
	3.6.5 Ethical considerations 
	3.6.6 Use of generative AI 


	4. Empirical Data 
	4.1 Company description  
	4.2 Market Entry and International Presence 
	4.3 Performance, Adaptation and Business Network Growth  
	4.4 The Importance of Business Network Development  
	4.5 The Impact of Networks on Performance 
	4.6 Expansion Pace and Strategic Trade-offs 
	4.7 The Acceleration and Deceleration of Business Network Expansion 
	4.8 Managing Fluctuations and Setbacks  

	 
	 
	5. Analysis 
	5.1 International Expansion Through Networks and Opportunity Recognition  
	5.2 The Strategic Importance of Business Networks 
	5.3 The Role of Internal Networks 
	5.4 Institutional Constraints and Market Adaptation  
	5.5 Trust, Local Presence and Relationship Commitment 
	5.6 Expansion Speed, Flexibility and Strategic Adaptation  
	5.7 Power, Dependence and Strategic Positioning Within Networks  

	 
	6. Conclusions 
	6.1 Discussion and Recommendations 
	6.2 Limitations 
	6.3 Suggestions for Further research  

	References  

