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[bookmark: _Toc387250136]Abstract
Although international expansion represents an important strategic decision that family firms must undergo to expand, limited research has been conducted on internationalization decision making in family businesses. The few studies that have examined family business have demonstrated many inconstancies regarding the factors that influence a family business internationalization decision making. Especially for young economies such as the United Arab Emirates (UAE), a limited number of studies have looked on the internationalization of family business. 
This study is attempting to remedy this lack of research and is examining the internationalization behavior of family businesses in the UAE, a new dynamic emerging economy. A qualitative research approach was selected, and after a thorough review of the extant literature, the major factors affecting decision making regarding the internationalization of family businesses were identified. In addition, after qualitatively analyzing six family companies in the UAE, empirical findings were collected and were compared with findings from previous studies. It was concluded that there are some common factors regarding internationalization decision making in family businesses in the UAE and rest of the world, and some of the factors are unique to a specific country, industry, or product. At the end, suggestions on how to move this field of study forward are presented. 
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CEO: chief executive officer
COO: chief operation officer
FDI: foreign direct investment
GCC: Gulf Cooperation Council 
GDP: gross domestic product
SME: small medium enterprises 
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Family businesses have traditionally operated in domestic markets. However, in recent years, increasingly more of them have been searching for growth opportunities in foreign markets (Fernandez & Nieto, 2005; Zahra, 2003). Patel, Pieper, and Hair (2012) reported a study by McKinsey and Company conducted on both developing and developed countries, which concluded that the survival of firms in emerging economies depends on the firms’ ability to expand their revenues and profits from overseas ventures. McKinsey and Company further suggested that the growth in home countries would be minimal. 
Internationalization is considered one of the most important strategies for firms’ growth and expansion (Graves & Thomas, 2008). The term internationalization has been generally used to define the outward movement of international operations of a company beginning to compete in an international environment (Zeng, Xie, Tam, & Wan, 2008). Internationalization has many advantages, including increasing the competitive advantage of a company by targeting new markets, obtaining economies of scale, and mitigating risk by diversifying (Gallo & Sveen, 1991). Multiple studies have examined the internationalizing behavior of large and small firms (Cerrato & Piva, 2007; Fernandez & Nieto, 2006; Senik, 2010; Sirmon & Hitt, 2003; Tavares, 2012; Wang, 2010). However, few studies have examined factors affecting decision making regarding internationalization within family businesses (Zahra, 2003). 
Most of the peer-reviewed articles about the internationalization of family businesses started to appear in 2005 (Lubinski, Fear, & Perez, 2013). In addition, studies in the past have observed that there is great inconsistency in addressing factors influencing decision making regarding internationalization (Segaro, 2012). The available literature concerns studies that have been conducted in different countries and regions such as the United States, China, and Europe (Graves & Thomas, 2006; Ibrahim, Soufani, & Lam, 2003; Liang, Wang, & Cui, 2012; Senik, 2010; Tsang, 2001; Zahra, 2003). 
For this research, the focus was on the factors that affect decision making to internationalize in the United Arab Emirates (UAE). The UAE was chosen because it is considered the second largest economy among the Arab countries and one of the fastest-growing emerging markets that has averaged a growth of 4.7% in the gross domestic product (GDP) from 2000 until 2012 (Khansaheb, 2008; Schiliro, 2013). A clear measurement of UAE’s importance to global economy was a study that showed an increase of UAE’s exports between the period of 1975 and 2010 from AED 29 billion to AED 463 billion (Al-Astad, 2011). It is ranked number one among innovation-driven economies in terms of international activities (Horne, 2013). In addition, no such study has been conducted in the UAE, and most research on family business has been concentrated in larger developed countries. It would be interesting to investigate the internationalization of family business in such fast-growing emerging market. 
The focal point of this research was not on factors that affect the internationalization process because they affect the entry modes and time horizons. The purpose is to focus on the factors that affect the internationalization decision making in family businesses in the UAE. 
To theoretically understand the topic before empirically analyzing it, a great amount of work was spent on understanding the family business and their characteristics, internationalization, decision making, and existing theories. In this dissertation, I divided the work into two main sections. The first section focuses on studying the internationalization decision making from a theoretical point of view based on the available literature. The second section empirically analyzes six UAE companies to answer the research questions. Finally, a comparison between the theoretical and the empirical analyses is provided to identify the factors that are unique and common to the UAE market.
A practical framework that will integrate those critical factors that influence internationalization decision making in family businesses and provide a comprehensive understanding of how those factors affect the direction of the decision to internationalize in the UAE is expected to emerge. This framework will help family business owners in the UAE to internationalize better because they will have a clearer understanding of the factors that either constrain or drive the internationalization decision making of their businesses. This study will provide a contribution to existing knowledge for academic scholars by increasing the understanding of the internationalization of family businesses and by providing a summary and analysis of existing research on this subject and provide the first empirical study in the UAE.
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[bookmark: _Toc387250144]Family Business
In the global economy, family firms have a long-standing historical presence, representing majority of businesses worldwide; they are among the fastest-growing areas of interest in today’s business world (Segaro, 2012; Tio & Kleiner, 2005). Historically, business meant family business (Aldrich, 2003). Nowadays, it is estimated that as many as 90% of all companies worldwide can be categorized as family firms and that they contribute 70% to 90% of the global GDP (Dyer, 2003; Family Firm Institute, 2014). In the United States, family-owned companies constitute approximately 35% of Fortune 500 companies and 50% of the U.S. GDP; approximately 95% of all companies in the United States are considered family-owned (Perman, 2006). In the UK, 65% of private sector enterprises are considered family firms, whereas in Canada, approximately 90% of the firms are either family owned or family managed (Capital Economics, 2008; Ibrahim et al., 2003). In the Gulf Cooperation Council (GCC), it has been reported in a 2008 Ernest & Young report that family businesses constitute 90% of all commercial activity.
Because of the importance of family businesses worldwide and their influence on the economy, specialized magazines such as Family Business were established solely to address family business matters. Nonprofit institutions such as the Institute of Family Business, established in 2001 in the UK, were created to provide support to the sector of family-owned businesses (Capital Economics, 2008). With the rapid growth of interest in family businesses, many top universities worldwide have begun programs to address the issues of family-owned business (e.g., the Executive Education Program at the Harvard Business School).
Family business has been academically defined in the literature in different manners. Scholars used operational components of family firms to define them such as ownership, management, and succession (Chrisman, Chua, & Sharma, 2003). In early studies, family business was defined as “a business where a single family owns the majority of stock and has total control” (Gallo & Sveen, 1991). Later on, some scholars defined the family business as “a business governed and/or managed with the intention to shape and pursue the vision of the business held by a dominant coalition controlled by members of the same family or a small number of families in a manner that is potentially sustainable across generations of the family or families” (Chua, De Massis, & Chrisman, 2008, p. 184). 
As more research was conducted on family business, the determinants of the definition were becoming more unified. In a study by Trevinyo-Rodríguez (2009), family business was defined as “when two or more key individuals are linked by kinship and hold enough ownership or board control to allow them to [m]ake important management decisions and set overall business goals.” Sirmon and Hitt (2003, p. 341) stated that a family firm “may be considered a family business to the extent that its ownership and management are concentrated within a family unit and to the extent its members strive to achieve and/or maintain intra-organizational family-based relatedness.” Although there is a somewhat unified definition for family business, what determines the definition is the controlling ownership and effective control over strategic decisions (Patel et al., 2012; Zahra, 2003). Wallace (2010, p. 2), quoting Astrachan and Shanker (2003), presented the three operational definitions of a family-owned business: “The most liberal definition of a family owned business uses the condition that the family has voting control over the business. The mid-range definition includes businesses that have direct family involvement in the everyday business procedures. The most conservative definition classifies family businesses [as] a business owned by families with voting control of the business, and multiple generations that are involved in the everyday business procedures.”
According to the UAE economic law, a company should be at least 51% locally owned to be established and registered in the UAE. On the basis of this law, Rettab, Fakhr, and Morada (2005) defined family businesses in the UAE as “A family business in Dubai is a business in which: at least 51 percent of the shares are owned by one single UAE family, and at least one member of the management team is drawn from the family that owns the business.” For this study, the definition of Rettab et al2005, will be adopted.
[bookmark: _Toc387250145]Family Business in the UAE
Since the establishment of the country in 1971, the UAE is considered one of the most stable countries from a political view, and it offers high standards of living in terms of economy, health, education, and so on (Shihab, 2001). The country encountered a fast economic growth since the discovery of oil and the formation of the union, followed by the vast rise in oil prices (Shihab, 2001). It is worthwhile to indicate that the UAE did not face slow development process like other countries; however, the huge revenues gained from oil powered by wise leadership helped UAE to reduce the obstacles of the economic growth and to achieve a powerful and dynamic economy in a short period (Nyarko, 2010). 
	When talking about the UAE economy, it is important to take family firms into consideration because family businesses have a major effect on the UAE economy. These family businesses lead major sectors in the UAE economy such as automotive, real estate, fashion, and retailing (Khansaheb, 2008). There are surveys that show 90% of businesses in the UAE are owned by families (Rettab et al., 2005). According to the report of Saddi, Youssef, and Abdallah (2009), the UAE firms are relatively young because of the history and the culture of the region, which is the reason why most family businesses in the UAE are controlled by one or two family members who tend to be the founders in most cases. They have added that because cultural heritage plays a role in the families, owners tend to pass the management of the company to the older brother.
According to Khansaheb (2008), the size of family businesses in the UAE ranges between small to very large. Most of family firms in the UAE were established by family members who were not formally educated in the 1950s or 1960s; however, most of these firms are still operating until now (Swan, 2013). However, when the new educated generation was involved in the business, they contributed in introducing new aspects to the business, such as involving corporate governance, which is considered vital for company’s continuity and expanding operation locally and globally (Swan, 2013). 
UAE family firms’ continuity can be protected by embracing corporate governance and family rules (Bhatia, 2013). Corporate governance helps family businesses in reducing the misappropriation of funds, which in turn will make companies more efficient; on the other side, family rules are essential for family businesses to face succession cases and to avoid conflicts and resolving of the business (Bhatia, 2013).
One of the major challenges facing family businesses in the UAE is expanding operations globally. Family firms are facing high pressure because of competition in the market caused by the freedom of global trade around the world and the small size of the UAE market. These issues will drive UAE family firms to expand globally (Khansaheb, 2008; Horne, 2013). According to a recent report in a local newspaper, Gulf News, in order for UAE firms to face the challenges of sales growth, they need to expand internationally (Ghose, 2014).
[bookmark: _Toc361139561][bookmark: _Toc371721785][bookmark: _Toc387250146]Family Business Characteristics
The definition of family firm has been illustrated in diagrams by some scholars to determine the relationships among all those involved in the business. Kemppainen (2011) reiterated how Shanker and Astrachan (1996) argued that with regard to family business, the emphasis is not on whether the business is one family; what is important is how well bonded the family members are to the business. 
The unique behavior of family firms is due to the overlap and interactions that arise from the integration of family and business (Habbershon & Williams, 1999; Hulshoff, 2001; Sharma, 2004). This was confirmed in a study by Ibrahim, McGuire, and Soufani (2009), who observed that the overlap between the family and the business influences the success of the company. They added that the relations between family and business are overlapping and interconnected. This relationship was presented in the first study to introduce the systems theoretically, that is, by Tagiuri and Davis (1982), and it is illustrated (Figure 1) as the interface between the family and the business. Below is the Venn diagram adaptation illustrating this:
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Figure 1. Venn diagram describing the relation between the family and the business (Tagiuri & Davis, 1982)









The three components and their intersections have also been interpreted by many different authors. Habbershon, Williams, and MacMillan (2003, p. 453) observed in their research that “overlapping circles are useful organization behavior models for describing the complex individual and organization phenomena associated with the overlapping subsystems and for identifying the stakeholder perspectives, roles and responsibilities.” Rettab and Azzeddine (2011) gave a simple interpretation of the diagram by stating that it comprises three components and four overlapping areas that create seven possible connections, and each area is tied to some degree of influence. 
The definitions of family business in the literature include such aspects as family ownership, involvement in management, strategy, business as an important source of income, and succession (Habbershon & Williams, 1999). 
In the literature, family involvement in management and family ownership are not clearly differentiated and are often viewed as indistinguishable from one another (Fernandez & Nieto, 2006; Graves & Thomas, 2006). Segaro (2012) cited Chua, Chrisman, and Sharma (1999), who stated that the uniqueness of a family firm comes from its ownership, governance, management, and succession, all of which substantially influence the firm’s goals, strategies, and structure and the method in which each is formulated, designed, and applied. Liang et al. (2012) observed that even family firms can have extensive family involvement without a high percentage of ownership and vice versa; both involvement and ownership highlight the influence the family has on a family business. Liang et al. conclude that family involvement in management highlights the role of the family in the management and operation of a firm; conversely, family ownership focuses on the family members’ roles as owners.
[bookmark: _Toc361139565]Ownership promotes the long-term planning required for the firm to continue successfully across multiple generations (Zahra, Hayton, & Salvato, 2004). Owners who are involved as managers within the firm have the power to make decisions quickly with regard to the firms’ operations (Zahra, 2003). Patel et al. (2012) state that family members’ involvement in the business develops responsibility and confidence and provides excellent resources that nonfamily firms lack, such as access to cheaper labor and financial resources. In addition, with the increase of family ownership, there is more willingness for the family business to take greater financial risks, particularly when a potential loss is foreseen (Liang et al., 2012). A unique collection of resources result from family involvement, such as human capital, social capital, and financial capital (Sirmon & Hitt, 2003). Family firms are also known for having insufficient capital and resources and incompetent management (Dyer, 1988).
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The term internationalization has been generally used to define the outward movement of the international operations of a company when firms begin to compete in the international environment (Zeng et al., 2008). Internationalization is considered an important strategy for expansion in family firms. Different companies have different reasons for the need to expand (Graves & Thomas, 2008). Owners of businesses can grow their firms in many manners such as opening new locations, diversifying, expanding internationally, and so on (Spaeder, 2004). Such expansion may open doors for a family firm to enter into new markets in which customers have different needs and their new competitors may offer a variety of different products (Gallo & Sveen, 1991). Scholars consider the companies that internationalized as multinational companies, and these could be all types of companies, whether large or small (Cullen & Parboteeah, 2010). 
[bookmark: _Toc361139567][bookmark: _Toc371721788][bookmark: _Toc387250149]Definition of Internationalization
Internationalization has been defined by many scholars and has been presented in many models. In an in-depth study by Senik (2010), he cited different research definitions for internationalization. He quoted Beamish (1990) as stating that internationalization is a “process where firms start by increasing their awareness of direct and indirect influences of international transactions on their future, before moving on to establish and conduct transactions with other countries.” Naidu, Cavusgil, Murthy, and Sharkar (1997, p. 115) stated, “Internationalization is a gradual process whereby a firm develops a network of global trade relationships.” On the basis of his findings, Senik (2010, p. 36) defined internationalization as “the process through which a firm moves from operating in its domestic market place to international markets by adapting the firms’ operations such as strategy, structure and resources, to the international environment.” Rugman and Verbeke (2005) defined internationalization into two separate levels: macro level and micro level. At the macro level, they have defined it as “increasing economic interdependence among nations, as a result of liberalized, and technological facilitated, economic exchange of capital, raw materials, intermediate goods . . . , human resources, manufactured products and services.”
[bookmark: _Toc361139568][bookmark: _Toc359146216][bookmark: _Toc371721789][bookmark: _Toc387250150]Internationalization Theories
Studies have examined the process of the internationalization of family businesses to understand the connection between the nature of family businesses and their internationalization behavior because internationalization has recently become an important research topic (Graves & Thomas, 2008). Companies internationalize their businesses in many different ways (Segaro, 2012). These studies have identified an incremental process of internationalization supporting Uppsala’s incremental/stage models of internationalization (Graves & Thomas, 2008). Graves and Thomas (2008) reviewed the literature of small business internationalization and observed that different theoretical frameworks have been utilized, including transaction cost theory, stage model theory, network theory, eclectic paradigm, and resource-based view. These theories offer theoretical interpretations of the process of business internationalization. 
One of the major internationalization theories is the Uppsala theory. The Uppsala school (Johanson & Vahlne, 1977) states that exporting involves a learning process that will enable a firm to acquire extensive knowledge of the environment of new markets and the process, which will give the firm the necessary tools to internationalize with less uncertainty (cited by Fernandez & Nieto, 2005). The model describes the characteristics of the internationalization process of a company. Wang (2010) stated that Johanson and Vahlne (1990) recognized that the stage model of internationalization claim that firms may select international markets based on psychic distance or degree of foreignness which is defined by culture, language, politics, and so on. Johanson and Vahlne’s (1990) study observed that when firms begin their foreign operations, they prefer to move into neighboring countries before they expand further globally. This trend is based on the assumption that businesses in neighboring countries are easier to understand, making business operations easier to execute; firms develop their activities abroad over time (Kontinen, 2011; Whitelock, 2002). Because of the many critiques of this model and the changes in the economic and regulatory environment, the two founders of this theory revised it in 2009, adding the concepts of trust building and knowledge creation via relationships and networks (Johansen & Vahlne, 2009). However, the main critique of this model is that it does not support the internationalization of services and e-commerce companies (Laacks, 2010). These types of firms tend to follow their clients to maintain excellent relationships.
Another internationalization theory is the network theory. It is one of the most popular internationalization theories developed in the 1980s. It considers that internationalization can be accomplished or enhanced by creating relationships abroad. This could be accomplished by increasing the foreign country’s knowledge and by facilitating the transaction (Senik, Scott-Ladd, Entrekin, & Adham, 2011). Therefore, if a company decides to internationalize, it must create a network or has a network in the targeted country to increase its familiarity with the domestic conditions of that market to minimize risk and cost. 
Another theory that is concerned with internationalization is the transaction cost economics approach. In this theory, firms internationalize because they pose advantages over other companies in the targeted market in terms of access to “superior technology or knowledge edge, products, processes, or patents, better access to capital, and superior corporate governance” (Lubinski et al., 2013). However, one of the main critiques of this theory is that it does not support or respond differently for firms whose cost are minimal to internationalize such as services companies (Brouthers & Brouthers, 2003). Moreover, many firms’ decisions to internationalize were not based on lowest cost (Bell et al, 2004). 
Some scholars argue that resource-based theory has emerged to replace the transaction cost theory (Parmentola, 2010). In this theory, firms select the appropriate internationalization mode of entry based on the combination of the resources: financial, human, tangible, and intangible resources (Barney, 1991; Parmentola, 2010). 
There are many other theories such as born global, monopolistic advantage, nonavailability approach, eclectic paradigm, foreign direct investment (FDI), and so on, which all provide theoretical background for why/how companies internationalize. Scholars argue that the way companies internationalize is different from what it used to be because of the changes in the external conditions. For example, FDI was mainly used to be in the form of green field projects where companies start their operations from the ground up. Nowadays, companies tend to follow the merger and acquisition form where a company buys or acquire an existing company (Rugman, 2008). 
Rugman and Verbeke (2005) suggested that internationalization theories address the entry mode choices. Some scholars claim that internationalization theories are developed within a certain environmental context, and thus theories are inadequate to explain the behavior of firms (Axinn & Matthyssene, 2002). Zaniewska (2012) summarized the internationalization theories, claiming that family firms tend to follow the network model when entering a new market because family firms’ dealings are based on trust. Conversely, some family firms follow the Uppsala model because they must follow a stepwise process beginning with choosing nearby countries. In addition, some firms such as fashion brands follow the “born global” model in which they internationalize rapidly or suddenly internationalize (Segaro, 2012; Zaniewska, 2012). Hosseini and Dadfar (2012) argue that to explain the internationalization strategies and process, we need to apply more than one theory. Therefore, some companies use a combination of the above-mentioned strategies (Axinn & Matthyssene, 2002). The following is a table presented by Hosseini and Dadfar, which summaries some of the internationalization theories that are mainly linked to networking and their empirical applications in their research.
 
	Theory
	Application

	Relationship approach
	Selecting international partner, foreign market, and entry mode

	Social network analysis
	Recognition of international opportunity, selecting new market, international performance, and internationalization speed

	Network mapping technique
	Justification of internationalization life cycle

	IMP interaction approach
	Countertrade internationalization

	ARA model
	Countertrade internationalization

	Network embeddedness approach
	Life cycle internationalization

	Network-based approach
	Internationalization process

	Revised Uppsala model
	Internationalization process


Table 1: Internationalization theories linked to networking (Hosseini & Dadfar, 2012) 
[bookmark: _Toc387250151]Internationalization Mode of Entry
When the firm decides on internationalization, it can approach this through different ways, such as alliance, export, turnkey projects, licensing, franchising, joint ventures, and wholly owned subsidiaries (Hill, 2007; Lubinski et al., 2013). These market entry modes vary between different companies and countries (Overbeek, 2010). They are classified according to their level of risk, control, involvement of resources, and return (Katarzyna & Magdalena, 2013). The following paragraphs elaborate some of the main modes of entries.
[bookmark: _Toc358649763][bookmark: _Toc387250152]Strategic alliance
Strategic alliance is defined as an agreement between independent firms to achieve mutual concerns, where duplication is decreased and performance is enhanced through changing firms’ fundamental businesses practices (Išoraitė, 2009). Strategic alliances will help the company to have assets that are not easily found in the market (Mihaela & Andreea, 2008). Family business will be able to improve the burden of high fixed costs and share it with the foreign markets through strategic alliances (Fernandez & Nieto, 2006). These relationships can be shareholding or cooperation through strategic alliances with another foreign company. Alliances, or the shareholding of another company, enhance the internationalization process and help obtain deeper knowledge of foreign market (Fernandez & Nieto, 2006), and it may decrease the risks and the costs of the that process (Fernandez & Nieto, 2005).
[bookmark: _Toc358649764][bookmark: _Toc387250153]Export
In this entry mode, companies produce their products in their home countries and sell them to foreign markets. Export could be either direct or indirect via distributors (Laacks, 2010). When a family business produces in its home country and exports to a host country, one of the advantages would be that it could gain significant scale economies from its international sales volume. The business can also gain knowledge and experience about the host country. On the other hand, exporting would increase costs such as transportation (Hill, 2007). This supports the Uppsala model in which companies internationalize sequentially. This is considered the most common entry mode for firms that tend to internationalize because it is considered the least risky and the least capital-intensive method of internationalization (Lubinski et al., 2013). Also, it is considered as the easiest way of entering new foreign market (Mihaela & Andreea, 2008).
[bookmark: _Toc358649765][bookmark: _Toc387250154]Turnkey projects
This entry mode is useful when there are limitations on FDIs by the foreign country’s government. One firm can own the resources required but lack the technical knowledge. The other firm, “the contractor,” is the one that handles the project (Kontinen, 2011). The advantages of turnkey projects are that the firm can accumulate knowledge as a valuable asset. However, the “contractor’s” interest is in the foreign country once the project ends, unless there is a major market in the hosting country (Hill, 2007).
[bookmark: _Toc358649766][bookmark: _Toc387250155]Licensing
This short-term entry mode is useful for a firm not possessing capital to production or where there are governmental regulations preventing entry in the host country (Hill, 2007). Licensing is where the licensor gives rights to the firm over an intangible property for a certain period, and in return, the licensor takes a fee from the licensee (Kontinen, 2011; Mihaela & Andreea, 2008). The disadvantage of licensing is that it limits the firm to move strategically across country (Hill, 2007). 
[bookmark: _Toc358649767][bookmark: _Toc387250156]Franchising
Franchising is a longer-term commitment where the host country allows the firm the right to acquire from another to perform certain business activities such as selling of services or goods (Kontinen, 2011). The franchisee has the right to do business in an agreed way during a specific period and to market products using the franchisor’s trade name (Mihaela & Andreea, 2008). The advantages of franchising is that a firm can avoid the costs and risks of setting up in the foreign country (Kontinen, 2011) and can expand globally in a short period (Hill, 2007).
[bookmark: _Toc358649768][bookmark: _Toc387250157]Joint ventures
The joint venture mode of entry is when two or more firms form a business agreement to work together by sharing revenue, control, and costs of the new firm (Kontinen, 2011). On the one hand, the firm will share its costs and risks as well as make use of the knowledge of the foreign country’s language, market, culture, and business systems. However, conflict may arise over control because the firm will not have complete control over the local and international companies (Hill, 2007)
[bookmark: _Toc358649769][bookmark: _Toc387250158]Wholly owned subsidiaries
A wholly owned subsidiary is where the firm owns 100% of all the stock by either setting up a new operation or acquiring an already established firm in the foreign country (Hill, 2007). 
The advantages of this mode is that the firm will have (1) tight control over its operations in the foreign country, (2) 100% of profits, and (3) less risk involved in busying a firm (Kontinen, 2011).
[bookmark: _Toc387250159]Decision Making
Family firms have a combination of family and business emotions, and this makes decision making one of the most difficult tasks (Aleksandra, Violeta, & Gordana, 2012). These characteristics of family businesses make it important for family members to understand decision-making techniques (Keanon, 2009). Decision making is considered a major issue in family businesses; however, there is a lack of literature on this topic (Keanon, 2009). 
Each family firm is very different from any other family firm even if they are operating in the same industry field. Each family has its own norms and traditions that differentiate it from others; therefore, each enterprise will have a different decision making process to apply (Aleksandra et al., 2012). Most of the family firms depend on the owner (in most of the cases, the founder) as the firm’s decision maker (Tammi, Glenn, & James, 2005). According to Aleksandra et al. (2012), the family members have more commitment to the firm, which will make them decide in a better way than nonfamily members. However, the problem that appears in family businesses is that the succeeding generations will not be prepared to have good decision-making techniques and will lack the experience to decide wisely (Keanon, 2009). According to Keanon (2009), “34% of founders make decisions themselves, 48% of family businesses search for consensus, and 6 discuss the issue and take a vote.”
There are several theories that discuss why and how people make business decision, such as the rational model, the model of bounded rationality, the incremental view, the organizational procedures view, the political view, the garbage can model, the mixed scanning model, the heuristic decision-making model, the groupthink, and so on (Turpin & Marais, 2004; Keanon, 2009). As there are several theories that describe how managers take decision, it is clear that there is no single way of taking a decision or even a best way of making a decision. Alderson (2009) suggest that people tend to choose the best model based on their unique situation. The right approach is the one that fits the situations (Hoy & Miskel, 1991). 
The classic rational model of decision making relies on rationality. It starts with asking questions and defining problems, finding the right answers and inventive solutions, and finally ensuring the utility and usefulness of the decision taken (Li, 2008). The goal of applying the classic rational model is to always reach the best decision among various alternatives (Keanon, 2009; Malakooti, 2010). 
On the other side, a decision maker who is applying administrative model will be choosing the alternative that is considered good enough among others; therefore, decision makers will be choosing satisfaction over optimization (Keanon, 2009). This model is applied when the decision maker will not be able to process all of the information about all alternatives as required in the classic rational model (Keanon, 2009).
When the mangers focuses on changing current policies that are incrementally different from existing policies, he or she will apply incremental model of decision making (Etzioni, 1967). The mixed scanning model of decision making can be comprised of elements of both classic rational model and incremental model, and it would combine two types of analysis, a broad-based analysis and an in-depth analysis (Etzioni, 1967). In the garbage can model, the decision will be the result of meeting all of the problems, solutions, and participant streams to designate a garbage can, which will be eliminated when the final decision is taken (Turpin & Marais, 2004). 
Heuristic decision-making model is a quick decision-making model in which the situation was experienced before (Keanon, 2009). In a group decision-making model; several people will participate in the decision-making process because family firms can have more than one member of the family running the business (Keanon, 2009).
[bookmark: _Toc387250160]Factors Affecting Internationalization Decision Making
Family businesses have special characteristics that could support or hinder their internationalization (Patel et al, 2012). In the literature, factors affecting decision making regarding the internationalization of a family business have been argued by scholars (Kontinen & Ojala, 2011). Barriers and drivers of internationalization have also been classified differently by scholars. Because of uncertainty that is related to supply side, demand side, and complexity of this phenomena, different factors exist (Rugman, 2008). Cerrato and Piva (2007) cited Katsikeas and Morgan (1994), who identified four groups of barriers as internal, external, operational, and informational. Cerrato and Piva also cited Zou and Stan (1998), who classified barriers in two groups, internal (firms’ characteristics, perceptions, strategy, and competencies) and external (market characteristics). Senik (2010), Leonidou (1995) and Morgan (1997) classified the barriers affecting internationalization into five categories divided into two groups, internal and external factors.
1. Internal Factors
a. Internal domestic problems: These are issues within the firm itself such as management, resources, product incapability, and focus on domestic sales.
b. Internal foreign problems: These are problems within the firm but related to the foreign market such as issues with logistics and transportation, limited knowledge, high risks, and costs.

2. External Factors
a. External domestic problems: These are issues occurring locally but relating to the external environment, such as exporting documentation and procedures, support and facilities, high costs.
b. External foreign problems: These are issues occurring in the external environment that relate to rules and regulations of governments, intense competition, business practices, different cultures, and language.
c. Exporting problems and level of export development: These issues arise throughout the export process.
Conversely, some of the key drivers that affect internationalization are firm-specific factors, key personnel factors, and external and industrial factors (Senik, 2010). Firm-specific factors include the firm characteristics, resources and competencies, entrepreneurial orientation, and decision making (Senik, 2010). Resources in the literature identify four main categories as managerial, personnel, financial, and knowledge resources (Bell, Loane, Nijs, Nijs, & Philips, 2007; Knight & Cavugil, 2004). Resource availability is an important motivator for engaging in the internationalization process. Key personnel can be owners, managers, decision makers, and founders of the firm; internationalization is appropriate to their level of involvement in firm management (Bjerke, 2007, as cited by Senik, 2010). Five categories have shaped the key personnel factors: philosophical views, social capital, human capital, international orientation, and personal characteristics (Senik, 2010).
Castro (2000) claimed that the motives behind foreign production are resource, market, efficiency, strategic asset seeking. According to Czinkota, Ronkainen, and Ortiz-Buonafina (2004), internationalization drivers are classified based on proactive or reactive motivations. In their book, they have listed several factors that drive the internationalization of firms in general. The proactive motivations are "profit advantage, unique products, technological advantage, exclusive information, managerial urge, tax benefit, and economies of scale while the reactive ones are competitive pressures, overproduction, declining domestic sales, excess capacity, saturated domestic markets, and proximity to customers and ports” (Czinkota et al, 2004, p. 4). However, according to Bell, Crick, and Young’s (2004) review of literature, it was claimed that traditional small firms followed unplanned and reactive behavior rather than proactive.
Another classification of the factors that affect internationalization decision making is the one that was suggested by Patel et al (2012). In their research, they claimed that internationalization is driven by, at the same time, by two factors that are push and pull. In their model  that was based on Etemad’s (2004) theory, they claimed that push and pull factors support internationalization in determining its speed, scope and size. In their study, push factors consist of strategic drivers, competitive forces, and family demands. The pull factors comprise desirable location, networks and alliances, and preemptive position. Senik, Isa, Scott-ladd, and Entrekin (2010) suggested that push and pull factors influence internationalization in some firms. However, in other companies, the interaction between the two factors with the family business characteristics could affect internationalization (Patel et al, 2012; Senik et al, 2010). 
In their study that was based on small to medium enterprises (SME), Senik et al (2010) claimed that the influential factors that affect internationalization are divided into different dimensions. The following table summarizes their empirical findings:

	Dimensions starting with the highest influential to the least influential
	Example

	Motivational factor
	Domestic condition, market issue, resource seeking, globalization, follow suppliers, and survival.

	External
	Economy, political, technology, and society. 

	Industrial
	Intense competition, market attractiveness, economies of scale, and nature of industries.

	Firm factor
	Resource, product, capability, reputation, skills and ability, attitude, and background. 

	Networking/relationship factor
	Institutions, personal relation, and business associates. 


Table 2: summary of the empirical findings of factors affecting internationalization
of SMEs based on Senik et al (2010) research.
 
The following are some of the factors that affect internationalization in family businesses based on the literature review:
[bookmark: _Toc371721791][bookmark: _Toc387250161]Risk Aversion
Patel et al. (2012) observed that risk aversion hinders family firms from global expansion because of their needs for stability and protection of their wealth. As far as family businesses are concerned, their risk-averse nature and wish to maintain complete control over the business lead to hesitation among owners and family members to raise financial capital in terms of loans (Graves & Thomas, 2008).
Also, entrepreneurial orientation includes strategic plans and top management’s involvement, such as tendency for taking a risk, innovation, and ability to identify opportunities (Smart & Conant, 1994, as cited by Senik, 2010). Senik (2010) added that this orientation describes the willingness to take risks in order to reach the business’s goals (Miles Arnold & Thomson, 1993). Senik (2010) also cited the argument of Becherer and Maurer (1997) and Prashantham (2004) that high levels of entrepreneurial orientation give the firm’s growth a push and result in better firm performance by allowing the firm to grab the opportunity. 
Family firms’ aversion to risk prevents firms from seizing entrepreneurial opportunities; thus, firms fail to proceed with international growth strategies (Cerrato & Piva, 2007). Zahra (2005) observes that family owners and managers must engage in a substantial amount of risk taking and have experience in assessing the risks and rewards of internationalization to expand globally. Close families prefer to take fewer risks rather than choose to internationalize or be involved at a lower level (Fama & Jensen, 1983, as cited by Wang, 2010). 
	Author
	Country
	Article Title
	Outcome

	Cerrato and Piva (2007)
	Italy
	The Internationalization of Small and Medium-Sized Enterprises: The Effect of Family Management, Human Capital and Foreign Ownership
	Family businesses’ aversion to risk prevents entrepreneurial opportunities from being seized, hence negatively affecting international growth strategies.

	Patel et al. (2012)
	NA
	The Global Family Business: Challenges and Drivers for Cross Border Growth
	Risk aversion negatively affects internationalization.

	Zahra (2005)
	United States
	Entrepreneurial Risk-Taking in Family Firms
	Risk aversion negatively affects firms’ global expansion.


Table 3: Summary of the effect of risk aversion on internationalization of family business
[bookmark: _Toc371721792][bookmark: _Toc387250162]Financial Capital
Scholars have identified unique financial capitals in family firms and categorized them as patient capital and survivability capital (Poutziouris, Smyrnios, & Goel, 2013). Patient capital is the capital in which the reward will take a long time to happen and owners do not look for short-term rewards (Poutziouris et al., 2013; Sirmon & Hitt, 2003; Zaniewska, 2012). The Survivability capital is the capital that is injected by family members for the benefit of the company in the difficult times in the means of loans or shares (Poutziouris et al., 2013). These two types of financial capital exist in family firms because of their unwillingness to share equity with people from outside the family (Kontinen & Ojala, 2010).
Yrkkö, Rouvinen, and Ylä-Anttila (2007) observed that family businesses are less keen to expand their business activities because of financial limitations. Family firms are known for their lack of financial capital for growing their business (Kontinen & Ojala, 2010). Because family members invest a high proportion of their wealth in the firm, they are more conservative and cautious when deciding whether to internationalize because they cannot easily afford financial losses related to internationalization (Wang, 2010). According to Lubinski et al. (2013), in their analysis and critique of existing literature of multinational family business, the financial constraints do not stop family businesses from going abroad. They also suggested that family firms have certain techniques to reduce the transaction cost and profiting from their knowledge and networks. It was not clear from their research if it was not a factor though. However, family firms with strong financial capital are more likely to successfully internationalize over the long term by utilizing the patient capital (Zaniewska, 2012). 
	Author
	Country
	Article title
	Outcome

	Graves and Thomas (2008)
	United States
	Determinants of the Internationalization Pathways of Family Firms
	Hesitation among owners and family members to raise financial capital by loans negatively affects internationalization.

	Wang (2011)
	China
	Correlate of Family Business Internationalization
	A high proportion of wealth in a firm leads to the firm to become more conservative and cautious when deciding whether to internationalize because of financial losses related to internationalization, therefore affecting the firm negatively.

	Yrkkö et al. (2007)
	Finland
	Family Business and Globalization in Finland
	Family businesses are less keen to expand their business activities because of financial limitations, hence negatively affecting internationalization.

	Lubinski et al. (2013)
	NA
	Family Multinationals: Entrepreneurship, Governance, and Pathways to Internationalization
	Financial constraints do not stop the internationalization of family business.


Table 4: Summary of the effect of financial capital on internationalization of family business
[bookmark: _Toc371721793][bookmark: _Toc387250163]Human Capital
Human capital is considered vital to the exploitation of business opportunities (Cerrato & Piva, 2007). Human capital is associated with human resources education, training, qualifications, experience, and technical abilities (Ashton & Green, 1996, as cited by Cerrato & Piva, 2007). In family firms, human capital is complex because of the dual nature of the relationships: family members engage in both business and family relationships in both their professional and personal lives. This has both positive and negative effects on the decision to internationalize (Sirmon & Hitt, 2003; Yrkko et al., 2007). To strengthen the family business, owners must consider highly qualified managers or hire nonfamily managers to expand on internal competencies to help grow the business and internationalize (Cerrato & Piva, 2007). 
Graves and Thomas (2006) observed that although family firms have fewer managerial capabilities than nonfamily firms, they are nevertheless able to reach a high degree of internationalization. Employees’ level of education is considered an important attribute, although having a specific qualification does not necessarily mean possessing the necessary skills and vice versa (Cerrato & Piva, 2007).
	Author
	Country
	Title
	Outcome

	Cerrato and Piva (2007)
	Italy
	The Internationalization of Small and Medium-Sized Enterprises: The Effect of Family Management, Human Capital and Foreign Ownership
	Hiring highly qualified managers or hiring nonfamily managers positively supports the expansion of the internal competencies that help grow the business and internationalize.

	Sirmon and Hitt (2003)
	NA
	Managing resources: Linking Unique Resources, Management, and Wealth Creation in Family Firms
	Hiring family members and not firing them because of incompetency negatively affects international expansion and will deny the firm the opportunity to have competent staff who will move the business toward globalization.

	Yrkkö et al. (2007)
	Finland
	Family business and globalization in Finland
	Family businesses are less keen to expand their business activities because of human capital. This has a negative effect on internationalization.


Table 5: Summary of the effect of human capital on internationalization of family business
[bookmark: _Toc371721795][bookmark: _Toc387250164]Network
Networks can help family businesses facilitate access to the international market by obtaining support to identify areas that require improvements such as products; this reduces uncertainty and increases awareness of potential threats and opportunities in the market (Hosseini & Dadfar, 2012). Networks include but are not limited to “trade associations, cooperating firms, business club, distributors, relatives, and even competitors” (Lubinski et al., 2013). These networks and collaborative relationships positively affect the internationalization of family businesses (Cabrera-Suárez & Olivares-Mesa, 2012; Hosseni & Dadfar, 2012). Some scholars divide network into two forms. The first type is the physical from where it includes production plant, distribution centers, and retail outlets. The other type is the social type, which is between the decision makers, and it could be of high trust or low trust and formal or informal (Rugman, 2008).
From a social capital point of view, which is dependent on network development, family businesses are known for a stable exchange of knowledge and experiences among family members because of the family involvement in the business (Zaniewska, 2012; Kontinen  & Ojala, 2012). On the other hand, scholars argue that it is disadvantageous when it is a close network because it would limit access to new knowledge and information and when social capital partners become untrustworthy (Kontinen & Ojala, 2012).
	Author
	Country
	Title
	Outcome

	Cabrera-Suárez and Olivares-Mesa (2012)
	Italy
	Family Firms’ Resources and the Timing of the Export Development Process
	Networks and collaborative relationships positively affect the internationalization of entrepreneurial family businesses.

	Hosseini and Dadfar (2012)
	NA
	Network-Based Theories and the Internationalization of Firms: Applications to Empirical Studies
	Network facilitates access to international market.


Table 6: Summary of the effect of network on internationalization of family business
[bookmark: _Toc371721796][bookmark: _Toc387250165]Family Firm Characteristics
Family firm characteristics play a role in influencing the decision to internationalize. Characteristics include family size, owner’s age, products, firm’s industry, ownership status, and location of the operation (Senik, 2010). According to Tsang (2001), who conducted his research on a large Chinese multinational company that operates in China and Singapore, founders are heavily involved and in full control of the internationalization process. Founders review every opportunity and thus influence the internationalization process. By contrast, in a study conducted on two large Brazilian family companies, Tavares (2012) observed that founders of larger and more structured family firms have less influence on the internationalization process, whereas small and medium family companies are more influenced by the family owners.
	Author
	Country
	Title
	Outcome

	Tavares (2012)
	Brazil
	The Family Role in the Internationalization Process of Family Business 
	Large and more structured family firms have less influence on the internationalization process, whereas small and medium family companies are influenced more by the family owner. No direction to the relationship was presented.


	Senik (2010)
	Malaysia
	Models, Processes, and Factors Influencing Internationalization: The Case of Malaysian SMEs
	Personal characteristics of key players and manager such as age, gender, background, education abroad, foreign work experience, international experience, and foreign language knowledge play a positive role in the decision making for internationalization.



	Tsang (2001)
	China
	Internationalizing the Family Firm: A Case Study of a Chinese Family Business
	Large family firms have more influence on internationalization.


Table 6: Summary of the effect of family firm characteristics on internationalization of family business
[bookmark: _Toc361139573][bookmark: _Toc371721797][bookmark: _Toc387250166]Family Involvement
From the characteristics of family business, what makes family business unique and complex is ownership involvement in the business. One of the theories that is concerned with strategic decisions in family business is the agency theory, which was first introduced to explain the relationship between the owners (principles) and management (agents) of the company (Duh, 2010). In family business, some of the family members are the agents. Owners will make decisions that will increase their personal wealth, which might contradict with maximizing their companies’ business (Craig & Lindsay, 2002; Duh, 2010). In this theory, owners might take less risky investment decisions and sometimes avoid risky ones to increase the utility of family members (Miller, Jangwoo, Sooduck, & Le Breton-Miller, 2009). In other words, the decisions that they might be taking might not be good for the other owners, and this is usually the fight between the majority and the minority shareholders. Owner agents will take decisions that are biased, which could lead to agency problem (Zahra, 2003). 
The alternative view of the agency theory is the stewardship theory. In this theory, stewards attempt to increase not only his or her interest but also the interest of the other shareholders of the company by increasing the return and maximizing the value of the company by acting as if they were the owners (Craig & Lindsay, 2002; Miller et al., 2009; Segaro, 2012). Zahra (2003) stated that involvement positively supports internationalization because family managers act as stewards of the existing resources. On the other hand, Fernandez and Nieto (2006) observed a negative relationship.
Graves and Thomas (2006) observed that family businesses internationalize with smaller top management teams and that despite having less managerial capabilities when compared to nonfamily businesses, family businesses were nevertheless able to achieve a high degree of internationalization. A family business may use its resources compared with a nonfamily business. Zahra and Sharma (2004) raised the point that if a family firm is reluctant to hire external managers and maintains the decision-making control within the family, the company will develop a lack of competent, open-minded, and experienced managers, which can be a strong limitation to internationalization.
	Author
	Country
	Title
	Outcome

	Fernandez and Nieto (2006)
	Spain
	Impact of Ownership on the International Involvement of SMEs
	Involvement in management is negatively related to the degree of internationalization. 

	Graves and Thomas (2006)
	Austria
	Internationalization of Australian Family Businesses
	The association between managerial capabilities and internationalization was not evident. No direction to the relationship was presented.

	Kontinen (2011), Zahra (2003)
	Finland, United States
	Internationalization Pathways of Family SMEs; International Expansion of US Manufacturing Family Business: The Effect of Ownership and Involvement
	There is a considerable positive association between degree of family involvement and internationalization.

	Tsang (2001)
	China
	Internationalizing the Family Firm: A Case Study of a Chinese Family Business
	When founders are heavily involved, they are in full control of the expansion process by reviewing every opportunity, thereby influencing the internationalization process. No direction to the relationship was presented.

	Zahra (2003)
	United States
	International Expansion of US Manufacturing Family Business: The Effect of Ownership and Involvement
	Involvement positively supports internationalization but negatively affect the number if of countries entered.


Table 8: Summary of the effect of family involvement on internationalization of family business

[bookmark: _Toc361139574][bookmark: _Toc371721798][bookmark: _Toc387250167]Ownership
[bookmark: _Toc361139575][bookmark: _Toc371721799]Wang (2010) cited Fama (1980) and Jensen and Meckling (1976), observing that based on agency theory, business owners companies are influenced by their ownership structure, and the family owner-managers tend toward less risks and choose not to internationalize. He observed that policy makers, academics, and practitioners are unclear regarding how family businesses initiate and develop internationalization. He also observed that some unique factors related to family businesses that affect internationalization behaviors had not been identified. Therefore, he conducted a quantitative study based on 263 companies to address the correlations among internationalization in family businesses, the relations between individual and familial attributes and business’s internationalization tendency and intensity, and to identify the connection between internationalization intensity and business performance. 
Zahra (2003) cited Schulz Schulze, Lubatkin, Dino and Buchholtz (2001), observing that internationalization is important for a family firm’s long-term success. In Zahra’s study based on 409 U.S. manufacturing firms, different factors influence the decision to internationalize. His analysis shows the main factor to be ownership, which determines the degree and geographical scope of internationalization. Notably, Zahra argues that family involvement has a mixed effect on internationalization. His analysis of the acquired quantitative data shows family involvement in management to be positively and significantly associated with international sales. Therefore, Zahra concluded that ownership and involvement in the business support internationalization due to the fact that family managers act as stewards of existing resources. Conversely, family involvement negatively affects the number of countries entered.
Recent research suggests that there is a strong relationship between the ownership and the internationalization of family businesses. The roles and types of family ownership have been increasingly studied in family business internationalization literature (Fernandez & Nieto, 2006; Zahra, 2003). Family business ownership significantly influences strategic decisions because of its unique characteristics (Gallo, Arino, Manez, & Kristin, 2004). 
	Author
	Country
	Title
	Outcome

	Wang (2010)
	China
	Correlate of Family Business Internationalization
	The degree of ownership influences internationalization. No direction to the relationship was presented.

	Fernandez and Nieto (2005)
	Spain
	Internationalization Strategy of Small and Medium-Sized Family Businesses: Some Influential Factors
	There is a negative relationship between ownership and internationalization.

	Zahra (2003)
	United States
	International Expansion of US Manufacturing Family Business: The Effect of Ownership and Involvement
	Ownership positively supports internationalization.


	Gallo et al. (2004)
	Spain
	Internationalization via Strategic Alliances in Family Business
	Family business ownership significantly influences strategic decisions because of its unique characteristics. No direction to the relationship was presented.

	Liang et al. (2012)
	China
	Internationalization of Chinese Private Firms: The Effect of Family Involvement in Management and Family Ownership
	Ownership may affect the process of strategic decisions including internationalization decisions. No direction to the relationship was presented.

	Zahra (2003)
	United States
	International Expansion of US Manufacturing Family Business: The Effect of Ownership and Involvement
	Ownership of a business positively correlates with internationalization.


Table 9: Summary of the effect of ownership on internationalization of family business
[bookmark: _Toc387250168]Governance
[bookmark: _Toc361139576][bookmark: _Toc371721800]Liang et al. (2012) stated that a developing body of research has witnessed that a firm with major family control is unique in its ownership and governance systems and the management practices and organizational culture, which may affect the process by which these firms make strategic decisions, including internationalization decisions (Cerrato & Piva,2007; Corbetta & Montemerlo, 1999; Erdener & Shapiro, 2005; Fernandez & Nieto, 2006; Graves & Thomas, 2006; Sanders & Carpenter, 1998; Yasser, 2011; Zahra, 2003; Zahra, Neubaum, & Naldi, 2007). 
Zahra (2003) observed that the family ownership of a business and its systems of governance, with the involvement of family members in management, positively correlate with internationalization, both with the percentage of international trades and with the number of countries in which a company internationalized to. In addition, in a study in Sweden, Naldi and Nordqvist (2008) observed that there is a relationship between the degree of openness of a family firm’s governance structure and internationalization is favorably affected by opening all levels of the company’s governance structure.

	Author
	Country
	Title
	Outcome

	Liang et al. (2012)
	China
	Internationalization of Chinese Private Firms: The Effect of Family Involvement in Management and Family Ownership
	Governance systems may affect the process of strategic decisions, including internationalization decisions. No direction to the relationship was presented.


	Naldi and Nordqvist (2008)
	Sweden
	Family Firms Venturing into International Markets: A Resource Dependence Perspective
	Governance structure positively influences expansion across foreign markets.

	Zahra (2003)
	United States
	International Expansion of US Manufacturing Family Business: The Effect of Ownership and Involvement
	Governance positively correlates with internationalization.


Table 10: Summary of the effect of governance on internationalization of family business
[bookmark: _Toc387250169]Generational Succession
Succession is considered a factor unique to family businesses, and it affects the movement into international markets, with newer generations being perceived as having a positive influence on internationalization (Zaniewska, 2012). The importance of family generational issues when trying to understand the international activities of a firm were highlighted by Fernandez and Nieto (2005). They concluded that the second and third generations are more likely than the founding generation to begin exporting in family SMEs. In their 2006 study, they studied more than 10,000 Spanish manufacturing companies and observed that family firms with subsequent generations showed a greater export propensity and intensity than the first generation. Conversely, Fernandez and Nieto (2005) observed that the second and following generations have more information and are better prepared, which encourages internationalization and supports international involvement. Fernandez and Nieto (2005) believe that internationalization is associated with the controlling generation and that the first generation is less likely to internationalize. Gallo and Sveen (1991) stated that both the first and the second generations of family businesses are slower to internationalize than nonfamily businesses.
Graves and Thomas (2008) observed that the vision and qualities of the successor and the commitment to internationalization are interrelated. Conversely, the second and the third generations are more likely to internationalize because experience and expertise in international markets can be passed on to succeeding generations. He concluded that the degree of ownership influences internationalization propensity and intensity. Fernandez and Nieto (2005) argued that the second and subsequent generations are more likely to internationalize because of the greater likelihood that they will acquire ability and knowledge that the founders did not have. In addition, these generations have higher export propensity and intensity than the first generation.
	Author
	Country
	Title
	Outcome

	Fernandez and Nieto (2005)
	Spain
	Internationalization Strategy of Small and Medium-Sized Family Businesses: Some Influential Factors
	The second and subsequent generations are more likely to internationalize. These generations have a higher and more positive export propensity and intensity than the first generation.

	Gallo and Sveen (1991)
	NA
	Internationalizing the Family Business: Facilitating and Restraining
	The first- and the second-generation family businesses are slower to internationalize than nonfamily businesses, which negatively affects global expansion.

	Graves and Thomas (2008)
	United States
	Determinants of the Internationalization Pathways of Family Firms
	The second and the third generations are more likely to positively support internationalization.

	Zainewsak (2012)
	Article
	Determinants of Family Business Internationalization. Review of Existing Research
	Succession has a positive effect on penetrating the international market, with newer generations having a positive influence on internationalization.


Table 11: Summary of the effect of generational succession on internationalization of family business
[bookmark: _Toc361139577][bookmark: _Toc371721801][bookmark: _Toc387250170]Literature Conclusion
It is clear that the limited research papers available have presented similar as well as different influential factors affecting the decision to expand a family business outside their home country. Available research shows that factors affecting the decision to internationalize are varied and include ownership, involvement, firm-specific factors, personal characteristics, internal and external factors, governance, and generational succession. Some studies delivered their findings based on specific factors. 
The research that was conducted by Zahra (2003) and Fernandez and Nieto (2005) were contradictory. Zahra, based on his empirical study, observed that ownership and family members’ involvement support internationalization. Conversely, Fernandez and Nieto empirically showed that ownership negatively affects internationalization. Family involvement negatively affects the number of countries entered as shown by Zahra’s study, which indicates that the more involved family members are, the less likely they are to expand effectively. Conversely, Tsang (2001) showed that founders are heavily involved and in full control of the internationalization process: Because they review every opportunity, they have an influence on the process. This confirms the inconsistency of the findings.
Tavares (2012) observed that large and more structured family firms have less influence on the internationalization process, whereas small and medium family companies are influenced more by the family owner. Conversely, larger organizations are more likely to hire highly qualified managers or hire nonfamily managers, which in turn supports the expansion of the business internationally (Cerrato & Piva, 2007). Graves and Thomas (2006) disagreed with Cerrato and Piva by stating that family firms, having less managerial capability than nonfamily firms, are nevertheless able to achieve a high degree of internationalization. There is a downside to hiring family members as stated by Sirmon and Hitt (2003): Not being able to terminate family members to allow competent staff to replace them limits the firm from moving toward internationalization. This was confirmed by Zahra and Sharma (2004), who observed that the reluctance to hire external managers to keep decision-making control within the family hinders internationalization. Therefore, we can say that scholars have not agreed on the effect of human capital on internationalization decision making in family businesses.
Inconsistencies in the literature have also been noted when studying succession. Fernandez and Neito (2005) observed that the second and subsequent generations are more likely to internationalize because these generations have higher export propensity and intensity than the first generation. However, Gallo and Sveen (1991) reported that the first and the second generations of family businesses are slow to internationalize compared with nonfamily businesses. Therefore, there is no full agreement on which generation is pro-internationalization.
In the above-mentioned studies, Zahra (2003) conducted his research in the United States, whereas Fernandez and Nieto (2005) studied the Spanish market. The study conducted in China showed the strong influence of the owner on a multinational family firm in China, whereas a different study in Brazil concluded that large family companies are less influenced by ownership in regard to expansion outside their countries.
Martinsons and Davidson (2007) performed a study on strategic decision making and support systems in which they observed that in regard to factors affecting the manner in which firms address strategic decisions, there are national differences that must be recognized. Martinsons and Davidson further observed that there are differences between U.S.-based firms and Chinese- and Japanese-based firms with regard to the drivers behind strategic decision making. On one hand, American businesses demonstrate a strong drive for achievement, performance orientation, and creating new opportunities, whereas Chinese and Japanese businesses focus on personal power, affiliations, and established relationship preservation. This was confirmed by Cerrato and Piva (2007), who concluded that previous studies on the internationalization of family businesses are country specific and cannot be generalized. Therefore, the inconsistencies in the findings may be because of the geographical locations of the firms.
With regard to the factors affecting the internationalization of family firms, Naldi and Nordqvist (2008) observed that the reason for the variance in researchers’ findings is dependent on the definition of family firms that were used in the study. The variance also depends on the population’s characteristics and the firm’s location. Laacks (2010) argued that manufacturing firms are different from services firms with regard to internationalization because service companies depend mainly on human skills. 
Lyder (2009) observed that scholars have debated the importance of industry characteristics when making a decision to internationalize. Some scholars stated that the specific characteristics of the type of industry (i.e., goods or services) have an effect. Conversely, others such as Blomstermo and Deo-Sharma (2003) stated that industry characteristics are of minor importance.
Some of the findings in the previous research did not address the direction of the relationship between the dependent and the independent variables. For example, Wang (2010) addressed the correlation between ownership and internationalization. He mentioned that there is an influence without specifying whether that influence is positive or negative. Tsang (2012) mentioned that when founders are heavily involved, they are in full control of the expansion process by reviewing every opportunity personally, therefore influencing the internationalization process. Here again, the author did not specify the direction of the relationship.
According to the studies, there are inconsistencies in the factors that affect internationalization decision making in family business (Sagero, 2010). According to Dyer (2006), most studies failed to describe the effect of family on the performance of family firms. However, few research studies have examined the factors of internationalization of family businesses (Zahra, 2003). On the basis of the literature analysis, it was confirmed that there is a high inconsistency in addressing factors influencing the decision making of internationalization. The available studies have been conducted in different countries and regions such as the United States, China, and Europe, which might have led to different findings. Internationalization research in developing countries is struggling for empirical evidence (Senik et al, 2010). No empirical study has been conducted in the UAE, and there is a lack of contextual understanding of the UAE family businesses. According to Brice (2013), cultural difference might affect firms’ performance differently. Those cultural differences could affect firms’ strategies (Brice & Jones, 2008). It is clear that such research is needed to be conducted on the UAE to explore the factors that might be affecting the internationalization in the UAE. The present study will attempt to fill up this knowledge gap by conducting an empirical research on family businesses in the UAE. 
Because of the inconsistencies in the findings and none of the previous literature covered the UAE, the following research questions are needed to be answered to fulfill the knowledge gap:
1. What are the factors that affect internationalization decision making in family businesses in the UAE?
2. To what extent do those factors affect their decision making? 
3. If the findings in the UAE are not consistent with previous research, why is that?



[bookmark: _Toc387250171]Chapter 3: Theory
Because this study is inductive and exploratory, the analysis is not based on theories. In addition, the epistemological basis of this research is antipositivism (not positivism). This implies that realities can be obtained by being involved in realities and through the opinion and experience of participants and open-ended interviews, and it is not based on theories and structures. The aim of the research is to understand the phenomena of internationalization decision making in family businesses. Literature suggests no agreements on the factors that affect the internationalization of family businesses, and there is no such study that have been conducted in the UAE. Therefore, there is no boundary for the factors, and the entire variable that makes the construction of hypotheses difficult especially in such exploratory study cannot be defined.
In addition, the conclusion reached in this research was based on in-depth within-case and cross-case analyses. Bounded cases were studied until the saturation level is reached to find out the unique factors that affect internationalization decision making in the UAE. In qualitative research, only hypothesis generation can be obtained, such as the one in the “grounded theory” approach, whereas hypotheses testing is applicable for quantitative studies (Auerbach & Silverstein, 2003). Theory and hypotheses can be generated from the interview outcomes and analysis in grounded theory. If I were doing a grounded theory, I would be able to come up with theories and hypotheses at the end of my research that can be tested in future quantitative and deductive research. In this study, the approach is case studies, and the findings are not generalized. More details of the methodology used and the philosophical assumptions are explained in Chapter 4.
In summary, the main distinction between qualitative research and quantitative research is that quantitative research seeks to confirm hypotheses of a phenomenon whereas qualitative research is concerned with exploring and understanding the phenomena (Hoepfl, 1997). Inductive approaches, which is the case of this research, focuses on the collected data, deductive approaches test hypotheses, theories, or models (Thomas, 2006). In addition, hypotheses are not defined precisely in qualitative research where the aim is to have a general understanding that will be affected by the analysis of data collected (Sullivan & Ebrahim, 1995). According to Hale and Astolfi (2007, p. 202), “[u]sing an inductive mode of inquiry, qualitative researchers, refrain from positing firm hypotheses or any hypotheses at all.”
The aim of this research is to find the factors that affect decision making in the UAE rather than testing them. The disagreement between the scholars with their different opinions about internationalization decision making and the fact that this field of study is in the developing stage and not yet mature urged me not to test a theory, model, or hypothesis. The aim is to explore such factors that could be applicable to the UAE context. In the next chapter, a detailed description of how this study will be conducted and the rationale behind that selection are provided.



[bookmark: _Toc387250172]Chapter 4: Data and Methodology
The aim of this research is to find the factors that are affecting internationalization decision making in family businesses in the UAE. In this section, the philosophical assumptions will be illustrated, which lead to the methodological assumptions that will eventually lead to the choice of research approach. These assumptions will be affected by the nonagreement of the limited existing research on the decision making of the internationalization of family business and the nonexistence of such study in the UAE. In addition, the assumptions will be affected by the culture of the business environment in the UAE.
[bookmark: _Toc295001921][bookmark: _Toc361100506][bookmark: _Toc362135017][bookmark: _Toc362148392][bookmark: _Toc387250173]Philosophical Assumptions
Any research design process begins with philosophical assumptions that any researcher will take a stance on (Creswell, 2007). Final research findings will depend mainly on the analysis that will be conducted based on the experience and knowledge gained during the data collection procedure. On the basis of the literature, there are limited studies on the internationalization of family business and no evidence of conducting such study in the UAE. There are no theories that have been tested that could help in answering the research questions. The available theories about internationalization will help on deciding the strategy that companies adapt by choosing the right entry mode rather than answering the factors that make family companies internationalize or not. Factors affecting internationalization decision making in family firms is a subjective topic that depends on collecting information from family firms’ owners (family members) and managers.
According to Creswell (2007), the philosophical assumptions are ontology, epistemology, axiology, rhetoric, and methodology. When conducting research, scholars should have beliefs to guide their actions, which are called paradigm or worldview, and they consist of ontology and epistemology (Creswell, 2007; Mack, 2010). The important question in this section is which one comes first. Is it ontology assumptions, epistemology assumptions, or methodology? Mack (2010) quoted Grix (2004, p. 68) in his book regarding the foundation of research:
“Setting out clearly the relationship between what a researcher thinks can be researched (her ontological position) linking it to what we can know about it (her epistemological position) and how to go about acquiring it (her methodological approach), you can begin to comprehend the impact your ontological position can have on what and how you decide to study.”

Starting with ontological assumption, it leads in this research to nominalism and not realism because the reality is based on the opinions of participants, not on structures and theories. It is expected to find a reality that is subjective. Participants will provide information and thoughts that are true and applicable to their companies. Thus, the reality could be multiple, which is dependent on different participants.
To arrive to a conclusion in this research, I have to choose one of the two reasoning methods. The inductive reasoning is based on classifying raw data into categories and creating generalization about investigated phenomena, depending on observation, examination, and interpretation (Zhang & Wildemuth, 1996). It is sometimes called hypothesis generation (Thorne, 2000). On the other hand, when researchers try to examine theories, they will follow deductive reasoning by starting with a theory or generalization to explore if it applies to certain cases to test hypothesis (Hyde, 2000; Thorne, 2000). 
Given the contextual difference between inductive and deductive reasoning, and this research topic about factors affecting internationalization decision making in family firms, the position of this research is inductive, starting from the case studies until establishing findings about the factors. What will be learned from this research will depend mainly on the ideas of the participants rather than on what is objectively found.
Epistemology is a branch of philosophy that is concerned with the nature, ground, structure, scope, and validity of the knowledge (Burrell & Morgan, 1979; Thagard & Beam, 2004). According to Creswell (2007), epistemological assumption drives researchers to be as close as possible to the participants. There are two philosophies under the epistemological assumptions: positivism and antipositivism (Dogan, 2013; Trochim, 2006). Positivism argues that parts of the whole should be connected by regular and casual relationships. In positivism, researchers can reach accurate knowledge through systematic observations, experiments, inferential statistics, hypothesis testing, and mathematical analysis (Dogan, 2013). The idea of positivism is to prove or disprove hypotheses (Mack, 2010). 
On the other side, antipositivism—initiated as a reaction to positivism—propose that realities can be obtained by being involved in realties and, through the opinion and experience of participants and open-ended interviews, is not based on theories and structures (Dogan, 2013). Mark (2010) quoted Cohen, Manion, and Morrison (2006) in their book “research methods in education,” describing the role of antipositivism as “understand, explain, and demystify social reality through the eyes of different participants.” Considering the difference between positivism and antipositivism, we can find that the epistemological basis in this research is antipositivism. 
The axiological assumption is concerned about values. A research is considered value laden when the researcher is directly engaged in collecting, analyzing, and interpreting research data, and a research is value free when the researcher’s bias is controlled and his or her influence is eliminated from findings (Greenfield et al., 2007). To understand and interpret the collected information in the different industries, I need to become an insider in the other cases. As a researcher, more time needs to be spent with the participants who are going to be senior managers or owners of these companies to understand their perspectives. According to Creswell (2007), researchers in qualitative inquiries admit the value-laden nature. This is true for this research because I will analyze collected data from family firms’ owners and managers to come up with outcomes about the factors affecting internationalization decision making in family firms. Therefore, this research is value laden because my presence is apparent in the text and the findings are based on my own interpretation and presentation. 
With regard to the rhetorical assumptions, the language used in this research is first person. Creswell (2007) suggested that in qualitative research, scholars’ language becomes personal. This research depends mainly on interviews with family firms’ members and owners, and this issue prompted the use of first-person language. The researcher interprets the data and comes up with a conclusion and naturalistic generalization, and this requires the use of “I.”
[bookmark: _Toc387250174]Method Selection
The methodological assumption is a very important assumption. Dogan (2013) suggested that ideographic approach needs to be analyzed in their own context and is mostly used in qualitative studies. Ideographic approach is more concerned with humanities and social sciences. Case studies are common methods in ideographic approach. On the opposite side, nomothetic approach depends on systematic and scientific processes to investigate the reality, such as hypothesis testing, which is mainly used in quantitative research (Dogan, 2013). 
The methodological position in this research is ideographic. This research is subjective, and it is directed toward collecting data from participants through case studies, to reach findings about factors affecting internationalization decision making within family firms.
There is a lack of quantitative data about family-owned companies in the UAE and, therefore, a lack of data on factors affecting internationalization decision making in family businesses. This is because family owners tend not to disclose their companies’ data. Another reason for not doing a quantitative research is the problem of identifying the family firms (Shanker & Astrachan, 1996). In addition, quantity studies seek correlation, relationship, and causality based on a specific variable (Laws & McLeod, 2004). In this study, the variables are not defined because this research is trying to identify such factors and because there is no agreement on the factors in previous research that was done by different scholars, especially when there was geographical and cultural differences. 
The qualitative approach has been adopted for this research to be close to the research subject and to ask specific questions that are related to the factors that are affecting the decision in internationalize businesses. Creswell (2007) identified some of the main reasons that make researchers adapt qualitative research such as the following:
· the need to have a detailed understanding of the problem,
· the need to understand the context of the phenomenon according to the participants, and
· the quantitative measures and analysis do not fit the problem.
Therefore, qualitative approach in this research will help in understanding the factors, in the selected cases, that drive or constrain the decision to internationalize and develop clarifications of this phenomenon (Hancock, 1998).
[bookmark: _Toc387250175]Case Study Approach
The selection of which research method to be used is dependent on the nature of the research problem (Noor, 2008). To answer the research question, several available cases in the UAE need to be studied. A deeper understanding of the issue needs to be achieved; therefore, the chosen method for this research is the “case study” methodology. Creswell (2007) describes case study as “a qualitative approach in which the investigator explores a bounded system (a case) or multiple bounded systems (cases) over time, through detailed, in-depth data collection involving multiple sources of information.”
Case study is a method chosen by researchers when it is difficult to set boundaries between the problem being investigated and the context, in which the researcher will explore and get a clear understanding of the phenomenon (Merriam, 2009). Case studies will not eliminate the significant characteristics of real life events, and this will help researchers to get better understanding of complicated social phenomena (Kohlbacher, 2006). The question that faces researchers is what number of cases is adequate for qualitative studies. Patton (1990, p. 184) answer this question claiming that “[t]here are no rules for sample size in qualitative inquiry. Sample size depends on what you want to know, the purpose of the inquiry, what’s at stake, what will be useful, what will have credibility, and what can be done with available time and resources”. In addition, Eisnhardt (1989) confirmed that there is no ideal number of cases, and the target is to choose cases that will likely enhance the naturalistic generalizability of the findings. Qualitative studies focuses on in-depth analysis of the information-rich cases until researchers reach the saturation level and the cases should be selected purposefully that will answer the research questions (Patton, 1990).
Understandably, a single case study is not enough for this research. There are different industries where the parameters could be different. According to Creswell (2007), a collective case study (multiple cases) shows different perspectives of the issue, and it helps in generalizing the findings. In this research, I have chosen six companies to be my theoretical sample (purposefully) where I have selected three industries (each having two companies). I have disregarded the industries controlled by third parties and corporate governance rules imposed by the government. For example, the financial and insurance industry is highly regulated in the UAE, and therefore, the possibility of family control is very limited. Financial companies such as banks have to follow the rules and regulations directed by the UAE Central Bank.
Two companies have been selected in each industry to minimize bias of respondents. This research will be based on six different companies in three different industries as follows:
· Two cases for companies in the manufacturing industry
· Two cases for companies in the construction industry
· Two cases for companies in the consultancy services industry
[bookmark: _Toc295001922][bookmark: _Toc361100507][bookmark: _Toc362135018][bookmark: _Toc362148393]Similarities and differences between cases should help enhance believability (validity and reliability) of the findings. By using this methodology, different cases will be explored through an in-depth data collection in the forms of interviews and observations. Finally, an in-depth analysis and comparison of the cases will be performed. 
[bookmark: _Toc387250176]Other Qualitative Methods
There are several other qualitative methods that are not applicable due to the following reasons:
· Grounded theory: It is not applicable because the emphasis is not on generating a theory. The aim is to understand the issue of internationalization decision making and try to define the factors that affect the internationalization decision making.
· Ethnography: This methodology focuses on describing and interpreting a culture-sharing group. It is not suitable because the intent of ethnography is to determine how culture works rather than understand what is being investigated. According to Suryani (2008), ethnography depends mainly on observations, and sometimes it uses interviews as a secondary data collection method to capture the whole picture. On the contrary, in this research, interviews are the main source of data.
· Narrative research: This research approach is used to tell stories of individual experience. The aim of this research is beyond that. What is required for this research is a comparison between two cases and the application of theories after conducting an in-depth analysis of these cases and presenting the findings. Narrative studies also focus on individuals, while case studies often involve more than one case (Creswell, 2007).
· Phenomenology: It focuses on what people experience in respect to a phenomenon and how they interpret the experience. It is not applicable because this study is not focused on describing the essence of the individuals only. It looks at the analysis of the factors affecting decision making in the family business. The unit of analysis in phenomenology is individuals, although this research needs to understand the business as a whole. In addition, I am not after describing the essence of the problem or the lived experience of the individuals. I am looking for answers to my research questions. 
· Action research: This is a good method if I am part of the company in the cases studied. Stephen Kemmis (1980) noted Kurt Lewin’s characterization of action research, “consisted of analysis, facts finding conceptualization, planning, more fact-finding or evaluation and then a repetition . . . ” In this research, no changes can be dictated to the companies being investigated. In addition, I cannot be part of all the cases. 
[bookmark: _Toc361100511][bookmark: _Toc362135022][bookmark: _Toc362148397][bookmark: _Toc387250177]Data Collection
According to Creswell (2007), the forms of data for case studies are documents, interviews, and observations. This research is based on qualitative case study data collection methods. Six companies will be identified to be the cases. The main source of data in this research is personal interviews. The aim is to conduct the personal interviews with one family member or a nonfamily member in each case (ideally a family member as they tend to be the final decision makers in family businesses). 
Because the interviews will be conducted with a participant within each company (a total of six companies, two in each industry), semi structured interviews have been chosen to provide flexibility in case the interviewee needs to be approached differently. Some questions were revised based on the information and knowledge gained after working with some participants. 
The analytical techniques that will be used are the cross-case and within-case analyses suggested by Creswell (2007) because of the multiple cases in the study, to analyze the similarities and differences among them and to compare which factors drive their strategic decisions for global expansion. Each case will be treated as a separate study. Then the data will be pulled apart and put back together in a meaningful manner by establishing patterns supported by the summary table. The theoretical analysis will be presented for each factor based on previous literature, and then a qualitative analysis of the interview results will be discussed. After analyzing the data, naturalistic generalizations will be developed as a conclusion. Figure 3 summarizes the stages of the research, which is derived from Noor’s (2008) model.
Select cases
Design Research question
Conduct 1st case study (A1) - (Manufacturing)
Conduct 3rd case study (B1) - (Construction)
Conduct 2nd case study
(A2) - (Manufacturing)
Conduct 4th case study
(B2) - (Construction)
Within and Cross-case analysis
Comparison (Literature Vs Empirical)
Conduct 3rd case study (B1) - (Construction)
Conduct 4th case study
(B2) - (Construction)
Discussion and Conclusion
Figure 3. Stages of conducting case studies






		

[bookmark: _Toc361100516][bookmark: _Toc362135026][bookmark: _Toc362148401][bookmark: _Toc387250178]Interview Design
The interview questions were thought out and designed so that they cover most of the factors affecting internationalization decision making in family business. The interview questions were designed based on the available studies. Naturally family-owned businesses were selected, and the questions were developed to cover firms that have internationalized and ones that have not.
After the categorization of the companies selected, the interviews took place, and varied questions were asked, which cover general information about the interviewee, company general information, questions related to family business, involvement, generational succession, and internationalization process. In the case of interviewing family members, the questions were asked in a specific way to find out about the mind-set and the drivers for their decisions. On the other hand, if a nonfamily member in management was interviewed, then the questions were geared toward their point of view when it comes to questions regarding factors such as culture, motives for internationalization, and the process. The questions used were open ended and semi structured (for the list of questions, see Appendix 1).
[bookmark: _Toc387250179]Interview Outcome
Below are the summaries of the interviews conducted on six companies. The cases were classified by industry: (A) being referenced for manufacturing, (B) referenced for construction, and (C) referring to consulting.
A.	Manufacturing industry
Case 1 (A1)
This factory is considered a leading paper converter in the UAE, which was established in 1979 in Abu Dhabi and currently employs more than 200 workers. I have interviewed three persons from this organization, that is, father, son, and group general manager. There is no board of directors, and the father, who is the chairman, owns 100% of the company.
The products of the factory range from tissue paper to printing and packaging materials such as corrugated cartoons. Currently, the chairman is the first-generation owner with the son being the CEO and no other family members involved on the management level. The CEO has studied at UAE University, and he is 33 years old. After graduation, he started to work with his father in this business. The group general manager is an expat who received his education from Egypt. None of the top management worked in a multinational firms before.
The daily work is the responsibility of the group general manager who reports to the CEO. Strategic decisions are suggested and presented by the CEO and requires the approval of the chairman to be implemented. 
In 1991, the chairman of the company decided to expand to neighboring countries after a visit to an exhibition in Oman where he decided to export to Oman. According to the management, export proved to be a profitable move in a demanding market, which led to his decision to locate an office there on a later stage. They believe that it was an easy decision since they have an overcapacity of production and the UAE market was limited due to high supply competition. Global expansion seemed like a good option. Further expansion in the same manner was repeated in Qatar and KSA, with another office currently being opened in the UK. They also have local distributors in countries such as Iran and Morocco. They have chosen the export mode of entry because it was quick and easy to implement. The tissue paper mill is capital intensive; therefore, they believe that export is less risky because it does not require a financial capital, although exporting reduces their profit because of the extra cost of transportations and duties. However, they believe that they want to operate on full capacity in Abu Dhabi before they start to think of establishing a direct investment in other countries. Because of the economies of scale, they claim that they can reduce their cost by increasing the number of units produced. The factory cost, which is the major cost, will be distributed over more units, therefore reducing the cost per unit of production. Currently, they export around 70% of their products and sell only 30% to their local market, and they operate on 50% capacity.
To minimize risk, the management decided to sell their products in countries where they know people. The way they do export is either by creating a representative office with a manager and group of sales people or through direct relationship with buyers. They believe that the first option is more efficient and more rewarding because they can create more sales orders and provide a better after sales support.
The main issue that faced the company when internationalizing was the human resource factor. The need to select qualified candidates is imperative. This is where they faced many problems in finding the right managers for the international business. They believe that they have been lucky in having a good team of lawyers who engage in studying the structure of the companies, especially where tax is involved when exporting and establishing their representative office in countries such as UK and Morocco. Further expansion would happen depending on the owner’s vision and his expectations for the business. The management believes that if they can sell all their product in the UAE, they would not internationalize. The main driver for their internationalization as per their views is business driven, based on the need to increase their sales and be more efficient in terms of capacity utilization of their factory.
Case 2 (A2)
This is a private family-owned business in Abu Dhabi with 100% family ownership status. The current owner is the first-generation father who is the sole owner of the business. He is one of three board members alongside his son (CEO) and daughter (service support manager). In this company, I have interviewed the chairman, the CEO, and the factory manager.
The chairman of the company is one of the most highly reputed business professionals in the UAE. He completed his electronics engineering degree in Paris, France. Since then, he started many businesses in the UAE. The CEO has been in his current position for 13 years. He was educated in the United States.
The company is a manufacturer of beams, facades, walls, staircases, bridge beams, tunnel segments, and railway sleepers, which are considered concrete precast products. The company was established in 2000, prior to the CEO joining. The CEO believes that the motives that led his father to start the factory are to expand, to increase wealth, and to meet the high demand for building systems in the UAE, which is evident because they had started with one factory and have expanded to three factories (approximately 1,000 employees) to meet the market demands. Having said that, he added that the company owns 10% of the market share. Thus, there is a room to expand locally.
When it comes to the family governance structure, the CEO reports to his father, and there are other nonfamily member managers such as the factory manager who reports directly to the CEO. The chairman does not mind having nonfamily managers in the business because he is looking for qualified professionals. However, the chairman and the CEO seats are reserved, and no one outside of the family will take their place according to the CEO’s statement. With the above-mentioned structure, strategic decisions are made by the owner himself or raised by the CEO.
When it comes to the internationalization of the company, although it is an important process for diversification and growth, the CEO felt that expanding globally does not fit well into their business model mainly because exporting their products is not feasible because logistics would be complicated and expensive. The transportation of precast products is restricted to a 300-kilometer radius. He added that expanding in neighboring countries would mean that the best option would be to invest in a similar business rather than starting a new operation. Although investing outside can be costly, high level of trust in the partners as well as evidence of their proven track record of the partners businesses would be required prior to consideration. According to the CEO and the factory manager, precast industry is capital intensive, and the know-how of this business is not difficult to acquire. 
The board had researched and visited neighboring GCC countries as well western and eastern European countries once they had built and run their second factory. Their impression and gut feeling was that the competition in this particular industry is so high, and even more difficult when an outsider competing with a local company.
The main reason why this company has not internationalized is because they believe that they have invested a lot in the precast industry where they have the largest precast production facility in the UAE. The CEO said that they want to invest in other industries that are not related to constructions because they are exposed heavily to this industry. This lead to diversification, in which the company does not want to take more risk in this industry. 
If they were to internationalize, the owner would normally come up with the idea, or the CEO might suggest it. This is followed by a detailed feasibility study on a macro level, which would be performed by qualified analysts to look at the options and figures. The family members would then travel to the country of interest to check the market for themselves, and if there were an agreement that it is a profitable, minimal risk venture, then outside consultants would be hired to study the project further on a macro level before the owner makes the final decision.
As for future plans for Abu Dhabi Precast, the management believes that there is no need to expand locally because they have a high capacity of production that is not utilized. The management also concluded that if they were to internationalize, they would not do it by themselves. They will coinvest with others and will have minority to reduce risk. When I asked about the network outside the country, the CEO said that they already have good network, but none in the precast industry. A very interesting statement came from the CEO, who concluded his interview with “The whole world is coming to the UAE to do business. Why would we go abroad?”
The general manager who worked for nine years in the company added that family members are in full control of all strategic decisions. They are also aware of all tiny details and cannot trust other nonfamily members. He believes that this is the reason stopping them from expanding abroad.
B. Construction Industry
Case 3 (B1) 
The company is part of a group of many companies operating in different sectors such as transportation, manufacturing, oil and gas, and construction. The focus was on the construction, that is, civil and road business, which was established in the late 1970s. In 2008, the group had almost 50,000 workers. The owner, who is the chairman, is an entrepreneur in the UAE who runs this company with other family members. Currently, the company is managed by the chairman, who is the founder and has 100% ownership, and his son, who is the CEO. One of the daughters used to be a chief operating officer but now moved from executive management to the board. The board is informal and consists of family members. 
The general manager, a nonfamily member who runs the road section, was interviewed along with the chairman. He had worked for the company for almost 20 years and was a trusted member of the management. He explained that the company was run by the chairman (first-generation owner) who was not a graduate and had no international experience but has of an extremely entrepreneurial mind-set and vision. The chairman exercised an open and transparent culture and involved all management members when it came to strategic decisions, although the final decision would be down to him. 
The company’s business objectives were to be the leader in construction. The company grew to capture 10% of the construction contract market share in the country. Once they had experienced this local success, they had decided to expand and to cover other projects nationally and expand internationally. They were eager to find opportunities inside or outside the country to fulfill their growth strategy. They were growing fast, and the company had one of the largest, if not the largest, fleet of construction machinery and transportation in the GCC. Qatar was the first country where they internationalized in 2003.
In their view, the network was easy to create because they are a very well reputed contractor who is equipped with financial capabilities and know-how. They believe that resources such as financial and human resources could be allocated for any growth strategy.  
The first construction project was financially disastrous as per the general manager. However, that did not stop them from pursuing other projects in Qatar because they have gathered good experience and knowledge about the country. They believe that logistics and procurements were the main reason for their initial failure. The company believes that risk is associated with any business transaction and it is linked to the reward because with more risk comes more profit, which depends mainly on how much the owner is willing to risk. Finally, other companies in the group have already internationalized, such as aluminum manufacturing, paper manufacturing, lighting poles, and so on, through different entry modes.
Case 4 (B2) 
This company is in the construction industry, established in 1982, and has grown to employ 5,000 staff members. The company employs two family members: the father, who is the owner and the chairman (first generation), and the son, who is the CEO. There is no formal board. The father makes all strategic decisions. 
The CEO explained that one of the reasons why the company had not internationalized is that the business was doing extremely well locally. He added that considering that the UAE has seen a tremendous growth in the last 30 years, the company found that there is no need to expand outside their locality because they had more projects on board than they could undertake with the resources they had available. For the local demand alone, they have expanded from 1,500 employees to 5,000 over the last decade, and their market share is between 3% and 5%.
Another reason why the company did not explore outside markets is that they could not find reliable global partners or any network of contact outside the UAE. Also, the CEO undertakes the role of a project manager, which meant that he would visit each project throughout his working week to ensure the projects are running smoothly. This means that it would be impossible for the business to internationalize because the CEO would not be able to manage these projects effectively or be present.
Finally, the CEO stated that he believes the construction sector is one the toughest industries to internationalize because there are various factors to consider, such as laws and regulations, human resources, required materials, subcontractor reliability, and many others, which would make the company “exposed to many risks.” Although capital is available, there are many other uncertainties that would make internationalization risky and bring an unnecessary headache.
The chairman believes that it is still early to expand outside the country. There are many projects that they are bidding for, and more and more projects are coming up. He considers the UAE as a place where it is safe politically and the law is enforced. 
C. Consulting—Service Industry
Case 5 (C1) 
This engineering consulting firm was established in 1981, and it is owned by a second-generation owner/chairman and run by his cousin who is the CEO. The board members consist of four members: the chairman, the CEO, the operations director (owner’s sister), and the general manager, who is a nonfamily member and had been a close friend of the family for 20 years. The owner had studied in the United States and had gained work experience after the completion of his degree. He was appointed chairman 8 years ago, after the death of his father. The company employs 22 in-house consultants and has access to a pool of freelance consultants. The market shared according to the CEO is 2%. They pride themselves on having an international, diversified, and transparent culture and an internationally qualified staff, which has helped them in put in place their strategic plan to expand internationally in early 2002.
The CEO explained that when they had started the business, they owned a large market share, but in recent years, the competition had been so intense that they had decided to use their expertise and enter the other markets by offering their services to projects available. The internationalization process was easy with the access of talent they had available, but it was initially tough to crack the global market. They found that employing highly qualified sales local sales people in each of their targeted countries had helped them in winning contracts. The services sector is not a capital-intensive industry. However, the company had enough capital to support its internationalization strategy. 
A joint venture deal was struck with a couple of international companies that had helped in growing the business and spreading the word about the company’s reputation. This coupled with the network of international contracts the chairman had accumulated over the years made the internationalization process more effectively. The risk that is associated with the current operation is that they need to have projects to cover their expenses. The CEO noted that the company did well in some countries and failed in others. Every country has its own codes for structural and architectural engineering.
Currently, the company is a part of two joint ventures and has local representatives in 12 countries around the region (Middle East, Africa, and East Asia). Their international business accounts for 70% of their revenue. They have further growth strategies planned in the next 5 years.
Case 6 (C2)
This company is an engineering consulting firm established in 2005 to support local clients Abu Dhabi. Considering the company is fairly small and employs less than 20 people, they have no plans for expansion internationally and they have less than 1% market share. The first-generation owner is an engineer who was educated in the United States and is also an owner of several other companies. He believes that this business could grow, but he is not interested to do so because of the other businesses that generate better revenues, and this company is established to support other businesses locally. He said that he does not have a good network outside the UAE that is involved with engineering services. Another reason why he does not want to expand is because it is a difficult business, and it requires more attention from him. The owner claims that he has enough capital if he wanted to grow the business outside the UAE. Therefore, in his view, financial capital is not an issue for him not to internationalize.     
Currently, the owner is the only family member and is planning to pass the business onto his eldest son, who is currently still a young child. He has not considered other family members to run the business. He uses then firm also to complement his other companies, such as the real estate company. He uses it to design and supervise the work of his other companies. All strategic decisions are taken by him.



[bookmark: _Toc387250180]Chapter 5: Discussion of Results
In this section, the factors that have an influence on internationalization decision making will be discussed, and the literature view will be summarized as a reference. This is followed by the qualitative analysis of the case studies relating to this particular factor, with evidence from the interviews conducted. Finally, the effect on decision making will be concluded in the final section. Table 11 summarizes the basic interview data.
	 
	A1
	A2
	B1
	B2
	C1
	C2

	Industry
	Manufacturing
	Manufacturing
	Construction
	Construction
	
Consultancy

	Consultancy

	Year established
	1979
	2000
	1970s
	1982
	1981
	2005

	Years running
	34 years
	13 years
	Almost 40 years
	31 years
	23 years
	8 years

	Ownership
	100%
	100%
	100%
	100%
	100%
	100%

	Year of internationalization
	1991
	NA
	2003
	NA
	1999
	NA

	No. Employees
	More than 200
	1,000
	50,000 in the whole group
	5,000
	22 in-house + pool of consultants
	20

	Managing generation
	First/second
	First/second
	First
	First
	
Second

	First

	No. family members
	2
	2
	2
	2
	3
	1

	No. board members
	No formal board
	3
	3 informal
	No board
	4 (1 nonfamily)
	No board

	Interviewee
	Chairman (father), CEO (son), and group general manager
	CEO (son) and factory manager
	Chairman and general manager 
	Chairman (father) and CEO (son)
	CEO (cousin)
	Chairman

	Market share (local)
	30%
	10%
	10%
	3%–5%
	2%
	1%

	Strategic decisions
	Chairman
	Chairman
	Chairman
	Chairman
	All family members involved as well as nonfamily manager
	Chairman

	Internationalized
	Yes
	No
	Yes
	No
	Yes
	No

	Motives to internationalize
	Overcapacity/market opportunity
	NA
	Expand
	NA
	To meet international demand since local was saturated
	NA

	Network outside the UAE
	GCC contacts
	Exists but not related to industry
	GCC 
	Yes
	Yes
	Yes

	How was internationalization initiated
	A visit to an exhibition in Oman
	NA
	Based on contacts
	NA
	JV deal through a contact
	NA

	Internationalization countries 
	Oman, Qatar, KSA, UK, Iran Morocco, etc.

	NA
	Qatar 
	NA
	2 JVs and 12 reps in Middle East, Asia, and Africa
	NA

	Method of internationalization
	Export/distributors/representative offices

	NA
	Branch company 
	NA
	JV/sales reps
	NA


Table 12: summary of companies’ basic information
[bookmark: _Toc387250181]Analysis of Factors Affecting Internationalization Decision Making
In this section, factors affecting internationalization will be analyzed based on the literature analysis, which is based on literature review and the in-depth analysis of the cases. 
[bookmark: _Toc387250182]Risk Aversion
Theoretical analysis. In previous literature, scholars were in agreement that risk aversion is a hindering factor affecting internationalization decision making. Cerrato and Piva (2007) stated that family businesses’ aversion to risk prevents entrepreneurial opportunities being seized, hence negatively affecting international growth strategies. Also, Patel et al. (2012) confirmed that the family’s need for stability may restrict a firm from global expansion and affect internationalization negatively.
Empirical analysis. From all the cases, risk aversion was not clearly identified whether it supports internationalization. Any new investment or growth strategy is always associated with risk. Having three companies that internationalized and invested some of their wealth in other markets indicate that risk aversion is not a factor that will stop companies from internationalization. In addition, because companies that realized they could expand in the local market opt not to internationalize, it does not necessarily mean that they are averting risk. Therefore, risk aversion is not a factor that affects the decision to internationalize. 
On the other hand, a factor that is related to risk is diversification. In this study, it is found that diversification could be a factor that affects the decision to internationalize. However, it was found that companies diversify either to other countries or to other industries locally. The manufacturing company who did not internationalize wanted to diversify into other business. They felt they had enough exposure to that business and decided to limit their risk in that business. Firms diversify internationally to grow and to capitalize on new opportunities (Ang, 2007). In addition, firms can diversify into other industries after they still possess resources that are unutilized, and these resources could be used in other sectors (Oyedijo, 2012).
 
	Company
	Support Internationalization
	Hinder Internationalization
	Neutral/Does Not Affect

	A1
	
	
	X

	A2
	
	
	X

	B1
	
	
	X

	B2
	
	
	X

	C1
	
	
	X

	C2
	
	
	X

	Percentage
	0%
	0%
	100%


Table 13: Risk aversion according to companies
Conclusion. It is clear from the cases that risk aversion is not a driver or a hindering factor to internationalization decision making. It is understood that risk is associated with all growth and new investment decisions. Fifty percent of the cases internationalized, and others did not. This a clear indicator that risk could be mitigated and, thus, not a factor. Therefore, there is a contradiction between the literature and this study. Nobody wants to lose his or her wealth, but if a company wants to grow, it should take some risk. 
In addition, international diversification was found to be a motivational factor toward internationalization. Companies could diversify to other countries and increase their total revenues. Companies diversify to minimize local market risk. 
[bookmark: _Toc387250183]Financial Capital
Literature analysis. Wang (2010) stated that family firms are more conservative toward the internationalization process and the financial loss that may be related to it because family members invest a huge proportion of their wealth in their firms. However, Zaniewska (2012) believed that family firms with strong financial capital are more likely to internationalize successfully. It is clear from the literature that family members invest their own money in their companies, and this holds them from taking further risk. Also, family firms are known to have limited access to financial capital, which also hinders internationalization. Therefore, financial capital is considered a hindering factor because of its scarcity and the unwillingness of the family to lose their wealth in new operations.
Empirical analysis. Company A2 did not decide to internationalize, and they claim that the precast industry is very capital intensive and requires big investment. They opt to diversify into other businesses rather than precast because they do not want to allocate all their financial resources in one sector and were unwilling to lose the money they made in expanding this business. Therefore, the capital was not an issue, but the utilization of that capital was an issue, and thus, I do not want to classify it as a hindering factor. Company B2 faced a big local demand that was more than they can take on board; hence, it was the reason why they did not internationalize. Financial capital was not an issue because the company is contract based and could get project finance from banks easily. Company C2 is a small firm. The owner claims that the company has enough capital to support internationalization, but he does not have any plan to expand his company.
Company A1 internationalized although the business was very capital intensive. They have chosen export as a mode of entry to avoid more capital injection. Company B1 had strong financial capabilities. However, they believe that they can create and allocate financial resources to any future expansions. This implies that financial capital facilitates internationalization if available. The last company, C1, is a consultancy company that had enough capital to support its internationalization into other countries. 
	Company
	Support Internationalization
	Hinder Internationalization
	Neutral/Does Not Affect

	A1
	
	
	X

	A2
	
	
	X

	B1
	X
	
	

	B2
	
	
	X

	C1
	X
	
	

	C2
	
	
	X

	Percentage
	33.3%
	0%
	66.6%


Table 14: Financial capital according to companies. 
Conclusion. On the basis of the literature, financial capital is found as a restriction factor for internationalization if it is not available. However, companies can overcome this constraint by leveraging on their other advantages, such as knowledge and network. From the cases that internationalized, having a good base of financial capital helps firms to internationalize and afford internationalization investment successfully. With the availability of capital, it did not motivate two of the companies who did not internationalize, and therefore, it does not motivate internationalization. With limited capital, companies could use less capital-intensive entry mode if it fits the business model as per the internationalization theories previously illustrated. This is aligned with the theoretical conclusion that treats the unavailability of financial capital as a hindering factor. However, the main difference is that UAE firms did not show lack of capital. On the contrary, companies who did not internationalize had enough capital to do so but chose not to because of different factors.
In conclusion, if financial capital is not available for family firms in the UAE, this will hinder the decision to internationalize. The availability of capital for some companies made them diversify in other business rather than expanding the existing one. Therefore, the availability of capital alone does not make family firms internationalize, but it will facilitate the process of internationalization if decision is made. Companies expand globally to grow their business and will choose the mode of entry that fits their financial capabilities. According to company B1, banks finance expansion strategies if the business model is successful. Knowing that all the participant companies did not disclose any financial incapability and three of them internationalized and had no issue with capital and the other three decided not to internationalize so far, it is clear that the availability of financial capital for growth strategy is not a hindering factor.
In my view, financial capital is not a factor that affects internationalization decision making. However, it affects the entry mode. This is also confirmed by the available internationalization theory that discussed the cost of internationalization, such as transaction cost economics and resource-based theories. Also, the Uppsala school suggests that firms choose the appropriate mode of entry by engaging in the modest resources. However, financial capital is linked with risk. If we look at this factor from this angle, like what Wang has done, then it is a factor. In this research, risk aversion is a separate factor, and therefore, I prefer not to link financial capital to risk. Thus, it not a hindering factor to take a decision to internationalize or not. It is a factor that is affecting the process of internationalization such as the entry mode as suggested by the internationalization theories. 
[bookmark: _Toc387250184]Human Capital
Theoretical analysis. As explained earlier, what could differentiate family firms from nonfamily firms is human capital. Family firms tend to hire within the family, hence the dual nature of the relationship. Scholars have discussed the effect of human capital in family firms and reach a disagreement. Graves and Thomas (2006) stated that family firms are able to achieve a high level of internationalization although they have less managerial capabilities than nonfamily firms. On the other hand, Cerrato and Piva (2007) claimed that hiring highly qualified managers or hiring nonfamily member managers positively supports expansion. Also, Yrkkö et al. (2007) stated that companies are less keen to expand their business activities because of human capital, which has a negative impact on internationalization. Therefore, the disagreement is clear regarding who is supporting internationalization and who is not. Is internationalization support by human resources from the family or from outside the family?
Empirical analysis. When it came to internationalization, company C1 stated that they had highly qualified internationally experienced staff, which was among the driving factor for the company to expand globally. Company A1 also internationalized but found that human capital was a challenging factor as to why they are not expanding globally at a faster rate. However, that did not stop them from internationalizing. They had to send their current staff to initiate their overseas offices. I understood from company B1 that because of the size of the local company, more than 50,000 workers, they had access to the right human resources. They claim that they can allocate the required resources any time, and those staff and workers are from outside the family.  
On the other hand, companies A2, B2, and C2 did not internationalize because of various reasons not related to human resources, and because all of them claim that it is not an issue and they can source them easily. 
	Company
	Support internationalization
	Hinder internationalization
	Neutral/Does Not Affect

	A1
	
	X
	

	A2
	
	
	X

	B1
	
	
	X

	B2
	
	
	X

	C1
	X
	
	

	C2
	
	
	X

	Percentage
	16.6%
	16.6%
	66.6% 


	Table 15: Human capital according to companies
Conclusion. From the previous analysis, it is clear that even if the company had an issue with human resource, it did not affect its internationalization decision making. However, it has affected the base of how fast it could grow as in the example of the paper mill factory. In the consultancy company C1, it has speeded up the process. 
In the UAE, all companies are used to source staff and workers from all over the world, making it clear that human capital is not a hindering factor. In conclusion, human capital is not considered a factor for internationalization for UAE firms. It is clear that the availability of qualified staff is important to facilitate the process of internationalization. However, it did not affect the decision to internationalize. This also confirms the findings from the available literature, which had a disagreement only on whether family business can internationalize more with qualified staff or without. The available literature did not discuss if it is considered a factor affecting the decision or not.
[bookmark: _Toc387250185]Network
Literature analysis. Cabrera-Suárez and Olivares-Mesa (2012) stated that networks and collaborative relationships positively affect the internationalization of family businesses by reducing risk and uncertainty. Business-to-consumer is more likely to build commercial network than business-to-business (B2B) (Lubinski et al., 2013).
Empirical analysis. It is clear from the results of the interview that companies A2, B2, and C1 did not have an external network of contact in the same fields. However, companies A1, B1, and C2 all internationalized, and when asked about their international network, it appeared that they all had a range of external network ranging from neighboring countries to worldwide countries from different continents. In the A1 case, the owner decided to start selling to Oman after a visit to an exhibition and created a network there. However, when the companies who did not internationalize were asked about the fact that network has stopped them from going abroad, all of them claimed that the network is not the reason for that. 
Conclusion. It is apparent that one of the factors that support internationalization is to have a network of contacts outside of the locality to gain insider knowledge of the targeted foreign country and create trust. There is no contradiction with the theoretical conclusion because literature suggested that the network facilitates internationalization and did not claim that it is a factor that affects internationalization decision making. However, the companies who did internationalize did not expand globally not because they did not have a network. It was for other reasons. Having a network facilitates the expansion decision. The companies have already decided to internationalize and network facilitated that. This is aligned with the network theory that 
[bookmark: _Toc387250186]Family Firm Characteristics
[bookmark: OLE_LINK4][bookmark: OLE_LINK3]Literature analysis. Family firm characteristics play a role in influencing the decision to internationalize. According to Senik (2010), these characteristics include family size, owner’s age, products, firm’s industry, ownership status, and location of operation. 
Empirical analysis. In this research, some of the characteristics have not been investigated because I had controlled them. For example, I have chosen two companies from each industry having one internationalized and the other one not. Therefore, I cannot conclude anything from firms’ industry and products. Ownership will be discussed as a separate factor.

	
	A1
	A2
	B1
	B2
	C1
	C2

	Family size
	Father and son
	Father, son, and daughter
	Father, son, and daughter
	Father and son
	Brother and sister
	1 owner

	Owner’s age
	60s
	50s
	60s
	50s
	40s
	30s


Table 16: Family size and owner’s age summary
Conclusion. From the previous table, I cannot conclude anything with regard to the family size. It was found that two companies had a size of three, and one internationalized and the other one did not. With regard to age, I could not draw any pattern. Therefore, I do not think that the above-mentioned characteristics are considered factors that affect internationalization. 
Also, family firms’ members having entrepreneurial characteristic have an impact on driving internationalization process. This coupled with other factors would drive forward the process, which will be discussed later. In my view, if the firms are from the same industry and selling and producing the same product, firm characteristics could affect the decision to internationalize. 
[bookmark: _Toc387250187]Family Involvement
Literature analysis. Tsang (2012) mentioned that when founders are heavily involved, they are in full control of the expansion process by reviewing every opportunity, therefore having influence on internationalization process. Here we also find that the direction of the relationship is not concluded. Fernandez and Nieto (2006) stated that management involvement was negatively related to the degree of internationalization. Zahra (2003) stated that involvement positively supports internationalization because family managers act as stewards of the existing resources. However, he added that involvement has a negative effect on the number of countries entered. The positive aspect was supported by Kontinen (2011), who stated that there is considerable positive association between degree of family involvement and internationalization. 
Empirical analysis. From all the cases, although some of these companies had formal and informal board of directors, owners (chairman) had full control on the strategic decisions. 
Conclusion. With 50% of the cases internationalized, it is clear that family involvement is not a factor that could affect internationalization in the UAE. 
[bookmark: _Toc387250188]Ownership
Literature analysis. According to Wang (2010), ownership may hinder family firm internationalization process because family owner-managers tend toward fewer risks and choose not to enter international markets. On the other side, Zahra (2003) observed that ownership positively supports internationalization because family managers act as stewards of the existing resources, whereas Fernandez and Nieto (2005) stated that it has a negative impact.
Empirical analysis. All of the case studies were 100% ownership by one owner. Having ownership as one of the control variables in this study, it is apparent that companies A2, B2, and C2 did not internationalize because of full ownership, which supports Fernandez and Neito’s theory that it negatively affects internationalization, whereas companies A1, B1, and C1 expanded globally, which confirms Zahra’s theory that ownership positively affects internationalization decision making.
Conclusion. Ownership in this study shows no impact on the decision to internationalize for UAE firms because all cases had 100% ownership, and half of them internationalized and the other half did not.

[bookmark: _Toc387250189]Governance
Literature analysis. Liang et al. (2012) stated that a firm with substantial family control is unique in its ownership and governance systems, and the resulting management practices and the culture of the company, which may affect the process through which these firms make strategic decisions, including internationalization decisions. No direction to the relationship was given. Also, Naldi and Nordqvist (2008) stated that opening all levels of the firm’s governance structure positively influences expansion across foreign markets. 
Empirical analysis. All companies’ strategic decisions are taken by the chairman in all cases. Companies A1, B2, and C2 had no board system and B1 had an informal one. Two companies have had board systems, that is, A2 that did not internationalize and C1 that internationalized. 
Conclusion. I could not draw any pattern from the available cases. Therefore, I do not consider governance as a factor affecting UAE family firms. All the participants are owned and chaired by the first generation who is making all strategic decisions. 
[bookmark: _Toc387250190]Educational Background
Literature analysis. Wang (2010) quoted that Grable and Lytton (1998) claimed that the level of education of business owners is considered an important element in distinguishing risk-taking tendency in business. Business owners with higher level of education will have more knowledge that will enable them to internationalize their business. Some of the business owners are good at gathering and studying information about targeted markets in order to facilitate their internationalization. As mentioned previously, Senik (2010) stated that the personal characteristics of key players and manager such as age, gender, background, education abroad, foreign work experience and international experience, and foreign language knowledge play a vital positive role in the decision making for internationalization. Work experience is crucial for the internationalization of companies (Johanson & Vahlne, 1977). 
Empirical analysis. Looking at companies A1 and B1, the owners received local education, which led to successful international businesses. The owner of A1 did not finish his university degree, whereas the owner of B1 has only high school degree. On the other hand, the owner (chairman) of company A2 has graduated from France and has an engineering degree but did not internationalize.
Conclusion. The educational background of the owner of a family firm does not have an influence on the decision to internationalize, although this factor coupled with an entrepreneurial character would impact how decisions to expanding globally are made. This is not consistent with the literature because two of the company who internationalized their owners had low educational level. 
[bookmark: _Toc387250191]Generational Succession
Literature analysis. Fernandez and Neito (2005) observed that the second and subsequent generations are more likely to internationalize because of these generations having higher export propensity and intensity than first generation. However, Gallo and Sveen (1991) reported that the first and the second generations of family business are slow to internationalize in comparison with nonfamily business. Therefore, there is no agreement on which generation is pro-internationalization.
Empirical analysis. Most of the companies are run by the CEO who is from the second generation, with the presence of the founder (chairman). The only exception is the service companies, managed by the first generation; one of them has internationalized, and the other one did not internationalize. 
Conclusion. It is clear that the first generation alone or with the second generation do not affect internationalization. 
[bookmark: _Toc387250192]Age of Firm
Literature analysis. Zahra (2010) suggested that the age of the company impacts higher survival rates positively in international markets due to the more mature organizational capabilities and resources. They add that younger companies who internationalize have advantages in terms of adaptability and flexibility that might be constrained by their own resources. With the ability to deploy resources quickly, these younger companies have an edge over their competitors. Additionally, Zahra (2010) claim that older companies suffer in internationalization because they are tied to their home countries.
Empirical analysis. Looking at the case studies in this paper, it was found that although one of the control variables was firm age, four of the companies studied were established before 1982, making them over 30 years old; one was established in 2000 (13 years old); and the other one was established in 2005 (8 years old).
Conclusion. The age of the firm as a factor does not necessarily affect internationalization decision making. I could not study the survival of the firms that have internationalized because all the cases that have been studied for this dissertation are still operating. I did not study any company that have internationalized and did not survive.
[bookmark: _Toc387250193]Size of Firm
Literature analysis. As discussed previously, Tavares (2012) performed a study on Brazilian firms, and although he stated that large and more structured firms have less influence on the internationalization process, smaller firms are influenced more by family owners, thus giving no direction to the relationship of size of firm on internationalization decision making.
Empirical analysis. I managed to check the size of firm based on the number of employees only because other variables such as revenue could not be obtained. In our case studies, the firms were of varying sizes. Companies A2 and B2 have not internationalized although they are considered large-scale firms, at the same time company C1 consisting of 20 employees had also decided to not internationalize. On the other hand, companies A1 and B1 with 200 and 50,000 employees respectively have internationalized as well as company C2 with only 22 staff on board. 
	 
	A1
	A2
	B1
	B2
	C1
	C2

	No. Employees
	200
	1000
	50,000 in the whole group
	5,000
	22 in-house + pool of consultants
	20


Table 17: company size according to number of employees
Conclusion. It can be concluded that the size of a firm (based on the number of employees) does not have a direct influence on internationalization decision making.
[bookmark: _Toc387250194]Local Market Attachment
Literature analysis. Another factor that is available in the literature and I did not analyze for the UAE market is loyalty to the local market. One of the reasons why firms hesitate to internationalize is that family business owners believe that they are bonded to the local community and consider it their duty to continue local production (Yrkkö et al., 2007). The focus on domestic markets is considered one of the main factors that limit internationalization propensity in family businesses (Cerrato & Piva, 2007). 
Empirical analysis. All the participants did not express their loyalty to the local market. On the contrary, all their business decisions were rational and were mainly based on market demand and supply and risk aversion. 
[bookmark: _Toc387250195]Other Factors
After the in-depth analysis of the cases, I have come across factors that could affect internationalization and could not be found in the literature. 
Objective of the Business and Commitment
Case C2 did not internationalize because the objective of the company was not to grow. This consultancy company was created to cater local project of the owner. The owner is utilizing the services of this company to support his real estate and construction projects. Therefore, it is vital to understand the purpose of the company before investigating other factors that are affecting decision making to internationalize. This is also aligned with other cases that internationalized. The owners were determined to grow and expand the business. 
Local Demand and Saturated Domestic Market
Market saturation is essential to analyze as one of the factors that is needed to be studied in such research (Czinkota et al., 2014). Several companies showed unwillingness to internationalize because they have a huge capacity that they are not utilizing. They favored to increase their market share locally as of the case of companies A2 and B2.
On the other hand, the companies who internationalized have seen that internationalization is essential for their growth. They have opted to internationalize after they have reach the local demand saturation level. This could be extracted from the case of B1 and A2. Company A2 is a manufacturing company who needed to internationalize to sell more of their products. The local market was not sufficient to satisfy their production capacity. 
[bookmark: _Toc387250196]Summary of Findings
In this research, many factors that are discussed by different scholars were compared to the UAE companies. In addition, during the process of within- and cross-case analyses, I have come across a few factors that I believe are important to include in the list of factors that affect decision making to internationalize. Also, I attempted to include the direction of the relationship, positive or negative, that factors have impact over the internationalization decision making. Table 17 summarizes the findings of the literature and the findings that have been extracted from the UAE context.
	Factors 
	Literature
	UAE

	Risk aversion 
	Negatively affect internationalization decision 
	No effect

	International diversification
	NA
	Positively affect

	Financial capital
	Negatively affect internationalization decision but it can be overcome 
	Affect the entry mode

	Human capital
	Positive/negative
	Affect the process

	Network
	Positively affect internationalization
	Positively affect internationalization process

	Family firm characteristics
	Affect internationalization
	No effect

	Family involvement
	Positive/negative
	No effect

	Ownership
	Positive/negative
	No effect

	Governance
	Positively affect internationalization
	No effect

	Educational background
	Positively affect internationalization
	No effect

	Generational succession
	Negative with the first and second/positive with the second and subsequent 
	No effect with the first generation alone or first with the second generation

	Age of firm
	Positively affect internationalization
	No effect

	Size of firm
	Large firms internationalize easily 
	No effect

	Objective of the firm and commitment
	NA
	Affect

	Local demand
	NA
	Might negatively affect internationalization

	Loyalty to local market
	Negatively affect internationalization
	No effect


Table 18: Summary of findings



[bookmark: _Toc387250197]Chapter 6. Implications and Suggestions for Future Research
[bookmark: _Toc387250198]Implications
This research contributes to both business community as well as research community. The empirical conclusions of this research will help family owners to internationalize. UAE family business could utilize the findings of this research to know what is stopping them from internationalizing and how they could control it. If a family company is interested in internationalization, this research will provide them with the factors that support their decision and the issues that they may face. If there were some hindering factors in their companies, they have to change that condition to make, at least, less hindering. Therefore, owners and managers of family firms can create the right condition for their companies to internationalize. Thus, this research will act as a guideline for family companies when companies decide to internationalization. Also, if companies are not willing to internationalize, then this research might help them to understand their current situation by understanding the hindering factors of internationalization. 
According to the results of this research, family business managers or entrepreneurs are not recommended to rely solely on the existing studies that have been conducted outside the UAE. It is clear that the findings from existing research are inconsistent and are not aligned with the findings of this research. The different findings might misguide decision makers. This research was based on six different companies from three different sectors. Family business owners in the UAE are advised to consider the findings of this research to help them decided to internationalize. The factors are discussed thoroughly and could provide decision makers with reasons whether they should internationalize.


This research is expected to contribute to the research community by providing the first research of its kind in the UAE. The theoretical implication will fill up the research gap that was created because of the nonagreeable factors affecting internationalization and the nonexistence of such research in the UAE. Also, this research will increase the understanding of internationalization within family firms. This study is expected to complement existing studies that have been conducted elsewhere in the world. This study will provide scholars with an empirical study of the influential factors of internationalization in the UAE. 
[bookmark: _Toc387250199]Suggestions for Future Research
The first recommendation of this research is that future research should look at studying each factor separately. For example, financial capital as a factor that might affect the internationalization of family firms should be studied and analyzed rather than asked why they should internationalize. It is important to research the effect of these factors on firms’ internationalization. This will provided a deeper understanding of the real effect of these factors in the internationalization’s phenomena. 
In addition, it is advisable to conduct studies on similar industries and similar products or services to minimize the effect of the industry and/or the product on the decision to internationalize. For example, conducting future empirical studies on services industries only or manufacturing industries only will provide more concrete findings that will eventually help both practitioners and scholars. On the basis of the findings of this research, future quantitative studies could be done to generalize the findings. Finally, scholars can use the findings of this research and build up cross-nation comparison, that is, developed versus developing countries.



[bookmark: _Toc387250200]Chapter 7. Conclusion
Internationalization in family firms is considered a hot topic in the business research arena. Factors affecting decision making for internationalization in family businesses have been of top interest in recent years although still in early stages. The available studies showed some of the factors that could affect family businesses internationalization decision making. However, the findings were not the same in those studies. In the UAE, this type of research is needed, knowing that it does not exist. 
There is no single factor that will fit all companies in the UAE or even fit a sector or industry. Decision making to internationalize is considered a strategic decision that is dynamic and changes because of the current economic situation, size of the companies, product, sector operating it, and so on (Czinkota et al., 2004). The factors that were suggested by researchers do not necessarily affect the decision making. It was found out that they affect other aspects of internationalization (such as the process of internationalization) and the way the company will internationalize (such as choosing the appropriate entry mode). 
In the UAE context, this research presented the factors that affect internationalization decision making either negatively or positively. This study explained how the factors that are available in literature affect internationalization. It was concluded in this research that some of the factors in the literature do not affect internationalization decision making in the UAE, or they only affect the process of internationalization rather than the decision to internationalize, such as financial, network, and human capital.  
In this research, it was confirmed empirically that diversification, local demands, and objective of the firms and commitment are the only factors that affect internationalization decision making in UAE family firms. All other factors that area claimed by other scholars are affecting either the entry mode or the process of internationalization, and the remaining factors have no effect. There are many reasons why those factors are not affecting internationalization decision making. For example, the characteristics and size of the firm could affect internationalization if we are comparing companies from the same industry and producing the same products. In this research, I have chosen three different industries, and all of them produce different products and services. 
The interesting finding of this research is how family firms deal with their strategies. Some of the companies internationalized because they wanted to diversify. In other words, they opt to internationalize because they were looking for ways to reduce current market risk by diversifying into other markets. On the other hand, other companies decided not to internationalize because they wanted to diversify into other business sectors. They wanted to reduce their exposure and look for other opportunities in other industries. 
Another interesting finding was the objective of the company and its owners’ commitment as a factor. There are firms that are existing, and growth outside the UAE is not part of their firms’ objective. The owners were not committed to internationalize. The consultancy firms who did not internationalize had no intention to expand outside the UAE because they did not even wanted to expand at all. The objective of that firm was to support other businesses that its owner has. Therefore, it is vital to study the firm’s objective before looking at other factors. 
The local demand is another factor that affects the decision to internationalize in family businesses in the UAE. It was clear from the empirical analysis that companies decided not to internationalize because they found that there is still demand in the local market that exceeds the supply. They believed that there is a room for growth in the local market. 
On the basis of this study, one factor is not enough to drive the internationalization of family businesses in the UAE. It was extracted from the case analysis that the decision to internationalize is affected by a combination of more than one factor. For example, in order for firms to internationalize, their owners should be committed to do so, and there should be another reason aligned with that such as diversification or saturation of local market. Internationalization could be proactive if the strategy of the firm supports internationalization such as diversification. In addition, internationalization could be reactive if the company faces shortage in local demand. 
Concerning network, it was found that networks are not the reasons for companies to go abroad. However, having a good network facilitates the process of internationalization, and without it, internationalization is difficult. Network is a tool that companies uses to expedite their internationalization. If a company decides to internationalize and it does have network, it is advisable to create one through the list of networks suggested by Lubinski et al. (2013), such as trade associations, cooperating firms, business club, distributors, relatives, or even competitors.
One of the important points concluded in this paper is that when conducting these studies, like-for-like variables need to be taken into consideration. For example, similar units should be compared when studying a set of companies, such as industry, firm size, geographical location, generational level, extent of ownership, and level of involvement, to get more results that are consistent. 
To sum up, the factors that affect internationalization decision making in the UAE are local demand, diversification, and objective of the firm, as illustrated in Figure 4.
Figure 4. Factors that affect internationalization decision making in the UAE
[bookmark: _Toc387250201]Limitations
One of the main limitations of this research is the fact that it is qualitative in nature. This research is limited to the boundaries of the UAE. It is based on six different cases, two in each industry category. Therefore, the generalizability of the results of this research is limited by the six cases and the three industries. The research data were mainly gathered from interviewees. In addition, family owners tend not to disclose and share their companies’ data with the public. Finally, as this is a qualitative research, the findings are subjective, and my inclinations might influence the research process and the findings. 
Another important limitation of this research is the definition of family firm. The definition that was based on a minimum of 51% ownership by a single family and one of the family members is in the management team. As extracted from the literature review, there is no agreement between scholars on the definition of family firms. Therefore, the results of this study could be affected by the definition. 
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[bookmark: _Toc387250203]Appendix 1
Interview Questions

Interview questions regarding the factors that are affecting decision making for internationalization
· Interviewee:
· Position in the company
· How long position held
· Family member? What is the relationship?
· Education?
· Worked in a multinational before?

· Family firm characteristics
· Year company established
· Industry: Whether active in more than one industry. 
· Size of the company (Number of Employees, Turnover)
· Number of owners, percentage of ownership by the family and the ownership structure?
· What are the ages of the family members in the company?
· What is the products that the company is selling?
· Where are you operating right now? 

· Questions related to Family Business
· Do senior managers have international education? Work experience? 
· Generally, how does your company’s decision making take place? What is the process?
· How do you go about formulating and implementing the strategic plans concerning new business opportunities, Economic conditions, new policies, technology? 
· What are the objectives of the business? Such as increase wealth, employ family, sell business, etc.

· Questions related to Internationalization:
· How do you explain the rivalry among existing competitors? 
· What is the size of the market locally and regionally?
· How important do you think internationalization is and why? What does it mean to your company?
· What kind of strategic plans do you have for the growth of the business? 
· How does your company’s internationalization decision making take place? 
· What would excite you and drive forward going global?
· What do you think holds back the business from going international?
· Have you invested in a foreign market?
· What mode of entry would you consider if you decide to internationalize? Franchise, licensing, joint venture, strategic alliance, import/export?
· If you were to go global, which country would you go to and why?
· Will you prefer to engage a consultant firm in order to assess and analyze the markets for internationalization? 
· What are your regrets about not internationalizing the business?
· Do you think that you are attached to the local market? Explain?


· Governance of the family business
· Describe the business’s governance structure
· How would you describe the family business culture?
· How many Family and Non Family members in management?
· Board of Directors? How many family and non-family members?

· Involvement 
· What is your opinion about employing highly qualified managers who are non-family members? Do non-family members participate in strategic decision? 
· How do explain the trust of non-family managers in taking strategic decisions? 

· Generation
· Which generation is running the business? What is the relationship (such as son, daughter, cousin, etc.)? 
· Which generation/generations was/were involved in the decision to internationalize? 

· Network
· How would you describe your international network of contacts outside the UAE?
· Do you have friends or relatives that work outside the country and could help in supporting your business there? How? 

· Risk aversion
· How do you define the stability of your family business?
· How could risk affect your decision to internationalize?
· How do you look at internationalization from risk point of view?

· Financial capital
· How do you allocate your excess cash?
· If internationalized, how your financial capital affected your internationalization?
· If did not internationalize, what was the effect of your financial capital on your decision not to internationalize? 

· Human capital
· Whether internationalized or not, Do you have a qualified team to help in internationalization or not? Who are they? Position? What are their qualifications? 

· Ownership
· How many families are in the company?
· What is the percentage of ownership that the family owners have in the company?

· If internationalization took place
· How did your company’s internationalization decision making take place? 
· What supported and drove forward to going global? 
· How do you feel about internationalization in your company? What did it mean to your company?
· What were the obstacles that you faces when you internationalized?
· Would you be prepared to invest in international markets? Why? 
· What mode of entry did you consider when you internationalized? Franchising, licensing, joint venture, strategic alliance? Import/export? Why?
· Which country did you enter and why? 
· What percentage of sale is local to export? 
· How did you analyze the markets when you decided to internationalize? Did you engage a consultant firm in order to assess and analyze? 
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