Introduction

Cooperation is not a new strategy as, if we loogkbadam Smith in his “The Wealth
of Nations” had already set the importance of &g, dor the sake of a nation’s welfare.
Several authors developed this topic latter onsamde of them claimed the importance
of cooperation in a context mainly characterisedspgcific needs, where a small
number of buyers and sellers deal in a highly deffiéiated product market (Richardson,
1972). Cooperate means exactly the achievement défmed goal, by means of
working together. Now, as in the past, firms embamkalliances to create shareholder
value, to gain market share and to extend theialwéipes and reach. In fact, issues are
the same whereas we place the topic now or indke fhe “only” different thing is the

context in which cooperation takes part (Harbin&dpekar, 1998).

With the advent of globalization, cooperation beeampopular entry mode in foreign
marketsand had experienced an exponential growtherpast two decades. Alliances
become usual when two or more firms decide to pbeir resources directly in
collaboration. The main goal of this strategy isfjing from each other’s experience,
by the combination of efforts. This became more muode frequent with the increase of
competition that companies have been facing regeRetsearch on alliances naturally
has grown with the importance of alliance on firsieategy. Research on it can be split
in two:

- a more qualitative research on the motives ofiatadn alliance, the choice of
partners, the choice of form of governance, thecgss of building and
developing trust within it, the difficulties assat@d with it, the management of
it, etc.

- a more guantitative one, based on the analysisatitical data on the number
of existent alliances, industry sectors where $& i3 more widespread, countries

in which its use is more popular, etc.

Last type of data is indeed very difficult to olotadue to the lack of systematic
collection of information on alliances. This is disethe absence of compulsory report
of this kind of international operations. In fagthile exports are object of report to
statistical authorities and mergers and acquisstiom financial ones, alliances only

become “visible” when reported in newspapers or amaggs, or when announced in



annual reports of firms and/or reports to sharedrsldThus, it is one of the harder
topics to get information on. Being a difficult oo obtain quantitative information
of, it is also one of the most fascinating issuésnternational business and very

challenging from a researcher point of view.

Researching on international alliances

Within the general theme of international alliancgs want to develop a study with the
objective of understanding the importance of targd relational risk in the performance
of companies engaged in international alliancess Was our main research question.
Other objective of the study was to control foriowl cultural distance, as one of the
hypothesis we were trying to test is that trust esldtional risk are influenced by the
cultural distance among partners. This variablaighbe simply computed through the
Kogut and Singh (1988) Index, using Hofstede’s sedlimeasures (2001) as input. For
the other constructs (trust, relational risk andgrenance), scales were used according

to the literature reviewed.

In the broader study, a quantitative analysis @nttipic of international alliances will
be conducted. In order to perform that quantitatwalyse, we decided to conduct a
survey, based on prepositions throve from litemt@viewed. This phase of work was
already developed and took the form of a questibenalhe questionnaire was
organised into 5 sections, each one based uportrgotssalready developed in the
literature. Calibrated scales were used whenevssiple. The next stage would be
surveying respondents. The study we will reporeheitl focus on that particular phase
of the broader study, which is still in progresscéncerns a particular stage which
includes data collection through survey.

In this phase, we had to face several obstaclésmii@ not initially expected. We will
report to those difficulties in this paper, tryitmgwithdraw some thoughts and hints to

facilitate researcher’s work on data collection andreying phases.

In this phase of collecting data on internationhhmaces, we anticipated difficulties in

the access to relevant data. Therefore, we dedidezkt no constrains in terms of



countries, industry or size of the companies olgpétihe data collection on alliances. As
no constrains were established to narrow the fafusur study, our interest ranged
from alliances established between large compamesore developed economies, to
other types of alliances in its broad sense (Cotdraand Lorange, 2002), established

between smaller firms, in economies with less go@dormance figures.

After gathering all the information on the importaconstructs, exploratory and
confirmatory factor analysis should be performed atructural equation modelling
used to infer about relationships among variabMamally, studies in this field are
focused on a specific domain of research. For m&taDelerue (2004) had focused her
study on European biotechnology alliances and Ratpo(2005) on automotive
industry. On his hand, Magrico (2003) confined aimlysis to Portugal, by studying
strategic alliances that took place in the 198981j9&iod. We wanted to wide the limits
of alliance set. Our goal was to collect data angRkrceptions of people in charge for
the establishment and management on internatidhah@es, no matter the alliance

type, the size of the firm, the industry or the oy involved.

Using surveys

One way of accessing the information we need tb gespositions developed in this
study was a survey. A survey is a careful exanmonatvhere a researcher tries to find
out detailed information about a lot of differerggple or things, usually by asking
people a series of questions. In the current sitmathe survey would allow collecting
information on a company position towards one @pirtner in one specific alliance, in
terms of trust, risk involved in the relationshipdaperception of the performance
ascribed to that particular relationship. In orderget information on a company
position, we would have to inquire persons on tbejanization, as persons are
company constituents. Therefore, the person ingeh&or the international alliance
would have to be inquired about a specific relaiop, by giving his/her perceptions

about the above topics.

A specific interest for the Portuguese reality ard®m the previous knowledge the

research team had on that country, whether basettheoprevious experience got in



companies of that country, whether supported bwipus academic researches
developed in that economy. We thought that preveoyeerience could help us fostering
the necessary means to conduct the survey. Wetladsmht that results could be of
interest for a open economy as Portugal, a pembh&uropean country, that
experienced an impressive economic growth afteergrg in the European Union in
1986.

Checking existing databases

We knew from the beginning of this study that ohéaogest difficulties in the process
of data collection would lay precisely in findiniget names and addresses of the person
or persons that in each company would be respan®blinternational partnerships. A
first investigation on the existence of such dasekadidn’t produce any results. Thus,
looking for data on licensing agreements, technplognsfer agreements, franchising,
long-term international sub-contracting, distrilbati contracts, consortiums,
international joint ventures, etc. became one efrttost important steps in this study.
Indeed, two different companies could establishragrtbem a strategic alliance without
this operation becoming public knowledge. They e@dsp break it, without public

announcement.

It is important in this context to distinguish &stand non-listed companies. The former
have a legal obligation to publish information aeg@ort facts that might be of interest
to shareholders. However, lots of alliances talkeglbetween small companies, often
non-listed. Most of these are only known after beeported in financial and economic
newspapers. Frequently, this only happens when aoimp decide to have public
announcements or report it in the annual reporér@lare many cases in which no such
report even exists. So, international alliances mdged be created, developed and fade
away without even being noticed. And in the cadesy tare noticed, the available
information would be necessarily biased, as thatgneajority of announcements are
made by large companies, companies normally witgoad internal organisation,

belonging to sectors where alliances are dominasht@a more developed countries.



Determining the precise universe of companies wealin international partnerships in
a certain moment of time is an impossible task.w&smentioned before, there is no
obligation in reporting this kind of activity. Thefore, any attempt would be just an
endeavour a research decides to embrace. How forpethis attempt isde per s,
already a very difficult task. There are two waysdoing that - through generic
databases on companies; through specific datalomsggernational/strategic alliances
(see Figure 1).

Figure 1 — Examples of databasesccording to its geographical scope, on companies

and on alliances

Daabase National scope European scope International scope
type (Portugal)
Examples
Generic Base Belém AMADEUS Dun & Bradstreet
SABI ORBIS
Specific CEDIN - Instituto | STEP TO RJVs | SDC Platinum— Thomson Financial
Superior de | databank — National MERIT-CATI — University of Maastricht

Economia e Gestao | Technical University | ARPA — Politecnico di Milano
of Athens INNET — The George Washington University

Generic databases include information on every@xiompany within a geographical
region. The source can be, for databases with ian@htscope, the national business
directory of that country. The problem normally @dgated with this database is its
overestimation of acting companies, as some coadints legal activity but not its
financial one. This may be a problem in countrid®re the bankruptcy process is less
efficient and where companies with no sales sglife on databases. To correct this, it
is necessary, among other measures, to subtrae doenpanies from databases. In any
case, these databases will only give us genera datcompanies, not specifying
whenever they are engaged in international allignce

The initial number can be very high and the apgasetution to focus on companies

with international activity would be the use ofuaey to inquire all companies about

! Databases in bold are the ones referred in the tex



this. Normally a key question is used to determihereas their activity is international
or not. However, even doing this, the researcharldcaoot know if those firms
responding the survey constitute the entire unevefsfirms operating internationally,
as some with an international focus might haveamstvered. On the other hand, in the
end, the set of companies can include companids difterent types of international

activity, with probably no information about thetgnmode used.

A way of avoiding these problems can be obtainiigrmation on existent databases of
international or strategic alliances. However, astogg those databases is not an easy
task. In fact, existent databases were createdffeyaht researchers or companies that
performed a tough and long work. In some casey,dkparture from generic databases
and use several heuristics to confine the settriational actors. As this is a costly
process, the access to the database is normaljyexgensive and out of reach for a

common researcher.

In the absence of a database, some researchees pinef creation of their own.
However, this is a time-consuming process and Isecduis unbearable for most of
researchers, it is not frequently used in academiasome cases, though, complete
absence of data lead some researchers to input afgheir time to the collection of
news in the press. This is what Hagedoorn and H4d896) label as “literature-based
alliance counting”. In some situations, after miéid the process, researchers gather a
team whom to assign this task and try to do that siystematic way. Normally this is a
sponsored process and depending on the sponsatathiean be obtained in a regular
basis or not. Its update will also depend on thewarhof resources involved. There are
several shortcomings ascribed to this method arin&tion gathering. Nevertheless,
Hagedoorn and Narula (1996), claim that this mettend produce a clear picture of the
joint efforts of many companies. “This enables aperform empirical research which

goes beyond case studies or general statementsgeftdorn and Narula, 1996, p. 270)



Analysing different databases
A. National databases
1. CEDIN - Instituto Superior de Economia, Universilade Técnica de Lisboa

CEDIN is a database produced by Instituto Supeder Economia e Gestéao
(Universidade Técnica de Lisboa), in 1999, undetoNiMagrico's supervision
(Magrico, 2003). CEDIN’s has 874 records for alias, among joint ventures,
franchising, consortiums, sub-contracting agreesjditensing agreements, and other
types of alliances. The common line in all of tha#i|nces is that all have, at least, a
Portuguese company involved. This is because dataomly collected in Portuguese
press and through questionnaires sent to a gedatabase of Portuguese firms, in a
mission that took researchers about six monthshefirst semester of 1999. Dataas
collected through two ways: a collection of newsriss and the results of a survey
which researchers sent to Belém databaSke process of collecting new stories on
alliances took place with daily visits to the Eméemgue of Lisbon City Hall. Diario
Econémico and Semanario Econémico were the newspapsed to search for new

stories on alliances.

After all the data collected, a distribution ofiatfices was made (see Figure 2) with the
bulk of agreements being classified with the lab&ljoint ventures. The residual
category — “Others” — includes 23.1% of all sitaas. This high number is due to the

lack of explicit classification of the alliance &m the new story collected.

2 760 records resulted from new stories collected &h4 are the result of questionnaires sent to
Portuguese companies. Questionnaires were semb dle 2,751 biggest companies of the database and
to other 84 cases in which alliances were expettetle used. 2,835 questionnaires produced 435
responses and 411 valid questionnaires. From thhédewere cooperation agreements, which summed to
the 760 news stories produced the 874 figure redabove.

% Belém database, with around 300,000 compani¢keibiggest Portuguese database on companies and
it is produced annually by the National Statistinstitute. It is a dynamic database updated ddily.
covers topics as firms’ addresses, equity, numbemployees, industrial code, establishment dadte, e



Figure 2 — Distribution of CEDIN’s alliances in egbries
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Source: adapted from Magrico (2003).

This database, created six years ago, was usé&thidithesis purposes (Magrico, 2001)
and it has not been updated since then. This i3od gxample of how difficult is the
work of an alliance’s researcher. A good applicatod this database can be found at
Magrico (2003).

B. International database$

1 - AMADEUS - Bureau Van Dijk

In November of 2004 we got to know AMADEUS, a datsé represented by a Dutch
company named Bureau Van Dijk. AMADEUS (Analyse bfajDatabases from

European Sources) has information on companie8 &uopean countries. It contains
financial information on 7 million public and pritea companies. 35 information
providers are used as sources of data. AMADEUS tiftks) the best source of
information in each country and applies strict usabn criteria to prevent any bias in

coverage.

* We chose only some of existing databases for -aejith view.



For academic purposes there are some points stregsén the flyer as important in an
academic environment: information easy-to-manigufar end users; appropriateness
for both students and tutor research projects; idea teaching tool. Researchers often

use these databases.

There are also other databases provided by Bureau Dijk. The company
differentiated the data on international and natiatata, economic and other data and

merger and acquisition data (See Appendix 1).

With this larger portfolio of databases, the Madhdanch of the company was
guestioned about the appropriateness of any daatmsour study. However, no

specific information on international alliances vpasnted out. Thus, we considered this
database a very rich one on generic and finangpat$, but scanty on specific data on

international cooperative arrangements.

2 - SDC Platinum — Thomson Financial

One of the most famous databases on strategia@sais Thomson Financial SDC
Platinum. We know Platinum since 2002 through arfiygrinted by Thomson Financial.
Since that year we have been trying to figure betpgotentialities of this database in
what comes to international alliances. It was inQIBCD report that, in annex, we
found information about it. The authors of the mpeferred to this database in the
“Data Sources” section, saying that it “...containgrenthan 60,000 cross-border M&A
transactions worldwide and almost 50,000 crossdioralliances, including joint
ventures, research and development (R&D) agreemesates and marketing
agreements, etc, from 1988 to the present.” They atate that like most other data
banks, this database is based on public announ¢emen

Besides OECD reports and the World Investment Repmduced by the United
Nations Conference on Trade and Development (UNCTA®R know that Sanchez-
Lorda and Garcia-Canal (2005) have used it in thieidy on stock market reaction to

alliances and acquisitions of European telecomsirm



As limitations of the database, the authors of @&CD report pointed out one major.

This limitation has to do with a bias towards lacgenpanies, since small firms tend not
to be reported in the press. They also say th& Hig the difference between the

importance of small and medium sized firms in t@ltnumber of enterprises (95%)

and its relative importance (10%) in all cross-leordeals in the 1990s. Also Kim and

Vonortas (2004) have referred the bias of this lukda towards large companies and
companies based on the United States.

Based in the initial information collected about&GPlatinum, we asked for its price. In
2002 the database was priced at 9,480€/year. Inflyee received, Thomson was
advertising 45 databases included in SDC Platintom fmergers and acquisitions to
alliances, including joint ventures. The price listdatabase was considered too high,

which lead us to other alternatives.

3 - MERIT-CATI — MERIT (Maastricht Economic Research Institute on

Innovation and Technology), Maastricht University

There is another database that was created inathe svay as CEDIN, although in a
different scale. MERIT-CATI (Cooperative Agreemerasd Technology Indicators)

database was used in several works (for examplgediteorn and Narula, 1996; Narula,
1999; Hagedoorn and Sadowski, 1999; Narula and dtaaya, 1999). MERIT is a

research centre at Maastricht University.

The data is being collected by MERIT since 1988 iystematic way. At the moment
the database has already 15,000 cooperative amamge involving more than 9,500
firms. Researchers in this centre used variouscesunof which the most important is
newspaper and trade journal articles. Recentlytadigources like ABI-Inform are also
being used. Company information steams primardynfisources like Dun & Bradstreet
(D&B) “Who owns who” database; company annual régdfinancial Times Industrial

Companies Yearbooks; and financial information frivierldscope and from Global
Researcher. In the description of the database, IMEfRchnicians state some
limitations: “This method of information gatheringwhich we might call

“literature/internet based alliance counting” hiasdrawbacks and limitations:
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- in general we only come across those arrangembatsate made public by the
companies themselves;

- articles in newspapers and journals are likelyganzomplete, especially when they
go back in history and/or regards firms from otbeuntries as outside the scope of
the journal. Furthermore, in earlier years the ectbjof collaboration was less
thoroughly treated than nowadays;

- because of the limited coverage by the press, sewgithnal firms are probably not
well represented in this database;

- the fact that most of the articles we read are mglish probably causes a bias
against those countries that are not covered byidgbngress (although we also read
Dutch and German press and read translated alsstadcimportant foreign
newspapers and trade journals).

- Unfortunately there is a lack of information comdag the dissolution of
agreements. Companies often send out press reasesthe alliance starts but let
it die rather quietly.

These handicaps likely lead to a geographic — Aeglo-Saxon — bias and an
overrepresentation of large/well known firms. Désghese shortcomings, which are
difficult to solve even in a situation of extensiaaed large-scale data-collection, we
think CATI is able to produce a clear picture oé foint efforts of many companies.
This enables us to perform empirical research gbat beyond case studies or general
statements.” (Prospectus of CATI, p.1) These disathges were already named by
Hagedoorn and Narula (1996) who, after a tradeiodtween advantages and

disadvantages associated with these, found it wbité.

MERIT defines cooperative arrangements as commtaresis between independent
(industrial) partners that are not connected thinoomgjority ownership. This database
only contains information on inter-firm agreemethiat includes some arrangements for
mutual transfer of technology or joint researchfodimation collected concerns
primarily agreements for contracts, joint venturesd research corporations.
Agreements collected have to have a combined iniv@vactivity or an exchange of
technology. Also only agreements that have at leestindustrial partners entered the
database. The price of this database is 5,000&hwhcludes free access for unlimited

number of users as long as they are located isaimee organization.
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Although this database has much information rel&betthe one we were trying to find,
it restricts data to transfer of technology agreet:i@nd to joint-research alliances. In
fact, these two are very common types of allianassmost of alliances being
established currently have, indeed, that initiaippse. However, it doesn’'t cover a lot
of other alliances that we would like to have imgd in this study, namely cost-
economizing partnerships and licensing agreemevhg;h are widely used in some
countries. In any case, the difficulties statedd®TI building process are common to
any other database construction and serve heranustample of the type of difficulties

researchers in international alliances have to.face

4 — ARPA Database — Politecnico di Milano

ARPA database was developed by Politecnico di Mildh contains agreements in
information technology industries (i.e., semicortduc data processing, and
telecommunications) between 1980 and 1986. Accgrdio Hagedoorn and
Schakenraad (1992), the peak of alliances in thé #880s was on information
technology industries. Therefore, this was considen some works (Colombo, 2003)
as a good approach to agreements established tipehad. Cantwell and Colombo
(2000) had also used this database in their studyinter-firm cooperation in

information technology ventures.

“Information contained in ARPA was gathered frone tinternational financial press,
technical magazines, and specialist studies. AR##pts a standardized classification
of agreements similar to the one of the CATI dasabat considers the year of
establishment of the collaboration, the organiratioform, and the nature of the
involved activities.” (Colombo, 2003, p. 1215)

ARPA contains information on 2,014 cooperative mgements, involving 1,574
partners belonging to 1,177 independent entitiegin@ca, Colombo and Mariotti,
1992). This database was not considered in ouysisas it was outdated and focused
in a specific industry.
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5 — INNET (Innovation Network) Databank — Center fa International Science and

Technology Policy, The George Washington University

This databank is a make up of several databasesinguwhe period between 1985 and
2002. It contains more than 95,000 strategic atksrand over 60,000 participants. The
main use of this database has been reports to #tiendl Science Foundation and
OECD. Other studies have been conducted based as fior instance Vivio (2004) and
Kim and Vonortas (2004). Databases contained in HNNnclude information on
several types of inter-firm agreements, such ad p@ntures, licensing, manufacturing,
research and development, marketing and supplyeagmets. It also includes U.S.
patents and indicators of business performancerrrdtion of the industry, description
of the agreement, date and current state of thene# are also provided. One of the
main advantages cited by Vivio (2004) is the apitf INNET to sort and categorize
data.

One interesting finding about INNET was that theibanformation of this database has
been drawn from SDC Platinum due to the extensmferiation available in this
database. Although, researchers (Kim and Vono2@84) also recognised limitations
on SDC Platinum as it is biased towards Americagaoizations, due to the data
collection methodology used (language, geograpliy aility to be equally inclusive
around the world). Still, as in some studies Amaarialliances are the main focus, this

disadvantage can be overtaken.

The research on this database allowed us to caattbthe idea that SDC Platinum

would be our target database and that accessiguid be an important achievement.

6 — Other databases

Depending on the alliance form we can also findeottlatabases. For instance, for

Research Joint Ventures (RJV), we found in Calaghét al. (2003) a list of three other

databases created by academic researchers antkmsacor companies. Besides the

MERIT-CATI database, these authors also refer to:

« NCRA-RJV database, with information on RJV reporitedhe Federal Register of
the U.S. Department of Justice since 1985. Thisldete displays longitudinal
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financial information on selected variables onidéintified business partners. It is
maintained by Nick Vonortas and colleagues at therGe Washington University.

* CORE database, similar to the previous one, but imformation on industry, rather
than the participating firms. It is maintained by Bink and colleagues at the
University of North Carolina.

« STEP TO RJVs databank, composed of three databasésnanaged by Yannis
Caloghirou and colleagues, at the National Tecldoéversity of Athens:

o0 EU-RJV database, existing since 1984 and EuropeamionUfunded, with
information on all RJVs and its business partictpan

0 EUREKA-RJV database, existing since 1985 and rldgdEUREKA, with
similar information also with an European scope;

o RJV survey, with detailed information on collaboratR&D as a result of a

survey of European firms participating in RJVs.

Choosing the appropriate international and nationaldatabase

Criteria as the time and resources asserted togbéarch compelled us for the use of an
existent database instead of the creation of a ox@v The ease of access to existent
ones, as well as the scope of the database angptteged information provided, were
the main restrictions used in defining which dassbto use. The available alternatives
for researchers working on international allianaes not many, especially if they are
not affiliated with any research centre or univgrsiith a database already built. In our
case, the databases that presented as the maometiattrwere MERIT and SDC

Platinum, with a drift over this last one becaukthe broadness of its covering.

As this latter alternative presented us as verylycas terms of time and money, we
focused in possible solutions to access SDC PlatinWe beard in mind that small
companies engaged in international partnershipddmdiibe covered by this database,
although this was the most complete one on all&n&e, we kept in mind that we
would have to go for two databases simultaneouslyoroader and a smaller one.

Having access to a bulk of strategic alliances @aive us information that we would

hardly had in another way. However, we wouldn’tdaata on those cost-economising
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partnerships that we thought were characteristicetloer economies, very different
from the American one, but also representativehefuniverse of alliances all around
the world. Portugal was one of such economies fanaperational reasons we decided
to consider it as an example of a different contextwhich alliances take place.
Therefore, we endeavour in getting the access 6 Btinum and start considering a

good way to get access to alliances with a Portsgseope.

In what concerns SDC Platinum, looking for plackat tallowed us the access to it
seemed to be a good starting point. Several cantaete then established using our
personal network of contacts. Most of the contastse made with researchers in this
study field. Oddly we realised that most of theesrshers had never hear about SDC
Platinum although most of them knew Thomson Firelngell. SDC One Banker and
Thomson Datastream were popular products with G@drmetails of companies, much
cheaper and therefore easier to be bought than E&um. Several universitithad
access to these databases but have never headCoP&tinum. Nevertheless, through
one of our personal contacts at ESADE (Barcelowa),got to know a researcher at
University of Oviedo (Spain) that had already ufesl database for his research. That
researchérinformed us about the potentialities of the dasabavhich he used to collect
data on strategic alliances in the telecommunioatgector. This was the first time we
talked to someone that had already used that dadba academic research (Sanchez-
Lorda and Garcia-Canal, 2005). We then realisetdahly by browsing the database we

would be able to realise its potentialities for cesearch.

In fact, not knowing any research that used thislmlEse was considered a little bit
peculiar. Although, this was consistent with ougadhat SDC’s price was unbearable
for the majority of universities. And because oétthonly some large institutions, as
OECD, UNCTAD or INSEAD, had enough financial resmes to buy it. Being
affordable to organizations where lots of people banefit from it, like for instance
investment banks or large international institusion is not to academic departments.

Here, apparently, only a few researchers would fiteinem it.

® This was the case, for instance, of contacts ksiteldl at University of Tilburg (The Netherlanda},
Copenhagen Business School (Denmark) and at UitivefsVaasa (Finland) where there is recognised
knowledge on this field.

® We are referring to Pablo Sanchez-Lorda that teshta visiting research at INSEAD (Europe campus)
and that was informed about the existence of thialthse at Doriot Library.
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In order to find out exactly the kind of informaticavailable in that database, we
decided to try to obtain, through a personal canshdNSEAD, copies of the user’'s
manual. In two weeks we had it already and statsedxamination. At the same time,
we thought that it would be better to ask for a&fmeal or an excerpt of the database in
the form of a dataset. Thus, contacts with ThomBorancial were established in
Madrid, London, Glasgow and Dublin. It was possitdeealise that the company has
different types of information available and thétkere are specialization of their
personnel in each product. Finding the right pessithin such a large organization was
not an easy task. The person in charge in eacltibrtaavels frequently, being hard to
find. This meant we had to look for information different Thomson offices. Some
messages were left with no return and only aftemespersistent contacts we were able
to reach the responsible for the Irish branch. @ére situation was explained and we
asked for an opportunity to test the database filmges at University College Dublin,

a university that has already several subscript@n3homson, we thought that this
could be fulfilled. We had no more contacts frombbn, but two days latter we
received a contact from the Glasgow branch infograbout the price for our request

(5,000€) and not mentioning any free trial or pbkesaccess to any part of the database.

A personal contact at University of Maastricht ¢gonéd us latter that, in fact, the
database had important information on several so@y this time, we knew already
through the user's manual that data was organire@ icategories: VentureXpert,
Securities Trading, Industry Specific, Global Pabkinance, Global New Issues,
Mergers & Acquisitions, Corporate Governance, amdpGrate Restructurings. There
was no category for strategic alliances, althotigbes said in the ad flyer that databases
included, among others, “Joint Ventures and Strat&ljiances”. So, it was puzzling us

what would be the category where strategic alliamoght be included.

Unfortunately, all the examples given in the manwdth all the steps, description
procedures and print screens, were related tdage'Global New Issues”. Fortunately,
by contacting a person with on-line access to SWE were able to confirm that the
required information existed in the database infthg “Mergers & Acquisitions”. We
realised that we had to consult the database ®esseih order to trial its full

capabilities. Any important information would hate be searched for among the
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burden of data available. Obtain access to Doribtaty, at Fontainebleau (France)
presented as the better option at that moment. Wenfprmation about library access.
With an explanation about the motives of our vilie director of the library could
allow us to visit if. The admission, if conceded, would give us freeess to all
databases and would cost 8€ a day. We start tleegsand got the authorization one
day after. In the meanwhile we solicited a cont@iciNSEAD to confirm that the
database was functioning properly and that acoggbm type of information we were

looking for was possible. After the confirmationg went to the library.

Our intention was to collect a sample represergativthe all universe and, at the same
time try to retrieve as much contacts (e-mail aslsies of the people in charge for the
alliance) as possible. The idea was try to extfiemh the database those alliances in
which names of persons were included and, simudizsig, get a sample representative
of the population. Although, in alliances we ar¢ able to clearly define the population
as it is impossible to know exactly how many alies exist as we previously
mentioned. Contacts were expected to be of gréatiméhe addressing of the survey.

We quickly realised that data was not of immedateess. For each record we had a
large number of fields that took us hours to dowdloOnly in the Joint Venture
category there were 221 fields, ranging from atd@&mctivity, industry and nation to
participants name, address and business descri@imategic alliances had lots of data
as alliances were being collected since the late 8@me criteria had to be settled to
confine our search: time period and number of @atévields were the main two. Also
time constrain was an important feature in theseni The challenge of investigating

in a less researched topic made alliances a vgrgadipg topic to work in.

Having data on strategic alliances from the lastyiears was considered adequate, for
the sake of time reasonability and for the purpoké¢he research. In fact, alliances
announced before 1995 had a smaller probabilitystdf being active. Therefore,
capturing those established in between ten yearsag now would already lead us to a

good dataset. At the same time, that would coueraaonable period of time. Even so,

"We also have to add a statement letter of a psofezs well as a copy of the researcher card.
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we realised that there was still a long way to hefpre the selection of an appropriate

sample.

Facing the bulk of information available, data 8 fields for each alliance was
extracted (Year of Announcement of the Alliancertiegants in Alliance, Business
Description, Participant Industry, Participant Mati Participant Phone Number,
Participant Fax Number, Participant Address, Paditt Zip Code, Participant City,

Name of Contact, Contact E-Mail, Contact Phone})t gsshown in Figure 3.

Figure 3 — Example of the datasheet with informratia alliances

Participarts Business deseription  |Participant industey | Participant nation Participant phone no | Particiapit fax number |P. addvess line 1 [P, addressline § |Participant zip code|Particpant city |Hame of cortact| Contact e -mail|Comtact pl
Sports Weekly Publizh sports Printing, Publishing, |China i i
TOM Duline Ine: Hewspaper and Allied Services  [Hong Kong F Tower W5, 1Donqg Chang & 100755 Bieijing Jeny Hu huying@hj to |GEI0GSES
Pud wireless telecom | Tel icati Uriental Plaza | dve ot 4
Rahazi Processing Pud online credit card |Business Services Fland 5641742200 355 Hallontasstrande (lusimaa o0e1a Helzinki
Oy [reedtar swes Computer and Mfice  |United States (602150 45000 (015665350 ni 5053 Phoeix Gwyneth gpritchard@ | 440011455
Technoogies In) Mifr dulp whi electn — (Equipment 1551 West Pritehard hypereom.co |01
Hypereom Corp sulution Kathleen Road |m
Biofacus PLE Biotechnology Drugs United Kingdom STEaTEIIEY SHTEITEIIES Cambridge Ikon Road CB0-H Cambridge  [Geoff McMillan S4017945:
Gialapages Genomics HY |company Drugs Belgium S453 4900 J453 8901 Seience Park Industriepark 82800 Mechelen Dirk Pollet dirk@qalapaq (00
Biotechnology lieneraal e Mechelen Raord 05 60 155 G108
company Wittelzan 111 43
Incertive Logic ne Pud marketing sves | Business Services United States (4600 476360 (40087 14350 frank Llogd |Suite 10 5260 Seottsdale
Strateqic Performance [Dolp mout seftware  (Prepackaged Software (United States (14554200 (14554300 Wright Blvd lostaMesa  |Dehorah deatalds@ste | T1H5EIE0
Ine: Cataldo ateqixperfor
Manee
Whatman PLC M wehl industeial — |Machinery United Kingdom SE0EIEET 40 L0374 17 Great West  [Brentford THE9-BW Middlesex
Gientault Corp filters Measuring, Medical, | United States [P600268-5200 [P600268-5201 Road 42006 Carlshad Cindy Subido  [csubido@tow 356 57 46
M biosample mant | Photo Equipment 301 Rraday nsending com
Yerter Publizh magazine Printing, Publizhing,  |Hong Kong GRIIETENES GRIITNTINE & e 8703, China  (Shun Tak Center 165200 Connaught R4
Commmurications & lven op vadio TY and Allied Services  |United States (81916 4200 (81916 9512 Mercharts Tawer 0155 Lertral Lshley Swadel [ashley swade 21244 85
Technology Group td | stations Radio and Televizion 605 Thid Avenue Hew York [ @espn com
Solutionlne Ltd Dulp Iiternet software [Prepackaged Software |Canada [655) 462211 (90%) £0-0253 968 Upper Water (Purdy S Wharf (B3 5-R7 Halifax
Glom Corp M wehl netweorking | Communications United States [R08)5E3-5000 B ERIN] §t, Ste 1506 Tower 01752 Marlborough | drthony arthony_petr |S053EH5
sy Equipment 350 Campus Deive Petpucei weei@3com .
om
Protte Hetworks Ine | Dvlp software Prepackaged Software |United States (BE5)ZEY-5500 (925) %0 5217 37 Chanbt Suite 350 LEi) Pleasanton
Glom Corp M wehl netweorking | Communications United States [R08)5E3-5000 B ERIN] Divive 01752 Marlborough | drthony arthony_petr |S052315
sy Equipment 350 Campus Deive Petpucei weei@3com .
om
Dytilo Hetworks 88 |Pod comprter Business Services Sweden HH50495900 H505959 40 Tegnerqatan 25 (5Th Roor M40 Stockhalm
Lo Corp iteqrated sves Cotmmunications United States [BOE)3ES-5000 [EEER ] 350 Campus Drive omse Marlborough | Amthony anthony_pete |S0825215
M wehl netweorking | Equipment Petrucei weci@com ¢
s om
Spnergenics [LE Biotechnology Drugs United States Ha Ha (ne Market Suite 145 9405 San Francizen
Syneo Bio Partners  |company Drugs Hetherlands K| K| Steuart Tower lmsterdam
Investiments Biotechnology Drugs Hetherlands F10T158 5701 F10T152 4708 Archimedesweg B335 CH Leiden Hizabeth e.qoodwin@e | 3107152 §
Crucell BY company Drugs lanada Ha Ha & HgIT Mortreal Goadwin rucell.com  [3I0H QT
[5M Biologies Biotechnology ROO0 Boyalmount Marcel lubben |mareel- 3
company lwetue th Jubben@ds

The process of collecting data under these criteid& around one and an half days.
Data was transferred to Excel format and storedhEdliance was inserted in one row
of the Excel file. If in some cases, alliances hhd identification of all partners
involved, in other cases only one partner was ifledt In some cases, we had the
identification with the name of contact in it, ither cases we did not. In some cases we

had access to the contact person e-mail, in otssconly postal address was available.
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Examining the raw data collected

After a first analysis we realise that we had aehagiount of data. We realise that a
substantial part of the contacts had an e-mailesddrAfter extracting all the contacts
with e-mail we had 6,462 contacts. From these, 6. ,88ntacts appeared more than
once, most of the cases meaning that companiek (h& same contact person) had
been involved in more than one alliance over tHdsgears. This lead to a final figure
of 5,048 e-mails contacts. With this number, weutitd that we had enough contacts to
conduct a web-based survey, as we could send &-maihe majority of cases. Despite
the low response rate associated with Internetenthil surveys (e.g., Fraze et al.,
2003 and Gradcolas et al., 2003; Cole, 2005), adgas associated to this type of
survey (e.g., Zhang, 1999; Kiernan et al., 2005 dGolas et al., 2003; Kaplowitz et al.,
2004) made us think that we should go for it. lat,fanost of researchers in this field
make a trade-off analysis where they recognisethieme are advantages and limitations
associated to this method. They also admit thatptitential of web-based surveys is
enormous especially if “tailored design methods® ased (Dillman, 2000). So, we
thought that adaptation to our particular situatiayuld help the implementation of our

survey.

The next step was the creation of a database igthame of the person in the company
responsible for the partnership and that persomsmi contact. This process was a little
bit time-consuming as data had to be sorted outth&ie thought that it would be better
to send each person an e-mail message (see Figwighda short text explaining the
study. In that text we should be able of answesingple questions as:

- Who is conducting the study?

- What are the purposes of it?

- What is the respondent input needed for?

- For what can this be important?
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Figure 4 - E-mail-model sent to the worldwide datsd
s

Ble Edit Wiew [nsert Format Iools  Actions  Help

“uReply | (=8 Reply to All | i3 Forward | 5 B w503 K| e - - A0

i B I O
-] u

From: S Susana Sikva Sent:  seg 30-05-2005 19:25
Tas 'trish. perry@atran.com'

Ce:

Subject:  Research on International Business Relationships - Survey

Dear Trish Perry,

“We are a research team at Universidade Catélica Portuguesa (Porto), Portugal, and University College Dublin, Ireland, who are carrying out a study among
mternational companies on the mportance of trust and relational risk in mternational alliances.

We understand vou are active in the area of mternational allances and for this reasen we are writing to you. Inrecent years international aliances have become an
important way of entering and competing in foreign markets. The issues of trust and risk are fundamental to the success of these alliances and affect the
performance of the firm. To the best of cur knowledge these issues have not been studied before.

The results of our study will help managers to cope better with these new forms of market entry and provide gudance m the formulation of mternational strategies.
We need your cooperation in order to complete the study. Please be kind encugh to complete and submit the questionnaire below
(hittp:ffwnacer. porto.ucp. ptifenésuney. htm). The questionnaire has been designed to be completed in about 15720 munutes.

Only by obtainng mformation from the practitioners i mternational allances can we suggest ways of mproving performance. We will be happy to supply vou with
a summary of our results. We look forward to your cooperation and thank you for your assistance

Yours sincerely

Susana Costa & Silva
Fesearch leader

disart| | & G @ L M [E[E] o] & © o] 1sus

Designing the web-based survey

After analysing several alternatifesn our research we opted for inserting in a
personalised e-mail message a hyperlink to a weebeittaining the survey. This would
avoid the download of an attached file and the egibent tasks: fill it in, save it and
send it back to us. The attachment option would aks complicated if different text
processing programmes were used by sender andeecdlith the survey located in a
server, the access was instantaneous; the persdoh axasswer with ticks; we could use
mechanisms as radio buttons and drop-down of oftias suggested by Archer (2003)
(see Figure 5). The greatest advantage would bayritase, the expected cofower

than the cost we would have to incur in case otgdamirvey®) and time needed. In

8 We analysed mainly paper and web-mail alternatifé® comparison between these two surveying
methods was reviewed in the literature. Our denisi@as claimed towards several previous works. We
decided not to cover this topic here. It shouldbeer in another paper.

® The service of programming and maintaining thevesyr with a Portuguese supplier, had a cost of
178.5€.

1% We had a 460€ estimate (Portuguese firm) for jmgntl,000 16-pages questionnaire (A4 format,
21x29.7 cm, IOR paper 90 grs, cover printed in b, interior in one colour, stapled). On the aip
this we had to sum expenses with posting, pre-pai@lops and pre-paid mail (The Irish Post Mailgloe
not have pre-paid envelops for mail arriving froth aver the world; the Portuguese Post Mail has,

20



fact, as some of the tough work (accessing databasdlecting data, examining it,

refining it, etc.) had already been done and wolke@ as sunk costs.

Figure 5 - Design guidelines and tips for condugtivieb-Based Surveys

Design guidelines Tips for conducting

1. Utilize a multiple contact strategy much like thiged | 1.Shorten the time between notice and reminders, and

for regular mail surveys (Dillman, 2000, p.367) the total duration of the response period
2. Personalize contacts through e-mail if possible 2.Shorten the length of invitation and reminder
(Dillman, 2000, p. 366) messages

3. Keep the invitation brief (Dillman, 2000, p. 366) 3. Keep the questionnaire short

4. Begin with an interesting, but simple tom answer, | 4.Simplify the questions even more so that in paper
question (Dillman, 2000) surveys

5. Introduce a web survey with a welcome screen thel i5.Think of the survey as an outline version of a
motivational, emphasizes the ease of response, and conversation. There should be a natural flow, with
instructs about how to proceede to the survey transitions between one though and the next
(Dillman, 2000, p. 377) 6.Pilot test each survey with a variety of peoplangsi

6. Present each question in a convenient format gimila  different browsers
to that normally used on paper, self-administered | 7.Avoid undelivered e-mail invitations by developing

surveys (Dillman, 2000, p. 379) accurate potential respondent e-mail lists

7. Do not require respondents to provide an answer to 8.Extract narrative text responses from data before
each question before being allowed to answer importing into the numerical data analysis program
subsequent questions (Dillman, 2000, p. 394) SPSS.

8. Make it possible for each question, and
corresponding potential responses to that questdior
be visible on the screen at one time.

Source: Archer, 2003.

The survey was outsourced designed, accordingetgtibpe of the paper questionnaire.
It was placed in the server of the programmer camppand was labelled as

http://www.ideiadupla.com/surveyfhen a link in the university server was created

www.porto.ucp.pt/feg/survey.htmto re-directed respondents to the previous ohes

option allowed us to present to respondents ong/lomk (the second): an institutional
one, secure and in English. By clicking on thikJiwhich was shown in blue in the
text, the respondent would be conducted to thedinictory page of the survey (see

Figure 6).

depending on bilateral agreements with Post Mdilseweral countries. Although most of the countries
involved in our database had agreements with thtu§wese Post Mail, envelops had to be produced
according to a specific norm, which was very difficto find, and we had to take care of its
manufacture.) This increased a lot the cost ofdpison, when compared to the alternative.
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Figure 6 - Extract 1 of the first page of the weivey

2 survey - Microsolt Internet Explorer =l x|
File Edt WView Favorites Tools Help | &
N[ A ) < i 3 o
sk - ) - %] [Z] n| D sk e rmeiss &2 | (2 1D 9] - Fe By,
Address [&] http: v ideladupla.com/survey, ==
! ®
- B i The Michael Smurfit
University College Dublin Graduate School of Business

A STUDY OF THE IMPACT OF TRUST ON THE PERFORMAMNCE OF
FIRMS ENGAGED IN INTERNATIONAL ALLTANCES

A RESEARCH STUDY AT THE MICHAEL SMURFIT GRADUATE SCHOOL
OF BUSINESS - NATIONAL UNIVERSITY OF IRELAND, DUBLIN
(UNIVERSITY COLLEGE DUBLIN)

Researcher: Susana Costa e Silva

OBJECTI¥E OF THIS QUESTIONNAIRE

The purpose of this questionnaire is to collect data on the perceptions of trust and risk among managers of companies engaged in international alliances
fany medium to long-term cooperative relationship between firms, whether based on an eguity joint-venture company that the principals create, a
handshake, or a contractual relationship entailing frequent interactions between the allied corporations). The objective is to identify the influence of trust
and risk perceptions on the performance of firms involved in international alliances and control for national cultural influences.

This guestionnaire should be completed by @ manager responsible for international relationships in the company. In respondin lease consider:

= only one alliance
+ just one organizational partner in that alliance

Inthe alliance that you select we would prefer that:

e [f you have more than one, you should refer to the most important alliance that the company currently has or had in the past;
o if you have alliances of different types, you should refer to an alliance that has the shape of an Internationsl Joint WYenture;
+ if you have alliances of different durations, you should refer to a longer lasting alliance.

CONFIDENTIALITY

i |
|&] Done [T [ T T | meemet
Bistert] | @ 2@ L SEEEC &G e

Questionnaire formulary was designed in HTML widvdScript technology being used
for data validation. ASP programming language wsadufor data validation too, as
well as for database link connection. Database evaated with Microsoft Access.
Drop-down options were used whenever it was passéb., for the choice of country),
as well as check boxes. The survey was constitoyesl sections, the same ones as in
the paper version. It was decided to replicate ashmas possible the paper version of
the questionnaire. Thus the first page was sintdaat cover letter, with the university
logo (coloured), explaining the purpose of the ¢joesaire and giving respondents
some instructions for its completion, as suggedtgdArcher (2003). Aspects as
confidentiality, importance of cooperation and ateges for the company (in the form
of a short report with the conclusions of the sjudgre also covered. The completion
of the survey was hardly possible in less than 2@utas. So, we also informed the
respondent about it. We agreed with the outsoucoedpany in charge for the survey

maintenance that it would be on-line during thremnths.

This introductory page had a sign — “Click herstart the questionnaire” (see Figure 7)
— where respondents were re-directed to the questice itself (see Figure 8). After

completing the questionnaire, results were stonedan Excel file, along with
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information on the Internet Provider, Internet adr of the respondent, and town and
country from where the survey was completed. Thaegdure allows us the remission

of eventual situations of multiple responses comiogmistake, from the same person.

Figure 7 - Extract 2 of the first page of the weivey

2 survey - Microsolt Internet Explorer =& x|
File Edt Wiew Favorites Todls  Hel | &

-2 , A = =05 . " £
@ Back ~ >N li] lg (al | d R PR @ | k = = ._c]|ﬁ’ .':i
Address [ ] http: ffuene.ideiadupla.com/surve
[& hegin pla.com/survey] el
CONFIDENTIALITY
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The information you provide will be treated confidentially. The data will be used for statistical purposes anly and will be released in aggregated form.
YOUR COOPERATION IS IMPORTANT

This is a study of international alliances in 8 number of industries and many companies of different sizes. Your cooperation will greatly be appreciated.
ADVANTAGES FOR YOUR COMPANY

In return for your participation we can send you a surmmary report of the conclusions of this study which will include suggestions on how to improve the
performance of international alliances.

HOW TO COMPLETE THE QUESTIONNAIRE

The questions are of two simple types:

1. Fill in blanks: when vou see a blank space as follows: , ¥ou should write in a word or number as requested,

2, Rating scales: Often you will be asked for a rating of some kind and you will be provided with a scale. To answer the guestion you should simply tick &
the options that best represent your suggestion or opinion.

The guestionnaire is divided into FIVE sections. Each section is a vital component of our study, so we kindly ask that you answer each guestion in each
section,

You can scroll down the guestionnaire by clicking in the TABR button

This questionnaire has been designed to be completed in about 15/20 minutes.

Click here to start the questionnaire

FURTHER INFORMATION

Further information about the gquestionnaire and any gueries that you may have may be obtained using the contacts above.

=
[&] pan= T B I T
Bistert] | @ 2@ L SEEEC &G REL

Figure 8 - Extract of the questionnaire

S EIES
File  Edit Wiew Favartes Tools  Help | e
Q= - &) - [x] (2] :‘||/.7'Saar:h ' Favarices Q‘l‘f‘ = ol -l B
Address [&] hitp: v ideiadupla. comfsurvey fsurvey. him =1 Go

SECTION A - CHARACTERISTICS OF YOUR FIRM

The aim of this section of the questionnaire is to collect some background information about your firm, in general.
If your company is a part of a larger group, the gquestionnaire refers to ¥YOUR company unit within the group.

Al In wehich country are the headquarters of your company located?
I*SE|E\:( Country — vI

A2 What is the nationality of the company partner you will refer to when answering this guestionnaire?
I*SE|E\:( Country — =
A3 ‘“When was your company established? (e.g. 1985):
A.d How long has your company been involved in this alliance?
{years).
A.5 If there were any previous alliances before this one, when was the first one established? (e.g. 1986);
A6 Wwhat is the form of the international alliance?
ILlcensmg s
Other;
A7 In case of International Joint Yenture, what is the proportion of your company's ownership?
S
A.B Is there any other partner in this relationship?

= ves © Mo

If yes, please state the share held by the other partners

Partner 1: Y% LI
[&] Done I

Bstat] | B (@@ 2 SEEE DS G ST T
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Most of the questions, 84.85%, involved a 7-poinkekt scale and concerned
companies perceptions. There were sentences tkatredpondent had to classify
between 1 (“Strongly Disagree”) to 7 (“Strongly egf). Remaining questions were
mainly closed questions, 25% of which had a setptions from which the respondent

could choose.
Conducting the web-survey — Worldwide

Free-access software to e-mails customization -nmeAncer (see Figure 9) — was

downloaded from an Internet site.

Figure 9 - e-Announcer software
MEIE

File Edit \iew Favortss Tools  Help | o=
— - . = =7 e .

@Ba:k - - %] 2] ¥ | ) search ' Favarites @| S SN mEs i 3

Address |,\;é;} hitkp: f fussme, email-announcer .com/ =l Go

eAnnouncer

How It Works eAnnouncer is an Outlook add-in for sending individual, personalized, emails to your
mailing list. Send personalized emails to your newsletter subscribers, customers, or

Benefits other contacts
- Compose message in Outlook - Send from any email account
D load
SwLes - Send each email individually - Text or HTWL messages
Bl - Mail merge to personalize - Attachments and embedded images
HECHEDSE: - Reduce sparm filter blockages - Adjustable character encodings
- Adjustable sending rate - Ad-free emails

FAQ

m eAnnouncer was awarded & cows from

Tucows, their highest rating.
P Py o pEy o

elAnnouncer works with COutlook 2000, ¥P, or 2003 and comes in 3 wversions: Free,

Standard, or Professional. Compare the features of the different versions, See the How It —
Works page for screen shots, and a demonstration. To try eAnnouncer for yourself, visit

the download page.

There iz also a list of frequently asked questions and answers. If you decide you would
like to upgyrade to the Standard or Professional version, visit the purchase page.

Don't use Outlook? Check out Auto Mailer to send your emails

Contact Information

Beiley Software Inc

Mailing P 1 Rax 51R41 =l
[ &l pane [T [eaternet
o] [ B @ @ 2 BEEE LSO o

All the contacts had to be transformed into TXThiat files (see Figure 10). In this file,
we had to identify gender, name and e-mail of eddhe contacts we wanted to reach,
in order to produce customized e-mails. This wase altime-consuming process since it
requires going through all the contacts one-by-dihe. “copy-paste” system from Excel
to TXT is possible, but files had to be re-orgadizs in the TXT file. Comas are used
to separate the 3 categories of information we @t use: gender, name and e-mail.
The e-Announcer program is user-friendly. Afterganeed the TXT file, we just need to

write an e-mail and insert “Gender” and “Name”lve itorrect place. Each e-mail that is
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sent is then personalized, differing accordingh® gender and name ascribed to each

situation.

Figure 10 - Example of a TXT file with contactsitderact with e-Announcer
SLIFY

File Edit Format VWiew Help

[sender , mama, E-mail ;l
Mr.,Carlos KDva1sk¥,Kova1sky—car?as@e1rega1a.cam

Mr.,Ccarter B. Cromley,carter.cromley@savyvis. net

Mr. ,Chad M Muss, chad@reef. com

Mr.,chad meyer, Thad. meyer&fi req\jnd.(nm

Mr. ,chad morris,chad.morris@swidy. com

M., Chad Rando1ph chad@sierragold. com

Mr. ,chad wells, Chad.wells@xata. com

Mr. ,chan_kheng Hwang, daizhun@tm. net.m

Mr. ,charles Brossman, brnssman@trave'\management com
Mr.,charles carter, ((arter@ang'l\:lgn'ld com]

Mr. ,charles E. Ramey cramey@usdataworks. com

Mr. ,charles E. Triano, charles.traino@frx. com
Mr.,charles Gelinas, cge'l‘mas@‘lcpg'luba'l <om

mr. ,charles Gryba, standrewgidirect.com

Mr. ,Charles Hodges,media.relations@radioshack. com
Mr. ,charles 1. Ga%non charles. gagnon@tembec. com

Mr. ,charles Kau, charleskau@ntc. com

Mr.,charles L Ranunke'l,Pech"lney—IR—Team@pE(hiney.(Dm
Mr. ,charles Linn HasTlam, clhaslam@aol. com

Mr. ,Charles Lynn, clynn@kaplancollege. edu

Mr. ,charles Pitts, chaspitts@cfl.rr.com

Mr.,charles poole, charles. poole@regn. com

Mr. ,charles Ranunke'\ pechiney—ir-team@pechiney. com
Mr. ,cCharles T. Jensen cjensen@neom. com

Mr. ,charles westhrook, cwestbrook@nohlestar. com

Mr. ,charles withrow, char1es withrow@exostar. com

Mr. ,charles Z1nkowsk1 charleszinkowskigus. pwcglobal. com
Mr. ,charlie Blass, chliss@meadiumd. com

Mr. ,charlie Fleet,Charlie.Flest@TELUS. COM

Mr. ,charlie Guyer, charlie. uyer‘@matr‘1xnne <om

M. ,charlie Hart?ey cjhartTe ﬁere [l

Mr. ,charlie Lathraop.charlie-lat rap@advpayra11 com
Mr.,charlie Pajor, Cpa]\:lr@na'lcn com

Mr. ,Charlie Purdnm charlie®andromedia. com

M., Cheng Tan, ctan@d1cnnf1ber‘n tics. com

M., chet Da1ze11 chet-dalzell@harte-hanks. com
Mr.,ch? Hyun Han,chi@si1icon?. com

Mr. i Chip Swearngan, chip, swearngan@matavanta. com
mr.,christian Bateman, chrisb@s-epr.com

Mr. ,Christian Dwyer, cdwyer'@rvav1dec <om

Mr. ,christian HasTedt—| Mar ckwardt, press@softwareag. com
Mr.iChristine Stevenson, christiné. stevensontiansoft. com
Mr.,christoffer lensen, (]E@ny(nmed <om

mr. ,christoph sachsermaier, c. sachsermaier@proginase. com
Mr. ,Cchristopher a. oDyrek, chd@cableaz. com

Mr. ,christopher a. Novak, chris. novak@syngenta. com
Mr.,christopher Bunker, cbunker@ce'l'ls‘lgna . com

Mr. ,christopher Cn\jne¥ <ooney@wc] . com
Mr.,Christopher Fox,cfox@newbridge. com

Mr . ,christopher keenan, keenanc@aradigm. com

dsan| | @@ 2 3EEEC SO NEE BT

As the text in the e-mail as well as the questiomenaere both in English, we decided
to use English greeting forms (“Dear Mr. John Siyitkith “Mr.” for men and “Ms.”
for women. In 140 cases we had only the e-mailesfland no name at all. We opted
by send the mail with the greeting — “Dear Sir/MadaAs free e-Announcer only
allowed sending 50 mails each time, we had to begderal files of 50 contacts each.
102 files were then built and sent, a task thai &dsk long time. E-mails were sent on
the 3¢" of May. Several files in “Personal Folders” of Misoft Outlook were created
in order to store all the information and releabe tmain server from e-mails

overloading.

Several undelivered e-mails started arriving torttaal box. After three days we had a
total of 2,150 undelivered e-mails, meaning thally dh926 e-mails had reached its
target. 190 messages of “Out-of-office” were alsceived. In 28 of these cases new e-
mails were sent to alternative e-mails presentdtienfirst ones. We soon realised that
only 57.64% of the contacts were achieved and thiat would decrease a lot the

responses we would be able to get from the worldwli@tabase.
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We also realised that typing errors should had weduwhen Thomson technicians
inserted e-mails. We detected obvious situatioos €kample, “Microfost” instead of
“Microsoft”; “Ann Smth” instead of “Ann Smith”; and‘pepsi,com” instead of
“pepsi.com”). Some of these were manually correctadany case, this, as well as
situations in which an Internet address was writtstead of an e-mail, made us believe
that accuracy hadn't been ensured. However, thifdaexplain only a small amount of
all the undelivered e-mails. Other situations &sedktinction of e-mails, the foreclose of
some companies and the exit from the company opénson we were trying to reach,
may have also occurred. One major explanation naag lalso been the label “SPAM”
that our message received, although we cannotrdieierexactly how this problem had

affected our survey.

It is also important to make clear the need toneethe burden of undelivered e-mails
we received. In fact, in some situations we detleat our mail server, as well as the
target company mail server tried to deliver the sage more than once. It is a
procedure that depends a lot on the exchange eseraice used to deliver the message,
and of the delivery process of origin and targeil rmarvers. In some cases e-mail
service is more persistent and tries to deliver ttessage more than once, during a
certain period of time. This meant that we had & gd of undelivered e-mails

notifications that were doubled or even tripledisTprocess also took long time and a

meticulous effort.

Conducting the web-survey - Portugaf

In order to get an overview of the Portuguese fyeaéind as this was not possible
through the international database used, we hatldose another database. We decided
to rely on two ICEP (Investimentos, Comércio e $omd de Portugal) resources:
PortugallnBusiness database and 300s larger expmmtepanies. ICEP is an institute
ruled by Portuguese Ministry of Economy with thealgof promoting investment, trade
and tourism in Portugal. This proceeding of apphaag firms was different from the
previous one in the sense that we would reach H&yduguese firms acting

2 We will only refer here to the databases used.
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internationally, but not necessarily involved itiaices. It was not possible to obtain,
from that universe, a subset of companies involneidternational partnerships. In any
case, we found that addressing to that universeldvoe a good start to refine the
sample and reach companies involved in that kinditefnational operations. This was
also the opinion of several agents of ICEP thatimerviewed. In fact, there was no
other database available with Portuguese comparggsg internationally, with the

exception of CEDIN’s, which, in any case, had d&edént coverage, as we have seen.

A - PortugallnBusiness database

PortugallnBusiness was the only database exidtesgd in a previous database ICEP -
Portrade - created in 1998, and that achieved greatess among economic agents. In
any case, this approach to companies involvedliiemaks was not new. Nielsen (2003)
had already used this same approach, using KOBbas#3 a database of Danish

firms.

PortugallnBusiness is a public database availablerav.PortugalinBusiness.comith

7,790 companies, and which objective is the disesand promotion of Portuguese
products and services, as well as the promotioRasfuguese brands and image. The
database is addressed to foreign economic agemisllathe information is disclosure in
English. The information given was collected throeugquiries that ICEP has sent to
companies and through data ICEP got from INE (uttiNacional de Estatistica), the
Portuguese statistics institute. The databasesesiste the last trimester of 2002 and it
is updated periodically, although not regularly. dny case, there are no e-mails
updating; only new companies are inserted. Fromttal data PortugallnBusiness
gathers, 5,706 companies are listed through thevfiaegeneric search engiieFrom
these, 4,139 companies had an e-mail address ansemiee-mails to all those. An
advantage of this database was the inclusion ofnt#mae of the contact person in
approximately 80% of the cases. So, we opt for isgnd personalised e-mail to all

those and a generic one to those e-mail contantgleas.

124K OB database is a comprehensive database obgistered Danish firms. The database is updated
continuously by Kobmandtandens Oplysnings Burea®.’A{p.320), in Nielsen, B. (2003), “An
Empirical Investigation of the Drivers of Interraal Strategic Alliance Formation”, European
Management Journal, Vol. 21, No.3, pp. 301-322.

13 Remaining companies can be obtained through aareed search.
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The information collected through PortugalinBuss@gas not immediately available.
We had to collect it, case by case. This procedsidied the download of a page where
there was commercial information on the postal es&lrof the firm, industry sector,
brands used and export markets served. After thenldad of this page, we had to
download another one in order to obtain the e-mddress and the name of the person
in charge for international operations. This wa®kgy time-consuming process that took
us, along with the task of preparing the TXT filesd the sending process, almost one
month to complete. All of these tasks could havenbsubcontracted but, to a lack of

financial resources, were not.

We opt here for sending the link of the survey eddleel in an e-mail message in
Portuguese. The message was adapted for Portugasgeandents (see Figure 11). Here
we opted for a brief description of alliance agha Portuguese business language this
word may cause some resistance. It is normallycéessal with large-sized companies
and therefore we had to inform about its broadrpmtgation. We also use a very close
approach to show Portuguese managers that thg@irwalld be of use for a research
purpose of a Portuguese researcher. In every stdrese, the approach was similar to
the one in English.

Whenever that information was available, we uselewac titles because in Portugal

there is a widespread use of academic titles imyeeg life (Bennett and Brewster,
2002).
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Figure 11 — E-mail model sent to the Portuguesaldae

B Doutoramento na 4rea do Negécio Internacional - University College Dublin - Gestores com expe == x|
File Edit Wiew Insert Format Tools  Actions  Help
aReply | fReply oAl | EdForward | S B3 |53 | ¥ |23 XK | & - - & | %J | il -A|B I U |E=EZ=:i= =i é
From: A‘h Susana Silva Sent:  qui 23-06-2005 13:58
Ta: ‘expaort@pocas, pt'

aed
Subject: Doutoramento na drea do Megacio Internacional - University College Dublin - Gestores com experiéncia na area internacional

Muito boa tarde St D Antero Maia

O meu nome € Susana Costa e Silva, sou docente na Universidade Catclica Pertuguesa (Forte) e encontro-me ne momento a fazer um doutoramento na
University College Dublin, na Irlanda, na drea do Marketing e do Negdeio Internacional. Trata-se de um estudo sobre a importincia da confianga e do
risco nas relacdes internacionais que se estabelecem entre empresas

Frecisava de testar algumas das hipSteses que fui levantando 20 longo dos trfs anos que dediquei 4 investigasio no imbito do doutoramento &, para isso,
desenvolvi um questlona’no que estd dlsponivel on-line em  hitpMewwew porto.ucp ptfeg/survey htm. Por me interessarem wvirios tipos de relag,ées
intemnacionais penso que me poderd ajudar nesta tarefa. De facte, uso 2 nogio de glianca internacional para ancorar a investipagio teérica, mas em
termos priticos, a nogio de alianga de que me sirvo € bastante ampla, nela se incluindo todos os acordos (seja qual for a sua forma legal) entre empresas,
desde que envolvam algum tipo de cooperagio entre elas. Mo interessa a dimensio das empresas, o seu ramos de actividade, o pais de otigem. O que
importa ¢ que mantenham uma relagio de prazo alargado com um parceiro (pode ser cliente, fomecedor, concorrente, ou outra), independentemente do
acordo ser baseado num aperto de mio ou formalizade através de uma joint venture,

Sel qUe 4 §U4 Empresd se encontra activa em termos intemacionais e ainda que St Dr. Anterc Maia seria a pessod responsdvel por essa drea. Assim,
gostaria de lhe solicitar o preenchimento do survey no caso da sua empresa ter algum tipe de relacionamento internacicnal come os que acima descreve.

Também reconhego que os 15 minutos que o preenchimento pode levar sio muite valiosos para quemn trabalha na sua drea, Mas, para prosseguir o meu
doutoramento precisava muito de informagdes concretas de quem lida diariamente com parceiros internacionais e nio consigo obter estes dados de outra
forma que nie atraves do contacto directo com o5 gestores. E verdade que nio estou em condigbes de oferecer nada em troca do preenchiments (anio
ser os resultados finais do estudo) mas queria, mesmo assim, pedir 3 5/ melhor colaboragic no cumprimento deste objective academico a que me
proponho.

Muito obrigada desde 4 pela vossa ajuda

PS: Basta clicar no enderego http:/fwww porto. ucp ptfeg/surrey. htrm ou copli—lo para uma nova pégma da Met, no sitio do enderego.

Susana Costa e Silva
Universidade Catélica Portuguesa =
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The major problem we encounter in PortugalinBusirdetabase was not that different
from the one we found with SDC - some of the e-snaiére not working anymore. In

fact, we realise that, with the advent of Interaatl the launching of several e-mail
providers, people changed e-mail addresses dubetedse of use, price and other
factors. This means that previous e-mail addresspgetimes become inoperative and
the database was not able to update this informatsoquick as it chased. We realise
that some companies started their “e-mail activiging e-mail addresses based on

public main server's Internet operators (e.gusana.silva@hotmail.com or

susana.silva@mail.telepag.jpind then change to company-based ones to accoatenod

the high volume of e-mail messages and subsequtsn And, as the database was
built in late 2002, several changes had, in themwbde, occurred in both, e-malil
providers and companies. Thus, from the 4,139 dsns&nt out, only 3,351 reached

their purpose, meaning that in 23.5% of the casesg;ouldn’t reach our interlocutor.

In this process, we decide to experiment a newga®of sending out the e-mails that
we didn’t know when e-mails were sent for the Wailde database. Instead of the e-

Announcer, which allowed in its free version to demly 50 e-mails each time and,
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because of that, took longer, we used the “Mail d@¢&option of Word. Using this add-
in, we were able to pre-visualize the e-mails aodect for any default as well as to
send as much e-mails any time we run the prograweasish. This was not the case of
the free version of e-Announcer in which pre-vigagtlon option is not available and in
which we have to create multiple TXT files of 50n&il contacts each. In what comes
to the main operational features, both softwarekwora pretty similar way (the same
TXT file can be used without any change in Mail ix. In any of these we had SPAM
problems. Several e-mail messages were receivedra#ng the completion of an
additional security procedure to confirm that indiéee e-mail was sent by a person and
not by a computer. We reply to these, but unforteigahis was only asked in a short
proportion of e-mails. Some of the undelivered rages notifications allowed us to

realise that in some cases our message was casiSBAM mail.

2 - 300 larger export companies’ database

ICEP also gave us access to a list of the 300&geuguese export companies. From
these, we exclude the cases in which the compamesialashed with the ones in

PortugallnBusiness, which happen in only 9 situetid-or the remaining cases, we had
to phone all the companies asking for the naméeperson in charge for international
operations, as the database didn’t contain thenmétion. We believed that, in spite of
having e-mails we should, in any case, try to find the name of the person to whom
the e-mail should be addressed. If in some casesadeaccess to personal e-mails, in
most of the cases we had to use webmaster onesefdtee having a name became
fundamental. The process of obtaining the name te®karound one week. While

confirming the name of the person, we also confitrhes/her academic title for the

reasons mentioned before.

From the 291 companies remaining, 4 were not caelgledentified in the list. We

didn’t have any material to search here, so we tihope. We kept 287 situations, 265
of which with an e-mail address. In 22 situatiors awdn’'t have an e-mail where send
the message. But we had telephone contacts, sywedontact all those 22 and got 10
new e-mails. 12 situations corresponded to compathat probably were not active

anymore, or were active under other addresseseWw(ermails were added to our list of
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265 and we sent a total of 275 e-mails (see Fi@@je using the previous procedure:

send the same e-mail model and use the Mail Mgogeroof Word.

Figure 12 - Diagram for e-mails sent using the B®ger Portuguese exporters

9 clashed

7

300 4 non- 12 no e-mail
companies / identified /
\ 291 good \ 22 no e-mail\
287 identified 10 e-mail

\ 265  e-mail \ l

275 e-mails

sent

In the phone call we tried, as much as possibleptdirm the correct e-mail. We could
verify, like it was hypothesized in PortugalinBusss, that e-mail addresses suffered

changes in main domain (e.mse.santos@ysp.jpndjose.santos@yazaki-europe.gom

In this case, as the database was recent, changes mainly due to proprietary
alterations and subsequent changes in companiagrse From the 275 e-mails sent
out, 12 were accounted as undelivered, which predlan achievement rate of 95.6%.

Computing the results

Next figures give an overview of the situation aftdl the mails sent (see Figures 13
and 14).

Figure 13 — Geographical distribution of e-mailstse

O Worldwide,
B Portugal
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Figure 14 — Survey figures

Database Initial Unusable/ | Mails Undelivered | Mails Achievement
number | Inexistent | sent mails delivered rate
mails

1. Worldwide (SDC) 6,462 1,386 5,076 2,150 2,926 57.54
2. Portuguese (Total) 6,006 1,592 4,414 709 3,7C5 83.94
2.1 PortugallnBusiness 5,706 1,567 4,139 697 3,442 83.16
2.2 300s P. larger exporters 300 25 275 12 263 95.6
Total (1. +2.) 12,468 2,978 9,490 2,859 6,631 69.87

Only one situation of overlapping between the woitt data and the Portuguese data
was found, but, in a combined universe of 9,49Gaxis, we found it irrelevant, having

sent it just once.

While the Worldwide batch of e-mails was sent istjone day — 30 of May, the
Portuguese one was sent gradually from {Heo® June until the @ of July. This was
due to the difficulties we had in obtaining the ientlist of companies from the
PortugallnBusiness site, along with the time-consgmprocess of calling all the
companies of 300s Portuguese larger exportershétsame time, we thought that it
would be better to send the e-mails as soon asageehough information, rather than
collect them all and send it just in the end (segifeé 15). This procedure would allow
us to inform respondents about the survey soonerind this process, we received
several phone calls from Portuguese managers angpasyy owners with several
purposes. Some of them were not absolutely suteeif case would be appropriate to
survey. Some wanted to inform us that they wereaipey internationally using entry
modes that were not covered by our survey. In o¢iteations, it was asked for how
long would the questionnaire be still active in theernet. We also received some e-
mails asking the very same question. Some poss#kjgondents wanted to assert some
time to the process of responding the survey ane Vemking for a better occasion to
do that, in a period less busy, as the holidayse#sat, in Portugal, normally starts on
July.
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Figure 15 — Chronogram
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Reminding respondents

This web-based survey is still active, and it Vel until the end of August, as all the
process started only recently. As some time passedthe delivery of e-mails to the
worldwide database (5 weeks) we started the remgnghase to these contacts. So,
while we were gradually sending e-mails to the lRyuese database, we also sent a

second batch of reminding mails to the worldwide.on

On the 38' June and the™July, 5,048 reminder e-mails were sent to theainlist of
contacts from SDC Platinum. We exclude, from th&76,e-mails sent in the end of
May, the 28 that were presented us, at that timeglternative contact e-mails in the
out-of-office messages received. We received 2efrfails informing that our message
didn’t reach the target mail. This means that tobkRievement rate decreased from
57.64% with the first mail to 56.18% with the foMleup one. The out-of-office
automatic answer also decreased from 191 to 144&dmi high. We attribute this to the
periods in which e-mails were sent — near Memdiay and Independence Day bank

holidays in the United States, the main countryh@re worldwide e-mails were sent.
Discussing some results of the survey
In total, 9,490 mails reached the target. By th8 abJuly we had 212 answétg{see

Figure 16). We got a total of 29 e-mails receivemht people decline participating in

our study. From this number, only 4 were receiveninf the Portuguese sample used.

4 We remember that the survey can still be completi the end of August. Therefore we expect to
have this figure increased.
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We also received 50 e-mails from people informihgtttheir company was not

involved in any case of international alliancesahy case, we always acknowledge the
e-mail and, whenever possible, we gave additiom@rimation. In some cases, it was
possible to persuade some respondents to respoel a'ljuments as “scarce time” or

“high number of surveys received” were used.

Figure 16 — Response rates until th& #5July

Sample Mails delivered ResponsesResponse rates

Worldwide 2,926 44 1.5
Portuguese 3,705 168 4.53
Total 6,631 212 3.2

A quick analysis of the data, which is stored inExtel file, allowed us to verify the
existence an approximate number of 17 invalid gomesaires. Most of the invalid
guestionnaires are due to a complete absence wheptade by respondents in the
Likert-scale questions. We also realise that, imeaituations, the same respondent
answered immediately after, meaning that he/sheenaachistake in the first turn and
tried again right after. We know this through ttse wf the IP address, which was the
same in both cases. Other cases were due to ling bf the same name in the space
ascribed to the name of both, origin and targehttgu

From all the responses we got, 1&8ived from Portugal and the remaining #dm
worldwide, 20 of these coming from the U.S.A. Titlisstrates a very different response
rate in the two sub-samples. A possible explanatanthis fact may be the same
nationality of the main researcher and responddntdact, there is evidence that
Portuguese managers wanted to cooperate as themghthats contribution was
important to the development of knowledge and eigeefocated in Portugal. We have
evidence from this through the several phone cafld e-mails of encouragement
received. They also felt that their experience t@stimony would be appreciated, which
is something that they valuate a lot, and is comgruwith Portuguese managers
characteristics identified in the Ad Capita and r@iedd University research on
Portuguese managers (Bennett and Brewster, 2002).
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In the second sample, several phone calls confgrfia identity of the person in charge
of international operations were also made, whichy rhad also contributed for the
increased response rate here. In some occasiofmadvanclusively the opportunity to

talk with the person’s clerk or with the person hierself, what could have increased

the chances of getting a response, as it workedpas-notice.

However, we think that the most important contribbatcame from the personal
network of contacts of the Portuguese researchédact, the previous experience of that
researcher in companies, as a manager and asaactese was used to contact persons
in the target company that might know the targesq@e or even respond whenever that
was possible. In some cases, when the e-mail Wwéhstirvey arrived, the person had
already heard about the study. In other casegelson we contacted asked the target
person to respond afterwards. Of course this prgeedias used in a small percentage
of cases (less than 5%). Even so, we think thatg a significant effort that produced
very good results in terms of response rate. Fstaicte, a new story was posted in the
Alumni site of the Faculty of Economics and Managetrat the Universidade Catolica
Portuguesa. Also a contact in the Portuguese latiemalisation Fund offered to check

our database and look for known persons to whooallo

Conclusions

This paper reflects a stage of a broader work ithatill in progress. In what concerns
the phase reported, it is still on going and we iegubrted only the main growing pains
associated with the data collection. This processlved a much tougher work that we
were expecting and than it is commonly realiseck #hiose difficulties and some hints
associated with the learning process we have beegltt that we would like to make

clear.

In literature it is already possible to find loté researches that had been conducted
using web-based surveys. We realised that eachrierpe contained its own main
growing pains and produced a set of warnings acdmenendations. However, we
realised that each case is a “learning by doingieernce and that each situation

always involve a trade-off between goals and resasur
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Internet use has been flourishing since 1992 amchrbe a tool for widespread
communication after 1997. Since then it has beeitititing people’s life by shortening
distances and optimizing time, with obvious advgesafor businesses. Researches also
benefited a lot from this tool. Major advantages ascribed to the ease of access to
research done and in progress all around the wAlth facilitating empirical studies
has been asserted as an important advantage afidht&Vithin it, web-based surveys
became more and more used. And with its use, &seam their advantages and

limitations too.

In this paper we argue that potentialities imputednternet are indeed noteworthy.
Although, we also found out that its use for summgyhas also limitations that, in each
case, researchers should try to minimize. Untiemdly only some researchers where
using Internet as a mean of survey. Now it has ineceidespread all around the world.
This can explain the novelty effect and subsequéigle response rate verified initially
(Zzhang, 2000). However, that effect is disappeaang in some countries, like for
instance in the United States (Grandcolas, 20@3hecoming so widespread that the
other extreme can be reached - response ratesroamsth due to overdose of Internet
use and the tiredness of respondents. We feltahisve received several e-mails of
people complaining about the extremely high nundfesurveys received every year.
So, in this particular case, we experienced twediht senses: a certain resistance to
responding web-based surveys in the worldwide sanhb% response rate), where
Internet is spread longer, and a certain inclimatm answer in the Portuguese sample

(4.53% response rate), where Internet is still deaelopment phase.

Concerning the widespread of Internet, we shouddiesthat there are currently some
mechanisms also refraining the use of web-survagsthe SPAM flag ascribed to
several e-mail messages with unknown provenienieis. dbstacle depends a lot on the
e-mail provider used, but we think it is driftedva@rds countries using Internet for long
time. The effect of time can also be perniciousvhat concerns outdating of mailing
lists. As Zhang (2002) refers, keeping an updatadimg list can produce much better
results. We faced this problem in the three datdbased and realised that this was the
cause for having so small achievement rates, wotlsequent damages in responses

obtained. Therefore, having an updated-mailingdiel maintain the contact with listed
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people on a regular-based is a suggestion thatawdeave for future works. Another
suggestion has to do with the date in which coatace established. A correlation
seems to exist between the high number of outdideofnessages received and the date
where e-mails were sent — next to bank holidays. d&pending on the countries
involved in the study, it is important to previopsinalyse days chosen to sent out e-

mails.

In the Worldwide sample, we also use a very frignalbproach to our interlocutor,
whenever that contact was asked. In fact, wheneweived an e-mail we always replied
immediately in a professional but also pleasant .wayen if we were just being
informed that the company will not participate, wgll acknowledge the e-mail.
Whenever there was space for it - sender arguingtahe reasons why he would not
respond the survey - we contra-argued. Done inrg educated and professional
manner this allowed us to achieve some few morepteted questionnaires. In any
case, the response rate is, so far, very low. Wbtk this mainly to 2 reasons: the
overload of questionnaires managers receive clyreneryday and the overload of
SPAM mail also currently received everyday, resgdador a wrongly classification of
our message as “Junk Mail”. We feel that there o¢ much more that we can do
regarding this sub-sample in order to increaseoresp rate as reminders were already

sent.

In the Portuguese sample, we also realised thawv#lyeof addressing respondents was
considered crucial in the decision-making procdsgespondents. In several cases we
realised that managers appreciated the recogrufitimeir participation on the study, as
well as the way chosen for addressing the subjdwt. very good level of Portuguese
used in the cover letter, as well as the definitddrinternational alliances in it, was
valued. These, along with the use of a considevedy“modern” way of surveying and
the seal of a foreign university, gave respondémesidea that the study was a very
professional one. Feeling that their experiencelarmviedge would have an important
contribution also increased the response rateisnstib-sample. This also gave rise to a
certain positive “worth-of-mouth” phenomena thatpleel scattering the study. It was
also possible to realise the existence of a cepiagte of Portuguese managers in having
a congener researching internationally. Portuguaspeople where the hierarchical

distance is high (Hofstede, 2001), normally gengloery well with well-succeeded
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compatriots and feel that their success is alsosth&his, along with other national
characteristics, may increase the wish of partteigain a study promoted by one of

their countryman.

We haven’t send reminders to this sub-sample yeteMilled questionnaires from this
sub-sample should still be received: the survestilson-line and we received several
contacts asking for the deadline. Several peopidircoed their participation but
explained that, due to an overload of Wdrknd the proximity of the holiday season, the
completion would be done during July/August. Thisd®a us think that sending

reminders in the third week of July, and not rightv, would be better.

Being based in Portugal gave the main researclechince of maintaining a close
contact with the Portuguese management realityo Adsognition of Portuguese people
features and institutions may help explaining tlgh ldistance response rates obtained.
This made us believe that if we had an equivalemvwiedge in another country, we
could have the chance of replicating this respaatethere. So, probably widening the
study to a worldwide sample should be done withirnéernational team of researchers,
each one with expertise in his/her own countrysginzrasies. Those peculiarities are
hardly known by someone that is not living, or evetional, of the target country. It
encapsulates a kind of tacit knowledge very diffito transmit or replicate. Therefore,
we clearly advocate that in this kind of study thee of multi-country teams is

fundamental to success.

Furthermore, we would assert that the use of miredes of survey can produce better
results, when adapted to each circumstance. Sesteidies claim that a combination of
several methods may produce better results. Ingtudy we used only e-mail and
Internet for approaching our contacts. However, tle second sub-sample also
telephone contacts were used for confirming costast well as for pre-noticing, in
some situations. In any case, what we really thinkas distinct here were personal

contacts and its combination with previous modes.

!> An increase in the VAT rate in Portugal occurredhe 1st of July, leading companies to a large las
minute effort in their accounts in order to accondiatte this change.
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As we previously mentioned, our approach to thisktaan be characterised by a
“learning by doing” approach. One of the hints vaa evithdraw for future researches is
a correct evaluation of all the restrictions invaavin each survey regarding the type of
research that is being carried out. This traderoffy lead researches to a different
alternative - equating hiring someone to perform‘tird” work of pulling out the data
from web-based databases, refining databases, pnodthe TXT files, sending e-
mails, etc. In any case, the researcher has to kmwto perform those tasks in order
to give the assistant the adequate training. Bistwlould relieve him from work that
takes a lot of time and can easily be done by aistasit. This also helps justifying the

need for some financial support in this kind okeash.

Another withdrawn from this paper is the obviousklaf a database that meets the
expectations of a researcher in internationalradks. In fact, none of the databases we
checked produces clear and updated information aia dn international alliances.
Existent databases are expensive, non-updated gndaev precise data on fields that
are important for researchers. This may be dutstoréation purpose, which is, in some
cases, oriented for business purposes and notrcbsaaes. Therefore, this may justify
the creation of databases adapted to academidaskefor which financial support is

vital too.
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Appendix 1

Bureau Van Dijk has data organised in four categori

AQUTE AMADEUS

BANK

ORBIS ISIS INVIEW FACT

ORIANA

OSIRIS

1.

2.
3.
4

=

SCOPE

Company data — international
Company data — national
Economic & other data

M&A data

Company Data — International

Is a comprehensive, pan-European database comdinancial information on 7 million public
and private companies in 38 European countriesombines data from over 35 information
providers (IPs).

Is a research tool that helps the identificationmbb is producing superior equity research.| It
also indicates which companies are best (and watstjeeting expectations. It offers a detailed,
guantitative measure of equity research. It isafalles for people interested in fund management,
investor relations, corporate finance, banking enadlit, as well as brokers.

Is a comprehensive, global database containingrirdtion on public and private banks. From
August 2004 its coverage is increasing to 24,00k&around the world. It combines data from
the main information provider, Fitch Ratings, andtBer sources, with software for searching
and analysis.

Is a framework that uses “live” data from BvDEP’sogucts and combines it with other
elements and comments, to give a detailed cretiitgrdor organisations. Provided as a Web
solution, FACT allows you to manage your credikréd gives an instant overview of your
exposure. FACT also integrates Fitch Risk Creditdgae’'s CRS credit modules to offer the
option of automated credit analysis. This meansdhatomers can now use inbuilt expertise if
they don't have their own analytical resources,compare their own analysis against the
experts’.

It presents a global analysis of equity-holdingeistiment funds and the quoted companies in
which they invest. Detailed institutional shareliogd of companies around the world is

provided. It also allows analysing the objectivetsategy and investments of individual funds.

The information is provided by Heale Financial Ltan independent data provider that

maintains one of the world’s leading fund composisi databases.

Is a comprehensive database of detailed reportpubdtic and private insurance companies
around the world. ISIS contains information on agmhing 7,000 companies with a total of
7,600 statements.

Is a global database which has information on d&&million companies (June 2005). ORBIS
now includes advanced search and analysis softseayeu can identify and evaluate companies
around the world using just one BvDEP product.

Is a comprehensive, database containing finanofarmation on 85,000 public and private
companies in 17 countries in the Asia-Pacific ragib combines data from various information
providers (IPs), each of which brings local exyserti

Is a comprehensive database of listed companiedksband insurance companies around the
world.
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AIDA

ASTREE

AURELIA

BEL-

DAFNE

ICARUS FAME EMMA | DIANE | DASH DAF

JADE

2. Company data — national

FIRST

SALIENS

Is a database of company accounts, ratios, aesyibwnership, subsidiaries and management
for 280,000 live Italian companies. Consolidateccoamts are available for over 3,000
companies. AIDA also incorporates a database afremhimages of the year end reports and
accounts for approaching 110,000 companies.

Is a database of summary information for up to 800,French companies. The information |is
provided in 2 modules: the top 400,000 companigsadir8B00,000 companies.

Is a database containing profiles of 120,000 Aastrtompanies. The information includes
contact information, the company’s logo, activitsafle description and WZ codes) a financial
summary and management. Information can be seaioytetirnover, capital and number of
employees.

Is a database containing detailed financial infdiromaon 320,000 Belgian companies and 4,000
companies in Luxembourg. Summaries for a furthed,0@0 Belgian businesses are also
available.

Is a database of detailed financial information3®r000 German and Austrian companies.

Is a database that identifies links between thepaomies and individuals that are associated with
France’'s 1,000 quoted companies. It contains Dsfsaéll-known DAFSALIENS and
DAFSAGROUPS databases.

Is a comprehensive database of companies, direatatsshareholders and the links between
them.

Is a database containing detailed financial infaramaon 924,000 French companies with up|to
10 years of history per company. Consolidated atisoare available for 2,000 companies.

Is a database of summary information for the 1 @00®,companies that are actively trading |in
the UK.

Is a database that contains information for comgsaim the UK and Ireland. FAME contains
information on 2.8 million companies, 1.9 milliohwhich are in a detailed format.

Is a database containing profiles of 1.4 milliorbljmiand private US companies and 175,000
public and private Canadian companies.

Is a database containing information on up to 3J®,0apanese companies. The CD-ROM
contains information on 110,000 companies, themeteversion 370,000 (June 2005).
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MARKUS

NOMINUS MINT

ODIN

REACH

CHELEM | CAMEO | BIEN SABI

EIU
CityData

Is a database containing summary information onr c®20,000 German and Austriein
companies.

It gives access to a wide range of high qualitpiinfation covering companies, news, directors
and market research.

Is a database that contains a detailed analydiseo§hare ownership of all companies quoted
and registered on the London Stock Exchange, imojuthe AIM and Investment Trusts.
NOMINUS adds intelligence to publicly available dnfnation to give a detailed picture of who
is investing where.

Is a comprehensive database containing financfalrmation on approaching 640,000 public
and private companies in the Nordic region coverigrway, Sweden, Finland and Denmark.
It combines data from eight sources with softwarestarching and analysis.

Is a database of information on Dutch companieA®H is a modular product; in total it
contains information on over 1.5 million companigksombines detailed financial information
for some companies and profiles for others, ag¥al The financial modules have descriptive
information plus:

- Top 5,000 companies — very comprehensive finaimdiarmation

- Top 30,000 companies — profit and loss accoudttmtance sheet

- Top 250,000 companies — balance sheet only

- Marketing module — descriptive information onralfjistered companies

- The Director module is a searchable databasé@edtdrs with biographical information

SABICompany accounts, ratios, activities, ownershipd management for over 650,000
Spanish and 80,000 Portuguese companies.

Economic & Other Data

Is an electronic version (both on disk and therma8 of the Base d’Informations Economiques
Notariales. It covers 1.7 million real estate temi®ns that have taken place in the lle-de-
France departments of France since 1990. The t#msa include both residential and
commercial properties. Bien is the only comprehansiatabase that reflects the actual stat2 of
the real estate market.

Is made up of six modules: TRACE, BATCH, AREA PROE] DATA, PROFILING and
POSTCODE CLASSIFICATIONS. Each module allows usihg data in different ways. Use
just one module or a combination. Cameo’s appticatiange from using the Electoral Roll for
verification

Is an information tool that facilitates the anatysf national economic performance relative to
the global economy. CHELEM consists of 3 moduldspfwhich incorporate the same €1
regions.

Is a database of over 327 price and salary lewelgiging information on the cost of living in
123 cities around the world. Historical prices previded from 1990 and extend to current price
levels.
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Country

Risk Model

EIU Country| EIU

Datavice

EIU MIF

ZEPHYR

EIU Country Risk Model allows customers to custenmend manipulate existing EIU risk
scores from the Country Risk Service - a two yeaedasting service monitors various types of
risk in 100 emerging markets regrouped into 6 negjid he scores are created using a country
risk model comprising 77 indicators, which are cameld and weighted to give risk assessments
for each country that can be meaningfully comparfed) RiskModel allows viewing the:
underlying data, change risk scores and custonskeweights and to see the implications of
your adjustments.

Is a timely and flexible database of annual, quirtand monthly economic indicators and
forecasts. EIU CountryData gives you access to &iries on 150 countries or 45 regional
aggregates, starting from 1980 and forecastingdf@¥ 2In addition, EIU CountryData contains
concise text summaries of the EIU's short-termtigali and economic forecasts on 131
countries around the world.

Covering 60 major markets worldwide, EIU Market ibadors and Forecasts includes histaric
and 5 years of forecast data on industries, derpbgrs, consumption, average wages, inccme
levels, market size, infrastructure and the busiress/ironment. It provides detailed data end
forecasts on a full range of industries, includifigancial services, automotive, energy,
healthcare, telecoms, technology, consumer goaasl, foeverages, tobacco, transport, trevel
and tourism. Containing over 500 series on eacimtcpand running from 1990 to 2007, EIU
Market Indicators and Forecasts provides a uniqcieine of market size and growth potential.
EIU DataServices is the ideal product whether y@upanning a new investment or managing
an existing one, assessing countries or compaitigs clooking for industry data or analysing
the economic future.

M&A Data

ZEPHYR is an information solution containing M&AR O and venture capital deals with links
to detailed financial company information.
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