
MONASH UNIVERSITY 
FACULTY OF BUSINESS & ECONOMICS 

CHOICE OWNERSHIP MODE AND ENTRY 
STRATEGY: THE CASE OF AUSTRALIAN 

INVESTORS IN THE UK 

Ronald W Edwards and Peter J Buckley 

Working Paper 24198 

January 1998 

RW Edwards 
Senior Lecturer 
Department of Management 

Monash University 

PJ Buckley 
Director 
Centre for International Business 
University of Leeds 

ABSTRACT 
This preliminary research challenges the preconceived notion that resistance is an 
impediment to change by producing evidence identifying inconsistencies with theory and 
highlighting the lack of consideration about its constructive role within organisations. 

As a result there is a need to accurately measure the nature of resistance within the 
organization and a questionnaire was developed to identify the type of resistance that existed 
within a particular environment. The paper will include the results of the testing instrument 
for the measurement of resistance at a particular manufacturing company in Australia. 



CHOICE OF LOCATION AND MODE: THE CASE OF AUSTRALIAN INVESTORS IN 
THE UK 

1. INTRODUCTION 

Two central decisions must be made by any firm which is seeking to enter foreign markets: what 
markets should be entered and how should it service each market. In servicing a foreign market, a 
manufacturer may choose between three main entry modes: exporting, licensing to a local firm and 
establishing a local production facility. Where firms choose to establish a local production facility 
they must decide whether to establish a new business or to acquire an existing one, and also, whether 
to pursue the venture alone or with a joint-venture partner. This paper seeks to analyse these decision 
processes for Australian manufacturing firms located in the U K . 

Australian multinational corporation (MNC) activity is a relatively recent activity. While small 
numbers of Australian firms have been prominent abroad for many years, large scale investment is a 
relatively recent phenomenon. In fact, ninety per cent of Australia's foreign assets has been 
accumulated since then, with the largest share, nearly one third, being located in the U K (ABS 
Catalogue 5305). Relatively little academic attention, either in Australia or abroad, has been given to 
the strategic decision making of these MNCs. This paper seeks to address this shortcoming and, in 
particular, is concerned to analyse the location and mode choices of Australia's manufacturing MNCs 
in the U K . Section 2 will survey the relevant theoretical literature on these topics and develop 
hypotheses to be tested by reference to survey data supplied in section 3. Section 4 analyses the data 
and section 5 offers some conclusions. 

2. Literature Review 

The academic literature dealing with modal choice can be loosely categorised into three streams: 
economic (demand and cost); risk; and behavioural motivation. Each of these will be discussed. 

Buckley and Casson (1981) theorised that the choice of entry mode will be determined by the 
demand and cost characteristics of each mode. In their model the interaction of the variable and 
fixed costs associated with exporting and foreign production determine which of these two modes is 
chosen. The additional fixed costs involved in increasing home production to cater for exports are 
likely to be small. However, variable costs, including transportation costs and tariffs, wil l be high. 
Foreign production, by contrast, involves much larger fixed costs as it requires the acquisition of new 
production and distribution assets abroad. Variable costs, however, will be lower than for exporting 
because transportation and tariff costs are avoided. In these circumstances the most profitable mode 
will be determined by the level of demand. A low level of demand will not justify the fixed costs of 
foreign direct investment (FDI), thus exporting will be optimal for small markets. Larger markets 
may justify the fixed costs required for FDI, the variable cost per unit being lowest in this mode. 
Interestingly, Buckley and Casson projected that firms will change entry mode over time if the 
foreign market grows. Firms will begin by exporting and switch to licensing and FDI as market size 
increases. 

Subsequent work (Buckley, 1983) gave greater prominence to transaction costs in the choice of 
mode. Transaction costs are incurred in both establishing buyer and seller relationships and in 
negotiating and enforcing each transaction. The former costs are fixed in nature whereas the latter 
are variable. In these circumstances, if the frequency of transactions is below a critical level the 
combined profit of the buyer and seller is maximised by having the two firms separately owned, with 
transactions taking place in external markets. At higher frequencies the weight of variable costs calls 
for internalisation of the market. 
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Buckley and Casson's (1981) model and Buckley's (1983) extension of it were highly useful for 
consolidating the economic dimension of modal choice. However, subsequent literature, to be 
discussed below, has emphasised the role of risk assessment and global strategy in the choice and 
timing of modal changes. Further, Buckley and Casson assumed that sales growth is autonomous of 
modal choice. Subsequent studies (eg. Calof and Beamish, 1995) have shown that different modes 
have different sales potential. 

Contractor (1990) extended and improved on Buckley and Casson's model by incorporating more 
potential modes and by considering the administrative, transaction and internalisation costs as well as 
the direct costs of each mode. He concluded that net cash flow is maximised with a foreign 
production facility where transaction costs are high and internalisation costs are modest. If the 
market is working efficiently and internalisation costs are significant then the exporting mode is 
preferable. 

Brouthers (1995) argued that in selecting the appropriate entry mode firms have to determine the 
level of resource commitment they are willing to make and the level of risk they can sustain. 
Exporting is a low cost, low risk means of entering foreign markets and can be down scaled quickly. 
However, it denies the firm marketing control and thus offers less sales and profit. The foreign 
production mode, especially a sole-venture, by contrast, is a high investment and consequently high 
risk alternative but provides a high degree of control to the investing firm. 

A number of theories, mainly inspired by Johanson, Wiedersheim-Paul and Vahlne, and dubbed the 
Uppsala Model, explain modal choice on the basis of a firm's experience in international markets. 
This model posits that intemationalisation occurs in stages, commencing with irregular export 
activity (Cavusgil, 1984, Johanson and Vahlne, 1990, Johanson and Wiedersheim-Paul, 1975). 
Businesses move from irregular exporting, through exporting via an independent agent, the use of a 
sales subsidiary to, eventually, full production in foreign markets. Progression through the stages is 
driven by experiential knowledge accumulation. Each stage calls for more commitment to 
international markets but enables firms to gain in knowledge, skill and confidence in foreign markets. 
Because the knowledge relates to the existing mode of operation, firms tend to move gradually, 
adopting new modes which make most use of past experience. 

There are three exceptions to this incremental process (Andersen 1993, Johanson and Vahlne 1990). 
Firstly, large firms can take bigger intemationalisation steps. Secondly, when market conditions are 
stable, knowledge can be gained in ways other than through experience. Thirdly, experience in 
similar markets may allow a firm to generalise this experience. These exceptions allow firms to 
jump stages. 

The Uppsala Model and the literature it spawned have been criticised for failing to explain how or 
why intemationalisation starts and for emphasising the characteristics of firms in each stage but 
giving insufficient attention to the causes of modal change. Critics have argued that the model does 
not fully explain multi-step mode changes, or disinvestment, and is highly deterministic in nature 
(Anderson, 1993; Calof and Beamish, 1995). Calof and Beamish found that 48 per cent of mode 
changes failed to follow this single step, incremental pattern. Their study concluded that modal 
choice could be attributed to perceptions of potential sales volume in the foreign market, belief that 
each mode could generate a certain sales volume and belief regarding the costs of each mode. 
Managerial and other resource capacity and strategic considerations could mediate mode choice. 

The next issue to explore is that of locational choice. Various strands of theory, based on risk 
assessment, global strategy, demand factors and 'psychic distance' are present in the literature. Each 
will be discussed in turn. 

The risk context is important in locational choice. By establishing foreign operations, companies 
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make a longer term commitment which cannot be easily withdrawn. FDI creates sunk costs, 
establishing a physical and personal link in the foreign country which remain even i f the original 
market conditions which attracted the firm cease to apply (Buckley and Casson, 1981). Risks are 
likely to be higher than indirect exporting due to the assumption of responsibility for decision making 
(Agarwal and Ramaswami 1992; Hi l l , Hwang and Kim, 1990). Hence, firms may not be willing to 
commit resources to high risk countries, preferring entry through exporting (Agarwal and 
Ramaswami, 1992). Not surprisingly, survey research (for example Buckley, Newbould and 
Thurwell, 1988) points to the importance of political stability and low country risk in locational 
choice. 

Another strand of the literature on FDI emphasises the global strategic focus of MNCs (see Kim and 
Hwang, 1992; Kogut, 1985). Rather than interpreting the locational choice for any one subsidiary in 
isolation, this strand looks to the role of the subsidiary within the interdependent network of 
subsidiaries belonging to the M N C . For example, a subsidiary may be established to act as a 
competitive scanning post in an otherwise unprofitable market or to check the cash flow of a 
potential global competitor (Kim and Hwang, 1992). Consequently, an analysis of entry mode must 
include consideration of global strategic variables. 

Firms interested in expanding sales are likely to favour markets with greater market potential. The 
size and growth of markets have been found to be an important determinant of foreign investment 
(Terpstra and Y u , 1988). Consequently, governments can influence locational decisions by altering 
the demand conditions within their jurisdictions through taxation, industry regulation or the supply of 
infrastructure (Boddewyn and Brewer, 1994; Losch 1954). Specific trade policies including tariffs, 
quotas and non-tariff barriers such as voluntary export restraints, could therefore have a strong 
influence on FDI. Companies may be induced to invest and produce in a protected market rather 
than supply it via exports (Bureau of Industry Economics, 1993, p.93). 

Finally, the Uppsala Model has a second strand which asserts that the locational pattern of FDI is 
determined by 'psychic distance1, defined as the costs of acquiring and internalising relevant 
information about business conditions in other countries, the perception of risk and uncertainty 
involved in foreign operations, and the resources required to gain access to foreign networks 
(Johanson and Vahlne, 1977). The model asserts that the costs involved in overcoming psychic 
distance decline over time as a function of the experience gained by the firm. Firms are thus usually 
expected to enter familiar, probably neighbouring markets first because of their historical familiarity, 
and then to fan out into progressively more remote territory. 

However, Forsgren (1989) has argued that the psychic distance theory is only valid in the early stages 
of intemationalisation when lack of market knowledge and market resources are constraining forces. 
These cease to be as important when the firm has activities in a lot of countries. A study by 
Nordstrom (1991), for example, found that, while psychic distance played a role, market potential 
was the most important explanatory factor in locational choice. Nevertheless, the Uppsala Model's 
staging and psychic distance constructs retain wide acceptance (see Anderson, 1993, Calof and 
Beamish, 1995) and are the basis of the paper's hypotheses: 

HI. Psychic distance explains the locational choice of Australian investment in the UK. 

H2. Australian FDI in the U K is the result of a staged entry process. 

Having chosen to establish a business entity in a particular foreign market, the firm must decide 
whether to acquire an existing business or to purchase a greenfield site with the intention of 
establishing a new business. Once again, a range of theories focussing, respectively, on market 
knowledge, transaction costs, resource commitment and the nature of product demand, offer 
alternative approaches to understanding the decision making involved. The behavioural approach 

4 



emphasises the decision maker's knowledge of particular markets and the perceptions, beliefs, 
opinions and attitudes born out of this knowledge (Erramilli and Rao, 1990). This theory suggests a 
positive relationship between the decision maker's knowledge of foreign markets and the firm's 
resource commitments. The more familiar the market, the more likely a firm will rely on its own 
resources to establish and operate the subsidiary. Firms with knowledge deficiencies, however, may 
try to acquire knowledge by teaming up with individuals and organisations that possess such 
knowledge. This means that they will show a greater tendency to license, to acquire operating firms 
and to joint-venture. 

Davidson (1982) found empirical support for the behavioural model in his study of US 
multinationals. In the main, firms chose licensing and joint-ventures to very little extent, preferring 
wholly owned subsidiaries instead. However, the usage of joint-ventures and licenses rose 
dramatically for entries into countries that were less similar to the US. Kogut and Singh (1988) also 
found that cultural distance between the US and the host country increased the probability of 
choosing a joint-venture over an acquisition or a greenfield, wholly-owned subsidiary. 

Transaction cost theory suggests that a comparison of the efficiency of the market with that of the 
firm's own hierarchy will influence the decision to acquire existing businesses (Caves, 1982). Is it 
more efficient to hire new managers to operate a greenfield site or to acquire an existing business 
with managers in place? Administrative costs depend, in part, on the level of the firm's knowledge 
of how to run a business abroad. The greater the uncertainty, for example in first-time investments, 
the more firms are likely to enter via an acquisition as local management understand the local market 
environment (Caves, 1982). More experienced international firms are assumed to place a higher 
value on profitability and will bear greater uncertainty by pursuing greenfield investments. 

Caves (1982) points out that to start a subsidiary by acquisition a firm must buy shares paying a price 
such that an ordinary investor would get a normal rate of return. If, instead, a firm starts a new 
venture it avoids paying the going-concern value for an established enterprise. Consequently, there 
must be some other advantage that makes the foreign firm willing to acquire other firms. The answer 
relates to risk. The firm is prepared to sacrifice a certain amount of profitability to in order to reduce 
risk by acquiring a firm with an operating local management which know the market (Anderson and 
Gatignon, 1986). 

According to Hennart and Park (1993), the nature of the firm's assets, particularly those that supply 
its competitive advantage, will determine whether acquisition or greenfield investment is the more 
appropriate. Firm-specific assets may be of two types: they may consist of superior organisational 
ability or technical expertise that can be separated from the organisation or they may be deeply 
embedded in the firm's labour force. In the second case, the advantages may be so tightly bound to 
the foreign investor's organisation that they cannot be combined with an acquired unit and must 
instead be exploited by recreating the parent's business on foreign soil. In other words, if the 
investor wants to install its own management practices from the start, a likely case where the 
investment is based on a desire to exploit knowledge within the hierarchy, acquisition seems a less 
suitable method than starting a new venture (Forsgren, 1989). 

The greater the degree of ownership in the entry mode the larger the resource commitment. In joint-
ventures for example, the resource commitment is shared between firms (Woodcock et al, 1994). 
Firms that use the acquisition entry mode are procuring a new set of resources while firms using the 
new venture mode are relying on their historic and previously developed set of resources. The 
difference between the acquisition and joint-venture modes is that firms in a joint-venture share and 
provide access to some of their internal resources while in the sole-venture mode no such access is 
provided. A firm will use the joint-venture mode to rectify a resource deficiency only i f it is willing 
to provide access to such resources and can find a willing and suitable partner (Hill , Hwang and Kim, 
1990). 
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Given the resource commitments required for market entry, firms are likely to employ entry modes 
requiring significant resource commitments only i f the host market is large enough to support such 
commitment. Root (1987) argued that entry modes such as indirect exporting and licensing are 
favoured in markets characterised by low sales potential. Likewise, Hi l l et al (1990) propose that 
M N C s will prefer to avoid heavy commitments in embryonic and declining markets. 

Wilson (1980) suggested that firms in industries which rely on local marketing know-how, such as 
consumer goods, might have more incentive to purchase established companies for expansion, rather 
than taking the slower, more difficult path of building its own market share. Companies possessing 
distinctive technological resources or marketing skills and a willingness to invest in the development 
of new markets are more likely to start a greenfield venture. Companies entering a country at the 
early stages of a product's life in that market will rarely find any suitable firm to take over, whilst 
late into a market and possessing no distinctive resources will prefer to enter by means of a takeover 
(Buckley and Mathew, 1980; Stopford, 1977). 

In summary, the advantages of a takeover are considered to be: access to immediate market share and 
a local reputation, access to production and distribution facilities, a sales organisation which is 
familiar with the product and its customers and management personnel who are experienced in the 
local environment. However, a takeover may not be preferred for the 'flying start' it offers if that 
start is in the wrong direction - the market may not be the one the company seeks; the local 
reputation may be poor; production facilities may be old or inappropriate; management may be 
unable to cope with the changes envisaged by the parent. Further, the greater cost of an acquisition 
introduces additional risk i f the investment goes badly. A greenfield entry means the investing firm 
will have to provide all the resource inputs from the outset and start from such market share as may 
have been established by exports. The company achieves complete control and, therefore, an 
unfettered opportunity to introduce its desired methods which may be rejected by staff in a takeover. 
However, it is likely to be the slowest method of penetrating a new market and the foreign 
environment may introduce additional risks given that the firm's management will be unfamiliar with 
the new environment. 

In relation to joint-ventures, Hennart (1991) argues that this entry mode is efficient when markets for 
intermediate goods held by each party are failing and it is more expensive to acquire or replicate 
assets yielding those goods than obtaining a right to their use through a joint-venture. Joint-ventures 
face the risk of loss where the partner firm seeks to maximise its gain at the expense of the venture. 
This can be expected to arise where the parent transfers poorly protected or ill-defined proprietary 
knowledge (Buckley and Casson, 1976). It may be difficult to price the knowledge or to protect its 
leakage beyond the joint-venture and thus there is incentive to pursue full ownership (Anderson and 
Gatignon, 1986). Similarly, where a company's image and reputation is a public good to all those 
sharing the trademark, a joint-venture partner may have strong incentives to free-ride on the 
reputation by debasing the quality of the products bearing the trademark. A firm exposing its critical 
resources to either imitation or transfer may provide its partnering firm with a competitive advantage 
in the future. If firms want to protect these resources and the perceived risks of having them 
transferred to the second firm are high they should avoid joint-ventures. On the other hand, a joint-
venture arrangement can reduce risk by sharing the resource commitment required to pursue the 
investment (Agarwal and Ramaswami, 1992). Therefore, a focus on risk can lead to different mode 
decisions, depending on the nature of the risk concerned. 

In summary, joint-ventures are more likely where the investor is unfamiliar with the market, where 
access to assets is achieved more economically through a joint-venture than through the market, 
where there is minimal risk of losing core corporate knowledge, where the resource commitment is 
large by comparison with the home business and where appropriate joint-venture partners are 
available. However, where there is difficulty pricing the inputs of each partner and therefore sharing 
the profit equitably, where there is a significant risk of the firm's core assets being dissipated or lost, 
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where the firm has sufficient capacity to manage the new business alone or can economically acquire 
the necessary additional resources, the firm is more likely to enter the new market in a sole-venture 
capacity. 

Hypothesis 3: Firms will choose sole-ventures except where access to market share or 
knowledge is the priority and loss of core business knowledge is not a 
concern. 

Hypothesis 4: Firms will choose green field (de novo) investments over acquisition 
except where rapid access to market share, productive capacity or 
knowledge is the priority. 

3. Research Methodology and Details of the Sample 

This paper investigates Australian FDI abroad by analysing survey data (collected by interview) of 
Australian businesses in the U K . An important advantage of this methodology is that it provides 
direct measures of the factors that determine modal and locational choices. The U K was chosen for 
the study because it is the largest recipient of Australian FDI. Manufacturing companies were chosen 
simply to narrow the field of research. Separate surveys of service companies have since been 
carried out and will be reported in forthcoming publications. Research assisted by ABIE (Australian 
Business in Europe) identified 25 Australian owned manufacturers in Britain. Twenty of these 
agreed to participate in the survey, thereby supplying a highly representative sample of the total 
population. Senior managers of the sample companies, usually Chief Executive Officers, were 
interviewed. The interviews took an hour on average and allowed the interviewees to elaborate 
where appropriate. The survey questions were broad ranging, designed to gain an understanding of 
the corporate history of the subsidiary, and focussed on the central issues of concern to this paper. 
Content analysis of words, themes and omissions was performed. 

The companies included in the survey were diverse in scale, with company size ranging from large 
(1400 employees) to very small (9 employees). The few Australian expatriates employed held 
executive, management or specialist positions, most commonly that of Chief Executive Officer. The 
businesses were involved in producing a diverse range of products including food and beverages, 
chemicals, building and construction items and household products. In general, these products had a 
large non-tradeable element arising from difficulties of transportation and a large service element in 
operations. Most of the businesses surveyed (60 per cent) had been established since 1980. For 
twelve firms, the British subsidiary was a greenfield site and eight were acquisitions. In all cases, 
Britain was the Australian firm's first European operation. Two subsidiaries, each having the same 
parent, were joint-ventures and eighteen were sole-ventures. Thirteen of the companies exported to 
Europe from the British subsidiary and eleven had established plants on the Continent, adopting the 
practice of Japanese MNCs of entering the Continental market from British bases. 
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Figure 1: Summary of Sample Characteristics 

Greenfield Acquisition J/V Sole 
Venture 

Sales (Pounds Sterling) 
< 3 million 4 1 1 4 
3-25 million 6 3 I 8 
> 25 million 2 4 6 
Number of Emnlovees* 
<20 3 1 1 3 
20-99 5 1 1 5 
>100 4 6 10 
Tvoe of Goods 
Producer Goods 8 5 1 11 
Consumer Goods 4 3 1 7 

4. Analysis of Survey Results 

The primary motive for establishing the subsidiaries was to gain access to markets. Ninety five per 
cent (19) of the respondents reported that market growth was the primary motive. No firm 
mentioned cost factors as a motive, however access to technology was the key factor for one 
company. A number of companies reported that U K labour costs, low by European standards, had 
influenced their choice of region in the U K . Other secondary motives for choosing Britain included 
protection from tariffs (in earlier times), avoidance of Australia's trade cycle, access to raw materials 
and access to processing capacity for Australian production. Thus, risk based, strategic and 
internalisation factors were present. However, as McKinsey (1993, p.32) found: 'Being close to 
customers and realising a market opportunity are the two main reasons firms move offshore.' 

Once the general motives for establishing overseas had been identified, the firms were asked why 
they had chosen the U K in particular. Respondents were able to give more than one explanation. 
This showed that they were attracted to the British market because of the familiarity of the language, 
culture, history, society and legal system. Other attractions were the high income, large population 
and limited geographic size of the market. Respondents were also attracted by the possibility of 
expanding into Continental Europe. Government incentives played no role in the decision to invest 
in the U K , though government grants affected the specific location of some firms. Thus both psychic 
distance and demand factors were central in explaining locational choice. Figure 2 supplies sample 
quotes from firms to exemplify the decision making involved. 

Figure 2: Reasons for Choosing the UK Location: Sample Quotes by Category 

Language, Cultural and Historical Factors (16) 

It's easier dealing with people who speak English. 

We selected the U K for its comfort factor. 

The attraction was the language. 
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Institutional and Environmental Factors (16) 

Historical links, similar legal system stable political situation. 

Compared to the Continent, Britain's market is freer. It allows for new players. 

Market Factors (12) 

The English market is a manageable size. The US was too big. 

The U K was a good base to expand into Europe. 

The U K is an important market with a large population in a small country. 

Availability and Cost of Labour (7) 

There is good availability of labour here. 

Labour is cheap compared to the Continent. 

Chance (5) 

The owner's daughter married an Englishman who came back to the U K to establish the business. 

The purchase resulted from a takeover in Australia. It was an unintended asset initially. 

Note: The numbers in brackets to the right of each category indicate the number of responses of that type. 

Australian FDI in the U K ' s manufacturing is therefore consistent with the locational pattern of 
internationalisation that is described in the psychic distance literature. We can therefore affirm the 
first hypothesis. However, whereas Scandinavian companies ventured into neighbouring countries 
first and then into Europe and beyond, Australian firms have interpreted the psychic distance between 
home and the U K as being less than that separating Australia and Asia, despite Asia's geographical 
proximity. In every case, the U K based companies reported that Britain had been their parent 
company's first foreign operation in Europe and, frequently, their first anywhere. 

However, the Uppsala Model's staging process was not found to be relevant for the majority of firms, 
leading us to reject the second hypothesis. The great majority (72 per cent) of the U K based 
companies had never sold goods in that market prior to establishing their subsidiaries. In these cases 
no 'staged entry1 had taken place. The burden of transportation costs involved in exporting from 
Australia was the main reason that exporting had not been pursued. In some cases the goods were so 
bulky that their sales were restricted to a limited radius around their British plants. In other cases the 
limited shelf life of the product or the need for its customisation had precluded exporting as a means 
of entering the market. Figure 3 outlines the different routes a firm may take of entering a foreign 
market and indicates the prevalence of firms in the sample which had established production entities 
in the U K without a history of exporting to that market. 
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Figure 3: Routes to Investment in Production Facilities Overseas. 

AUSTRALIAN ACTIVITIES ONLY 

EXPORTING 

FOREIGN 
AGENT 

FOREIGN 
AGENT 

OVERSEAS SAL 
SUBSIDIARY 

ES 

OVERSEAS PRODUCTION SUBSIDIARY 

The Route to the Overseas Production Subsidiary 

I 

t 
t 

Route ! Firms 

A. Australian operations - OPS direct route 13 

B. Australian operations - Exporting - OPS ! * 
C. Australian operations - Exporting - foreign agent - OPS i 3 

D. Australian operations - Exporting - OSS - OPS ! i 

Australian operations - Exporting - foreign agent - OSS - OPS j i 

T O T A L j 20 

The literature reports other examples of companies skipping the export stage. An Australian study 
of 228 examples of FDI found no prior presence in the host market in 39 per cent of cases (Bureau of 
Industry Economics, 1984). Similarly, a study of 43 U K firms in the US found 36 of them had 
established a manufacturing facility without first forming a sales subsidiary in the country 
(Newbould, Buckley and Thurwell, 1978). Millington and Bayliss (1990) found that staged 
international i sation was the exception rather than the rule. 

However, there was evidence that a minority of the U K subsidiaries had experienced various stages 
in their history. Four companies made the point that while they had originally exported to the U K , 
this strategy was no longer viable. Their comments indicated that the interaction of market 
conditions and exporting costs required that they change modes from export to local production. The 
result was an incremental extension of marketing similar to that described in the Uppsala Model. 
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However, rather than being knowledge or experience driven, the stages were defined by cost and 
revenue factors as described by Buckley and Mathew (1980), Buckley (1983) and Calof and Beamish 
(1995), together with strategic factors. This finding supports Anderson's (1993) contention that the 
existence of stages does not necessarily confirm the Uppsala Model's explanation for them. It also 
affirms the less deterministic approach to explaining stages phenomena adopted by Dalli (1994). 
Rather than being driven by knowledge acquisition in a mechanistic fashion, strategic choices are 
available to the internationalising firms. The best strategic decisions depend on many factors 
including cost, risk, experience, opportunity and the nature of the product. 

The following description summarises the key characteristics of the staging and mode switching 
processes experienced by the seven firms which had progressed through stages. In the first stage 
these firms exported to the British market. The absence of similar products meant that they could 
command a premium price. At first, volumes were small and the selling prices was high. Economies 
of scale from expanding home production offset the costs of exporting. The second stage saw the 
products maturing. Sales increased in volume as the companies progressively moved beyond niche 
markets towards the mainstream. Local competitors, unburdened by transportation costs, entered the 
market, forcing the firms to lower their selling prices and accept reduced profit margins. Customers 
came to demand more service, both before and after sale. Reduced margins and increased exporting 
costs associated with the increased volume of sales caused the companies to consider local 
production. The third stage commenced when the burden of transportation costs and heightened 
customer demands convinced the company that it was appropriate to develop a production facility in 
the market. 

While the international business literature gives little detailed attention to exporting costs, the survey 
found that they are very important in the decision to change modes, at least for Australian 
manufacturers in the U K . In addition to the direct costs of land transport to the port, transfers, 
shipping costs, insurance and foreign exchange risk, exporting costs include the opportunity cost of 
capita] tied up in stock in transit. These costs increase with the volume of exports and with distance. 
A point is reached for many exporters when the fixed cost of building a local facility is less than the 
present value of the future cost of exporting. The smaller the cost of establishing a production 
facility and the greater the cost of exporting, the sooner the production facility becomes viable. In 
transaction cost terminology, the most efficient mode of servicing the foreign market changed over 
time as sales grew. 

The survey showed that a similar analysis applied to the export of particular components and models. 
Six of the companies imported components or models despite having extensive local production 
facilities. They reported that the sales volume did not justify the additional investment required for 
local production but this would be reviewed i f the volume of imports grew. 

Buckley and Mathew's (1980) study of U K direct investors in Australia also showed the importance 
of sales volume, establishment costs and shipping costs in determining entry mode for some firms. In 
one case a firm decided to replace its export strategy with a licensing arrangement because of the 
high cost of shipping and stock holding. Similarly, the firms which exported and distributed goods in 
Australia judged that a local production facility was not justified because production levels would not 
make it viable. However, their research did not give as much emphasis to exporting costs as an 
active reason explaining why firms had decided to switch to local production as did the current 
research. Given the (presumably) common shipping costs facing exporters sending goods in either 
direction, this suggests differences in the nature of the goods might make exporting costs more 
significant for Australian firms than for their British equivalents. 

Yetton, Swan and Davis' (1991) study sheds light on the seemingly unequal importance of exporting 
costs for firms at either end of Australia-UK trade and the lesser justification for U K firms to produce 
in the target market from a cost minimisation perspective. They found that the high level of foreign 
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ownership in Australia's traded goods sector meant that domestically owned but internationally 
focussed firms tended to be concentrated in non-traded goods production. For these firms, exporting, 
by definition, was not a viable option. 

It is interesting to note that the economics of exporting may partially explain Australian firms' 
preference to export to closer, regional markets in Asia, but to invest and produce locally in the 
distant European market (see ABS Catalogues 5305 and 5422). If exporters follow the path 
described, Australian investment in Asian markets will sensibly lag investment in more distant 
countries. The growing volume of exports to Asia may eventually justify more FDI for production 
facilities there. However, goods which are standardised, cheaply transported relative to value, free of 
import duties and which call for little producer-consumer interaction are more likely to be exported, 
even in the long term. 

In regard to the choice of ownership structure as between sole-venture and joint-venture, the great 
majority of firms preferred wholly-owned subsidiaries. Figure 4 supplies a summary of the reasons 
why the firms had overwhelmingly preferred to avoid shared ownership arrangements. The central 
reason was the parent companies' preference to retain the independence of decision-making offered 
by a wholly owned subsidiary. Hypothesis number 3 was therefore affirmed by the research. The 
assets and capabilities which joint owners might have brought to the operations were generally 
considered to be insufficient to justify the associated loss of control. The 'corporate culture' of the 
firms might also be mentioned. These were successful, entrepreneurial firms which had great 
confidence in their own abilities. They needed nobody's help to 'take on the Brits'. 

The two firms which were joint-ventures explained this arrangement by reference to a number of 
factors. One firm combined its Australian technology with the U K firm's existing market. The other 
gave access to complementary assets in financial resources on one side and markets on the other, 
both parties wishing to secure their interest but share the risk. 
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Figure 4: Reasons for Choosing Wholly-Owned Subsidiaries: Sample 
Quotes by Category 

Control Factors (7) 

We wanted to control our destiny. 

We are a private company. The owner likes to keep control. 

Ego - we wanted our name on the door. 

Organisational Capacity (7) 

We don't need input from others. 

We had the technology and just needed to acquire distribution facilities. 

A joint-venture was not considered necessary in the U K - the market was familiar. 

Chance Factors (3) 

It was an unintended purchase. It resulted from a takeover in Australia. 

Profit Maximisation (D 

You get more profit i f wholly owned. We didn't want to share it. 

Lack of Suitable Partners (1) 

In the old days there were no suitable partners. We started the industry here. 

Note: The numbers in brackets to the right of each category indicate the number of responses of that type. 

The strategy used by the firms was consistent with that described by Hil l , Hwang and Kim (1990). 
Joint-venture was chosen to rectify a resource deficiency only where the firm was willing to give the 
partner access to its resources, to forgo a degree of control. One such deficiency might, potentially, 
have been a lack of familiarity with the local business environment, but the firms believed that the 
British market was sufficiently similar to the Australian environment for them to proceed without a 
partner. Interestingly, many firms reported a different strategy for their Continental operations. 
There, licensing arrangements or joint-ventures were in place to help address the different language 
and cultural environments. This suggests that the behavioural approach adopted by Erramilli and 
Rao (1990), Davidson (1982) and Kogut and Singh (1988) does apply but that the U K was judged to 
be sufficiently like Australia for the cultural dimension of FDI to be overlooked. 

Interestingly, the scarcity of joint-ventures paralleled findings of Buckley and Matthew's (1980) 
investigation of U K joint-ventures in Australia. In that study all sampled firms were effectively 
wholly controlled by the U K parent. The research showed that the companies believed a wholly 
owned subsidiary would give them greater control, better feedback, higher profits, financial 
flexibility and would be easier to manage. Both the Buckley and Mathew (1980) research and the 
current work show that few companies engage in joint-ventures out of choice, irrespective of their 
size or experience. Companies prefer to be controllers of their own destiny wherever possible. 

Twelve firms had entered the U K market by establishing new businesses and eight had taken over 
existing firms (see Figure 1). The reasons the firms chose their particular entry modes are 
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summarised in figures 5 and 6. The most important factor explaining the choice made by greenfield 
entrants was the lack of suitable firms to purchase, given the nature of their product or production 
process. Hypothesis 4 is therefore affirmed. Seeking to exploit innovative products or processes in a 
new market, existing firms had little to offer to justify the additional expense of a takeover (see 
Buckley and Mathew, 1980; Caves, 1982; Stopford, 1977). This 'life cycle' aspect was also apparent 
in one acquisition where the firm reported that as its industry was an 'old' one, dependent on raw 
materials which were all owned by pre-existing businesses, acquisitions were the norm. The major 
justification for choosing the acquisition mode among the firms which had adopted that path was to 
gain access to expertise or market share which would not otherwise be available. Wilson's (1980) 
view that consumer goods firms are more likely to prefer the acquisition mode was not borne out in 
the survey overall. However, there was a clear concentration of large firms among the acquisitions. 
Of the ten firms which employed more than 100 people at the time of the survey, six were 
acquisitions and respondents from these firms emphasised the importance of immediate market share 
and 
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productive capacity in their decision making. They were 'big players' in the Australian setting and 
did not have the patience to 'start small' in the UK. 

Figure 5: Reasons for Choosing to Acquire Existing Businesses: Sample 
Quotes by Category 

Value of Business and its Assets as a Going Concern (3) 

Existing markets, existing manufacturing facility, existing customer base. 

We were buying into R and D. We wanted the technology. 

We wanted a critical mass. We wanted to start large. 

Life Cycle Factors (1) 

Quarries are usually pre-owned in an old country like the UK. 

Chance Factors (4) 

The purchase was an unintended result of a takeover in Australia. 

Note: The numbers in brackets to the right of each category indicate the number of responses of 
that type. 

Figure 6: Reasons for Choosing a Greenfield Investment: Sample Quotes by 
Category 

Lack of Suitable Businesses to Purchase (6) 

There were no suitable businesses for sale. Our competitors had traditional processes. 

There was no existing factory for our product. We needed an empty shell. 

We were pioneers in the market place when we started. There wouldn't have been any companies to 
buy. 

Unique Technology (4) 

A l l the equipment was transferred from Australia. 

We had a new technological process. Existing plants were unsuitable. 

Cost Factors (3) 

Taking over an existing company would have generated significant overheads. 

Note: The numbers in brackets to the right of each category indicate the number of responses of 
that type 
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5. Conclusion 

The prime motivation for establishing production facilities in the U K was the desire to access 
markets. A domestic population of 18 million people, comparable only to that of London or New 
York, offers Australian businesses limited scope for growth. The U K market is particularly attractive 
in its own right, having a high average income and a compact geographic area. In addition, the U K 
allows access to the Continental market. 

The U K was the first European venture for all the companies surveyed in Britain. The factors which 
pulled the investment to Britain first, and not to the more centrally located European countries, were 
those emphasised by the 'psychic distance' model. Familiarity of language, custom, business practice 
and legal system minimised the risk of foreign investment. Subsequent investment by the longer 
established companies had gone to less familiar places on the Continent and in Asia as the 'psychic 
distance' of these regions has been reduced through exposure to international business. 

Mode choice for Australian manufacturers in Britain was largely determined by economic factors. 
Heavy transportation costs meant that the great majority of the firms produced non-tradeable goods 
that required them to manufacture the goods in their target market. No prior experience of exporting 
had been possible. A staged entry had not been viable, requiring them to invest and produce in the 
market or forgo it. However, in a minority of cases, exporting had preceded local manufacture. 
Transportation costs and expanding sales volume had encouraged them to progressively replace their 
export strategy with local production in the U K . The bulky nature of many of the products required 
that they move into the U K very soon after entering the market. 

This balancing of the incremental sales expected to flow from establishing a local production facility, 
such a facility's cost and the cost of transportation, all featured in the decision to manufacture locally. 
This finding is consistent with that of Calof and Beamish (1995, p. 123): 'Executives indicated that 
mode choice could be attributed to their view of potential sales volume in the foreign market, belief 
that each mode could generate a certain sales volume and beliefs regarding the cost of each mode.' 
Transportation costs featured in the justification to swap from export mode to FD1 by Australian 
firms operating in the U K . The impact of such costs has received insufficient attention in the 
literature on modal choice, especially in the case of remote countries and for bulky and short-life 
products. 

A preference for independent control of the subsidiary led Australian firms to shun joint-venture as a 
desirable entry mode. The seemingly familiar environment that had attracted them to Britain, 
together with a well developed sense of confidence in their own managerial and technical 
competence, meant that firms saw no justification to establish a joint-venture. Clearly, firms had a 
predilection to avoid joint-venture. To take a different course would require that the potential partner 
bring considerable resources or capacities to the new business and these were not evident to the 
subsidiary. 

The final element in the choice of entry mode, whether to establish a new business or acquire an 
existing one, depended on the nature of the businesses and their market aspirations. In all but one 
case, the firms believed that their Australian developed products and processes were appropriate and 
adequate to support the new venture. Britain was so familiar that the home operation could simply be 
cloned. Only where the firms wished to minimise their risk or to commence on a large scale, with 
market share and the productive capacity to serve it, did they acquire an existing business. 

Finally, a word of caution: the internationalising of Australian industry is quickly evolving. There 
has been little research into this process by comparison with the quantum of research conducted into 
European and US international firms. This paper seeks to address the shortcoming. However, the 
sample was of manufacturing subsidiaries in the U K rather than Australian firms that have 

16 



internationalised. Sales subsidiaries were excluded. The conclusions are therefore only suggestive in 
their applicability to the broader population. 

Note 1: The authors would like to thank Professor Stephen Nicholas, University of Melbourne, and 
Professor David Cray, Carleton University, for their most constructive comments on 
an earlier draft of this paper. 

Note 2: An earlier version of this paper was presented at the EIBA Conference, Stuttgart, Dec. 14-16, 
1997 and the authors are grateful for the comments of conference participants. 

REFERENCES 

Agarwal, S. and Ramaswami, S. (1992) Choice of Foreign Entry Mode: Impact of Ownership, 
Location and Internalization Factors. Journal of International Business Studies, Vo l . 23, No. 
l ,pp. 1-27. 

Anderson, E. and Gatignon, H . (1986) Modes of Entry: a Transactions Cost Analysis and 
Propositions. Journal of International Business Studies, (Fall) 1-26. 

Anderson, O. (1993) On the Internationalisation Process of Firms: A Critical Analysis. Journal of 
International Business Studies, Vol . 24, No. 2, pp. 209-233. 

Australian Bureau of Statistics, Catalogue Numbers 5305 and 5422, Canberra. 

Boddewyn, J. and Brewer, T. (1994) International Business Political Behaviour: New Theoretical 
Direction. Academy ofManagement Review, Vo l . 19,No.2,pp. 119-143. 

Brouthers, K . (1995) The Influence of International Risk on Entry Mode Strategy in the Computer 
Software Industry. Management International Review, Vol . 35, No. 1, pp. 7-28. 

Buckley, P.J. (1983) New Theories of International Business, in M . Casson (ed), The Growth of 
International Business. Allen and Unwin, London 

Buckley P.J. and Casson M . (1976) The Future of the Multinational Enterprise. Macmillan, London. 

Buckley, P. J. and Casson, M . (1981) The Optimal Timing of a Foreign Direct Investment. The 
Economic Journal, Vol . 91, pp. 75-87. 

Buckley P. J. and Mathew, A . M . (1980) Dimensions of the Market Entry Behaviour of Recent U K 
First Time Direct Investors in Australia. Management International Review, Vol . 20, No. 2, 
pp. 35-51. 

Buckley, P. J., Newbould, G. D., and Thurwell, J. C. (1988) Foreign Direct Investment by Smaller 
UK Firms. Macmillan, London. 

Bureau of Industry Economics (1984) Australian Direct Investment Abroad. Australian Government 
Publishing Service, Canberra. 

Calof, J.L. and Beamish, P.W. (1995) Adapting to Foreign Markets: Explaining Internationalisation. 
International Business Review, Vo l . 4, No. 2, pp. 115-131. 

17 



Caves R. (1982) Multinational Enterprise and Economic Analysis. Cambridge University Press, 
New York. 

Caves R. and Mehra S. (1986) Entry of Foreign Multinationals into US Manufacturing Industries, in 
Porter M.E . (ed.) Competition in Global Industries. Harvard Business School Press, Boston, 
M A . 

Cavusgil, S.T. (1984) Differences Among Exporting Firms Based on the Degree of 
Internationalisation. Journal of Business Science Research, Vol. 12, pp. 195-208. 

Contractor, F. J. (1990) Contractual and Cooperative Forms of International Business: Towards a 
Unified Theory of Modal Choice. Management International Review, Vol . 30, No. 1, pp. 
31-54. 

Dalli, D. (1994) The "Exporting" Process: The Evolution os Small and Medium Sized Firms Toward 
Internationalization, in Cavusgil, S.T. and Axinn, C.A. Advances in International Marketing, 
JAI Press, London. 

Davidson, W. H . (1982) Global Strategic Management. John Wiley and Sons, New York. 

Erramilli, M . K . and Rao, C P . (1990) Choice of Foreign Market Entry Modes by Service Firms: Role 
of Market Knowledge. Management International Review, Vol . 30, No. 2, pp. 135-150. 

Forsgren, M . (1989) Managing the Internationalization Process - The Swedish Case. Routledge, 
London. 

Hennart, J. (1991) The Transaction Cost Theory of Joint-ventures: An Empirical Study of Japanese 
Subsidiaries in the US. Management Science, Vol . 37, No. 4, pp. 1054-1070. 

Hennart, J. and Park Y . (1993) Greenfield vs. Acquisition: The Strategy of Japanese Investors in the 
United States. Management Science. Vol . 39, No. 9, pp. 1054-1070. 

Hi l l , C , Hwang, P., and Kim, W. C (1990) An Eclectic Theory of the Choice of International Entry 
Mode. Strategic Management Journal, Vol . 11, February, pp. 117-28. 

Johanson J. and Vahlne, J-E, (1990) The Mechanism of Internationalisation. International Marketing 
Review, Vo l . 7, No. 4, pp. 11-24. 

Johanson, J and Wiedersheim-Paul, F. (1975) The Internationalization of the Firm - Four Swedish 
Cases. Journal of Management Studies, Vol . 12, No. 3, pp. 305-322. 

Johanson, J. and Vahlne, J.E. (1977) The Internationalisation Process of the Firm - A Model of 
Knowledge Development and Increasing Foreign Market Commitments. Journal of 
International Business Studies, Vo l . 8, pp. 23-32. 

Kim, C. W. and Hwang, P. (1992) Global Strategy and Multinationals' Entry Mode Choice. Journal 
of International Business Studies, Vol . 3, No. 1, pp. 29-53. 

Kogut, B. (1985) Designing Global Strategies: Comparative and Competitive Value Added Chains. 
Sloan Management Review, Fall, pp. 15-28. 

Kogut, B. and Singh, H. (1988) The Effect of National Culture on the Choice of Entry Mode. Journal 
of International Business Studies, (Fall), pp. 411-432. 

18 



Losch, A . (1954) The Economics of Location, Yale University Press, London. 

McKinsey and Company (1993) Emerging Exporters: Australia's High Value Added Manufacturing 
Exporters. Australian Manufacturing Council, Melbourne. 

Millington, A . and Bayliss, B. (1990) The Process of Internationalisation: U K Companies in the EC. 
Management International Review, Vol . 30, No. 2, pp. 151- 161. 

Newbould, G., Buckley, P. and Thurwell, J. (1978) Going International: The Experience of Smaller 
Companies Overseas. Wiley and Sons, New York. 

Nordstrom, K . A . (1991) The Internationalization of the Firm Searching for New Patterns and 
Explanations, IIB, Stockholm. 

Root, F. ( 1987) Foreign Market Entry Strategies. A M A C O M , New York. 

Stopford J . .M. (1977) Changing Perspectives on Investment by British Manufacturing 
Multinationals. Journal of International Business Studies, Fall-Winter, pp. 15-27. 

Terpstra, V . and Y u , C. (1988) Determinants of Foreign Investment of US Advertising Agencies. 
Journal of International Business Studies, Vol . 19,No. 1,pp.33-46. 

Wilson B. (1980) The Propensity of Multinational Companies to Export Through Acquisitions. 
Journal of International Business Studies, Vo l . 11, pp. 59-65. 

Woodcock, C , Beamish P. and Makino S. (1994) Ownership-Based Entry Mode Strategies and 
International Performance. Journal of International Business Studies, Vo l . 2, pp. 253-273. 

Yetton, P. Davis J. and Swan, P. (1991) Going International: Export Myths and Strategic Realities. 
Australian Manufacturing Council, Melbourne. 

19 



D E P A R T M E N T O F M A N A G E M E N T 
RECENT WORKING PAPERS 

1/98 Alison Dean, "Issues and Challenges in Training HRM Practitioners by Distance Education" (January, pp. 16) 

2/98 Simon Moss, "Exposing Biased Samples: Derivation of the Sample-Subdivision Method" (January, pp.10) 

3/98 Ian Roos, "Technical Regulation and Work Autonomy: Human Resource Management in a Specific Pathogen Free Animal 
Unit" (January, pp.15) 

4/98 Loong Wong, "The State, Economic Growth and Environment in Malaysia" (January, pp.21) 

5/98 Tim Haslett, "The Senge Archetypes: From Causal Loops to Computer Simulation" (January, pp.22) 

6/98 Loong Wong, "Management Theory Meets the 'Other'" (January, pp. 15) 

7/98 Tim Haslett, "Implications of Systems Thinking for Research and Practice in Management" (January, pp. 19) 

8/98 Jan Schapper, '"We had no Choice. It was Inevitable.' Some Thoughts on Parallel Processes Between Researcher and 
Researched in Response to Organizational Change" (January, pp.17) 

9/98 Tim Haslett, "The Dynamics of Garbage Collection: A Case Study of Privatization" (January, pp. 17) 

10/98 Tim Haslett, Simon Moss, Charles Osborne and Paul Ramm, "The Application of Local Rules in Self Ordering Systems" 
(January, pp.17) 

11/98 Ramanie Samaratunge, "Decentralisation and Development: Partners in the 21 s t Century?" (January, pp. 15) 

12/98 Tim Haslett, "Teaching Systems Thinking and Theory: Management Education at Monash University" (January, pp.11) 

13/98 Tim Haslett, "Building the Learning Organization - The Practical Steps" (January, pp.10) 

14/98 Mary Anderson and Daniel Moore "Classroom Globalization, "An Investigation of Teaching Methods to address the 
phenomemon of Students from Multiple National Cultures in business School Classrooms" (January, pp.7) 

IS/98 Judy H Gray & lain L Densten, "Analysis of Latent and Manifest Variables in a Study of Small Business Strategy" (January, 
pp.13) 

16/98 Kathryn M Antioch, Chris Selby-Smith and Chris Brook, "Pathways to Cost Effective Prevention, Detection and Treatment 
of Prostrate Cancer in Australia: Achieving Goals for Australia's Health to 2000 and beyond" (January pp.31) 

17/98 C Selby-Smith, "The Impact of Vocational Education and Training Research on Policy, Practice and Performance in 
Australia" (January pp.17) 

18/98 Mile' Terziovski, Amrik Sohal and Simon Moss "Longitudunal Analysis of Quality Management Practices in Australian 
Organisations (January, pp.14) 

19/98 Linda Brennan and Lynne Bennington, "Concepts in Conflict: Studies and Customers" (January pp. 15) 

20/98 Dianne Waddell, "The Role Responsibilities Quality Managers" (January pp.10) 

21/98 Dianne Waddell, "Resistance to Change: A Company's Experience" (January pp.13) 

22/98 Iain L Densten and Judy H Gray, "Is Management-by-Exception a Single Factor? (January pp. 13) 

23/98 Iain L Densten and Judy H Gray, "Technical Regulation and Work Autonomy: Human Resource Management in a Specific 
Pathogen Free Animal Unit" (January pp.16) 

24/98 Ronald W Edwards and Peter J Buckley, "Choice Ownership Mode and Entry Strategy: The Case of Australian Investors in 
the UK" (January pp.18) 

1/97 Joy Selby Smith, Chris Selby Smith and Fran Ferrier, "Survey of Users in 1996 User Choice Pilot Projects" (January, pp.36). 

2/97 Joy Selby Smith, Chris Selby Smith and Fran Ferrier, "Key Policy Issues in the Implementation of User Choice" (January, 
pp.26). 

3/97 Phyllis Tharenou, "Is There a Link Between Family Structures and Women's and Men's Managerial Career Advancement? " 
(January, pp.23). 



RECENT WORKING PAPERS 

4/97 E. Anne Bardoel and Phyllis Tharenou, "Organisational Predictors of Work-Family Responsiveness" (January, pp. 18). 

5/97 Joseph Dagher and Dr. Brian D"Netto, "Managing Workforce Diversity in Australia" (January, pp. 16). 

6/97 Margaret Lindorff, "Perceived Support, Received Support, and Source of Strain: An Exploratory Study of the Characteristics 
of Workplace Relationships for Managers" (January, pp.17). 

7/97 Judy Gray, "Diversity in Small Business Strategy" (January, pp.16). 

8/97 Judy Gray, "Entrepreneurial Decision-Making Style and Small Business Success in Australia" (January, pp.13). 

9/97 E. Anne Bardoel and Tim Haslett, "Teaching Organizational Behaviour Concepts Using Systems Thinking as an Informing 
Paradigm" (January, pp.13). 

10/97 Nereu F. Kock Jr., Megan Baker, Robert J. Mcqueen and Anne Rouse, "Topic Negotiation in Information Systems Action 
Research" (January, pp. 12). 

11/97 Ken Reed, "Integrating Qualitative and Quantitative Data in Organisational and Management Research" (January, pp.). 

12/97 Andrew Seen, Peter Liesch and Megan Baker, "What's in a Name? Employment Relations Constructs and Labels for 
International Business Research" (January, pp.8). 

13/97 Margaret Lindorff and Steven Tan, "The Influence of Personal Values on Organisational Choice" (January, pp.8). 

14/97 Dr Wendy Bell and Evelyn Schaber, "Two Way' Management in Aboriginal Organisations in Central Australia" (March, 
pp.44). 

15/97 Wendy Allen and Wendy Bell, "Managing the Use of Email in Telstra" (March, pp.29). 

16/97 Dr Wendy Bell, "An Anthropological View of How Organisations Think" (March, pp.26). 

17/97 Larissa Mezentseff, Max Coulthard and Wendy Bell, "The Relationship Between Japanese National Values and 
Organisational Values as a Paradigm for Business Success" (March, pp.21). 

18/97 Larissa Mezentseff and Michael Morrison, "Transaction Cost Economics from a Cooperative Learning Perspective" (March, 
pp.14). 

19/97 Wendy Bell, "Quality in the Eye of the Perceiver: A Cultural Analysis of the Quality Movement" (March, pp.14). 

20/97 Nicholas Beaumont, "Scheduling Staff Using Mixed Integer Programming" (March, pp.22). 

21/97 Marjorie Jerrard, "Collegia: The First Trade Unions?" (April, pp.29). 

22/97 Nicholas Beaumont and Amrik Sohal, "Quality Management In Australian Service Industries" (April, pp.20). 

23/97 Mary Anderson, "The Implementation Of TQM Practices and their Effect on Organisational Performance: A Literature 
Review" (April, pp.18). 

24/97 Alison M. Dean, "The Impact of Consumer Participation on Perceived Service Quality" (April, pp. 17). 

25/97 Jan Schapper, "A Celebration of the Frocktail Queen or Fear and Loathing in Drag? - An Analysis of an Aids Agency" 
(April, pp.18). 

26/97 Ian Roos and Keith Trace, "Strategies for Medical Research Institutes" (April, pp. 18). 

27/97 Ken Reed, International Differences in Job Satsfaction: An 11-Nation Comparison" (April, pp.11). 

28/97 Stuart Orr, "The Role of Quality Management in Strategic Manufacturing Decision Making" (April, pp. 10). 

29/97 Lynne Bennington and Carly Addison, "Metaphorical Power in a Picture - Clarifying Organisational Expectations" (April, 
pp.12). 

30/97 Lynne Bennington and James Cummane, "The Road to Privatisation: TQM and Business Planning" (April, pp. 10). 

31/97 Michael Morrison and Annie Rosenthal, "Exploring Learning Organizations: Enacting Mental Models - The Power of the 
Rosenthal Stage©" (April, pp.9). 

32/97 Mile Terziovski, Andrea Howell, Amrik Sohal and Michael Morrison, "Establishing Mutual Dependence Between TQM and 
the Learning Organisation: A Multiple Case Study Analysis" (April, pp.9). 

33/97 Kathryn M. Antioch, Michael K. Walsh and Chris Selby Smith, "Pathways to Improved Detection and Prevention of 
Colorectal Cancer: Achieving Goals for Australia's Health to 2000" (April, pp.44). 

34/97 Ian Roos, "The Debt of Systems Theory to Thermodynamics" (April, pp. 18). 

35/97 Lynne Bennington and Bronwynne Roberts-Calvert, "Anti-Discrimination Legislation and HRM Practice" (April, pp. 18). 

36/97 Lynne Bennington and James Cummane, "Linking Employees to Customers: Employee Involvement and Quality Mapping" 
(April, pp.13). 

37/97 Peter Townsend and Jeff Wrathall, "An Analysis of the Cross-Cultural Transferability of Western Motivation Theories to the 
Developing Eastern, China Region" (April, pp.12). 

38/97 Nicholas Beaumont, "Investment Decisions in Australian Manufacturing" (April, pp.12). 



RECENT WORKING PAPERS 

39/97 Peter Townsend, "Symbolism in Management Education: An Analysis of the Origins and Academic Relevance of the 
'Bachelor' Qualification in a Gender Balanced, Multi-Cultural Society" (April, pp.11). 

40/97 Nicholas Beaumont, "Using Mixed Integer Programming to Design Employee Rosters" (April, pp. 16). 

41/97 A.S. Sohal, R.M. Schroder, M. Puttcrill and W. Maguire, "The Effects of Company Size, Ownership and Industry Sector on 
AMT Adoption: An Australasian Study" (April, pp.15). 

42/97 James C. Sarros, George A. Tanewski, Richard P. Winter and Joseph C. Santora, "A Neo-Marxist Study of Organizational 
Leadership" (July, pp.34). 

43/97 Peter O'Neill and Amrik S. Sohal, "Business Process Reengineering: Application and Success in Australia" (July, pp.31). 

44/97 Phyllis Tharenou, "How Do You Explain Advancement in Management?: An Integration" (July, pp.29). 

45/97 James C. Sarros, Walter H. Gmelch and George A. Tanewski, "Role Stress and Satisfaction of Academic Department Heads" 
(July, pp.26). 

46/97 Amrik S. Sohal and Richard C. Schroder, "Teamwork in New Technology Implementation" (July, pp.25). 

47/97 Mite Terziovski, Danny Samson and Douglas Dow, "The Business Value of ISO 9000 Certification for Australian and New 
Zealand Firms" (July, pp.24). 

48/97 Amrik S. Sohal, Mil6 Terziovski and Nick Beaumont, "Adoption and use of Quality Management Practices in Australian 
Organisations: Comparison of Two Empirical Studies" (July, pp.22). 

49/97 Stuart Orr, "The Role Of Capacity Management in Strategic Manufacturing Decision Making" (July, pp.20). 

50/97 Phyllis Tharenou, "Determinants Of Participation In Training And Development" (July, pp. 18). 

51/97 Alison M Dean, "The Applicability of SERVQUAL in Different Health Care Environments" (July, pp. 18). 

52/97 R. W. Edwards, H. O'Reilly and P. Schuwalow, "Global Personnel Skills: A Dilemma for the Karpin Committee and Others" 
(July, pp.18). 

53/97 Ian Roos and Tuija Makela, "Human Resource Issues In Cytotoxic Drug Dispensing" (July, pp.19). 

54/97 Terry Brookshaw and Mile Terziovski, "The Relationship Between Strategic Purchasing and Customer Satisfaction Within a 
Total Quality Management Environment" (July, pp. 17). 

55/97 Stuart Orr, "The Role of Technology Management in Strategic Manufacturing Decision Making" (July, pp.15). 

56/97 Marina Sagiadellis and Dr. Brian D'Netto, "Determinants of Australian Expatriate Success" (July, pp.14). 

57/97 Judy Gray and Iain Densten, "Qualitative Analysis of Latent and Manifest Variables in a Study of Entrepreneurial Locus of 
Control" (July, pp.13). 

58/97 Wendy Webber, "Factors Influencing Employee Choices to Participate" (July, pp. 11). 

59/97 Iain Densten and James Sarros, "Re-Thinking Transformational Leadership Factors" (July, pp.9). 

60/97 A.S. Sohal and M. Terziovski, "TQM in Australia: Factors Critical to Success" (July, pp.9). 


