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value-creating strategies in early

internationalizing ventures
Romeo V. Turcan

Department of Business and Management, Aalborg University, Aalborg,
Denmark, and

Anita Juho
Oulu Business School, University of Oulu, Oulu, Finland

Abstract
Purpose – The extant research on early internationalizing ventures focuses primarily on these
ventures’ start-up phase or their initial internationalization. Scarce attention is paid to how these
ventures grow, if at all, beyond their start-up phase or initial internationalization phase. This paper
aims to explore how international new ventures transition from the internationalizing phase to the
phase of being international, and whether they actually made it to that phase. Understanding
whether and how these ventures reach their “made-it” point would contribute to our understanding
of how early internationalization affects a venture’s survival and growth. In this, the authors draw
on the dynamic capability theory of the firm.

Design/methodology/approach – Given the scarcity of theoretical understanding and empirical
evidence in this substantive area of research, the authors adopted a multiple case study
methodology for the purpose of theory building. Following an intensity sampling strategy, they
purposefully selected information-rich, but not extreme two-case companies. The authors initially
collected unobtrusive data in the form of running records and mass-media news reports from the
inception of the case companies. They then conducted in-depth interviews with key decision
makers of the case companies, namely, their co-founders and CEOs. Critical incident technique
guidelines for data analysis were employed.

Findings – Grounded in data, the following constructs emerged related to value creation: strategic
experimentation, gestalt tensions and legitimacy lies. Entrepreneurs experiment with and
reconfigure their venture at several levels: goal (vision), decision (strategic) and behavioral
(tactical) levels of the organizational gestalt to reach a threshold level of practiced activity.
Entrepreneurs’ strategic experimentation efforts are fueled by tensions that exist at these three
levels of the organizational gestalt. During this experimentation process, entrepreneurs may tell
legitimacy lies to legitimate their ventures in the eyes of their stakeholders.

Research limitations/implications – Given the instrument the authors used to explore the
issues and concerns identified above, the results are limited in scope. However, a number of
questions and conjectures are put forward to guide future research in this currently
under-researched area of international entrepreneurship. The authors have also suggested using
the concept of turning point in future research to advance the understanding of the dynamic
capability view of international new ventures.

Practical implications – Understanding whether and how international new ventures reach their
made-it points would contribute to the understanding of how early internationalization affects
international new ventures’ organizational survival and growth.

The current issue and full text archive of this journal is available on Emerald Insight at:
www.emeraldinsight.com/1059-5422.htm
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Originality/value – The authors have put forward the concept of the made-it point to aid
international entrepreneurship researchers to investigate the continued growth, evolutionary patterns
and the organizational survival of international new ventures.

Keywords Dynamic capability, International new ventures, International entrepreneurship,
Theory building, Made-it point, Turning point

Paper type Research paper

Introduction
In this paper, we study how and whether international new ventures (INVs) made it
beyond their start-up or internationalizing phase, aiming to generate early theoretical
constructs to guide international entrepreneurship research in this substantive area. We
define an INV as a new venture that seeks profits from international activities right from
its inception or immediately after (Oviatt and McDougall, 1994). We define the made-it
point as an entrepreneurial threshold at which point an INV undergoes “a transition
from the emergence to the professional management stage” (Zahra and Filatotchev,
2004, p. 41). At the same time, we view the made-it point as a process of emergence of the
entrepreneurial threshold – a process that implies “[…] the creation of a new
conceptualization, not always conscious, within which the entrepreneur’s organizing is
re-contextualized” (Lichtenstein et al., 2006, p. 169).

We position the paper at the intersection of international entrepreneurship and
dynamic capabilities, aiming to address a number of gaps in these research fields.
Despite numerous empirical studies (Jones et al., 2011), the research in international
entrepreneurship has focused mainly on how and why INVs internationalize from their
inception (Jones and Coviello, 2005; Jones et al., 2011). The evolutionary patterns of INVs
(Bingham, 2009; Sleuwaegen and Onkelinx, 2014) as well as the effect of early
internationalization on organizational survival and growth (Zahra, 2005; Sapienza et al.,
2006) are less understood (Almor et al., 2014). Given that empirical research in
international entrepreneurship on continued corporate growth in INVs beyond their
start-up phase or initial internationalization is scarce, we explore how INVs transition
from the start-up or internationalizing phase to the phase of having internationalized, or
even whether they actually made-it to that phase.

Within the dynamic capabilities view of the firm (Eisenhardt and Martin, 2000;
Winter, 2003; Sapienza et al., 2006; Zahra et al., 2006; Teece, 2007), a general consensus
emerges that “[…] the concept of dynamic capabilities is insufficiently underpinned by
empirical data” (Easterby-Smith and Prieto, 2008, p. 237) and that “much remains to be
learned about the underlying mechanisms, processes, and intermediate outcomes
associated with dynamic capabilities” (Easterby-Smith et al., 2009, p. S3). To the above,
the extant research on dynamic capabilities has focused chiefly on established
companies, whereas research on post-entry dynamic capabilities in new ventures is
relatively scant (Zahra et al., 2006; for exception (Lichtenstein et al., 2006; Bingham,
2009; Autio et al., 2011). In this paper, we explore value-creating activities entrepreneurs
pursue to achieve a threshold level of practiced activity – a made-it point – possibly
leading up to a steady state of the venture for the first time. We argue that, by
understanding whether and how INVs reach their made-it points, we would enhance our
understanding of how early internationalization affects organizational survival and
growth.
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Conceptual background
To get to a made-it point or pass the entrepreneurial threshold, entrepreneurs constantly
construct, re-construct and de-construct the way they conceptualize their ventures. Such
iterations are “[…] punctuated, coordinated shift[s] in multiple modes of entrepreneurial
organizing at virtually the same time, which generate a qualitatively different state – a
new identity” of the new venture (Lichtenstein et al., 2006, p. 154). These iterations are
part of organizational and strategic routines – dynamic capabilities – by which
entrepreneurs alter their ventures’ state or organizational gestalt to generate new
value-creating strategies (Eisenhardt and Martin, 2000). We define organizational
gestalt as consisting of mutually supportive organizational system elements combined
with appropriate resources and behavioral patterns (Covin and Slevin, 1997). We view
dynamic capabilities as a venture’s capacity to reconfigure its organizational gestalt to
adapt to its environment (Sapienza et al., 2006).

The literature differentiates between two types of capabilities: substantive and
dynamic (Winter, 2003; Zahra et al., 2006). Substantive capability refers to a venture’s
ability to solve a problem or produce a desired output, be this tangible or intangible;
whereas dynamic capability refers to a venture’s ability to change and reconfigure
substantive capabilities. In the context of INVs, it could be expected for these ventures
to have substantive capabilities, e.g. how to develop a software program, but to rather
lack dynamic capabilities, e.g. how to change the way this program is developed to meet
new and constantly changing customers’ needs. Consequently, Zahra et al. (2006)
suggest linking these two types of capabilities to ability rather than performance, and
further suggest making explicit the role of decision makers in enacting and directing
such capabilities.

For a capability, i.e. a routine, to become established, it must have reached some
threshold level of practiced activity (Helfat and Peteraf, 2003; Zahra and Filatotchev,
2004). The primary methods for discovering or developing dynamic capabilities are
through trial-and-error, improvisation and imitation (Zahra et al., 2006; Autio et al.,
2011). We define these methods as strategic experimentation, that is “[…] a series of trial
and error changes pursued along various dimensions of strategy, over a relatively short
period of time, in an effort to identify and establish a viable basis for competing”
(Nicholls-Nixon et al., 2000, p. 496). Compared to established organizations that have
well-established capabilities, which these organizations may modify, new ventures can
merely experiment with their organizational gestalt to create new dynamic capabilities
for the first time (Autio et al., 2011). Entrepreneurs experiment with their ventures to
create value at different levels of the venture by acquiring, shedding, integrating and
recombining resources to generate new value-creating strategies (Eisenhardt and
Martin, 2000). Lichtenstein et al. (2006) found that, in the process of emergence,
entrepreneurs experiment with their young venture – the organizational gestalt – at
three levels, namely, goal (vision), decision (strategic) and behavioral (tactical), and
create, re-create, conceptualize and re-conceptualize, contextualize and re-contextualize
respective activities at each level. An entrepreneur experiments, at the first level, with
the concept of the venture that is organized around the opportunity he/she pursues; at
the second level, with strategic and functional-related decisions, actions and
interventions; and at the third level, with the timing of enacting specific events.

For example, at the first level, entrepreneurs may improvise with opportunity
selection to take advantage of various emerging foreign market entry opportunities
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(Bingham, 2009). However, as Bingham (2009) warns, more improvisation in
opportunity selection may result in less successful country entries, as it makes
opportunity selection inefficient and incoherent. On the other hand, according to
Bingham (2009), less improvisation mainly reduces distracting, short-term behavior,
improves organizational learning and simplifies the complexities associated with
accumulating heterogeneous experience. At the second level, entrepreneurs improvise
with opportunity execution. Here, according to Bingham (2009), more improvisation is
beneficial for opportunity execution, as it allows for more flexibility to improvise and
helps avoid failure traps and, in turn, the escalation of commitment to a failing course of
action. As for the timing of acquiring and enacting specific capabilities, Bingham (2009,
p. 342) emphasizes the importance of sequencing, as the two phases of improvisation
are “[…] intimately interconnected”. Entrepreneurs may also experiment with
market-managing capabilities and market-creating capabilities (Holcomb et al., 2007) to
create value. Former value-creating strategies are value-enabling, as they exploit
existing product-market positions and affect current performance of the new venture by
focusing on existing, known operating routines. The latter ones are value-enhancing, as
they are directed toward influencing the performance of a new venture in the future by
altering the new venture’s scale and scope (e.g. developing new products and entering
new geographic markets).

In new ventures such as INVs, dynamic capabilities are seen as simple, experiential
and unstable processes that rely on quickly created knowledge and iterative execution
to produce adaptive, but unpredictable outcomes (Eisenhardt and Martin, 2000). In a
new venture, it will take several iterations for a dynamic capability to emerge, get
established and create value. Zahra et al. (2006, p. 950) caution that a high number of
iterations to change and improve a dynamic capability inevitably results in a high
number of failed experiments that in turn may “[…] damage a new venture’s credibility
and even lead to its demise”. In this regard, Zahra et al. (2006) suggest that the emergence
and establishment of dynamic capabilities are not necessarily associated with higher
performance, despite the fact that dynamic capabilities sustain a new venture’s
competitive advantage, especially in complex, uncertain and volatile external
environments. In the same vein, Bingham (2009) demonstrated that firms that decrease
improvisation in opportunity selection, but increase improvisation in opportunity
execution are more successful in foreign market entries.

In the context of our research, (strategic) experimentation, as a theoretical construct,
may explain the process of emergence and establishment of dynamic capabilities. As
Zahra (2005, p. 24) argues, “Experimentation is essential for INVs to discover the
winning business model and market recipe. Openness to this sort of experimentation is
a must”. In this paper, we are interested in exploring how and whether INVs have made
it beyond their startup phase, which experiments entrepreneurs conduct to achieve a
steady state of the venture, as well as in exploring critical events and incidents that
contribute to this process.

Method
Given the scarcity of theoretical understanding and empirical evidence in this
substantive area of research, we adopted a multiple-case study methodology for the
purpose of theory building (Dyer and Wilkins, 1991). Following the intensity sampling
strategy, we purposefully selected information-rich, but not extreme, cases (Miles and
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Huberman, 1994). We identified two case companies, Soft-Kode and Soft-Med, on the
basis of developed selection criteria. The case companies are small, high-technology
companies located in the Oulu ICT cluster in Finland. The companies started up
sometime in 2006 or 2007, had internationalized rapidly, within three years after their
inception, and were in business at the time of the research. The emergence period is a
five- or six-year period from the moment of the new venture inception (Coviello, 2015;
Coviello and Jones, 2004; Cesinger et al., 2012). To control for the effect of the external
environment on selected cases, such as legislation, market size and regional location, we
confined the study to a homogeneous empirical context, this being a remote region in the
Northern Finland. The potential effect of resource bias was also controlled for by the size
of the selected cases, i.e., both being small that is defined as less than 100 employees
(Storey, 1994). In Table I, we provide a summary of growth data of the case companies.

Soft-Kode (Appendix 1) is a software company with expertise that covers the whole
lifecycle of software development, from requirement collection and project planning, to
software implementation and testing, and all the way to maintenance and support
services. Soft-Med (Appendix 2) is a health technology company that, through
innovation and ongoing neuro-biological research, aims to deepen the understanding of
treating various types of disorders and neurological diseases and to manufacture and
sell respective products. These comparative cases are interesting because they provide
us with contrasting empirical contexts, allowing us to study, at various operating levels,
the positive and negative effects dynamic capabilities have on these ventures’
continuing corporate growth.

Data collection and analysis
We initially collected unobtrusive data (Webb et al., 2000) in the form of running records
and mass-media news reports from the inception of the case companies. We then
conducted in-depth interviews with key decision makers of the case companies, namely,
their co-founders and CEOs. The interviews were semi-structured in the form of guided
conversations, lasted on average 60 min, were recorded with interviewees’ permissions
and transcribed verbatim immediately after. The authors conducted the interviews in
English and personally transcribed the interviews. Open questions were asked during
the encounters, allowing the interviewees to do most of the talking. As these were
retrospective questions, they were framed to clearly distinguish between the time
contexts (Coviello, 2015), e.g., between a start-up and adolescent, five- to six-year-old

Table I.
Growth data of case

companies

Year
Company data 2009 2010 2011 2012 2013

Soft-Kode
Revenue (€, 000) 1,004 1,192 1,071 2,103 2,438
Profit (€, 000) 80 25 11 �69 �34
Employees 14 46 28 30 31

Soft-Med
Revenue (€, 000) 15 7 495 1,429 1,941
Profit (€, 000) �4 �89 �571 �602 �289
Employees 0 3 12 20 17

521

Value-creating
strategies

D
ow

nl
oa

de
d 

by
 T

A
SH

K
E

N
T

 U
N

IV
E

R
SI

T
Y

 O
F 

IN
FO

R
M

A
T

IO
N

 T
E

C
H

N
O

L
O

G
IE

S 
A

t 2
0:

30
 1

4 
N

ov
em

be
r 

20
16

 (
PT

)



ventures (Turcan, 2006). We controlled the interviews by probing critical incidents and
clarifying understanding, asking follow-up questions to ensure that a comprehensive
and detailed account has been given, as well as by avoiding any leading questions. For
confidentiality reasons, interviewees’ and companies’ names are disguised throughout
the paper.

To uncover and analyze respective critical events and incidents, we used critical
incident technique guidelines for data analysis. Critical incident technique has its
origins in the research undertaken by Flanagan (1954), and we define it herein as “[…] a
qualitative interview procedure that facilitates the investigation of significant
occurrences (events, incidents, processes or issues) identified by respondents, the way
they are managed, and the outcomes in terms of perceived effects” (Chell, 1998, p. 56). We
consider an event or an incident as being critical when it deviates significantly, either
positively or negatively, from what is normal or expected (Edvardsson, 1992).

As a first step, we initially identified and described critical incidents for the case
companies. In Appendices 1 and 2, using a critical event chart (Miles and Huberman,
1994), we present the chronological flow of critical events of the case companies. We then
focused on similarities and differences between the cases and chose a frame of reference
to more accurately classify and analyze the data. The made-it point – whether achieved
or not – was chosen as an initial frame of reference alongside goal (vision), decision
(strategic) and behavioral (tactical) levels (Lichtenstein et al., 2006). The next step in data
analysis is category or concept formulation, which represents an induction of categories
from the basic data in the form of incidents (Flanagan, 1954). The last step in data
analysis according to critical incident technique is to determine the most appropriate
level of specificity-generality to use in reporting the data. In this part of data analysis, we
borrowed a coding technique from Grounded Theory methodology, namely, substantive
(open) and theoretical coding (Glaser, 2005). During data analysis process, we moved
from open codes to theoretical codes; Table II exemplifies the coding process. Data
pertinent to each case were coded in an iterative manner, working back and forth
between theory, emerging patterns and data. Quotes from interviews and examples
from unobtrusive data are used extensively to illustrate the events, incidents, processes
and issues that had, to various degrees, an impact on the process of emergence and
establishment of the made-it points (Pratt, 2008).

Findings
In this section, we present the emergent constructs related to value-creating strategies,
which steer toward made-it points. Grounded in data, the following constructs emerged
related to value creation: tensions, experimentation and legitimacy lies. These findings
are presented below.

Gestalt tensions
Our analysis suggests that tensions in the organizational gestalt fuel entrepreneurs’
experimentation efforts. As part of our theoretical coding (Table II), we defined tension
as a relationship between ideas or qualities with conflicting demands or implications
(Tension, 2016). We observed such tensions at the various levels of the organizational
gestalt. Over the years, Soft-Kode owners were struggling to optimize the ownership
structure of their venture: whether it should be a partnership, joint venture, or a holding.
At the time of the research, just over five years after the creation of the holding, the
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Table II.
Coding process
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Soft-Kode owners have realized that such holding structure is not optimal, and they are
considering changing the organizational ownership structure. As one of Soft-Kode
owners explained:

Was it wise to create that holding? Although it was fun at the beginning to build it, it actually
cost us a lot of money. We are now thinking to break everything down – to simplify the
companies, having shareholders as private persons rather companies or institutions – thus
allowing us to make decisions lot easier, rather to have a too lengthy decision process –
Soft-Kode CEO/co-owner.

In the same vein, the Soft-Med owners had conflicting views over the ownership
structure when it came to deciding whether to accept venture funding. The tension was
between “[…] freedom to do things” as one of co-owners said, and the risk of going
bankrupt due to a lack of funding. Given the nature of the tension, the Soft-Med owners
found themselves enslaved rather than in a happy marriage (Turcan, 2008). As the
Soft-Med CEO/co-owner mentioned:

What I would change relates to how much power I keep to myself. Clearly, without an
investment I would not be able to make it so fast and scale [our venture] up in those timelines.
If I were more jealous when it came to power, nobody would have turned to me to scale [the
venture] up – Soft-Med CEO/co-owner.

Having been the entrepreneurs of their respective ventures over six years, they were yet
struggling to identify their ventures’ business propositions to the market. It was
interesting to observe that these tensions were persistent, despite the existence of
substantive capabilities such as experience and knowledge in project-based software
development, R&D and prototyping; in the case of Soft-Kode, this tension is still there.
As the entrepreneurs explained:

Nowadays we have not been able to define what we are doing: are we selling projects, or
resources? We were never able to define which one is the way to go or should we do both and
how to market them and how to differ in the market with these two products or these two ways
of doing business and which one would be better – Soft-Kode co-owner.

First ideas we had were to sell via doctors and clinics. But we did understand this route is more
time and money consuming […]. We decided to be quite unique and take our product straight
to the customers. Actually, we not selling a product, we are selling a science – Soft-Med
CEO/co-owner.

One of the entrepreneurs’ major concerns was how to ensure the quality of the process of
product development and how to scale up their businesses much faster. In this, they faced the
dilemma, for example, between outsourcing and insourcing, and between traditional
marketing and social media marketing. These types of tensions are exemplified below:

In Vietnam we hit the same tree [as in Bangladesh] when the partner there lost interest in us as
they accepted orders from bigger companies. After such incidents, we decided that the only
way to continue was to own the developers and thus control everything that is related to the
process of software development – otherwise it is hard to keep the deadlines whatever we
promise to the customers. In order to ensure the quality of the product we have to control the
whole process – Soft-Kode CEO/co-owner.

I even do not like the idea to make marketing with money; now with the current technology, our
product could be very easily peer-reviewed by our and other customers, bloggers, and everybody.
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Anything marketed with money looks like a lie […] you should be able to deliver your message
without money as this is the message people will believe in – Soft-Med CEO/co-owner.

Strategic experimentation
Experimentation was identified as a means that entrepreneurs use to create value in
their ventures. For the purpose of theoretical coding (Table II), building on Covin and
Slevin (1997) and Nicholls-Nixon et al. (2000, p. 496), we view experimentation as a:

[…] series of trial and error changes pursued along various dimensions of [organizational
gestalt], over a relatively short period of time, in an effort to identify and establish a viable
basis for competing.

Entrepreneurs were experimenting with the dimensions of organizational gestalt at
various levels to reach a threshold of entrepreneurial activity – the made-it point.

The entrepreneurs, six years after starting-up their ventures, were still improvising
with opportunity selection (Bingham, 2009) to single out the most profitable opportunity
to pursue and design a corresponding business model to take advantage of that
opportunity. The difference in this process between the two ventures was the timing and
sequence of improvisation. The owners of Soft-Kode were experimenting with all
identified opportunities concurrently. Whereas the owners of Soft-Med started
improvising when they realized that their product was captive (Turcan, 2012) to a niche
that “is very small, with maximum penetration we can get”, as the Soft-Med CEO/
co-owner explained. The quotes below exemplify the points just discussed:

In addition to project-based software development, we were also trying to specialize on various
technology platforms and this experiment lasted something like six or nine months and after
that we saw that there is a need to focus: let’s focus on one thing, build one big development
unit and grow it to the size we want – Soft-Kode CEO/co-owner.

The product we currently have is not a breakthrough product – it deals with the problem, but
does not cure. We aim to have a product that will cure as well, for example, cardio-vascular
system. History will be when we really break in cure business – Soft-Med CEO/co-owner.

Once an agreement is reached on which opportunity to pursue, entrepreneurs switch
their attention to the strategic and functional areas of their ventures (Lichtenstein et al.,
2006) and improvise on opportunity execution (Bingham, 2009). It was interesting to
observe that sales and marketing were not entrepreneurs’ primary concerns in this
improvisation process; they were rather concerned, and hence experimenting, with R&D
and product development processes (this might not be surprising given their
engineering backgrounds). During this type of experimentation or improvisation with
opportunity execution, entrepreneurs acquire dynamic capabilities that contribute to
the attainment of a made-it point – be this an efficient product development process or an
effective product launch:

[To develop an internal quality product development process] was a non-stop process as the
company grew, as it was necessary to focus on quality, and process issues all the time. I think
it was 2008 when I realized that the system that was put in place worked – Soft-Kode CEO/
co-owner.

We started our sales quite early with a product that was very ugly by design – very rough, ugly
prototype. In 2010, we sold 2,500 units without making any marketing. The number of people
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who wanted to buy our product was increasing, even if you could not deliver it – Soft-Med
CEO/co-owner.

One of the main differences we observed between these two ventures in this
improvisation process (opportunity execution) was that Soft-Kode was experimenting
to seek efficiency, whereas Soft-Med was experimenting to seek efficacy. We term these
two types of experimentation as efficiency-seeking and efficacy-seeking and argue
that each type requires specific dynamic capabilities: efficiency-seeking and
efficacy-seeking. The above also suggests that there is a difference in the timing of
efficiency-seeking experimentation and efficacy-seeking experimentation.

Further in our data analysis, we observed that the process of experimentation or
improvisation (Fisher, 2012) is moderated by the availability of funding, with
contradicting signs of the relationship. In the case of Soft-Med, less funding available led
to less improvisation with the opportunity selection and more improvisation with
opportunity execution. In the case of Soft-Kode, the opposite was observed: less funding
led to more improvisation with opportunity selection and less improvisation with
opportunity execution, as respective entrepreneurs explained:

Less money you have you are hibernating, you have much more time to think about [your
product] – you cannot do wrong things when you have less money. If we had more money, our
concept would have been messier – maybe making mobile phone applications, etc. – or
something else that would have hindered the process. Now we have to make it very raw, very
simple and only one feature product – Soft-Med CEO/owner.

We got busy with other projects […]. We never started lifting the company – we need a little bit
of hard working to lift it up. We can make it a profitable business – Soft-Kode CEO/owner.

Legitimacy lies
Our analysis reveals that entrepreneurs may mitigate their ventures’ liabilities of
newness, smallness and foreignness (Stinchcombe, 1965; Zaheer, 1995; Zimmerman and
Zeitz, 2002) by telling legitimacy lies: another value-creating strategy. As a theoretical
code (Table II), we defined legitimacy lies as “[…] intentional misrepresentations of the
facts” (Rutherford et al., 2009, p. 950). For example, the Soft-Kode founders were taking
orders from customers when they did not have a proper product development process in
place. As one of the co-owners explained, “we tried to hide ourselves and avoid proactive
sales and marketing”. At the same time, to get orders from large companies, like Nokia,
their venture had to be of a certain size: no less than 50 employees. At one point, to get a
large contract from a large company (as an early customer), Soft-Kode had to
demonstrate that it employed at least 50 employees, as explained by the CEO/co-owner:

We were told that we need to have a 50 guys company, and only then we might get large
projects from the large companies. That was our first level. At the end of 2008, beginning of
2009 we achieved this number – near 50 guys as we had to calculate all taxi drivers, and
cleaning ladies – to look big – Soft-Kode CEO/co-owner.

When we reached 50 guys, something happened - we started getting good deals, large projects
and better customers. Since then, we were getting more and more customers all the time –
Soft-Kode co-owner.

A legitimacy lie, as a subjective construct, is indeed in the eye of the beholder. Some of
Soft-Med’s stakeholders believed its products were not based on science and thus did not
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cure what they claimed to cure. This perception was mainly due to the unorthodox route
to market (for the medical sector) that Soft-Made adopted by selling their products
directly to customers rather than via doctors and clinics. As a result, Soft-Med’s medical
experiments and results were questioned, and Soft-Med ran into resistance and negative
publicity in the national mass media. The quotes below illustrate the above struggle:

There are big pharmacy companies – they make look everything too scientific. But there is an
alternative way – selling products over the counter straight to customers. Tricky problems
with various magazines are inevitable when you break the rules – (Soft-Med CEO/co-owner).

Soft-Med’s supporting evidence was made by non-medical outsiders, lacked basic research,
with no single article ever written about the topic. Soft-Med had to make their products look
like something scientific (from mass-media publications).

Made-it or not
Whether entrepreneurs and/or their ventures made-it is a matter of perception. The data
point to two levels at which the made-it concept applies: entrepreneur level and venture
level. At the entrepreneur level, entrepreneurs mentioned their own made-it point,
highlighting their own learning experience as well as their own financial performance:

I have my own personal made-it point and I think I have achieved it. I have learned so much
from this experience that is much better than any MBA course that you can take in any
university […] I do not consider myself as green anymore – (Soft-Kode co-owner).

Indeed, I fulfilled my personal goal. My aim wasn’t to gain millions […] Soft-Med product for
me wasn’t very technically challenging product, and contributed to the launch of a new
product to the market – (Soft-Med co-owner).

When asked whether their ventures made-it, entrepreneurs did not see their ventures
achieving it:

I was just thinking that probably we have not graduated yet – we did not stop being a startup;
still entrepreneurial rather a professional company. Hopefully the made-it point is still to come;
hopefully it is in the near future when we for example re-internationalize, and acquire
professional management – (Soft-Kode co-owner).

We have not made it – there is scientific resistance – mainly coming from amateur scientists –
and you have to deal with them the best way you can – that is one of the reasons why I do not
believe we have made it or are near the turning point – (Soft-Med CEO/co-owner).

Nonetheless, several relatively concrete made-it points emerged along the
organizational gestalt, e.g., getting professional management, establishing an optimal
organizational structure, getting better projects from large customers, making profits,
growing in the number of employees (Table I), taking control over the whole product
development process, developing their own quality product development procedures,
launching and selling the product and getting VC funding, as the following quotes
exemplify:

Our new customer partnership-building program has 3 levels. We start with subcontracting,
done by senior developers in Finland. Next step is to start building own development and move
part of the work to Bangladesh. And finally everything moves to us, where there is no more
subcontracting – we are actually product manager for that company – (Soft-Kode CEO/
co-owner).

CR
26,5

528

D
ow

nl
oa

de
d 

by
 T

A
SH

K
E

N
T

 U
N

IV
E

R
SI

T
Y

 O
F 

IN
FO

R
M

A
T

IO
N

 T
E

C
H

N
O

L
O

G
IE

S 
A

t 2
0:

30
 1

4 
N

ov
em

be
r 

20
16

 (
PT

)



In the winter of 2008-2009 we were doing our clinical trial and receiving our first results was a
turning point for us […]. Another turning point for us was to get venture capital. In 2010, we
sold our first 2,500 units: that was a turning point for us as well – (Soft-Med CEO/co-owner).

Discussion
In this paper, we set out to explore how and whether INVs made it beyond their start-up
phase or initial internationalization. To address these questions, we focused our attention on
value-creating strategies entrepreneurs pursue to get their ventures to pass a threshold level
of practiced activity, a made-it point. Our research (and respectively the research question) is
a response to a call for much needed empirical data to learn more about the concept of
dynamic capabilities (Easterby-Smith and Prieto, 2008; Easterby-Smith et al., 2009). We
draw our theory (propositions) from a substantive, narrow in scope context. Given the above
gap in the body of knowledge as well as confined empirical settings, we are cautious when it
comes to the discussion of implications for practice. Nonetheless, we elaborate on possible
implications for practice on the basis of our analysis in the discussion that follows. That is,
we iterate between existing theory, our data, and likely implications for practice to develop
our propositions.

We find entrepreneurs experiment (Zahra, 2005) with and reconfigure their venture’s
organizational gestalt to reach a threshold level of practiced activity (Helfat and Peteraf,
2003; Zahra and Filatotchev, 2004). We further find that entrepreneurs’ experimentation
efforts are fueled by tensions that exist at goal (vision), decision (strategic) and behavioral
(tactical) levels of the organizational gestalt. We also find that during this experimentation
process, entrepreneurs may tell legitimacy lies to legitimate their ventures in the eyes of their
stakeholders.

Entrepreneurs’ primary concerns were to reach an optimal ownership structure of the
venture, given the nature of the opportunity pursued; to identify his/her venture’s business
proposition to the market; and to ensure the quality of processes and operations within the
venture. We observed that these tensions or concerns were persistent at each level, though
for different periods. For example, at the behavioral (tactical) level, the tensions eased faster
probably due to the existence of substantive capabilities such as experience and knowledge
in a project-based software development, R&D and prototyping, and product development,
which in turn made it possible to acquire dynamic capabilities much faster. At the other two
levels, the tensions were persistent over a longer period due to the lack of substantive
capabilities and/or capacity to acquire the respective substantive capabilities. This
deficiency, we maintain, in turn creates a barrier in acquiring the much needed dynamic
capabilities to get the venture to a made-it point.

To mitigate the above tensions, entrepreneurs experiment or improvise with the
dimensions of organizational gestalt at various levels to reach a threshold of
entrepreneurial activity: a made-it point. Entrepreneurs improvise with opportunity
selection and opportunity execution (Bingham, 2009). We find that entrepreneurs
may improvise with all identified opportunities concurrently or may start
improvising with a single new opportunity after realizing a “reality gap”, i.e., when
the initial opportunity identified and pursued did not turn out to be a real one
(Turcan, 2006). Once an agreement is reached on which opportunity to pursue,
entrepreneurs switch their attention to strategic and functional areas of their
ventures (Lichtenstein et al., 2006) and improvise with opportunity execution
(Bingham, 2009). We find that entrepreneurs improvise with opportunity execution
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to seek efficiency or efficacy and observe that for this type of improvisation to be
successful, entrepreneurs need to acquire the respective dynamic capabilities:
efficiency-seeking and efficacy-seeking dynamic capabilities. These observations
led us to posit that:

P1. Entrepreneurs who seek efficacy will tend to improvise with opportunity
selection consecutively, while those seeking efficiency will tend to improvise
with opportunity selection simultaneously.

P2. Respective dynamic capabilities will be acquired faster when seeking
efficacy, making it possible to reach a made-it point faster as well.

How dynamic capabilities come into existence is an enduring question (Zahra et al.,
2006) and, although this question was not the focus of our study, from our data we may
infer that:

P3. Experimentation (improvisation) mediates between the exploitation and
transformation of substantive capabilities and the acquisition and creation of
dynamic capabilities.

The plausibility of this conjecture shall be investigated in future studies, preferably in
ethnographic research settings to capture the phenomenon in real time rather than post
hoc (Zahra et al., 2006). Further in our data, we find that:

P4. The process of experimentation (improvisation) is moderated by the availability
of resources.

Future research is needed to identify the sign of the relationship in P4, as our findings
are contradictory. In one case, we find that less available resources lead to less
improvisation with the opportunity selection and more improvisation with opportunity
execution. In another, the opposite is observed: less availability of resources leads to
more improvisation with opportunity selection and less improvisation with opportunity
execution.

Legitimacy lies (Rutherford et al., 2009) emerged as another type of dynamic
capability. We view telling legitimacy lies as part of symbolic and impression
management (Zott and Huy, 2007) that “[…] refers to the process by which individuals
attempt to control the impressions others form of them” (Leary and Kowalski, 1990,
p. 34). We maintain that entrepreneurs tell legitimacy lies to compensate for the lack or
inadequate quality of substantive capabilities. Using this type of dynamic capability,
entrepreneurs aim to gain legitimacy for their ventures faster (Zott and Huy, 2007),
moving their ventures faster toward a steady state, made-it point. On the other hand,
being a subjective construct, legitimacy lies may produce the opposite, negative effect
whereby ventures’ stakeholders may view or perceive such activities as illegitimate
(Elsbach and Sutton, 1992) and as clashing with social norms or organizational goals
(Scott, 1987).

We are cautious when it comes to discussing whether INVs have made it by creating
and exploiting various substantive and dynamic capabilities. Here, we side with Zahra
et al. (2006), who warn that, in post hoc studies such as this one, it is difficult to separate
the existence of dynamic capabilities from their effects. Indeed, despite a number of
made-it points, we find that the transition from an entrepreneurial to a professionally
run organization did not take place (Mintzberg, 1973). This could be explained by the
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fact that entrepreneurs managed to develop substantive capabilities to produce desired
outputs at various levels within the venture, including personal levels; however, they
failed to create dynamic capabilities to change and reconfigure existing substantive
capabilities and eventually establish a dominant logic (Prahalad and Bettis, 1986) in the
new venture during the emergence stage.

Further theorizing
We have introduced the concept of the made-it point to investigate how and whether
INVs made it beyond their start-up phase or initial internationalization. On the one hand,
we defined the made-it point as an entrepreneurial threshold, whereby an INV
transitions from an entrepreneurial to a professionally led organization. On the other
hand, we viewed it as a process of emergence of the entrepreneurial threshold. To move
the enquiry beyond this substantive area of research to get a better understanding of
continued growth, evolutionary patterns and organizational survival of young
entrepreneurial ventures, further conceptualization of the made-it point is needed.

We turn to the concept of turning point for this purpose. As a concept, a turning point
has a number of properties that allow us to advance our understanding of the dynamic
capability view of the firm. A turning point is a process. As a process, it involves a
course correction (dynamic capability); it redirects the path (new routines or substantive
capabilities are established) and requires certain strategies and choices (Hareven and
Masaoka, 1988; Abbott, 2001). A turning point refers to two points in time (Abbott,
2001). For a turning point to exist, there should be a passage of sufficient time between
the two points (between two substantive capabilities), making sure that the direction of
the course (trajectory) has been changed either in direction or in nature (Abbott, 2001). A
turning point can be defined only a posteriori. Following this hindsight property, the
analysis of a turning point “[…] makes sense only after the fact, when a new trajectory
or system state is clearly established” (Abbott, 2001, p. 250). This property has direct
implications on the methodology and methods of researching dynamic capabilities in
organizations (Zahra et al., 2006). Uncertainty further defines a turning point; it defines
the nature of trajectories or system states on either side of a turning point. An event that
moves from uncertainty to a trajectory that is certain and directional is what Abbott
(2001) calls focal turning point. A randomizing turning point, according to Abbott, is an
event that moves from certainty (or a stable trajectory) to a trajectory that is uncertain
(or random). For example, researchers may conceptualize the dynamic capability in
young ventures as a focal turning point whereby steady states (routines or substantive
capabilities) are sought for the first time at various levels in the organization.

Conclusions
The central aim of this paper was to explore how and whether INVs made it beyond their
emergence phase. Given the instrument we used to explore these questions, our results
are limited in scope. However, we put forward a number of questions and conjectures to
guide future research in this, currently, under-researched area of international
entrepreneurship (Zahra, 2005; Sapienza et al., 2006; Bingham, 2009; Sleuwaegen and
Onkelinx, 2014). Understanding whether and how INVs reach their made-it points
would contribute to our understanding of how early internationalization affects INVs’
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organizational survival and growth. We have also suggested using the concept of
turning point in future research to advance our understanding of the dynamic capability
view of the firm.

References
Abbott, A. (2001), “On the concept of turning point”, in Abbott, A. (Ed.), Time Matters: On Theory

and Method, University of Chicago Press, Chicago, IL.

Almor, T., Tarba, S.Y. and Margalit, A. (2014), “Maturing, technology-based, born-global
companies: surviving through mergers and acquisitions”, Management International
Review, Vol. 54 No. 4, pp. 421-444.

Autio, E., George, G. and Alexy, O. (2011), “International entrepreneurship and capability
development – qualitative evidence and future research directions”, Entrepreneurship
Theory and Practice, Vol. 35 No. 1, pp. 11-37.

Bingham, C.B. (2009), “Oscillating structure: new venture internationalization and the effective
(and less effective) use of constraint”, Strategic Entrepreneurship Journal, Vol. 3 No. 4,
pp. 321-345.

Cesinger, B., Fink, M., Madsen, T. and Kraus, S. (2012), “Rapidly internationalizing ventures: how
definitions can bridge the gap across contexts”, Management Decision, Vol. 50 No. 10,
pp. 1816-1842.

Chell, E. (1998), “Critical incident technique”, in Symon, G. and Cassell, C. (Eds), Qualitative
Methods and Analysis in Organizational Research: A Practical Guide, Sage, London,
pp. 51-72.

Coviello, N. (2015), “Re-thinking research on born globals”, Journal of International Business
Studies, Vol. 46 No. 1, pp. 17-26.

Coviello, N. and Jones, M. (2004), “Methodological issues in international entrepreneurship
research”, Journal of Business Venturing, Vol. 19 No. 4, pp. 485-508.

Covin, J. and Slevin, D. (1997), “High growth transitions: theoretical perspectives and suggested
directions”, in Sexton, D. and Smilor, R. (Eds), Entrepreneurship 2000, Upstart Publishing,
Chicago, IL, pp. 99-126.

Dyer, G. and Wilkins, A. (1991), “Better stories, not better constructs, to generate better theory: a
rejoinder to Eisenhardt”, Academy of Management Review, Vol. 16 No. 3, pp. 613-619.

Easterby-Smith, M., Lyles, M. and Peteraf, M. (2009), “Dynamic capabilities: current debates and
future directions”, British Journal of Management, Vol. 20 No. 1, pp. S1-S8.

Easterby-Smith, M. and Prieto, I. (2008), “Dynamic capabilities and knowledge management: an
integrative role for learning?”, British Journal of Management, Vol. 19 No. 3, pp. 235-249.

Edvardsson, B. (1992), “Service breakdowns: a study of critical incidents in an airline”,
International Journal of Service Industry Management, Vol. 3 No. 4, pp. 17-29.

Eisenhardt, K. and Martin, J. (2000), “Dynamic capabilities: what are they?”, Strategic
Management Journal, Vol. 21 Nos 10/11, pp. 1105-1121.

Elsbach, K.D. and Sutton, R.I. (1992), “Acquiring organizational legitimacy through illegitimate
actions: a marriage of institutional and impression management theory”, Academy of
Management Journal, Vol. 35 No. 4, pp. 699-738.

Fisher, G. (2012), “Effectuation, causation, and bricolage: a behavioral comparison of emerging
theories in entrepreneurship research”, Entrepreneurship Theory and Practice, Vol. 36
No. 5, pp. 1019-1051.

CR
26,5

532

D
ow

nl
oa

de
d 

by
 T

A
SH

K
E

N
T

 U
N

IV
E

R
SI

T
Y

 O
F 

IN
FO

R
M

A
T

IO
N

 T
E

C
H

N
O

L
O

G
IE

S 
A

t 2
0:

30
 1

4 
N

ov
em

be
r 

20
16

 (
PT

)

http://www.emeraldinsight.com/action/showLinks?crossref=10.1057%2Fjibs.2014.59&isi=000346689800003
http://www.emeraldinsight.com/action/showLinks?crossref=10.1057%2Fjibs.2014.59&isi=000346689800003
http://www.emeraldinsight.com/action/showLinks?crossref=10.1111%2Fj.1467-8551.2008.00609.x&isi=000263519200001
http://www.emeraldinsight.com/action/showLinks?crossref=10.1007%2Fs11575-014-0212-9&isi=000340938000001
http://www.emeraldinsight.com/action/showLinks?crossref=10.1007%2Fs11575-014-0212-9&isi=000340938000001
http://www.emeraldinsight.com/action/showLinks?system=10.1108%2F09564239210019450
http://www.emeraldinsight.com/action/showLinks?crossref=10.1002%2Fsej.77&isi=000281807400003
http://www.emeraldinsight.com/action/showLinks?crossref=10.2307%2F256313&isi=A1992JR18200001
http://www.emeraldinsight.com/action/showLinks?crossref=10.2307%2F256313&isi=A1992JR18200001
http://www.emeraldinsight.com/action/showLinks?isi=A1991FW25700006
http://www.emeraldinsight.com/action/showLinks?crossref=10.1016%2Fj.jbusvent.2003.06.001&isi=000222069500002
http://www.emeraldinsight.com/action/showLinks?crossref=10.1111%2Fj.1467-8551.2007.00543.x&isi=000258201700003
http://www.emeraldinsight.com/action/showLinks?crossref=10.1111%2Fj.1540-6520.2010.00421.x&isi=000286329300002
http://www.emeraldinsight.com/action/showLinks?crossref=10.1111%2Fj.1540-6520.2010.00421.x&isi=000286329300002
http://www.emeraldinsight.com/action/showLinks?crossref=10.1002%2F1097-0266%28200010%2F11%2921%3A10%2F11%3C1105%3A%3AAID-SMJ133%3E3.0.CO%3B2-E&isi=000165188900009
http://www.emeraldinsight.com/action/showLinks?crossref=10.1002%2F1097-0266%28200010%2F11%2921%3A10%2F11%3C1105%3A%3AAID-SMJ133%3E3.0.CO%3B2-E&isi=000165188900009
http://www.emeraldinsight.com/action/showLinks?system=10.1108%2F00251741211279620&isi=000311772300007
http://www.emeraldinsight.com/action/showLinks?crossref=10.1111%2Fj.1540-6520.2012.00537.x&isi=000308305200006


Flanagan, J. (1954), “The critical incident technique”, Psychological Bulletin, Vol. 51 No. 4,
pp. 327-358.

Glaser, B. (2005), The Grounded Theory Perspective III: Theoretical Coding, Sociology Press, Mill
Valley.

Hareven, T. and Masaoka, K. (1988), “Turning points and transitions: perceptions of the life
course”, Journal of Family History, Vol. 13 No. 3, pp. 271-289.

Helfat, C. and Peteraf, M. (2003), “The dynamic resource-based view: capability lifecycles”,
Strategic Management Journal, Vol. 24 No. 10, pp. 997-1010.

Holcomb, T.R., Hitt, M.A., Ireland, R.D. and Certo, T. (2007), “Resources, industry membership,
and firm performance: the role of capability configurations in value creation for IPO-stage
new ventures”, Frontiers of Entrepreneurship Research, Vol. 27 No. 13.

Jones, M. and Coviello, N. (2005), “Internationalisation: conceptualizing an entrepreneurial
process of behaviour in time”, Journal of International Business Studies, Vol. 36 No. 3,
pp. 284-303.

Jones, M., Coviello, N. and Tang, Y. (2011), “International entrepreneurship research (1989-2009):
a domain ontology and thematic analysis”, Journal of Business Venturing, Vol. 26 No. 6,
pp. 632-659.

Leary, M. and Kowalski, R. (1990), “Impression management: a literature review and
two-component model”, Psychological Bulletin, Vol. 107 No. 1, pp. 34-47.

Lichtenstein, B., Dooley, K. and Lumpkin, G. (2006), “Measuring emergence in the dynamics of
new venture creation”, Journal of Business Venturing, Vol. 21 No. 2, pp. 153-175.

Miles, M. and Huberman, M. (1994), Qualitative Data Analysis: An Expanded Sourcebook, Sage,
London.

Mintzberg, H. (1973), “Strategy-making in three modes”, California Management Review, Vol. 16
No. 2, pp. 44-53.

Nicholls-Nixon, C., Cooper, A. and Woo, C. (2000), “Strategic experimentation: understanding
change and performance in new ventures”, Journal of Business Venturing, Vol. 15 Nos 5/6,
pp. 493-521.

Oviatt, B. and McDougall, P. (1994), “Toward a theory of international new ventures”, Journal of
International Business Studies, Vol. 24 No. 1, pp. 45-64.

Prahalad, C.K. and Bettis, R.A. (1986), “The dominant logic: a new linkage between diversity and
performance”, Strategic Management Journal, Vol. 7 No. 6, pp. 485-501.

Pratt, M.G. (2008), “Fitting oval pegs into round holes: tensions in evaluating and publishing
qualitative research in top-tier North American journals”, Organizational Research
Methods, Vol. 11 No. 3, pp. 481-509.

Rutherford, M., Buller, P. and Stebbins, J. (2009), “Ethical considerations of the legitimacy lie”,
Entrepreneurship Theory and Practice, Vol. 33 No. 4, pp. 949-964.

Sapienza, H., Autio, E., George, G. and Zahra, S. (2006), “A capabilities perspective on the effects
of early internationalization on firm survival and growth”, Academy of Management
Review, Vol. 31 No. 4, pp. 914-933.

Scott, R. (1987), Organizations: Rational, Natural, and Open Systems, Prentice-Hall, Englewood,
Cliffs, NJ.

Sleuwaegen, L. and Onkelinx, J. (2014), “International commitment, post-entry growth and
survival of international new ventures”, Journal of Business Venturing, Vol. 29 No. 1,
pp. 106-120.

533

Value-creating
strategies

D
ow

nl
oa

de
d 

by
 T

A
SH

K
E

N
T

 U
N

IV
E

R
SI

T
Y

 O
F 

IN
FO

R
M

A
T

IO
N

 T
E

C
H

N
O

L
O

G
IE

S 
A

t 2
0:

30
 1

4 
N

ov
em

be
r 

20
16

 (
PT

)

http://www.emeraldinsight.com/action/showLinks?crossref=10.1177%2F1094428107303349&isi=000256588900004
http://www.emeraldinsight.com/action/showLinks?crossref=10.1016%2FS0883-9026%2898%2900018-4&isi=000088703200007
http://www.emeraldinsight.com/action/showLinks?crossref=10.5465%2FAMR.2006.22527465&isi=000241147900007
http://www.emeraldinsight.com/action/showLinks?crossref=10.5465%2FAMR.2006.22527465&isi=000241147900007
http://www.emeraldinsight.com/action/showLinks?crossref=10.1016%2Fj.jbusvent.2011.04.001&isi=000295949000003
http://www.emeraldinsight.com/action/showLinks?crossref=10.1016%2Fj.jbusvent.2013.01.001&isi=000327565800007
http://www.emeraldinsight.com/action/showLinks?crossref=10.1016%2Fj.jbusvent.2005.04.002&isi=000235621500002
http://www.emeraldinsight.com/action/showLinks?crossref=10.1002%2Fsmj.4250070602&isi=A1986E974200001
http://www.emeraldinsight.com/action/showLinks?crossref=10.1002%2Fsmj.332&isi=000185451300008
http://www.emeraldinsight.com/action/showLinks?crossref=10.2307%2F41164491&isi=A1973R709300005
http://www.emeraldinsight.com/action/showLinks?crossref=10.1037%2Fh0061470&isi=A1954XR86600001
http://www.emeraldinsight.com/action/showLinks?crossref=10.1111%2Fj.1540-6520.2009.00310.x&isi=000267696600007
http://www.emeraldinsight.com/action/showLinks?crossref=10.1057%2Fpalgrave.jibs.8400138&isi=000229039400003
http://www.emeraldinsight.com/action/showLinks?crossref=10.1057%2Fpalgrave.jibs.8490193&isi=A1994NE43800003
http://www.emeraldinsight.com/action/showLinks?crossref=10.1057%2Fpalgrave.jibs.8490193&isi=A1994NE43800003
http://www.emeraldinsight.com/action/showLinks?crossref=10.1177%2F036319908801300117&isi=A1988Q881800001
http://www.emeraldinsight.com/action/showLinks?crossref=10.1037%2F0033-2909.107.1.34&isi=A1990CG64100002
http://www.emeraldinsight.com/action/showLinks?crossref=10.1177%2F1094428107303349&isi=000256588900004


Stinchcombe, A. (1965), “Social structure and organizations”, in March J. (Ed.), Handbook of
Organizations, Rand McNally, Chicago, IL, pp. 142-193.

Storey, D. (1994), Understanding the Small Business Sector, Routledge, London.
Teece, D.J. (2007), “Explicating dynamic capabilities: the nature and microfoundations of

(sustainable) enterprise performance”, Strategic Management Journal, Vol. 28 No. 13,
pp. 1319-1350.

Tension (2016), Oxford Dictionaries, available at: www.oxforddictionaries.com/us/definition/
american_english/tension

Turcan, R.V. (2006), “De-internationalization of small high technology firms: an international
entrepreneurship perspective”, Doctoral Thesis, University of Strathclyde, Glasgow.

Turcan, R.V. (2008), “Entrepreneur–venture capitalist relationships: mitigating post-investment
dyadic tensions”, Venture Capital: An International Journal of Entrepreneurial Finance,
Vol. 10 No. 3, pp. 281-304.

Turcan, R.V. (2012), “External legitimation in international new ventures: toward the typology of
captivity”, International Journal of Entrepreneurship and Small Business, Vol. 15 No. 2,
pp. 262-283.

Webb, E., Campbell, D., Schwartz, R. and Sechrest, L. (2000), Unobtrusive Measures, Sage
Publications, Thousand Oaks, CA.

Winter, S.G. (2003), “Understanding dynamic capabilities”, Strategic Management Journal,
Vol. 24 No. 10, pp. 991-995.

Zaheer, S. (1995), “Overcoming the liability of foreignness”, Academy of Management Journal,
Vol. 38 No. 2, pp. 341-363.

Zahra, S. (2005), “The theory of international new ventures: a decade of research”, Journal of
International Business Studies, Vol. 36 No. 1, pp. 20-29.

Zahra, S. and Filatotchev, I. (2004), “Governance of the entrepreneurial threshold firm: a
knowledge-based perspective”, Journal of Management Studies, Vol. 41 No. 5, pp. 885-897.

Zahra, S., Sapienza, H. and Davidsson, P. (2006), “Entrepreneurship and dynamic capabilities: a
review, model and research agenda”, Journal of Management Studies, Vol. 43 No. 4,
pp. 917-955.

Zimmerman, M. and Zeitz, G. (2002), “Beyond survival: achieving new venture growth by building
legitimacy”, Academy of Management Review, Vol. 27 No. 3, pp. 414-431.

Zott, C. and Huy, Q.N. (2007), “How entrepreneurs use symbolic management to acquire
resources”, Administrative Science Quarterly, Vol. 52 No. 1, pp. 70-105.

About the authors
Romeo V. Turcan is Associate Professor of Organization Studies and International
Entrepreneurship at Aalborg University, Denmark. Romeo’s research interests relate to
cross-disciplinary theory building in the areas of new sector and new venture creation and
legitimation, de-internationalization and international entrepreneurship. Romeo has professional
experience in power, oil, military high-tech, management consulting and non-profit sectors.
Romeo V. Turcan is the corresponding author and can be contacted at: rvt@business.aau.dk

Anita Juho is Assistant Professor of Entrepreneurship with affiliation at
Prince Mohammad Bin Salman College of Business and Entrepreneurship in Kingdom of Saudi
Arabia. Anita’s research interests relate to international entrepreneurship, opportunity creation,
networks, learning and accelerated internationalization. Anita was a Project Coordinator at the
Biocenter Oulu responsible for developing entrepreneurial and business-related skills of the
doctoral students in the field of bio sciences.

CR
26,5

534

D
ow

nl
oa

de
d 

by
 T

A
SH

K
E

N
T

 U
N

IV
E

R
SI

T
Y

 O
F 

IN
FO

R
M

A
T

IO
N

 T
E

C
H

N
O

L
O

G
IE

S 
A

t 2
0:

30
 1

4 
N

ov
em

be
r 

20
16

 (
PT

)

http://www.oxforddictionaries.com/us/definition/american_english/tension
http://www.oxforddictionaries.com/us/definition/american_english/tension
mailto:rvt@business.aau.dk
http://www.emeraldinsight.com/action/showLinks?crossref=10.1111%2Fj.1467-6486.2006.00616.x&isi=000237929400010
http://www.emeraldinsight.com/action/showLinks?crossref=10.1002%2Fsmj.640&isi=000251021800003
http://www.emeraldinsight.com/action/showLinks?crossref=10.2307%2F256683&isi=A1995QR41800002
http://www.emeraldinsight.com/action/showLinks?crossref=10.2189%2Fasqu.52.1.70&isi=000247532200003
http://www.emeraldinsight.com/action/showLinks?crossref=10.1111%2Fj.1467-6486.2004.00458.x&isi=000222259500008
http://www.emeraldinsight.com/action/showLinks?crossref=10.1504%2FIJESB.2012.045207
http://www.emeraldinsight.com/action/showLinks?isi=000176819500009
http://www.emeraldinsight.com/action/showLinks?crossref=10.1002%2Fsmj.318&isi=000185451300007
http://www.emeraldinsight.com/action/showLinks?crossref=10.1057%2Fpalgrave.jibs.8400118&isi=000227116300004
http://www.emeraldinsight.com/action/showLinks?crossref=10.1057%2Fpalgrave.jibs.8400118&isi=000227116300004
http://www.emeraldinsight.com/action/showLinks?crossref=10.1080%2F13691060802151960


Appendix 1

Table AI.
Soft-Kode critical

event chart

Y
ea

r
Q

I
Q

II
Q

II
I

Q
IV

20
04

T
he

fo
un

de
r

m
ov

ed
to

B
an

gl
ad

es
h

Se
t-u

p
So

ft
-T

ec
h

So
ft

w
ar

e
de

ve
lo

pm
en

tu
ni

ti
n

B
an

gl
ad

es
h

w
as

es
ta

bl
is

he
d

(n
ot

ow
ne

d
by

So
ft

-T
ec

h)

20
05

O
pp

or
tu

ni
ty

:“
at

th
at

tim
e

ev
er

yo
ne

w
as

do
in

g
pr

oj
ec

t
ba

se
d

so
ft

w
ar

e
de

ve
lo

pm
en

t”
T

w
o

m
ar

ke
to

pp
or

tu
ni

tie
s

ha
ve

be
en

id
en

tifi
ed

:
-S

of
tw

ar
e

de
ve

lo
pm

en
t

-3
D

m
od

el
in

g
Fu

tu
re

co
-fo

un
de

r
qu

it
N

ok
ia

an
d

jo
in

ed
fo

rc
es

w
ith

th
e

fo
un

de
r

T
he

fo
un

de
r

m
ov

ed
ba

ck
to

Fi
nl

an
d

St
ar

te
d

So
ft

-B
as

e
(r

ep
la

ci
ng

So
ft

-T
ec

h)

20
06

So
ft

-V
is

io
n

be
ca

m
e

ke
y

cu
st

om
er

fo
r

So
ft

-B
as

e
(la

te
r

So
ft

-K
od

e)
;T

ri
ed

to
sp

ec
ia

liz
e

on
va

ri
ou

s
te

ch
no

lo
gy

pl
at

fo
rm

s

E
st

ab
lis

he
d

a
de

ve
lo

pm
en

t
te

am
in

V
ie

tn
am

A
pa

rt
ne

r
in

B
an

gl
ad

es
h

di
d

no
t

co
nt

in
ue

its
co

m
m

itm
en

ts
A

pa
rt

ne
r

in
V

ie
tn

am
di

d
no

t
fu

lfi
ll

its
co

m
m

itm
en

ts
D

ec
id

ed
“t

o
co

nt
ro

le
ve

ry
th

in
g

th
at

is
re

la
te

d
to

th
e

pr
oc

es
s

of
so

ft
w

ar
e

de
ve

lo
pm

en
t”

D
ec

id
ed

to
-c

re
at

e
a

ho
ld

in
g

-c
re

at
e

ow
n

de
ve

lo
pm

en
tu

ni
ts

-t
o

fo
cu

s
A

cl
ea

r
di

vi
si

on
of

bu
si

ne
ss

es
w

as
em

er
gi

ng
:s

of
tw

ar
e

de
ve

lo
pm

en
t

an
d

3D
m

od
el

in
g.

B
ec

am
e

pr
ofi

ta
bl

e

20
07

So
ft

-B
as

e
ho

ld
in

g
w

as
cr

ea
te

d
St

ar
te

d
bu

ild
in

g
ow

n
so

ft
w

ar
e

un
it

in
B

an
gl

ad
es

h
B

us
in

es
s

w
as

di
vi

de
d

in
to

tw
o

ar
ea

s:
-S

of
t-K

od
e

(p
ro

je
ct

-b
as

ed
so

ft
w

ar
e

de
ve

lo
pm

en
t)

-3
D

-S
of

t(
3D

m
od

el
in

g)
N

ew
co

-o
w

ne
r

jo
in

s
in

G
re

w
up

to
20

em
pl

oy
ee

s

20
08

G
re

w
up

to
50

em
pl

oy
ee

s:
“t

hi
s

w
as

th
e

le
ve

ly
ou

ne
ed

to
ha

ve
to

ge
t

ac
ce

ss
to

th
e

la
rg

e
cu

st
om

er
s

in
Fi

nl
an

d”

20
11

R
ea

ch
ed

:
-2

.1
m

ill
io

n
eu

ro
s

in
re

ve
nu

e
-1

00
em

pl
oy

ee
s

-3
0

cu
st

om
er

s/
m

on
th

20
12

T
he

ai
m

is
to

gr
ow

up
to

a
25

0
em

pl
oy

ee
ve

nt
ur

e

535

Value-creating
strategies

D
ow

nl
oa

de
d 

by
 T

A
SH

K
E

N
T

 U
N

IV
E

R
SI

T
Y

 O
F 

IN
FO

R
M

A
T

IO
N

 T
E

C
H

N
O

L
O

G
IE

S 
A

t 2
0:

30
 1

4 
N

ov
em

be
r 

20
16

 (
PT

)



Appendix 2

Table AII.
Soft-Med critical
event chart
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