CONFIDENTIAL


The Internationalisation of Young, Innovative Firms
A Study by Warwick Business School and the Zentrum für Europäische Wirtschaftsforschung 

Company Profile

Please note: Third parties will NOT be given access 
to individual company data. Data will be analysed anonymously and used for research purposes only. 

If you have any queries about this survey, please contact Dr Gordon Murray or Oliver Burgel at Warwick Business School:

Phone: 
 01203 523914 

Fax: 
 01203 524628

E-Mail:
 gordon.murray@warwick.ac.uk 


 o.burgel@warwick.ac.uk

Project Homepage:   http://www.intsme.zew.de

1.
Please state the year of formation (first 

legal incorporation) of your company:      19 ____

2.
Was your company founded as: 

(
Independent new firm 

(
Management buy-out 

(
Management buy-in 

(
Subsidiary of another firm

(
De-merger or spin-out from an existing firm

(
Other (e.g. merger), please state:  

___________________________________________

3.
Please indicate the TOTAL turnover of  your company:
- in the FIRST year your company had sales
£ 
 Year: 19 _______

- in your LAST financial year 
£ 
 Year: 19 _______

- the year end forecast for your CURRENT financial year 
£ 
 Year: 19 _______

4.
Does your company have any international sales?


(  Yes
(
Indicate the share of total turnover generated by foreign sales in your LAST financial year:  _____  %





Please indicate the number of foreign countries to which you CURRENTLY sell: 
______________





Name the FIRST five countries in which you had any international sales and the YEAR of market entry:





________________________________________________________________________________





________________________________________________________________________________

(  No  
(
Do you consider international sales as a probable option in the foreseeable future ?    (  Yes   (  No

5.
How many persons were/are employed by your company (including owners)?

At the time of start-up: __________ 

Today: _________  (please state in full-time equivalents)
6.
How many employees (including founders) have technical/scientific education at degree level? 

Today: ___________


 ( None

7.
Does your company carry out research and development activities? 

( Yes, regularly
( Yes, occasionally
( No

8.
How much did you spend on research and development in your last financial year? ______ % of total sales

9.
How many employees (including the founders) currently work exclusively or for at least 50% of their
 
time on the development of existing and new products?


________   (in full-time equivalents)

 ( None

Founder(s) Profile 

10.
How many persons were founders of the start-up?    ____________  

If more than 1, had any of the founders worked together for a period of at least 6 months prior to start-up?
( Yes


( No

11.
Please indicate whether or not you experienced a shortage of skills at the time of start-up or today:
                      Initially at start-up
Today


Not at all
Strongly        
Not at all 
     Strongly

Marketing 
(((((((((

(((((((((
Sales / Distribution
(((((((((

(((((((((
Financial Management
(((((((((

(((((((((
General Management / Organisation
(((((((((

(((((((((
Production, Manufacturing, Logistics
(((((((((

(((((((((
Research and Development
(((((((((

(((((((((
12.
Please indicate if any of your founders had international experience of the following kind BEFORE you made your first international sales: 

(
Work experience abroad

(
Previous work experience in the UK for an international company

(
Education abroad

13.
Please indicate whether your company received any of the following forms of external finance in addition 
to your own funds: 

(as a % of total EQUITY of the company)      
     Initially at start up:


       To date:


Venture capital:
( yes: _______ %
( yes: _______ %

Business angels / informal investors: 
( yes: _______ %
( yes: _______ %

Government / public grants:
( yes: _______ %
( yes: _______ %

Product Characteristics
Please give the following information about the best selling product line or product family in your LAST financial year. We define a product line/family as a series of closely related products or services (including various upgrades) whose core elements and technologies are identical. For example, a BMW 7 Series would be a particular product line, a BMW   3 Series would be another one, although there are different models (i.e. BMW 318, BMW 323) within the product line. This product line/family is subsequently referred to in the following part of the questionnaire as “product or service”.

14.
Please indicate the share of total turnover of your best selling product in your last financial year and 
describe the product or service:   


Share of turnover: 
________ % of sales
Description of product:
_________________________________________________________________________

____________________________________________________________________________________________

15.
Please indicate the year in which this product or service was first sold:   19 ______

16.
Please indicate whether your product or service is a: 

(

Capital good or service
(
Consumer good or service


(

Component for other products
(
Product ready to use by end-user
(multiple answers possible)
17. 
How would you best describe the innovativeness of your product or service? 

(
It incorporates ‘tried and tested’ combinations of existing technology

(
It incorporates new combinations of existing technology

(
It incorporates novel technology that has been developed elsewhere

(
It incorporates novel technology that had to be developed specifically for this product by your company

18.
Please describe key characteristics of the product / service, particularly the extent to which it requires:









           
          
   low
                 substantial       does not apply

Technical consultation prior to sales
 (((((((((
 (
Individual client customisation 
 (((((((((
 (
Specific configuration / system requirements
 (((((((((
 (
Complex or time-consuming installation
 (((((((((
 (
Regular maintenance and/or upgrades
 (((((((((
 (
Specialised training required for front-line and sales personnel
 (((((((((
 (
Other key characteristics, please specify: _________________________
 ((((((((( 
 (
19.
Please indicate the estimated time for a competitor to launch a similar product with superior
performance or a product with similar performance at a lower price: ______________ months
20.
Please indicate whether your product or service has been: 

a)
developed primarily for the domestic market 
( yes

( no


b)
developed with the intention to sell abroad


( yes
( no
     (please answer both questions)

21.
How is your product or service primarily sold in your home country?

( via distributors   
( direct sales from headquarters        ( both
( other, please specify: _______________

22.
Please indicate the intensity of competition that you encounter in the UK market:

          


     
    none

      very intense


Intensity of competition:
 (((((((((
Number of direct competitors:  ________
23.
Do you produce your product or service in any foreign country?

( No, only domestic production
( Yes, only foreign production 
( Yes, foreign and domestic production

If yes
(  
Indicate the country(ies):  _________________________________________________________   




(
via a wholly owned production subsidiary




(
via a jointly owned production subsidiary with a local partner




(
via a local subcontractor

24.
Have you ever sold this product or service abroad?
(  Yes


(  No, but ANOTHER product or service is sold abroad  
(  go to Question 33 


(  No international activities 
(  go to Question 35

International Activities / Market Entry

In the following section, we would like to ask you about your three most important foreign markets for the product or service DESCRIBED ABOVE in your LAST financial year (if you have international sales in only one or two countries, please fill in only for country 1 or country 1 and 2). If you did not generate any international sales with the product described above, please do not fill out this section.

25.
In how many countries did you sell this product last year? ___________________ countries
26.
Please indicate how the sales for this product have been distributed during your LAST financial year in your  
domestic and three most important foreign markets:       (in % of total sales for this product)


Domestic sales: 
Foreign country 1:
Foreign country 2:
Foreign country 3:
Rest of the world:

  ______ %
     ______ %
     ______ %
     ______ %
    ______ %
= 100 %
27.
Please name the country  

and year of market entry
Foreign Country 1

_________________
19 _____
Foreign Country 2

_________________
19 _____
Foreign Country 3

_________________
19 _____

28.
Please indicate the degree of 
adaptation necessary to sell 
this product / service abroad:
none 
           substantial
low 
              substantial
low 
               substantial


Technical adaptation 
(((((((((


     
Adaptation to regulatory requirements 
(((((((((


     
Packaging and sales documentation 
(((((((((


     
Other important product/service 
(((((((((


     

changes required, please specify:
_______________

(((((((((



(((((((((



(((((((((



(((((((((


    _______________

(((((((((



(((((((((



(((((((((



(((((((((


     _______________

29.
Please indicate the intensity of

competition in the foreign country

none                  very intense


(((((((((


none                 very intense

 
(((((((((


none                    very intense

 
(((((((((




 
Estimate the number of direct competitors
 __________
          __________
         __________

30.
Please indicate the sequence of 

entry / foreign sales modes:
first entry mode
current sales  mode
first entry mode
current sales  mode
first entry mode
current sales  mode


(e.g. A - E, see codes below)
____
____
____
____
_____
____










Codes for modes of sales: 


A
Direct exporting   (to end-user) 

B
Foreign Agent  (sells ad hoc on commission basis)

C
Foreign Distributor  (sells on a regular basis)

D
Foreign Sales Subsidiary  (joint venture)

E
Foreign Sales Subsidiary   (wholly owned) 


F
Licensing

G
Other sales mode, please specify:

_______________________________________






31.
Between your CURRENT sales 

mode and the sales mode used at 
FIRST market entry, did you use 
any intermediate stages?
(  
Yes, please specify:


_________         

(
No
(  
Yes, please specify:


_________         

(
No
(  
Yes, please specify:


_________         

(
No

32.
Do you expect to use a different 
sales mode in the foreseeable 
future? (please use the above codes)
(  
Yes, please specify:


_________         

(
No
(  
Yes, please specify:


_________         

(
No
(  
Yes, please specify:


_________         

(
No

 Opportunities and Risks of International Activities

33.
Did you receive any form of government assistance provided to assist your efforts to internationalise?  
(e.g. export grants, use of British Embassy facilities abroad, etc.) 

( No
( yes
( please indicate the government scheme or service below: 





___________________________________________________________________________________________


___________________________________________________________________________________________

34.
How important were the following motives in influencing your decision to sell abroad?

Please RANK the different items in order of importance (1 = most important benefit, 5 = least important benefit)
____
Potential of foreign markets to generate long-term company growth

____
Insufficient sales potential in domestic market




____
Amortisation of product research and development costs



____
Learning from internationally leading customers, suppliers or competitors 


____ 
Reputation benefits of being viewed as an internationally competitive company 

35.
Please indicate the level of importance of the following COSTS of engaging in international sales that you 

have identified:








                not present 
  very significant 
 does not apply
Costs of accessing information on foreign markets
 ((((((((( 
 (
Costs of identifying and forming commercial relationships
 ((((((((( 
 (
Costs of market-entry and setting up foreign sales channels
 ((((((((( 
 (


Costs of product launch in overseas markets (marketing costs)
 ((((((((( 
 (
Operating costs of the chosen sales mode/channel
 ((((((((( 
 (
Costs of monitoring foreign activities
 ((((((((( 
 (
Other important costs, please specify below:
 ((((((((( 
 (
_____________________________________________________

36.
What constraints have you experienced during your internationalisation process OR, for firms
 
WITHOUT international sales, which prevent you from going abroad? 

Please RANK the different items in order of importance (1= most important constraint, 5= least important constraint)
____
Scarcity of management time 





____
Limited management experience in international activities



____
Additional costs of foreign sales caused by country-specific AND NOT customer-specific adaptations


____
Increased exposure to risk




____ 
Others, please specify: _______________________________________________________________

37.
PRIOR to your FIRST international sales, did you:  


(
have a commitment to international sales in your business plan or forecasts?


(
undertake country-specific market research?


(
collaborate on research and development with foreign partners?


(
already sell to a UK subsidiary of your foreign customers / distributors?

38.
What led to your first international sales? 

(e.g. an unsolicited order, a contact at a trade fair, any particular event or trigger)

________________________________________________________________________________________

________________________________________________________________________________________

Thank you for your cooperation!

In order to thank responding companies for their assistance with this study, we will be sending out a summary report on the findings of our research. If you would like to receive a copy of the report, please indicate your address:

Name:


Company Name:


Address:


Telephone:

Fax:
E-Mail:


Please put the completed questionnaire in the pre-printed Business Reply envelope and send it to:
Dr Gordon Murray, Marketing and Strategic Management Group, Warwick Business School, Coventry CV4 7AL 
