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ABSTRACT

There has recently been a sgnificant increase in the number of Western researchers
conducting business research in Asa. Whether the research is cross-cultural (etic) or
within culture (emic), the researcher must adopt an appropriate research methodology and
tactics for obtaining reliable data in a non-Western oriented domain. This paper focuseson
the techniques used in three studies in Asia that relied on gaining the 'right' access to the
right' interviewees, so that, with the use of appropriate interview techniques to gather the
guality of data required, meaningful outcomes were achieved. The aim of the paper is to
assst future business researchers to improve their data collection techniques in these
difficult primary research domains. The contribution of the paper is to provide guidance on
obtaining good interviews by describing a suitable process and identifying 13 key success
factors.

Keywords: cross-culturd, respondents, sample, emic, €tic.

INTRODUCTION

During the last decade there has been an increase in the number of Western researchers
conducting research into different agpects of Adan business practices. Whether the research
is cross-cultura or within culture, the researcher must adopt a research methodology and
research tactics for obtaining relisble data in a non-Western oriented domain. Researchers
have found that some doors remain dosed and access is only obtained to junior members of
gaff. Also data has been difficult, if not impossble, to obtain, or rdiability and vaidity hes
been condrained by low response rates. In other cases, the data obtained is questionable
and often discarded by the researcher.



Such difficulies have limited the number of ‘foragnes conducting reseerch within the
Sno and Jgpanee culturd conditions. The am of the pgper is to assg future IMP
researchers in improving ther data collection techniques in these difficult primary research
domains. In the three cases described, each researcher was invedtigating business activities
within thar respective cultura environments, with two researchers conducting  within
culture (emic) research and one researcher conducting cross-culturd (etic) research. The
resserch question addressed was thus What techniques can be used by Wesern
researchers conducting qualitative research under these difficult crosscultural
conditions in Asia to gain access to appropriate interviewees in such a way as to then
obtain meaningful data in interviews?

There is much literature written on conducting quditative research within - Wedern
environments (Petton 1990; Miles & Huberman 1994; Neuman 1991; Yin 1993), but there
is a death of literature in discussng how to conduct quditative reseerch within Ada
Traditiondly researchers, incdluding IMP researchers, have compromised and used adapted
Wegern techniques discussed in the literaiure. Other researchers have resorted to previous
experiences and/or discussons with more experienced researchers. Then there is the
common occurrence of choosng ‘esser’ targets like Hong Kong and Tawan as surrogates
for Manland China (Kriz & Fang 2000) and/or students because they offer convenient and
obliging samples (Fang 1999).

Such a trid and error gpproach to data collection may lead to interviews leaving both the
interviewer and the interviewee unsatidfied with the overdl result. Quditative research
aopears to be a source of higher returns in Ada but to be meaningful for both theory and
practice the data has to be ‘rich’ and its vdidity sdf evident. These commonly encountered
difficulties have been recognized by IMP researchers, in ther pursuit of understanding how
business networks operatein Asia

This pgper addresses this issue by highlighting some practical  techniques that Western
researchers have successfully used when conducting quditative reseerch within Adan
cultures. This paper presents in case dudy form, the experiences of three Western
researchers, who on the evidence of the data, gppear to have been able to obtain access to
the ‘right’ respondents with gppropriate referrds which has lead to ‘rich data in Asa The



three cases cover research in Ching, Tawan, Hong Kong, Thaland and Jgpan. The cases
cover: the use of ‘socid’ network in obtaining access, how to gain access to the ‘right’
people who ae willing patidpants ganing access through multiple points to improve
religbility; and use of tape recorders during interviews.

CASE 1. JAPAN

As the fird non-Caucasoid country to indudridise, Japan hes developed its only key
natura resource by focusng on the education and training of its aundant population. It has
achieved this focus by usng its own culturd vaues, inherent dynamism and proven work-
practices and by sdectivdy adopting only those Western practices which it can usefully
adapt into its own framework. As a result of the development of its human resources, Japan
has become a meitocracy wherein  educaiond credentids and  kills determine  an
individua’ s employment prospects, promation and socid datus.

Jgpanee managerid personnd totd more than 25 million and ther ratio to the totd labor
force is more than 4.5% of the totd of employed persons (Inohara 1994). The process of
Japanexe managerid kills and knowledge development occurs within a highly Confudian,
pariachd rdationship, and the employment sysem and human resources are organised
and motivated in an unusud and unique way. This effective sysem of human resource
utilisstion in Jgpan is geared to nurturing and training diligent and capable managers whose
continudly accruing experience hdps to devdop rdidble and sound vaues, keen
perceptions and a broad underganding (Balon 1992). The high qudity of management hes
been achieved due to a number of factors and arguably the most important factor is the
Jgpanese education and traning sysem with its key components of qudity, dedication and
dicipline (Lorriman & Kenjo 1994). How graduates are traned and developed into
managers is both didinctivdy unique and interesing. Thus, this research invedtigated the
devdopment of Jgpanese managers in mgor corporaions from ther introduction into a
company to, some 20 to 25 years later, becoming senior managers.

When seking to underdand employee devdopment in Jgpan, it was fundamentdly
essentid to note that a corporate executive's career is not Smply an economic arrangement
nor an emotiona commitment, but a mutudly beneficd and complementary agreement



involving dl agpects in an employess working life from economic productivity to
company loydty in exchange for an unredtricted effort by the employee In return for this
the employer is implicitly bound to fathfully recompense the employee with finendd and
other bendfits equd to this lifetime commitment.

Hendry (1993) noted that the need to look behind the veneer ill remains of the utmost
importance in understanding Japan and her people When Jgpanese Human Resource
Development (JHRD) practices in corporations are compared to other societies, they are
manifesly different and dealy dand in need of further reseerch (Fruin, 1992, and Axd
1995). It has dso been obsarved that this topic demands the attention of non-Japanese
managers, as there is much that can be learnt and gpplied to internationd HRD outside
Japan (Abegglen 1994).

Following this path of enquiry, the research focused on Jepanese HRD by conducting an
ethnocentric study in various large organisations and ther subgdiariesin Tokyo.

Method

The phenomenologicd research involved a three phase sudy, exploratory, main fidd work
and afollow-up survey.

The exploratory phase comprised interviews onducted with academic and indudtry experts
on Japan.

The main field work used an dite inteview methodology using introductions and dso
limited showbdling, encompasing indepth, quditative interviews with 38 middle and
senior managers.

The final phase was an additiond data collection survey usng a scded quegionnaire of the
interviewees

In addition, corporate information and the researcher’s fidd observetions were aso
important sources of information.

Limitations

A dealy dated limitation of the research was that the sample of managers interviewed is
not representetive of dl Japanese workers experience. The data obtained from this research
can plausbly be usad to predict the effects of company training upon dite managers within
the Japanese lifetime employment sysem (LES). Due to the grest emphasis placed in Jgpan



on the importance of reaning the firm's intdlectud cepitd tha individua employees
acquire over time, the LES and the HRD system are incrementdly changing in response to
societd and contextua changes.

Definitions

To dlow consgency of use and interpretaion, vaious key definitions were deveoped
during the exploratory phase of the research. These definitions encompassed fundamentdl
busness vadues a manager’s vison of ther role and function within the company,
environmenta  orientation and the contextud influence of maneger’s within the firm in
tems of politica-legd, indudrid-organisationa, socio-cultura  or  economic-finenad
influences

Sampling

This research was conducted throughout a range of Japanese companies and organizations,
many of which were head offices or subgdiaies of some of the largest Jgpanese
corporations. These corporations are a the forefront of Japanese indudry, are diverdfied
across Japanee commerce and indudry and indude trading firms, car manufacturers, the
I.T. sector, teevison, real depatment dores advertisng, textiles ded, vehide
manufacturing, banking and service products The resach was conducted with
interviewees chosen from maindream divisons within their firms

Access was gained partly through the researcher’s business and persond contacts in Japan
devdoped through his 18 yer mariage to a Jgpanee ndiond and dso through the
kindness of Audrdian and Wedern busness and inditutiond representatives in Jgpan who
were sdtisfied with the depth of the researcher’s experience with Japanese culture and who
were thus confident that the researcher would drictly adhere to Jgpanese protocols and
manners during contact with interviewees.

The organizetions and firms sdected, represented some of the leading firms and
organizations in Japanese society.. It was fdt that data obtained from depth interviews with
the organizationa and company managers would be able to be generdisable across leading
organizations and companiesin Japan.



Conducting interviews

The exploratory interviews were conducted in an informa environment to identify the main
condructs of the topic, and to ad the ressarcher in developing interview technique and
topic knowledge in the cross-culturd environment. This phase was essatid in laying the
ground and deveoping sills required for the man fiddwork. Due to the qudity of the
introduction to the firm, and the reaionship between researcher and firm, agreement to
tape interviews was edablished for every inteview, thus grealy ading the vdidity and
reliability of the andysed data In order to obtan the most rdidble daa, the researcher
focused on putting the interviewee & esse in order to fadlitate full, complete and
uninterrupted responsesto interview questions.

CASE 2. AUSTRALIA/THAILAND
Thaland is centrdly located in South-East Ada and has been culturdly influenced through
invading countries over the centuries The country is a mix of different rdigious influences
induding Hindu, different sects of Buddism and Idam. Tha people have been ade to
peacefully integrate dl of these influences to devedlop a didinctly Tha approach to ther
business practices (Chen 1995), dthough it needs to be pointed out thet there is a drong
ethnic Chinese influence due to ther control over many of the private enterprises in
Thailand (Itthiopassagul & Blois 2000).
Audrdia Tha rddions began devdoping during the Vietnam wa when Audrdian troops
were ddioned in Thaland, and the two countries have now developed dose economic
trading rdations The oldest relationship investigated for this research developed during the
late 1960’ s and had endured for just over 30 years.
This research project conssted of cross-culturd research between Western (Audrdian) and
Tha business people Research was conducted within a professond service industry and
investigated relationd aspects in the Tha/Audrdian network. The resarch was
paticulaly amed a the cross-culturd junction in the Tha/Audrdian network as it wes
conddered important to investigate the rdaiond behaviours occurring & this nexus, where
much of the internationd businessis conducted.



Sampling
The ressarcher was an Audrdian conducting the resserch from an Audrdian basd
univergty. Respondents from both countries were interviewed, with those in Audrdian
conducted before those in Thailand, for the following seven reasons:

Ease of accessto Audrdian respondents

Finandd limitations on trave to Thalland

Devdop an interview technique so that problems were overcome before darting the

Tha interviews

Ensure that dl discipline areas were covered before data was collected in Thailand

Eader tofollow up if new data was reguired in Audrdiathan Thaland

Deveop contacts from which further interviews could be obtained (both Audrdian and

Thal) usng asnowbadling technique

The researcher was required to travel to some East coast Audrdian capitd cities during

the early stages of the research and travel issues within Audrdia was not a problem.

A lig of Audrdian respondents were discovered through the following techniques:

Contacting the internationd marketing managers of mgor companies

Persond contacts from the researchers socid network

Contacts generated through the Universties network
Each respondent was asked whether they wished to be involved in the research and it was
found that most respondents were willing to be paticpants Only three organisations did
not wish to be involved from the initid lis generated.
The researcher was an “outsder” to the network and required some form of introduction or
referrd to be able to gain network access. The researcher used the Audrdian respondents
to generae contacts and interviews in Thaland. Each Audrdian respondent was asked
whether they could recommend any Tha interviewess that the researcher may approach. As
eech Audrdian respondent had worked in Thaland for a period of time they dl had a
number of contacts. Some Audrdian respondents declined to dlow the research access to
ther contacts but enough Tha contacts were generated to ensure the research could
proceed. Those Audrdian respondents who gave the researcher potentid Tha contacts



were asked if their names could be used as an introduction to the Tha contact to assst the
Tha respondent in knowing the source of the referd. This Sep for obtaining a lig of
potentid Tha respondents used the exiding reationships deveoped within  the
Audrdian/Tha network for the researcher to gan access to the ‘inner drdes of the
network both in Augrdiaand Thailand.

The qudity of the refard varied according to the exiding rdationships that were
edablished between the Tha and Audrdian respondents. If the exiding rdaionship was
drong and enduring (usudly opeaing a a peasond levd) then the Tha contacts nearly
aways agreed to be interviewed. The Tha respondent had often worked with the Audrdian
over a period of time and was a ‘decison meker' within ther organisation, irregpective of
whether government and private. These ‘decidon mekers were ided people for the
interviews as they were involved in numerous aspects of the exchange process between the
Audrdian/Tha network.  If the Audrdian respondent had teken a more transactiond
goproach to a previous project, then the Tha contacts often did not agree to paticipate in
the research. In such cases the Tha contact conddered that there was enduring reationship
with their Audrdian counterpart and thus did not need to fulfill any obligation.

By ganing Tha contacts through numerous Audrdian organisions the researcher
goproached the network through multiple access points. Audtrdian competitors would often
upply the reseercher with contacts of competing Tha companies, thus maximisng the
vaiety of sources and ensuring access to a number of different networks. Tha government
contacts came from smilar backgrounds, but potentid corporate interviewees often came
from a vaigly of sources thus maximisng the breadth of network coverage in which the
ressarcher was able to conduct interviews. By maximisng network coverage the data was
andysed for commonly occurring themes ensuring thet the reaults typified that type of
network, thusincreasing the generdisability of the research.

Method

A Tha naiond was used to arange the interviews as this was often conducted with the
respondent’s persond assgant rather than directly with the respondent. A Tha trandator
was present during each of the interviews to assg with any trandation problems that may
have aisen. The trandator was invaluable in aranging and scheduling the interviews with



the persond assgants and ensuring that regular contact was maintained so that the Tha
respondents were avalable when scheduled. In Thaland it is not uncommon for
respondents to not be avaldble for interviews due to traffic problems or emergency
busness medtings, therefore, the trandator was able to reschedule as such emergencies
aox It should be noted that the trandator was required in only two interviews during the
course of the research. All interviews were conducted in English, as dl the Tha
respondents were fluent in English. Due lagdy to the qudity of the refards dl the
interviewees dlowed the interviews to be taped, thus greatly aiding the accuracy of the data
obtained.

Conducting interviews

Each interview was darted with a conversation of the Tha respondent describing how they
were initidly introduced to the Audrdian network. This agpproach ensured that the
respondent was made to fed comfortable during the early dages of the interview by
describing previous events. Questions were daboraed on from tha initid discusson and
the respondent was asked to give more detal in paticular aress It was conddered
important that the Tha respondent fdt comfortable during the interview to hep improve
recdl in some dtuations espeddly those where the rdaionships had a long life and the
respondents were being asked to recdl ingances that had happened many years ago.
Evidence of the interviewee feding comfortable usudly resulted in the Tha respondent
joking or giving a humourous comment during the interview, often occurring on bresks or
a theend of the interview.

Each Tha interviewee was requested whether there were any other connections they hed
tha would hdp the ressacher gan further inteviews. This technique of snowbadling
through the network did generate another five interviews with Tha respondents during the
Thai phase of the data collection process.

Limitations

Although this gpproach dlowed the research access into the network, it had a number of
limitations. There was no way that the researcher could assess the size d the network and
there may have been some important network links that were missed, epecidly as not dl
Audrdian organisations wanted to be involved in the research.



The Tha interviews were conducted in a peiod of trangtion in Thaland, following the
Adan cids of 1997, and a number of Tha government officids had greater concerns due
to the change of government that occurred while the reseercher was in Thailand.

Some Tha respondents evaded quedions that may have indicated conflict within the
busness rdationship.

CASE 3. CHINA

According to the paliticd sdentig Michad Dutton (1998), life in China was traditiondly
al about harmony, propriety behaviour, mord virtue and baance. For the Western business
outdder vigting China, it mos probably resembles chaos, confuson, deception and
corruption (Pye 1982; Chu 1995; Fang, 1999; and Backman 1999). Why the apparent
paradox? Chinese busness is the epitome of an emergent sdf-organisng sysem (Davies
1998; Ormerod 1998; and Wilson 1998), complicated by embedded layers (Hofstede 1997,
Trompenaars & HampdenTurner 1997; and Wilson 1998) and exhibiting nonlinearity
(Scarborough 1998; and Redding 1990). Such is the enigma and complexity of the dusve
Chinese guo ging or native characteridics (Y an 1994).

This sudy invedigated the generd research question of how do persons of Chinese ethnic
origin build busness rdationships and in paticular, trus (xinren) between Western and
Chinese business people. The research used a protocol to investigate Chinese markets usng
tools that support an emic invedtigation amed a gaheing rich and credible daa In
Chines= markets access to respondents and access to credible data means usng guanxi
(connections and/or reationships). Quditative reseerch often requires one to ‘get i’ o
guanxi is not an exception in terms of gathering ‘rich’ quditative data. In this case guanxi
was used as a tool tha needed caeful management to ensure a coss sectiond
representation.  The researcher’'s interview  process offered an audit tral for  future
ressarchers. Although the guanxi links were unique to the researcher, the process is
replicable.

It became obvious from the literature that in Chinese markets guanxi and snowhbadling
through guanxi were prerequistes for success The pardlding or mirroring function of the
researcher’s process with the actud dudy became gpparent as the synergy of the two



proceses became more sdf-evident. The researcher’s guanxi process became an internd
vdidity check for the andyss of the data.
Method
The sudy comprised two phases, a pilot sudy and the man fidd work. The difficulty
involved in cossculturd ressarch, paticulaly in conducting emic ressarch in Chinee
markets, is best undergood by the limited number of such dudies (Redding 1990; Triandis
1995; Fang 1999; Kriz & Fang 2000). Despite the researcher’s previous business research
experience in various Chinese markets, the decison was taken to begin the pilot sudy with
Chineseresding in Audrdia, which had severd sgnificant bendfits asiit:
- endbled the ressarcher to become more familiar with the quedions in action and
respondents’ reections;
- had sgnificant benefits for building aguanxi tree for the oversees interviews,
- provided additiond rich data which wasable to be incorporated the main study;
- highlighted that important issues, such as taped interviews and language, were not
likely to be asgnificant barrier; and,
- highlighted that usng Chinese script characters (pictographs) was a sgnificant tool
for discusson and acondise toal for defining congructs for dl Chinese.
Four key informants (Chinese busness people resding in Audrdia) were usad initidly for
pre-tesing and to devdop a protocol for the pilot interviews. The idea of pictographs
emerged origindly from the multidisciplinary literature but was increesngly supported by
the key informants. Accordingly, sx Chinese characters were used to provide a universaly
accepted and a literd Chinese description of  xinren; conditiond xinren; ful xinren; alig of
guanxi characters, the Art of War; and ahierarchy of rdaionships for ranking purposes.
Main fidd work
The pilot study transcripts were then reviewed by other experienced researchers and it was
agreed that the subgtance of the interviews fitted the objectives set out in the interview
guesions. This endbled the researcher to combine the pilot interviews into the main sudy
as the 11 pilot sudy domedtic interviews and the 32 main dudy interviews conformed to
the standard protocol used in dl interviews. The man dudy program was then implemented
and the oversess interviews proceeded as planned.



Limitations
The research followed the interpretive paradigm where depth rather than breadth is a focus
(Petton 1990). A number of limitations were identified:

the sudy was limited to an invedtigation of Chinese busnesspersons who had been
involved in buying or sdling products and sarvices from other Chinese and Foreign
individuds and firms

the focus was on individua reaionships, not between firms

the dudy used a sample of busness people from Xiamen, Shangha, Bejing, Tape,
Hong Kong and Audrdia to identify if gmilarities and differences exised between
regions, but a complete sudy of dl the regions of China was ruled out due to ime
and cost condraints,

the focus was on individud reaionships developed within a B2B, rather than B2C,
context. This research was focused on Indudrid Maketing in an internationd
context, so the emphads was on buyer-Hler rdationships, joint ventures and
dliances

guanxi as discussed was pivota in gathering rich and authentic data. Accordingly
the research was limited by the amount of guanxi the researcher could build; and

follow up interviews were not used due to time and cost condraints. Guanxi enabled
access but it was not a permit to overstay awelcome.

The ressarcher thus used severd drategies to minimise the risk involved in this emic dudy
in China ugng the interpretive paradigm. As a reault, these limitations did not Sgnificantly
compromise the rdigbility and vdidity of the study.

Definitions

Defining and desribing condructs such as guanxi and xinren was the focus of this
research, and so more precise definitions for these congructs were developed as a result of
the andyss. The condructs were dlocated working definitions where xinren was treated as
equivdlent to the Western condruct of trud, which has been defined in the Macquarie
dictionary as ‘reliance on the integrity, judice, etc., of a person’. Trust was compared with

xinren to invedigae differences Guanxi was termed as personal connections or



relationships (Backman 1999). To dleviae misunderdandings the Chinese pictographs for
xinren and guanxi were used in interviews to ensure that terminology was Sino-centric.

Sample

The building of guanxi locdly in Audrdia through the pilot tesing phase amdiorated some
of the problems of ganing broad access in China without extendve preexiging contacts in
al markets. However, the referrd process had to be baanced with a need for gathering a
cross section of respondents that represented as much as possible a representative sample of
business people and business styles of the respective regions.

The devdopment of a representative interview ‘treg, a dendrogram, became a critica
agect of the sudy. To keep the sample from being dominated by one person’s guanxi
network, the researcher used severd access points to develop the tree. The contacts ranged
from life long persond friends to contacts that had only just been introduced. If they were
contacts only recently introduced then the reationship was based on judifying the research
concept to them and on ther views of the need for such research. If the contacts were life
long friends they nesded fewer ddails of the reseach and had suffident trust in the
researcher to provide further referras.

For the man fidd work the researcher obtaned a representative sample of the
economicaly developed or devedoping regions Shangha and Beijing, Hong Kong, Tape
and Xiamen. The snowbdling and referrd process was geogrephicdly directed and
accordingly a number of interviews were conducted in each region.

Conducting interviews

Eleven pilot interviews were conducted usng emigrants from northern and  southern
Manland China and Hong Kong. All even respondents were fluent in English as a second
language and ten of the deven were d@ther undertaking or had post graduate qudifications.
All interviews were tgpe recorded with no need for interpreters. Five of the respondents
were femde and Ix wee mde They filled podtions predominatly a a middle
management or Managing Director leve in abroad range of indudtries

The Chinese characters were found to be an excdlent mechanism for communicating on a
Chinee emic levd, for adding focus and as a tdking point. Respondent 3 summed up the
communication benefits by suggeding, ‘I like Chinese characters because whenever you



see this word it means something, just like a picture in your mind.” All eeven respondents
could see theimportance of sudying xinren and guanxi in Chinese markets.

Thirty two further interviews were conducted for the man fidd work (meking 43 in dl),
eech of which was tgped. The firms induded State Owned Enterprises joint ventures,
foregn ventures, Chinee privady owned ventures and multinationds. Interviews ranged
from forty-five minutes to three hours. The type of busness was impacted upon by the fact
that exposure to foreign businesses was a prerequisite for sdection of respondents. Service
arees induded public rdations, trade fadlitation, educetion, information and insurance
Product aess induded food, fibers pharmeceuticals, minerds engineering  equipment,
electronics and petrochemicals.

In summary, the transcripts have a high levd of accuracy paticulaly given the anticipated
language bariers. Fifteen of the 43 interviews were transcribed independently of the main
ressarcher and were subsequently checked by the two researchers to ensure rdigble
transcription and observations. Based on thar obsarvations of these interviews, the
accuracy of transoription is equivdent to a quditative study undertaken without cross:
cultural and language differences.

DISCUSSION
The three cases above outline the methods and techniques used by the researchers. Each of
the dudies resulted in vey rich daa tha has provided ggnificant new indghts into the
three aress of sudy. In dl three cases it was evident that the qudity of referrds had a direct
impact on the qudity of the information gained from each interview, the better the referrd,
the more likdy tha the interview would provide rich and vdid daa Wha can we learn
from these experiences? In the three cases there are some common themes and techniques
that were utilised in order to access the 'right' people, respondents who were able to provide
rich and meaningful deatax
1) original idea - for dl academic research there has to be an origind idea In dl three
cases the researchers had some idea of what they wanted to research, but the exact focus
cane lae. In dl cases colleagues pointed out the difficulties associated with gaining



2)

3)

4)

access to the right interviewees, and even then of obtaining worthwhile and rdiable

data. Determination to pursue the origind ideawas thus criticd in dl three cases,

thorough literature review - in dl three cases a very thorough literature review was

undertaken. In addition to the traditiond purpose of underteking a literature review,

uch as identifying gaps in knowledge and baing up to date with the literature and topic,
these reviews had severd other bendfits

- identified many difficulties that previous ressarchers had encountered ganing
access to gppropriate peoplein Asg;

- providing indghts into the culture(s) to be invedigated. This aspect varied with the
amount of previous exposure the three researchers had previoudy had with the
culture in question, but even with one researcher who had extensve culturd
knowledge there were new agpects of the business culture identified;

- thereviews provided aninitid refining of the focus of the sudy;

- each ressarcher was exposed to a number of different possble foc for the study,
thus dlowing some choice for the actua focus (achieved later in the process).

exploratory discussions - dl three researchers goke to people ‘on the ground, either in

the indugtry or with recent knowledge of the busness environment and culture. These

initid, or exploratory, discussons were most useful as they provided a second source to
the literature for both focusing the topic and indicating how a suitable sample could be
accessed;

exploratory interviews - the use of exploratory interviews was critical to the success of

eech study, in particular with respect to:

- obtaning firga hand experience and up to date knowledge of current busness
adtivities

- devdoping and refining the interview technique that would be mogt gopropriate in
the country under sudy;

- finding an initid line of quedioning that esses the regpondent into the interview,
epecidly to avoid difficult of ‘threstening questions that the respondent might
hestate to answer early in an interview before argpport has been established;



5)

6)

7)

8)

9

- gauging the response to difficult questions, espeddly to edtablish if any topic might
bring an interview to an early close;
- thexe ealy interviews were often a means to obtaining a referd for interviews in
the Adan country. The snowbdling technique darted in Audrdia in al three cases,
30 theimportance of these interviews and contacts should not be underestimated.
establish credibility of researcher - one of the precursors to success in these early
interviews (and in the man fidd interviews) was thet the credibility of the researcher
had to be cealy evident to the respondents, otherwise referrds would not be given.
Thus, it was essentid for the researchers to resst seeking interviews too early in thar
dudy, but to wat until they had a ressonable focus, and until they hed sufficent
knowledge of the topic and culture they were sudying. In Case 3, the use of pictograns
heped edablish the credibility of the researcher as they were in Chinese and readily
recognised.
use of contacts in Australia - two of the three researchers established and used contacts
in Audrdia to snowbd! refards into target country/ies. In Case 1 the researcher
dready had well established contacts in Japan. In Case 3 the researcher had been
previoudy involved in exporting to Ada and 0 had edtablished contects from which to
dat the showbaling sampling plan. In Case 2 the researcher had enginesring contacts
from which she commenced the process and beng a qudified engineer heped to
esteblish credihility.
focus on one theme - it was found important to have a dear focus of dmost exactly
what was being reseerched when the exploraiory phase commenced. It is not advissble
to undertake interviews unless the topic is reasonadly clear, unless they are conducted
on the bads of being very early interviews to provide thet focus.
emic versus etic - two of the sudies on China and Jgpan were emic, while the Tha-
Audrdian sudy was dic in naure It is dealy important to esablish between the two
approaches as early as possble, and certainly before interviews commence.
importance of definitions - in dl three sudies having concise ddfinitions for the man
condructs was important. This gpproach is not dways possble as often finding a
definition and/or description of a condruct is a primary am of the sudy, as it was with



Cases 2 and 3. In Case 3 the use of pictograms was important as they were immediatdy
recognised by respondents, and in some ways were better understood than the words
used to describe them. Where condse definitions are not avallable it is important to
discuss respondents views and undergandings of the condructs involved to hep
daification.

10) appreciation of culture - a fundamentd tenant of dl three cases was the researcher
ganing a gpedfic underdanding of basc dements of culture spedfic to each
country/region under study. This gppreciation was essentid as adherence to basic codes
of conduct, Imple formdities and an appreciation of mannerisms was a prerequisite for
nurturing a relaionship with the respondent as each interview proceeded.

11) appropriate management levels were targeted for interviews - in dl three cases the
reseercher was able to target an gopropriate level of management for their own sudy.
For Cases 2 and 3 middle and senior managers were gppropriate, as junior people would
not have the experience required to address the respective topics. In Case 1 the sudy
required the ressarcher to access dl levels of management, from very junior to very
senior, and dl levesin between.

12) use of other researchers throughout - in dl three sudies the researcher had access to,
and regulaly conversed with, fdlow researchers These regular forums for discussion
were fundamentd in assging the researchers to address problems, aided in generating
better definitions and in identifying new aspects of quditative ressarch methods,
required in Cases 2 & 3. In addition, the support of colleegues provided the sudtaining
eement during the whole process, from conception to find andyss. These three sudies
al encompassed a great ded of work, the attention to detall and effort required to gain
access and complete interviews, transoription, andyds and writing up dl beng very
time consuming.

13)low 'wastage' rate of interviews - the qudity of the interviews was such tha only 5 out
of 125 interviews (4%) across the three sudies were unussble This very low ‘wadtage'
rate of interviews is testament to the success of the techniques used and the qudity of
the referrds.



The 13 dements above conditute a leest a darting point for a check lig of key success

factors in undertaking business research in Asa While no such ligt can ever be complete as
eech sudy will have its own complexity, nuances and chdlenges it provides researchers

new to this fidd of sudy with a dating point on which to build. Fgure 1 shows the

process and key success factors.
Figure 1. Accessing theright respondents
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The process commences with an origind idea for researching, followed by a dealed
literature review. Following informa discussons exploratory interviews edablish a first set
of contacts and the dudy is focused. At this sage a number of dements of the sudy are
identified, such as whether it will be eic or emic, the posshle use of pictographs, key
definitions and other parameters as required.

The referrds from the exploratory interviews are then used to establish the credentids of
the ressarcher, and these two factors endble the snowbdl sampling process to be
undertaken. In this way the actud sample of interviewees is developed with an gppropriate
level of respondents.

CONCLUSIONS
A number of condusions emanate from the three cases above:
1) itisdearly shown that Westerners can do 'good research in Asig;
2) much time and effort are required in preparation and undertaking aliterature review;,
3) the above guiddines of process and techniques do aid access,
4) there are dear benefits to achieving a better understanding of Asian business practices,
5) itisessentid to gain alevd of empathy with the culture being reseerched; and,
6) the qudity of referd dlows access to the 'right' respondents, but dso subgantidly
increases the opportunity of an interview providing rich, ingghtful and valid data
This find point cannot be over emphaszed. Unless the reseerch can arange high qudity
refarrds to be given to the business people in Asa the researcher should not expect to be
able to gather high quality deta.

LIMITATIONS
The mode developed above suited the three cases described, but dealy will not be
universdly goplicalle Thee ae many ways of achieving succesful access to suitable
respondents in Ada, this is only one. In some cases it may be possble to dispense with
exploratory interviews, but if so an dtendive gdating point for ganing access to
respondents would have to be found.



In addition, other ways of achieving the many other benefits identified of exploratory
interviews would need to be found. If a ressarcher accesses the network, but is not able to

achieve a bond with interviewees then the data obtained is unlikdly to be rich, ingghtful or
vdid. The modd is only of use where interviews are being conducted. Where other means
of gathering data are concerned dternative techniques would need to be used.

FUTURE RESEARCH
In many way Wedernars are only just scraiching the surface of business research in Asa
There remains much to be done and leant. Interestingly, the methods used to gather high
qudity data in Ada are very dmilar to those used by western companies who successully
conduct busness in those same makets. More emic dudies need to be conducted in
different countries and regions of countries (especidly the larger ones) in order to gain a
better understanding of, and to nurture and build, business relationships.
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