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Abstract 

Prior research shows that small and medium-sized enterprises (SMEs) can utilize domestic networks 

with internationally experienced partners to accelerate their internationalization process. Yet, there 

is a lack of clarity and limited empirical evidence regarding the role of relational mechanisms within 

these networks in driving post-entry internationalization speed (PIS) of SMEs. To address this gap, this 

study examines the relational mechanisms-PIS relationship by drawing insights from the relational 

view to argue that foreign market knowledge mediates the relationship between relational 

mechanisms and PIS. The hypothesized study model is tested using a structural equation modelling 

(SEM) technique on a sample of 394 UK based manufacturing SMEs. Our results show that foreign 

market knowledge acquisition from domestic networks fully mediates the relationship between 

relational mechanisms and PIS. Additionally, the linkage between foreign market knowledge 

acquisition and PIS is moderated by domestic environmental hostility, such that the relationship is 

strengthened when domestic environmental hostility increases. We discuss the contributions and 

implications of our results and suggest opportunities for future research. 
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1. Introduction  

Many scholars perceive internationalization as a process that comprises multiple successive stages 

(Johanson & Vahlne, 1977); “by definition, internationalization behavior takes place over time, 

manifests in a time sequence in which events occur” (Jones & Coviello, 2005, p. 7). This perspective 

has also received significant attention from the international business and small and medium-sized 

enterprises (SMEs)1 research community (Acedo & Jones, 2007; Kalinic & Forza, 2012). However, 

several process-oriented studies, which investigated why and how SMEs internationalize from 

inception, differentiated between two distinct, yet related, issues: the speed of early 

internationalization (defined as the time lag between the founding of a firm and its initiation of 

international operations) and the post-entry internationalization speed (hereafter PIS - the time 

between the first and subsequent international activities) (Prashantham et al., 2019). The former has 

been widely examined (Weerawardena et al., 2007; Zhou, 2007), but the latter has received much less 

attention (Safari & Chetty, 2019; Sadeghi et al., 2018). 

PIS is defined as the average rate at which a firm achieves its targets after entering a specific market 

(Morgan-Thomas & Jones, 2009; Sadeghi et al., 2018). Empirical research shows the importance of PIS 

and its connection to various organizational outcomes, including internationalizing success (Chetty et 

al., 2014) and general performance (Hilmersson & Johanson, 2016). Despite progress in the field, it is 

notable that little is known about the antecedents of PIS (Ibeh et al., 2018; Morgan-Thomas & Jones, 

2009), with the exception of a few conceptual and empirical insights (Khan & Lew, 2018; Prashantham 

et al., 2019). Specifically, we identified three key issues that remain under-explored. First, although a 

small, but growing, number of studies suggest that networks and alliance networks2 are vital to gaining 

tangible and intangible resources to facilitate PIS (Eva, 2014; Prashantham et al., 2019; Yu et al., 2011), 

our understanding of network management mechanisms as an enabler for SMEs’ PIS is still 

underdeveloped (Ibeh et al., 2018; Puthusserry et al., 2019). This limitation of our knowledge is critical 

as relational rents should not be taken for granted (Masiello & Izzo, 2019). Research shows that SMEs’ 

engagement in a network does not automatically unlock its potential benefits (Puthusserry et al., 

2019). Instead, firms demand specific network behaviors and relational management practices to 

achieve the expected benefits (Forsgren, 2016). In other words, the ability of SMEs to exploit their 

relationships with partners to expand in the global market depends largely on SMEs’ approaches to 

creating, managing, and maintaining these relationships (Masiello & Izzo, 2019). Addressing the 

underlying mechanisms for effective networks during the post-entry phase is critical given SMEs’ 

limited resilience and resource base (Niittymies & Pajunen, 2019).  

Second, extending from the previous point, previous researchers identified a connection between 

foreign market knowledge (as intangible resources) and the internationalization of SMEs (Casillas et 

al., 2015), positing that the acquisition of such knowledge can speed entry into international markets 

(Casillas & Moreno-Menéndez, 2014; Oviatt & McDougall, 2005). However, the conditions that enable 

                                                           
1 The term SMEs is defined in various ways in the literature; in this study, we define SMEs as firms with 250 or 
fewer employees (Higón, 2012; Requena-Silvente, 2005). 
 
2Notably, the extent literature on networks often use the term ‘alliance networks’ (e.g., Iurkov & Benito, 2017; 
Shi et al., 2014; Manolova et al., 2010) to indicate firm’s voluntary arrangements with diverse organizations 
(both horizontally and vertically) including customers, suppliers, competitors and/or research institutions 
(Montoro-Sanchez et al., 2018), that involve the exchange, sharing, or co-development of products, 
technologies, or services, and can take a variety of forms (Gulati, 1998). Following this research, the ‘networks’ 
we refer to in this study are ‘alliance networks’.  
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SMEs to acquire foreign market knowledge through their domestic networks and achieve PIS remain 

unexplored (Puthusserry et al., 2018). Exploring this gap can offer substantial contributions to theory 

and practice, as many studies indicate that domestic networks are based in local markets, and thus 

serve as a feasible option for SMEs to acquire foreign market knowledge for coordinating and driving 

internationalization activities (Milanov & Fernhaber, 2014; Yu et al., 2011). This can also improve the 

resource commitment to these activities, which can eventually boost internationalization 

performance (Musteen et al., 2014a; Stoian et al., 2017). Third, the role of environmental conditions 

required for network and PIS relationships remains unexplored. Galkina and Chetty (2015) argued that 

internationalization opportunities are created by firms due to specific environmental conditions. The 

external control model also suggests that the environment has a dominant influence on the behavior 

of organizations; and that firms must align with environmental conditions to realize superior 

performance abroad (Romanelli & Tushman, 1986). Therefore, more research is necessary to 

investigate the contingent role of environmental uncertainty in the relationship between networks 

and PIS (Prashantham et al., 2019).  

In this study, we address the gaps above by building on the relational view (Dyer & Singh, 1998) and 

on the insights from the SME international business literature. The relational view suggests that 

relational mechanisms, defined as partners’ behaviors and interactions within their networks (Lavie 

et al., 2012), govern and guide exchange partners to exploit the resources available in domestic 

network relationships (Dyer & Singh, 1998; Dyer et al., 2018). In addition, the theory proposes that 

these mechanisms are vital for the effective governance (i.e. to safeguard parties from the risk of 

opportunism and streamline their interactions) that would be needed for efficient knowledge sharing 

across domestic partners (Dyer et al., 2018). Accordingly, we ask the following question: How do 

relational mechanisms and foreign market knowledge affect the PIS of SMEs? To answer this question, 

the current study develops and empirically tests a conceptual model using a dataset of 394 

manufacturing SMEs in the United Kingdom (UK). In this endeavor, this study makes three 

contributions to the network and international business literature.  

First, we aim to extend the existing studies on network and internationalization by explicating the 

conditions for SMEs to benefit from their networks and achieve their PIS (Agostini & Nosella, 2019; 

Zhou, 2007). Specifically, we consider the role of relational mechanisms to appropriate value from 

their domestic networks to achieve PIS (Cavusgil & Knight, 2015). Moreover, we explain how foreign 

market knowledge influences the effect of the relational mechanisms on SMEs’ PIS. Although Dyer et 

al. (2018) argued that effective relational governance and knowledge sharing coevolve over time, the 

theoretical specifications and empirical analysis of how knowledge can act as a potential avenue 

through which networks might drive firms’ agenda for PIS are still incomplete (Prashantham & Young, 

2011; Puthusserry, Khan et al., 2020). In this way, we extend the relational view to a new stage, 

accounting for the mediating role of foreign market knowledge in the relationship between relational 

mechanisms and PIS. We argue that relational mechanisms provide firms with an opportunity to 

acquire knowledge about foreign markets to move forward and subsequently achieve PIS.  

Second, international business and SME research suggests that domestic environmental conditions 

(e.g., technological change, competitive intensity) can drive small firms to seek opportunities beyond 

domestic markets (Khan & Lew, 2018; Musteen et al., 2014b). However, to date, it remains unclear 

whether domestic environmental hostility can facilitate or depress the effect of foreign market 

knowledge on PIS (Autio, 2017; Jiaju & Williams, 2020). Thus, this study aims to conceptualize and 
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examine the potential moderating role of domestic environmental hostility in the relationship 

between foreign market knowledge and PIS.   

Third, PIS researchers have long focused on international new ventures (INVs) (Prashantham & Young, 

2011; Sadeghi et al., 2018). However, INV firms are fundamentally different from traditional SMEs; 

INVs start international operations within several years of founding and possess a strong orientation 

toward internationalization (Thai & Chong, 2008), but traditional SMEs typically adopt a gradual 

internationalization approach due to their sensitivity to the external environment (Kalinic & Forza, 

2012). Therefore, to contribute to the contextual understanding of PIS, this study will focus on 

empirical analysis of the complex causal patterns that emphasize the potential of typical UK SMEs to 

operate during the post-entry phase. Small firms have played, and continue to play, a significant role 

in the growth of the UK economy. Since 2011, SMEs have driven more than 70% of private-sector 

employment growth (Rhodes, 2018). Thus, we advance international business research by accounting 

for traditional SMEs and showing how these firms can utilize domestic network relationships to 

acquire the foreign market knowledge needed to promote their PIS.  

In the following section, we provide an overview of the study’s theoretical background and develop 

the hypotheses. Then, we discuss the methodology and present the empirical results. The paper 

concludes with a discussion that clearly articulates the study’s contributions.   

2. Theoretical background  

This study focuses on the role played by relational mechanisms and foreign market knowledge in 

facilitating PIS. Therefore, before presenting the model, we establish the theoretical foundation of the 

study by critically discussing the concept of PIS (concerning SMEs) and its antecedents using the 

relational view.   

2.1. Internationalization speed: a critical factor in the SME internationalization process 

The internationalization speed is a key concept in the international business and SME literature (Lin, 

2012; Weerawardena et al., 2007). It is often perceived as a rapid entry into foreign markets 

(Weerawardena et al., 2007; Zucchella et al., 2007). However, in this sense, the concept of 

internationalization overlaps with other notions, such as born-global (Weerawardena et al., 2007), 

international entrepreneurship (Freeman et al., 2006), and new venture internationalization 

(Prashantham & Young, 2011; Tang, 2011). As a result, a distinction has recently been drawn between 

(1) initial-entry internationalization speed, the time lag between the founding of a firm and its 

initiation of international operations, and (2) PIS, the speed of achieving subsequent objectives in 

international markets (Hsieh et al., 2019; Morgan-Thomas & Jones, 2009). Although the latter view 

has received less attention in comparison to the former (Prashantham & Young, 2011; Sadeghi et al., 

2018), both emphasize that internationalization is a time-based process (Casillas & Acedo, 2013). 

However, distinguishing between initial entry and PIS is “particularly critical for the long–term growth 

and success or failure of firms” (Prashantham & Young, 2011, p. 277). In particular, the transition from 

early internationalization to post-entry speed requires significantly more time, resources, and 

commitment to intensify market penetration, exploit new opportunities, and attract new customers 

(Kiss et al., 2013). This is particularly relevant for SMEs given they have limited resources and must 

use them effectively (Chetty et al., 2014). Thus, it is important to understand how SMEs adapt, 

augment, and entrench their PIS (Welch & Paavilainen-Mäntymäki, 2014). 
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Networks, both domestic and international, represent a critical resource for SMEs to achieve PIS, as 

shown in Appendix A (Autio, 2017; Galkina & Chetty, 2015). In particular, such networks not only allow 

small firms to overcome resource constraints but also facilitate recognition of new opportunities and 

understanding of international market conditions to realize PIS (Khan & Lew, 2018; Prashantham et 

al., 2019). However, domestic networks are arguably more beneficial for SMEs’ internationalization 

efforts (Milanova & Fernhaber, 2014). Indeed, SMEs, as compared to large multinational firms, suffer 

from a lack of international reputation and liability of smallness that hinder the formation of 

international ties (Zhang et al., 2016). As a result, domestic partners with international experience act 

as a substitute to provide the information and advice that are important for learning and succeeding 

in international markets (Ciravegna et al., 2014; Manolova et al., 2010). Knowledge and information 

accessed from domestic networks can be reconfigured and combined in a way that increases SMEs’ 

PIS (Patel & Terjesen, 2011).  

That said, there remains a need to highlight the behavioral dimensions of domestic networks 

(including how they are managed) in relation to their effect on the knowledge and PIS of SMEs. A 

recent systematic review of internationalizing firms recognized the importance of networks and called 

for further research to consider behaviors that can guide resource and knowledge exchange in 

domestic networks for the PIS of SMEs (Zahoor et al., 2020). To identify these behaviors, we turned to 

the relational view.  

2.2. The relational view 

The relational view, in contrast to the resource-based view that focuses on the firm level, posits that 

organizations can build upon and exploit resources that reside in firms’ inter-organizational 

relationships (Dyer & Singh, 1998). Thus, the domestic network is regarded as a strategy that firms 

can use to access tangible and intangible resources that cannot be obtained through typical market 

transactions (Eisenhardt & Schoonhoven, 1996; Lavie, 2006). This implies that domestic networks have 

the potential to provide advantages to small firms by offsetting their smallness and resource 

constraints during their internationalization efforts (Lee et al., 2015; Sullivan-Taylor & Branicki, 2011). 

The relational view identifies avenues for relational rents, where knowledge-sharing routines and 

effective governance are vital components for creating network value. Knowledge-sharing routines 

are a pattern of regular interactions that allows the transfer, recombination, and creation of 

specialized knowledge (Grant, 1996). They are the source of relational competitive advantage in that 

the transfer of knowledge creates opportunities for firms to develop productive relationships that 

would otherwise not be possible (Dyer & Hatch, 2006). In strong relationships, small firms are better 

able to share knowledge (specifically, tacit knowledge that is beyond the reach of other firms) to solve 

organizational problems and establish learning routines (Bojica et al., 2017).  

However, effective governance, defined as self-enforcement governance mechanisms (Kano, 2018), 

plays a critical role in increasing the willingness of partners to engage in the collective value creation 

process (Dyer et al., 2018). Governance mechanisms help firms by not only reducing the cost of 

partner search, negotiation, and network monitoring (Kano, 2018) but also minimizing the 

opportunistic risk (Wu et al., 2017). There are two governance mechanisms to ensure value creation: 

contractual mechanisms to specify the rights and obligations of partners and relational mechanisms 

to promote suitability and mutual coordination within the relationship (Calabrò & Mussolino, 2013; 
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Dyer & Singh, 1998). Although both mechanisms are relevant (Liu et al., 2017), relational mechanisms 

emerged as more effective, especially in association with knowledge exchange (Ferraris et al., 2018; 

Li et al., 2010). This is because the embedded network qualities (e.g., strong relational ties) can reduce 

uncertainty and promote the establishment of long-lasting relationships (Park et al., 2017). In the 

presence of relational mechanisms, exchange partners show mutual respect and share information as 

they are bound by a common identity and cooperative adaptation (Zhou & Xu, 2012). However, 

research on the relational view is lacking, despite its usefulness in providing an understanding of 

internationalization (Vahlne & Bhatti, 2019). Therefore, we contend that the adoption of the relational 

view for the PIS of small firms can offer new insights into SMEs’ formation, governance, and evolution 

of domestic networks.  

With regard to SMEs’ PIS, investigating the tenets of the relational view can advance our 

understanding for the nested relationship between knowledge sharing and relational mechanisms 

within domestic networks. SMEs can typically acquire knowledge from multiple classes of networks in 

domestic markets, namely, horizontal partners (firms located in the same industry) and vertical 

partners (firms specialized in particular activities of the supply chain) (Mesquita & Lazzarini, 2008). 

These domestic networks would, therefore, be necessary for PIS by SMEs as internationally 

experienced partners give access to diverse types of knowledge needed to overcome barriers in global 

markets (Eberhard & Craig, 2013; Langseth et al., 2016). However, knowledge sharing or relational 

mechanisms alone do not automatically lead to PIS (Dyer et al., 2018; Mu et al., 2008). Instead, 

knowledge-sharing routines are contingent on the relational mechanisms (as an important aspect of 

effective governance) that exist between partners (Kale et al., 2000). As effective relational 

mechanisms encourage transparency and reciprocity (Poppo et al., 2008), they provide greater 

potential for partners to generate relational rents through knowledge sharing (Dyer & Singh, 1998; 

Wang et al., 2008).   

2.2. Relational mechanisms  

Relational mechanisms refer to partners’ behaviors and interactions during the course of a network 

relationship (Lavie et al., 2012). These mechanisms can enhance the effective governance of networks 

(Kale et al., 2000; McEvily & Marcus, 2005). The most prominent relational mechanisms are mutual 

trust, relational embeddedness, and relational commitment (Lavie et al., 2012).  

Mutual trust concerns the extent to which a firm believes that its exchange partner will behave as 

expected in fulfilling their obligations (Lavie et al., 2012; Zaheer et al., 1998). It signifies that the 

organization trusts its external partners and vice versa (Svensson, 2001); mutual trust among partners 

is shared, rather than being a one-way trust relationship (Chen et al., 2009). Thus, mutual trust 

establishes predictability, facilitates resource exchange, and supports reciprocity (Lavie et al., 2012).  

Relational embeddedness refers to the degree to which exchange partners have a social attachment, 

close ties, and mutual understanding (Bonner & Walker, 2004; Granovetter, 1985). Relational 

embeddedness allows partners to develop and exchange specialized knowledge (Bonner & Walker, 

2004), reduces concerns about loss of proprietary information, and minimizes goal conflicts (Dhanaraj 

et al., 2004).  
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Finally, relational commitment demonstrates partners’ intentions to establish enduring, reciprocal 

obligations in their network relationships (Lavie et al., 2012; Madhok, 1995). The intention to maintain 

an enduring relationship promotes a long-term orientation such that partners forgo short-term 

alternatives in favor of strengthening an ongoing relationship (Gulati et al., 1994). To maintain an 

ongoing relationship, partners make relationship-specific investments to show their commitment to 

their exchange partners (Gulati et al., 1994; Sarkar et al., 2001) and thus improve the effectiveness of 

domestic networks (Dyer & Singh, 1998; Sarkar et al., 2001).   

3. Conceptual framework and hypotheses 

This study examines the effect of relational mechanisms on the PIS of SMEs that are mediated by 

foreign market knowledge (Fig. 1). We aim to enhance the understanding of these mechanisms by 

integrating the moderating effect of domestic environmental hostility.  

 

 

 

 

 

 

 

 

Fig. 1. The conceptual framework of the study. 

3.1. Relational mechanisms and foreign market knowledge 

In international business literature, a large number of studies considered networks as an important 

determinant of SMEs’ internationalization (e.g., Belso-Martínez, 2006). It has been argued that 

networks with international partners provide SMEs access to tacit knowledge (e.g., information about 

country-specific laws and regulations) and explicit knowledge (e.g., knowledge of foreign languages 

and customers’ taste) about the operations and activities of foreign markets (Musteen et al., 2014a). 

However, recent studies have highlighted the specific role of domestic networks in SMEs’ 

internationalization. For example, Montoro-Sanchez et al. (2018) and Torkkeli et al. (2019) found that 

collaboration with domestic partners who have international experience is important in driving firms’ 

understanding of the internationalization process. Indeed, the international experience of domestic 

ties can allow SMEs to identify and efficiently access information on international operations and 

market demands, which underpin their capacity to develop foreign market knowledge (Gil-Barragan 

et al., 2020). Also, these domestic networks are vital to recognizing and exploring potential 

opportunities in the international market (i.e., expanding their international knowledge and 

experience) without allocating significant resources that might stretch SMEs’ capacity to a risky limit 

(Idris & Saridakis, 2018). Furthermore, domestic networks promote firms’ absorptive capacity by 

expanding the technological knowledge coverage in close proximity, eventually enhancing foreign 

market knowledge (Ali et al., 2020).  
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However, SMEs need relational mechanisms to acquire foreign market knowledge from their domestic 

partners because they can prompt mutual understanding and openness (Idris & Saridakis, 2018; Li et 

al., 2010). Although these relational mechanisms are conceptually and empirically related, they may 

have different abilities to influence knowledge sharing (Li et al., 2010). By drawing on the relational 

view, we specify the differential impacts of these relational mechanisms on the acquisition of foreign 

market knowledge.  

3.1.1. Mutual trust and foreign market knowledge 

Mutual trust concerns the belief that the “actions of the exchange partners will be beneficial rather 

than detrimental” (Child, 2001, p. 275). In domestic networks, collective network benefits may be 

sacrificed for individual gains, especially when transparency is lacking (Hoffmann et al., 2010). 

However, proponents of the relational view argue that opportunistic behavior can be avoided in the 

presence of mutual trust because partners will favor long-term partnership interests instead of short-

time individual gains (Gaur et al., 2011; Liu et al., 2018). Thus, mutual trust enables cooperation 

between domestic network partners by creating the norm that the two parties will consider the 

other’s interests (Zhang et al., 2016).  

Mutual trust is important for enhancing knowledge transfer (Inkpen & Tsang, 2005). When parties 

have mutual trust, they share valuable knowledge, because they know that they will not be hurt by 

their partners (Rauniar et al., 2019). Consistent with the relational view (Dyer & Singh, 1998), mutual 

trust fosters knowledge transfer by creating idiosyncratic sharing routines to facilitate the exchange 

of information (Bojica et al., 2017). Therefore, we suggest that mutual trust among domestic network 

partners fosters SMEs’ acquisition of foreign market knowledge. Because SMEs’ managers have 

limited international experience and a limited knowledge base, domestic network partners with 

international experience can provide valuable knowledge about foreign markets (Idris & Saridakis, 

2018). In particular, in collaborative relationships characterized by mutual trust, parties are willing to 

develop joint activities and maintain frequent interactions, thus sharing information and creating 

knowledge about foreign markets (Cesinger et al., 2016). The expectation that partners will not 

behave opportunistically also encourages them to share tacit foreign market knowledge (e.g., 

language, social codes) and obtain information cues that might be difficult to obtain (e.g., customer’s 

preference; Fink & Kraus, 2007). Further, when there is mutual trust, partners are willing to share 

detailed information and complementary knowledge in a timely manner (Yli-Renko et al., 2002). Thus: 

Hypothesis 1: In a domestic network, there is a positive relationship between mutual trust and SMEs’ 

acquisition of knowledge of foreign markets. 

3.1.2. Relational embeddedness and foreign market knowledge 

Relational embeddedness refers to a relational mechanism that consists of direct cohesive ties 

(Rowley et al., 2000). It motivates domestic network partners to exchange complex information more 

freely due to more frequent interaction and emotional closeness (Inkpen & Tsang, 2005). Similarly, 

Levin and Cross (2004) suggested that cohesive interaction facilitates deeper understanding of a 

partner’s operations, which ultimately provides access to knowledge that is well-matched to the needs 

of the receiving party. In the same view, closer and repeated interaction with domestic network 

partners ensures strong ties and enhances small firms’ opportunities for acquiring knowledge 
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(Menzies et al., 2020). Examining the relevance of embeddedness for knowledge transfer among small 

firms, Dhanaraj et al. (2004) suggested that strong relational ties establish a shared communication 

protocol that enhances the transfer of tacit knowledge that is otherwise difficult to acquire.  

Relational embeddedness should therefore help identification and acquisition of foreign market 

knowledge for SMEs. Specifically, foreign market knowledge is beneficial for small firms, but it is costly 

in terms of the time and effort a firm must allocate to acquire it (Stoian et al., 2017). Consistent with 

the relational view, relational ties can help overcome this barrier because strong ties are conducive to 

the sharing of market-specific knowledge (Dyer et al., 2018; Sharma & Blomstermo, 2003). As Ali et al. 

(2020) have suggested, strong ties with domestic partners allow SMEs to ask more questions about 

foreign market conditions, and acquire information about the socioeconomic, cultural, and political 

environments prevalent in foreign countries. In addition, repeated interactions with domestic 

partners help small firms build routines over time that support the acquisition of valuable and fine-

grained knowledge about foreign markets (Puthusserry et al., 2019). Thus: 

Hypothesis 2: In a domestic network, there is a positive relationship between relational 

embeddedness and SMEs’ acquisition of knowledge of foreign markets. 

3.1.3. Relational commitment and foreign market knowledge 

Relational commitment is related to partners’ intentions to attempt to build an exchange relationship 

(Lavie et al., 2012). In successful relationships, coordinated actions based on relational commitment 

should be performed to gain mutual benefits (Lee & Lim, 2003). The confidence that partners will 

comply with the negotiated practices and act in favor of the involved parties can also enhance the 

realization of the full value of domestic network relationships (Yoo et al., 2019). Similarly, relational 

commitment is relevant for knowledge transfer in SMEs. For example, relational commitment involves 

a sense of obligation and encourages partners to communicate and exchange information (Yam & 

Chan, 2015). Furthermore, when partners signal a commitment to long-term relationships and 

indicate a willingness to make an investment (Muthusamy & White, 2005), knowledge transfer would 

be promoted due to reduced self-seeking behavior and greater cooperation (Bianchi & Saleh, 2020).     

We therefore postulate that relational commitment is conducive to SMEs’ attempts to acquire 

knowledge about foreign markets through domestic networks. The relational view suggests that the 

extent of relational commitment influences partners to share knowledge (Dyer et al., 2018). For 

example, in the presence of relational commitment, SMEs can establish procedures and adjustments 

to access knowledge about foreign institutions and managerial practices. Furthermore, relational 

commitment in domestic networks guarantees the development and maintenance of exchange 

relationships, which provide SMEs an opportunity to learn from internationally experienced partners 

(Sambasivan et al., 2013). More importantly, in domestic networks, relational commitment allows 

partners to gain market knowledge about geographically distant markets (Feng et al., 2019; Isidor et 

al., 2015), which is otherwise difficult and costly to replicate using informational market research 

(Sullivan Mort & Weerawardena, 2006). Efforts of committed partners create a social climate to 

transfer information about the preferences of customers in foreign markets (Menzies et al., 2020), 

insight into commercial potential, and proximity to emerging markets through which opportunities 

can be seized (Tolstoy, 2010). Thus: 
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Hypothesis 3: In a domestic network, there is a positive relationship between relational commitment 

and SMEs’ acquisition of knowledge of foreign markets.  

3.2. Foreign market knowledge and PIS 

Although the impact of foreign market knowledge on the internationalization success of small firms 

has been studied (Musteen et al., 2014a; Stoian et al., 2017), our aim is to explicitly investigate the 

role of foreign market knowledge acquired through domestic networks in expediting the achievement 

of internationalization objectives set for the post-entry stage. Moreover, we aim to provide new 

insight into the dynamics of this relationship by investigating the moderating effect of the external 

environment (Ciravegna et al., 2018).   

In general, foreign market knowledge is essential for successful internationalization (Casillas et al., 

2009). In this respect, Liesch and Knight (1999, p. 386) suggested “an SME's readiness for involvement 

in international markets can be interpreted as being a function of its state of informedness on targeted 

foreign market(s)”. However, due to the liabilities of smallness and foreignness, SMEs may not be able 

to accumulate the knowledge necessary for accomplishing their internationalization targets during 

the first phase of foreign market entry by relying solely on in-house resources (Swoboda & Olejnik, 

2016). Therefore, SMEs can leverage their networks and learn from the international experience of 

their network partners to build up necessary market knowledge capabilities (Stoian et al., 2017). In 

this regard, Prashantham and Young (2011) posited that stronger networks would allow INVs to 

assimilate the market and technological knowledge needed for PIS.     

In this study, we extend this line of reasoning by proposing that the foreign market knowledge 

acquired from domestic networks can be specifically vital for SMEs’ PIS. In principle, relational-based 

foreign market knowledge can promote the organizational learning, defined as the ‘process of 

improving actions through better knowledge and understanding’ (Fiol & Lyles, 1985, p. 803), of SMEs 

(Gerschewski et al., 2018). This is particularly true for such firms considering their size-related 

peculiarity (Ciravegna et al., 2014). In other words, it is feasible for SMEs to access and accumulate 

foreign market knowledge from internationally experienced domestic partners (Montoro-Sanchez, 

Diez-Vial, & Belso-Martinez, 2018), where these networks can specifically facilitate SMEs’ continuous 

learning about international markets opportunities, their degree of attractiveness, their local 

competition, and their cultural and institutional environments (Milanov & Fernhaber, 2014; Vissak et 

al., 2020). This knowledge, in turn, is used by SMEs to develop specialized products and services for 

customers and downstream market segments before entering such markets (Gerschewski et al., 

2018), which can, explain the speed of SMEs in achieving their international market objectives (Zahoor 

et al., 2020).  

More specifically, given the high level of empathy and familiarity between firms in the same country 

(Milanov & Fernhaber, 2014; Saadatyar, Al‐Tabbaa, Dagnino, & Vazife, 2020), it is easier for SMEs to 

integrate the diverse and deeply embedded foreign market knowledge from their domestic 

internationally experienced partners (Puthusserry et al., 2020). This knowledge integration/transfer 

increases the absorptive capacity of SMEs to correctly identify and acquire new external information 

and deploy within the firm boundaries (Chetty et al., 2014; Surdu et al., 2018). When absorptive 

capacity is stronger, the chances of achieving PIS will increase because it will be easy for SMEs to 

understand international market preferences and thus identify the subsequent knowledge required 

to accommodate these preferences (Zhang et al., 2014). As noted by Oviatt and McDougall (2005), 
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and Wu and Voss (2015), absorptive capacity allows a small firm to, not only obtain additional 

international market and technological knowledge, but also access new business ideas and 

approaches (Wu & Voss, 2015). In other words, SMEs can achieve PIS due to their ability to outperform 

other firms with limited absorptive capacity (Prashantham & Young, 2011).  

Domestic networks are also characterized by high quality and frequency that foster effective the 

transmission of internationalization experience, much needed for the creation of stronger foreign 

market knowledge base (Pinho & Prange, 2016). In effect, these characteristics help SMEs to timely 

reconfigure their existing knowledge with the newly acquired external knowledge, providing a global 

perspective on international market opportunities and conditions (Rodríguez‐Serrano & Martín‐

Armario, 2019). Indeed, the exploration and reconfiguration of foreign market knowledge renders 

SMEs’ dynamic capabilities to quickly identify market opportunities (i.e., sensing) and retain these 

opportunities (i.e., seizing) (De Silva, Al-Tabbaa, & Khan, 2019; Langseth, O'Dwyer, & Arpa, 2016). With 

these capabilities, SMEs would benefit from early identification and realization of international market 

opportunities conducive to rapid internalization (Khan & Lew, 2018). In this regard, Swoboda & Olejnik 

(2016) argue that foreign knowledge acquired through networks can reveal innovative ideas and 

encourage proactive identification of international opportunities faster than competitors whose 

lacking such advantage. Accordingly, SMEs can exploit business opportunities ahead of their 

competitors by offering tailored products and services, improving segmentation of potential clients, 

and introducing culturally sensitive promotions (Prashantham & Young, 2011) that would speed the 

achievement of post-entry objectives (Gil-Barragan, Belso-Martínez, & Mas-Verdú, 2020). Similarly, 

and from a broader perspective, Milanov and Fernhaber (2014) assert that domestic networks 

represent powerful learning avenues to better appreciate the pitfalls in managing the process of 

internationalization, and thus substitutes for the lack of management team’s international experience 

of the targeted foreign market. Taken together, foreign market knowledge acquired through domestic 

relational mechanisms is conducive to SMEs’ PIS due to efficient and effective exploitation of foreign 

business opportunities. Thus, 

Hypothesis 4: In a domestic network, there is a positive relationship between foreign market 

knowledge and SMEs’ PIS.  

3.3. Domestic environmental hostility as a moderator 

Domestic environmental hostility is defined as unfavorable external conditions in the home market 

(Torkkeli et al., 2012), which can result from an intense rivalry among competitors, changes in demand 

conditions, radical industry changes, or severe regulatory burdens (Zahra & Garvis, 2000). The effect 

of domestic environmental hostility has long been discussed in international business and SME 

literature (Matanda & Freeman, 2009; Westhead et al., 2004), showing that it can drive SMEs to 

consider the global market as a strategy for escaping threats and uncertainties in their home market 

(Bell et al., 2004; Musteen et al., 2014b). We predict that domestic environmental hostility moderates 

the ability of SMEs to exploit foreign market knowledge for PIS.  

Domestic environmental hostility motivates small firms to diversify into international markets. 

However, in a challenging environment small firms are likely to dedicate their limited resources to 

survival rather than internationalization efforts (Ciravegna et al., 2014). In this context, we contend 

that SMEs that have access to relation-driven knowledge of foreign markets are better positioned to 

achieve PIS. The accumulation of foreign market knowledge from network partners allows small firms 

to overcome resource constraints by enabling them to explore foreign business opportunities and 



12 
 

achieve PIS (Musteen et al., 2014a). Under the conditions of domestic environmental hostility, chances 

are greater that there will be divergence between small firm offerings and customer demands in the 

firms’ home markets (Javalgi & Todd, 2011). In this situation, knowledge about foreign markets can 

direct a small firm to international activities due to the availability of information about foreign market 

conditions and customer demand. In a similar vein, Dimitratos et al. (2004) found that domestic 

environmental hostility leads to internationalization of entrepreneurial SMEs because it induces them 

to seek better opportunities abroad. Taken together, we postulate that when SMEs operate in markets 

where domestic environmental hostility is high, they are more ready to exploit foreign market 

knowledge for PIS. Thus:  

Hypothesis 5: The presence of domestic environmental hostility strengthens the positive effect of on 

SMEs’ PIS.  

4. Methodology  

4.1. Empirical setting: SMEs in the UK manufacturing sector 

SMEs are well-recognized in the world for their significant contribution to economic development, job 

creation, and the welfare of economies. In the UK, SMEs (10–250 employees) are undoubtedly a 

central pillar of the economy, as they provide 60% of all private-sector employment in the UK, with an 

annual turnover of £2.0 trillion (or 52% of all private-sector turnover) (Wright, 2018). In the 

manufacturing industry, SMEs account for 70% of business R&D and have the greatest share of 

exports, with 81% selling goods outside the UK (Oxford Economics, 2018).  

Against this background, we selected UK manufacturing SMEs to test our hypotheses for several 

reasons. First, the manufacturing sector is characterized by a long product development cycle, 

increased R&D cost, intense uncertainty, and complicated regulatory procedures (Belso-Martínez, 

2006). Therefore, the desire for PIS adds further complexity for small manufacturing firms. Thus, 

relational mechanisms are relevant for manufacturing SMEs that face competitive and fast-paced 

business cycles. Second, with SMEs accounting for 57% of all UK manufacturing, it is a viable option 

for SMEs to increase their PIS to conquer domestic competition. Third, in this study, we could control 

the effect of exogenous factors by focusing on a single sector and single country.  

4.2. Data collection 

To test the model and the hypotheses, we used survey data. The survey was designed based on a 

thorough review of the literature. The main parts of the questionnaire consisted of 1) background 

information, 2) relational mechanisms, 3) foreign market knowledge, 4) PIS, and 5) domestic 

environmental hostility. All items were measured based on a 7-point Likert scale to provide the 

respondents with a wide range of possible answers. 

Pre-tests were conducted with academics and practitioners to affirm the appropriateness of the 

questionnaire for the study context (Stoian et al., 2017). In the first pre-testing stage, four professors 

provided feedback. In the second pre-testing stage, structured interviews were conducted with 10 

experienced managers and/or executives of SMEs who commented on the clarity of the questionnaire. 

As a result of the feedback, we removed unclear questions to lessen potential perceptual biases. We 

also added two screening questions in the questionnaire: (1) has your firm actively participated in 

alliances that involved the participation of external organizations, such as customers, suppliers, 

competitors, consulting firms, universities? (Yan & Wagner, 2017); and (2) has your firm participated 
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in alliances with internationally experienced organizations located in the domestic markets? (Idris & 

Saridakis, 2018). The two questions aimed to ensure that the participating SMEs have: 1) network 

alliances experience (i.e., screening question 1), and 2) domestic alliance experience (screening 

question 2). 

A random list of companies was derived from a directory of UK-founded firms, made available by the 

Financial Analysis Made Easy (FAME) database. The advantage of using this database is that it allows 

the fields of inquiry for users to access information related to industry, firm size, and key contact 

names. An online survey was designed, which was scripted in Qualtrics and distributed by email 

(Antonetti et al., 2019). Initially, 2000 SMEs covering the OECD (2011) classification of manufacturing 

companies were approached. 

The screening questions were included at the beginning of the survey. Only those participants who 

responded ‘yes’ to both screening questions were allowed to complete the questionnaire. To further 

assure that the participants had sufficient knowledge, we asked them to what degree they were 

knowledgeable to answer the questions (1 = “not at all knowledgeable” and 4 = “extremely 

knowledgeable”). To ensure valid and reliable responses were included, only respondents who were 

very knowledgeable and extremely knowledgeable about network phenomena were considered in the 

analysis (Yan & Wagner, 2017). In addition, we used two attention check questions on the 

questionnaire excluding participants who failed these questions. The Qualtrics restriction was set to 

allow one response per IP address to protect against double-counting of responses (Goodman et al., 

2013). 

Of the 2000 useable SMEs, only 904 qualified to take the survey based on two screening questions. 

However, 457 failed the attention checks, and 49 lacked the acceptable level of knowledge. Thus, we 

collected a total of 394 usable responses out of a total of 398 complete responses, providing a 

response rate of 19.7%. Of the firms that responded, 167 (42%) were high-tech, 123 (31%) were 

medium-tech, and the remainder were low-tech firms (27%). Among the respondent firms, 38% were 

small, and 62% were medium-sized firms. In terms of export experience, 55% of firms had less than 

10 years of experience, and the remainder had 10 or more years of export experience. The informants 

were mostly senior to middle-level managers (89%). Low-level managers made up the remainder 

(11%). Concerning the degree of knowledge, the average score of 3.2 suggests that informants had 

sufficient knowledge about the firm’s operations and network activities.  

4.3. Non-response bias and common method bias 

To assess the non-response bias, we compared early versus late respondents across various firm 

characteristics (Armstrong & Overton, 1977). The first 20% of respondents were considered early 

respondents, and the last 20% of respondents were considered late respondents. Both groups were 

evaluated based on the number of employees, the nature of the industry, and the number of export 

countries. The means and t-tests showed no statistically significant difference between the two groups 

(Wu & Cavusgil, 2006), suggesting that non-response bias is not an issue in this research.  

A survey-based study may face the problem of common method bias (CMB) due to self-reported 

measures from a single informant. Following Podsakoff et al.’s (2003) recommendations, we used 

various procedural remedies to reduce the risk of CMB: (1) maintaining the anonymity and 

confidentiality of the informants throughout the survey process; (2) using different scales and 

changing the Likert-scale anchors; (3) assuring the respondents that there is no right or wrong 
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answers; and (4) provision of the definition of key terms to the respondents. In addition to procedural 

remedies, we used statistical tests to assess whether and to what extent CMB constituted a serious 

issue in the data. First, we restrained all items to load on only one factor in confirmatory factor analysis 

(CFA) as suggested by Chang et al. (2010). Kline (2016) argued that numerous goodness-of-fit indices 

from different families of measures should be employed to access the model fit. Therefore, we 

employed three types of goodness-of-fit indices: parsimonious (i.e., chi-square (χ2) and normed chi-

square (χ2/df)), incremental (i.e., comparative fit index (CFI) and normed fit index (NFI)), and absolute 

(i.e., root mean squared error of approximation (RMSEA)). The fit statistics (χ2 = 2291.47; χ /DF (238) 

= 9.63); CFI (> 0.9) = .66), NFI (> 0.9) = .64); and RMSEA (< 0.08) = .15) did not show a good fit, 

suggesting that a single factor did not account for all the variance in the data. Second, we applied the 

marker variable technique by including a marker variable in the model (Podsakoff et al., 2012). We 

used the respondents’ job position as a marker variable (Gao et al., 2018). The variables were not 

statistically significantly related to the marker variable, and the correlation between the constructs of 

interests remained statistically significant with the introduction of the marker variable as a control. 

Overall, the analyses suggested that CMB was not an issue of concern in this study.  

4.4. Measurements of variables 

The measures were derived from literature, with a few items adapted to the study. The measures for 

the study variables are listed in Appendix B.  

PIS. This variable is defined as the speed at which the firm achieved its targets after entering a specific 

market (Hilmersson et al., 2017; Prashantham et al., 2019). Consistent with previous studies, we 

conceptualized PIS by juxtaposing the time span with the achievement of specific objectives 

(Hilmersson et al., 2017; Li et al., 2015). On the questionnaire, using four items, respondents were 

asked to evaluate the firm’s achievement of stated objectives during the first two years of entry in a 

specific foreign market (Khalid & Bhatti, 2015; Li et al., 2015).  

Relational mechanisms. This variable was based on three mechanisms, mutual trust, relational 

embeddedness, and relational commitment (Lavie et al., 2012), in the domestic networks. Mutual 

trust was measured using five items adapted from Lavie et al. Relational embeddedness was measured 

using three items adapted from Lavie et al. Relational commitment was measured using three items 

adapted from Lavie et al.  

Foreign market knowledge. Foreign market knowledge was conceptualized as the level of 

international market knowledge (e.g., knowledge about foreign language, norms, laws, and so on) 

(Musteen et al., 2014a). To capture the extent of foreign market knowledge, we focused on the 

relationships between the SMEs and their key alliance partners (including suppliers, customers, 

competitors, distributors, and investors) in the domestic markets. Building on Bruneel et al. (2010) 

and Stoian et al. (2017), we asked each firm to evaluate the level of its foreign market knowledge 

acquired through domestic alliance partners (Li, Wei, et al., 2010; Stoian et al., 2017). To measure 

foreign market knowledge, five items were developed based on Stoian et al. (2017) and Zhou (2007). 

Domestic environmental hostility. It was conceptualized as unfavorable domestic external conditions 

due to varying market, demographic, and institutional factors (Zahra & Garvis, 2000). The respondents 

were asked to assess the extent to which the domestic industry environment in which the firms 

operated was characterized by unfavorable conditions (Musteen et al., 2014b). Domestic 

environmental hostility was measured using four items adopted from Torkkeli et al. (2012).  
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Control variables. The study employed several controls to make sure that the model represented only 

the hypothesized relationships. First, we controlled for the effect of firm size. Firm size was measured 

as the total number of employees. Second, we controlled for the effect of export experience that could 

affect the PIS. The effect was operationalized as the number of years the firms had spent in the 

international market. Third, we used the industry type as a control variable. Previous studies showed 

that the type of industry a firm belongs to affects the internationalization speed, as some industries 

opt for fast internationalization to many countries, while others move more incrementally (Lindstrand 

& Hånell, 2017). Thus, industry type could affect the model. We divided the sample into a high-, 

medium-, and low-technology industry sectors. 

5. Results 

We assessed the hypothesized model using structural equation model (SEM) in AMOS 26.0. SEM is a 

powerful analytical technique that bridges theoretical and empirical knowledge for a better 

understanding of the reality (Kline, 2016), and has been widely used (Lindstrand & Hånell, 2017). In 

particular, SEM was a suitable analytical technique for this study as a series of separate, yet 

interrelated, dependence relationships were estimated simultaneously. The data analysis consisted of 

two parts. First, the measurement model was assessed to examine the construct validity of the study 

scales. Second, the hypothesized structural model was examined.  

5.1. Measurement model 

CFA of the six underlying latent constructs produced adequate fit (χ2 = 483.434; χ2/DF (< 3) = 2.17; p < 

0.001, CFI (> 0.9) = 0.96, NFI (> 0.9) = 0.92, and RMSEA (< 0.08) = 0.05) for the full measurement model. 

Following Kline’s (2016) steps, we referred to standardized residual covariance and modification 

indices to improve the model fit. Covariance was added between the error terms of 3a and 3c, 

between 4a and 4b, between 4c and 4d, and between 5c and 5d (see Appendix B). These minor steps 

were reasonable approaches to improve model fit given that the items are all indicators of the same 

latent construct (Bollen & Lennox, 1991; Byrne, 2010; Kline, 2016). In addition, modification indices 

suggested loading item 1e onto other latent constructs; therefore, we deleted this item. The revised 

model showed a statistically significantly improved fit (χ2 = 201.13; χ2/DF (<3) = 1.13; p > .11, CFI (> 

0.9) = 0.99, NFI (> 0.9) = 0.97, and RMSEA (< 0.08) = 0.02).  

Next, we evaluated the reliability and validity of the measurement scales through three different tests. 

First, item reliability examines the factor loadings for reflective constructs. By convention, the factor 

loadings should be greater than 0.70 (Hair et al., 2010), which was the case for the items in our study 

(except for item 1e of mutual trust, which was removed). Second, convergent validity was analyzed to 

determine internal consistency through Cronbach’s alpha (CA) and composite reliability (CR); both 

statistics must be greater than 0.70. The average variance extracted (AVE) was also analyzed; a value 

is greater than 0.50 is recommended (Kline, 2016). Convergent validity was confirmed in our study as 

all parameters were above the cut-off points (Appendix B). Third, discriminant validity was evaluated 

by comparing the square root of AVE between two constructs with their correlation (Fornell & Larcker, 

1981). Table 1 shows that the square root of AVE for each pair of constructs is greater than the 

correlation between the constructs, indicating satisfactory discriminant validity. Finally, variance 

inflation factors (VIF) were calculated to assess multicollinearity. The VIF ranged from 1.49 to 2.21, 

which is well below the common threshold of 10 (Hair et al., 2010) and a more rigid threshold value 
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of 5 (Kock & Lynn, 2012). Thus, multicollinearity among the variables was not a serious threat in this 

study. 

Table 1 

Mean, standard deviations, and correlations of all the constructs. 

 
M SD 1 2 3 4 5 6 

(1) Mutual trust 5.43 1.15 0.83      
(2) Relational embeddedness 5.45 1.15 0.72 0.83     
(3) Relational commitment 5.37 1.12 0.78 0.67 0.79    
(4) Foreign market knowledge 4.91 1.20 0.51 0.49 0.57 0.79   
(5) Post-entry internationalization speed 5.12 1.07 0.57 0.54 0.57 0.75 0.81 

 

(6) Domestic environmental hostility 4.36 1.19 0.32 0.27 0.37 0.67 0.43 0.81 

Notes: M = mean; SD = standard deviation. 

Diagonal bold values are the square root of AVE.  

 

Structural model and hypotheses testing 

We assessed the model fit of the structural model in AMOS 26.0 before we tested the study 

hypotheses. Following Williams et al. (2009), we allowed the control variables to covary with the 

relational mechanisms. Further, we included direct paths from the control variables to foreign market 

knowledge and PIS. We ran the structural model, and goodness-of-fit indices showed a good fit (i.e., 

χ2 = 201.13, χ2/DF (178) = 1.13; p > 0.1, CFI (> 0.9) = 0.99, NFI (> 0.9) = 0.96 and RMSEA (< 0.08) = 0.02).  

Fig. 2 presents the structural estimates of the model including the controls. Of the three postulated 

constructs related to relational mechanisms, a statistically significant positive effect on foreign market 

knowledge was seen for each of the mechanisms: mutual trust (β = 0.31, p < 0.01), relational 

embeddedness (β = 0.16, p < 0.05), and relational commitment (β = 0.26, p < 0.01); H1, H2, and H3 

were supported, respectively. Hypothesis 4, which predicted a positive relationship between foreign 

market knowledge and internationalization speed, was also supported (β = 0.78, p < 0.001).  

 

 
 
 
  
 
 
 
 
 
 
 
 
 
 
 
Notes: Level of significance +p < 0.10, *p < .05, **p < .01, ***p < .001  
a Only firm size was statistically significantly related to foreign market knowledge. 
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Fig. 2. Structural model results. 

 

5.2. The mediating role of foreign market knowledge 

To avoid limitations associated with traditional approaches for assessing the mediation effect 

(Preacher & Hayes, 2008), we used an ordinary least square regression approach to path analysis 

(Hayes, 2013). Using PROCESS macro Model 4, we generated 95% bias-corrected confidence intervals 

for the indirect effect based on 5000 bootstrap resamples (Hayes, 2013). Table 2 presents the indirect 

effects for the dependent variables with a bootstrap lower-level limit confidence interval (BLLCI) and 

a bootstrap upper-level limit confidence interval (BULCI). As the intervals for the mediating effect 

contain no zeros, the statistically significant indirect effect confirmed that foreign market knowledge 

mediates the impact of relational mechanisms on PIS. 

Table 2 

Mediating effects using PROCESS. 

 Indirect effect BLLCI BULCI 

Mutual trust  Foreign market knowledge  PIS 0.28 0.21 0.35 

Relational embeddedness  Foreign market knowledge  PIS 0.24 0.17 0.32 

Relational commitment  Foreign market knowledge  PIS 0.29 0.22 0.37 

Note: BLLCI (bootstrap lower-level limit confidence interval); BULCI (bootstrap upper-level limit confidence interval) 

To assess the mediation effect more rigorously, Sobel, Aroian, and Goodman tests, which are designed 

to determine whether the impact of the mediating variable on the relationship between independent 

and dependent variables is statistically significant (Newbert, 2008), were conducted. The results 

highlighted in Table 3 show that the Sobel, Aroian, and Goodman test statistics were statistically 

significant, thus providing support that the mediating effect of foreign market knowledge is 

statistically significant.  

Table 3 

Mediating effects using Sobel, Aroian, and Goodman tests. 

Mediated relationship Sobel Aroian Goodman 

Mutual trust  PIS 2.89** 2.88** 2.89** 

Relational embeddedness  PIS 2.55** 2.55** 2.56** 

Relational commitment  PIS 3.21** 3.21** 3.22** 

Notes: Level of significance: **p < .01. 

 

5.3. The moderating role of domestic environmental hostility  

Hypothesis 5 predicted that domestic environmental hostility moderates the relationship between 

foreign market knowledge and PIS such that the positive relationship is pronounced when the level of 

domestic environmental hostility is high. To test this hypothesis, we used the multi-group structural 

equation modeling method commonly used in international business studies (Navarro-García et al., 

2016; Ngo et al., 2016). The average score of the four measurement items of domestic environmental 
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hostility was used to develop the taxonomy. Two groups were identified: 232 for the low-hostility 

group and 162 for the high-hostility group. The multigroup analysis suggested a difference in the path 

coefficients for each group coefficient (low group: β = 0.68, p < 0.001; high group: β = 0.83, p < 0.001); 

thus, Hypothesis 5 was supported. To illustrate the analytical results, we plotted the interaction in Fig. 

3.  

 

Fig. 3. Moderating effect of domestic environmental hostility. 

 

As a robustness test, we tested the mediation model through the test of the statistical significance of 

an indirect effect and associated confidence intervals using PROCESS macro (Hayes, 2013). The results 

showed a significant moderating effect of domestic environmental hostility (β = 0.06, p < 0.05). In 

addition, the conditional indirect effect of mutual trust on PIS was 0.25 when the level of domestic 

environmental hostility was low (p < .001, 95% bootstrapped CI = [0.17, 0.34]), and the indirect effect 

was 0.34 when the level of domestic environmental hostility was high (p < .001; 95% bootstrapped CI 

= [0.26, 0.44]). The conditional indirect effect of relational embeddedness on PIS was 0.09 when the 

level of domestic environmental hostility was low (p < .001, 95% bootstrapped CI = [0.08, 0.11]), and 

was 0.13 when the level of domestic environmental hostility was high (p < .001; 95% bootstrapped CI 

= [0.11, 0.15]). The conditional indirect effect of relational commitment on PIS was 0.10 when the 

level of domestic environmental hostility was low (p < .001, 95% bootstrapped CI = [0.08, 0.11]), and 

the indirect effect was 0.13 when the level of domestic environmental hostility was high (p < .001; 

95% bootstrapped CI = [0.10, 0.16]). Overall, the results provided support for the moderated 

mediation effect. 

6. Discussion and conclusion  

Although much of the literature on SME internationalization has examined speed of entry, the focus 

on post-entry speed has been scant. It has been noted that network relationships can play an 

important role in shaping the PIS of small firms (Khalid & Bhatti, 2015; Khan & Lew, 2018). However, 

recent arguments suggest that network effects might not be uniform across markets (Puthusserry et 

al., 2020). Thus, in this study, we investigated potential mechanisms that can influence SMEs’ PIS by 

acting on SMEs’ domestic networks. Specifically, drawing on the relational view, we examined the 

effect of relational mechanisms within domestic networks as well as the effect of foreign market 

knowledge on PIS under the conditions of domestic environmental hostility. We found that foreign 
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market knowledge acquired locally mediates the link between relational mechanisms and PIS. In 

addition, the results showed that domestic environmental hostility moderates the relationship 

between foreign market knowledge and the PIS of SMEs.  

Our study provides three main contributions. First, we provided empirical evidence for the 

antecedents of PIS, which is still lacking (Zahoor et al., 2020). Specifically, by examining foreign market 

knowledge acquisition from relational mechanisms, we captured the intricate effects of relational 

mechanisms within domestic networks on SMEs’ PIS. To this end, our results suggest that domestic 

networks can be an important resource for SMEs when international experience of domestic partners 

is taken into consideration. Domestic networks are typically an efficient alternative to international 

networks in that they provide more frequent and reliable information to SMEs in their decision to PIS. 

As noted by Milanov and Fernhaber (2014, p. 388), “learning from domestic partners is more current 

than the experiences of managers, which might be more generic or diverse in nature”. Moreover, 

domestic networks enable SMEs to overcome a lack of international reputation by providing 

information that is important for learning and succeeding in international markets (Ciravegna, Lopez 

& Kundu, 2014; Zahoor et al., 2020).  

Our findings further reveal that relational mechanisms are vital for SMEs’ foreign market knowledge 

acquisition through internationally experienced domestic partners. Over time, foreign market 

knowledge allows SMEs to achieve PIS by overcoming the uncertainty associated with foreign markets 

and the liability of newness (Prashantham & Young, 2011). These insights broadly enrich the relational 

view by revealing the mediating role of foreign market knowledge in the relationship between 

relational mechanisms and PIS (Dyer & Singh, 1998; Prashantham & Young, 2011). Proponents of the 

relational view state that effective relational governance promotes knowledge sharing to create value 

for a firm (Dyer et al., 2018). However, empirical evidence for this with regard to PIS remains limited, 

which, in turn, highlights the contribution of this study.   

Second, this study provides nuanced understanding of foreign market knowledge as a predictor of PIS 

by exploring when it is more effective. Although researchers have examined the role of domestic 

environmental hostility for internationalization speed (Musteen et al., 2014b), this study offers a 

contingency perspective that shows that domestic environmental hostility is a crucial boundary 

condition for the effectiveness of foreign market knowledge in enabling SMEs’ PIS efforts. In particular, 

we show that high levels of domestic environmental hostility strengthen the effect of foreign market 

knowledge on SMEs’ PIS. For example, high levels of domestic environmental hostility might not drive 

PIS if SMEs possess low levels of foreign market knowledge acquisition. With this finding, we extend 

the international business literature by shedding light on a contingency model to give clarification on 

foreign market knowledge-PIS relationship.  

Third, we used a unique data set from the UK to show how traditional SMEs, which are important 

contributors to UK economic growth, can achieve PIS. This is an important addition because much of 

the literature on PIS focuses on INVs operating in emerging markets (Belhoste et al., 2019; Sadeghi et 

al., 2018). Although these studies suggested that PIS can be driven by networks, the mere transfer of 

these research findings from INVs to traditional SMEs is questionable given the sensitivity of SMEs to 

the external environment (Kiss et al., 2012). In contrast to traditional SMEs, INVs are concerned about 

value and maximizing profit rather than minimizing their exposure to risks (Dominguez & Mayrhofer, 

2017). Therefore, INVs are scarcely affected by the negative impacts of international market 

uncertainty and do not hesitate to target distant countries rapidly. However, SMEs can achieve PIS 
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and catch up with INVs only through the strategic focus chosen by these firms (Kalinic & Forza, 2012). 

Thus, this study examined how and when relational mechanisms serve as an enabler of PIS from the 

perspective of SMEs in a developed country.   

6.1. Managerial relevance 

In addition to theoretical implications, this study offers important practical implications. First, SMEs 

must cultivate the capacity to develop and manage networks with external partners. This entails the 

implementation of measures to strengthen mutual trust, relational embeddedness, and mutual 

commitment. For example, SMEs can invest resources to smooth communication and coordination, 

promoting the relational skills of company executives and encouraging an internal mechanism to 

disseminate the partner information to all departments. In doing this, the structure of SMEs should 

be oriented toward increasing awareness of their network partners and strengthening the 

interrelationship of network partners by implementing communication technologies (e.g., a joint 

database, intranet, and communication tools) and creating a dedicated network function (i.e., a 

function intended to strategically coordinate network activities). Although this can be challenging for 

SMEs given their resource constraints, the firms’ small size and flexibility can be advantageous for 

implementing a simpler infrastructure to manage networks.  

Second, implications for managers involve the awareness that foreign market knowledge is needed 

for PIS. Due to a lack of international experience, decision-makers often undervalue the difference 

between domestic and foreign market settings. Consequently, this study showed that connectedness 

in domestic networks and their exploitation using relational mechanism are instrumental factors for 

SMEs to acquire foreign market knowledge. This will then lead to increasing the PIS of SMEs.  

Third, for policymakers, there is a need to design different catalysts for the internationalization of 

SMEs. Current policy prescriptions focus on access to finance and the creation of patents and technical 

skills as resources for PIS (Williams et al., 2014). Moving beyond existing studies, the results of this 

study suggest that policymakers need to build a range of policies and programs to enable the PIS of 

SMEs in light of nurturing networks. Particularly, policymakers need to design policies and programs 

that foster the formation and management of networks for SMEs.  

6.2. Limitations and suggestions for future research 

While the contributions of this study provide avenues for future research, they are also tempered by 

limitations. The first limitation stems from the limited scope of the study sample of only UK SMEs, and 

SMEs and large firms have different characteristics and behaviors (Zahoor & Al-Tabbaa, 2020). SMEs 

are advantageous because they are flexible and can adapt to dynamic market conditions. In contrast, 

large firms have an advantage over SMEs due to their asset ownership. This difference calls for studies 

to examine our theoretical model in a sample that includes SMEs and large firms. Such studies would 

contribute to more robust theorizing on the role of relational mechanisms and foreign market 

knowledge for PIS. The second limitation is that this study concentrated on relational mechanisms as 

antecedents of foreign market knowledge and PIS. Other potential antecedents should be considered 

in future studies. For instance, one view posits that some firms are better at exploiting the domestic 

networks and obtaining resources due to their capabilities to manage external relationships (Kauppila, 

2015). Future studies, therefore, could investigate the role of capabilities to manage domestic 

networks for foreign market knowledge acquisition and PIS. The third limitation originates due to our 

focus only on domestic networks without considering the characteristics of such relationships, where 

recent research has highlighted the effect of domestic network configuration on the internalization of 
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SMEs (Montoro-Sanchez et al., 2018). Future studies, therefore, can pay attention to the complexity 

of domestic networks, such as network size or density of network ties, and other contextual 

contingencies (e.g., the existence of institutional voids (Kim and Song, 2017) in order to better 

understand the performance of SMEs during the early stage of their internationalization. The fourth 

limitation concerns the cross-sectional nature of the study, which restricts the ability to make causal 

inferences. Although the ordering of variables in the conceptual framework is anchored by the 

relational view (e.g., relational mechanisms lead to foreign market knowledge with PIS), certain links 

can be reciprocal (e.g., foreign market knowledge and PIS). However, longitudinal research requires 

the willingness of executives to participate in study. During interviews in the pilot study, executives 

showed concern about participating in the study on multiple occasions. Future studies can make 

efforts to conduct a longitudinal assessment of the study’s phenomena.  

 

 

 



22 
 

References 
Acedo, F. J., & Jones, M. V. (2007). Speed of internationalization and entrepreneurial cognition: 

Insights and a comparison between international new ventures, exporters and domestic 
firms. Journal of World Business, 42(3), 236-
252.http://dx.doi.org/10.1016/j.jwb.2007.04.012 

Agostini, L., & Nosella, A. (2019). Inter-organizational relationships involving SMEs: A bibliographic 
investigation into the state of the art. Long Range Planning, 52(1), 1-31. 
https://doi.org/10.1016/j.lrp.2017.12.003 

Ali, I., Ali, M., Salam, M. A., Bhatti, Z. A., Arain, G. A., & Burhan, M. (2020). How international SME's 
vicarious learning may improve their performance? The role of absorptive capacity, strength 
of ties with local SMEs, and their prior success experiences. Industrial Marketing 
Management, 88, 87-100. 

Antonetti, P., Manika, D., & Katsikeas, C. (2019). Why consumer animosity reduces product quality 
perceptions: The role of extreme emotions in international crises. International Business 
Review, 28(4), 739-753.  

Armstrong, J. S., & Overton, T. S. (1977). Estimating Nonresponse Bias in Mail Surveys. Journal of 
Marketing Research, 14(3), 396-402. 10.2307/3150783 

Autio, E. (2017). Strategic Entrepreneurial Internationalization: A Normative Framework. Strategic 
Entrepreneurship Journal, 11(3), 211-227. 10.1002/sej.1261 

Belhoste, N., Bocquet, R., Favre-Bonté, V., & Bally, F. (2019). How do SMEs use support services 
during their internationalisation process: A comparative study of French traditional SMEs 
and INVs in Asia. International Small Business Journal, 37(8), 804-830.  

Bell, J., Crick, D., & Young, S. (2004). Small firm internationalization and business strategy: an 
exploratory study of ‘knowledge-intensive’and ‘traditional’manufacturing firms in the UK. 
International Small Business Journal, 22(1), 23-56.  

Belso-Martínez, J. A. (2006). Why are some Spanish manufacturing firms internationalizing rapidly? 
The role of business and institutional international networks. Entrepreneurship and Regional 
Development, 18(3), 207-226. 

Bianchi, Constanza, and Md Abu Saleh. "Investigating SME importer–foreign supplier relationship 
trust and commitment." Journal of Business Research (2020). 

Bojica, A. M., del Mar Fuentes‐Fuentes, M., & Fernández Pérez, V. (2017). Corporate 
entrepreneurship and codification of the knowledge acquired from strategic partners in 
SMEs. Journal of Small Business Management, 55, 205-230.  

Bollen, K., & Lennox, R. (1991). Conventional wisdom on measurement: A structural equation 
perspective. Psychological Bulletin, 110(2), 305.  

Bonner, J. M., & Walker Jr, O. C. (2004). Selecting Influential Business-to-Business Customers in New 
Product Development: Relational Embeddedness and Knowledge Heterogeneity 
Considerations. Journal of Product Innovation Management, 21(3), 155-169.  

Bruneel, J., Yli-Renko, H., & Clarysse, B. (2010). Learning from experience and learning from others: 
how congenital and interorganizational learning substitute for experiential learning in young 
firm internationalization. Strategic Entrepreneurship Journal, 4(2), 164-182.  

Byrne, B. (2010). Structural Equation Modeling with AMOS: Basic Concepts, Applications, and 
Programming (2nd ed.). New York, USA: Routledge. 

Calabrò, A., & Mussolino, D. (2013). How do boards of directors contribute to family SME export 
intensity? The role of formal and informal governance mechanisms. Journal of Management 
& Governance, 17(2), 363-403. 10.1007/s10997-011-9180-7 

Casillas, J. C., & Acedo, F. J. (2013). Speed in the Internationalization Process of the Firm. 
International Journal of Management Reviews, 15(1), 15-29. 10.1111/j.1468-
2370.2012.00331.x 

http://dx.doi.org/10.1016/j.jwb.2007.04.012
https://doi.org/10.1016/j.lrp.2017.12.003


23 
 

Casillas, J. C., Barbero, J. L., & Sapienza, H. J. (2015). Knowledge acquisition, learning, and the initial 
pace of internationalization. International Business Review, 24(1), 102-114. 
https://doi.org/10.1016/j.ibusrev.2014.06.005 

Casillas, J. C., & Moreno-Menéndez, A. M. (2014). Speed of the internationalization process: The role 
of diversity and depth in experiential learning. Journal of International Business Studies, 
45(1), 85-101. 10.1057/jibs.2013.29 

Casillas, J. C., Moreno, A. M., Acedo, F. J., Gallego, M. A., & Ramos, E. (2009). An integrative model of 
the role of knowledge in the internationalization process. Journal of World Business, 44(3), 
311-322. https://doi.org/10.1016/j.jwb.2008.08.001 

Cavusgil, S. T., & Knight, G. (2015). The born global firm: An entrepreneurial and capabilities 
perspective on early and rapid internationalization. Journal of International Business Studies, 
46(1), 3-16. 10.1057/jibs.2014.62 

Cesinger, B., Hughes, M., Mensching, H., Bouncken, R., Fredrich, V., & Kraus, S. (2016). A 
socioemotional wealth perspective on how collaboration intensity, trust, and international 
market knowledge affect family firms’ multinationality. Journal of World Business, 51(4), 
586-599. http://dx.doi.org/10.1016/j.jwb.2016.02.004 

Chang, S. J., Van Witteloostuijn, A., & Eden, L. (2010). From the editors: Common method variance in 
international business research. Journal of International Business Studies, 41(2), 178-184.  

Chen, J., Zhang, C., & Xu, Y. (2009). The Role of Mutual Trust in Building Members' Loyalty to a C2C 
Platform Provider. International Journal of Electronic Commerce, 14(1), 147-171. 
10.2753/JEC1086-4415140105 

Chetty, S., Johanson, M., & Martín Martín, O. (2014). Speed of internationalization: 
Conceptualization, measurement and validation. Journal of World Business, 49(4), 633-650. 
http://dx.doi.org/10.1016/j.jwb.2013.12.014 

Child, J. (2001). Trust—the fundamental bond in global collaboration. Organizational Dynamics, 
29(4), 274-288. https://doi.org/10.1016/S0090-2616(01)00033-X 

Ciravegna, L., Kuivalainen, O., Kundu, S. K., & Lopez, L. E. (2018). The antecedents of early 
internationalization: A configurational perspective. International Business Review, 27(6), 
1200-1212. https://doi.org/10.1016/j.ibusrev.2018.05.002 

Ciravegna, L., Lopez, L., & Kundu, S. (2014). Country of origin and network effects on 
internationalization: A comparative study of SMEs from an emerging and developed 
economy. Journal of Business Research, 67(5), 916-923. 

Ciravegna, L., Majano, S. B., & Zhan, G. (2014). The inception of internationalization of small and 
medium enterprises: The role of activeness and networks. Journal of Business Research, 
67(6), 1081-1089. 10.1016/j.jbusres.2013.06.002 

De Silva, M., Al-Tabbaa, O., & Khan, Z. (2019). Business model innovation by international social 
purpose organizations: The role of dynamic capabilities. Journal of Business Research, 
forthcoming 

Dhanaraj, C., Lyles, M. A., Steensma, H. K., & Tihanyi, L. (2004). Managing tacit and explicit 
knowledge transfer in IJVs: the role of relational embeddedness and the impact on 
performance. Journal of International Business Studies, 35(5), 428-442.  

Dimitratos, P., Lioukas, S., & Carter, S. (2004). The relationship between entrepreneurship and 
international performance: the importance of domestic environment. International Business 
Review, 13(1), 19-41. https://doi.org/10.1016/j.ibusrev.2003.08.001 

Dominguez, N., & Mayrhofer, U. (2017). Internationalization stages of traditional SMEs: Increasing, 
decreasing and re-increasing commitment to foreign markets. International Business Review, 
26(6), 1051-1063. https://doi.org/10.1016/j.ibusrev.2017.03.010 

Dyer, J. H., & Hatch, N. W. (2006). Relation-Specific Capabilities and Barriers to Knowledge Transfers: 
Creating Advantage through Network Relationships. Strategic Management Journal, 27(8), 
701-719. 10.1002/smj.543 

https://doi.org/10.1016/j.ibusrev.2014.06.005
https://doi.org/10.1016/j.jwb.2008.08.001
http://dx.doi.org/10.1016/j.jwb.2016.02.004
http://dx.doi.org/10.1016/j.jwb.2013.12.014
https://doi.org/10.1016/S0090-2616(01)00033-X
https://doi.org/10.1016/j.ibusrev.2018.05.002
https://doi.org/10.1016/j.ibusrev.2003.08.001
https://doi.org/10.1016/j.ibusrev.2017.03.010


24 
 

Dyer, J. H., & Singh, H. (1998). The relational view: Cooperative strategy and sources of 
interorganizational competitive advantage. Academy of management review, 23(4), 660-
679.  

Dyer, J. H., Singh, H., & Hesterly, W. S. (2018). The relational view revisited: A dynamic perspective 
on value creation and value capture. Strategic Management Journal 39(12), 3140-3162.  

Eberhard, M., & Craig, J. (2013). The evolving role of organisational and personal networks in 
international market venturing. Journal of World Business, 48(3), 385-397. 
http://dx.doi.org/10.1016/j.jwb.2012.07.022 

Oxford Economics. (2018). The True Impact of UK Manufacturing. The Manufacturing Technologies 
Association. 
https://www.mta.org.uk/system/files/resource/downloads/20180405%20MTA%20report%2
0-%20final%20v2.pdf 

Eisenhardt, K. M., & Schoonhoven, C. B. (1996). Resource-based View of Strategic Alliance 
Formation: Strategic and Social Effects in Entrepreneurial Firms. Organization Science, 7(2), 
136-150. 10.1287/orsc.7.2.136 

Eva, J. B. J. (2014). Internationalisation patterns of border firms: speed and embeddedness 
perspectives. International Marketing Review, 31(4), 438-458. 10.1108/IMR-09-2012-0147 

Feng, Y., Teng, D., & Hao, B. (2019). Joint actions with large partners and small-firm ambidexterity in 
asymmetric alliances: The mediating role of relational identification. International Small 
Business Journal, 37(7), 689-712. 

Ferraris, A., Santoro, G., & Scuotto, V. (2018). Dual relational embeddedness and knowledge transfer 
in European multinational corporations and subsidiaries. Journal of Knowledge 
Management, xx(xx), xxx-xxx.  

Fink, M., & Kraus, S. (2007). Mutual trust as a key to internationalization of SMEs. Management 
Research News, 30(9), 674-688.  

Fiol, C., & Lyles, M. (1985). Organizational learning. Academy of Management Review, 10(4), 803–
813. 

Fornell, C., & Larcker, D. F. (1981). Structural Equation Models with Unobservable Variables and 
Measurement Error: Algebra and Statistics. Journal of Marketing Research, 18(3), 382-388. 
10.2307/3150980 

Forsgren, M. (2016). A note on the revisited Uppsala internationalization process model – the 
implications of business networks and entrepreneurship. Journal of International Business 
Studies, 47(9), 1135-1144. http://doi.org/10.1057/s41267-016-0014-3 

Freeman, S., Edwards, R., & Schroder, B. (2006). How smaller born-global firms use networks and 
alliances to overcome constraints to rapid internationalization. Journal of International 
Marketing, 14(3), 33-63.  

Gabrielsson, P., & Gabrielsson, M. (2013). A dynamic model of growth phases and survival in 
international business-to-business new ventures: The moderating effect of decision-making 
logic. Industrial Marketing Management, 42(8), 1357-
1373.https://doi.org/10.1016/j.indmarman.2013.07.011 

Galkina, T., & Chetty, S. (2015). Effectuation and Networking of Internationalizing SMEs. 
Management International Review, 55(5), 647-676. 10.1007/s11575-015-0251-x 

Gao, Y., Yang, Z., Huang, K.-F., Gao, S., & Yang, W. (2018). Addressing the cross-boundary missing link 
between corporate political activities and firm competencies: The mediating role of 
institutional capital. International Business Review, 27(1), 259-268.  

Gaur, A. S., Mukherjee, D., Gaur, S. S., & Schmid, F. (2011). Environmental and Firm Level Influences 
on Inter‐Organizational Trust and SME Performance. Journal of Management Studies, 48(8), 
1752-1781.  

Gil-Barragan, J.M., Belso-Martínez, J.A. and Mas-Verdú, F. (2020). When do domestic networks cause 
accelerated internationalization under different decision-making logic? Evidence from weak 
institutional environment. European Business Review, 32(2),  227-256. 

http://dx.doi.org/10.1016/j.jwb.2012.07.022
https://www.mta.org.uk/system/files/resource/downloads/20180405%20MTA%20report%20-%20final%20v2.pdf
https://www.mta.org.uk/system/files/resource/downloads/20180405%20MTA%20report%20-%20final%20v2.pdf
https://doi.org/10.1016/j.indmarman.2013.07.011


25 
 

Goodman, J. K., Cryder, C. E., & Cheema, A. (2013). Data collection in a flat world: The strengths and 
weaknesses of Mechanical Turk samples. Journal of Behavioral Decision Making, 26(3), 213-
224.  

Granovetter, M. (1985). Economic Action and Social Structure: The Problem of Embeddedness. 
American Journal of Sociology, 91(3), 481-510.  

Grant, R. M. (1996). Prospering in dynamically-competitive environments: Organizational capability 
as knowledge integration. Organization Science, 7(4), 375-387.  

Gulati, R., Khanna, T., & Nohria, N. (1994). Unilateral commitments and the importance of process in 
alliances. MIT Sloan Management Review, 35(3), 61-69.  

Gulati, R. (1998). Alliances and networks. Strategic management journal, 19(4), 293-317. 
Hair, J. F., Black, W. C., Babin, B. J., & Anderson, R. E. (2010). Multivariate data analysis (7th ed.). 

Upper Saddle River, NJ: Pearson Prentice Hall. 

Hayes, A. F. (2013). Introduction to mediation, moderation, and conditional process analysis: A 
regression-based approach. New York, NY: Guilford Press. 

Higón, D. A. (2012). The impact of ICT on innovation activities: Evidence for UK SMEs. International 
Small Business Journal, 30(6), 684-699.  

Hilmersson, M., & Johanson, M. (2016). Speed of SME internationalization and performance. 
Management International Review, 56(1), 67-94.  

Hilmersson, M., Johanson, M., Lundberg, H., & Papaioannou, S. (2017). Time, temporality, and 
internationalization: The relationship among point in time of, time to, and speed of 
international expansion. Journal of International Marketing, 25(1), 22-45.  

Hoffmann, W. H., Neumann, K., & Speckbacher, G. (2010). The effect of interorganizational trust on 
make‐or‐cooperate decisions: Disentangling opportunism‐dependent and opportunism‐
independent effects of trust. European Management Review, 7(2), 101-115.  

Hsieh, L., Child, J., Narooz, R., Elbanna, S., Karmowska, J., Marinova, S., . . . Zhang, Y. (2019). A 
multidimensional perspective of SME internationalization speed: The influence of 
entrepreneurial characteristics. International Business Review, 28(2), 268-283. 
https://doi.org/10.1016/j.ibusrev.2018.09.004 

Ibeh, K., Jones, M. V., & Kuivalainen, O. (2018). Consolidating and advancing knowledge on the post-
entry performance of international new ventures. International Small Business Journal, 
36(7), 741-757. 10.1177/0266242618793926 

Idris, B., & Saridakis, G. (2018). Local formal interpersonal networks and SMEs internationalisation: 
Empirical evidence from the UK. International Business Review, 27(3), 610-624. 

Inkpen, A. C., & Tsang, E. W. K. (2005). Social Capital, Networks, and Knowledge Transfer. The 
Academy of Management Review, 30(1), 146-165. 10.2307/20159100 

Isidor, R., Schwens, C., Hornung, F., & Kabst, R. (2015). The impact of structural and attitudinal 
antecedents on the instability of international joint ventures: The mediating role of 
asymmetrical changes in commitment. International Business Review, 24(2), 298-310. 
https://doi.org/10.1016/j.ibusrev.2014.08.001 

Iurkov, V., & Benito, G. R. (2018). Domestic alliance networks and regional strategies of MNEs: A 
structural embeddedness perspective. Journal of International Business Studies, 49(8), 1033-
1059. 

Javalgi, R. G., & Todd, P. R. (2011). Entrepreneurial orientation, management commitment, and 
human capital: The internationalization of SMEs in India. Journal of Business Research, 64(9), 
1004-1010.https://doi.org/10.1016/j.jbusres.2010.11.024 

Jiaju, Y., & Williams, D. W. (2020). Timing is everything? Curvilinear effects of age at entry on new 
firm growth and survival and the moderating effect of IPO performance. Journal of Business 
Venturing, In press. https://doi.org/10.1016/j.jbusvent.2020.106020 

https://doi.org/10.1016/j.ibusrev.2018.09.004
https://doi.org/10.1016/j.ibusrev.2014.08.001
https://doi.org/10.1016/j.jbusres.2010.11.024
https://doi.org/10.1016/j.jbusvent.2020.106020


26 
 

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.  

Jones, M. V., & Coviello, N. E. (2005). Internationalisation: conceptualising an entrepreneurial 
process of behaviour in time. Journal of International Business Studies, 36(3), 284-303. 
10.1057/palgrave.jibs.8400138 

Kale, P., Singh, H., & Perlmutter, H. (2000). Learning and protection of proprietary assets in strategic 
alliances: Building relational capital. Strategic Management Journal, 21(3), 217-237.  

Kalinic, I., & Forza, C. (2012). Rapid internationalization of traditional SMEs: Between gradualist 
models and born globals. International Business Review, 21(4), 694-707. 
http://dx.doi.org/10.1016/j.ibusrev.2011.08.002 

Kano, L. J. J. o. I. B. S. (2018). Global value chain governance: A relational perspective. 49(6), 684-
705.  

Kauppila, O.-P. (2015). Alliance Management Capability and Firm Performance: Using Resource-
based Theory to Look Inside the Process Black Box. Long Range Planning, 48(3), 151-167. 
10.1016/j.lrp.2013.08.006 

Khalid, S., & Bhatti, K. (2015). Entrepreneurial competence in managing partnerships and 
partnership knowledge exchange: Impact on performance differences in export expansion 
stages. Journal of World Business, 50(3), 598-608.  

Khan, Z., & Lew, Y. K. (2018). Post-entry survival of developing economy international new ventures: 
A dynamic capability perspective. International Business Review, 27(1), 149-160. 
https://doi.org/10.1016/j.ibusrev.2017.06.001 

Kim, H. and Song, J., 2017. Filling institutional voids in emerging economies: The impact of capital 
market development and business groups on M&A deal abandonment. Journal of 
International Business Studies, 48(3), pp.308-323. 

Kiss, A. N., & Danis, W. M. (2008). Country institutional context, social networks, and new venture 
internationalization speed. European Management Journal, 26(6), 388-399. 
http://dx.doi.org/10.1016/j.emj.2008.09.001 

Kiss, A. N., Danis, W. M., & Cavusgil, S. T. (2012). International entrepreneurship research in 
emerging economies: A critical review and research agenda. Journal of Business Venturing, 
27(2), 266-290. http://dx.doi.org/10.1016/j.jbusvent.2011.09.004 

Kiss, A. N., Williams, D. W., & Houghton, S. M. (2013). Risk bias and the link between motivation and 
new venture post-entry international growth. International Business Review, 22(6), 1068-
1078. https://doi.org/10.1016/j.ibusrev.2013.02.007 

Kline, R. B. (2016). Principles and practice of structural equation modeling (4th ed.). New York, NY: 
Guilford press. 

Kock, N., & Lynn, G. (2012). Lateral collinearity and misleading results in variance-based SEM: An 
illustration and recommendations. Journal of the Association for Information Systems, 13(7), 
546-580. 

Langseth, H., O'Dwyer, M., Arpa, C. J. J. o. S. B., & Development, E. (2016). Forces influencing the 
speed of internationalisation: An exploratory Norwegian and Irish study. 23(1), 122-148.  

Lavie, D. (2006). The Competitive Advantage of Interconnected Firms: An Extension of the Resource-
Based View. The Academy of Management Review, 31(3), 638-658. 10.2307/20159233 

Lavie, D., Haunschild, P. R., & Khanna, P. (2012). Organizational differences, relational mechanisms, 
and alliance performance. Strategic Management Journal, 33(13), 1453-1479. 
10.1002/smj.1987 

Lee, N., Sameen, H., & Cowling, M. (2015). Access to finance for innovative SMEs since the financial 
crisis. Research policy, 44(2), 370-380.  

Lee, S., & Lim, G. G. (2003). The impact of partnership attributes on EDI implementation success. 
Information & Management, 41(2), 135-148. https://doi.org/10.1016/S0378-7206(03)00043-
0 

http://dx.doi.org/10.1016/j.ibusrev.2011.08.002
https://doi.org/10.1016/j.ibusrev.2017.06.001
http://dx.doi.org/10.1016/j.emj.2008.09.001
http://dx.doi.org/10.1016/j.jbusvent.2011.09.004
https://doi.org/10.1016/j.ibusrev.2013.02.007
https://doi.org/10.1016/S0378-7206(03)00043-0
https://doi.org/10.1016/S0378-7206(03)00043-0


27 
 

Levin, D. Z., & Cross, R. (2004). The strength of weak ties you can trust: The mediating role of trust in 
effective knowledge transfer. Management science, 50(11), 1477-1490.  

Li, J. J., Poppo, L., & Zhou, K. Z. (2010). Relational mechanisms, formal contracts, and local 
knowledge acquisition by international subsidiaries. Strategic Management Journal, 31(4), 
349-370. 10.1002/smj.813 

Li, L., Qian, G., & Qian, Z. (2015). Speed of internationalization: Mutual effects of individual‐and 
company‐level antecedents. Global Strategy Journal, 5(4), 303-320.  

Li, Y., Wei, Z., & Liu, Y. (2010). Strategic Orientations, Knowledge Acquisition, and Firm Performance: 
The Perspective of the Vendor in Cross-Border Outsourcing. Journal of Management Studies, 
47(8), 1457-1482. 10.1111/j.1467-6486.2010.00949.x 

Liesch, P. W., & Knight, G. A. (1999). Information internalization and hurdle rates in small and 
medium enterprise internationalization. Journal of International Business Studies, 30(2), 383-
394.  

Lin, W.-T. (2012). Family ownership and internationalization processes: Internationalization pace, 
internationalization scope, and internationalization rhythm. European Management Journal, 
30(1), 47-56. https://doi.org/10.1016/j.emj.2011.10.003 

Lindstrand, A., & Hånell, S. M. (2017). International and market-specific social capital effects on 
international opportunity exploitation in the internationalization process. Journal of World 
Business, 52(5), 653-663.  

Liu, Y.-H. S., Deligonul, S., Cavusgil, E., & Chiou, J.-S. J. J. o. B. R. (2018). Always trust in old friends? 
Effects of reciprocity in bilateral asset specificity on trust in international B2B partnerships. 
90, 171-185.  

Liu, Y., Li, Y., Shi, L. H., & Liu, T. (2017). Knowledge transfer in buyer-supplier relationships: The role 
of transactional and relational governance mechanisms. Journal of Business Research, 78, 
285-293. https://doi.org/10.1016/j.jbusres.2016.12.024 

Madhok, A. (1995). Revisiting multinational firms' tolerance for joint ventures: A trust-based 
approach. Journal of International Business Studies, 9(3), 117-137.  

Masiello, B., & Izzo, F. (2019). Interpersonal Social Networks and Internationalization of Traditional 
SMEs. Journal of Small Business Management, 57(sup2), 658-691. 10.1111/jsbm.12536 

Matanda, M. J., & Freeman, S. (2009). Effect of perceived environmental uncertainty on exporter–
importer inter-organisational relationships and export performance improvement. 
International Business Review, 18(1), 89-107. 
http://dx.doi.org/10.1016/j.ibusrev.2008.12.004 

McEvily, B., & Marcus, A. (2005). Embedded Ties and the Acquisition of Competitive Capabilities. 
Strategic Management Journal, 26(11), 1033-1055. 10.1002/smj.484 

Menzies, J., Orr, S., & Paul, J. (2020). SME internationalisation: The relationship between social 
capital and entry mode. Management International Review, 1-28. 

Mesquita, L. F., & Lazzarini, S. G. (2008). Horizontal and vertical relationships in developing 
economies: implications for SMEs' access to global markets. Academy of Management 
Journal, 51(2), 359-380. 10.5465/AMJ.2008.31767280 

Milanov, H., & Fernhaber, S. A. (2014). When do domestic alliances help ventures abroad? Direct and 
moderating effects from a learning perspective. Journal of Business Venturing, 29(3), 377-
391. 

Montoro-Sanchez, A., Diez-Vial, I., & Belso-Martinez, J. A. (2018). The evolution of the domestic 
network configuration as a driver of international relationships in SMEs. International 
Business Review, 27(4), 727-736. 

Morgan-Thomas, A., & Jones, M. V. J. I. S. B. J. (2009). Post-entry internationalization dynamics: 
differences between SMEs in the development speed of their international sales. 27(1), 71-
97.  

Morgan, R. M., & Hunt, S. D. (1994). The commitment-trust theory of relationship marketing. Journal 
of marketing, 58(3), 20-38.  

https://doi.org/10.1016/j.emj.2011.10.003
https://doi.org/10.1016/j.jbusres.2016.12.024
http://dx.doi.org/10.1016/j.ibusrev.2008.12.004


28 
 

Mu, J., Peng, G., & Love, E. (2008). Interfirm networks, social capital, and knowledge flow. Journal of 
Knowledge Management, 12(4), 86-100.  

Musteen, M., Datta, D. K., & Butts, M. M. (2014a). Do International Networks and Foreign Market 
Knowledge Facilitate SME Internationalization? Evidence From the Czech Republic. 
Entrepreneurship Theory and Practice, 38(4), 749-774. 10.1111/etap.12025 

Musteen, M., Datta, D. K., & Francis, J. (2014b). Early internationalization by firms in transition 
economies into developed markets: The role of international networks. Global Strategy 
Journal, 4(3), 221-237.  

Musteen, M., Francis, J., & Datta, D. K. (2010). The influence of international networks on 
internationalization speed and performance: A study of Czech SMEs. Journal of World 
Business, 45(3), 197-205. http://dx.doi.org/10.1016/j.jwb.2009.12.003 

Muthusamy, S. K., & White, M. A. (2005). Learning and Knowledge Transfer in Strategic Alliances: A 
Social Exchange View. Organization Studies, 26(3), 415-441. 10.1177/0170840605050874 

Navarro-García, A., Arenas-Gaitán, J., Javier Rondán-Cataluña, F., & Rey-Moreno, M. (2016). Global 
model of export performance: Moderator role of export department. Journal of Business 
Research, 69(5), 1880-1886. https://doi.org/10.1016/j.jbusres.2015.10.073 

Newbert, S. L. (2008). Value, rareness, competitive advantage, and performance: a conceptual-level 
empirical investigation of the resource-based view of the firm. Strategic Management 
Journal, 29(7), 745-768. 10.1002/smj.686 

Ngo, V. D., Janssen, F., Leonidou, L. C., & Christodoulides, P. (2016). Domestic institutional attributes 
as drivers of export performance in an emerging and transition economy. Journal of Business 
Research, 69(8), 2911-2922. https://doi.org/10.1016/j.jbusres.2015.12.060 

Niittymies, A., & Pajunen, K. (2019). Cognitive foundations of firm internationalization: A systematic 
review and agenda for future research. International Business Review, 101654. 
https://doi.org/10.1016/j.ibusrev.2019.101654 

Oviatt, B. M., & McDougall, P. P. (2005). Defining International Entrepreneurship and Modeling the 
Speed of Internationalization. Entrepreneurship Theory and Practice, 29(5), 537-554. 
10.1111/j.1540-6520.2005.00097.x 

Park, J., Lee, J.-N., Lee, O.-K. D., & Koo, Y. (2017). Alignment between internal and external IT 
governance and its effects on distinctive firm performance: An extended resource-based 
view. IEEE Transactions on Engineering Management, 64(3), 351-364.  

Patel, P. C., & Terjesen, S. (2011). Complementary effects of network range and tie strength in 
enhancing transnational venture performance. Strategic Entrepreneurship Journal, 5(1), 58-
80. 

Pinho, J. C., & Martins, L. (2010). Exporting barriers: Insights from Portuguese small- and medium-
sized exporters and non-exporters. Journal of International Entrepreneurship, 8(3), 254-272. 
10.1007/s10843-010-0046-x 

Podsakoff, P. M., MacKenzie, S. B., Lee, J.-Y., & Podsakoff, N. P. (2003). Common method biases in 
behavioral research: a critical review of the literature and recommended remedies. Journal 
of Applied Psychology, 88(5), 879.  

Podsakoff, P. M., MacKenzie, S. B., & Podsakoff, N. P. (2012). Sources of method bias in social 
science research and recommendations on how to control it. Annual review of psychology, 
63, 539-569.  

Poppo, L., Zhou, K. Z., & Zenger, T. R. (2008). Examining the conditional limits of relational 
governance: specialized assets, performance ambiguity, and long‐standing ties. Journal of 
Management Studies, 45(7), 1195-1216.  

Prashantham, S., Kumar, K., Bhagavatula, S., & Sarasvathy, S. D. (2019). Effectuation, network-
building and internationalisation speed. International Small Business Journal, 37(1), 3-21.  

Prashantham, S., & Young, S. (2011). Post–entry speed of international new ventures. 
Entrepreneurship Theory & Practice, 35(2), 275-292.  

http://dx.doi.org/10.1016/j.jwb.2009.12.003
https://doi.org/10.1016/j.jbusres.2015.10.073
https://doi.org/10.1016/j.jbusres.2015.12.060
https://doi.org/10.1016/j.ibusrev.2019.101654


29 
 

Preacher, K. J., & Hayes, A. F. (2008). Asymptotic and resampling strategies for assessing and 
comparing indirect effects in multiple mediator models. Behavior Research Methods, 40(3), 
879-891.  

Puthusserry, P. N., Khan, Z., & Rodgers, P. (2018). International new ventures market expansion 
through collaborative entry modes. International Marketing Review. 

Puthusserry, P., Child, J., & Khan, Z. (2019). Social capital development through the stages of 
internationalization: Relations between British and Indian SMEs. Global Strategy Journal, In 
Press. 10.1002/gsj.1361 

Puthusserry, P., Khan, Z., Knight, G., & Miller, K. (2020). How do rapidly internationalizing SMEs 
learn? Exploring the link between network relationships, learning approaches and post-entry 
growth of rapidly Internationalizing SMEs from Emerging Markets. Management 
International Review, In Press.  

Rauniar, R., Rawski, G., Morgan, S., & Mishra, S. (2019). Knowledge integration in IPPD project: role 
of shared project mission, mutual trust, and mutual influence. International Journal of 
Project Management, 37(2), 239-258. https://doi.org/10.1016/j.ijproman.2019.01.002 

Requena-Silvente, F. (2005). The decision to enter and exit foreign markets: Evidence from UK SMEs. 
Journal of Small Business Economics, 25(3), 237-253.  

Rhodes, C. (2018). Business statistics. (06152). Parliament UK. 
https://researchbriefings.files.parliament.uk/documents/SN06078/SN06078.pdf 

Rodríguez‐Serrano, M. Á., & Martín‐Armario, E. (2019). Born‐global SMEs, performance, and 
dynamic absorptive capacity: evidence from Spanish firms. Journal of small business 
management, 57(2), 298-326. 

Romanelli, E., & Tushman, M. L. (1986). Inertia, Environments, and Strategic Choice: A Quasi-
Experimental Design for Comparative-Longitudinal Research. Management Science, 32(5), 
608-621. 10.1287/mnsc.32.5.608 

Rowley, T., Behrens, D., & Krackhardt, D. (2000). Redundant Governance Structures: An Analysis of 
Structural and Relational Embeddedness in the Steel and Semiconductor Industries. 
Strategic Management Journal, 21(3), 369-386.  

Saadatyar, F., Al‐Tabbaa, O., Dagnino, G., & Vazife, Z. (2020). Industrial clusters in the developing 
economies: Insights from the Iranian carpet industry. Strategic change, 29(2), 227-239.  

Sadeghi, A., Rose, E. L., & Chetty, S. (2018). Disentangling the effects of post-entry speed of 
internationalisation on export performance of INVs. International Small Business Journal, 
36(7), 780-806. 10.1177/0266242618775169 

Safari, A., & Chetty, S. (2019). Multilevel psychic distance and its impact on SME internationalization. 
International Business Review, 28(4), 754-765. 
https://doi.org/10.1016/j.ibusrev.2019.03.001 

Sambasivan, M., Siew-Phaik, L., Abidin Mohamed, Z., & Choy Leong, Y. (2013). Factors influencing 
strategic alliance outcomes in a manufacturing supply chain: Role of alliance motives, 
interdependence, asset specificity and relational capital. International Journal of Production 
Economics, 141(1), 339-351. https://doi.org/10.1016/j.ijpe.2012.08.016 

Sarkar, M. B., Echambadi, R., Cavusgil, S. T., & Aulakh, P. S. (2001). The influence of 
complementarity, compatibility, and relationship capital on alliance performance. Journal of 
the Academy of Marketing Science, 29(4), 358-373. 10.1177/03079450094216 

Sharma, D. D., & Blomstermo, A. (2003). The internationalization process of Born Globals: a network 
view. International Business Review, 12(6), 739-753. 
http://dx.doi.org/10.1016/j.ibusrev.2003.05.002 

Stoian, M.-C., Rialp, J., & Dimitratos, P. (2017). SME networks and international performance: 
unveiling the significance of foreign market entry mode. Journal of Small Business 
Management, 55(1), 128-148.  

Sullivan-Taylor, B., & Branicki, L. (2011). Creating resilient SMEs: why one size might not fit all. 
International Journal of Production Research, 49(18), 5565-5579.  

https://doi.org/10.1016/j.ijproman.2019.01.002
https://researchbriefings.files.parliament.uk/documents/SN06078/SN06078.pdf
https://doi.org/10.1016/j.ibusrev.2019.03.001
https://doi.org/10.1016/j.ijpe.2012.08.016
http://dx.doi.org/10.1016/j.ibusrev.2003.05.002


30 
 

Sullivan Mort, G., & Weerawardena, J. (2006). Networking capability and international 
entrepreneurship: How networks function in Australian born global firms. International 
Marketing Review, 23(5), 549-572. 10.1108/02651330610703445 

Surdu, I., Mellahi, K., Glaister, K. W., & Nardella, G. (2018). Why wait? Organizational learning, 
institutional quality and the speed of foreign market re-entry after initial entry and exit. 
Journal of World Business, 53(6), 911-929.  

Svensson, G. (2001). Extending trust and mutual trust in business relationships towards a 
synchronised trust chain in marketing channels. Management Decision, 39(6), 431-440. 
10.1108/00251740110397479 

Swoboda, B., & Olejnik, E. (2016). Linking processes and dynamic capabilities of international SMEs: 
the mediating effect of international entrepreneurial orientation. Journal of Small Business 
Management, 54(1), 139-161. 

Tang, Y. K. (2011). Influence of networking on the internationalization of SMEs: Evidence from 
internationalized Chinese firms. International Small Business Journal, 29(4), 374-398.  

Thai, M. T. T., & Chong, L. C. (2008). Born-global: The case of four Vietnamese SMEs. Journal of 
International Entrepreneurship, 6(2), 72.  

Tolstoy, D. (2010). Network development and knowledge creation within the foreign market: A study 
of international entrepreneurial firms. Entrepreneurship & Regional Development, 22(5), 
379-402.  

Torkkeli, L., Kuivalainen, O., Saarenketo, S., & Puumalainen, K. (2019). Institutional environment and 
network competence in successful SME internationalisation. International Marketing 
Review. In press. 

Torkkeli, L., Puumalainen, K., Saarenketo, S., & Kuivalainen, O. (2012). The effect of network 
competence and environmental hostility on the internationalization of SMEs. Journal of 
International Entrepreneurship, 10(1), 25-49.  

Vahlne, J. E., & Bhatti, W. A. (2019). Relationship development: A micro-foundation for the 
internationalization process of the multinational business enterprise. Management 
International Review, 59(2), 203-228. 

Vissak, T., Francioni, B., & Freeman, S. (2020). Foreign market entries, exits and re-entries: The role 
of knowledge, network relationships and decision-making logic. International Business 
Review, 29(1), 101592. https://doi.org/10.1016/j.ibusrev.2019.101592 

Wang, Q., Bradford, K., Xu, J., & Weitz, B. (2008). Creativity in buyer–seller relationships: The role of 
governance. International Journal of Research in Marketing, 25(2), 109-118. 
https://doi.org/10.1016/j.ijresmar.2007.12.006 

Weerawardena, J., Mort, G. S., Liesch, P. W., & Knight, G. (2007). Conceptualizing accelerated 
internationalization in the born global firm: A dynamic capabilities perspective. Journal of 
World Business, 42(3), 294-306. https://doi.org/10.1016/j.jwb.2007.04.004 

Welch, C., Nummela, N., & Liesch, P. (2016). The Internationalization Process Model Revisited: An 
Agenda for Future Research. Management International Review, 56(6), 783-804. 
10.1007/s11575-016-0302-y 

Welch, C., & Paavilainen-Mäntymäki, E. (2014). Putting Process (Back) In: Research on the 
Internationalization Process of the Firm. International Journal of Management Reviews, 
16(1), 2-23. 10.1111/ijmr.12006 

Westhead, P., Wright, M., & Ucbasaran, D. (2004). Internationalization of private firms: 
environmental turbulence and organizational strategies and resources. Entrepreneurship & 
Regional Development, 16(6), 501-522.  

Wiklund, J., & Shepherd, D. (2003). Knowledge-based resources, entrepreneurial orientation, and 
the performance of small and medium-sized businesses. Strategic Management Journal, 
24(13), 1307-1314. 10.1002/smj.360 

https://doi.org/10.1016/j.ibusrev.2019.101592
https://doi.org/10.1016/j.ijresmar.2007.12.006
https://doi.org/10.1016/j.jwb.2007.04.004


31 
 

Williams, L., Vandenberg, R., & Edwards, J. (2009). Structural equation modeling in management 
research: A guide for improved analysis. The Academy of Management Annals, 3(1), 543-
604.  

Williams, N. L., Ridgman, T., Shi, Y., & Ferdinand, N. (2014). Internationalization as interaction: A 
process perspective on internationalization from a small developing country. Thunderbird 
International Business Review, 56(2), 127-144.  

Wright, O. (2018). Business Population Estimates for the UK and Regions 2018. UK Publishing. 
https://assets.publishing.service.gov.uk/government/uploads/system/uploads/attachment_
data/file/746599/OFFICIAL_SENSITIVE_-_BPE_2018_-_statistical_release_FINAL_FINAL.pdf 

Wu, A., Wang, Z., & Chen, S. (2017). Impact of specific investments, governance mechanisms and 
behaviors on the performance of cooperative innovation projects. International Journal of 
Project Management, 35(3), 504-515. https://doi.org/10.1016/j.ijproman.2016.12.005 

Wu, A., & Voss, H. (2015). When does absorptive capacity matter for international performance of 
firms? Evidence from China. International Business Review, 24(2), 344-351. 

Yam, R. C., & Chan, C. (2015). Knowledge sharing, commitment and opportunism in new product 
development. International Journal of Operations & Production Management, 35(7), 1056-
1074.  

Yan, T., & Wagner, S. M. (2017). Do what and with whom? Value creation and appropriation in inter-
organizational new product development projects. International Journal of Production 
Economics, 191, 1-14. https://doi.org/10.1016/j.ijpe.2017.05.010 

Yli-Renko, H., Autio, E., & Tontti, V. (2002). Social capital, knowledge, and the international growth of 
technology-based new firms. International Business Review, 11(3), 279-304. 
http://dx.doi.org/10.1016/S0969-5931(01)00061-0 

Yoo, S. J., Sawyerr, O., & Tan, W. L. (2016). The mediating effect of absorptive capacity and relational 
capital in alliance learning of SMEs. Journal of Small Business Management, 54(sup1), 234-
255. 

Yu, J., Gilbert, B. A., & Oviatt, B. M. (2011). Effects of alliances, time, and network cohesion on the 
initiation of foreign sales by new ventures. Strategic Management Journal, 32(4), 424-446.  

Zaheer, A., McEvily, B., & Perrone, V. (1998). Does Trust Matter? Exploring the Effects of 
Interorganizational and Interpersonal Trust on Performance. Organization Science, 9(2), 141-
159. 10.1287/orsc.9.2.141 

Zahoor, N., & Al-Tabbaa, O. (2020). Inter-organizational collaboration and SMEs’ innovation: A 
systematic review and future research directions. Scandinavian Journal of 
Management, 36(2), 101109. 

Zahoor, N., Al‐Tabbaa, O., Khan, Z., & Wood, G. (2020). Collaboration and Internationalization of 
SMEs: Insights and Recommendations from a Systematic Review. International Journal of 
Management Reviews. In press. 

Zahra, S. A., & Garvis, D. M. (2000). International corporate entrepreneurship and firm performance: 
The moderating effect of international environmental hostility. Journal of Business 
Venturing, 15(5), 469-492. https://doi.org/10.1016/S0883-9026(99)00036-1 

Zhang, X., Ma, X., Wang, Y., Li, X., & Huo, D. (2016). What drives the internationalization of Chinese 
SMEs? The joint effects of international entrepreneurship characteristics, network ties, and 
firm ownership. International Business Review, 25(2), 522-534. 

Zhang, X., Zhong, W., & Makino, S. (2015). Customer involvement and service firm 
internationalization performance: An integrative framework. Journal of International 
Business Studies, 46(3), 355-380. 

Zhou, K. Z., & Xu, D. (2012). How foreign firms curtail local supplier opportunism in China: Detailed 
contracts, centralized control, and relational governance. Journal of International Business 
Studies, 43(7), 677-692.  

https://assets.publishing.service.gov.uk/government/uploads/system/uploads/attachment_data/file/746599/OFFICIAL_SENSITIVE_-_BPE_2018_-_statistical_release_FINAL_FINAL.pdf
https://assets.publishing.service.gov.uk/government/uploads/system/uploads/attachment_data/file/746599/OFFICIAL_SENSITIVE_-_BPE_2018_-_statistical_release_FINAL_FINAL.pdf
https://doi.org/10.1016/j.ijproman.2016.12.005
https://doi.org/10.1016/j.ijpe.2017.05.010
http://dx.doi.org/10.1016/S0969-5931(01)00061-0
https://doi.org/10.1016/S0883-9026(99)00036-1


32 
 

Zhou, L. (2007). The effects of entrepreneurial proclivity and foreign market knowledge on early 
internationalization. Journal of World Business, 42(3), 281-293. 
http://dx.doi.org/10.1016/j.jwb.2007.04.009 

Zucchella, A., Palamara, G., & Denicolai, S. (2007). The drivers of the early internationalization of the 
firm. Journal of World Business, 42(3), 268-280. http://dx.doi.org/10.1016/j.jwb.2007.04.008 

http://dx.doi.org/10.1016/j.jwb.2007.04.009
http://dx.doi.org/10.1016/j.jwb.2007.04.008


33 
 

Appendix A  

A summary for studies that examine the relationship between network and internationalization speed: Early internationalization speed vs PIS 

Author Purpose 
Term (T) used and 

definition (D) for IS 
Methodology  Key Findings 

Future research directions 

Early internationalization speed – the speed of entry in foreign markets 

Freeman, Edwards, 
and Schroder (2006) 

To explore how small firm 
achieves rapid growth 
internationally through 
alliances with suppliers, 
distributors, and joint-
venture partners. 

T: Rapid 
internationalization 
 
D: No explicit definition 

 
Qualitative – semi-
structured interviews  

Collaborative partnerships can provide 
access to market 
knowledge and sharing of the financial 
burden for rapid, multiple-market 
expansion and penetration.  

To what extend can 
external (market- and 
industry-specific 
characteristics) and 
internal (knowledge-
intensive or scientific 
knowledge embedded 
firms) factors affect 
internationalization for 
small firms? 

Musteen, Datta, and 
Butts (2014) 

To determine the influence 
of three types of 
international network 
embeddedness on 
internationalization speed.  

T: Internationalization 
speed 
 
D: The amount of elapsed 
time (in years) between 
the year of firm founding 
and the year of its first 
international venture. 

Quantitative – survey of 
169 Czech SMEs 

Strong and diverse international 
networks exhibited greater knowledge of 
foreign markets prior to 
internationalization performance, but 
there is no relationship between network 
density and such knowledge.  

Test the effect of network 
characteristics in other 
contexts including the 
developing countries and 
emerging markets. 

Musteen, Datta, and 
Francis (2014) 

To identify and test 
hypothesized relationships 
between international ties 
(in the context of 
technological innovation 
and hostile environments) 
and early 
internationalization.  

T: Early internationalization 
 
D: Internationalization that 
occurred within the first 
two years after 
establishment 
 
 

Quantitative –Survey of 
104 Czech manufacturing 
SMEs 

The reliance on international networks 
facilitates early internationalization, the 
relationship is contingent on firms' 
emphasis on technological innovation 
and perceived environmental hostility.  

Investigate why some 
transition economy firms 
choose to operate in 
domestic market while 
others actively seek 
internationalization. 
Address the question of 
study in the context of 
large firms.  
 

Oviatt and McDougall 
(2005) 

To conceptualize and test 
the effect of 
entrepreneurial 
opportunity, knowledge 
and networks 

T: Speed of 
Internationalization 
 
D: Internationalization 
speed is defined as the 

Conceptual The model is developed to show the 
direct influence of technology, 
competition, the mediating perceptions 
of entrepreneurs, and the moderating 
forces of knowledge and networks that 

Explore the role of foreign 
market knowledge for 
rapid internationalization.  
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characteristics (size and 
density of networks) for 
the speed of 
entrepreneurial 
internationalization. 

speed of initial entry, 
country scope and 
commitment. 

collectively determine the speed of 
internationalization. 

Tang (2011) To investigate influential 
networking behaviours in 
supporting the 
internationalization of 
SMEs. 

T: Rapid 
internationalization  
 
D: A distinction is made 
between international new 
venture and traditional 
internationalizing firm. 

Quantitative – Survey of 
210 Chinese SMEs 

The ability of SMEs 
to plan and manage networking activities 
strategically with key partners is 
beneficial to obtain 
the influential resources for accelerating 
internationalization.   

Multiple informant 
approach to data 
collection.  
Consider networking 
aspects, commitment and 
trust, which involve 
reciprocity of parties for IS.  
Replication of model in 
other countries.  

Weerawardena, 
Mort, Liesch, and 
Knight (2007) 

To present a conceptual 
model of born global firms 
that owner manager 
profile enables them to 
develop capabilities 
(marketing, knowledge and 
networking), for 
accelerated 
internationalization.  

T: Accelerated 
internationalization 
(speed, scope and extent) 
 
D: IS is proposed to be 
measures as the time to 
first international activity)  

Conceptual  Marketing capability and knowledge-
intensity of products are proposed to 
influence speed.  

Test the model of the 
study by collecting data 
from multiple countries.  

Zucchella, Palamara, 
and Denicolai (2007) 

To develop a theoretical 
framework of factors (i.e., 
business, location, 
entrepreneurial and 
network) to promote the 
internationalization 
precocity.  

T: Internationalization 
precocity 
 
D: It is defined as the early 
start of international 
activities (number of years 
from firm inception to the 
beginning of the 
international sales). 

Quantitative – Survey of 
144 Italian SMEs 

The role of the previous experience of 
the entrepreneur, and especially of their 
international experience play important 
role in SMEs precocity as compared to 
networks.  

Consider the role of social 
networks with appropriate 
methodologies.   

Post-entry internationalization speed – the speed of accomplishing internationalization objectives 

Kiss and Danis (2008) To establish the 
interdependent influences 
of country institutional 
context and social 
networks on new venture 
internationalization 
processes. 

T: Internationalization 
speed 
 
D: It captures the speed 
with which a venture 
enters a specified target 
country or achieves a 

 
Conceptual 

A framework is developed to show that 
both strong and weak ties may have 
positive effects on the speed of 
internationalization, but the relative 
strength of these effects likely depends 
on a country’s level of institutional 
development. 

The conceptual framework 
of study needs to be 
tested using survey or 
interview data.  
Future work needs to 
consider other network-
level variables.  
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certain level of 
international performance 

 

Prashantham, Kumar, 
Bhagavatula, and 
Sarasvathy (2019) 

To conceptualize the 
differential effects of 
effectual and non-effectual 
network-building 
approaches on the 
internationalization speed. 

T: Internationalization 
speed 
 
D: Internationalization 
speed is multifaceted in 
nature, involving more 
than the time elapsed to 
accomplish 
internationalization 
outcomes. 

 
Conceptual  

Effectual approach to network-building is 
positively associated with initial entry 
speed and international scope speed, but 
negatively associated with international 
commitment speed. 

Account the role of 
moderators like firm 
motivations or institutional 
environment.  
Consider the role of quality 
and intensity of 
networking actions.  

Prashantham and 
Young (2011) 

To develop a conceptual 
model on social capital’s 
influence on absorptive 
capacity and knowledge 
accumulation, which affect 
the international 
commitment speed.  

T: Post-entry speed 
 
D: It is defined as the 
speed of international 
expansion (an increase in 
percent of international 
revenues) once a firm 
becomes an international 
new venture. 

Conceptual Social capital is associated with 
acquisition, assimilation, transformation 
of new knowledge leading to 
accumulation of market and 
technological knowledge, which 
ultimately result in post-entry speed.  

Consider the role of 
cultural distance. 
Role of the size of the 
domestic market for IS. 
Effect of market and 
technological knowledge 
on post–entry speed.  
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Appendix B 

Measurement scales. 

Construct measures FL CA CR AVE 

1. Mutual Trust (1 = strongly disagree; 7 = strongly agree)  0.89 0.92 0.66 
Please indicate the extent to which the relationship between your 
firm and its domestic alliance partners is characterized by: 

    

1a Mutual trust 0.77    
1b Reciprocity (e.g. endorsing each other’s products, cross-

referencing into customer accounts, giving special 
discounts, matching investments, placing a link on each 
other’s Web site) 

0.83    

1c Open communication about all alliance-related issues 0.80    
1d Confidence that each party will keep its obligations 0.84    
1e The firm and its partner carry out their duties as promised 

(saying what they are going to do and then doing it) 
0.68    

2. Relational embeddedness (1 = strongly disagree; 7 = strongly 
agree) 

 0.85 0.87 0.69 

Please indicate the extent to which the employees of your firm 
and those of its domestic alliance partners: 

    

2a Engage in joint field activities (e.g., trade shows, marketing 
campaigns, conferences, coordinated presale, training) 

0.81    

2b Meet frequently to work together on joint activities 0.82    
2c Have developed good interpersonal relationships that 

facilitate joint activities 
0.86    

3. Relational commitment (1 = strongly disagree; 7 = strongly 
agree) 

 0.80 0.84 0.63 

Please indicate the extent to which your firm and its domestic 
alliance partners:  

    

3a Invest the resources needed for maintaining alliance 
operations (e.g., dedicated and trained personnel, 
marketing funds, engineering resources) 

0.83    

3b Regularly share and exchange information 0.75    
3c Have effective conflict resolution mechanisms (e.g., 

identifying problems, escalating, intervening, 
communicating, and jointly solving problems to overcome 
disagreements) 

0.80    

4. Foreign market knowledge (1 = much worse than main 
competitors; 7 = much better than main competitors) 

 0.89 0.89 0.62 

Please indicate the level of foreign knowledge acquired from 
domestic alliance partners. 

    

4a Our top manager’s knowledge about foreign language and 
norms. 

0.76    

4b Our top manager’s knowledge about foreign business laws 
and regulations. 

0.86    

4c Our top manager’s knowledge about the needs of foreign 
clients/customers. 

0.85    

4d Our top manager’s knowledge about foreign distribution 
channels. 

0.74    

4e Our top manager’s ability in determining foreign business 
opportunities. 

0.74    

5. Post-entry internationalization speed (1 = not at all satisfied, 
7 = very satisfied)  

Please indicate your level of satisfaction with the achievement of 
objectives in the first two years of entry in a specific foreign 
market.  

 0.85 0.88 0.65 

5a Growth relative to its stated objectives 0.86    
5b Market share relative to its stated objectives 0.80    
5c Profitability relative to its stated objectives 0.74    
5d Return on investment relative to its stated objectives. 0.83    
6. Domestic environmental hostility (1 = strongly disagree; 7 = 

strongly agree) 
 0.88 0.88 0.65 
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Please indicate your degree of agreement with the following 
statements of domestic environmental hostility. 

    

6a Access to capital is difficult. 0.83    
6b Products become obsolete quickly. 0.78    

6c Bankruptcy among companies in the industry is high. 0.77    
6d Demand for industry products is declining. 0.83    

Note: FL = factor loadings; CA = Cronbach’s alpha; CR = composite reliability; AVE = average variance extracted.  


