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1. Introduction

Internationalisation has grown as a distinct angaternational business since about four decages a
— latterly, often associated with what has beemritlgexd as the internationalisation process schuwithe
emerging field of international entrepreneurshipl(BVicNaughton, Young & Crick, 2003; Jones & Cdldg
2005; Westhead, Wright & Ucbasaran, 2001). The exsigton both sides has been on the patterns,
characteristics and determinants of the internatierpansion of business firms and other orgamimati
although there has been a greater concentratiamteérmational new ventures and fast internatioeadisvithin
international entrepreneurship studies. The ovelming focus of research has been on internaticaiidis as
an outward process from countries. In contrastgthas been only limited research on inward preseasd
on de-internationalisation activity (partial orljuln the latter case, this is despite widespnesearch
showing a high drop out rate from internationahdist, particularly by those companies in the eatgges of
internationalisation and among small firms (Bonasd 992). Recent evidence indicates that intésnat
new ventures (or so-called born globals) may hahviglaer failure rate than companies pursuing more
conservative international development paths (MudaZahra, 2007). Even less is known about the
process surrounding the re-engagement in intemedtmperations by firms which have previously ekite
what has been termed re-internationalisation (laro®n, 1979; Luostarinen & Welch, 1990). From a
government and policy perspective, there has beémezitable orientation towards, and support atward
international business activity and associatedarebeinto the attendant processes, rather thanvesrd and
de-internationalisation processes, and whethee ther any links to re-internationalisation actiBenito &
Welch, 1997; Freeman, 2007; Korhonen, LuostarinaWélch, 1996).

Given the extent of de-internationalisation showrarious studies, and of some firms displaying
serial international exit and re-entry behavioucainnot be discounted that there are many inategory of
former international operators within general stisdif “newly internationalising” companies (Bonawtp
1992). Unless researchers have sought out thisatggory in their questionnaires, there is no way o
knowing whether, and how many, re-internationasiseere involved, and whether they behaved difféyent
from other companies. In some studies, re-intesnatisers have been recognised as part of the sasfipl
exporting or non-exporting firms examined, but tlegre not treated as a specific category for rebear
purposes (Burton & Schlegelmilch, 1987). Nevertbg|¢hey appear to be an important and interegtiogp
in their own right, deserving of research attentiora study of discontinued exporters among saradl
medium-sized enterprises (SMESs) in the UK clothang electronics sectors, Crick (2002) found amtisti
significant group that were planning to return tp@&t operations — as compared to another group at
intention of restarting exporting. Similarly, inrggral entrepreneurship research there has beerngretudy
of serial or habitual entrepreneurs who move in@uncbf business undertakings, revealing the exiktitis
broad phenomenon, and raising questions abouikilébod of a similar pattern with regard to imational
endeavours (Westhead, Ucbasaran & Wright, 2005gMJrRobbie & Ennew, 1997). In Dutch research, so-
called ‘renascent entrepreneurs’, entrepreneuththe restarted operations subsequent to terrimatiere
found to be a ‘pervasive phenomenon’ (Stam, Audhegs Meijaard, 2006).

Because of the paucity of research on re-internaligation, and indications that it is not an
uncommon occurrence, it would seem to be appr@ptiatonsider the nature of the process and whether
differences might be expected in the way compattéed with internationalisation as a result of ttieimer
experience. In this article we therefore exploeerihture of re-internationalisation and seek teettgva
conceptualisation of the process from initial inggfonal involvement, to exit, through a periodheitit
international sales, to eventual re-entry. We ashelthat re-internationalisation is a multi-facepedcess,
with a high degree of diversity in the way companigéthdraw from international activity and approaeh —
entry, and draw upon their previous internationglegience. We argue that re-internationalisers lshioei K :g:;iﬁ;ﬁdc’g;’tzﬁ"’;élatwe to:
treated as a distinct group in research on intemmaisation. While recognising the important rofe | Margin ' '
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instead focusing on re-internationalisation by canigs, as in path C to re-internationalisationigufe 1.

Figure 1 : Re-internationalisation —
entrepreneur or company?
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Domestic operations

International start

Complete international withdrawal (inward and outward sides)
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start new company

(new/old offering) H

“+-+-- RE-INTERNATIONALISATION

2. Defining re-internationalisation

Re-internationalisation can be defined as complétedrawal from international operations by a
company — both inward and outward sides — befdoeexqjuent international re-entry. However, applying
definition in practice poses a number of problesugh as: what constitutes international operatswhat
constitutes withdrawal? Likewise, the time outipefrom international operations is not a giveowHong
should the time-out period be before new intermati@perations can be deemed a re-start? Some firms
engage in sporadic exports for extended periottisgfinternational orders as they come in but ¢heray be
considerable periods of time between each ordeh Sases would not be regarded as firms that hdtezle
given that they are fully prepared to respond &ititernational orders as and when they arisénisnsense, a
more appropriate yardstick of international exighiibe that of psychological disengagement or aghn
strategy that includes international withdrawabngl with a lack of international sales. Neverthgléisere are
examples of firms that undertake wholesale strateghdrawal from international operations to camicate
on the domestic market, but maintain very limitechis of international activity, representing such a
miniscule share of company activity that they cdudddeemed to have effectively exited (Boreham200
Merrett, 2002). A further issue is inward interoatl activity. A company might cease internatioseles but
its domestic business activity could well includgorts, thereby maintaining international involvernét
has been shown that such inward-oriented intenmaltiactivity, with maintained foreign networks, itésand
the like, could form a springboard to renewed imi¢ional sales (Freeman, 2007). However, it migldaie
only contact with a local importer and be effedjvéevoid of international involvement beyond thEtus,
there are likely to be many cases in practicefdibjust outside the strict terms of the startdgginition, but
nevertheless provide insights into the re-inteomtlisation process, and with the lack of empirieakarch
on this topic we will call upon such examples whagppropriate.

3. Re-internationalisers and the process of re-internationalisation
Limited research indicates that companies whictehaithdrawn from international involvement

constitute a large group, and within this groupigaificant number have intentions of re-startingrnational
sales, some even continuing various forms of foreigrketing — for example, promotion activities and

foreign network maintenance (Freeman 2007). InkZi(2002) research on UK SMEs in two industries, Formatted: Position:
focusing on those with recent export experienddif(ecult group to locate), those with plans togtrt ,” | Horizontal: Center, Relative to:
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found those planning to re-internationalise madd3 of the total (Welch & Wiedersheim-Paul, 1980). {
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Whether, how and how many firms move from intent@implementation of a re-internationalisatiorengst
are difficult questions to answer from existing éticpl research. However, the act of re-internalimation
can be conceptualised as part of a long term psdogslving a period of international business\attj
preceding exit from international operations, falta by a time-out period of some duration and agiiog
with a process of international re-entry. The n&éments of this process are conceptualised inr&igu

Figure 2: Re-internationalisation process
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Renewed international operations

Re-internationalising firms are distinguished froew international entrants because of their previou
experience — whether positive or negative. If #esoning underlying so-called internationalisatiwory is
valid — focusing on elements such as knowledgegrampce, networks and risk and uncertainty — tlieen r
internationalisers would have been potentiallyratien a variety of ways on these different dimensj
affecting their approach to international activityaking them different from those without such eigee
(Benito & Welch 1994; Johanson & Vahlne, 1990)wimatever form, sediment remains from the preceding
international experience, creating a platform thay well generate a different international expamsi
trajectory from that for novice internationaliseBsich a conclusion is supported by research regsardi
starting entrepreneurs. For example, Dutch renaseerepreneurs were found to have higher levelsiaian
and social capital than those entrepreneurs whedekut did not restart operations in some fornth wi
positive effects on restart probability. Also, s indicates that previous entrepreneurial erpes tends
to have a positive effect on the likelihood of avrstart by an entrepreneur (Stam, Audretsch & Meda
2006). Entrepreneurship scholars have shown atyarfessets and liabilities that prior businessiesship
experience delivers with consequent effects onesplEnt entrepreneurial endeavours. Some of thésasse
noted are similar to those referred to in inteoralisation process research, such as the posifieet of
acquired skills and networks. However, the potétisiility of repeating failed actions and stayiimg
networks that were previously ineffective is alfessed (Westhead, Ucbasaran & Wright, 2005).

The embryonic research on inward-outward connestéomd internationalisation provides an
indication of the types of benefit which can flonerh one form of preceding international activityatwother,
some of which might be relevant for re-internati@aion situations (Karlsen, Silseth, Benito & \tke|
2003). In a study of the development of a Norwegiampany's (Moelven Industrier) operations in Rassi
from inward to outward involvement, it was conclddbat ‘the networks that grew out of the initiagorting
activities allowed the company to learn about tlzek®at and new prospects, who was important andtbow
operate, in the face of high perceived risk anceuiainty’ (Karlsen, Silseth, Benito & Welch, 20Q8,394).
The inter-person linkages were found to play acailitrole in delivering on-the-ground market knogde.
Other research shows that foreign suppliers canuseful source of contacts with potential foresgetomers
(Martin, 1991). Even with the cessation of inteforaal operations, a range of networks establishemligh

the initial international activity may be retainkest some time, in a more general context referoeaist Formatted: Position:
relationship sediments, often strongly developeti@ipersonal level (Havila & Wilkinson, 2002). Atai ,” | Horizontal: Center, Relative to:
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company is central to the retained networks. Othgearch demonstrates that there are differendag in
extent to which individuals are prepared to useqmaal networks developed in the course of opersiion
behalf of the company (Marschan, Welch & Welch,&)9%s a result, there is likely to be considerable
variation in the value of the network sedimentd wn for future re-internationalisation actioRer some
firms, strong, relevant and surviving networks nglavith the retention of key staff who are linkgmgents in
these networks, may ensure that eventual re-entyélatively straightforward process.

Even failed outcomes in foreign markets can proghgsitive learning benefits: learning-by-doing
can also include learning-by-making mistakes, saglearning about inappropriate foreign market apgies
and, in the process, how things might be donermdiffity. As Luostarinen and Welch (1990, 250) ni@ate a
result of the learning process which flows from fingt internationalization, then de-internatiozalion, the
company may decide to proceed along the interraization path again...avoiding the crucial mistakgs
earlier efforts’. For example, the Norwegian comp&EEM Audio tried unsuccessfully to enter theidial
market for two years and then withdrew from themafit. However, the company retained a positive
perspective about the market, and planned to m:€fitis a good market, now we know, at leastatumot to
do, so hopefully next time around we will do bét{dtachlum 1996, p. 59). A similar comment emerged
study of discontinued UK exporters: ‘I learnt trerdhway and you can be sure | won't be making émees
mistake again...I'll be more careful to check out wimo dealing with next time’ (Crick 2004, p. 573)his is
in line with emerging research pointing to way thetny entrepreneurs are able to learn from ostensib
failure in a positive way, supporting a return trepreneurial activity in the future (SchutjensSgam 2006).

McGrath (1999, p. 28) has argued that ‘one readonfailure offers benefits is because it is often
easier to pinpoint why a failure has occurred ttwaexplain a success’. For example, the Hong Kemgjler,
Lane Crawford, withdrew from its operations in Ghit the beginning of 2007 after seven years of
involvement. It had originally entered via the &éfishment of franchised luxury department storethiee
Chinese cities — Shanghai, Hangzhou and Harbirs &kit was to be quickly followed by re-entry intGer,
2007 — in Beijing. In contrast to its first ventuteane Crawford will own and operate the new luxury
department store — ‘giving the company greaterrobover staffing, brand management and expanstars
previously’ (Kwong 2007, 35). Lane Crawford’s owrenphasised the importance of being able to dyrectl
manage sales staff and training, a lesson learnedifs preceding experience of operations in China
resulting in a determination to change the modepefation and ensure greater controllability.

However, the connection between former internatierperience, its outcomes, and types of
learning, and the link between organizational menamd individual perceptions, are not straightfadyaso
that it is difficult to anticipate a priori whatagific lessons will be taken out of former inteional activity.
Organizational learning theorists warn about tlersegly aberrant learning outcomes from experighae
can develop within companies. For example, Levirgha March (1993, 110) point to the possibility of
failure myopia, whereby ‘organizational learningeesamples successes and undersamples failures. Any
learning process tends to eliminate failures, amgltendency is accentuated by the way learninduymes
confidence and confidence produces favourableipations and interpretations of outcomes’. Cogaitiv
biases that generate overconfidence have been imatieel entrepreneurship literature, affecting how
managers behave and respond to events and nematfon, leading to selective, limited focus in the
learning process. This tendency appears to beggrdar owner-managers (Forbes, 2005). Thus, tldies
of the foreign problems encountered by a companyeaoverlooked and an overdue confidence in the
ability to use the lessons learned in renewednat@nal involvement. This may in part explain seemingly
high proportion of discontinued exporters thatiaterested in re-starting international activity.

Similarly, Levitt and March (1988) use the concepfsuperstitious learning’ to refer to the
misunderstandings that arise as outcomes from @afamal action unfold, and as the link betweetioas
and outcomes become distorted for decision-maKéesy point out that learning can be a difficult ggss in
the face of confusing experience. Individuals a@cific, unusual events may be readily blamed fer th
original withdrawal outcome. In a general senserdfore, it is difficult to predict the exact natof the
learning content derived from international expecie and the character of the re-internationatisati
platform accessible by an organization, even thatuglould appear logical to presume that a rangeseful
benefits, in spite of withdrawal, should have bestablished. Entrepreneurship researchers haviagimi
stressed the potential learning liabilities thayrba derived from preceding entrepreneurial endemsvwhen
undertaking new ventures (Westhead, Ucbasaran &MWr2005). Besides, the learning effects of prior

international activity primarily reside with thedividuals involved in the earlier venture, so tthety could be —
quite dispersed. A key consideration is whethesdhgeople have been retained by the company in the K :g:;izidégrizrogélative to:
interim. In a general sense, whatever the learoirigopmes from the original international activity, /| Margin '
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Thus, the conclusions drawn and attitudes develéped international experience may not be
positive or useful, and in fact there may be cosrsitile variation among exiting firms. Empiricaleasch
indicates that, for many entrepreneurs, the intemal experience is viewed in such a negativet light the
prospect of re-entry is firmly dismissed (Cannd®i/9; Crick, 2002). They can point to a range obfgms —
physical delivery, disagreements with intermedgrfereign competition, and the like — that leghtmr
export sales and made the venture a costly, unalbbdiexercise, deemed to be not worth the troi@denon,
1979).

While re-internationalisers have a common expegaf@revious international exit, there is bound to
be a wide range in the forms of their precedingrimational involvement, which might have includedltiple
exits and re-entries. For example, Bonaccorsi (L8#rted multiple, serial, export entry and édhaviour
among Italian small firms. Previous involvement nhaye ranged from long and extensive international
activity, as measured by foreign markets entereldogeration modes employed, to short and limitedifm
intrusion — such as when early exporters quickbpdsut after minimal foreign sales (Welch & Wiedwesin-
Paul, 1980). For those firms with limited interoaial involvement before exit, experience may bg ver
limited, with little accumulation of the type ofsets that might serve ultimate re-entry. Deptthef t
experience has been shown to be important in devel@n international orientation in managers uneog
more involving actions, such as actual direct pgudtion in foreign market activities, particulathrough
means such as expatriate assignments (Roth, 1995).

In general, these examples demonstrate how difféoems of preceding international activity can
provide a useful platform, in various ways, for sefpuent outward international expansion, even avith
intervening period of non-involvement, but that thee of international experience matters. As altethere
are good reasons to expect that re-internatiomales® anything but a consistent group. Ratheersity
could be expected because of the divergent expersenf companies during international activity,rafr@m
differences in the exit process, to which we noma.tu

4. Exit Process

It is not just the assets developed and lessonsddavhile the international activity is underwagt
may be important for ultimate re-entry: the typeerperience involved in the withdrawal procesdfi@iso
can influence how the experience is judged andikbihood of re-entry. A company’s decision to draw
from international operations may occur after avaliecline in international sales, but could as Wwelforced
by a virtual overnight loss of foreign markets + éxample, due to a sudden loss of price competiggs, or
market disruption perhaps as a result of foreigregament action, that is, being externally imposed.
Exchange rates, specifically the relatively highueeof the British pound, was stressed in a stdfdN\Es in
the UK clothing sector as an important precipifiactor in international exit by those firms which
maintained an interested in returning to intermetli@perations (Crick, 2004). Among exited firmattivere
disinterested in a return to exporting, there waaeknowledgement that inadequate preparationmoréng
in the first place (eg in regard to effective fgrerepresentation) had influenced the decisionscodtinue.

In a study of partial export withdrawal, Pauweld &fatthyssens (1999) found a multi-staged exit
process, with various and changing influences asdanses, and different perceptions within the case
companies post-withdrawal about what had been éelaand the implications for international stratdgythis
study, though, export withdrawal was not total, &@nsl clear that in many cases of forced, compéedé
driven by critical incidents, the experiences arficiently negative to cause an initial reactidrsomething
like “never again”, limiting the learning climatadlikelihood of re-entry in even the medium tei@mi¢k,
2002; 2004). Decision-making regarding withdrawélyarious stages, may include reaffirmation of
international commitment by some in the comparsglileg to withdrawal resistance, and personal
disagreement over the appropriateness and forheaéxit path (Benito & Welch, 1997; Pauwels &
Matthyssens, 1999). The attitude toward internalioperations may emerge significantly alteredHzy t
various personal interactions and information flavithin a company during the process leading tmal f
exit decision. Where there is an export departraeother formal organizational commitment to intgional
operations the exit decision becomes more diffitutiandle.

Of course, for small firms, often driven by a kecsion-maker and without a formal export
organization in the early stages of internatiormaiis, the exit process may be relatively simpligh the

decision made and implemented quickly (Rao & Naifi92). In some cases final exit may be particylarl —
traumatic, perhaps because of financial problemsciasted with the failure of international involvem and K :g:;izidégrizrogélative to:
leading to the demise of the companies concerr@dotfRers, in contrast, the success of internationa © | Margin ' '
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the creation of a new business vehicle to putittigeffect. It is not unusual for entrepreneursnimve from
company closure or sale to the establishment efaacompany, and then, based on the experiences and
capabilities associated with previous internatiomablvement, to move quickly to re-start interoatl
operations. In a study of Dutch entrepreneurs tiradter exit from their business it was foundtt64% had
the intention of restarting operations in some feraimost double the entrepreneurial intentiorghef
general population (Stam, Audretsch &Meijaard, 2006

International exit inevitably involves the disrugptiof various relationships that were formerly an
important foundation of a company’s internationahaty. Industrial marketing researchers have been
researching the end of buyer-seller relationshimsdyding situations where one side ceases to tHue
concept of “beautiful exit” has been developedyhich the cessation of a business relationshipitisyas
much as possible, hurting the disengager, the gty and the connected network” (AlajoutsijaMiller
& Tahtinen, 2000, 1282). Of course, what might &itedl ‘ugly exit’ is also feasible, wherein relatghips are
so ruptured that there is limited residue to begnited when international re-entry is sought.

5. International Time-out

Companies and/or individuals who eventually refimi¢ionalise following exit, by definition spend a
period of time without international operationatis, when there are no international salesnAke
preceding stages analysed, there is evidence sfdemable variation among companies in what thkigest
involves with regard to extent of withdrawal fromérnational commitment. As noted already, many
companies will be at one end of an internationedrtation spectrum characterised by: no interest, n
commitment, and no internationally relevant actidior example, foreign market information is noden
collected, and no information is transmitted teefgn market prospects. At the other extreme argetho
companies that remain highly committed to inteoradi involvement, and pursue a range of activities
achieve this aim. An example of the type of intéorel activity that might be maintained is the way
relationships often continue to be nurtured bygrbgompanies well after the completion of inditiu
projects in some foreign markets, and the cessafioperations — so-called sleeping relationshiedfikani,
1996; Skaates, Tikkanen & Lindblom, 2002). Withiistgroup would be some that have been identified i
the exporting research as sporadic exporters,wthaot all, given that many sporadic exportershalow
commitment to export activity, and there is a geesabout whether this group of firms could be édeed
to have exited from exporting, even though theeepariods when exports are quiescent (Katsike®§;19
Rao & Naidu, 1992; Samiee & Walters, 1991).

Between these extremes is a wide range in the teod@@mmitment to, and action undertaken to
return to international operations, and therekisli to be considerable movement over time. Thgédoithe
period out of international operations, the gretterlikelihood that there will be dissipation @frious
aspects of any international assets and capabilititech had been developed previously — such as
internationally specific knowledge and systems, fameign market networks. There is also a quesiitstaff
retention in the aftermath of the internationak @xocess: some of the capabilities inevitably Wéltied to
particular staff, and will be lost if they leaveetbompany. For owner-managers of companies that teased
trading altogether, both domestically and inteworaily, the first step is to develop a new compiuay will
allow trading in any form — perhaps with a differenncept for which much of the previous internagio
experience may not be applicable.

6. Re-entry

In general, the longer that firms stay out of thtelinational arena, even with a starting positiba o
strong commitment to re-entry, the greater thdilik@d that they will move along the spectrum tosgar
greater disengagement. Thus, re-internationalisatiould appear to be more likely by those firmg treve a
strong commitment to re-enter the international dimmare actively pursuing it, have not been unduly
traumatised by the exit process, and have retdiagahetworks, staff and other assets developeagluri
international operations. In contrast, for thosmpanies that have had what they regard as a failed
international experience, including unhelpful fgrenetwork contacts, and have no intention of aetisig,
nor undertake any internationally-oriented actiors likely to require major changes within thengmany or

in the external environment, or probably both niduice a new move to re-start international activity —
including aspects such as fortuitous foreign ordedownturn in the domestic market, and/or a chang K :g:;?ligidclgr?tz:m;élative to:
management that leads to a new international gicateientation for the company. In this respeotet may | Margin '
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small business internationalisers, Bell, McNaugh¥wung and Crick (2003) found a group of long
established firms that suddenly began internatiopatations, the main driving force for which washange
in management and/or ownership.

Whatever the precise form and strength of the dtithat encourage an interest in re-starting
international operations, how the re-entry procggslds, the experiences encountered, as welleasttbngth
of managerial commitment to achieve re-entry sug;ogdl determine whether the process is successfobt
- in a similar manner to the initial internatiortry process (Madsen & Servais, 1997; Wiedershon;
Olson & Welch, 1978). Nevertheless, as noted ajrethere should be differences from the initiakrgnt
process to the extent that, for many of the congsgme-internationalisation should be accomplishede
readily and rapidly. This is supported by long-siiag research on the international start that prior
international experience by managers is a contifydictor in the decision to start, and form afernational
operations (Bell, McNaughton, Young & Crick, 200Bepending on the nature of previous international
activity and assets retained, there should be lexdyd about some markets that can be immediateliedpp
and there may be people, both domestically andrigidn markets who can be approached to assisein t
renewed venture. Time, cost and effort do not ltevee expended in finding them. Recognition of the
potential usefulness of such retained assets mety g@enerate a higher level of confidence abounhtere
compared to how initial international entry was rgehed. In a study of discontinued UK exportars, i
contrast to disinterested firms, those retainingngrest in returning to export operations indéchthat ‘they
were knowledgeable about the mechanics of expoatitbwanted specific help on specific market-relate
assistance’ (Crick, 2004, p. 562). There seemde @ clear difference in the foundation for reisigr
exporting between the two groups, in knowledgdlsskind attitude.

Likewise, once re-entry has been achieved, amdteenationalisation is underway, the international
growth trajectory of such re-internationalisersidtide different in various ways — resulting in arsrapidly
expansive path than initial international entrydiese it is taking off from a more substantial gatf. For
example cultural knowledge and the knowledge of baginess operates in countries where activitieg we
undertaken previously should allow a broader ancermdensive approach to early re-internationatsat
Just how long this effect remains operative anldi@mitial is an open question, but could be expeitted
diminish over time as new foreign situations and resues are encountered, requiring new learnidg an
adaptive skills within re-internationalising compes However, much depends on the nature of theque
international experience and its outcomes, andthege are perceived. The case of the Australiak, ban
ANZ, illustrates how problems encountered in thst finajor international foray can so colour re-gmtioves
that greater caution is emphasised, in spite obatantial international platform having been dighbd over
an extended period.

One of Australia’s “big four” banks, the ANih 2000 sold the bulk of its widespread busingsséhe
Middle East and Asia to the UK-based Standard amatt€red Bank. These foreign assets had been adquir
as part of its acquisition in 1984 of the Britisink Grindlays (Boreham, 2000). At the time of thin@lays
acquisition, the ANZ had a limited range of int@ioaal operations, with the overwhelming bulk f it
activities located in Australia and New Zealand] amernight acquired an extensive, widespreadfset o
international operations. These proved difficulatisorb and manage effectively. In a review of the
international activities of the large Australiamks, Merrett (2002, p. 393) observed that the Aldd h
experienced ‘a long struggle to digest its acgoisiof Grindlays, a bank whose businesses rangedsd0
countries, few of which were English speaking’. Withdrawal, although not full de-internationaliset, did
involve the predominant part of its internationpemations (the investment in Indonesia was ret3jresd
was part of a re-orientation of strategy back talagrowth in the Australian and New Zealand markets.

Already in 2003, though, it had turned back torinétional growth possibilities, articulating an Asi
growth strategy and pursuing entry in a number i&A countries, including Thailand, the Philippiaesi
China. Investments were undertaken in the Philigpind China in 2003, although they were markedly
different in character from previous operationsrafrom a minority joint venture established imdmesia in
the 1990s. In all cases, the ANZ entered into jeartures, and has continued with that policy inssguent
moves into Cambodia and Vietnam. For example,riiestments in China, albeit restricted by governmen
policy, involved minority stakes of 10% in the Sghai Country Commercial Bank, and 19.9% in the jiiian
City Commercial Bank (Jiminez 2006). The CEO of #i¢Z explained the bank’s approach to its
investments in China and Asia in the following territhe key is not to bet the whole of the banktus, |

mean...we're talking about two-and-a-half per cenbaf equity based in Asia today. At max over thetne —
few years we’re talking about ten per cent...thadistaking a big risk’ (McCombie, 2003, p. 2). Clgare- K :g:;izidégrizrogélative to:
entry has been characterised by a more cautiourgnmental approach, later referred to as ‘exployato | Margin ' '
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investments’, than applied to its original takeookEGrindlays (Jiminez 2006). Indeed, it walked sgvfr@m
negotiations regarding a substantial investmetitériThai Military Bank in 2003, because of what was
considered unacceptable risk (Boreham, 2003). &he<CEO presided over the ANZ bank’s de-
internationalisation and re-internationalisationve® It was inevitable perhaps that having argoead
participated in a major exit strategy that it wob&ldifficult for him to re-start international exqsion in a
major way. He was more detached from the origim@rnational commitments, though, having been
appointed as CEO of the ANZ bank in 1997, longrdfte Grindlays acquisition.

7. Re-internationalisation Platform

Figure 3 presents an overview of key elements aftwfight be referred to as the re-
internationalisation platform on which the appro&zinternational re-entry is based. As depictkd, t
platform combines disparate elements of a companiesnational heritage, as an outcome of preceding
international involvement, with subsequent charigasoccur during the “time out” period. These des
may include some heritage dissipation over timeugh inaction rather than because of any specific
intention. New influences may arise that provokersewed interest in and action toward international
operations, as a result of fortuitous developmenistended strategic change, leading to refreshofeor
additions to, the former international heritag&eréby enhancing the foundation for internatiomtiviy.

Figure 3: Re-internationalisation platform

International

operations
Experience/ Networks
knowledge/skills International
- heritage
Management/ Attitudes
staff
exit —— —— exit
Change in international
Time heritage: dissipation/ «—— New influences
out refreshment/addition (eg via (internal/external)
management change)
Re-entry-oriented
activities
Renewed international operations
8. Conclusion

The examination of re-internationalisation has tdienl a process that is complex, with multiple
stages from former involvement to ultimate re-enviiich may extend over a considerable periodroéti
and is subject to a range of influences that bidggther the potentially powerful, even dominaffeas of
previous international activity with current influees, both internal and external to the firm. Tégiment left
over from previous international experience, inglgcknowledge, networks and attitudes, creates a
foundation that could allow a company to move nraggdly in its renewed international endeavours, an
may explain part of the accelerated internatioatiie revealed in various empirical studies (Awtre2002).
Some companies even maintain international promaativities in anticipation of ultimate re-entry
(Freeman, 2007). In contrast, though, many compgaiié the international stage in such a negatiag tat
there is strong disinterest in any resumption tdrimational involvement, and they represent adliffigroup
to motivate through government internationalisaigsistance schemes (Crick, 2002). Much of thealitiab
of an enhanced platform for re-internationalisatiepends on what happens to key staff after final
international exit as they represent the reposibéithe bulk of a company’s retained internatiooérations
knowledge and capabilities, and are typically kekd to international networks. De-internationaiiza
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exercises often are a trigger for the sheddindadf, so that much of the international capabitigse may be N
lost and inaccessible when re-entry is contemplé@@edito & Welch, 1997). Even within organizatiostaff {

|

movement has been recognised as an important ofursgitutional amnesia (Pollitt, 2000). By thersa
token, staff shedding may have a positive benefifiture re-entry, despite the loss of knowledge skills,
in that those with strong negative attitudes towaternational involvement or a cause of foreigatienship
problems may disappear, ultimately paving the vesynEw, more appropriately internationally-orienstalff
to be appointed.

While we argue that re-internationalisation is €8ue deserving of stronger research attention, re-
internationalisers represent a difficult groupderitify in empirical studies, and to clearly clégsiFor
example, it is not always clear when a companyfligswithdrawn from international involvement, as
compared to sporadic exporters. It could be argo@duse of the Internet in international sales make it
easier and cheaper for firms to engage in serii@tniational exit and re-entry behaviour. Also, ¢hare many
companies that experience wholesale, even stratgtfidrawal from international operations, for exaenin
exiting from the bulk of their foreign markets,inghe case of the ANZ, but not totally out of imational
involvement, and subsequently re-enter some oéthegkets. Should they be treated as partial re-
internationalisers and included in empirical inigetions of re-internationalisation?

Although we have not analysed re-internationaligethe form of previous owners/managers of
companies who have exited, or sold out, but ra-starations in new company situations, they reprean
important but difficult group to research. They kkbibe important agents of international re-birthg @xplain
part of the increased speed to internationalisatfmwn in empirical studies. Individual entrepresenight
start under a new company name, and even with goneuct in some cases, but still benefit fromrthei
personal international heritage in any renewedratigonal explorations. An illustration of the difence
prior international activity might make is the eariternationalisation behaviour of the Norwegidotlting
retailer, Voice of Europe, which began operation$988. The founders of the company had previously
developed another international clothing chainechBik Bok and sold out at the height of the 1980s
economic boom. They started the new company in ¥888sales in Norway, but already in 1989 they had
begun operations in Sweden and Finland, and in b89@d as far afield as Canada and Australia. Sauld
and widespread early internationalisation appetrde: explained by the experience with Bik Bok. The
founders stressed that they had retained a ‘wilblshed, world-wide network of contacts in thdustry’,
such as with subcontractors in East Asia (Framn¥&geich, 1992, p. 601). Important too was the hegrel
of confidence they brought from the previous veatiarthe new operation, as reflected ‘in the faat ho
formal market investigations were undertaken piadioreign market entry’ (p. 601). Of interest viasir
reliance on the master franchising mode for eatigrnational expansion. They had no preceding éxpes
with this form of international operations, butstidid not appear to restrain their basic confidence
preparedness to expand rapidly, which appeared &irbngly rooted in what the founders saw as hljig
successful preceding episode in international esipan

The dearth of research on re-internationalisatfgplies particularly to the “time-out” period when
firms which have withdrawn from international op@as continue with domestic operations. Our analys
indicates that this is a critical stage in deteingrwhether and how re-entry takes place — inclydire
intensity of, and commitment to, the effort to tarsinternational operations. However, we knotldiabout
this stage because of the paucity of empiricalaese For example, how long do firms stay out ef th
international arena before achieving re-entry? [dhger that they do, presumably the less relevatial
attitudes based on the international experiencengtidirawal become, whether positive or negatime, i
deciding the approach to re-entry, and the momdylithat other, new, internal and external re-emtflyences
will come into play. In some cases a dramatic cbanghe interest in and action towards internation
involvement derives from a change in owner and/anager, or a downturn in domestic business whidh ha
formerly been the mainstay of operations, and egeethat could be readily withdrawn to as inteoval
problems emerged. Research confirms just how irapbthe international background of top management
can be in driving the approach to internationalrafiens — in large firms as well as SMEs (Athanasst
Nigh, 2002; Bloodgood, Sapienza & Almeida, 199'HeEffect of previous international activity and
experience on the approach to re-internationatisatiight become almost irrelevant because of manage
change during the ‘time-out’ stage. Clearly, fromegearch perspective, there is a need to exgiertull
range of the re-internationalisation process, tengbt to establish what type of international lzgyé remains

from previous involvement and how much differertus takes for re-internationalisation, comparedew —
internationalisers without any preceding internagicexperience. At the least, it is necessaryeatitly re- K :g:;?lz‘le'dégrizrogélative to:
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internationalisers, whether individual or compaayd trace their behaviour as they represent andiggroup
with the potential to distort general studies @& ttature, speed and determinants of internaticieiis

At this early stage of exploration, it would sedrattempirical research on re-internationalisatian v
broad survey studies is less appropriate giveroitsplexity, process aspects and opaque qualitheRat
exploratory, detailed case analyses, with a lodgital perspective, appear to be necessary in todévelop
a better understanding of the overall re-intermatisation process through time and of re-inteomatiisers as
a distinct but variegated group.
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