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Abstract 

ŽALMAN, Jakub. Impact of EU on the internationalization of Czech SMEs in ICT in-
dustry. Diploma thesis. Mendel University in Brno, 2015. 
The topic of this diploma thesis is how is the fact that Czech Republic is member of 
the EU influencing internationalization of Czech SMEs operating in ICT industry. 
EU has opened and unified the internal market a lot which gave new possibilities of 
internationalization for member countries. Importance of the topic is also given by 
the facts that small and medium-sized companies have crucial importance for 
Czech economy and ICT industry is growing and has crucial influence on increasing 
effectiveness of companies. Sub-goals of the thesis concerns with the motivation, 
barriers and risks of internationalization process within the EU.  

Literature review provides insight into globalization and internationalization 
itself, possibilities and theoretical approaches to internationalization process. In 
the literature review are also described different theoretical approaches to risks, 
barriers and motives of internationalization with emphasis on small and medium-
sized companies. Next part of the thesis is focused on the situation of SMEs within 
EU and Czech Republic, on the ICT industry within the EU and Czech, its im-
portance and development in Czech Republic and on the own primary research.  

 

Keywords 

European Union, small and medium-sized enterprises, ICT industry, internationali-
zation, barriers, motives, risks. 

Abstrakt 

ŽALMAN, Jakub. Vliv EU na internacionalizaci malých a středních podniků v oboru 
ICT. Diplomová práce, Mendelova univerzita v Brně, 2015. 
Téma této diplomové práce je jak fakt, že je Česká republika členem EU, ovlivňuje 
internacionalizaci českých malých a středních podniků působících v oboru ICT. EU 
ve veliké míře otevřela a unifikovala vnitřní trh, což dalo nové příležitosti 
k internacionalizaci členským zemím. Důležitost tohoto tématu je také dána fak-
tem, že malé a střední podniky mají pro ekonomiku významnou důležitost a ICT 
obor má růstový trend a má zásadní vliv na zvyšování efektivnosti podniků. Další 
cíl práce se týká motivů, bariér a rizik internacionalizačního procesu.  

Literární rešerše poskytuje vhled do globalizace a internacionalizace a do 
možností a teoretických přístupů k internacionalizačnímu procesu. V literární 
rešerši jsou také popsány různé teoretické přístupy k rizikům, bariérám a motivům 
internacionalizace s důrazem na malé a střední podniky. Další část práce se 
zaměřuje na popis situace malých a středních podniků v EU a v České republice, na 
obor ICT, jeho významnost a vývoj v České republice a na vlastní primární výzkum.  

Klíčová slova 
Evropská unie, male a střední podniky, ICT obor, internacionalizace, bariéry, mo-
tivy, rizika 
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1 Introduction 

There can be found more opinions on what exactly is globalization and interna-
tionalization and when it started to emerge. But what most of the authors agrees 
on is that globalization as well as internationalization has been more and more 
intense during last couple decades. There is no doubt that people live in and com-
panies operate in globalized world. One of evidences, causes and consequences of 
globalization is European integration. European Union has opened the internal 
borders and has been unifying internal market, law and regulations to, in Europe, 
unprecedented levels. Opened internal market in EU, increasing globalization and 
internationalization are providing new opportunities for Czech companies. The 
world is not just opened for Czech firms, but also Czech Republic is more opened 
for foreign companies that is something that is increasing competition. So that 
SMEs can compete in a very competitive environment, they are forced to focus on 
customer requirements, development of the information society, the use of the 
latest findings, etc. One of the important options how Czech companies can com-
pete with foreign competition and increase its competitiveness is to international-
ize. Internationalization is connected with many risks and barriers which has to be 
companies aware of. Not only the increase of competitiveness but companies can 
identify variety of other motives to internationalize.   

Small and medium-sized companies are called engine of the economy. SMEs 
largely contribute to the economic growth of individual countries, with no excep-
tion for Czech Republic, and are essential for enhancing competitiveness. These 
enterprises generate large numbers of jobs and contribute largely to the total 
turnover of all companies. SMEs have specific features that distinguish them from 
larger firms. Flexibility or the ability to adapt quickly to new situations is one of 
the most valuable features of SMEs. On the other hand one of the biggest disad-
vantages is difficult capital accessibility. Limited sources of SMEs can hinder their 
development. There can be found more positives and negatives of SMEs. Despite all 
the obstacles and barriers SMEs account for about 99% of all companies in Czech 
Republic. Based on these and many more facts is obvious that SMEs, their devel-
opment and business should be watched carefully and supported.  

ICT industry is becoming more and more important in whole EU – Czech Re-
public including. ICT industry is even identified as on the leading sectors of EU. ICT 
industry helps to maintain or increase employment, improves productivity, effi-
ciency and competitiveness of companies. Direction of the development of ICTs 
largely depends on large corporations. But increasingly important role play SMEs 
which, thanks to the growing support, for example, by innovation centres and 
technological incubators can realize bigger and more challenging projects. And by 
internationalization of Czech small and medium-sized enterprises in the ICT sector 
will be this diploma thesis concerned.  
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2 Goal of the thesis 

The ultimate goal of this diploma thesis is to find out how is the fact, that Czech 
Republic is a member of the European Union influencing internationalization of 
Czech SMEs operating in ICT industry.  

There can be observed more ways how EU can influence internationalization. 
The ultimate goal can be divided into basically three sub-goals – barriers, risks and 
motives. In other words, important concern of the thesis is to find out what are the 
main barriers for Czech ICT SMEs to internationalize within the EU internal mar-
ket. The same counts for risks and motives.  

Another goal of the thesis is to research whether there is some difference ac-
cording to SMEs in the ICT sector when entering foreign markets within the EU and 
outside the EU and more specifically – whether there is some difference when ex-
panding their business to countries culturally or demographically close to Czech 
Republic, or not.  
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3 Internationalization theory overview with 
emphasis on SMEs in EU 

In this part of the thesis will be studied literature, to put theoretical framework 
and overview in fields that are needed to compile practical part of the thesis. To 
provide better orientation, this part is divided into more sub-chapters.  

First sub-chapter will be concerned with globalization and internationaliza-
tion with the emphasis on SMEs. The goal is to define globalization and interna-
tionalization, examine roots of both – internationalization and globalization, but 
most importantly to look on both from todays perspective and to find out how do 
they influence nowadays businesses.  

Next chapter is devoted to theoretical approaches to the internationalization. 
In the chapter will be examined the most important internationalization approach-
es that are the most suitable for SMEs.  

The three following chapter will be concerned with risk in the internationali-
zation process, motivation factors of internationalization and barriers of interna-
tionalization. The aim is to find and compare the most important and relevant the-
oretical approaches and categorizations of these topics.  

In the last sub-chapter of literature review the attention is put on possibilities 
how SMEs can internationalize. In other words on foreign market entry modes. 
This sub-chapter is divided into three logical parts and foreign market entry modes 
are examined more in detail.  

3.1 Globalization and internationalization of SMEs  

3.1.1 Globalization 

Globalization is nowadays familiar and commonly used term. Not just huge inter-
national corporations but also small and medium sized companies can compete on 
the global market (Prakashan, 2007). The term globalization has been in use for 
more than 50 years (Wunderlich, 2007), but as an important subject of research of 
social sciences has been over previous 20 years (Lehmannová, 2008). Different 
authors have different opinions on what globalization itself is, in which historical 
era are the first roost of globalization, if it has positive or negative consequences, 
what drives the globalization process or there is even not consensus whether it is a 
new phenomenon or not. (Wunderlich, 2007). 

Globalization has been studied mainly from the economical point of view, but 
in fact it is very complex process affecting many more areas, not just the economi-
cal ones (Lehmannová, 2008). 

There is not only one definition of globalization, but in fact it can be said, that 
each author has his own definition. According to Friedman (2000) globalization is 
international system based on integration of markets, states and technologies. 
Hicks (1999) describes globalization as integration of political, economical and 
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cultural activities of geographically separated nations. Shuehey (2001) believes 
that globalization is widely used term describing recent fast development of inter-
national economical, social and political integration. According to Prakashan 
(2007) globalization is a trend which is increasing the integration of the economies 
and leads to global economic system. It furthers the worlds’ welfare through free 
movement of capital efficiency and various types of production factors including 
technology.  

Globalization can be also described as spontaneous undirected process that 
leads to mutual integration. Most important actors of globalization are: suprana-
tional companies, developed industrial countries and their unions and internation-
al organizations (Mezřický, 2003). 

Positives of globalization are: increase in amounts of international trade, in-
crease in direct investment flows, increase of consumption, economic growth of 
countries which some of them transformed from developing to developed coun-
tries (South Korea, Tchaj-wan, Malaysia, Hong Kong), rise of the homogenous mid-
dle class, opening of the economies or increase in migration of people connected 
with higher global possibilities. Among negatives of globalization we can name for 
example: uncontrolled huge capital flow that are much higher than amount of 
goods traded, which may be risky and potential source of economical collapses, 
increasing inequality of incomes – in some countries consumption is increasing 
rapidly, but in some countries consumption is even decreasing (Africa), inequality 
is increasing not just when comparing the countries, but also within the countries 
(USA) and last but not least globalization weakens the role and influence of gov-
ernments (Mezřický, 2003). 

Globalization, in that traditional meaning, used to have clear direction from 
west to east. In other words from developed countries to developing countries.  
Globalization is also accompanied with new capital flows. Nowadays capital is not 
flowing just from richer, western, world to the developing, eastern, parts of the 
world. Capital flows have new directions and eastern countries (for example Chi-
na) or petrol producing countries are financing debts of the western countries 
(mainly the USA). This is a new phenomenon and may be caused by excessive sav-
ings in eastern world and huge profits from oil in oil producing countries and/or 
by excessive consumption in the western world (Adams, 2011). 

As was said earlier – globalization does not have one single definition. But 
probably most of the authors agree, that globalization has impacts on almost all of 
the areas of the everyday life of households, firms, governments and any other in-
stitutions. Globalization has huge economic impacts, is changing diversity in the 
world economy, has impacts on direction and composition of trade and financial 
flows, is increasing migration of population, transfer of knowledge and last but not 
least helps to mix the cultures (Adams, 2011).  

According to Kislingerová (2005) globalization is very important phenome-
non affecting worldwide economy and even locally operating companies should 
look carefully what are their global competitors doing and what is happening in 
their industry on the global scale. SMEs have in general two options how to react 
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on globalized economy. The first option is to monitor the global market carefully 
and adapt accordingly (which is the passive approach) or join the global market 
(which is the active approach). The second approach applies those firms, which do 
not see globalization as a threat but as an opportunity. But according to the author 
– to enter the global market is not an easy task and company should be very well 
prepared for this important step.  

3.1.2 Internationalization 

Internationalization of companies can be crucial for such a small economies as 
Czech Republic. Entering new markets can be great opportunity to tremendous 
growth for firms based in Czech Republic with relatively small domestic market. 
Internationalization can be source of growth, increase in production and it can 
help compensate fluctuation of domestic demand (Jurek, 2012). 

In the previous researches not so much attention was paid to the internation-
alization of SMEs problematics. Most of the literature was written about interna-
tionalization of big multinational corporations. But recently more authors are 
more concerned about internationalization process of SMEs. One of the reasons is 
that countries with payment deficits are supporting internationalization of their 
small and medium sized companies with the aim to increase the growth of GDP or 
decrease unemployment (Ruzzier, 2006). 

Internationalization, as well as globalization, has not one single definition. 
There is many opinions on what internationalization is. Buckley (1999) believes 
that “internationalization of the firms is a process in which the firms gradually in-
crease their international involvement”. According to Nandé (2007) internationali-
zation is about all the entrepreneurial activities that are not taking place just with-
in one country, but also on foreign markets in foreign countries. 

Authors are not united not only about the opinion in which era are the very 
roots of globalization but there are also more opinions when are the very roots of 
internationalization. What most of the authors agree on is that process of interna-
tionalization speeded up after the Second World War rapidly. Among many factors 
that helped to speed up this process was also creation of many international or-
ganizations which was foundation of the institutional framework that helped to 
manage the internationalization process and to remove barriers among countries. 
(Kunešová, 2006). Buckley (1999) agrees that high priority given to the interna-
tionalization process by scientists can be observed in late 1950s. In the end of this 
decade can be observed shift of the interest from simply decision making to export 
to the internationalization as a complex process.  

What is specific about the region of Central and Eastern Europe, including 
Czech Republic, is that strong emergence of internationalization could be observed 
here with delay comparing to the rest of the world, especially comparing to the 
developed Western world. The reason is that this region experienced decades last-
ing communist regime which was connected with closed economies not allowed to 
have any relationships with the rest of the non-communist world. That’s why com-
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panies in this region could think of internationalization after the fall of Berlin wall 
in 1989 (Jurek, 2012). 

With internationalization is strongly connected notion integration. Integration 
is the process of merging or connecting two or more originally separated units into 
new, internally unified, entity. Integration can be both - formal and informal. While 
informal integration is a spontaneous process, formal integration is usually result 
of negotiation between two or more parties. Informal integration is more or less 
continuous process and formal integration is more hike process according to new 
political decisions and new directives or contracts. And this is the case of European 
Union integration. European integration have undergone these major steps: free 
trade zone, customs union, common market. Nowadays EU is on very high level of 
integration which is called economical union. And one last step to the highest level 
of integration is the political union (Pavlík, 2005).  

Factors that help the internationalization process are lower transportation 
costs, lower communication costs, decreased barriers for free movement of people 
(especially within the European Union), goods and services, knowledge and capital 
(Mayrhofer, 2012).  

There are three levels to structure firms’ international activities according to 
degree of internationalization:  

1. Little or no formal organizational recognition of international activities of the 
firm. On this level firms are dealing with international transactions just occa-
sionally and not regularly.  

2. International division. Companies on this level give greater emphasis to inter-
national business.  

3. Global organization. Firms operate on the global scale and should be struc-
tured accordingly.  

The very basic structure is the first one, when companies pay almost no atten-
tion to the international market and are focusing mainly on the domestic market. 
But the more the company is global, the more complex structure of the company is. 
(strana 310) (Czinkota, 2013) 

3.2 Theoretical approaches to the internationalization process 

The importance of this paper is given by the fact that not so much studies have 
been investigating the topic of the internationalization process of SMEs in ICT in-
dustry. What is specific about the ICT industry is that ICT is a common name for 
goods production as well as provision of services (Spiezia, 2008). And most of the 
internationalization process models and most of the empirical studies are mainly 
concerned about internationalization of manufacturing companies. Studies of in-
ternationalization process of service companies are very limited (Eriksson, 2012).  

In the world economy there are firms with various approach to the interna-
tionalization. Some of them do not even think about exporting operations, some of 
them are joining the international market just ad hoc and some of them are from 
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the very beginning operating on the global scale (Lu, 2001). Internationalization 
process problem is trying to solve number of authors and specialists. That’s why 
there is so much more or less similar, more or less different theoretical and practi-
cal approaches concerned about the internationalization process. In the following 
part of this thesis there will be described the most prevalent approaches to this 
problematics.  

It is obvious that there is huge difference between old approaches and newer 
approaches to internationalization. Old approaches are looking at internationaliza-
tion more from the macroeconomic point of view – from the optics of particular 
countries while the aim of newer approaches is more about to help individual 
companies to go through internationalization process. Actually old approaches are 
not talking about internationalization yet. They are concerned more with the in-
ternational trade. The first notions of international trade can be dated in the era of 
mercantilists. Mercantilist’s advice believed that country should keep positive bal-
ance of payments. In other words to have higher inflows of capital into the country 
than outflows of capital from the country. Other author were trying to explain the 
existence of trade between countries. Adam Smith explained international trade 
exists because some countries have absolute advantage while David Ricardo’s ex-
planation was existence of comparative advantage. Last but not least can be men-
tioned the opinion by Mr. Ohlin, who’s explanation of international trade is based 
on the fact that one country, is exporting some goods for which production has 
bigger amount of sources and importing goods for which production is another 
country better equipped (Barber, 2009, Harrison, 2000, Sojka, 2010).  

There can be found number of different models of internationalization pro-
cess as well as variety of their classification. For example Andersen (1993) finds 
two categories – so called U-model (Uppsala model) developed at the University of 
Uppsala at Stockholm by Johanson and Vahlne (1977) and I-models (where I 
stands for Innovation) originally developed by Bilkey and Tesar (1977). There can 
be found similarities between these two models. The reason why Andersen (1993) 
distinguishes between these two is that U-model is applicable for any size of the 
firm while I-models are applicable just for small firms. On the other hand 
Laghzaoui (2011) defines three dominant approaches to internationalization of 
SMEs: stages approach, economical approach and networks approach. Ruzzier 
(2006) selects following internationalization theories and models: Internationali-
zation theory, The transaction cost approach, The eclectic paradigm, Monopolistic 
advantage theory, Stage models of internationalization (including U-model and I-
model), Network approaches to internationalization, Resource-based approach to 
internationalization and Internationalization entrepreneurship. Next can be men-
tioned Ahokangas (1998) who separates approaches to internationalization pro-
cess into three groups: Traditional approaches, Network approaches and Re-
source-based approaches.  
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Figure. 1 Approaches to internationalization process by Ahokangas (1998) 

This paper will use Ninan’s classification published in his paper “The Interna-
tionalization of Austrian Firms in Central and Eastern Europe” from 2012. The rea-
son is that this classification is suitable for SMEs, it is selection of approaches that 
are the most important, are practically applicable and their practicability is proved 
on companies based in the region of Central and Eastern Europe. So the subject of 
following research are these eight approaches to process of internationalization: 
 Uppsala model 
 Network theory of internationalization 
 International Product life cycle theory 
 Strategic behaviour 
 International transaction cost theory 
 Eclectic theory 
 Behaviorist internationalization theory 
 Born globals 

3.2.1 The Uppsala model 

The Uppsala model belongs among so called Stages models. What is typical for 
Stages models of internationalization is that companies go through internationali-
zation process gradually, step by step. At the very beginning there is a company 
that has no relationship with abroad. In other words has not regular exporting ac-
tivities. Firm first begin with direct exports abroad itself, with its own resources 
and people. Later, company starts for its export operations using independent rep-
resentatives or agents based in foreign country. Next stage is that organization es-
tablishes sales subsidiaries in country to which is exporting. And finally the fourth 
step is that company develops production and/or manufacturing facility in foreign 
country. These steps, or stages are actually called “The establishment chain”.  
(Nejati, 2009, Coviello and McAuley 1999, Melin 1992).  

It is clear that the establishment chain is about four gradual stages of interna-
tionalization. These stages are not ad hoc but continue one by one in described 
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order and they are internally dependent on each other. In each stage firms have 
different level of knowledge and experiences with foreign markets. In every stages 
companies are collecting information, knowledge and experiences about new mar-
kets that are helps them to move to higher stage of internationalization. At the first 
stage companies have not commitments and resources abroad and gradually stage 
by stage they increase their commitments and resources in foreign coun-
try/countries. Important is to say that under specific conditions some steps of the 
Uppsala model of internationalization can be skipped or more stages can be ap-
plied in one country at one time. For example the second and the third stage in or-
der to cover whole market (Johanson and Wiededesheim-Paul, 1975).  

 

Figure. 2 Uppsala model process of internationalization (Masum, 2008) 

This model of internationalization was developed by Jan Johanson and Jan-Erik 
Vahlne in 1977 at the University of Uppsala in Stockholm, Sweden. This is where 
its name comes from. But the author originally did not call this model The Uppsala 
model, but “A model of knowledge development and increasing foreign market 
commitments.” (Johanson, 1977).  

The authors of this model developed Uppsala model on the empirical data 
based on four Swedish companies: Sandvik, Atlas Copco, Facit and Volvo. What 
they observed is that Swedish firms go through internationalization process by 
smaller steps. Not by one huge production investment abroad at one time. Even 
though Uppsala model was developed based on data of Swedish companies, gradu-



20  

al process of business internationalization is not just case for Swedish companies. 
(Johanson, 1977). 

One of the factors that affect the speed by which company goes through inter-
nationalization process according to this model is “Psychic distance”. Psychic dis-
tance is more about how countries are, or are no similar, then about the geograph-
ical distance between them. Similarities (or conversely differences) are for exam-
ple on the education level, business practices level, industrial development level 
and the author also mention differences in language, education or culture. These 
factors do effect the efficiency of flow of the information between countries. Be-
tween home country and the country to which the company exports its goods or 
services. There is negative relationship between psychic distance and the estab-
lishments. There is the expectation that companies should first think about inter-
nationalization in countries that are the most similar to the domestic one (Johan-
son and Wiededesheim-Paul, 1975). 

3.2.2 Network theory of internationalization 

Network theory of internationalization is developed by Johanson and Mattson 
(1988) is based on the fact that is somehow similar with the previous mentioned 
Uppsala model. The similarity is in the importance given to the knowledge. 
Knowledge that is crucial for internationalization of companies (Adley and Wilson, 
2003). With this opinion agrees Forsgren (2013) who believes that according to 
network theory of internationalization knowledge of the market abroad is funda-
mentally important. The difference here is that in Uppsala model knowledge is 
gained by experiences of the firm itself from operations on the foreign market, in 
the network theory of internationalization firm gains information about new mar-
ket through, or from, its network (Glowik, 2009, Johanson and Mattson, 1988).  

There are more factors that affects success of company in the new market. It is 
not only a factory in abroad or signing a good quality contracts with local players. 
Important for company to be successful in foreign country is learning about and 
knowledge of local network. Crucial is knowledge of local business network that is 
related to the field of industry of given company, knowledge of important local 
players, knowledge of local network functions and to understand relations within 
this network (Forsgren, 20013).  

Another similarity between Uppsala model and network theory is that both 
agrees that company should go through internationalization process by smaller, 
gradual steps and learn about new market by degrees. According to network theo-
ry the way how to get knowledge about foreign market is by gradual smaller in-
vestments in new market, by gradual enter on the foreign country. In other words, 
the only way how to gain knowledge about new market is through direct experi-
ence (Forsgren, 2013, Glowik, 2009).  

The theory is focused on building of network with people and firms. Web of 
relations with as many actors as possible is important. Actor in one network have 
different aims which should not be taken in a bad way. Their aims are different, but 
complementary. Differences in objectives are caused by the fact that for example 
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some of the actors are demanders and some of them are suppliers. The think is join 
and to develop such a network through which firms will mutually benefit and that 
will help to develop their business (Etemad, 2013, Zhou and Wu 2007).  

According to Johanson and Mattson (1988) there can by four types of compa-
nies in the internationalization process according to network theory. These types 
are described in the table below. They are ordered by two factors: level of interna-
tionalization of the company and level of internationalization of the industry. 

 

Figure. 3 Network model of internationalization (Hosseini and Dadfar, 2012, page 188) 

The Early Starter: this is a situation in which particular company as well as 
other actors in the industry (suppliers, competitors and other companies operating 
in the same industry) have not so much information and experiences with global 
market as well as they don’t have much international relationships (Johanson and 
Mattson, 1988).  

The Lonely International: the firm have more international experiences and 
knowledge that other markets players in the same industry. So the firm cannot use 
foreign network to make its access to new market easier but have advantage over 
their competitors (Johanson and Mattson, 1988).  

The Late Starter: so called late starter has not very strong position in new 
market and developing of good quality network is not easy for the company. The 
reason is that players already operating in the market have strong international 
relationships, knowledge and experiences.  

The International among others: this is a situation in in which both a com-
pany as well as the environment/market players have high level international ex-
periences. Firms can have very good and tight networks and thus it can be easier 
for them to enter new markets through cooperative strategies, which can be mutu-
ally beneficial (Johanson and Mattson, 1988).  
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3.2.3 International product life cycle theory 

International product life cycle (IPLC) theory was developed by Raymond Vernon. 
The theory is mostly based on the American data, but is applicable to any country 
(Ayal, 1981). Vernon built his theory in 1960s by advancing David Ricardo’s static 
comparative advantages approach, when US companies were dominating global 
marketplace and USA had the highest GDP per capita in the world. “Vernon focused 
on the dynamics of comparative advantage and drew inspiration from the product 
life cycle to explain how trade patterns change over time.” (Tricolici, 2013, p. 1).  

IPLC theory focuses on internationalization process and is able to predict and 
explain patterns of the international trade and expansion of MNEs (multinational 
enterprises), (Morgan, Katsikeas, 1997). 

Vernon describes three fundamental life cycles of the product: new product, 
mature product and standardized product (Vernon, 1966).  
 
New product. Preferable is to launch new product, especially innovative product, 
in developed country. The more developed country the better. There is more rea-
sons why. First reason starts with development of the product itself. To develop 
new product or even new technology is very costly and in developed countries can 
company find easier access to financing its research. Second reason is that These 
new products/technologies use to be more expensive and in developed countries 
can find more customers that are able to pay for them (Tricolici, 2013). So compa-
nies based in developed countries are most likely to produce and launch their new, 
innovative products, in their home countries. Customers in these countries are not 
just richer, they are also more willing to try new goods and services.  Furthermore 
– this step in such an early stage is also connected with lower risks, because by 
producing and selling product within one (home) country, companies are reducing 
many risks coming from process of internationalization (Wells, 1972). In the end of 
“New product” phase companies may begin to export to other developed countries 
(Tricolici, 2013). 
 
Mature product. In maturity phase the product is more broadly known and its 
prices, as well as design and production are stabilized. Exports to other advanced 
countries are increasing (Wells, 1972). Later during this phase, in order to de-
crease costs and price of the products in new market, company makes foreign di-
rect investments and builds production plants in foreign countries. Decrease of 
costs is achieved by elimination transportation costs and by the fact that in foreign 
countries (less developed) labour is cheaper. Production facilities in foreign coun-
tries are built in order to serve local market so there would be no need to export 
products from home country. Competitors during this phase starts to emerge in 
local markets increasingly (Vernon, 1966).  
 
Standardized product. In the third phase a product becomes standardized. It 
means that company that came with new innovation does not have comparative 
advantage anymore, because the product that used to be new and innovative is not 
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new and innovative anymore. Product can be produced virtually anywhere and 
companies will move their production plants to countries with lower costs, espe-
cially with lower labour costs. This escalades the problem even more, because 
since the production is standardized and companies are building factories in new 
countries – local firms can easily copy that product and start production as well. 
Factors that can slow down this process is the need for educated, or even highly 
educated labor – that can be lacking in low labor costs countries, the need for spe-
cial spare parts or reliable power supply which can be also insufficient or not 
available. In this phase demand for the product is decreasing and starts to be more 
price sensitive. Company – to be able decrease the market prices – is importing 
products from foreign countries where it has production plants where costs of 
production are lower (Vernon, 1966).  

 

Figure. 4 International product life cycle theory scheme, source: 
http://www.provenmodels.com/583/international-product-life-cycle/raymond-vernon 
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3.2.4 Strategic behaviour theory 

There can be fundamentally three key motives to enter foreign market through 
foreign direct investment (FDI). The first one is that company wants to have better, 
easier and in general improved access to new particular market. The second mo-
tive of FDI is driven by the aim to decrease transportation costs as well as elimi-
nate barriers that are connected with exporting from domestic country do foreign 
country and managing business from domestic country in abroad (Head, 2001). 
The third motive was described by Raymond Vernon and later developed by 
Frederic Knickerbocker in his book published in 1973 (Rugman, 1996).  According 
to Knickerbocker companies are motivated to enter new market or increase their 
investments in foreign countries by behaviour of their competitors. In other words, 
if some competitor invests and/or increases investments in particular country, 
given company reacts to it and invests/increases its investments in that country as 
well (Head, 2001). 

Knickerbockers research helps to explain flows of foreign direct investments. 
Foreign direct investments of one firm can be driving force for another companies 
in the industry to realize or extend their FDIs in the same country as well. Some 
evidence is also given by examples of big companies that are well known rivals on 
the global marketplaces. For instance Honda invested in USA and Europe and the 
same did Toyota and Nissan immediately (Paul, 2011).  

Knickerbockers model is also known as “follow-the-leader” hypothesis 
(Reinerth, 2009). The reason why companies are reacting on foreign direct in-
vestments of their competitors is that, in oligopolistic market/situation, competi-
tor can gain quasi-monopolistic position in particular foreign country. Quasi-
monopolistic position is, among others, gained by the fact that the company is the 
first in the foreign market and from this position can have some advantages. Which 
is something a competing company wants to annul so it also makes, or extends, FDI 
in that country (Dreyhaupt, 2006).  

Among strategic behaviour theories can be also named “cross investment the-
ory” developed by Edward Graham (1974). This theory is also based on the re-
searches in the 1960s and 1970s which showed rapidly increased movements in 
foreign direct investments between USA and European countries. Until those 
times, the main flow of FDIs was from USA to Europe. But during 1960s and 1970s 
foreign direct investments by European companies in United States increased 
dramatically. And “cross investment theory” explains why. European companies 
invested in USA a lot from the defensive reasons. There is more ways how compa-
nies can defend themselves on the global marketplace and one of them is to enter 
competitors (or aggressor’s) domestic market (Graham, 1974).  

3.2.5 International transaction cost theory 

According to the theory, key decisions of companies in internationalization process 
are directed by costs. Crucial of international transaction cost theory is that firms 
are comparing costs of internationalization with transaction costs. Running busi-
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ness over open market is related with costs – those can be influenced both by hu-
man or transactional factors (Jurek, 2012). Transaction costs are for instance costs 
of negotiation, implementation of agreements, contract specification, monitoring 
(Teece, 1996) but also opportunistic behavior of customer on foreign market and 
cost related with solving this problem (Monye, 1997).  

In more detail, factors influencing transaction costs can be according to Wil-
liamson (1985) categorized on human and transactional factors. Human factors 
are bounded rationality and opportunism. Bounded reality means that customers 
are not behaving perfectly rationale and don’t have perfect information and oppor-
tunistic behavior refers to behaviour when customers do prefer their own goals to 
others (Williamson, 1985). 

On the other hand transactional factors are: uncertainty, asset specificity and 
frequency. First - with increasing uncertainty are increasing transaction costs. Sec-
ond – company can have specific assets or assets serving more general purposes. 
More general assets can be deployed more easily but are not about to be as pro-
ductive as specific assets. So company has to decide whether it wants to be more 
flexible (have more general assets) or to invest to more specific assets and be more 
productive. Third – in industries with frequent transactions can be costs decreased 
by specialization and division of labour (Williamson, 1985). 

Kutschker and Schmid (2008, p. 453) distinguish ex ante and ex post transac-
tion costs: 

 
Ex ante costs 

 costs of searching for possible contract partners 
 information costs 
 negotiation costs 
 

Ex post costs 
 processing costs 
 control costs 
 adaptation costs 
 

There can be also found another costs of internationalization. Those can be 
political and administrative costs. Political cost can be found when domestic com-
panies are somehow favored in comparison with companies from abroad. Admin-
istrative costs referrers to additional administrative costs connected with interna-
tionalization process (Williamson, 1985). 

3.2.6 Eclectic paradigm 

Eclectic theory is broadly known as OLI paradigm where OLI stands for Ownership 
advantages, Location advantages and Internationalization advantages. This theory 
was first introduced by John Dunning in 1977 (Lee, 2009, Rugman 2010). Im-
portant feature of eclectic paradigm is that “the value of the whole of the OLI varia-
bles is greater than the sum of the parts” (Dunning, 2008, p. 108). According to ec-
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lectic theory companies choose the best possible way of internationalization. Or in 
other words – the best possible mode how to enter the international market 
(Keskin, 2012) while evaluating (and it can be said that Dunning’s eclectic para-
digm is an approach explaining process of internationalization by combining fol-
lowing three theories) resource-based theory, transaction cost theory and institu-
tional theory (Yang, 2012). So it is very complex approach that is explaining early 
as well as later stages of internationalization. Put differently – eclectic paradigm 
investigates the entrance of companies to foreign countries as well as their devel-
opment when already present in abroad (Stoian, 2014).  

Ownership advantages – may be tangible or intangible and are not bounded 
by boarders of one country so can be used on home market as well as in abroad. 
The fact that company owns something that others don’t have may be the reason 
why some company is successful and other are not in the internationalization pro-
cess. The more ownership advantages company has, the more likely is about to 
produce abroad and thereby join the international market (Dunning, 2008). Firm’s 
specific ownership advantages must be sufficient enough to overcome additional 
costs coming from process of internationalization. Otherwise company they loose 
its power when competing with firms in host country (Dunning, 1985). Dunning 
(2000) has revisited his own theory and concluded that ownership advantages has 
changed over past couple decades due to liberalization of markets and as economy 
is more knowledge intense. In 1970s competitive advantage was coming from abil-
ity of companies to manage its processes and assets in order to meet market de-
mand. In the beginning of millennium this would not be sufficient. In order to have 
competitive advantage company has to combine its own knowledge with 
knowledge collected from all over the globe and from competing companies.  

Location advantages – helps to answer the question where to produce, build 
a factory or run office. All the OLI factors cannot be evaluated separately but with 
respect to others (Dunning, 1985). Dunning (2008) categorizes location ad-
vantages on resources usable only in place where they are situated, costs that are 
not transferable and cost of transportation. Ninan (2009) adds that there can be 
country and local advantages. The first ones are advantages that can be used by all 
of the companies but local specific advantages can be available for one concrete 
firm. Important here is to mention that one firm with some specific ownership ad-
vantages can find in one country location specific advantages unlike the other 
firms with different ownership advantages.  

Internalization advantages – advantages coming from own production in 
foreign countries instead of producing through licensing or joint venture. With 
higher net benefits of internationalization goes higher probability of foreign direct 
investments of the company. Internalization is very important cause of mergers 
and acquisitions. Companies are internationalizing operations in order to have 
ownership advantages to be able obviate market imperfections (Dunning, 2008).  
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3.2.7 Behaviorist internalization theory 

The theory was introduced by Yair Aharoni in 1966 in his study “The foreign deci-
sion process”. The author explained internationalization as sequence of various 
steps (Buckley, 1999). Internationalization and foreign direct investments are not 
driven just by economic motives (Teece, 1998). Instead of economic man, who acts 
always rationally this theory is based on behavioural man, who doesn’t have per-
fect information, is not clearly economical in his decisions, is limited by social 
group and his goal is not maximization, but satisfactory result. There is always 
some degree of uncertainty in decision making, decisions about internationaliza-
tion and making investments in foreign country are not made by one person, but 
are made collectively (Kutschker and Schmid, 2008, p. 425).  

According to the theory supported by empirical studies process of interna-
tionalization and decision making about foreign investments can be compart-
mentalized into four phases as following (Buckley and Ghari, 2012, Ramamurti and 
Hashai, 2011): 
 
1. The initiating forces. Or put differently - decision to look to foreign market. 
There is difference between economic and behavioural man. Economic man would 
have perfect information and would be able to see clearly opportunities to invest. 
On the other hand behavioural man does not have perfect information and needs 
some initiating forces. Those can be proposal from abroad, follow the leader effect, 
strong foreign competition attacking in domestic market, fear that company is in 
threat to loos market or drive of important manager. 
 
2. The investigation. Investigation or in other words analysing the foreign mar-
ket. Very important here is the previous step, on the initiating force. It can effect 
whole process very strongly. In this process money and time of people is spend on 
data collection so it is not sure yet if the investment will, or will not be realized. 
Investigation is held in stages with particular check points and in every stage the 
whole investigation and decision making about whether to make or make not the 
investment in foreign country can be stopped. Investigation is concerned about 
risks, labour accessibility or costs.  
 
3. The decision to invest. Important problem here is that even despite the previ-
ous investigation the final decision whether to invest abroad or not should not be 
so clear. One source of problem comes from the assumption of this theory that man 
is not economic, but behavioural and it is very difficult to say at what point should 
be the decision made and by whom it should be made. Second source of problem is 
that investigation process usually takes long time and during that time a lot of cir-
cumstances can be changed. Both circumstances – inside and outside the company.  
 
4. Reviews and negotiation. After the whole process when the decision to make 
internationalize and realize foreign investment is made also the other in the firm, 
not just the decision makers, should be convinced and eventually involved. The 
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final decision can be made by middle management but to reviews and critiques 
should be employed also other employees and departments of the firm.  
 

As mentioned earlier, abovementioned phases can take long time and while 
going through individual phases company learns and evolves. This is correspond-
ing with Uppsala model of internationalization. Initially company is operating just 
on domestic markets. Later appears the initiating force and company starts to ex-
port through agents. Later agents are alternated by employees of the company and 
export department is created. Later international operations become more and 
more important so as a consequence more and more people within the firm are 
involved and direct investments abroad are made. Later with increasing im-
portance of international operations company can evolve into multinational corpo-
ration.  

3.2.8 Born globals 

Born global companies are becoming more and more common in nowadays global-
ized world. More important is age of the company at which is becoming interna-
tional, rather than its size. Traditional approaches to internationalization process 
are based on the pattern that company begins its operations on domestic market, 
where it can run business for many years, and later, when a company has experi-
ence and knowledge and is already established in home country, it slowly starts to 
enter foreign markets, country by country (Gavusgil and Knight, 2009). But there is 
increasing number of firms that fall within the born global category and some au-
thors are even talking about phenomenon (Jaw, 2011). Gavusgil and Knight (2009) 
goes even further and claim that “the appearance of large number of born globals 
is revolutionizing the traditional character of international business, and helping to 
reshape the global economy” (Gavusgil and Knight, 2009, p. 7) . Unlike company 
following the traditional internationalization pattern – typical for born global 
company is that it starts its operations internationally, in multiple countries, from 
the very beginning. In fact – origins of born global company are international and 
from this feature it gains some competitive advantages. The main reason why 
number of born globals is increasing so rapidly nowadays is globalization itself. In 
todays globalized world to gain information about distanced foreign market is 
much easier and cheaper – the same count for management of agents and repre-
sentatives in new markets and also fixed costs connected with international ex-
pansion decreased (Gavusgil and Knight, 2009). 

There also can be found other names for fast internationalizing companies in 
the literature instead of born globals. For instance Ingemar (2012, p. 18-19) pro-
vides this list: international new ventures (NVIs), global start-ups, international 
entrepreneurship or early, rapid or accelerated internationalization.  

Born global companies are evident in small open countries (Jaw, 2011). 
Knight and Cavusgil (2004) agrees with this statement and adds that born globals 
are present in both, developed as well as developing countries.  
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Born global phenomenon was emerging on increasing scale in 1990s. McKin-
sey & Co. used the term “born global” in 1993 for the first time (Gavusgil and 
Knight, 2009) and the first who made research focused on born globals were Oviatt 
and McDougal in 1994 (Ingemar, 2012). They defined born globals as “business 
organizations that from inception, seek to derive significant competitive advantage 
from the use of resources and the sale of outputs in multiple countries” (Oviatt & 
McDougall, 1994, p. 49). This is not the only one definition that can be found in 
literature. For instance Knight and Cavusgil defined born globals as “business or-
ganizations that, from or near their founding, seek superior international business 
performance from the application of knowledge based resources to the sale of out-
puts in multiple countries” (Knight and Cavusgil, 2004, p. 124). Typical for born 
globals is that they go through internationalization process very quickly (Knight 
and Cavusgil, 2004). More authors claim, and this definition is used in many rele-
vant studies, that born global companies are those that enter foreign markets for 
the first time not later than three years after their establishment and at least 25 % 
of their income comes from abroad (Autio, Sapienza and Almedia, 2000; Knight, 
2004).  

Gavusgil and Knight (2009) pointed out that to enter foreign markets all over 
the world is much easier nowadays than it used to be some decades ago. Thanks to 
this fact number of firms operating in foreign countries is growing a lot. According 
to the authors global market is today accessible also for small and medium sized 
companies. Unlike to the earlier times, when large corporations were dominating 
international market.  

What strongly helps companies to internationalize so rapidly and is connected 
with globalization process, is the internet. Internet helps to gain more and better 
information about foreign markets they are about to enter, customers and compet-
itors. To search for opportunities as well as threats. Internet is relatively cheap and 
accessible, thus it lowers the costs of internalization. Companies can also decrease 
risks of internationalization by doing good quality research via internet (Jaw, 
2011). 

3.3 Risks of the internationalization process of SMEs 

During the process of internationalization companies are not facing just ordinary 
entrepreneurial risks but also specific risks coming from internationalization itself. 
And more specifically – in every phase of internationalization companies can face 
different risks (Toulová, Votoupalová, Kubíčková 2014). This opinion is supported 
by Liesch, Welch and Buckley (2011) that believe that perception of risk by com-
panies is different in early or later stages of process of internationalization. Vojík 
(2010) as well as Dunning (2008) agrees and conclude that some of the risks are 
identical with running business in domestic market (but generally they are more 
intense in international market) and some of them are unique for international 
business. Also Stremtan, Mihalanche and Pioras (2009) agrees that process of in-
ternationalization is accompanied with certain specific risks.  
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Business as well as internationalization of business is connected with many 
risks which don’t have one single classification. Risks can be classified from vari-
ous points of view (Kubíčková, Toulová 2013). 

Relevant for the thesis is Turpins (2002) identification of five key risks for Eu-
ropean SMEs: “increased competition, loss of key staff to competitors, changes in cus-
tomer demands, wrong strategy due to lack of market data and staff absenteeism” 
(Turpin, 2002, p. 12).  

Another classification is based on the source of the events that can with some 
probability cause a risk or risky situation. There can be external and internal fac-
tors. External factors are virtually non-influenceable by company and can sorted in 
following groups: economic, environmental, political, social and technological fac-
tors. External factors, on the other hand, can be influenced by company much more 
easily and are sorted into following groups: infrastructure, human, process and 
technological factors (Steinberg, 2004).  

Another classification of risks emerging during internationalization process is 
brought by Stremtan, Mihalanche and Pioras (2009). They distinguish between 
two categories of risks: “the underestimation of the costs and the uncontrollable in-
ternational environment” (Stremtan, Mihalanche and Pioras 2009, p. 1030). The 
first category of risks is connected with that fact that it is more difficult for compa-
ny to reach relevant data and information about foreign market, so there can be 
situation that opportunities of given market are overestimated and risks and costs 
of entering the market are underestimated. There can be underestimation of ship-
ping costs, of costs of entering new market in general or even occurrence of some 
hidden costs or there can be costs coming from underestimation of cultural or 
physical distance. Second category of risks is based on the fact that international 
environment is fast changing and developing in unpredictable and unexpected 
way. Which may be source of many risks for companies. Here can be included 
changes of law, movements of exchange rates, changes of economic development, 
political changes, wars, etc. (Stremtan, Mihalanche and Pioras, 2009). 

Here can be also mentioned Dunning’s (2008) classification of risks: macroe-
conomic, policy, competitive and resource risks. Macroeconomic risks stands for 
events that typically cannot be influenced by company, like wars, changes in com-
modity prices, exchange rates or national disasters. Policy risks is group of risks 
associated with future unpredictable actions of governments, whether in domestic 
or foreign country. Competitive risks is group of risks covering any changes in 
competitors’ behavior, including reaction of competitors on firms’ internationaliza-
tion, or global strategy. Resource risks is common name for any risk causing prob-
lems or delays in supply of resources. According to the author this is not final list. 
Some risks are common for any business, and some, more specific for special in-
dustry or the level of level of engagement in the internationalization process can 
be added. 

 Most important for the thesis will be following approach to risk classification 
of international business that is described by Vojík (2010) or Machková (2010). 
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Importance of this classification is based on the fact that is suitable and applicable 
for internationalization of Czech SMEs. The classification is following:  
 market risks, 
 commercial risks, 
 transportation risks, 
 territorial risks, 
 exchange rate risks, 
 other risks. 

Market risks 

Source of market risks are changes in market conditions and differences between 
expectations of firms and market reality. There can be changes in demand or sup-
ply, technological changes, seasonal fluctuations or changes in the economy. These 
changes can have many consequences. For instance different than expected prices 
or costs, loss of market position of company or unwillingness of customers to buy 
products or services.  

Protection against these risks is a regular survey and analysis of the foreign 
market, timely introduction of innovations, inventory optimization, strengthening 
relationships with key customers like or floating prices in contracts (Vojík, 2010). 

Commercial risks 

Many risks may be found in relationship between company and its business part-
ners. In international business specifically importers or exporters, transportation 
companies or insurance companies. Consequence can for instance be: the with-
drawal, insolvency or unwillingness of the debtor to pay, failure or poor perfor-
mance arrangements arising from the contract or unreasonable not-taking over of 
goods by customer.  

Companies can minimize these risks mainly by choice of the right business 
partners, analyzing them including analyzing their financial situation as well as 
reliability. Companies with limited human or financial resources can use services 
of rating agencies, information offices or consultant companies. The way how to 
minimize these risks is also signature of high quality contract (Machková, 2010). 

Transportation risks 

During transportation can occur many problems, like damage of the goods or even 
their loss. These risks are borne by either the seller or buyer, or to the carrier or 
freight forwarder, who during shipping takes responsibility for the goods. 

Fundamental way how to minimize these risk is to choose transportation 
company very carefully and to negotiate the delivery terms in the contract, which 
clearly defines the duties and responsibilities of the seller and buyer in securing 
transportation (Vojík, 2010). 
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Territorial risks 

Also changes in economical or political situation in foreign markets can be source 
of many risks. Territorial risks are also wars or natural disasters. Consequences for 
companies in internationalization process are for instance more difficult enforce-
ment of money or administrative interventions due to changed political situation, 
impossibility of money transfers from the third countries or various problems 
caused by natural disasters.  

Efficient protection against these risks is insurance against territorial risks, 
deep analysis of countries company is about to enter (and evaluation of risk level 
in given country) or diversification (expanding to more countries and running 
business together with another company) (Machková, 2010). 

Exchange rate risks 

Exchange rate risk is specific for companies that are active internationally and are 
somehow connected with firms from foreign. Exchange rates are not stable but are 
floating and evolving over the time. Which may cause problems for companies – 
the may receive less than expected or spend more than expected.  

In order to minimize exchange rate risks, company may use factoring or for-
faiting, do operations on exchange rate markets, combine import and export oper-
ations, hold more cash in favorable currency or diversify international activities 
among more countries. (Vojík, 2010).  

Other risks 

Among other risks can be named risk of responsibility for product or language risk. 
Risk of responsibility for product comes from the fact that customer can be some-
how harmed or damaged by the product. Then the customer can exact the loss in-
curred. To prevent this company should run control of quality or to be well in-
sured. Language risk means risks coming from bad or no knowledge of foreign lan-
guage which can result into mistakes in contracts, for example. To prevent this 
company should have employees with very good knowledge of the language or use 
foreign professionals (Vojík, 2010).  

There can be found more risks, but these are according to authors the most 
important. 

3.4  Motivation factors of internationalization 

There can be found more factors that motivate companies to internationalize their 
business and there is also not one single classification of these factors. 

In OECD (2009) study can be found four categories of motives. The most im-
portant motives of the internationalization according to the study are: 
 Growth motives. This is very important motive of internationalization and is 

connected with new opportunities in the global market. Within this category 
can be named increase in sales, increase of profit, increase of market share or 
motive not to be dependent on one market. 
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 Knowledge related motives. Knowledge assets are crucial for SMEs in both 
cases, whether companies are pushed, or pull into the internationalization 
process. In this category can be mentioned international experiences of man-
agers, information base, research or language skills.  

 Network/social ties and supply chain links. These motive are also, accord-
ing to this and another studies very important, in very beginning of the inter-
nationalization as well as during later phases of the internationalization.  

 Domestic/regional market drivers. Willingness to export is higher when 
there is higher demand from foreign countries and when demand in domestic 
market stagnates or is even decreasing (OECD, 2009). 

 
Rodrigues, Barcos and Alvarez (2010) find following motives of companies to 

internationalize as the most important:  
 Opportunities in foreign markets and/or stagnation in home market. 
 Internationalization as the way to diversify (eliminate dependency on one 

market). 
 Decrease costs per unit by economies of scale.  
 Increase profitability by using cheaper sources in foreign countries (cheaper 

labour, cheaper or better access to local natural resources, …). 
 Compensation of shorter life cycle of the product by selling it in abroad – in 

more markets. Having advantage of homogeneity of products.  
 By internationalization increase competitiveness, prestige and continue to 

growth.  
 

Dunning (2008) introduces following four categories of internationalization 
motives: market seeking, resource seeking, efficiency seeking and strategic re-
source seeking. 

Market seekers are those whose intention to go abroad is driven by demand 
motives in foreign markets. Put differently – market seekers evaluated opportuni-
ties in new markets and with aim to grow and sell more goods and services they 
enter such a market. Problem may be that sometimes adaptation of their products 
to wants and needs of customers in new market is needed. Then direct presence of 
company in local market is appropriate. Market seekers may also expand abroad in 
order to follow their main customers or suppliers (Dunning, 2008). 

Resource seekers simply enter new markets in order to have access to re-
sources. There may be essentially two reasons for that – first is that company can-
not find needed resources in home country and second reason is that needed re-
sources are available in domestic market, but in they can be found for cheaper 
prices in abroad. Under notion resource can be understood physical resources and 
labour. Physical resources can be divided into two categories – minerals (oil, metal, 
aluminium etc.) and agricultural products (rice, sugar, corn etc.). Resource seekers 
may find in abroad cheaper labour, or skilled labour, or combination of both (Dun-
ning, 2008). 
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Efficiency seekers are usually already experienced grown up multinational 
companies that. These companies are entering new markets in order to rationalize 
their entrepreneurship and increase efficiency. Increased efficiency usually comes 
from economies of scale and economies of scope as well as risk diversification and 
lowering tax burden when a company is present in more countries (Dunning, 
2008). 

Strategic resource seekers is next category. Strategic resources is common 
name for core competences of the firm and technology. It can be developed as 
knowledge, patents, skills of employees of the firm, or strategic supplies crucial for 
development of comparative advantages. Aim of companies is to develop its com-
petitive position, or weaken the position of its competitors (Dunning, 2008). 

 
On the other hand Bartlett and Bemish (2012) find traditional and emerging 

motives, or in other words push and pull motives of internationalization.  
Traditional/push motives are typical for early phases of internationaliza-

tion. One of traditional motivations of companies to internationalize is to secure 
crucial resources. The more is organization dependent on supplies of some re-
sources, the more is about to go abroad with the aim to have better access to this 
resource. Another traditional motivation is in case that company has some com-
parative advantages, say technology, thanks to which it can be very competitive in 
foreign markets. Also small home market, seeking for growth opportunities, or 
lower cost of production in foreign countries can be named in this category (Bart-
lett and Bemish, 2012) 

Emerging/pull motives are, on the other hand, typical for later stages of in-
ternationalization, when company is already somehow internationally established. 
In early stages motivation of companies to go abroad is mostly driven by oppor-
tunistic factors and are seeking for ways how to use foreign countries to grow 
sales, decrease costs of production or how to diversify. Gradually, when company 
is experienced in international market, its motives are changing and sees the world 
business arena from different point of view. Internationalization of companies is 
still partly driven by traditional motives, but these are secondary motives. Among 
emerging motives can be named developing economies of scale, to search and 
learn new opportunities in foreign markets, or gaining competitive position from 
the fact that company is multinational (Bartlett and Bemish, 2012).  

Important view on what motivates SMEs to internationalize is also given by 
Czinkota, Ronkainen and Ortiz-Buonafina (2004). The author examines two cate-
gories of motives – proactive and reactive. In other terms they can be named as 
internal and external, or as firm based and environmental based. In general it can 
be said that proactive motives are offensive and reactive motives are defensive in 
nature.  

Proactive companies are those that have comparative advantage comparing 
to domestic companies in foreign markets, see opportunities in abroad and active-
ly enter new markets. In this case advantage comes from both internal environ-
ment as well as external of the company. Proactive motivation factors are for in-
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stance profit growth, technological advantage, exclusive knowledge, lowering of 
tax burden, or economies of scale (Czinkota, Ronkainen and Ortiz-Buonafina, 
2004). 

On the other hand, reactive SMEs in their internationalization process react 
to the outer world. Typically they react to movements of their competitors or to 
insufficient development on domestic market. So motive to internationalize comes 
as reaction on some changes. Among reactive motives can be mentioned stagnation 
of domestic market, overproduction, decreasing demand on domestic market 
caused by the fact that product is in decreasing phase of its life cycle or competi-
tive pressures (Czinkota, Ronkainen and Ortiz-Buonafina, 2004).  

3.5 Barriers of internationalization 

Internationalization is not just about growth and opportunities. Entering new 
markets is also connected with various barriers which stands in the way of SMEs to 
expand their business activities. Some of SMEs do not even think of internationali-
zation and some of them do. But not all of those that do think of internationaliza-
tion do internationalize their business. The reason is that barriers do not allow 
them to enter new markets (Onkelinx and Sleuwaegen, 200á). In this part of the 
thesis are examined commonly used barriers classifications of internationalization.  

Leonidou (2004) distinguishes between internal and external barriers. Inter-
nal barriers are those factors that limit internationalization of a company that are 
based within the company. Conversely external factors comes from the outer 
world, from the outside of a company.  

 
Internal factors are divided into four group of barriers:  

Functional barriers - managers do not have time to deal with internationali-
zation, firm does not have enough production possibilities to serve new markets, 
unskilled employees of a company, or not enough finances to finance international 
activities. 

Informational barriers – common feature for this group of barriers is lack of 
information. Here can be named for instance insufficient information about foreign 
markets, about opportunities in foreign countries or difficulties with searching for 
and contacting potential business partners in abroad.  

Marketing barriers – these are further divided into more groups. Product 
barriers (need of product adaptation to meet needs and wants of customers in for-
eign markets, need to develop new products, to meet foreign law, regulations and 
other requirements), price barriers (problems connected with offering satisfactory 
prices and meeting with prices of competitors), promotion barriers (need to adjust 
marketing to foreign customer taste), logistic barriers (transportation costs or 
problems with warehousing facilities in abroad), and distribution barriers (in gen-
eral inability to control whole distribution process in abroad, problems with ac-
cessing foreign distribution channels and problems with gaining good quality for-
eign representation), (Leonidou, 2004). 
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External barriers are following: 
Governmental barriers – those can be barriers coming from lack of support 

from domestic government and unfavourable regulations and rules in foreign 
countries. 

Procedural barriers – problems with communication with partners or cus-
tomers in abroad, administration or specific international procedures with which a 
company is not familiar.  

Task barriers – different needs and wants of customer in abroad and tough 
competition in foreign markets.  

Environmental barriers – those can be political (legal, political instability, 
different regulations and rules, tariffs and other – non tariff barriers), economic 
(exchange rate risks, poor economical situation in foreign countries) and sociocul-
tural barriers (need for knowledge of foreign language, different traditions, needs 
and wants of customers in new markets), (Leonidou, 2004). 

 
OECD (2009) made big research among SMEs with the aim to examine barri-

ers of internationalization. The most important barriers for SMEs to international-
ize are: 1) Shortage of working capital to finance exports, 2) Identifying foreign 
business opportunities, 3) Limited information to locate/analyse markets and 4) 
Inability to contact potential overseas customers. List of top ten barriers can be 
found in the table below (OECD, 2009, p. 8).  

Shortage of working capital to finance exports - especially in early stages 
of internationalization this process can be very money consuming. In a lot of cases 
companies need external financing to internationalize, but not always they can find 
accessible solution. 

Identifying foreign business opportunities - it is obvious from the study, 
that to gain relevant information about foreign countries and foreign markets can 
be very difficult, time and money consuming.  

Limited information to locate/analyse markets – very important here is 
the position of managers. The more managers are experienced in international 
environment, the easier and less risky it is for SMEs to enter new markets.  

Inability to contact potential overseas customers – to find customers is 
one of crucial factors of success of internationalization process. Difficulties are also 
when searching for business partners and representatives (OECD, 2009).  
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Rank – 
Weighted 
factor 

Description of barrier 

1 Shortage of working capital to finance exports 
2 Identifying foreign business opportunities 
3 Limited information to locate/analyse markets 
4 Inability to contact potential overseas customers 
5 Obtaining reliable foreign representation 
6 Lack of managerial time to deal with internationalisation 

7 
Inadequate quantity of and/or untrained personnel for 
internationalisation 

8 Difficulty in matching competitors’ process 
9 Lack of home government assistance/incentives 

10 Excessive transportation costs 

Tab. 1 Top 10 barriers ranked by SMEs, OECD 2009, p. 8 

3.6 Foreign market entry modes 

To pick up the right strategy is crucial for SMEs that are about to international-
ize. There is more ways how to classify strategies to enter foreign markets. 
Commonly acknowledged is the one described by Machková (2007). The au-
thor derives three categories foreign market enter strategies importing and 
exporting operations, capital non-intense strategies to enter foreign market 
and capital intense strategies to enter foreign market.  

 
Importing and exporting operations: 
 intermediator, 
 exclusive distribution contracts, 
 commercial agency, 
 mandate and commission relations, 
 piggyback, 
 export alliance (association of exporters), 
 direct export.  

 
Capital non-intense strategies to enter foreign market: 
 licences,  
 franchising, 
 management contract, 
 refinement operations, 
 international production cooperation. 
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Capital intense strategies to enter foreign market: 
 takeover, 
 merger, 
 green field investment, 
 joint ventures, 
 strategic alliance. 

3.6.1 Importing and exporting operations 

Importing and exporting operations are the simplest ways to internationalize. This 
is traditional way to internationalize and choice number one for most of Czech 
companies when internationalizing their business for the first time. Crucial here is 
to choose right business partners and to sign good quality contracts (Machková, 
2014). 

Intermediator. If companies use intermediator to export their products it is 
called indirect export. Mediators buy goods which then sell to customers in foreign 
market. Their earnings is called price margin, which is the difference between the 
selling and purchase price. Mainly small and medium-sized companies use the ser-
vices of intermediaries to focus on core business activities and ancillary activities, 
such as for instance export goods abroad, abandoning other entities that specialize 
in these activities. The main advantages for companies that use intermediators 
include reducing costs and eliminating the risks associated with international 
trade. The disadvantage is the loss of contact with customers and loss of control 
over the prices that are charged to customers in foreign markets (Machková, 
2014). 

Exclusive distribution contracts. In this case a company chooses distributor 
that is the only one in particular country that is allowed to sell its products. Ad-
vantage of exclusive distribution contract is that – if the contract is signed with 
established and solid company - it may be a good distribution of the products in 
well-established distribution chain including necessary services. Producer can ex-
pand to geographically distanced markets or to markets where is not expecting 
huge sales but want to be present on these markets. Risk of insolvency is limited, 
because intermediator is buying and paying for products on his own. One of disad-
vantages of signing exclusive distribution contract is that distributor may not be 
able to meet the contract – to sell given number of products – and then, because of 
the exclusivity, gates to new market may be closed for the company. That’s why it 
is usual to have clause in the contract that says concrete number of products that is 
the minimum that distributor has to buy. Another disadvantage here is also the fact 
that company looses contact with its customers, with the market (Machková, 
2014). 

Commercial agency. Commercial agency performs activities on behalf of the 
represented and on his account. Negotiates and concludes transactions with third 
parties and representative pays for it agreed commission. The agency contract can 
be of two types: exclusive and non-exclusive dealership. When represented using 
the services and other business representatives, it is a non-exclusive dealership. 
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Likewise, a commercial agency can represent other persons. Here it is necessary to 
examine the agent and its relationship to our rival firms. So in this case commercial 
agencies do not buy products, but are searching and dealing with customers. In 
other words – commercial agencies are providing customers that are ready to buy 
(Machková, 2014).  

Mandate and commission relations. Mandate is an agreement between the 
client and an agent. The agent undertakes to carry out the instructions of a client 
for a specific business issue. Mandatary acts on behalf of its principal and a princi-
pal mandatary is obliged to pay a fee for it. When it comes to legal matters, expos-
ing a principal written power of attorney. Consignment agreement differs from a 
contract of mandate that acts here as a broker, who acts on its own behalf and per-
form certain activities for the principal and at his expense. Consignor he has to pay 
for the so-called Commission and costs incurred by the commission in carrying out 
the task. According to the law may be drafted written agreement. Supervision of 
prices carries out committer who also determines the price at which the broker 
sells the goods to third parties (Machková, 2014). 

Piggybacking. Piggybacking is a case where small businesses use the name 
and experience of large companies and use their distribution channels. It is a coop-
eration between companies. Experienced firms provide their partner for consider-
ation a range of services (orders, providing transport services, insurance, customs 
clearance, collection, etc.). The advantage for big firms is that they can offer to their 
customers more complex portfolio of goods and services. On the other hand piggy-
backing may be dangerous for big companies when those small ones are not able 
to meet the deals. Small companies have exploited this, because they do not have 
sufficient experience to export goods to foreign markets, they do not know enough 
other options and do not assume any of the risks associated with international 
trade. Of course, it also saves frequently on costs associated with the export of 
goods (Machková, 2014). 

Export Alliance (Association of Exporters). The ultimate aim of the alliance 
is common enter to foreign market and to operate on this market jointly. This rep-
resents a concentration that perform the same, similar or complementary activities 
in order to cooperate. Highlights include reduced costs, elimination of export risks, 
better bargaining available competencies in dealing not only on prices, et al. Asso-
ciation of Exporters usually takes over the function of the export department, and 
conducts research on foreign markets, negotiating offers, fulfill orders, transport 
and represents its members abroad. For SMEs to participate in export alliance can 
be very beneficial (Machková, 2014). 

Direct exports. Direct exports are usually used in complicated deliveries 
where it is required the presence of manufacturers in foreign markets. These in-
clude industrial products, production facilities and investment units, which are 
providing a wide range of additional services, so direct presence in abroad is nec-
essary. Positive about direct export is that company has full control over the whole 
chain and has direct contact with customers abroad. Company is able to fully con-
trol prices, product, or conditions. On the other hand a firm has to know technolog-
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ical as well as business operations very well to be able to compete on foreign mar-
ket (Machková, 2014). 

3.6.2 Capital non-intense strategies to enter foreign market 

Next possibility how to internationalize for SMEs is one of so called capital non-
intense strategies to enter foreign market. It can be said that if a company does not 
have sufficient capital resources but still wants to succeed abroad, may choose one 
of the options to enter foreign markets without taking a big financial resources and 
utilized other than the classic export operations (Machková, 2014).  

Licensing. Licensing is often used form of entry into foreign markets. It means 
that a company sells the right to use the invention, utility or industrial design, 
trade name of the company, copyrights or trademarks. The license grants to a 
company that is the one who has the absolute right to use intangible assets. Firms 
use licensing for instance when they are not able to produce products on their 
own, they are able to produce but just in limited amounts, they ca produce, but 
regulations or tariffs do not allow them to export it to particular countries, or by 
selling licence they may gain strategic partner that is important to grow their busi-
ness (Machková, 2014).  

Franchising. Franchising has similar basis as licensing, but franchising has 
tighter connection between partners evolved. Franchising is defined as an agree-
ment between at least two partners, where the franchisor provides franchisee 
right to perform services or sell products. Franchisees use the same brand, prod-
ucts, services, trade names, advertising and business symbols as franchisor. Fran-
chisee agrees to, directly or indirectly, to pay the agreed amount for the provision 
of franchising. In other words – franchising is giving a right to do the business that 
someone has created in exchange for money. Franchisor has the authority to check 
whether the contractor complies with all the agreed requirements and helps him 
in his business, conducted training, promotion and marketing. This type of busi-
ness is used in various sectors, but particularly in the retail, fast food, hospitality, 
service petrol stations and others. Advantage for franchisee are lower operating 
costs, rapid access to market, reduce business risk, proven business concept, little 
administrative effort, unified promotion, and others. Benefits for the Franchisor 
are a direct extension of the market share, the fast realization of one idea, increase 
in sales and others (Machková, 2014).  

Management contract. Management contract is similar to franchising. Sub-
ject of this agreement is to provide for a certain period of time managerial exper-
tise through management executives. This type of agreement is often used by com-
panies from developed countries, which have a certain know-how. The subject of 
the contract may be the company's management or advisory services. The reward 
is usually a percentage of turnover, profit or opportunity of acquiring shares in the 
company (Machková, 2014). 

Refinement operations. The essence of refinement operations is processing 
of raw materials or semi-finished products to a higher level finality. Alternatively, 
in the finished product. Positive about refinement operations is lowering transpor-
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tation cost as well as decreasing energy, materials, or overhead costs. Refinement 
operations can be divided into active or passive. Active is when a foreign company 
ships raw materials or semi-finished products to Czech company in order to refine 
them. Passive is, on the other hand, when Czech company ships raw materials or 
semi-finished products to foreign company that is going to make a products of 
higher level finality (Machková, 2014). 

International production cooperation. It is based on the division of the 
production process among more companies based in more countries. Final product 
is then finalized by one or more partners. Cooperation does not need to take place 
just in production process. But also in research and development (Machková, 
2014). 

3.6.3 Capital intense strategies to enter foreign market 

Capital intense ways to enter foreign markets are used usually by bigger, more ex-
perienced a financially stronger companies. Here can be found two fundamental 
categories – portfolio investments and direct investments. Portfolio investments 
are typically buying shares and direct investments can be capital injections, inter-
company loans or re-invested profit (Šimková, 2005). 

Takeover. Takeovers can be in a friendly spirit, aimed at strengthening the 
company's position in the market thanks to the so-called synergistic effect. If it is a 
takeover for the purpose of disposing of competition, it is a hostile acquisition. In 
general there can be takeover of the whole or part of an existing business (Šim-
ková, 2005). 

Merger. There can be two types of mergers. When two or more companies are 
about to merge at least one of the companies wound up without liquidation and 
assets of all the companies are transferred to the company without liquidation. For 
fusion extinguish all companies and a new legal entity. Furthermore, there can be 
identified three types of mergers: horizontal, vertical, conglomerate. In horizontal 
mergers combine firms in the same business. In the vertical merger combines 
companies with various business sectors, but activities are dependent on each oth-
er. Conglomerate mergers then combines companies that have virtually nothing in 
common with an effort to diversify business risk and take advantage of free finan-
cial resources (Šimková, 2005). 

Green field investment. These may be very time and money consuming. As 
well as it can be very risky. Simply said green field investment is funding brand 
new company (Šimková, 2005). 

Joint venture. Joint venture means that domestic company venture with an-
other foreign company or organization and create together a new joint business 
and legal entity. The aim is to combine the strengths and expertise of both part-
ners. For instance foreign entity may offer money or a proven brand, home again 
has a better knowledge of the local market. These entities have the same business 
idea and together they want to bring more profit than they would have received 
separately (Šimková, 2005). 
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Strategic alliance. Strategic alliance is similar to previous capital intense 
strategy to enter foreign country – to joint venture. In general there can be said 
that strategic alliances are more common for huge corporations (Šimková, 2005).  
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4 Methodology 

This thesis is divided into two parts - theoretical and empirical.  In the thesis will 
be used the standard scientific methods and will be used both primary and sec-
ondary data. 

In the review of literature will be used secondary data from mostly foreign lit-
erature, publications, scientific articles and journals. For this purpose will be used 
both – printed and electronic sources. In this part of the diploma thesis will be ap-
plied method of comparison which consists in comparing the perspectives and 
opinions on various phenomena and facts. This approach will help to achieve the 
complexity of interpretation. The knowledge gained in this early part of the work 
will later be compared with the results of primary research. 

In next part of the thesis will be used standard theoretical methods, like anal-
ysis, synthesis, deduction and induction. The method of analysis will be used espe-
cially to make a research of situation of SMEs in European Union as well as in 
Czech Republic and ICT industry in EU, but mainly in Czech Republic. Analysis will 
be used in order to decompose the phenomena studied on smaller parts which will 
be then researched. On the other hand synthesis, which is the opposite of analysis, 
will be used in order to unifying the various partial knowledge into a single unit. 
Synthesis will be used in the conclusion to summarize the results obtained. Other 
methods used at the thesis are methods of induction and deduction. With induction 
of regularity is examined events derived general patterns of a certain regularity 
valid for another event at another location or at another time. Deduction consists 
in deriving the conclusion of a plurality of other statements that are considered as 
true.  

To gain primary data questionnaire survey in electronic form will be used. 
The links to questionnaire will be send via e-mail to e-mail addresses of Czech 
SMEs operating in ICT industry. There will be created two questionnaires – one for 
companies have not started internationalization process but are about to do that in 
ten years and second one for companies that are already somehow present in at 
least one foreign country.  

The questionnaire survey is designed in order to obtain not as much qualita-
tive, but quantitative data. To appraise data gained will be basically used two for-
mulas – formula for absolute and relative frequencies.  

Formula for absolute frequencies:  

 
Formula for relative frequencies: 

 
Where “n” stands for size of the examined set, k expresses number of groups 

and ni is absolute frequency within the group.  
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Next step is to choose hypothesis and to test them. Hypothesis means the as-
sumption of certain properties of a random variable pronounced independently on 
possible information about it. The hypothesis explains the phenomena studied in-
dependence. Against this hypothesis is build an alternative hypothesis, as its oppo-
site. The purpose of hypothesis testing is a rejection of the null hypothesis and the 
adoption of alternative hypotheses.  

The most common significance level is α = 0.05 or α = 0.01. In the thesis was 
chosen significance level α = 0.05. Significance level is necessary when testing hy-
pothesis. It is a choice of confidence level, which indicates probability of a false 
rejection of the null hypothesis is true. Whether the null hypothesis is rejected or 
not determines the value of p-value, a minimum level of significance. 

 
H0 is not rejected if: p > α, respectively if p > 0,05 
H0 is rejected if: p ≤ α, respectively if p ≤ 0,05 
 
For the testing of hypotheses and to determine dependencies are used pivot 

tables. For measuring the intensity of the interdependence of the two verbal signs 
in the pivot table uses a square contingency 2, which may take any non-negative 
values. 

 
Where: n’ij is theoretical frequency and nij is calculated, conditional frequency. 
 
Chi - square test is based on a comparison of actual (observed) values with the 

theoretical values (expected). The more the theoretical frequency differs from the 
actual, the stronger the correlation between both characters is. Theoretical fre-
quency is calculated according to the formula: 
 

 
Where: n’ij is theoretical frequency, ni and nj are appropriate boundary fre-

quencies and n is sample size. Where i = row index and j = column index. 
 
From the square contingency coefficients are derived as follows: The average 

square contingency 2:  
 

 
The average square contingency may also take any non-negative values, with 

regard to the size pivot table. Pearson's contingency coefficient P: 
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It takes values from the interval 0 ≤ P < 1, while a value of 1 can never achieve. 

Dependency is stronger, the more the value of the coefficient is getting closer to 
one. The value of Pearson coefficient is also dependent on the size of the pivot ta-
ble.  
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5 Internationalization of Czech ICT SMEs 
within the EU 

5.1 SMEs in European Union 

As is discovered in this part of the thesis, it is obvious that SMEs play very im-
portant role within EU. In fact – from all the businesses in EU more than 99% of 
them fall into the category of SMEs (European Commission, 2014a). More ap-
proaches how to define SMEs can be found. For the thesis is the most relevant def-
inition provided by European Commission: “The category of micro, small and medi-
um-sized enterprises (SMEs) is made up of enterprises which employ fewer than 250 
persons and which have an annual turnover not exceeding EUR 50 million, and/or an 
annual balance sheet total not exceeding EUR 43 million.” (European Commission, 
2003, p. 39). More detailed information is given by the table below.  

 

Tab. 2 Categorization of SMEs, source: http://ec.europa.eu/enterprise/policies/sme/facts-
figures-analysis/sme-definition/index_en.htm 

From table above can be seen that SMEs are all the enterprises employing 250 
employees or less with turnover not bigger than 50 million euro or total balance 
sheet not bigger than 43million euro.  

The biggest sector of SMEs within EU28 is “wholesale and retail trade sector” 
following by “manufacturing”, “construction”, “professional, scientific and technical 
activities”, and “accommodation and food”. Within the EU28, these five sectors 
combined sums almost 4/5 of all small and medium sized enterprises (European 
Commission 2014b).  

Importance of SMEs within EU can be seen also from another perspective: 
“Across the EU28, there were 21.2 million SMEs in the non-financial business sector in 
2013. SMEs account for 99.8% of all enterprises in this particular sector, 66.8% of 
total employment and 57.9% of total value added generated by the non-financial 
business sector.” (European Commission 2014b). Importance of SMEs is also given 
by the fact, that in 2013 all SMEs generated 3,666 trillion euro in value added, 
which is 28% of EU GDP (European Commission 2014b).  

More detail numbers can be seen in table below. Almost 100%, concretely 
99,8% of all businesses are SMEs. It is obvious that the biggest fraction from SMEs 
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are micro businesses. On the other hand this proportion does not count when look-
ing at number of employees and value added at factor costs.  

Table: SMEs and large enterprises: number of enterprises, value added and employment in the 
EU28 in 2013 

 

Tab. 3 Source: European Commission, 2014b, p. 15) 

On graphs below can be seen performance of three key indicators of SMEs 
during the time period 2008-2009 to 2012-2013. What can be seen is that micro, 
small and medium sized businesses follow very similar pattern. The worst devel-
opment in employment question had micro businesses – comparing to small and 
medium sized – over the given period. In overall it can be said that in the given 
time period observed indicators has barely changed. Concretely there was increase 
by 354,308 in number of SME comparing 2013 to 2008, increase of 44,313.75 mil-
lion Euros and decrease by 1,962,808 of jobs provided by SMEs in EU28 (European 
Commission 2014b). 

What can be said is that there is quite close relationship between value added 
and employment indicators. The correlation between the two indicators is 0,79 
(European Commission 2014b). 
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Figure. 5 Annual growth in different performance indicators by SME size – EU28. Source: Europe-
an Commission 2014b 

In the group called “front runner group” of SMEs in non-financial sector in EU28 
were countries like Austria, Belgium, Germany, Estonia, Malta, Sweden and Slo-
vakia. These countries provided value added creation higher than 10% in 2008. On 
the other hand Czech Republic, together with Croatia, Cyprus, Hungary, Greece, 
Ireland, Portual, Romania, Slovenia and Spain were in the group providing very 
weak performance in this indicator (European Commission 2014b). 
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Figure. 6 Most pressing problems facing SMEs in the EU28 in 2013, source: (European Commis-
sion 2014b).  

In graph abovementioned can be seen list of 6 most pressing problems that 
were SMEs facing in year 2013. The first line represents all categories of SMEs, the 
second line represents micro enterprises, the second line stands for small and the 
fourth line stands for medium enterprises. SMEs across the EU28 responded, that 
the biggest problem for them is to find customers. 52% SMEs in the EU responded 
that finding customer is pressing, or extremely pressing.  

This graph shows that differences among micro, small and medium sized 
companies are not huge. But in some cases there can be seen differences among 
class size SMEs. As relatively more pressing problem is perceived access to financ-
es by micro enterprises. On the other hand availability of skilled staff or experi-
enced managers is relatively the most pressuring problem for small enterprises – 
conversely for micro businesses, which is under the average in this problem. When 
looking at the supply side – relatively the most pressuring problem for medium 
sized enterprises is competition. 

In the two graphs below is compared domestic demand and export of EU28. 
The percentage change is between 2008 and 2013. Graphs shows that there is de-
cline in domestic demand in most of the EU countries and increase in exports. This 
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is also the case for Czech Republic. From this point of view is obvious, that foreign 
markets are becoming more and more important for Czech SMEs. So after 2008 not 
domestic demand, but exports were crucial for growth in most of the EU countries, 
including Czech Republic.  

Figure. 7 Domestic demand and exports by Member State, % change 2008-2013 (constant prices), 
source (European Commission 2014b).  

From survey by organized by European Commission among EU28 SMEs are 
obvious following data concerning internationalization: 

 
 25% of SMEs export and approximately 50% export  to countries outside the 

EU, and 50% to countries within the EU, 
 29% of SMEs imports, and approximately 50% imports  from countries out-

side the EU, and 50% from countries within the EU, 
 2% of SMEs realized foreign direct investment (European Commission 

2014c). 
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There is a relationship between the size of the company and internationaliza-
tion. What can be said is that the bigger the company, the higher propensity to in-
ternationalize. Medium sized companies have a greater tendency towards interna-
tionalization than small and micro enterprises. Concretely: expertly active is 24% 
of micro, small 38% and 53% of medium sized enterprises When it comes to im-
ports numbers are following: 28% of micro, small 39% and 55% of medium enter-
prises do import. In contrast among the size of the domestic population and the 
level of internationalization of SMEs is an indirect relationship. Countries like the 
Estonia, Denmark, Sweden, Slovenia and Czech Republic recorded higher percent-
age of exporters among SMEs than 25% of the European average. 

5.2 SMEs in Czech Republic 

SMEs have specific features that distinguish them from large enterprises. 
These businesses play an irreplaceable role and are very important for the whole 
economy of the country (MPO, 2014a). There can be found some positives and 
negatives about SMEs: 

 
Positives: 

 the relative flexibility and speed of response to changing conditions, 
 relatively high absorption capacity thanks to the flexibility of the workforce, 
 the ability to fill a gap in the structure of trade relations among large firms. 

 
Negatives: 

 complicated and costly raising capital, more difficult access to new markets, 
information, technologies and knowledge, 

 worse ability to mitigate the effects of changes in external factors at the be-
ginning (MPO, 2014a). 

 
When it comes to numbers. The share of small and medium enterprises in the 

total number of active enterprises in 2012 was 99.88% (MPO, 2014a) and in 2013 
99.83%. On 31. 12. 2013 there was 1 124 910 small and medium sized enterprises 
with 0 – 249 employees from which 869 279 were entrepreneurs and the rest – 
255 631 were companies (MPO, 2014b). In graph below can be seen development 
of numbers of Czech SMEs during the time period 2009 – 2013. From 2008 to 2012 
numbers of enterprises with less than 249 employees are slightly growing. Just in 
2013 there is slight decrease by 18 023 SMEs, caused by decrease of entrepreneurs 
(MPO, 2014b). 
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Figure. 8 Development of active SME entities in the Czech Republic in 2009-2013, source MPO 
2014b 

In 2013 Czech SMEs were employing 60% from all employees in Czech Repub-
lic and their share on added value was 54,8%. The total number of employees of 
Czech SMEs in 2013 decreased compared to 2012 by 93 000, by 4.96% of total 
1,782,000 employees. Small and medium sized enterprises in Czech were employ-
ing in 2013. There can be seen decreasing trend in over the 2009 – 2013 time peri-
od when it comes to numbers of employees of Czech SMEs. But important is to 
mention that this goes with the trend of increasing unemployment in overall Czech 
Republic (MPO, 2014b). 

  

Figure. 9 Imports and exports of Czech SMEs, source MPO 2014b 
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Figure. 10 Imports and exports of Czech SMEs, source: MPO, 2014c 

When it comes to international trade, exports and imports of Czech SMEs in 
the period 2009 – 2013, as seen on graph above, had sustained growth. In 2013, 
increase in exports were by 75,485 millions of CZK, which stands for 4.7%, and 
imports by 33,347 millions of CZK, which stands for 2.1% increase comparing to 
2012. The share of SMEs in total imports in 2013 was 58.4% and the share of SMEs 
in total exports was 53.6% (MPO, 2014c). 

Division of Czech SMEs according to NACE classification provides following 
graph. It is obvious that wholesale and retail trade, construction, accommodation 
and transportation and storage do dominate significantly and together represent 
75%. Information and communication sector represents 4%.  

 

Figure. 11 Division of Czech SMEs according to the NACE classification, source CSU 2014 
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5.3 ICT sector 

ICT stands for information and communication technology. ICT industry is crucial 
for improvement of competitiveness of EU industry and is called the industry of 
the future. According to European Commission SMEs play very important role – 
“SMEs are at the heart of innovation in ICT. They play a vital role with their capaci-
ties to generate new ideas and quickly transform these into business assets.” (Euro-
pean Commission, 2013).  

According to the European Commission (European Commision, 2013) the ICT 
sector is one of the leading sectors of the European Union. ICT sector to stimulate 
economic growth in EU in three ways: 
 For the EU as a whole has brought the ICT sector value added growth of 8% 

and is helping to maintain overall employment levels. 
 One of the main benefits of information and communication technologies is its 

efficient use - investment in ICT help to increase productivity. 
 Use of ICT enables businesses across industries to increase their overall effi-

ciency and competitiveness. 
 

It is actually estimated that half of the productivity growth in the EU achieved 
through ICT and quarter thanks to investment in research and development. 

5.3.1 Definition of ICT 

When defining ICT sector, in this thesis is followed NACE (Nomenclature générale 
des Activités économiques dans les Communautés Européennes) (Business Info, 
2009) classification. NACE is a statistical classification that has been used by EU 
since 1970. This classification has to use all the Members. Thus statistical data are 
comparable across the EU. Czech Republic has been using NACE classification (in-
stead of OKEČ) since 2008 (Business Info, 2009). 

Business entities are assigned to ICT based on predominant activity according 
to the CZ-NACE. Following this classification is Czech Statistical Office dividing ICT 
sector into four main categories (exact list of economic activities in the ICT sector 
by CZ-NACE can be found in appendix): 

 
 production of ICT (ICT manufacturing), 
 trade in ICT, 
 telecommunications, 
 services in the field of information technology (IT services). 
 

Production of ICT includes the manufacture of computers, peripheral equip-
ment, telecommunications equipment, consumer electronics and their components 
and parts, including electronic components (semiconductor components), magnet-
ic and optical media, design and use of integrated circuits and highly specialized 
miniature technology. 
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Trade in ICT includes the wholesale of information and communications 
technology. Which stays for computers, telecommunications equipment and parts. 

Telecommunications activities including activities related to the provision of 
telecommunication services, i.e. voice, data, text, sound and images. This includes 
providing access to the Internet providers of telecommunication networks. 
Transmission equipment performing these activities may be based on one or a 
combination of several technologies.  

Services in ICT mainly include publishing software, development, modifica-
tion and testing (programming) software, databases or websites on the contract; 
planning and designing computer systems, management, operation and repair of 
computer systems and/or data processing facilities, activities related to the pro-
cessing of data and the provision of infrastructure for hosting and accessing search 
engines and other web portals (CSU, 2013).  

5.3.2 Importance of ICT sector in Czech Republic 

ICT industry has over the past few years transformed from an industry on the out-
skirts in one of the most important sectors of the Czech economy. In 2012 was in 
ICT industry employed more than 140 000 people which is 2,8% of all employees 
in Czech Republic. In 1995 in ICT industry was employed 81 000 people with 1,6% 
share on all employees. It is obvious that number of employees in ICT industry has 
almost doubled since 1995 till 2012. More and more people is employed in IT ser-
vices – in 1995 in IT services was employed 37% and in 2012 59% from all people 
employed in ICT industry. In 2012 was in ICT industry working 21% employees in 
small ICT companies, 19% employees in medium sized companies and 60% in big 
companies. This number changes in ICT sub-category IT services a lot. In IT ser-
vices sub-category was in 2012 employed 49% in small, 24% in medium and 27% 
in big sized companies.  

 

Figure. 12 Employees in ICT industry, source: CSU 2014 
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Figure. 13 Employees in ICT industry occording to sub-categories, source: CSU 2014 

 

 

Figure. 14 Employees in ICT industry according to size of company, source CSU 

The value of production provided by ICT companies in Czech Republic was 
505 305 million CZK. Which is 7 times more than in 1995. Share of particular ICT 
categories on whole ICT production in 2012 are following: production of ICT 42%, 
trade in ICT 4%, telecommunications 22% and IT services 33%.  

 

Figure. 15 Value of production created by ICT industry, source CSU 
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From the following graph is obvious, that in whole ICT industry are crucial 
players big companies that had 90% share on ICT in terms of value of production. 
But it is obvious that when it comes to ICT services, SMEs have marginal share. 
There can be also pointed out that more than 70% of production value is provided 
by companies that are under control of foreign companies. This high number is 
given by the fact that Czech Republic has become important locality for outsourc-
ing and offshoring in ICT services (Czechinvest, 2005). 

 

Figure. 16 Production in ICT industry according to size of companies, source CSU 

Added value in ICT industry in Czech Republic was 159 422 million CZK in 
2012, which is 4,5 times more than in 1995 with the 4,1% share on Czech GDP.  

 

Figure. 17 Added value created in ICT industry, source: CSU 

In following graph can be seen that in 2012 was 18% added value created by 
small, 19% by medium and 63% by big companies. When looking just on the IT 
services, it is obvious that the numbers are covers. 63% of added value was creat-
ed by SMEs and 37% by big companies in ICT industry.  
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Figure. 18 Value added in ICT industry according to size of compnaies, source: CSU 

Imports and exports of ICT products during 1993 and 2012 time period and 
their share on total imports to and exports from Czech Republic can be seen in fol-
lowing graph. It is clear that importance of ICT sector is almost constantly growing. 
It shows that foreign trade in ICT goods in 1993 rose significantly, even in absolute 
terms and in terms of share of total imports and exports. 

 

Figure. 19 Development of foreign trade of ICT goods in the Czech Republic (1993 - 2011), Source: 
SPIR, 2013 
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Figure. 20 Development of foreign trade of ICT services in the Czech Republic (1993 - 2011), 
Source: SPIR, 2013 

5.3.3 Summary analysis of the ICT sector 

It is obvious from analysis in this chapter that the importance of ICT sector is in-
creasing. ICT sector is divided into four sub-categories – production of ICT, trade in 
ICT, telecommunications and IT services. From more detailed date of these sub-
categories can be seen that telecommunications sub-category has decreasing 
trend. Which is caused by the fact that firms and households do not use landlines 
as much as in the past. Similar development is observed in production of ICT, 
which is mainly cause by the fact that production (manufacturing) is being moved 
to countries like China or India, where the cost of production are cheaper. Trade in 
ICT is the least important –subcategory and has never been very important. For 
instance in terms of employment is almost two times smaller than telecommunica-
tions, almost three times smaller than production of ICT and more seven times 
smaller than ICT services sub-sector.  

The most important sub-category is ICT services. This sub-category is also the 
fastest growing one. In ICT services is employed the most people, is top in terms of 
added value and this category is top also when it comes to investments into re-
search and development and average wages. Then only observed indicator in 
which is ICT services sub-sector is not the biggest is value of production created in 
ICT sector in Czech Republic, but has the highest growth.  
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5.4 Primary data collection, processing and evaluation 

5.5 Data collection 

For the purposes of the thesis and in order to meet goals was chosen electronic 
questionnaire to collect the primary data. For compiling the questionnaire the em-
phasis was put on brevity, clarity and aptness of the questions. After compiling the 
questionnaire was checked whether the questions correspond to the objectives 
and hypotheses of the thesis. On the basis of the audit were some of the questions 
and possible answers repaired, removed or, conversely setup. The questionnaire 
was drawn up on the basis of theoretical knowledge based on scientific literature. 
The overall goal of the research was to find out influence of the EU on the interna-
tionalization process of Czech SMEs operating in the ICT industry and to find out 
barriers, motives and risks of  internationalization that are perceived by Czech ICT 
SMEs when internationalizing within the EU. This questionnaire can be found in 
annex.  

There were created two questionnaires. One for companies that have not 
started their internationalization process, but are about internationalize within 
next 10 years (this one had 11 questions) and second one for companies that are 
already operating in abroad (this one had 16 questions). Questionnaires were send 
by e-mail to e-mail addresses of approximately 10 000 Czech SMEs operating in 
ICT industry (but not all the e-mail addresses were still active. Actually approxi-
mately 2 000 e-mail addresses were incorrect or not active anymore). These con-
tacts were found in Amadeus and Albertina databases that are available for PEF 
Mendelu students. Also Czech organizations, like start-up accelerators and entre-
preneurial incubators that do support small ICT companies, were asked to help 
with the research. Together it was 16 institutions of this kind, but responded just 
two of them – Node5 based in Prague and South Moravian Innovation Centre based 
in Brno. These two institutions promised to re-send the e-mail with links to ques-
tionnaire to e-mail addresses of their members/participants.  

At the whole was collected 114 completed questionnaires from which 63 
(55%) was filled by SMEs that are already abroad and 51 (45%) by SMEs that are 
not abroad yet, bur are about to internationalize in 10 years. Data were collecting 
during March, April and May 2015. The reason why data were collecting in such a 
long time period is that it was not possible to send such a big amount of e-mails at 
one time (without paying for some e-mailing software).  

As part of a marketing survey five hypotheses were set and examined their ac-
curacy using statistical methods. Hypotheses were primarily focused on risk fac-
tors and barriers to internationalization process and on influence of EU on interna-
tionalization of Czech ICT SMEs. Hypothesis are following:  

 
H1: The perception of a greater number of risks of internationalization is not 

depend on whether the company enters markets within the EU. 
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H2: The perception of a greater number of barriers of internationalization is 
not depend on whether the company enters markets within the EU. 

H3: Number of foreign markets that is company operating in is not dependent 
on the size of the company.  

H4: The perception that the integration of the Czech Republic to the EU has 
brought new opportunities for expansion and made expansion into the EU easier is 
not dependent on the share of revenue from the EU on total revenue from abroad.  

5.6 Data processing and evaluation 

As mentioned earlier, 114 Czech SMEs operating in ICT industry and planning to 
internationalize or already internationally operating took part. The first group of 
companies were answering to 11 questions and second part of companies were 
answering to 16 questions. This part of the thesis will be divided into following 
parts: 

 
 General information about companies  
 General information about internationalization 
 Motives of internationalization within the EU 
 Barriers of internationalization within the EU 
 Risks of internationalization within the EU 
 Internationalization within the EU 

5.6.1 General information about internationalization 

Presence of companies in foreign markets 
Most of the companies, that are already present internationally, entered in-

ternational market 5-6 years ago (24% of companies). Second big group of compa-
nies are internationally present 3-4 years (22%) and the third biggest group are 
companies internationally present 1-2 years (15%). So 61% companies are inter-
nationally present 6 years at maximum. Only 2% are present more than 16 years.  
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Figure. 21 Number of years that are companies present in international market 

Here can be mentioned answers provided by ICT SMEs that are not yet inter-
nationally active. Most of these companies plan to internationalize within 2 years. 
There is 53% companies with this plan. 28% companies are about to international-
ize in 5 years, 13% in 10 years and 6% later. From this perspective it is obvious 
that if company is planning to internationalize, it is about to do that quite soon.  

Another statistics in this sub-chapter will be mention. It is division of compa-
nies according to number of foreign countries that have some international activi-
ties with. 51% SMEs are present in one or two countries. 20% are present in 3-4 
countries and 9% in 5-6 countries. Together it gives that 80% companies are pre-
sent in 6 countries at maximum. 4% SMEs are operating in 21 countries and more.  

 

Figure. 22 Number of foreign countries that are companies present in 
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Entry mode 
This question is concerned with the way how companies entered foreign mar-

ket when internationalizing for the first time. In other words what was their entry 
mode when entering their first foreign market. There was more options based on 
the literature research and each company could choose just one option. Compete 
results can be found in following table in the same order as it was published in 
questionnaire. It is clear that 60% SMEs chosen direct export when entering for-
eign market for the first time. Direct export is followed by indirect export (13%) 
and licencing (7%).  

 
Entry mode Not-internationalized Internationalized 

Direct export 28%  60% 
Indirect export 19% 13% 
Establishing a branch in foreign 
market 

19% 5% 

Takeover or fusion 0% 0% 
Establishing a new company in 
a foreign market 

0% 4% 

Licensing 19% 7% 
Franchising 3% 2% 
Joint venture 3% 2% 
Others 9% 7% 

Tab. 4 Entry modes 

Numbers are quite changed when it comes to companies that have no interna-
tionalized yet, but are about to do that. Number one choice how to enter foreign 
market for the first time still remains direct export. But percentage of companies 
that chosen this answer dropped from 60% to 28%. With the very same percent-
age are indirect export, establishing a branch in foreign market and licensing on 
the second place as the second most common option. Absolutely no company cho-
sen takeover or fusion as a foreign market entry mode for the first time. This fact, 
that takeover or fusion with foreign company is not so common for SMEs is also 
covered in literature. Similar counts for establishing a new company in a foreign 
country (0% for not-internationalized and only 4% for internationalized compa-
nies) or franchising (3 and 2%) and joint venture (3 and 2%).  

In this part of the thesis will be also mentioned question asking how, or how 
fast want companies, that are not present in any foreign market yet, international-
ize. Interesting here is that two extreme options gained the most votes. First ex-
treme is option that company planes to enter only countries that are geographical-
ly or culturally close to Czech Republic (for instance Slovakia, Poland, Austria or 
Germany). This option gained 28%. Another extreme is option that company wants 
to enter directly global market and this option gained 25%.  
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Figure. 23 How fast plan companies to internationalize 

Foreign presence 
This question was only for companies that already have some international 

business activities. More than one half of companies answered that they are pre-
sent in Slovakia. It is exactly 56% from all the companies. Next single country that 
have Czech companies foreign relations with is German (31%). When it comes to 
other two neighbouring countries of Czech Republic, companies are in both pre-
sent equally – in Austria as well as in Poland is present 13% of them. In South 
America has no company any international business activities from respondents.  
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Figure. 24 Division of presence in foreign countries 

Next question worth mentioning in this sub-chapter is whether companies, 
that already had internationalized, are planning to enter more countries. 71% of 
them answered that they want to expand their international activities into more 
countries. More specifically – to do that in two years answered 44% of them, in 5 
years 20% and in 10 years 7% of respondents want to enter more countries. On 
the other hand 22% companies do not want to increase international activities and 
7% are not sure about this question and answered that they do not know.  

 

Figure. 25 Expansion of international activities 

Question related with the previous one is to which foreign countries exactly 
are do companies plan to extend their international activities. This question was 
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available only for companies that are already internationally active. Most of the 
countries plan to enter EU countries, except those that that are direct neighbours 
with Czech Republic. Specifically it is 51% of companies. It is obvious from the first 
graph of this sub-chapter that majority of respondents are already present in Slo-
vakia. But still 9% companies do plan to increase international activities into this 
country. Also another Czech neighbours gained quite big attention from which the 
biggest gained Poland (21%), Germany (14%) and Austria (14%). From this point 
of view is obvious that EU countries and their markets are very important for 
Czech SMEs and majority of them are already present in EU markets and/or are 
planning to extend their international activities into even more EU countries. So EU 
countries are crucial for Czech SMEs.  

When it comes to countries that are outside the EU, Russia and South America 
gained the same interest – 9% both. 12% of companies plan to expand their inter-
national activities into Asia, 7% to North America and 7% to other countries. These 
numbers shows that EU is for Czech ICT SMEs crucial, but expansion to other than 
EU countries is not negligible. In the following graph are compared answers by 
companies that are already present in international market. There is comparison 
between countries that are already present in and countries that they plan to en-
ter.  

 

Figure. 26 Division of countries that are companies already present in and countries that plan to 
enter in the future 

5.6.2 Motives of internationalization within the EU 

Till now there was described general information about companies that took part 
in this research. There is a picture of how the companies are big and information 
about their internationalization process. Important question is what are their mo-
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tives of internationalization. Both groups of respondents were asked this question. 
In following graph will be these two groups compared.  

Three most important motives of internationalization within the EU for com-
panies that are already internationally active are: expand portfolio of customers 
(58%), new entrepreneurial possibilities (49%), and foreign demand (47%). Three 
most important motives for companies that are not internationally active yet are: 
new entrepreneurial possibilities (60%), and increase profit and expand portfolio 
of customers (both with 56%). Very important motive for these respondents is 
also to diminish dependency on one market (53%). It is obvious that two of top 
three motives are for both groups the same. To expand portfolio of customers and 
new entrepreneurial possibilities are very important motives for SMEs no mater if 
they are or are not internationally active. On the other hand the biggest difference 
is in foreign demand motive. For internationally active companies this is the third 
most important motive. On the other hand for not-internationally active SMEs it is 
the third least important motive. For both groups of companies the least important 

motives of internationalization are economies of scale and better utilization of 
production capacity.  
Figure. 27 Graph: motives of internationalization within the EU 

5.6.3 Barriers of internationalization within the EU 

In the survey there was 22 barriers chosen according to literature and companies 
could decide how serious they are/were as a barrier of internationalization. Due to 
the scale will be in this part of the work selected only the most important of them. 

Most serious barriers for internationally active companies are: difficulties 
with reaching potential customers abroad, difficulties in obtaining reliable repre-
sentation abroad and strong completion in abroad.  
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On the other hand the least serious barriers for this group of companies are: 
inability to offer satisfactory price, tariff barriers and worse/more difficult collec-
tion of payments from abroad. There was actually more barriers that were not also 
so much important for companies. For instance social and cultural differences, un-
known foreign trade practices, unequal tax burden compared with domestic en-
terprises, inadequate protection of rights or excessive transportation costs.  

Most serious barriers for internationally not yet active companies are: difficul-
ties in obtaining reliable representation abroad, the need to adapt products and 
services to the requirements of foreign markets, and difficult to reach potential 
customers abroad.  

The least serious barriers for this group of companies are: inability to offer 
satisfactory price, insufficient protection of rights and different or different safety 
and technical standards. Also another barriers falling into the category of the least 
serious barriers can be mentioned. They are: worse/more difficult collection of 
payments from abroad, tariff barriers and insufficient quantity and qualifications 
of employees of the company.  

There can be found some similarities among the two groups of companies. Dif-
ficulties in obtaining reliable representation abroad and difficulties with reaching 
potential customers abroad are the biggest issues for both of the groups. No mater 
whether the company is or is not internationally active. On the other hand the least 
serious barriers for companies from both groups are: tariff barriers and insuffi-
cient protection of rights.  

5.6.4 Risks of internationalization within the EU 

In the questionnaire were both groups of respondents asked to evaluate 9 risks, 
that were chosen based on the literature review, in order to find out which are the 
most and which are the lest serious risks according to the companies.  

Answers of internationally active companies are interesting from the point of 
view that most risk are according to them not so serious. Put differently – most of 
the risks were evaluated by more than 50% of respondents that they have per-
ceived those risks as not serious or absolutely not serious. Some risks even had no 
positive vote saying “Yes, our company had to face this risk when entering foreign 
market”. So the least serious risks according to SMEs that are internationally active 
are: risk of natural disaster, risk of changes in the political situation on foreign 
markets and risks connected with the transportation to foreign countries.  

On the other hand the most serious risks are according to respondents follow-
ing: the risk of a wrong choice of foreign trade partners, exchange rate risk and risk 
of unsaleable or low sales of the products.  

The least serious risks perceived by not-internationalized companies are: risk 
of natural disaster, risks connected with the transportation to foreign countries 
and the risk of seasonal fluctuations and changes in the economic situation abroad. 

The most serious risks perceived by not-internationalized companies are: the 
risk of a wrong choice of foreign trade partners, exchange rate risk and risk of un-
saleable or low sales of the products.  
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When comparing data in this sub-chapter it is obvious that there are not so 
big differences between internationalized and not-internationalized companies. 
Two out of three least serious risks are the same for the two groups of companies. 
Those are risk of natural disaster and risks connected with the transportation to 
foreign countries. And the most serious risks are totally the same for both groups.  

5.6.5 Internationalization within the EU 

Previous sub-chapters were concerned with barriers, risks and motives of interna-
tionalization within the EU. This sub-chapter is concerned with more general top-
ics – how do companies perceive EU in terms of their internationalization.  

 
Comparison of internationalization within the EU and outside the EU 
Aim of this sub-chapter is to summarize overall benefit of EU for Czech ICT 

SMEs. Internationally active as well as internationally not active companies were 
asked 10 specific question where they should compare internationalization on in-
ternal market within EU and internationalization outside the EU. In following 
graph are compared answers of both groups. The higher the percentage, the more 
companies agrees with particular opinion.  

 

Figure. 28 Comparison of internationalization within the EU and outside the EU 

It is obvious from previous graph that that companies that are already inter-
nationally active perceive role of the EU in 9 out of 10 cases more positive than 
companies operating only on domestic market so far. The only question where this 
relation is reversed is the need to adapt product/service is lower when expanding 
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to markets within the EU. This is actually top third question about which are not-
internationalized companies most optimistic when it comes to role of the EU. The 
most beneficial is the EU according to not-internationalized companies in the area 
of risks and barriers. 50% of not-internationalized companies believe that expan-
sion to foreign markets within the EU is connected with less barriers and 44% be-
lieve that it is less risky than expansion outside the EU.  

 These two benefits of the EU appears on the first places of internationally ac-
tive companies as well. But the number are almost doubled. 78% of internationally 
active companies believe that internationalization within the EU is less risky and 
according to 72% of companies is connected with less barriers. The third top bene-
fit of the EU is according to 48% companies in this group fact that entry into the 
markets within the EU is less expensive than expansion to foreign countries out-
side the EU. European Union is not so beneficial when it comes to staff require-
ments, promotion and operation of foreign markets.  
 

Internationalization according to closeness of the markets 
In previous sub-chapter were introduced results from important question, 

where companies were comparing expansion within the EU and outside the EU. In 
this sub-chapter will be compared internationalization to countries that are geo-
graphically or culturally close to Czech Republic with foreign markets outside the 
EU.  

 

Figure. 29 Internationalization according to closeness of the markets 

Also here can be observed the trend that more optimistic are internationally 
experienced companies. 71% of them believe that there is less barrier when enter-
ing countries that are close or similar to the Czech Republic and more than a half of 
them believe that internationalization to such a countries is faster and easier than 
internationalization to other countries of the EU. The least optimistic in this ques-
tion are both groups of companies when it comes to question of risks.  
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Overall influence of the EU on internationalization of Czech SMEs 
Companies in the survey were also asked very simple question: “Do you think 

that the inclusion of the Czech Republic to the EU has brought to your enterprise 
new opportunities for expansion and made expansion into the EU easier?” Compa-
nies could answer to this question on scale from Absolutely yes to Absolutely no. 
Division of the answers can be seen on following graph.  

 

Figure. 30 Overall influence of the EU on internationalization of Czech SMEs 

It is obvious from graph that also in this case are internationally active com-
panies more positive about the role of the EU than domestically operating compa-
nies. Exactly 87% of internationally active companies believe that the fact that 
Czech Republic is a Member of the EU has positive effect on their internationaliza-
tion. On the other hand “only” 54% companies from the second group believe in 
that.  

5.6.6 Hypothesis testing 

Before elaborating this chapter five hypothesis was set and in this chapter will be, 
based on data collected from survey, tested. For each hypothesis was first estab-
lished null hypothesis (tested hypothesis H0), and then the alternative hypothesis 
(H1), which can be taken in case of rejection of the null hypothesis. Null hypothesis 
expresses independence between the characters and the alternative hypothesis 
expresses the opposite – dependence. P-value was chosen to decide whether null 
hypothesis will or will not be rejected that was compared with α value. For a deci-
sion on the null hypothesis was used 5% level significant (α = 0.05).  

If the p-value has reached a higher value than the specified level of signifi-
cance, the null hypothesis (H0) could not be dismissed. Conversely in opposite case 
when p-value reached less than or equal to the set level of significance α, the null 
hypothesis (H0) of the independence of both characters was rejected and accepted 
alternative hypothesis (H1) of the dependence of the two characters. 
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Hypothesis 1: 
 
H0: The perception of a greater number of risks of internationalization is not 

depend on whether the company enters markets within the EU. 
H1: The perception of a greater number of risks of internationalization is de-

pend on whether the company enters markets within the EU. 
 
At a significance level of α = 0.05 can be rejected the null hypothesis because 

the p-value of 0.03115 came out and thus applies that p ≤ α. It can be therefore 
accepted the alternative hypothesis (H1). So it can be said that perception of a 
greater number of risks of internationalization is depend on whether the company 
enters markets within the EU. Rejection of H0 hypothesis and acceptation of alter-
native hypothesis refers to the fact that SMEs that took part in the survey believe 
that internationalization within the EU is less risky than internationalization out-
side the EU.  

 
Hypothesis 2: 

 
H0: The perception of a greater number of barriers of internationalization is 

not depend on whether the company enters markets within the EU. 
H1: The perception of a greater number of barriers of internationalization is 

depend on whether the company enters markets within the EU. 
At a significance level of α = 0.05 cannot be rejected the null hypothesis be-

cause the p-value of 0.13888 came out and thus applies that p > α. It cannot be 
therefore accepted the alternative hypothesis (H1) that perception of a greater 
number of barriers of internationalization is depend on whether the company en-
ters markets within the EU. In other words it cannot be said that SMEs that took 
part in the survey believe that internationalization within the EU is companied 
with smaller number of barriers than internationalization outside the EU.  

 
Hypothesis 3: 
 
H0: Number of foreign markets that is company operating in is not dependent 

on the size of the company.  
H1: Number of foreign markets that is company operating in is dependent on 

the size of the company.  
 
At a significance level of α = 0.05 can be rejected the null hypothesis because 

the p-value of 0.0075 came out and thus applies that p ≤ α. Therefore the alterna-
tive hypothesis (H1) can be accepted. So it can be said that there is relationship 
between size of the company and its international activities. Bigger companies are 
operating in more foreign markets than smaller companies.  
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Hypothesis 4: 
 
H0: The perception that the integration of the Czech Republic to the EU has 

brought new opportunities for expansion and made expansion into the EU easier is 
not dependent on the share of revenue from the EU on total revenue from abroad.  

H1:  The perception that the integration of the Czech Republic to the EU has 
brought new opportunities for expansion and made expansion into the EU easier is 
dependent on the share of revenue from the EU on total revenue from abroad. 

 
At a significance level of α = 0.05 can be rejected the null hypothesis because 

the p-value of 1.19783E-30 came out and thus applies that p ≤ α. Therefore the 
alternative hypothesis (H1) can be accepted. So it can be said that with increasing 
engagement in EU foreign markets is increasing positive opinion on European Un-
ion. The more is company involved in foreign markets, the more believes that EU 
has brought new opportunities for expansion and made expansion into the EU eas-
ier.  

The result of hypothesis testing is that only one out of four null hypothesis 
was not rejected. In three cases null hypothesis was rejected and alternative hy-
pothesis were accepted. Result of the testing shows that according to respondents, 
membership of Czech Republic in the EU has decreased perceived barriers of in-
ternationalization within the Union (which is not the case for risks) and believe 
that European Union has opened new international opportunities and made inter-
nationalization within the EU easier. The results also showed that there is relation-
ship between size of the company and its international involvement.  
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6 Discussion 

Crucial part of the thesis was primary data collection. Data needed for the purpose 
and to meet the goal of the thesis were collected by questionnaire survey. Compa-
nies were contacted via e-mail with enclosed links to electronic questionnaire. E-
mail addresses of Czech SMEs operating in ICT industry were found mainly in 
Amadeus and Albertina databases available for PEF Mendelu students, but also 
Czech major institutions (both private and public) supporting start-ups and new 
businesses were asked to help in research. Together 16 of them were asked and 
only 2 of them responded positively (Node5 and South Moravian Innovation Cen-
tre). 

There is more problems with such a way of research. About 10 000 e-mail ad-
dresses were found in mentioned databases and e-mail with links to question-
naires and providing letter was send to each of them. But about 2 000 e-mail ad-
dresses were not active anymore and it was not possible to reach them. Electronic 
questionnaire was filled only by 114 firms. E-mails might be also caught by spam 
filters, questionnaire might be too long or respondents did not have time or were 
not willing to fill the questionnaire. These and other reasons may explains such a 
low return of completed questionnaires.  

Two questionnaires were needed – one for companies that are not interna-
tionally active and second one for companies that are internationally active. By the 
first mentioned group of companies was filled 51 questionnaires and by the second 
group of firms 63 of them. Number of completed questionnaires is not a sufficient 
sample of Czech SMEs in ICT industry so findings cannot and will not be general-
ized to all Czech SMEs in ICT industry. This thesis focuses primarily on the presen-
tation of specific findings from the evaluation of the respondents' answers. 

Based on primary data from research were described and evaluated motives, 
barriers and risks of internationalization within the EU as well as overall opinion 
of respondents on the role of the EU on internationalization. It should be men-
tioned here that every company as well as every person has its specifics and so 
perceiving of above mentioned phenomena might be very subjective.  

From results of testing of hypotheses is particularly surprising null hypothesis 
of the first tested hypotheses was rejected and null hypothesis of the second tested 
hypothesis was not rejected. First hypothesis was concerned with risks and the 
second one with barriers. It was expected to reject both hypothesis. So companies 
that took part in the survey do believe that the EU has positive role in decreasing 
risks of internationalization within the EU but cannot be said that has positive role 
when it comes to barriers question.  

Interesting finding was that companies internationally active do generally 
perceive role of the EU on internationalization more optimistically than companies 
that are operating only on domestic market. Not only one but results from more 
questions do support this finding. Higher percentage of internationally active com-
panies than internationally not-active companies do believe that internationaliza-
tion within the EU is connected with less risks, smaller number of barriers, reach-
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ing of customers is easier, entry into the markets within the EU is less expensive  
or that searching for information and analysis of foreign markets is easier within 
the EU than outside the EU. From reached data is not possible to say why is it like 
that and this topic can be inspiration for single research.  

Results of the primary research can be compared with other studies dealing 
with similar topic. For instance large research by OECD (2009) among SMEs 
(among SMEs from all the industries, not only from ICT industry) had very similar 
results when indicating barriers of internationalization. These were divided into 
four groups: shortage of working capital to finance exports, identifying foreign 
business opportunities, limited information to locate/analyse markets and inabil-
ity to contact potential overseas customers. Also motives of internationalization 
can be compared with this major study. OECD (2009) study identifies four most 
important group of motives: growth motives, knowledge related motives, net-
work/social ties and supply chain links, domestic/regional market drivers. Also 
here can be found similarities, especially when it comes to growth motives and 
domestic/regional market drivers. From findings of the survey made for purposes 
of this thesis is clear that among most important motives of internationalization of 
respondents are profit increase, increase of customers portfolio, new business op-
portunities abroad and decrease of dependency on one market.  

Also in Toulová (2012) can be found similarities in this field. Among others – 
both researches shows that one of the least important motives of internationaliza-
tion is economies of scale. Interesting is that in Toulvás’ research increase in reve-
nue is more important than increase in profit. This order is opposite in this thesis 
primary research. Difference also is that better utilization of production capacities 
is the very least important motive according to respondents of research for this 
thesis (only 4,4 perceive this as an important motive of internationalization). On 
the other hand in Tolovás’ research more than 50% of respondents perceive this as 
an important motive.  

Respondents of Toulovás’ research were Czech SMEs in all the industries. 
Since this thesis is concerned with Czech SMEs operating in ICT industry it is ap-
propriate to compare results with primary research by Starnovský (2014) that was 
also concerned with internationalization of Czech ICT SMEs. Result of both re-
searches was that most of the companies (around 60%) chosen direct export as the 
way to enter foreign market when internationalizing for the first time. Both re-
searches also showed that most important foreign markets for respondents is Slo-
vakia followed by Germany Austria and Poland (so countries that are geographical-
ly or culturally close to Czech) and other EU countries.  

It was not possible to compare results of the thesis with results of any other 
research that would be concerned with the very same topic (which is impact of the 
EU on the internationalization of Czech SMEs in ICT industry) because there was 
not found research of this kind. But it might be interesting and helpful to compare 
results of this thesis that is concerned with internationalization of ICT SMEs with 
researches among SMEs from different industries.  
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Comparison can be made between Czech SMEs in ICT industry that took a part 
in the survey and Czech SMEs in engineering industry (research by Vítová, 2013). 
One of the similarities among abovementioned researches is that according to both 
companies choose direct export as a way to enter foreign market when interna-
tionalizing for the first time. Another similarity is that companies in both indus-
tries perceive natural disaster risk as the least serious. Also the need to adapt pric-
es for foreign customers and different norms and regulations in abroad are not 
according to respondents in both surveys very serious. On the other hand econom-
ical and business risks as the most serious according to them as well as strong for-
eign competition. On the other hand the risk of unsaleability or low saleability of 
products or services in abroad is perceived by engineering companies as much 
more serious than by ICT companies. The same counts for the risk of insolvency or 
payment unwillingness of foreign customers. Only 11% of ICT respondents believe 
that this is serious risk comparing with 39% respondents from engineering indus-
try.  

The results of primary research presented in this thesis can be also compared 
with results of research among SMEs in textile industry (Votoupalová, 2012). It can 
be said that respondents that operate in textile industry are more internationally 
active, because in 5 and more countries operate 42% of them. Comparing with 
29% of ICT companies. And in 1-2 foreign markets operate 35% of textile compa-
nies and 51% of ICT companies. For both groups of companies the most important 
markets are countries negbouring with Czech Republic. But the division of their 
importance is different. While for ICT respondents the very most important market 
is Slovakia for companies in textile industry the most important market is Germa-
ny. Similarities can be also found when it comes to question of barriers of interna-
tionalization. Lest serious barrier for textile companies is cultural barrier which is 
also for ICT companies one of the least serious barrier. In the research can be 
found that also for SMEs in textile industry the most common way of international-
ization is direct exporting.  

Interesting may be also to compare ICT and food industry (research made by 
Sedláková, 2014). This research confirms importance of neighbouting countries for 
internationalization of Czech SMEs. Slovakia, Germany, Poland and Austria (in this 
order) are the most important markets for Czech SMEs in food industry. Interest-
ing here is that Hungary is the fifth most important foreign market for SMEs in 
food industry. The most important motives for food companies are increase of 
profit (one of the most important motive for ICT companies) and extension of port-
folio of customers (the most important motive for ICT companies). One of the most 
serious barriers of internationalization is according to both surveys the problem 
with obtaining reliable foreign business partners. On the other hand surveys di-
verge in the perception of barriers connected enormous costs of transportation. 
More than 70% of ICT respondents do not perceive this as serious barrier. On the 
other hand for SMEs in food industry this is the fifth most serious barrier. This big 
difference is probably given by fact that a portion of ICT products and services can 



 77 

be traded and sold online. So in many cases ICT companies do not even need a 
transportation.  

Although the research was done on a very small sample of businesses, we can 
see a general trend, if we compare the results with the findings of other investiga-
tions. Also some differences between particular industries can be found.  
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7 Conclusion 

Most of the companies in the world fall into the SME category. More than 98% of 
companies are SMEs worldwide and EU as well as Czech Republic are not excep-
tions. SMEs are crucial for the economy by creating employment possibilities, tak-
ing part in international operations, and among others by developing innovations.  

In the EU there is more than 21 million small and medium sized companies 
(which is 99.8% share on total number of companies), employing more than 88 
million people (with 66,9% share on total employment) and creating 3,666,779 
million euros value added  in 2013 (with 58,1% share on total value added). 

There is more than one million SMEs in Czech Republic and their international 
activities are almost constantly growing. Share of SMEs on total Czech exports was 
in 2013 53.6% and share on imports was 58.4%. In 2013 there was exactly 
1,124,910 SMEs in Czech (with 99.88 share on total number of companies). Czech 
SMEs were in 2013 employing 1,782,000 people (60% share) and their share on 
total value added was 54.8%.  

Importance of ICT sector is increasing in Czech as well as in the European Un-
ion. It is estimated that 50% of productivity growth within the EU is achieved 
through ICT. ICT sector is not stimulating economies and firms in European Union 
only by increasing productivity, but also by increasing employment and use of ICT 
improves efficiency and competitiveness of companies across industries. 

More than 140 000 people is employed in ICT industry in Czech Republic. This 
number has almost doubled during the last decade. Value of production of ICT 
companies in Czech is more than 500 000 million CZK which is 7 times more than 
in 1995 and value added of companies in this industry exceeds 150 000 million 
CZK which is 4.5 times more than in 1995. Share of ICT products and services on 
imports is 16% and share on exports is 18% (and growing – in 1995 share on im-
ports was around 2.5% and share on exports was not even 1%).  

The main goal of the thesis was to find out how is the fact, that Czech Republic 
is a member of the EU is influencing internationalization of Czech SMEs operating 
in ICT industry. Partial goal of the thesis was to find out barriers, risks and motives 
of internationalization of Czech ICT SMEs within the EU.  

Primary and secondary data were analysed to fulfil both the main and partial 
objectives. Characteristics and development of SMEs and ICT sector within Czech 
Republic as well as within the EU were described using secondary data. In order to 
collect and analyse primary data was used an electronic questionnaire survey. Ac-
tually two questionnaires were needed. One for Czech ICT SMEs that are interna-
tionally active and one for companies that are not internationally active yet but do 
plan to internationalize.  

According to the data gained by questionnaire it can be summarized that most 
important foreign market for companies that took part in the survey is Slovakia 
(for more than 56% of them) followed by Germany (31%). Other than neighbour-
ing EU countries are important for 36% companies. North America (16%) is the 
most important foreign market outside the EU but it can be said that EU market is 
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crucial for SMEs who participated the questionnaire survey. The answer to the 
question why are neighbouring countries so important in terms of sales for com-
panies that took part in the survey might be that according to 50% or more inter-
nationally active as well as internationally not-active companies internationaliza-
tion to countries that are geographically or culturally close to Czech Republic is 
faster, easier, less costly and is connected with less barriers.  

 Another finding is that there is a positive relationship between the size of the 
company and extension of its international activities and that most of the compa-
nies entered foreign market (60% of internationally active companies) through 
direct exports when internationalizing for the first time and 28% of not-
internationalized companies plan to use direct export as their entry mode. No 
company internationalized or plans to internationalize by takeover of fusion entry 
mode for the first time. Interesting is the most common answers to question how, 
or how fast company wants to internationalize were the two extreme questions. 
Most of the companies (28%) want to enter country that are geographically or cul-
turally close to Czech Republic only and second most common answer (25%) was 
that companies plan to enter directly global market. 

Three most important motives of internationalization within the EU for com-
panies that are internationally active are:  
 expand portfolio of customers (58%),  
 new entrepreneurial possibilities (49%),  
 foreign demand (47%).  

 
Three most important motives for companies that are not internationally ac-

tive yet are:  
 new entrepreneurial possibilities (60%),  
 increase profit (56%), 
 expand portfolio of customers (56%). 

 
For both groups of companies the least important motives of internationaliza-

tion are economies of scale and better utilization of production capacity. The big-
gest difference is in perception of foreign demand motive. It is the third most im-
portant motive for internationally active companies while for companies that are 
not internationally active yet it is the third least important motive.  

Most serious barriers of internationalization within the European Union for 
internationally active companies are:  
 difficulties with reaching potential customers abroad, 
 difficulties in obtaining reliable representation abroad,  
 strong completion in abroad. 

 
Most serious barriers for internationally not yet active companies are:  

 difficulties in obtaining reliable representation abroad, 
 the need to adapt products and services to the requirements of foreign mar-

kets,  
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 difficulties with reaching potential customers abroad. 
 
Similarities among these two groups of companies are that difficulties in ob-

taining reliable representation abroad and difficulties with reaching potential cus-
tomers abroad are the biggest issues for them. On the other hand the least serious 
barriers for companies from both groups are: tariff barriers and insufficient pro-
tection of rights.  

When it comes to risks of internationalization within the EU, three the most 
serious risks perceived by internationally active and internationally not-active 
companies are totally the same: 
 risk of a wrong choice of foreign trade partners,  
 exchange rate risk,  
 risk of unsaleability or low sales of the products. 

 
Similarities are also on the other end of the scale and two out of three the least 

serious risks of internationalization within the EU are according to both groups of 
companies risk of natural disaster and risks connected with the transportation to 
foreign countries.  

In order to have better view on the role of the EU on internationalization of 
Czech ICT SMEs, respondents were asked to compare internationalization within 
the EU and outside the EU. Interesting finding is that in 9 out of 10 questions inter-
nationally active companies are more optimistic about the benefit of the EU. 35% 
not-internationalized and only 23% internationalized companies believe that the 
need to adapt product/service is lower when expanding to markets within the EU. 
This is the only question in which not-internationalized companies are more opti-
mistic about the role of the EU and this is actually the third most important benefit 
of the fact that Czech Republic is a Member of the EU for internationally not active 
SMEs. The first two places are following: 50% not internationally active companies 
believe that expansion to EU countries is easier (there is less barriers) and 44% of 
them believe that expansion to EU countries is less risky. These first two places are 
the same for internationally active companies, only in reverse order. 78% of inter-
nationally active companies believe that expansion to EU countries is less risky and 
72% of them believe that expansion to EU countries is easier (there is less barri-
ers) than expansion to foreign markets outside the EU. The third most important 
benefit of the role of the EU according to internationally active SMEs is that entry 
into the markets within the EU is less expensive.  

Positive perception of the role of the EU and the fact that Czech Republic is a 
Member of the European Union is also supported by the fact that 87% of interna-
tionally active and 54% internationally not-active Czech ICT SMEs that took part in 
the survey believe that integration of Czech Republic into the EU has brought new 
opportunities of expansion and made expansion into the EU easier.  



 81 

8 Literature 

ADAMS, F. Gerard. Globalization, today and tomorrow. New York: Routledge, 2011, 
x, 221 p. ISBN 978-020-3810-491 

ADLEY, Richard D., Heather I.M. WILSON a Luis Alfonso DAU. The network model 
of internationalisation and experiential knowledge. International Business 
Review [online]. 2003, vol. 12, issue 6, s. 697-717 [cit. 2015-02-18]. DOI: 
10.1057/9781137467720.0012. Available from: 
http://www.impgroup.org/uploads/papers/59.pdf 

AHOKANGAS, P. Internationalization and resources: An Analysis of Processes in 
Nordic SMEs [online]. Vaasa, 1998 [cit. 2015-02-10]. Available from 
<http://www.tritonia.fi/vanha/ov/acta64/index.html> and Security. Diane 
Publishing, 1999, 137 s. 

ANDERSEN, Otto. On the Internationalization Process of Firms: A Critical Analysis. 
Journal of International Business Studies [online]. 1993, vol. 24, issue 2, s. 
209-231 [cit. 2015-02-16]. DOI: 10.1057/palgrave.jibs.8490230. Available 
from: 
http://jpkc.swufe.edu.cn/up_files/file/cankaowenxian/yingwen/ON%20THE
%20INTERNATIONALIZATION%20PROCESS%20OF%20FIRMS.pdf 

AUTIO, Erkko, Harry SAPIENZA a James ALMEIDA. EFFECTS OF AGE AT ENTRY, 
KNOWLEDGE INTENSITY, AND IMITABILITY ON INTERNATIONAL GROWTH. 
Academy of Management Journal [online]. 2000, vol. 43, issue 5, s. 195-203 
[cit. 2015-03-15]. DOI: 10.1007/978-3-642-41440-4_15. Available from: 
http://www.jstor.org/discover/10.2307/1556419?uid=3737856&uid=2&uid
=4&sid=21106016951761 

AYAL, Igal. International Product Life Cycle: A Reassessment and Product Policy 
Implications. American Marketing Association: Journal of Marketing, Vol. 45, 
No. 4 [online]. 1981 [cit. 2015-03-12]. Available from: 
http://www.freewebs.com/nebitcorsalini/1251476.pdf, p. 91-96 

BARBER, William J. A history of economic thought [online]. 1st Wesleyan ed. Mid-
dletown, Conn.: Wesleyan University Press, 2009, 266 p. [cit. 2015-02-16]. 
ISBN 9780819569974. Available from: 
http://search.ebscohost.com/login.aspx?direct=true&scope=site&db=nlebk&
db=nlabk&AN=366609 

BARTLETT, Christopher A a Paul W BEAMISH. Transnational management: text, 
cases, and readings in cross-border management [online]. 6th ed. New York, 
NY: McGraw-Hill Irwin, 2012, xxiii, 727 p. [cit. 2015-04-01]. ISBN 00-780-
2939-2. Available from: 
https://books.google.cz/books?id=y0wyAgAAQBAJ&pg=PT21&dq=expanding
+abroad+motivations+means+and+mentalities+bartlett&hl=cs&sa=X&ei=nu9
DVZX-



82  

MEoP5UOapgdAH&redir_esc=y#v=onepage&q=expanding%20abroad%20mo
tivations%20means%20and%20mentalities%20bartlett&f=false, p. 5-9 

Beamish, P. W. (1990), The internationalisation process of smaller Ontario firms: A 
research Agenda, in RUGMAN, A.M. (ed.), Research in global strategic man-
agement, Greenwich: JAI Press, 77-92.  

BILKEY, Warren J. a George TESAR. The Export Behavior of Smaller-Sized Wiscon-
sin Manufacturing Firms [online]. 1977 [cit. 2015-02-16]. ISBN 
10.1057/palgrave.jibs.8490783. Available from: 
http://econpapers.repec.org/article/paljintbs/v_3a8_3ay_3a1977_3ai_3a1_3a
p_3a93-98.htm 

BUCKLEY, Peter a Pervez GHAURI. International Business Strategy: Theory and 
Practice [online]. 711 Third Avenue, New York: Routledge, 2015 [cit. 2015-03-
14]. ISBN 978-1-315-84836-5. Available from: 
https://books.google.cz/books?id=2H3ABgAAQBAJ&pg=PA9&lpg=PA9&dq=a
haro-
ni+j+.+1966.+the+foreign+investment+decision+process&source=bl&ots=AjL
TKhIknb&sig=Rhs8o0v5MivpV7LwuMl2G554jOo&hl=cs&sa=X&ei=UbwsVeW
5FuTgywPMu4BI&ved=0CFkQ6AEwBw#v=onepage&q=aharoni&f=false 

BUCKLEY, Peter J a Pervez N GHAURI. The internationalization of the firm [online]. 
2nd ed. New York: International Thomson Business Press, 1999, xx, 422 p. [cit. 
2015-02-10]. ISBN 18-615-2401-3. 

BUCKLEY, Peter J a Pervez N GHAURI. The internationalization of the firm. 2nd ed. 
New York: International Thomson Business Press, 1999, xx, 422 p. ISBN 18-
615-2401-3. 

BUSINESS INFO, 2009. Klasifikace ekonomických činností (CZ-NACE). Business 
Info [online]. [cit. 2015-04-08]. Available from: 
http://www.businessinfo.cz/cs/clanky/klasifikace-ekonomickych-cinnost-cz-
nace-3101.html 

CAVUSGIL, Tamer. Born Global Firms: A New International Entreprise [online]. 
USA: Business Expert Press, LLC, 2009 [cit. 2015-02-16]. ISBN 978-1-60649-
013-6. Available from: 
https://books.google.cz/books?id=jLmo4RC2mhIC&printsec=frontcover&dq=
born+globals&hl=cs&sa=X&ei=0_EGVcadIoLWUZ23hLgC&redir_esc=y#v=one
page&q=born%20globals&f=false 

Coviello, N.E., McAuley A., (1999), Internationalization and the Small Firm: A Re-
view of Contemporary Empirical Research, Management International Re-
view, vol.39, no.3 

CSU, 2013 Definice a vymezení ICT sektoru. Český Statistický Úřad [online]. [cit. 
2015-02-08]. Available from: 
https://www.czso.cz/documents/10180/23169794/definice_a_vymezeni_ict_
sektoru.pdf/4d7b286f-5bcc-44fb-aa77-
94a7b2a36dd2?redirect=https%3A%2F%2Fwww.czso.cz%2Fcsu%2Fczso%2



 83 

Fdomov%3Fp_p_id%3D3%26p_p_lifecycle%3D0%26p_p_state%3Dmaximize
d%26p_p_mode%3Dview%26_3_groupId%3D0%26_3_keywords%3Ddefinice
%2Ba%2Bvymezen%25C3%25AD%2520ICT%2Bsektoru%26_3_struts_actio
n%3D%252Fsearch%252Fsearch%26_3_redirect%3D%252Fweb%252Fczso
%252Fkatalog-produktu-vydavame%26_3_y%3D0%26_3_x%3D0 

CZECHINVEST. IT technologie a vývoj softwaru [online]. 2005 [cit. 2015-04-08]. 
Available from: http://www.czechinvest.org/it-technologiea-vyvoj-softwaru 

CZINKOTA, Michael R a Ilkka A RONKAINEN. International marketing [online]. 
10th ed. Mason, OH: South-Western Cengage Learning, c2013, xxxv, 677 p. [cit. 
2015-02-12]. ISBN 11-336-2751-X. Available from: 
https://books.google.cz/books?id=B7tOpAV3TzEC&printsec=frontcover&dq=
Czinko-
ta+and+Ronkainen,+2012+International+marketing&hl=cs&sa=X&ei=Pa7-
VP6SOqa4ygPMv4LoDg&ved=0CCkQ6AEwAA#v=onepage&q=internationaliza
tion&f=false 

CZINKOTA, Michael R, Ilkka A RONKAINEN a Marta ORTIZ-BUONAFINA. The ex-
port marketing imperative [online]. Mason, OH: Thomson, 2004, xiii, 252 p. 
[cit. 2015-04-02]. ISBN 03-242-2258-0. Available from: 
http://www.swlearning.com/pdfs/chapter/0324222580_1.PDF 

DREYHAUPT, Stephan. Locational Tournaments in the Context of the EU Competi-
tive Environment: A New Institutional Economics Approach to Foreign Direct 
Investment Policy Competition between Governments in Europe [online]. 
2006 [cit. 2015-03-10]. ISBN 3-8350-0280-5. Available from: 
https://books.google.cz/books?id=Oo05qkWLhksC&pg=PA35&lpg=PA35&dq
=Knickerbocker+graham+follow+the+leader&source=bl&ots=9ZqzDLqZgK&si
g=MTLqkuZJZUYZ1m2u1qqGhJOWXVM&hl=cs&sa=X&ei=bI8nVYmLK4vaavrt
gdAO&ved=0CFAQ6AEwCA#v=onepage&q=Knickerbocker%20graham%20fo
llow%20the%20leader&f=false, p. 35 – 37 

DUNNING, John H. Multinational enterprises and the global economy [online]. 
Reading, Mass.: Addison-Wesley, 2008, xvi, 687 p. [cit. 2015-03-09]. Interna-
tional business series (Wokingham, England). ISBN 02-011-7530-4. Available 
from: 
https://books.google.cz/books?id=Hz6S4BGmGxUC&printsec=frontcover&dq
=Multinational+enterprises+and+the+global+economy+dunning&hl=cs&sa=X
&ei=pxgmVenmItTrarDogbAB&redir_esc=y#v=onepage&q=risks&f=false p. 
236-277 

DUNNING, John. The eclecti paradigm of international production: a restatement 
and some possible extensions. University of Reading and Rutgers University 
[online]. 1985 [cit. 2015-03-13]. Available from: 
http://jpkc.swufe.edu.cn/up_files/File/cankaowenxian/yingwen/THEE%20C
LEC-
TICP%20ARADIGMO%20F%20INTERNATIONAPLR%20ODUCTION%20A%2
0RESTATEMENATN%20D%20SOMEP%20OSSIBLEE%20XTENSIONS.pdf 



84  

DUNNING, John. The eclectic paradigm as an envelope for economic and business 
theories of MNE activity. International Business Review [online]. 2000, vol. 9, 
issue 2, s. 163-190 [cit. 2015-03-13]. DOI: 10.4337/9781781950289.00010. 
Available from: 
http://www.exeter.ac.uk/media/universityofexeter/internationalexeter/doc
uments/iss/Dunning_IBR_2000.pdf 

ERIKSSON, Kent. Experimental knowledge and cost in the internationalization pro-
cess. Digitala Vetenskapliga Arkivet [online]. 2012 [cit. 2015-02-16]. Available 
from: http://www.diva-
portal.org/smash/get/diva2:461726/FULLTEXT01.pdf 

ETEMAD, Edited by Hamid. The process of internationalization in emerging SMEs 
and emerging economies [online]. Cheltenham, UK: Edward Elgar, 2013 [cit. 
2015-03-19]. ISBN 978-178-1003-190. Available from: 
https://books.google.cz/books?id=Xa1WdpZ1e2gC&pg=PA428&dq=Network
+theory+of+internationalization&hl=cs&sa=X&ei=iKAJVce7FMKxUeLVgpAG&
redir_esc=y#v=onepage&q=Network&f=false 

EUROPEAN COMMISSION, 2014A. Fact and figures about the EU´s Small and Medi-
um Enterprise (SME). In: European Commission [online]. [cit. 2015-04-07]. 
Available from: http://ec.europa.eu/enterprise/policies/sme/facts-figures-
analysis/index_en.htm 

EUROPEAN COMMISSION, 2015. What is an SME? European Commission [online]. 
(1422) [cit. 2015-04-07]. Available from: 
http://ec.europa.eu/enterprise/policies/sme/facts-figures-analysis/sme-
definition/index_en.htm 

EUROPEAN COMMISSION,. 2012. ICT - Information and communication technolo-
gies: Work programme 2013 [online]. [cit. 2015-04-09]. DOI: 10.2759/86401. 
ISSN 1681-8016. Available from: http://cordis.europa.eu/fp7/ict/docs/ict-
wp2013-10-7-2013-with-cover-issn.pdf 

EUROPEAN COMMISSION. 2014B. Annual Report on European SMEs 2013/2014: A 
Partial and Fragile Recovery. European Commission [online]. (No. 345) [cit. 
2015-04-07]. Available from: 
http://ec.europa.eu/enterprise/policies/sme/facts-figures-
analysis/performance-review/files/supporting-documents/2014/annual-
report-smes-2014_en.pdf 

EUROPEAN COMMISSION.2003. Commission recommendation: concerning the 
definition of micro, small and medium-sized enterprises. Official Journal of the 
European Union [online]. (1422) [cit. 2015-04-07]. Available from: 
http://eur-
lex.europa.eu/LexUriServ/LexUriServ.do?uri=OJ:L:2003:124:0036:0041:EN:P
DF, p. 39 

Eurosat [online]. [cit. 2015-04-07]. Available from: 
http://ec.europa.eu/eurostat/statistics-explained/index.php/Main_Page 



 85 

FORSGREN, Mats. Theories of the Multinational Firm a Multidimensional Creature 
in the Global Economy [online]. 2nd ed. Cheltenham: Edward Elgar Pub, 2013 
[cit. 2015-03-19]. ISBN 978-178-1006-467. Available from: 
https://books.google.cz/books?id=gETiuMikKYQC&pg=PA111&dq=Network+
theo-
ry+of+internationalization&hl=cs&sa=X&ei=iKAJVce7FMKxUeLVgpAG&redir_
esc=y#v=onepage&q=Network&f=false 

FRIEDMAN, T. L. The Lexus and the Olive Tree: Understanding Globalization. New 
York: Farrar, Straus and Giroux, 2000, 469 s. ISBN 0-374-18552-2. 

GABRIELSSON, Mika a V KIRPALANI. Handbook of research on born globals. 
Northampton, MA: Edward Elgar, 2012, xxii, 417 p. ISBN 0857938045. 

GAVUSGIL, Tamer a Gary KNIGHT. Born global firms: A new international enter-
prise [online]. 1st ed. New York, NY: Business Expert Press, 2009 [cit. 2015-
03-15]. ISBN 978-160-6490-129. Available from: 
https://books.google.cz/books?id=jLmo4RC2mhIC&printsec=frontcover&dq=
born+globals&hl=cs&sa=X&ei=0_EGVcadIoLWUZ23hLgC&redir_esc=y#v=one
page&q=born%20globals&f=false 

GLOWIK, By Mario. Market Entry Strategies Internationalization Theories, Net-
work Concepts and Cases of Asian firms: LG Electronics, Panasonic, Samsung, 
Sharp, Sony and TCL China [online]. [Online-Ausg.]. München: De Gruyter, 
2009 [cit. 2015-02-18]. ISBN 978-348-6599-763. Available from: 
https://books.google.cz/books?id=fGToBQAAQBAJ&pg=PA41&dq=Network+t
heo-
ry+of+internationalization&hl=cs&sa=X&ei=iKAJVce7FMKxUeLVgpAG&redir_
esc=y#v=onepage&q=Network%20theory%20of%20internationalization&f=f
alse 

GLOWIK, Mario. Market Entry Strategies: Concepts and Cases: Samsung, TCL-China 
and Sharp [online]. [Online-Ausg.]. München: Oldenbourg, R, 2009 [cit. 2015-
02-19]. ISBN 978-348-6584-127. Available from: 
https://books.google.cz/books?id=fGToBQAAQBAJ&pg=PA41&dq=Network+t
heo-
ry+of+internationalization&hl=cs&sa=X&ei=iKAJVce7FMKxUeLVgpAG&redir_
esc=y#v=onepage&q=Network%20theory%20of%20internationalization&f=f
alse 

GRAHAM, Edward. Oligopolistic Imitation, Theories of Foretgn Direct Investment, 
and European Direct Investment In the United States. Internet archive 
[online]. 1975, Alfred P. Sloan School of Management, Massachusetts Institute 
of Technology [cit. 2015-03-12]. Available from: 
https://archive.org/stream/oligopolisticimi00grah/oligopolisticimi00grah_dj
vu.txt 

HARRISON, A. L., DALKIRAN, E., ELSEY, E., International business: global competi-
tion from a European perspective. Oxford: Oxford University Press, 2000. 491 
s. ISBN 0-19-878213-6 



86  

HEAD, K. Revisiting Oligopolistic Reaction: Are FDI Decisions Strategic Comple-
ments?. [online]. 2001, s. 2-5 [cit. 2015-03-10]. Available from: 
http://webcache.googleusercontent.com/search?q=cache:whmDhGh-
YF0J:ftp://mse.univ-
paris1.fr/pub/mse/cahiers2000/Bla00049.pdf+&cd=2&hl=cs&ct=clnk&gl=cz 

HICKS, D. A. Report of the Defense Science Board Task Force on Globalization 

HOSSEINI, Mojtaba a Hosseini DADFAR. Network-based theories and international-
ization of firms: applications to empirical studies. Academia [online]. 2012 
[cit. 2015-02-19]. Available from: 
http://www.academia.edu/2120670/Network-
Based_Theories_and_Internationalization_of_firms_Applications_to_Empirical_
Studies, 188 

JAW, Yi-Long. The Internationalization of Born Globals: Entrepreneurship, Inter-
net, and Entry Strategies. The Journal of Global Business Management 
[online]. 2011 [cit. 2015-03-26]. Available from: 
http://www.jgbm.org/page/18%20Dr.%20Yi-Long%20Jaw.pdf 

JOHANSON, J.; MATTSSON, L.-G. Internationalisation in Industrial Systems: A Net-
work Approach. London: Croom Helm, 1988. 395 s. ISBN 0-7099-3796-2. 

JOHANSON, Jan a Finn WIEDERSHEIM-PAUL. THE INTERNATIONALIZATION OF 
THE FIRM ? FOUR SWEDISH CASES [online]. 1975 [cit. 2015-02-18]. ISBN 
10.1111/j.1467-6486.1975.tb00514.x. Available from: 
http://www.iei.liu.se/fek/frist/723g17/pwom_2008_filarkiv/1.104707/Four
SwedishCases.pdf 

JOHANSON, Jan a Jan-Erik VAHLNE. The Internationalization Process of the Firm—
A Model of Knowledge Development and Increasing Foreign Market Commit-
ments. University of Uppsala: Institute of International Business, Stockholm 
School of Economics, 1977. ISBN 10.1057/palgrave.jibs.8490676. Available 
from: http://edoc.sub.uni-
hamburg.de/hsu/volltexte/2006/847/pdf/2004.pdf 

JUREK, Martin. Austria’s Foreign Direct Investments. Econ Papers [online]. 2012, s. 
49-55 [cit. 2015-03-12]. Available from: 
http://econpapers.repec.org/article/prgjnlaop/v_3a2012_3ay_3a2012_3ai_3a
6_3aid_3a388_3ap_3a70-88.htm 

JUREK, Martin. Internacionalizační teorie a modely na příkladu rakouských firem 
na českém trhu. Acta Oeconomia Pragensia [online]. 2012 [cit. 2015-02-15]. 
Available from: http://www.vse.cz/aop/388 

KESKIN, Dyugu Anil. A Study on the Entry Strategies Related With Risk Manage-
ment of Turkish Companies to the Emerging Economies. International Journal 
of Business and Social Science [online]. 2012, č. 3 [cit. 2015-03-13]. Available 
from: http://ijbssnet.com/journals/Vol_3_No_7_April_2012/30.pdf 

KISLINGEROVÁ, Eva. Chování podniku v globalizujícím se prostředí. Vyd. 1. Praha: 
C. H. Beck, 2005, xxvii, 422 s. ISBN 80-717-9847-9. 



 87 

KNIGHT, Gary a Tamer CAVUSGIL. Innovation, Organizational Capabilities, and the 
Born-Global Firm. Journal of International Business Studies [online]. 2004, No. 
4 [cit. 2015-03-15]. DOI: 10.2307/3875135. Available from: 
http://www.jstor.org/discover/10.2307/3875135?uid=2134&uid=24761629
83&uid=3737856&uid=2&uid=70&uid=3&uid=2476162973&uid=60&sid=21
106014528101 

KNIGHT, Gary. An inquiry into born-global firms in Europe and the USA. Interna-
tional Marketing Review [online]. 2004, No. 6, s. 645-665 [cit. 2015-03-15]. 
DOI: 10.1108/02651330410568060. Available from: 
http://webcache.googleusercontent.com/search?q=cache:n0Sl7Gof3fMJ:www
.researchgate.net/profile/Tage_Madsen/publication/247613731_An_inquiry_i
nto_born-
glob-
al_firms_in_Europe_and_the_USA/links/0c960532fdff01b988000000.pdf+&cd
=3&hl=cs&ct=clnk&gl=cz 

KUBÍČKOVÁ, Lea a Martina TOULOVÁ. Risk factors in the internationalization pro-
cess of SMEs. Acta Mendelu [online]. 2013, LXI, s. 2385-2387 [cit. 2015-03-
09]. Available from: http://acta.mendelu.cz/pdf/actaun201361072385.pdf 

KUNEŠOVÁ, H. Světová ekonomika: nové jevy a perspektivy. 2., dopl. A přeprac. 
vyd. V Praze: C.H. Beck, 2006, xviii, 319 s. ISBN 80-7179-455-4. 

KUTSCHKER, Michael a Stefan SCHMID. Deuthsche National Bibliothek [online]. 
2008 [cit. 2015-03-12]. ISBN 9783-489-580013. Available from: 
https://portal.dnb.de/opac.htm?method=simpleSearch&cqlMode=true&quer
y=idn%3D988275872 

LAGHZAOUI, Soulaimane. SMEs' internationalization: an analysis with the concept 
of resources and competencies. Journal of Innovation Economics [online]. 
2011, vol. 7, issue 1 [cit. 2015-02-16]. DOI: 10.3917/jie.007.0181. Available 
from: http://www.cirmap-fea.org/fichiers/iibc-slaghzaoui.pdf 

LEE, Yung-Heng. Entry mode Choices between Wholly-Owned and Joint Ventures 
of Taiwanese Firms in China–An Eclectic Theory Perspective. The Journal of 
International Management Studies [online]. 2009, č. 4, s. 77-82 [cit. 2015-03-
13]. Available from: http://www.jimsjournal.org/10%20Yung-
Heng%20Lee.pdf 

LEHMANNOVÁ, Zuzana. Systems Approach: Theoretical and Methodological Prin-
ciples Focus on Globalization. Praha: Oeconomica, 2008. ISBN 1802-6591 

LEONIDOU, LC An Analysis of the Barriers Hindering Small Business Export Devel-
opment. In: Journal of Small Business Management. 2004, vol. 42, no. 3, p. 279-
302. ISSN 0047-2778. 

LIESCH, Peter, Lawrence WELCH a Peter BUCKLEY. Risk and Uncertainty in Inter-
nationalisation and International Entrepreneurship Studies: Review and Con-
ceptual Development. Research gate [online]. 2011, s. 855-857 [cit. 2015-03-
09]. DOI: 10.1007/s11575-011-0107-y. Available from: 



88  

http://webcache.googleusercontent.com/search?q=cache:aV9VWiP5sq8J:ww
w.researchgate.net/profile/Peter_Buckley/publication/261971912_Risk_and_
Uncertain-
ty_in_Internationalisation_and_International_Entrepreneurship_Studies_Revie
w_and_Conceptual_Development/links/ 

LU, Jane W. a Paul W. BEAMISH. The internationalization and performance of 
SMEs. Strategic Management Journal [online]. 2001, vol. 22, issue 67, s. 565-
586 [cit. 2015-02-16]. DOI: 10.1002/smj.184.abs. Available from: 
http://eco83.econ.unito.it/dottorato/marco_lamieri/fdi/6.pdf 

MACHKOVÁ, Hana. Mezinárodní marketing: [strategické trendy a příklady z praxe] 
[online]. 4. vyd. Praha: Grada, 2015, 194 s. [cit. 2015-03-09]. Expert (Grada). 
ISBN 978-80-247-5366-9. Available from: 
http://books.google.cz/books?id=4eSJy3jb8JAC&printsec=frontcover&hl=cs&
source=gbs_atb#v=onepage&q=egap&f=false 

MASUM, Mohibul Islam. Internationalization Process of SMEs: Strategies and 
Methods. Digital Vetenskapliga Arkivet [online]. 2008 [cit. 2015-02-17]. Avail-
able from: http://www.diva-
portal.org/smash/get/diva2:121500/FULLTEXT01.pdf 

MAYRHOFER, Ulrike. Management of Multinational Companies: French perspec-
tive. France: Palgrave Macmillan, 2012. ISBN 9781137023896. Available from: 
https://books.google.cz/books?id=hXtjAQAAQBAJ&pg=PA16&dq=mercier-
suis-
sa&hl=cs&sa=X&ei=zYEFVcyrL4feU5GHhLgF&redir_esc=y#v=onepage&q=me
rcier-suissa&f=false 

MCKINSEY AND CO. Emerging exporters : Australia's high value-added manufac-
turing exporters: inal report of the study / by McKinsey & Company and the 
Australian Manufacturing Council Secretariat to the Australian Manufacturing 
Council. National Library of Australia [online]. 1993, s. 85-87 [cit. 2015-03-
15]. Available from: 
http://trove.nla.gov.au/work/9946704?q&versionId=45484807 

Melin, L. (1992), Internationalization as a Strategic Process, Strategic Management 
Journal, no.13 [online].  Available from: 
http://teaching.ust.hk/~mgto650p/meyer/readings/8/Melin.pdf 

MEZŘICKÝ, Václav. Globalizace. 1.vyd. Praha: Portál, 2003, 147 s. ISBN 80-717-
8748-5. 

MONYE, Sylvester. Transaction costs and the internationalization of business fran-
chising. London South Bank University [online]. 1997, 1-97 [cit. 2015-03-12]. 
Available from: 
http://bus.lsbu.ac.uk/cibs/sites/bus.lsbu.ac.uk.bus.cibs/files/1-97.pdf 

MORGAN, Robert a Constantine KATSIKEAS. Theories of international trade, for-
eign direct investment and firm internationalization: a critique. University of 
St Andrews [online]. 1997 [cit. 2015-03-12]. Available from: http://www.st-



 89 

an-
drews.ac.uk/business/distance/Economics/Reading/Critique_trade_theories.
pdf, p. 68-75 

MPO, 2014c. Zpráva o vývoji malého a středního podnikání a jeho podpoře v roce 
2013. Ministerstvo průmyslu a obchodu: Oddělení politiky MSP, finančních 
nástrojů a maloobchodu [online]. [cit. 2015-04-07]. Available from: 
http://www.mpo.cz/assets/cz/podpora-
podnikani/msp/2015/1/Zprava_o_vyvoji_MSP_2013.pdf 

MPO. 2014a. Zpráva o vývoji malého a středního podnikání a jeho podpoře v roce 
2012. Ministerstvo průmyslu a obchodu [online]. [cit. 2015-04-07]. Available 
from: http://www.mpo.cz/dokument142895.html 

MPO. 2014b. Zpráva o vývoji malého a středního podnikání a jeho podpoře v roce 
2013. Ministerstvo průmyslu a obchodu [online]. [cit. 2015-04-07]. Available 
from: http://www.mpo.cz/dokument151050.html 

NANDÉ, Arvind a Shaila DIAS. International Business and New Trends. Mumbai: 
Nirali Parakashkan, 2007. 1.vydání. ISBN 9789380064086. 

NEJATI, Mehran. Global Business and Management Research: An International 
Journal Vol.1, No.1 [online]. Universal-Publishers, 2009 [cit. 2015-02-17]. 
ISBN 9781599429113. Available from: 
https://books.google.cz/books?id=UnTFpERQfSMC&pg=PA52&dq=uppsala+
model&hl=cs&sa=X&ei=-
l0IVZqzIIKCzAOgk4DIAw&ved=0CF4Q6AEwCA#v=onepage&q=uppsala%20m
odel&f=false 

NINAN, Schien. The Internationalization of Austrian Firms in Central and Eastern 
Europe: A Longitudinal Approach. Wirtschafts Universität Wien [online]. 2012 
[cit. 2015-02-16]. Available from: http://bach.wu-wien.ac.at/bachapp/cgi-
bin/fides/fides.aspx/fides.aspx?search=true;pub=true;tid=49975;lang=EN 

OECD. Top Barriers and Drivers to SME Internationalisation. OECD Centre for En-
trepreneurship, SME and Local Development (CFE) [online]. 2009 [cit. 2015-
03-27]. Available from: http://www.oecd.org/industry/smes/43357832.pdf, 
p. 12-15 

ONKELINX, Jonas a Leo SLEUWAEGEN. Internationalization of SMEs. Flanders DC 
[online]. 2008 [cit. 2015-04-02]. Available from: 
http://www.flandersdc.be/sites/default/files/Flanders%20DC%20Study%20
-%20Internationalization%20of%20SMEs.pdf 

OVIATT, Benjamin M. a Patricia MCDOUGALL. Global Start-Ups: Entrepreneurs on a 
Worldwide Stage. The Academy of Management Executive [online]. 1995, No. 
2, s. 30-44 [cit. 2015-03-15]. Available from: 
http://www.jstor.org/discover/10.2307/4165256?uid=2134&uid=24761629
83&uid=3737856&uid=2&uid=70&uid=3&uid=2476162973&uid=60&sid=21
106014528101 



90  

PAUL, Justin. International business [online]. 5th ed. New Delhi: PHI Learning, 
2011 [cit. 2015-03-10]. ISBN 81-203-4272-0. Available from: 
https://books.google.cz/books?id=E05zW5m-
GjsC&pg=PA234&lpg=PA234&dq=raymond+vernon+theory+of+strategic+beh
aviour&source=bl&ots=xR78QkVkze&sig=2RiVCSqpU_-
UQkvC_cH3EsCXfOc&hl=cs&sa=X&ei=Hu8cVav5HYOwUeyygaAI&ved=0CEAQ
6AEwAw#v=onepage&q=raymond%20vernon%20theory%20of%20strategic
%20behaviour&f=false, p. 233 – 235 

PAVLÍK, Petr. Integrační procesy ve světě. In: Politická a regionální geografie 
[online]. 2005 [cit. 2015-02-15]. Available from: 
http://prg.xf.cz/kniha/kap8.htm 

PRAKASHAN, N. International Business and New Trends. Pune: 2007. ISBN 
9789380064086.Availablefrom: 
http://books.google.cz/books?id=LKcPAVDdjR8C&pg=PP3&dq=globalization
+definition&hl=cs&source=gbs_selected_pages&cad=3#v=onepage&q&f=false 

RAMAMURTI, Ravi a Niron HASHAI. The future of foreign direct investment and 
the multinational enterprise [online]. 1st ed. Bingley [England]: Emerald 
Group Pub. Ltd., 2011, xxi, 452 p. [cit. 2015-03-14]. Research in global strate-
gic management. ISBN 9780857245557. Available from: 
https://books.google.cz/books?id=fgS0xRaMbcMC&pg=PA17&lpg=PA17&dq=
aharo-
ni+j+.+1966.+the+foreign+investment+decision+process&source=bl&ots=hxa
4ozicZR&sig=PB6Mo9Z3VtZ-
86eFSrB8CVeIKWY&hl=cs&sa=X&ei=UbwsVeW5FuTgywPMu4BI&ved=0CF0
Q6AEwCA#v=onepage&q=aharoni&f=false 

REINERT, Kenneth A. The Princeton encyclopedia of the world economy [online]. 
Princeton: Princeton University Press, 2009, 2 v. (xli, 1246 p.) [cit. 2015-03-
10]. ISBN 06-911-2812-X. Available from: 
https://books.google.cz/books?id=YbDtAQAAQBAJ&pg=PA482&lpg=PA482&
dq=Knickerbocker+graham+follow+the+leader&source=bl&ots=GPi6ZDbM0O
&sig=edeSPJ-
pcJkeFZC9bdIMOr5QJiU&hl=cs&sa=X&ei=bI8nVYmLK4vaavrtgdAO&ved=0CC
AQ6AEwAA#v=onepage&q=Knickerbocker%20graham%20follow%20the%2
0leader&f=false, p. 482 - 485 

RODRIGUEZ, Victoria, Lucia BARCOS a Jesus ALVAREZ. Managing risk and 
knowledge in the internationalisation process. Intangible Capital [online]. 
2010, No. 2 [cit. 2015-03-27]. Available from: 
http://www.intangiblecapital.org/index.php/ic/article/viewFile/162/122, p. 
204 – 205 

RUGMAN, Alan M. Reconciling Internalization Theory and the Eclectic Paradigm. 
Multinational Business Review [online]. 2010, vol. 18, issue 2, s. 1-12 [cit. 
2015-03-13]. DOI: 10.1108/1525383X201000007. Available from: 



 91 

http://centaur.reading.ac.uk/6112/1/MBR_%EE%80%8018_2_-
1%EE%80%81_FINAL.pdf 

RUGMAN, Alan M. The theory of multinational enterprises: the selected scientific 
papers of Alan M. Rugman [online]. Brookfield, VT: E. Elgar, 1996, v. <1 > [cit. 
2015-03-12]. ISBN 18-589-8409-2. Available from: 
https://books.google.cz/books?id=J6uhghPBo_kC&pg=PA103&lpg=PA103&d
q=knickerbocker+oligopolistic+reaction+and+multinational+enterprise&sour
ce=bl&ots=xvTskuxU86&sig=3wGzj_54_JXREGeDDr1wWaNzvrw&hl=cs&sa=X
&ei=05InVerrFcLfaMvDgMAP&ved=0CHcQ6AEwCQ#v=onepage&q=knickerb
ock-
er%20oligopolistic%20reaction%20and%20multinational%20enterprise&f=f
alse 

RUZZIER, Mitja, Robert D. HISRICH, Bostjan ANTONCIC, Tiia VISSAK, Alex RIALP, 
Josep RIALP a Yang GAO. SME internationalization research: past, present, and 
future. Faculty of Management, University of Primorska, Koper, Slovenia: Em-
erald Group Publishing Limited, 2006. ISBN 10.1163/1877-
5888_rpp_com_025471. Available from: 
http://www.conceptme.pt/conceptme_test/images/9/97/SME_internationali
zation_research_past,_present,_and_future.pdf 

SEDLÁKOVÁ, Gabriela. 2012. Rizikové faktory procesu internacionalizace MSP 
podnikajících v potravinářském průmyslu. Brno. Diploma thesis. Mendelova 
univerzita v Brně, Provozně ekonomická fakulta. Vedoucí práce Doc. Ing. Lea 
Kubíčková, Ph.D. 

SHUEY, R., WELLS, G. J., KIELY, R. Globalization. New York: Nova Publishers, 2001, 
96 s. ISBN 1-59033-128-1. 

SOJKA, Milan. Dějiny ekonomických teorií. Praha: Havlíček Brain Team, 2010, 541 
s. ISBN 978-80-87109-21-2. 

SPIEZIA, Vincenzo. ICT Sector and Products New Classifications based on ISIC Rev. 
4 and CPC Ver. 2. International Telecommunication Union [online]. 2008 [cit. 
2015-02-16]. Available from: https://www.itu.int/ITU-
D/ict/events/geneva08/Session3_Spiezia_classifications.pdf 

SPIR,. 2013. Česká internetová ekonomika. Sdružení pro internetovou reklamu 
[online]. [cit. 2015-04-08]. Available from: 
http://www.studiespir.cz/download/studie-spir.pdf 

STARNOVKSÝ, Jakub. 2012. Rizika v procesu internacionalizace MSP podnikajících 
v oblasti ICT. Brno. Diploma thesis. Mendelova univerzita v Brně, Provozně 
ekonomická fakulta. Vedoucí práce Doc. Ing. Lea Kubíčková, Ph.D. 

STEINBERG, R., Enterprise Risk Management — Integrated Framework. COSO - 
Committee of Sponsoring Organizations of the Treadway Commission 
[online]. 2004, č. 2, 1 - 17 [cit. 2015-03-09]. Available from: 
http://www.coso.org/documents/coso_erm_executivesummary.pdf 



92  

STOIAN, Carmen. Dunning’s Eclectic Paradigm: A Holistic, Yet Context Specific 
Framework for Analysing the Determinants of outward FDI.: Evidence from 
International Greek Investments. University of Kent [online]. 2014 [cit. 2015-
03-13]. Available from: https://kar.kent.ac.uk/9871/1/IBRRevisedLast.pdf 

STRAKA, Jakub. 2012. Vnímaní rizikových faktorů internacionalizačního procesu 
MSP ve vybraných státech EU. Brno. Diploma thesis. Mendelova univerzita v 
Brně, Provozně ekonomická fakulta. Vedoucí práce Doc. Ing. Lea Kubíčková, 
Ph.D. 

STREMTAN, F., MIHALACHE, S.-S. a PIORAS, V. On the internationalization of the 
firms - from theory to practice. In: Annales Universitatis Apulensis Series 
Oeconomica [online]. 2009, vol. 11, no. 2, p. 1025-1033. [cit. 2015-03-09]. 
Available from: http://oeconomica.uab.ro/upload/lucrari/1120092/48.pdf. 

ŠIMKOVÁ, Eva. Ekonomika zahraničního obchodu. Vyd. 1. Hradec Králové: Gaude-
amus, 2005, 124 s. ISBN 80-704-1415-4. 

TEECE, David J. Economic performance and the theory of the firm [online]. North-
ampton, Mass.: Edward Elgar Pub., c1998, xxii, 640 p. [cit. 2015-03-14]. ISBN 
18589833551. Available from: 
https://books.google.cz/books?id=tItk4D1Ct1oC&pg=PA389&lpg=PA389&dq
=aharoni+j+.+1966.+the+foreign+investment+decision+process&source=bl&o
ts=40brZigf33&sig=J9j8MareG0p0l6M3DDyaDSr-
jm4&hl=cs&sa=X&ei=UbwsVeW5FuTgywPMu4BI&ved=0CE8Q6AEwBQ#v=on
epage&q=aharoni&f=false 

TEECE, David J. Transactions cost economics and the multinational enterprise An 
Assessment: An Information Cost Approach. Journal of Economic Behavior 
[online]. 1986, vol. 7, issue 1, s. 107-124 [cit. 2015-03-12]. DOI: 
10.1057/9781137356932.0008. Available from: 
http://im.univie.ac.at/fileadmin/user_upload/proj_windsperger/KFK/KfK/T
CandMNC.pdf 

TOULOVÁ, Martin, Marcela VOTOUPALOVÁ a Lea KUBÍČKOVÁ. The Perception of 
Risk Factors in the Internationalization Process by Small and Medium-sized 
Enterprises. Virtuálne laboratórium elektronického podnikania: 5 th Central 
European Conference in Regional Science – CERS, 2014 [online]. 2014, s. 
1075-1076 [cit. 2015-03-09]. Available from: 
http://www3.ekf.tuke.sk/cers/files/zbornik2014/PDF/Toulova,%20Votoupa
lova,%20Kubickova.pdf 

TOULOVÁ, Martina. 2012. Rizikové faktory procesu internacionalizace MSP. Brno. 
Diploma thesis. Mendelova univerzita v Brně, Provozně ekonomická fakulta. 
Vedoucí práce Doc. Ing. Lea Kubíčková, Ph.D. 

TRICOLICI, Corina. International product life cycle. Proven models [online]. 2013 
[cit. 2015-03-12]. Available from: 
http://www.provenmodels.com/583/international-product-life-
cycle/raymond-vernon 



 93 

TURPIN, M. 2002. Risk Management in Europe 2002. An Investigation of Medium-
Sized Enterprises. London: Marsh & McLennan Companies. 

VERNON, Raymond. International investment and international trade in the prod-
uct cycle. The International Executive [online]. 1966, vol. 8, issue 4, s. 16-16 
[cit. 2015-03-12]. DOI: 10.1002/tie.5060080409. Available from: 
http://bev.berkeley.edu/ipe/readings/International%20Investment%20and
%20International%20Trade%20in%20the%20Product%20Cycle.pdf 

VOJÍK, V. Specifika podnikání malých a středních podniků v tuzemsku a zahraničí. 
Vyd. 1. Praha: Wolters Kluwer Česká republika, 2010, 275 s. ISBN 978-80-
7357-534-2 

VOJÍK, V. Specifika podnikání malých a středních podniků v tuzemsku a zahraničí. 
Vyd. 1. Praha: Wolters Kluwer Česká republika, 2010, ISBN 978-80-7357-534-
2 

WELLS, Louis T. The product life cycle and international trade [online]. Boston: 
Division of Research, Graduate School of Business Administration, Harvard 
University, 1972, vii, 259 p. [cit. 2015-03-12]. ISBN 08-758-4095-7. Available 
from: 
https://wiki.zirve.edu.tr/sandbox/groups/economicsandadministrativescien
ces/wiki/8fc9c/attachments/87b49/Wells.pdf, p. 1-6 

WICTOR, Ingemar. Born globals: Rapid international growth innew ven-
tures [online]. Jönköping: Jönköping University, 2012 [cit. 2015-03-15]. ISBN 
978-918-6345-327. Available from: http://www.diva-
portal.org/smash/get/diva2:534093/FULLTEXT01.pdf 

WILLIAMSON, Oliver. The economic institutions of capitalism: firms, markets, rela-
tional contracting. Yale University [online]. 1985 [cit. 2015-03-13]. Available 
from: 
http://www.sp.uconn.edu/~langlois/Williamson%20(1985),%20chapter%2
01.pdf 

WUNDERLICH, Jens-Uwe. A dictionary of globalization. Great Britain: MPG Books 
Ltd, 2007. ISBN 13 978 185743 332 6 

YANG, Kun a Jinlin ZHAO. Agenda of the international entry choice research in hos-
pitality management field. Scholar works [online]. 2012, s. 1-9 [cit. 2015-03-
13]. Available from: 
http://scholarworks.umass.edu/cgi/viewcontent.cgi?article=1311&context=g
radconf_hospitality 

ZHOU, Lianxi a Wei-ping WU. Internationalization and the performance of born-
global SMEs: the mediating role of social networks [online]. [cit. 2015-02-19]. 
ISBN 10.1057/palgrave.jibs.8400282. 

 

 

 

 



94  

9 Annexes 

A. The list of economic activities in the ICT sector (by CZ-
NACE) 
The ICT sector comprises all economic entities of the business sector whose 

predominant economic activity includes the following sections, groups and classes 
of CZ-NACE: 
1. The manufacture of ICT (ICT manufacturing) - the group from 26.1 to 26.4 
and 26.8 
 Manufacture of electronic components and boards - Group 26.1 
 Manufacture of computers and peripheral equipment - Group 26.2 
 Manufacture of communication equipment - Group 26.3 
 Manufacture of consumer electronics and media (groups 26.4, 26.8) 
 Production of consumer electronics - Group 26.4 
 Manufacture of magnetic and optical media - Group 26.8 

2. Trade in ICT - Group 46.5 
 Wholesale of information and communication equipment - group 46.5 

3. Telecommunications business (telecommunications) - Section 61 
 Activities related to fixed telecommunications networks - Group 61.1 
 Activities related to wireless telecommunications networks - Group 61.2 
 Other telecommunications activities (group 61.3, 61.9) 
 Activities related to satellite telecommunications - Group 61.3 
 Other telecommunications activities - 61.9 

4. The services in the field of information technology (IT services) - Section 
62; Group 58.2, 63.1 and 95.1 

 Programming and other IT activities (division 62, group 58.2): 
 Publishing Software - Group 58.2 
 Activities in the field of information technology - Section 62 
 of class 62.01 - Programming 
 for class 62.02. - Consulting in Information Technology 
 of class 62.03 - Computer facilities management 
 a Class 62.09 - Other activities in the field of information technology 
 Activities related to data processing and hosting; related activities 
 Web portals - Group 63.1 
 Repair of computers and communication equipment - Group 95.1 (CSU 2014) 
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C. General information about companies 
 
In this part of the thesis will be described composition of companies that took part 
in the survey with emphasis on their size. Overall 98% companies answered that 
are in ICT business. From this reason those 2% answering they are not operating 
in ICT business had to be erased.  
 

Number of employees 
Second filtering question was concerned with the size of the company and two 

question were asked with the aim to find out whether the company falls into the 
SME category or not. Most of the companies are micro companies. More specifically 
- 62% operating internationally and 66% not operating internationally yet an-
swered that have just 1-9 employees,.31% of internationally not-active and 27% of 
internationally active companies that took part in survey have 10-49 employees 
and 3% of internationally active and 11% not internationally companies do have 
50-249 employees. None of companies answered that have more than 250 em-
ployees (which would qualified them as big company and had to be disqualified 
from the survey for that reason).  

 
Division according to revenue 
Next filtering question related to revenue. Also here no company had to be 

canceled from the overall data collection. The reason is that no one answered that 
their company has more than 50 million euro of yearly revenue. Also here majority 
companies fall into the first group with 0-2 million euro revenues. Almost 100% 
(concretely 97%) of companies that are not operating internationally yet have 
yearly revenue less than 2 million euro. Majority of companies that are already 
present internationally also has revenues smaller than 2 million euro a year (62%). 
Internationally active companies: 13% companies with revenues bigger than 2 
million but smaller than 10 million euro and 20% companies with revenues bigger 
than 10 million euro but smaller than 50 million euro. So there can be found some 
relationship between size of the company and its internationalization.  
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B. Questionnaires 
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