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1. Introduction

It is a well-known fact that doing business in afgn environment is often difficult
because of diversity in the corporate and naticoéure, rules and norms. Being suc-
cessful as a firm in a foreign environment requaeghole range of skills: on the com-
pany level one requires a sound and adapted inikena#ization strategy whereas on a
managerial level it is necessary to be able totifiethe roots of unexpected or un-
common problems, to exhibit effective communicatgkills and a thorough under-
standing of the local business, legal and cultooaitext (Jacob, 2003). For this reason,
a higher degree of perceived vicinity can be a omale relief to some of these issues
inherent in entering a foreign market. Speakingstime language or having knowledge
of each other’s cultural values has the potentialeduce the perceived difference be-
tween actors from different nationalities and tif@m@ smoothen cooperation (Johansson
& Vahlne, 1977). Enter the cooperation between ¢gaand Portugal on the one hand,
and their African former colonies on the other. Tléonial regimes of these two coun-
tries in particular were based on linguisticallydasulturally assimilating the colonized
into the greater French and Portuguese nationdlesntwhich still resonates in these
states today (Njoh, 2000). Much is written abowt tkestructive impact of colonialism
on Africa, but in light of encouraging a new anagmatic discourse about Africa, it is
worthwhile to examine whether and how this colomégime has influenced the coun-
tries’ ability to conduct business in a more striéaed fashion. Of course, the authors
of this thesis recognize that instead of a natucahity between Africa and Europe, the
cultural values were forced upon the colonizedamatiand still bear a significant nega-
tive connotation of exploitation and racism — evenvadays both France and Portugal
are often criticized for their neo-colonialist pdis in Africa (a detailed account of the

repercussions of the colonial regimes is giverhiapter 2).

However, considering just the facts for a momentis itrue that France and Portugal
maintain strong economic, political and instituabties with their former colonies in
Africa (Brysk, Parsons and Sandholtz, 2002). Iloser look, one finds that economi-
cally, Portugal has retained its position as trealileg trade partner of Angola, Cape
Verde, Guinea-Bissau and Sdo Tomé and Principeuatiag for 18%, 48.3%, 30.8%
and 56.4% (2009) of imports, respectively (see sastion). It is also theéSupplier of
Mozambique with 3.5% of the imports (2009) (EIU12D Although the Francophone



African countries exhibit much interregional treaied a steady rise Asian trade partners
(CIA World Factbook, 2009), France, like Portugatains a solid trade relationship
with these countries. In most of the eight coustiiethe West African Economic and
Monetary Union (UEMOA), France is one of the latgesport partners — often after
China or an African neighbor countryin the Maghreb, France is still the largest trade
partner, supplying Morocco, Tunisia and Algeria hwit6.95% (2009), 20.1% and
19.7% of their respective imports (CIA The Worlcctmok, 2010).

The pattern in development aid also shows a tievdet European nations and their
former colonies. In general, the percentage ofonatiforeign aid programs targeted to
the respective ex-colonies exceeds the OECD avemgkose destinations. (Brysk,
Parsons, & Sandholtz, 2002) In the case of Fraaltieough the French Development
Agency (AFD) is the second largest aid industrythe world after USAID, it still
spends 49% of its funds in former colonies (AFDQ20 The case of Portugal is even
more telling, as in 2009 the fiver former coloniasAfrica plus East Timor absorbed
66% of the total bilateral aid disbursed by thetétgyuese Institute for Development
Support (IPAD).

Politically, Portugal and France remain tied toirttiermer colonies in Africa through
intergovernmental organizations, most notably tghotheOrganisation Internationale

de la FrancophonigOIF) and theComunidade dos Paises de Lingua Portuguesa
(CPLP). In international affairs as well, Franceal &vortugal remain the key advocates

for their former colonies in Africa (EIU, 2009).

Immigration data also helps to portray the strergjtthe post-colonial ties on a more
civil level. In France, 12% of all immigrants corfrem Sub-Saharan Africa, of which

two out of three come from former French colonigkich is the equivalent of one out
of every 30 citizens of these countries. Theseréiguare much higher for the Maghreb,
with 31% of all French immigrants originally haigjrfrom Morocco, Tunisia and Alge-

ria (INSEE, 2006). In Portugal, the former coloniedAfrica represent more than 22%
of the total immigrants (SEF, 2009). Although thamigration numbers are quite large

for all the former colonies, Cape Verde is a casélwhighlighting: in 2009, there were

! Ranking and percentage of imports from France efftancophone UEMOA countries (all except Gui-
nea Bissau): Senegal #1 (19,6%), Niger #2 (15.95%}y Coast #2 (14.19%), Mali #2 (11.59%), Togo
#2 (8.64%) Benin #3 (7.38%), Burkina Faso #10 (3.22A World Factbook, 2009).



48.845 Cape Verdeans residing in Portugal, routitdyequivalent to 9.6% of the small
African country’s populatioh

Statistically, it is clear that there exists a fosfrskewness in trade, aid and immigration
data that represents the repercussions of the fraemt Portuguese colonial past, but the
explanationgfor this form of “favoritism” are more complicatethd diverse. A variety
of scholars offer different explanations for theque economic relationship seen be-
tween former colonial empires and their respectiolonies in Africa (Brysk, Parsons
and Sandholtz, 2002; Karmarkar, 2004; see sectibn Bowever, although these stu-
dies address a certain psychological as opposedrdy rational economic aspect of
this unique relationship, the personal level repgsmons in the context of internationali-
zation motivations of firms are largely left untted.

1.1. Research Question

Although the statistics show that the French andugaese colonial past still resonates
in Africa, and some studies provide a broadly dafirxplanation for the ongoing ties
between countries that share a colonial past, doegot adequately address pragmatic
benefits that could be achieved from these tiegeriReg to the aforementioned benefits
of lower perceived distance between business partoae could argue that despite the
negative colonial connotations, the close relatibasveen these countries, linguistic
similarities and knowledge of each other’s cultutdes and norms could have the pow-
er to leverage business cooperation. As a prelirpisizp to establish what these bene-
fits might consist of for French and Portuguese gamnmnes, it is necessary to look into
how these perceptions of vicinity manifest themeglen a micro-level. It must be in-
vestigated whether the benefits for a PortuguesdeFaench individual who does busi-
ness in Africa are primarily based on economimratle or whether factors such as per-
ceived similarities such as common identity andrethdanguage play a role in deter-
mining cooperation opportunities. It is for thisasen this thesis preliminarily answers

the following research question:

How do Portuguese and French managersjustify entry in the former coloniesin
Africa?

% The total population of Cape Verde is 508.659y(20110 est.) (CIA World Factbook, 2010)



To tackle this research question, we have seldeted-rench and two Portuguese case
companies, from which we interview managers thaeh® varying degrees been in-
volved in making such decisions. Their justificasoare subsequently analyzed to find
mention of the benefits of common language, culturedentity, and efforts are then
made to aid in the recognition of concrete competiddvantages of being present in the
former colonies. This thesis therefore relies oinanemental process of analysis, where
the main research question, i.e. looking for fanengarket entry (FME) justifications,
serves to reach the overarching goatlefining concrete benefits of operating in former
colonies for French and Portuguese managém. the research question to serve this
goal, the managers’ justifications must therefodeilgt at least an awareness of the co-
lonial regime — which is why the ubiquity of thel@aial context as it resonates today is
given much attention in this thesis. Also, givemttithe colonial context is relevant
throughout and after market entry, we can intemtilgrblur its application to both in-
vestment decision and the subsequent presencengfacoes in the market. As is shown
in this thesis, because of the recurrence of thened context, analysis of justifications
for entry can be used to aid in the recognitioncompetitive advantages of being
present in the former colony. Recognizing the bignef operating in the former colo-
nies is a potentially valuable, but as the literateeview will prove, theoretically under-
developed dimension of conducting business in tfree@ colonial context. Increased
knowledge of this dimension can have many practapglications — a supposition that

has motivated the authors significantly.

1.2. Motivation

After having observed various vague statementsuinligations and through personal
experience concerning the benefit of linguistic aodtural similarity between France
and Portugal on the one hand, and their formerntedoon the other, we became inter-
ested in mapping the factuality of these claims.ableght to discover whether and if so,
how this post-colonial similarity was communicat&the main reason we propose this
increased understanding could be useful is thasgtthe potential to aid both the French
and Portuguese managers and the local African grarin leveraging cultural and lin-
guistic similarities across countries. Additionallonsidering the controversy around
the rise of China and other Asian business parineiérica, it is worthwhile to consider

the potential benefits of leveraging cooperatiotwieen countries that at least claim to



have a higher mutual understanding of each othmrisure, and perhaps therefore an
increased understanding of each others’ needs. franof the materialization of this
improved understanding for the French and Portugyeesnpanies could include more
adaptive and effective cultural training prograthg, creation of innovative ways to sell
products in former colonies or increased ease winconication towards external stake-
holders and the media. The benefits for the Afripamtners could include viewing
French and Portuguese companies as more trust@tebsipartners with whom issues
such as harmful extractive practices, employee s1@ad wants, price and sales negotia-

tions and in general cooperation issues might bee momfortably addressed.

1.3. Outline

To answer the research question at hand, and moegllly to investigate managers’
FME decisions in the former colonial context, ahiygdiverse theoretical background
must precede an in-depth analysis of the researdinfis. The thesis therefore sets out
in Chapter 2 by presenting the historical backgdoand roots of the French and Portu-
guese colonial regime to illustrate the repercussiof colonization to this very day.
More concretely, it shows that it is more thanlyikehat a French or Portuguese manager
deciding to enter former colonies is aware of timgsitage. In chapter 3, an extensive
account is given on what is known about the expilana for the unique and recurring
relationship between former colonizers and formelommies. Because these theories
prove inadequate for our topic of interest, theptéiathen reviews the internationaliza-
tion literature to posit the colonial case intodmer theoretical focus. Finally, it identi-
fies gaps in the literature. Chapter 4 outlines rtiethodological considerations in the
establishment of the research and thesis in gen&itak an explanation of our critical
realist and objectivist interpretations of the cgpis necessary to realize the research
objective (justifications, perception, causal nelaships), this chapter outlines the ap-
proach and methods used to conduct the case rbdearthis thesis. In Chapter 5, the
two French cases (Accor and Savoye), and two Puegecases (Sovena and EFACEC)
used for our research are introduced. A profiléhef companies and the interviewees is
given followed by some excerpts from the intervie@hapter 6 presents the analysis of
the interview material and draws conclusions basedhe interviewees’ proclivity to-

wards colonially motivated justifications. Chap#eproceeds to highlight some impor-



tant limitations and subsequently recommends funtbsearch. Finally, Chapter 8 con-
cludes with the most important findings of the teeboth theoretically and concerning
the (preliminary) answer to the overall researadbfam.
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2. Historical background

2.1. The French and Portuguese former colonial contexts

To fully understand the context in which French ®miftuguese managers operate, it is
necessary to understand the lasting impact andriual roots of the colonial heritage
on the mentalities of both the colonizer and cdedi This mentality resonates not only
in the political sphere of the Northern and Southasuntries’ elites, but has also influ-
enced the perceptions of these countries’ inhatsitanout the communality created by
a shared linguistic — and as is explained belowenex cultural platform. Thus, when
French and Portuguese managers are confrontedavigheign market entry situation,
these perceptions arguably influence their decssiom either a conscious or subcons-
cious level. Below, a historical account is therefgiven of the various colonial aspects
that still play a role in the current relationslopFrance and Portugal on the one hand,
and their former colonies on the other. First, lEabaration is given about the classic
academic discourse about colonialism. Then, theptgr explains the French and Por-
tuguese colonial regimes and strategies, the robts perceived shared identity, the
current discourse about the importance of maintgirthis identity and some relevant

economic indicators of the post-colonial relatidpsh

2.1.1. Thorny ground: classic discourse on colonialism

The literature that analyzes the impact of colasmlusually exhibits a clear normative
perspective. A classic account of the impact ommialism is the'Discourse on Colo-
nialism” by Aimé Césaire (1955), in which he gives a peataccount of the impact of
the European presence on the mentality and ideottitiye African peoples. In the book
“The colonizer and the colonizeddy Albert Memmi (1974) the reader finds an intri-
cate and disturbing portrait of the colonizer amel ¢olonizedThe authostarts with the
two different types of colonizers: the one who sefsl colonization, portrayed in the
book as a superior man, and the one who acceptsiabbm (the colonialist) which
chose a more logical role, the natural vocatioa oblonizer; however he “decays” be-
cause he seeks to legitimize colonialism throudgiffeng history, rewriting laws, ex-
tinguishing memories, a paternalistic attitudeyipim and superiority of the mother
country and a rejection of the identity of the cod®d and colony. The colonialist was
additionally marked as being an oppressor: theemtiministrative and political ma-
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chinery of a colony has no other goal than to bieadiew; exploitation, inequality and
contempt, guaranteed by police authoritarianismally, the regime was clearly based
on racism — in fact, this sums up and symbolizesftimdamental relation between the
colonizer and the colonized. It is built of the isoh between cultures, the exploitation
of the differences to the benefit of the coloniadisd the use of the supposed differenc-
es as standards of absolute fact. “The coloniatigtsses those things which keep him
separate, rather that emphasizing that which migitribute to the foundation of a
joint community” (Memmi, 1974). This can be saidaiequately summarize the legacy
that the European powers left on the mentalitiethefcolonized. Whereas the impact
on the minds of the colonized is almost universaign as negative, the impact on the
former colonies’ economies is subject to divergimews. Below, the leading theories in

this regard are briefly outlined.

2.1.2. Drain of wealth thesis

“According to the ‘drain of wealth’ thesis, mosttbie colonial surplus was extracted by
the metropolitan countries (in the form of inteneayments on loans, repatriated profits,
salaries and pensions) and this, by reducing thikgémous capital accumulation

process, had a negative effect on the coloniestirprospects. Direct exploitation also
included taxes, tariffs, restrictions on trade doigkign investment, forced labor, and
even enslavement of the indigenous population. § liestortions furtherly hampered

the colonies’ growth potential. The impact of tladtdr two practices, combined with
distorting educational policies, may also have te@alisincentives to human capital
accumulation, therefore affecting growth also tlglouhis indirect channel. Finally,

colonial domination may be responsible for genagasocieties with dysfunctional in-

stitutions, rent-seeking elites and ethnic conflieatures which characterize much of
Africa’s recent history.'(Bertocchia & Canova, 2002:1853)

2.1.3. Modernization thesis

“An alternative point of view emphasizes the pesitdevelopment impulses that came
from the metropolises. According the “modernizatitimesis, colonial rule was legiti-
mized by the fact that it promoted the integratbmhe colonies into the world econom-

ic system, channeled foreign capital and foster@dodernization process in the colo-
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nies. Hence, supporters of this hypothesis strieat dolonialism was beneficial for
growth.” (Bertocchia & Canova, 2002:1853)

2.2. French and Portuguese “direct rule”

The choice of the French and Portuguese colonigiresias the focus of this thesis is
as much a methodological decision as it is of pebkmterest to the authors of this the-
sis. Because of the high impact of the colonialtstyy used by these two countries, the
foreign market entry decisions and subconsciousravess of managers from these
countries are likely to be influenced by the “diredle” instigated by the former Euro-
pean rulers during the colonization period. To ekplwhy this assumption can be

made, the particularities of the direct rule sggtare given below.

When the European powers conquered their new Afrieaitories they had few long-
range plans for economic, social or political cran@urtin et al., 1995) However, all
the European powers meant to “set up administratibat could control the African
populations, either directly through their appoihtficials or indirectly through the
existing African authorities.” (Curtin et al., 19923) Furthermore, in order to achieve
the goals in Africa, European brought a heritagaleéds about overseas empires. “This
body of ideas took into account such consideratamthe best kind of relationship be-
tween the colony and the metropolis, and betweémners and colonized, as well as a
wealth of ideas about how to accomplish many spegtirposes.” (Curtin et al.,
1995:424) It makes sense that the administratiiureu of the European empires

would then be reflected in the way colonies werbd@dministratively run.

In studies of European colonial strategies (Nj@dQ® Khapoya, 1998; Davidson, 1989;
Mazrui, 1983; Hailey, 1957), the French are assediavith the "direct rule strategy”,
which favoured centralization, particularly the centration of all colonial decision

making in Paris. (Njoh 2000:161). Similarly, therdguese colonial policies, especial-

% One and distinctive cultural aspect of France Rodugal, related to the aspect being discussedsiis
ble in the renowned study of Geert Hofstede (20Bparticular the Power Distance Index (PDI), whic
measures “the extent to which the less powerful besof organizations and institutions (like thmnifa
ly) accept and expect that power is distributedquiadly” (Hofstede, 2004), is fairly higher in Franand
Portugal than, for example, in Britain or the Neldweds. The scores are (from lower to higher PDK:
31, Netherlands: 34, Portugal: 59 and France: 64.
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ly under Salaz&r were based on a “narrow political and economitgonalism and a
reluctance to contemplate self-governance in thenges” (Chabal et al., 2002:31), and
showed “striking resemblances to French “direc¢’rand Belgian “paternalism” espe-
cially as far as administrative centralization veascerned.” (Fowale, 2009) On the
contrary, the British, for example, “are best knovam promoting decentralization
through the so-called "indirect rule strategy”, gthemployed indigenous African insti-
tutions in the administration of British coloniadly”. (Njoh 2000:161)

In the British example, thdirect rule “involved the use of indigenous A#it power
structures, including local institutions, kingsjefl, eldermen and so on, as conduits for
the implementation of British colonial policies. Aart of the British administrative
system, the kings, chiefs and eldermen were redji@reamongst other things, enforce
colonial government ordinances, maintain law ardegrcollect taxes, and provide the

cheap labour necessary for colonial governancgdh(12000:163)

The direct rule strategy as employed by the Fremzhto a certain extent by the Portu-
guese, “was in effect a highly centralized systéradministration, which was designed
to overlay all indigenous African politico-admimative structures” (Njoh, 2000:164).
Under direct rule, “the chain of command ran thifoeghelons of European officials as
far as possible.” (Curtin et al., 1995:425) Thissage shows how serious the project of
a greater France was for the French (Njoh, 2000:165

“The French proclivity towards centralization wamspicuously manifested at
the turn of the century with the unification of @i sub-Saharan African colo-
nies under two gigantic federations, namely FreWasst Africa and French

Equatorial Africa. All of the laws that governecettwo federations originated
in Paris, while most of the personnel on the growede of French origin. The

French saw their African colonies as an extensibfrance and had indeed
harboured the view that eventually the coloniesewwerbecome integral parts of
France. In fact, French colonies, unlike othergewgiven the right to vote rep-

resentatives to the French national assembly.”"{N2600:165)

In Portugal, as late as the in 1950s, the Africalorges were still “deemed to be, and
forever remain, overseas ‘provinces’, integral paf the motherland.” It was not be-
fore “a decade of colonial wars, the collapse efdictatorship and the return to democ-

racy in Lisbon, before Portuguese Africa was sst.fr(Chabal et al., 2002:31)

4 Anténio de Oliveira Salazar was Portugal’s diatdtom 1932 to 1968
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Because the pre-colonial European administrataeition influenced the colonial strat-
egies, it is reasonable to postulate that those srategies influence the modern busi-
ness relationships of interest to this thesis. Adiog to Chabal et al. (2002), some
modern features of Portugal’'s former five colonieg\frica can be traced to the roots
of Portugal modern colonial rule. For instance, tbe one hand, the postcolonial states
inherited from their colonial masters a stronglyhawitarian form of government. On
the other hand, they took over a particularly ivgght bureaucratic administration.”
(Chabal et al., 2002:42) To analyze how these calastructures influenced modern
day Africa, it is therefore necessary to follow thistory and repercussions of the
French and Portuguese presence in Africa beyondrttes of independence and up to
the current stance of this issue in political andibess spheres. In the next sections, it
will become clear that the colonial influence indesxtends beyond mere institutional
forms and negative memories, but also resonattgeinultural, linguistic and economic
relationships still held today. First, an accouhtre ties between France and Franco-
phone Africa is given, followed by the ties betwé®rtugal and Lusophone Africa.

2.3. France and its former colonies

2.3.1. H_istory of the socio-linguistic identities of theelich former colonial re-
gime

As described above, both the French and Portugtmseaial regimes were characte-
rized by the direct rule method, which implied amarthers the imposition of their re-
spective cultural values and norms. The coloniti@n was maintained by emphasiz-
ing the superiority of the colonizers’ culture, ahé ruling elite was therefore educated
to embrace these new values and neglect their dweaA heritage (Memmi, 1974). As
for France, although a large number of these mesntiethe francophone African elite
remained loyal to France even after independenge\eement that aimed to harmonize
the French cultural values with their inherited iédn ones also emerged. In the 1920s
and 1930s, a group of African students in Paridestahe “Négritude” movement. Most
notably the Senegalese president to be LéopoldHeeragnd the Martinican poet Aimé
Césaire envisaged this movement as promoting sitlida black identity as a rejection
of French colonial racism. They did not, howeveject their French connections; in-
stead they strived for Blacks under French ruléake a "seat at the [French] table as

equals" (Césaire, 1972). The French initially rigdcthis open and fraternal discourse
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with its colonies and was more willing to give tt@onies independence and continue
discourse through indirect channels. Indeed, aftéependence, the West African na-
tions were still very much influenced and supporbgdFrench politics. A decennium
later, France nonetheless started to support a mtnese and identity-related coopera-
tion between francophone countries and reinstateddea used by Senghor in the
Négritude movement, i.e. the “Francophonie”, tditngonally recognize a shared iden-
tity between French speaking nations (OIF, 2019Y1970, the International Organiza-
tion of the Francophonie (OIF, Frendbrganisation internationale de la francophohie
was created. It currently encompasses 56 membiessta associate members and 16
observers — amounting roughly to one billion peapl®ene seventh of the world’s pop-
ulation (OIF, 2010). Apart from the primary objeetiof promoting the French lan-
guage worldwide, the organization emphasizes thendnistic cultural values derived
from the French heritage” and has an active arahtirally supported role in the fields

of culture, science, economy, justice, and peadk, (ZD10).

2.3.2. Public discourse on the role and importance offn@ncophonie

Since its conception, the OIF has successfullyngtieened the North-South ties and
cooperation on several levels, but because muchi®fdiscourse has taken place be-
tween leaders of the associated countries, ciitto® argued that the organization is a
mere guise for the continuation of neo-coloniapsticies from Paris (Torou, 2008;
Bourgi, 2010). Especially during Frangois Mittem&n presidency in the 1980s, the
numerous military, economic, monetary and finanoi&rventions of France through
various bilateral institutions in Francophone Adricave added to the distrust of the OIF
by the general public. Another criticism that wdteo directed at France was its insis-
tence on the maintenance of bilateral relationshp®pposed to supporting regional
cooperation between African countries. Despite malegges of the West-African na-
tions to “wean” the French influence in favor ofrere open and regionally oriented
policy, their economic interests have usually kdpm politically close to France
(Amuwo, 1999). The knowledge that many African ke@dmet in private in Masonic
lodges with their French counterparts did not aidhis regard, and many thought that

“the language, the culture and the French natignalie merely efficient measures to
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attract and tie the peoples of the former colotoebe “Mother Country” (Torou, 2008,

own translation).

In recent years, and especially since Nicolas Sgrbecame the president of France in
2007, the policy of Paris towards Africa has chahgebstantially. Sarkozy’s harsh and
tightened immigration policies as Interior and Riag minister before his presidency
were well known to African leaders because of tlgh mumbers of immigrants from
the Maghreb and West Africa (see section 2.3.4nomigration). His plans for a new
relationship between African and France were ¢feasiced in a speech he delivered as
minister of the Interior and Planning in 2006 tonBese politicians. In it, he called for
a more transparent relationship between FranceAdmch instead of the "unofficial
networks" which used to exist. About the Francoi@sn ties he further stated:

"We have to build a new relationship, cleaner, fstteomplexes, balanced, clear of the dregs of
the past and of obsolescent ideas that remain thnsites of the Mediterranean," (BBC, 2006)

On a similar note, in a speech he gave in Soutlt#éfn 2008, he said that in there ex-
ists a sort of “African exception” in public opimo “what is considered normal dis-
course with other regions of the world is viewedwdistrust regarding the intentions of
the French government when it concerns Africa” KBay, 2008; own translation). This
open and levelheaded rhetoric can be argued neflext a noble intention, but simply
the diminishing interest of French companies in Rencophone) African continent
(Hoh & Vignaux, 2006). Indeed, economic indicateh®w that despite stably high le-
vels of imports from France to its former colomegime, the influx of FDI to especial-
ly West Africa has declined significantly (EIU, 2)1 For instance, the influx of FDI to
Senegal in 2000 came for 90% from French compaasegpposed to a mere 50% in
2009 (Beauté, 2010). However, according to Mamabliakhtar Diagne, the private
sector depute of the Senegalese financial minigtig,is not because of a diminishing
French presence, but because of increased insamdstompetition from e.g. India and
China (Beauté, 2010). Additionally, two of thedast French companies, i.e. France
Telecom and Air France report increasing revenuesnfFrancophone Africa
(Etroubéka, 2010), although this does not seemmfulyi a trend for other large French
industries. Regardless of the reasons for a detlfrench presence in Africa, when
Sarkozy expressed his “confidence in a bright futior the Franco-African relations”
(Sarkozy, 2008; own translation), this was conttaryhe current state of affairs in the

business world.
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The OIF in the meantime has not retreated fromfit&an countries of interest — on the
contrary. The cooperation dimensions and the gbalsit has envisioned express that it
has in fact modernized to address the continent'stipressing economic and ecologi-
cal problems. Apart from the primary goal of 1) pating the French language, cultur-
al and linguistic diversity, it has in 2008 set famiher goals that strive to 2) promote
peace, democracy and human rights, 3) strengthecagdn and research, 4) to facili-
tate sustainable development and solidarity ani bise its experience and knowledge
to strengthen the future of the Francophone regidre OIF has increased means of
achieving these goals through increased finan@airsitments from the French gov-
ernment and the AFD in particular (Yannic, 2010h iAteresting pragmatic develop-
ment concerning the aforementioned goal 3 is tkatmn of an institute that aims to
facilitate knowledge transfer among the (Francoghaountries with lower social and
cultural barriers: the Francophone Platform ford2esh, Development and Innovation

(French:Espace Francophone pour la Recherche, le Développeeat I'Innovatioh

However, contrary to the CPLP (as elaborated osertion 2.4.1), the OIF does not
have similar pragmatic incentive programs concyetelthe business sphere. French
companies entering the African market can insteadan the assistance of the Counsel
of Investors in Sub-Saharan AfricéCIAN, French:Conseil des Investisseurs en Afri-
que Noi). Created as a private association, CIAN aids @ngs by giving them a
common voice in Africa, and by providing a publetations, lobbying and networking
platform. A combined industrial and service work#®rof 80.000 individuals in large
companies and SMEs (around 50%) is representedAiy @at provide over 40 billion
Euros in business value in 49 African countries 4% of French business activity in
Africa. Like the OIF, it has developed to incorpera more social perspective by em-
phasizing sustainable development and corrupti@vemtion in its statutes (CIAN,
2010).

In conclusion, the environment in which a Frencimpany operates in francophone
Africa is one of at least an awareness of the gpeustitutions created for French com-
panies and their efforts, and most likely includdsrm of political or business coopera-
tion with the OIF and the CIAN in particular. Thatlors therefore assume that the

French colonial history and its repercussions aostrikely present in the managers’

> “Afrique Noir” (lit. “Black Africa”) is a term usd in French to describe either the former FrenclstWe
African colonies or Sub-Saharan Africa in gendridwever, the CIAN also provides assistance to
French companies operating in Northern Africa.
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minds on at least a subconscious level. In theotlg sections, some economic indica-
tors are given, as these visible types of colgmieferentiality further illustrate the point

of “managerial colonial awareness”.

2.3.3. Trade and Foreign Direct Investment (FDI)

To illustrate France’s trade relationship with fiecgmer colonies, some general trade
statistics are examined in this section as an esiparof the figures given in the intro-
duction to this thesis. As described above, imgoartant to show these ties because it
gives an idea of the context with which a compdrat tlecides to enter these markets
has to deal. A skewness of trade between FranceRartugal) and its former colonies
indicates that a new entrant most likely is awdretber companies already present in
the market and therefore is aware of a certain dstration effect provided by these
companies — whether they are active in the samastndor not. As described before,
the Francophonie strengthens the close bonds betiveeupper echelons of the former
French colonies’ elite and France, not only on ktipal and military level, but also on
an — albeit diminishing — business level. For Frenompanies, this implies that they
can appeal to the preferential treatment impliedheyFrancophonie and CIAN to over-
come bureaucratic obstacles of entry otherwise segdiy the public sector in these
markets (Bourgi, 2010).

Exports from and FDI into the former colonies byite show a definite favorable po-
sition for French companies. This is especiallg tiuthe Maghreb and Morocco in par-
ticular, where FDI from France and Spain (alberatcally) makes up between 40%
and 90% of yearly FDI influx (see figure 1). In Wesrica, however, in accordance
with the diminishing French interest in Africa, thamber of larger enterprises with a
significant presence in West Africa is no more thao dozen (Hoh & Vignaux, 2006).
But whereas exports in the Maghreb are often dicetd Europe, India and Brazil (EIU,
2010), Sub-Saharan Francophone Africa exhibits ahmhigher share of regionally
oriented export partners. Partly strengthened bywttest African Economic and Mone-
tary Union (UEMOA), partly due to increasing loadmand, this trend seems to be
expanding. Other notable export partners of WesicAfinclude China, India, Brazil
and South Africa (CIA World Factbook, 2009)
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I Sources of foreign direct investment into Morocco
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Figure 1: Sources of FDI into Morocco. Source: &ffdes Changes (in EIU, 2010)

However, as evoked in the introduction to this ihethe most striking example of
skewness of trade relationships is found in theoimnfevels of former French and Por-
tuguese colonies. Due to lasting colonial ties tieate evolved into preferential busi-
ness relationships, French capital goods, sensHed goods, energy products and con-
sumer products still enjoy a high level of prefeethroughout the former colonial re-

gime (EIU, 2010). Import statistics of a sampldarimer French colonies in Africa are

given below.

Morocco Algeria
12009 12009
77l 18.1
14.8 11.1
7.2 9.4
6.8 4.1

Senegal Ivory Coast
12009 12009

19.5 20.8
9.6 14.2
a7 7.2
4.0 5.1

Cameroon Republic of Congo
12009 12009
21.1 20.6

10.4 14.5
6.7 9.6
4.3 5.6

Table 1: Imports of Selected Former French Colohiesrigin (as % of total)
Source: CIA World Factbook, 2010
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Additionally, most francophone countries in the UBHK, i.e. Senegal, Niger, Ivory
Coast, Mali, Togo and Benin still rely on Francgngdiicantly for their imports, mostly
after China or a regional trade partner. As expgldiabove, this relationship with France
is not without contestation, but Sarkozy’s chanfjéone towards Africa (i.e. speaking
of openness and less presence) will not only imiteepolitics, but arguably the relative
trade shares of France as well. A recent publindtypthe bell-ringer organization Wi-
kileaks (2010), shows that Paris is willing to céaleestment opportunities for instance
to the United States. In the past, other countnese obstructed by French lobbying
efforts on the governments of the African countriest as international relationships
continue to develop, there seems to be room forcapwers from elsewhere as well
(Africa Bulletin, 2010).

2.3.4. Immigration

As previously mentioned, the post-colonial pattsrmot only visible in trade relation-
ships, but also in immigration patterns. Despitégln number of inter-European immi-
gration, in number terms the most immigrants intan€e come from Africa (most not-
ably from the Maghreb), and the influx from theseitries continues to rise (INSEE,
2007). The percentages and number of immigrants fitbke most present respective

countries of origin are given below.

n %
Algeria 702.324 13,6
Morocco 645.246 12,5
Portugal 575.745 11,2
Italy 323.305 6,3
Spain 262.512 5,1
Turkey 230.821 4,6
Tunisia 230.821 4.5
Other African 631.654 12.3

Countries®

Table 2: Foreign residents in France by countrgrajin 2007
Source: Insee (2007)

® These other African countries represent almodusiely former French colonies; most notably Se-
negal, Congo-Brazzaville, Democratic Republic oh@o, Mali, Ivory Coast, Cameroun and Madagascar.
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2.3.5. Official Development Aid

Another crucial example of the Francophone Afritias with France is the pattern of
France’s official development aid. The French Depeient Agency (FrenctAgence
Francaise de Développemgrmdr AFD is the world’s second largest aid agerafyef
USAID of the United States) with a total aid expéme of USD 12.43 billion in 2009
(OECD, 2010). Although the AFD is present in a wideiety of francophone and non-
francophone countries, historically their quaniatpreference towards francophone
countries has long been visible in terms of aicuwd, and especially so in Africa. A
recent publication by AFD in light of Africa’s cddeation of fifty years of independence
highlights fifty of the most important achievemenfsthe aid agency on the continent.
These vary from infrastructure and telecommunicapoojects, port constructions and
other economic leveraging to the support and rexatBon of agricultural industries.
Not surprisingly, given the prevalence and closepewation of the Francophone world
that will be elaborated on belowyery oneof these projects took place in former colo-
nies (AFD, 2010). In recent years, however, the Akd3 shifted some weight away
towards some non-francophone African countries;tmotably to Kenya, Tanzania and
South Africa. Also on other continents, the prefetal treatment of the former colonies
seems to be waning. Whereas in 1980 85% of the AkK@velopmental funds were
aimed at former colonies (AFD, 2010), today’s pietlooks less “francocentrist”, as

presented in the table below.

2008 2009
Francophone Africa* 1272,4 1869,1
Départements d’'Outre- 1041,1 973,3
Mer**
Indochina*** 171,8 141
Haiti 26,2 28,4
The Levant**** 7,9 47,4
Total 2519,4 3059,2
Total ODA 4191,6 6128,8

% of ODA directed at 60.1 49.9
former colonies

Table 3: AFD Official Development Aid 2008 — 2009 dhestination (in million €)
Source: AFD 2009 Annual Report

* defined as all African AFD recipient countriescept Tanzania, South Africa, Sao Tomé and Principe,
Guinea, Guinea Bissau, Namibia, Ghana, Cape Vé&itiiépia, Zambia, Nigeria and Kenya, but includ-
ing Egypt and Sudan (because of the strong formienal ties)

** Overseas territorial possessions of France
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*** Eormer colonial regime of French Indochina, sisting of Vietnam, Laos and Cambodia
***% | ebanon and Syria

2.4.  Portugal and its former colonies

2.4.1. Hisf[ory of the socio-linguistic identities of thefuguese former colonial
regimes

Although the Portuguese former colonies did notsotidate their identity ties with Por-
tugal as concretely as the French colonies didPtituguese had throughout the centu-
ries encouraged marriage between the Portuguetterseind the local population. By
1700, in Angola, Luso-Africahcommunities had become more and more influential a
the expense of the metropolitan Portuguese and mwezentrol of most administrative
and economic positions in the colony. (Curtin ef 8995) In the years leading up to
independence, a sizeable population of so callesiffalados”, Africans who had
learned Portuguese, accepted Christianity, andedighe declaration of loyalty were
granted all the privileges and liabilities of Pguese citizenship. However, in contrast
to the francophone nations, the search of a lusopidrican identity was not actively
promoted and theorized. In the island nations gfeCderde and Sado Tomé & Principe
homogeneous Creole communities existed, and astbaoh was little need to be con-
cerned about their self-contained ‘national’ easit(Chabal et al., 2002:52). In Guinea-
Bissau, Angola and Mozambique, the search for natimentity was more demanding,
but for reasons more attributable to a lack of idgrthan to competing identities
(Chabal et al., 2002). Perhaps because of thisdéeh early search for a Portuguese
identity, the Portuguese equivalent of the Franocopd) the CPLP, was established only
in 1996 and rather than building on an existingrggrfeeling of communality, it active-
ly strived to create it. Despite their many diffieces, the lusophone countries share lin-
guistic and cultural features that can be leveragedive the Lusophone world more
global presence (CPLP, 2010) While still in devehemt, the CPLP has committed it-
self to increased cooperation in the areas of dunugehealth, science and technology,
defense, agriculture, public administration, comroation, justice, culture, sports and

social communication (CPLP, 2010).

" The label Luso-African applies to persons who pized themselves as permanent inhabitants of Ango-
la and who had mixed Portuguese and African elesnartheir way of life.
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2.4.2. Public discourse on the role and importance ofRiA¢.OP

The public discourse on the role and strategic mamce of the former colonies in Afri-
ca for Portugal is dynamic and shaped by many opsiand events. The media and
politicians play an important role and the impodawf these countries to the country’s
political, institutional and private spheres is @ws.

AICEP Business Development Agency (Portugueseep Portugal Global, Agéncia
para o Investimento e Comércio Externo de Portugah Portuguese public business
entity with the main objectives of attracting faeiinvestment to Portugal and support-
ing the internationalization of Portuguese companidis rather sizeable agency is the
major, prominent internationalization promoter iorfegal. Basilio Horta, the president
of the agency is the author of the statement “Raftand Angola are obliged to a natu-
ral partnership” (said in an interview to one oe thiggest Portuguese newspapers,
Diario de Noticiay. But how far is this view portrayed by the agehdgdeed, a lot.
AICEP publishes a monthly business magazine (Gl&tmatugal —Portugal Globa)
whose contributions are mostly sourced from thenage global network of offices and
representations. For the major part, the conteihtseomagazine are short market ana-
lyses (SWOT), interviews with leaders of businessoaiations or leaders of successful
internationalized Portuguese firms. After surveyorge and a half years of the maga-
zine, we found a handful of articles on the forme@lonies in Africa. One of the articles
includes a SWOT analysis of the Mozambican mankhfa Portuguese point of view.
The strengths of Portuguese investment in Mozanebaye in that article: a common
language and cultural ties, as well as a networtoatacts and relationships, the promi-
nence of and preference for some of the Portugpexsiicts by the Mozambican con-
sumers, and the flexibility of Portuguese busings3éhese “strengths” are simply
stated, left unexplained. A similar line of argurtegion was used, for example, by the
president of the Portuguese Enterprise AssocigRontugueseAssociacdo Empresari-
al de Portugal- AEP), José Barros, who said in an interview to theesanganization,
for the same magazine: “Clearly, the way to follsvthat of diversification, especially
towards the markets where it is easier for Portaguigms to enter due to the historical
ties, language, cultural or geographical proximibat give us a comparative advantage
in relation to our competitors. Particularly, | aatking of markets such as the PALOP
[the Portuguese-speaking African countries], Bra3buth Africa, the Arab countries

and Iran.” (AICEP Portugal Global 2009:19). As veacee, the discourse is similar.
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Besides publishing the ‘Global Portugal’ magaz®E&;EP offers many support servic-
es provided by a global overseas network of 5&esfin 44 countries (AICEP Portugal
Global, 2010). These offices produce and dissemit@tAICEP’s members many in-
formation reports with business information, sedtdormation, legal conditions of

market access, economic information, among othems. authors of this thesis have
surveyed the information available for a numberAffican markets and the results,
sorted below by number of reports available, werearkable:

- Angola: 102 reports

- Mozambique: 59 reports

- Cape Verde: 57 reports

- South Africa: 18 reports

- Algeria: 16 reports

- Sao Tomé and Principe: 14 reports
- Libya: 13 reports

- Guinea Bissau: 10 reports
- Senegal: 4 reports

- Nigeria: 3 reports

- Zimbabwe: 3 reports

- Namibia: 1 report

The number of available reports with informatioroabthe five Portuguese former co-
lonies in Africa, marked in bold, show a clear prehce given the relative size, market
attractiveness and business environment of thesgoates. Perhaps that makes sense
given that, from the 5240 exporting companies tegesl at AICEP, 1735 (33%) ex-

press interest in the Portuguese speaking Africa.

In Portugal it is natural that economic institusashow a preference for the Portuguese
speaking Africa. Another example is the recentlyated SOFID Society for Develop-
ment Financing (Portugues8ociedade para o Financiamento do Desenvolvimento
SOFID integrates the European Development Finansgtutions Association, a group
of 15 bilateral institutiorfsproviding long-term finance for private sectoreptises in

developing and reforming economies. SOFID stateskion is “to contribute to (1) the

8 Among its members there is the Danish IFU-I@, tfidustrialization Fund for Developing Countries —
The Investment Fund for Central and Eastern Europe
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sustainable development of the business sectoeveldping countries, (2) to support
Portuguese companies, alone or in partnerships lagi&l investors in projects, busi-
nesses and investments in developing countrieswlilatontribute to the sustainable
development of these countries, especially the dinasare beneficiary of the Portu-
guese Official Public Assistance (ODA).” The benigdiies of most of the Portuguese
ODA are former colonies in Africa (IPAD, 2010).

Yet another organization which sounds neutral butrns out not to be is ELO, the Por-
tuguese Association for Economic Development andp€mation. ELO states that their
“activity aims to promote and develop economic,i@occientific and cultural inter-

change between Portugal and developing countrsesell as to reinforce the economic
and entrepreneurial bounds to those countriescphatly with the member states of the

Community of the Portuguese Speaking Countries...”

Even though the former colonies are generally peedeas strategic for Portuguese
firms, the argumentation for such usually pertamsague factors related to the coloni-
al heritage, as we have seen with in AICEP’s bissimeagazine ‘Global Portugal’. The
list of conveyors of this rhetoric is long. Besidbge presidents of significant business
promoting organizations, public and private, nam®IZEP and AEP, many high pro-
file politicians, namely the country’s Presideritie tPrime Minister, the Minister for
Foreign Affairs and the Minister for Economy aretpaf that list. To this list one can

also add think tanks, economists and the geneldicoapinion.

The President of Portugal, Cavaco Silva, have disféra “true strategic partnership
with Angola” (Jornal de Noticias, 2010) based ospacial, “mature” relationship. The
Prime Minister, José Soécrates, has recently bloekgiadareholders resolution to alienate
of a Portuguese asset in a Brazilian telecom tpaniSh firm; as a comment to the po-
litical decision, Financial Times wrote “the colahistupidity is not dead”. (Agéncia
Lusa, 2010). The large rate of shareholders thairéd the sale meant the price offered
by the Spanish telecom was far higher than thet'asssal value. However, the PM
reassured “the [Portuguese] state will use allitts¢ruments at its disposal to defend

what it believes to be the best interests of Paitliglecom and the country.”

Using a similar rhetoric, the former Portugueseistér for economy, Carlos Tavares,
urged the Portuguese businessmen to invest in dneideiese-speaking countries in
order to take advantage of the common historicatdge built throughout the last 500
years...” (Publico, 2003)
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The essay “Portugal and Angola — A relationshighviitture” by Mario de Jesus, Portu-
guese economist and co-founder of a society andoecizs think-tank an increased
economic relationship between Portugal and Angsladvocated; in this essay one
finds arguments such as: “businessmen from bothtdes share an experience brought
by history”, and “Portuguese businessmen show guan adaptation capacity to the
Angolan work environment, behavior and life styl&tie “historical, linguistic and cul-
tural ties” are also mentioned. Furthermore, adogrdo the author, “Angola allows
Portugal to diversify its investments and expassdbiisinesses, relocate activities and

obtain important synergies due to common socialcatdiral frameworks.”

An exhaustive historically-oriented study of théatenship between Portugal and the
Portuguese speaking countries in Africa was thaezhout by Manuel Ferreira (1994).
In the article he approaches the issue dealt witthis case: “The cultural ties and the
consumption habits created throughout decades tatisappear or change rapidly.
However, and although it may seem valid that siehdan favor trade and investment,
they are in no case the necessary condition fagstablishment and even less a suffi-
cient condition to guarantee a dominant positionRortugal) comparatively to other

competitor countries.” (Ferreira, 1994:54; own #lation)

Central to this case is fact that the public rheteeen in Portugal does not precede a
more precise analysis of the strategic importarfi¢keoformer colonies in Africa for the
country’s business sector, nor does it precedera guncrete and practical examination
of how factors pertaining to the colonial heritage be converted into successful busi-
ness strategies by the country’s companies. Thmudlise is thus not one of economic

pragmatism.

There is a multitude of colonially-minded instituts in Portugal. However, no picture
is complete without mentioning the most visibletitogional representation of the post-
colonial relations between Portugal and its foromonies in Africa: the Community of
Portuguese Language Countries (Portuguésenunidade dos Paises de Lingua Oficial
Portuguesa— CPLP), founded in 1996, whose members are PortugakiBitaast Ti-
mor and the five former colonies in Africa. The GPis comparable to the FrenCh-
ganisation Internationale de I&Rrancophonieand to the British Commonwealth. Gen-
erally speaking, these organizations are all plaat group of intergovernmental organi-
zations with similar objectives and membershipecid essentially based on a shared

° FRES — Férum de Reflexdo Econdmica e Social
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cultural and linguistic heritage. The regroupingcolintries according to the colonial
past is a visible pattern in any of these orgarnat which sometimes are called “neo-
colonial organizations” (Souare, 2005).

The following sections will show the relationshiptiveen Portugal and the former co-

lonies in Africa at different levels using statisti data.

2.4.3. Trade and Foreign Direct Investment (FDI)

The following tables show the imports up to 2008dach of the five Portuguese speak-
ing African countries, commonly designated PALOBr{iguesePaises Africanos de
Lingua Oficial Portuguegawhere we can see the share of Portugal. Thealbyeattern
visible from the tables, with the single exceptadirMozambique, is that Portugal is the
main source of imported goods for each of the éwentries. Another visible pattern is
that Portugal’s position is overwhelming in theetirsmaller countries (Cape Verde,

Guinea Bissau and S&o Tomé and Principe).

9.1 8.7 [ES . . .
7.5 7.4 6.4 4.8 4.6 -
316 33.8 357 46.8 . .
13.1 134 143 128 17.1 18.0
9:3 125 146 109 11.0 8.2
3.3 4.5 9.3 10.6 15.2 16.8

- - - - - 11.0

Table 4: Imports of Angola 2004 — 2009 by origim % of total imports)
Source: National Bank of Angola, IMF and Bank oftagal
*Estimated by the Bank of Portugal
**Source: Economist Intelligence Unit
4ncluding South Africa
®Including Portugal

10 07 11 14 16 23
51 80 64 6.2 57 45
43 76 56 44 73 98
28 27 14 12 09 10
17.6 157 11.2 16.2 17.0 16.7
47.6 456 50.2 450 503 483

Table 5: Imports of Cape Verde 2004 — 2009 by or{@i % of total imports)
Source: Bank of Cape Verde, IMF and Bank of Poituga
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12004/ 2005] 2006] 2007 | 2008 | 2009 |
130 25 16 02 04 4.4
25 12 09 19 11 45
23 49 26 05 22 49
26 15 74 14 20 15
74 86 63 56 45 83
05 09 03 24 10 05
50 08 07 02 15 21

19.4 227 16.1 19.7 224 308
16.5 51.6 445 442 29.0 133

Table 6: Imports of Guinea Bissau 2004 — 2009 lyioKin % of total imports)
Source: BCEAO branch in Guinea Bissau, IMF and BafriRortugal

12004 [2005 |2006 | 2007 | 2008 | 2009
414 429 363 324 291 335
Australia 0.1 0.7 0.1 0.3 0.1 0.5
20 25 26 35 39 42
USA 24 26 22 27 40 33
1.7 09 08 08 06 07
NElEERRET 11.0 115 156 145 174 84
31 36 32 44 36 59
08 08 06 31 32 33

ETEE 33 36 33 35 29 (35

Table 7: Imports of Mozambique 2004 — 2009 by ori@gn % of total imports)
Source: Bank of Mozambique, IMF and Bank of Portuga

12004 | 2005 | 2006 | 2007 | 2008 | 2009
20.3 183 20.1 229 1438
61 46 23 17 1.9

02 03 1.7 09 14

03 11 03 02 07

06 35 22 30 27

1.0 03 08 14 01 04

o 60 74 07 02 08 44

‘il 604 57.1 63.6 66.2 61.3 564

Table 8: Imports of Sado Tomé & Principe 2004 — 2699rigin (in % of total imports)
Source: Central Bank of STP, IMF and Bank of Paatug

As we can see from table 9, in 2009 the PALOP heglaively important position in
the outward FDI pattern of Portugal. Furthermohat tposition grew 15.7% from the
value in 2008, while Spain, the main destinationPafrtuguese FDI experienced a
strong decrease in 2009 (and had already decr@a2608).
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% Total Var. 09/08

Spain 15.9 -16.2
PALOP 8.7 15.7
Brazil 5.2 -61.1
Germany 3.9 220.3
USA 2.2 13.3

Table 9: Portuguese Outward FDI per destinatior8200
Source: Magazine ‘Global Portugal’ February — Ma2€i0

2.4.4. Official Development Aid

The Portuguese Official Development Aid (ODA) ismaged by IPAD - The Portu-

guese Institute for Development Support (Portugulestituto Portugués de Apoio ao

Desenvolvimenio Since January 2003, the institute is responddyle¢he coordination,

supervision and direction of the Portuguese offidevelopment assistance to develop-

ing countries. The institute focuses on the PAL@® Bast Timor. In 2009 these coun-
tries absorbed approximately 66% of the bilateichidesbursed by IPAD.

2006 2007 2008 2009

PALOP and East Timor 123 121
Rest of the World 41 78

125 131
132 69

Table 10: Portuguese Bilateral Official DevelopmaAitt 2006 — 2009 by destination (in million Euros)

Source: IPAD

2.4.5. Immigration

The immigrants from the Cape Verde, Angola and @aiBissau, which represent the

third, fifth and sixth larger immigrant communitjagspectively, are 22% of the total

immigrants in Portugal.

n
Brazil 116.220
Ukraine 52.293
Cape Verde 48.845
Romania 32.457
Angola 26.557
Guinea Bissau 22.945

%
25
12
11
-
6
5

Table 11: Foreign residents in Portugal by counfrgrigin 2009

Source: SEF
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The information about the extent and perseverahtieeocolonial impact on the former
colonies of France and Portugal mentioned above kiamonstrated the relevance of
the colonial context to anyone from these countme®lved in the former colonies,
including managers. When managers are confrontddtiasis context, it is reasonable to
assume that the colonial repercussions somehowadattewith otherwise simply
straightforward foreign market entry decisions. Mtile colonial backdrop and its im-
portance to the context of this thesis in mind, leet chapter delves deeply into the
theoretical foundations and existing literature the internationalization process of

firms.
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3. Literature review

|
| External Data |

Unique postcolonial pattern
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Figure a. Structure of the literature review. Seu@wn creation

In the previous section we have presented empidatd that clearly shows the strong
cultural, linguistic and economic links that stilind on the one hand Portugal and
France and on the other hand their former colome&frica. Several researchers have
devoted their research to this unique internatidnainess pattern, whose findings are

given below.
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3.1. Existing Explanations for the unique post-coloniarelationships

Karmarkar (2004) is one of those researchers wad to explain the colonial pattern in
current business relations. He has also showedthewolonial past might hold some
answers to the future developments in internatibnalness, coming close to explaining
the reasons behind the decisions of former colosizeinvest in their former colonies.
His interesting perspective is focused on outsogr@atterns, noting that the migration
of information-intensive service jobs is not follmg the pattern of manufacturing trade.
Instead, he points out, it is following the oldeatlps of colonialism. As Karmarkar
(2004:4) explains, “the information trade will occorimarily between countries with
linguistic and cultural similarities”. The case ©hina, which is the main destination of
FDI from all parts of the world, has showed thatgaage and cultural similarities did
not represent a barrier to the offshoring of mactwfigng activities. But “in information
industry sectors, language barriers may well rerhantl to cross for many years, espe-
cially in consumer services.” (Karmarkar, 2004).ridarkar (2004) also tells us that
“the greatest opportunities will be in linguisticogps whose wealth distribution is
highly bimodal”. Such is the case of the Engliskapng world, where one can find
some of the most developed economies (the UnitattStthe UK and Australia) along
with some of the poorest (India and Pakistan). Aaptcase is the one of Spanish-
speaking countries, where the income distributless extreme, being the majority of
countries relatively poor. That means fewer comgsnin Spain primarily, are looking
to outsource services offshore despite the fadtttieasupply of poor countries able to
provide the services is plentiful. However, thiadst pertains to information industry
sectors only while persistent relations betweenugat or France and the former colo-
nies in Africa are by no means limited to the infation industry sectors. Additionally,
he reduces the meaning of colonial heritage tauistg similarities. It is in fact much

more than that.

Brysk, Parsons, & Sandholtz (2002) argue that amdéntity explains why Europeans
sustain special economic, political and institusibrelationships with their former colo-
nies. The authors point to the normative naturéhefrelationships and emphasize the
lack of rationale given the “ordinary (even unapimeg” nature of the partners, and the
decade-long meager and declining material retuwnSuropean policiedt is an argu-
ment we have to challenge given the fast growthesofrthe African economies are ex-

periencing and the immediate sense that makestemiational business. Furthermore,
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the analytical approach taken by the authors attentp“interpret foreign policy... to

construct a generalizable, middle-range explandiased on the construction of identity
rooted in specific patterns of history, ideologyddamily relations” (Brysk, Parsons &

Sandholtz 2002:297) and therefore does not letas donclusion for our own research
interest: the justification of investment decisiomMéevertheless, useful ideas can be
drawn from their study to the interpretation of @mpirical data. After all, Brysk et al.

“do not argue that material incentives are enti@hgent, but rather that they are per-
ceived through the lenses of specific, post-impéteas and identities.” (Brysk, Parsons
& Sandholtz, 2002:268). This particular idea igortant as it helps to understand the
vagueness of investment justifications, one ofabkpects that motivated us to do this

thesis.

At this point it must be concluded that the literatthat specifically addresses concrete
post-colonial cases does not provide a completeemt® the research question of how
managers justify entry decisions in former colonigsspite touching upon the unique
colonial relationship and the reasons for endurelgtionships, the findings mostly per-
tain to a more macro-level than is required in thesis. The explanatory deficiencies of
this literature are concretely represented by dfiees in research focus, in the colonial
cases used (overwhelmingly British and French ¢aaed how the concept of “colonial
heritage” is interpreted. In short, the insuffictess in the literature reviewed thus far
prevent the researchers from answering the paatiaglsearch question of this thesis.
This has led to a broadening of the scope of tleealure review, embedding the re-
search issue within a more general problem of witiads a special case. In applied
terms, this means that the following sections déhte the theoretical foundations of

firm internationalization to better grasp the fitevel decision making considerations.

3.2. Theoretical foundations of firm internationalization

This section describes and relates two influesti@nds of literature on firm internatio-
nalization. The first addresses the very existear development of multinationdls

The second looks into the process of internatiaatibn and places the focus on how

9 The internalization approach (Buckley and Cas$6i6; 2009), the transaction cost perspective (Hen-
nart 1982; 1991) and the resource and knowledgedgaerspectives (Grant, 2000).
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firms internationalizE". Both strands of literature are here presentel séveral refer-

ences to Dunning’s general frameworkgalectic paradigmas it is usually known.

3.2.1. Stephan Hymer and the internalization economists

The first attempt to systematically explain thehatés of firms outside their national
boundaries is often attributed to Stephen Hymern(ing, The key literature on IB
activities: 1960 - 2000, 2001). Hymer sought tolaxpforeign direct investment (fdi)
using an approach centered in static ownershipradgas?, specifically those initiated
or protected by entry barriers. The idea of ‘maikgterfections’, which later became a
central idea in the work of the internalization momists, was then put forth by Hymer
(1960, published in 1976) (and Kindleberger (1968) Caves (1971)), as the entry
barriers they had in mind are ‘structural’ markaperfections of the monopolistic type.
(Hennart, 1991) What the internalization econontgtgeloped later was a theory based
on the idea that markets also experience ‘natorperfections’, i.e. “imperfections that
are due to the fact that the implicit neoclassasdumptions of perfect knowledge and
perfect enforcement are not realized.” (Teece, 188hning and Rugman, 1985; cited
in Hennart, 1991:83) In practice, this means marke¢ never fully efficient, and mar-
ket transaction costs (the sum of information, esdment and bargaining costs) are
positive. (Hennart, 1991) How did this explain thastence of MNEs? By internalizing
interactions that cannot be organized by the mayRdNEs eliminate transaction costs
(Hennart, 1991) thus bypassing those market impeofes.

3.2.2. Resource-based perspective

There are other kinds of ownership advantages.rébeurce-based perspectiveees
the MNE as a knowledge network. MNCs arise notafuhe failure of markets for the

buying and selling of knowledge, but out of its supr efficiency as an organizational

! The Uppsala model (Johanson and Vahine 1977; 20i®}he ‘born global’ model (Madsen and Ser-
vais, 1997).

12 Terminology used in Dunning’s eclectic paradigrdd@). In general, static ownership advantages are
“based on the possession or privileged accesspedcific asset.” (Dunning, 2000: 171) In Hymer'ssp
cific case, the static ownership advantages argetliaitiated, or protected, by entry and/or mdili
barriers to product markets. These include patmieption, and marketing, production and financial
scale economies.” (Dunning, 2000:170)
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vehicle by which to transfer this knowledge acrbssders. (Kogut & Zander, 2003)
This perspective pays less attention to traditiatryebarriers, and more to such va-
riables as specificity, rareness and non-imitabiit resources, and the capabilities of
firms to create and utilize them. (Dunning, 200hgTnore complex, the less codifiable,
and the less teachable the knowledge embodied inrmvation, the more likely that
the firm would choose direct investment over liceggo exploit that innovation over-
seas (Grant, Almeida, & Song, 2000).

3.2.3. Strategic Management, Firm level and organizatiah&lories

Within the domain of ownership advantages as arlaemtion for the existence of
MNESs, the theories of Prahalad & Doz (1987) andtlBarand Ghoshal (1989; 1993)
among others, dubbed the organizational theoriesmaore interesting to the case at
hands as they tend to be management, rather ttrapndpecific. In fact, the empirical
data collected for this thesis derives from Porasguand French managers, and mostly
reflects the managers own views rather than tivairs views'. These ‘dynamic’ own-
ership advantages relate to “the competencieseofrthinagers to identify, evaluate and
harness resources and capabilities from througti@utvorld, and to coordinate these
with existing resources and capabilities underrtheisdiction in a way which best ad-
vances the long term interest of the firm.” (Durpi@001:169) This includes minimiz-
ing the transaction costs and maximizing the bé&nefi innovation, learning and accu-
mulated knowledge. (Dunning, 2001) More recentasde from Bartlett and Ghoshal
(1997; 2002) continues to contribute to the bodkredwledge on the role of managers
in firms. In the article “Building competitive adviage through people” (Bartlett &
Ghoshal, Building competitive advantage throughpbeo02002) the authors argue that
senior CEOs need to be updated due to the ramélithange during the past two dec-
ades. Hierarchy has to be replaced by networkgadogratic systems transformed into
flexible processes, and control-based managemés noust evolve into relationships
featuring empowerment and coaching. They contifilieday’s managers are trying to
implement third-generation strategies through seaneration organizations with
first-generation management.” (Bartlett and Ghgsk@02) This research suggests that

13 The case of Sovena, for instance, will show hoséJ®amalho, the interviewee, was not aware and
disagreed with a statement placed on Sovena’s teebsi
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the answer to the stickiness of Portuguese andchreasinesses to the former colonies

may reside in the former’s organizational strucsuaed senior management.

Another important contribution to the influencesing internationalization decisions at
the manager level is that of Ellis (2000); he ckithhat awareness of market opportuni-
ties is the critical antecedent of the FME decisiBuat how do investors come to know
about market opportunities? Ellis (2000:462) redeasupports the proposition that
awareness of market opportunities abroad is comyrexquired via existing social ties,
an argument “consistent with the broader claimozia network theorists”. The follow-
ing figure helps visualizing the sources of maigportunities as found by Ellis (2000).
According to the author, awareness of market oppdrés can also be acquired via ad
hoc search and formal search. As he defines thdnmoa search strategies are those
based on trade fair participation or responsesitertisements and formal search activi-

ties are those based on objective data collectgudfgssional or government agencies.

Awareness of market opportunities

Existing social ties Ad hoc search Formal search

Figure 2: Sources of market opportunity awaren®sarce:Based on Ellis (2000)

It seems rather apparent to us, given the contewuoown study, that Ellis’ (2000)
study neglects important sources of awareness dégnapportunities, namely manag-
ers’ tacit knowledge and search activities basedaia collected by the firms, not only

by professional or government agencies.

(Bilkey, 1978) offers a somewhat different appraodémnalysts concerned with the init-
iation of the export process have tended to foeushe effects of change-agents, both
external and internal.” (Bilkey, 1978:33) Exterrmddlange agents include chambers of
commerce, industrial associations, banks, goverhragencies, and other firms. The
important internal change-agent tends to be a membéhe firm's top management
who is interested in and enthusiastic about expgr{Pinney, 1970 cited in Bilkey,
1978). According to the same study, the determsahtwhether or not management
takes the initiative in exporting appears to batesl to one of the following: manage-

ment’s diffuse impression of the attractivenesgxjjorting as an abstract ideal (Simp-
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son, 1973 cited in Bilkey, 1978), the degree offthm’s international orientation (Wie-
dersheim-Paul, Welch, and Olson, 1975 cited in é8ilk1978), manager’'s ages, and
manager’s confidence in the firm’s competitive ateges (Tesar, 1975; Snavely, et al.,
1964 cited in Bilkey, 1978) including the managgs&rception of whether or not the
firm possesses exclusive information about a foremarket or customer. Lastly, man-
ager’s initiative could be related to adverse hamegket conditions. (Pavord and Bo-
gart, 1975 cited in Bilkey, 1978)

The theories discussed so far aid in the understgnaf why firms internationalize,
which is important source of knowledge as to figdivhat reasons support internationa-
lization decisions. However, the research intepéshis thesis is from the outset related
to the location aspect of investment decisions.waet to find out how French and Por-
tuguese managers justify the choice of former dekim Africa for their international
investments, but we have not yet addressed hove filmoseavhereto internationalize.
After discussing Dunning’s ownership sub-paradigra,will now address the question
of location - the second of Dunning’s sub-paradigms

3.2.4. Question of location

As is seen later in this chapter, traditional lamatheories influenced many prominent
practical frameworks for firm internationalizatimuch as Arnold & Quelch (1998),
Meyer (2002), Cavusgil, Ghaury, & Agarwal (2002pdrasserre (2007). A central as-
pect to traditional location theories is the foomssupply and demand related variables.
Supply oriented variables include availability, biyaand price of natural resources,
transportation costs and artificial barriers taé&aas well as labor, land and infrastruc-
ture. Demand related variables are for examplesites character and potential growth

of local and adjacent markets (Dunning, 2001).

In accessing the location strategies of MNEs ong toatake in consideration the
changes in the world scenario for internationaless activity (Dunning, Location and
the multinational enterprise: A neglected fact@®009), which have had a “profound
effect on both the macro and micro geography of MNBunning (2009:6) identified

three main factors behind this change: 1) “the gere of intellectual capital as the
key wealth creating asset in most industrial ecdeein2) “the increasing globalization

of economic activity, made possible, inter alia,dajvances in transport and communi-
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cations technologies and the reduction in tradeiamelstment barriers throughout the
world”, and 3) “the emergence of ‘alliance’ capgatl (sometimes called relational,
collective, stakeholder and collaborative capitalis see Dunning, 1995)". Further-
more, two other factors underpin and reinforce e#dihhe mentioned events, and those
are “the advent, in the 1980s, of a new generatfdechnological advances which only
in the late 1990s started fully bearing fruit, dhd renaissance of the market economy,
and the consequential changes in the macroecormoticies and macro-organizational

(micro-management) strategies of many national gowents. (Dunning, 2009:7)

In the same article, Dunning identified a set afialales that have been influencing the
location of value added activities by MNEs in th@7Q@s and 1990s. Concentrating in
the most recent variables for market-seeking MNIsse variables are: 1) mostly large
and growing domestic markets, and adjacent regimaakets (e.g., NAFTA, EU, etc.),

2) availability and price of skilled and professabitabor, 3) presence and competitive-
ness of related firms, e.g., leading industrialpigps, 4) quality of national and local

infrastructure, and institutional competence, Sglepatially related market distortions,
but increased role of agglomerative spatial ecoeemand local service support facili-
ties, 6) macroeconomic and macro-organizationaktiesl as pursued by host govern-
ments, 7) increased need for presence close te isknowledge intensive sectors, and
8) growing importance of promotional activities tegional or local development agen-

cies.

Dunning’s comprehensive study has perhaps toe liétloffer to our research question.
One of the sources of motivation for this thesis wee unique and “sticky” internatio-
nalization pattern of European nations towardsr tfe@gimer colonies in Africa, which
seemed to defy any global pattern of MNE locationDunning’s article, a strong fea-
ture of the location strategies of MNEs is theiamgeability according to transforma-
tions in the global economy. In clear contrast, oh#he striking aspects of former co-
lonizer-colony relations is their resistance torgjea

Still looking at theories explaining location sgecadvantages, but taking the hint from
Brysk, Parsons, & Sandholtz (2002:268) that mdtéxefits in the former colonies
“are perceived through the lenses of specific, joopkrial ideas and identities”, the
following paragraphs, on the theories related ® flocess of internationalization, are
expected to offer some answers to our problem. Bhbhécause these theories, in par-
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ticular the contributions of Johanson & Vahlne (ZR7ut an emphasis on the role of
psychic distancéDunning, 2000:176).

3.2.5. Uppsala model (1977)

The Uppsala model of internationalization concdattanitially on theactual process
by which firms internationalize. The basic assui of the model are that lack of
knowledge about foreign markets and operations iSraportant obstacle to the devel-
opment of international operations and that theessary knowledge can be acquired
mainly through operations abroad.” (Johanson andnéa 1977:51) That is, via expe-
rience. The internationalization model of the Upasazhool portrayed that internationa-
lization could be seen as a function of two dynawcfiange mechanisriis learning
from experience and commitment, establishing armomapt distinction from the exist-
ing normative models. Johanson and Vahlne, thaaneaf the Uppsala model, identi-
fied two patterns of internationalization. Firdtgtincreasing firm engagement accord-
ing to a typical chain (the stages model): fromakpto joint venture representation, to
sales subsidiary, to resource development subgidsscond, the gradual entry in new
markets that are further away in psychic distamems. Psychic distance was defined
by Johanson and Vahine as “the sum of factors ptengethe flow of information from
and to the market. Examples are differences indagg, education, business practices,
culture, and industrial development” (1977:52). Toacept of psychic distance makes
immediate sense to the problem we are addressitiggrthesis. It would explain the
choice of former colonies as the destination oestiments as those countries are per-
ceived to have lower psychic distance in relatmtheir former colonizers. The authors
believed that a “lack of knowledge due to differemnbetween countries with regard to,
for example, language and culture, is an importdrgtacle to decision making con-
nected with the development of international operst” (Johanson and Vahlne,
1977:55) Linguistic and cultural similarities woullden be a freeway to the establish-
ment of international operations in the former osds. What Johanson and Vahlne are

telling us is that, instead of monopolistic advges (Hymer), the elimination of market

14 According to the authors, “experience builds mfir knowledge of a market, and that body of know-
ledge influences decisions about the level of comment and the activities that subsequently growodut
them: this leads to the next level of commitmertiolr engenders more learning stilJohanson &
Vahlne, 2009: 1412)
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imperfections (the internalization economists) amare efficient way of transferring
knowledge (the resource based perspective), hdasdifferences pertaining to psychic
distance that “constitute the main characteristimirnational, as distinct from domes-

tic, operations.” (Johanson and Vahlne, 1977:57)

3.2.6. Psychic and cultural distance

Frankel and Rose (2000 cited in Ghemawat 2001) béee to measure the impact of

distance in international trade. In their studtance is used as a number of different
attributes. For instance, they show that a 1% asman the income level (GDP per ca-
pita) of a country represents a 0.7% increase ternational trade. Conversely, a 1%
increase in physical distance represents a 1.1%aee. Furthermore, the authors found
that a common border increases international ttad®&0%, a common language by
200% and a colony-colonizer relationship by 900%ir findings show how important

non-economic attributes such as cultural and admnative distance can be for interna-
tional trade. In the international stage, firms trhes prepared to face differences in lan-
guage, consumer behavior, cultural standards, feg@eworks and purchasing power,
as well as differences in education, business igesctand industrial development. (Jo-
hanson and Vahlne, 1977) When the goal is to athess kinds of differences between
countries, cultural distance and psychic distammeet&o of the most popular concepts
(Sousa & Bradley, 2008). These concepts standeatdhe of the behavioral perspec-
tives. However, while Frankel and Rose (2000) make of the concept of distance
indiscriminately, there are important conceptuatidctions between cultural distance

and psychic distance.

According to Sousa and Bradley (2008), ‘psychidere to something in the mind of
each individual; thus psychic distance depends @n hAn individual perceives the
world and the differences between the home couanig the foreign country. (Sousa
and Bradley, 2008) At a different level of analys@mes the concept of cultural dis-
tance, which can be defined as the degree to whutthiral values in one country are

different from those in another country (Sousa Bratlley, 2008).

While the psychic distance concept should be ap@tehe individual level, the cultural
distance concept should be applied at the natiemal. Nevertheless, both concepts are

related. Psychic distance includes an element ltdiral distance so the greater the cul-
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tural distance the higher will be the individuatisychic distance (Sousa and Bradley,
2008).

The work of Sousa and Bradley described aboveafuligiven that a vast number of
studies that have been using the concept indistai@ly since Beckerman (1956)
coined it and particularly since the Uppsala scmoatle it famous. Taking in considera-
tion Sousa and Bradley’s distinction, cultural diste would be a safer concept to be
used in the evaluation of new markets; howeves ihdividuals who most often drive
and take internationalization decisions, and thgaima psychic distance is closer to the
individual decision-maker as it reflects how heceéres the world and the differences
between the home country and the foreign countimat Ts why the concept of psychic
distance still remains significant for the purpo$¢his thesis.

3.2.7. Limitations of psychic distance

However, there are important limitations to theaapt of psychic distance. On the one
hand it does not reflect the benefits of enteriegy markets, on the other it can pertain
too much to perceptions and preconceptions that aesgr decision makers from pre-
paring adequately for the differences in the faremgarkets, having a great potential to
produce bad decisions. The first problem means tbatexample, a Portuguese firm
probing to invest in West Africa would be inclinéal choose Guinea-Bissau or Cape
because the psychic distance between Portugal amk&Bissau or Cape Verde
lower than that of Portugal and any other of thesiMdrican countries. The problem of
this approach is that it does not account for diffiees in the markets of West African
countries. The markets of Guinea-Bissau and Capdevare marginal when compared
to those of Nigeria or Senegal. Although the extnthe complexity faced by MNC
decision-makers is very much associated with tlggeseof psychic distance (Hosseini,
2008), psychic distance measures market uncertamdyhence information acquisition
costs. The overall pattern of internationalizatiboywever, reflects both the perceived
costs and the benefits of entering foreign mari€liss, 2000). That explains the varied
origins of the investment in China or US, for exénhe second problem is that, it is
easily assumed that the psychic distance betwedndab and Guinea-Bissau or Cape
Verde is lower than that of Portugal and any otast African country because of

aspects such as the shared linguistic platformamiqular or a shared colonial past in
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general. After all, the official language of GuirBssau and Cape Verde is Portuguese.
However, beyond this readily accessible informatiome finds that only 12% of Bis-
sau-Guineans and below 3%of Cape Verdeans speak Portuguese (Lewis, 2009).
Psychic distance is a difficult construct becadsepends on how an individual perce-
ives the world and the differences between the hooumtry and the foreign country.
(Sousa and Bradley, 2008) These perceptions afjectub a complex array of factors
pertaining to the decision-maker. Furthermore, tthasformation of communications
systems, trade, politics, and other social excheamgean changes in psychic distance
(Johanson and Wiedersheim Paul 1975 cited in CBeBampbell-Hunt, 2004). How
updated can managers be on the current stateanfsaffjiven that several dimensions of
psychic distance are complex and changeable? Redcgimilarities in terms of psychic
distance can cause decision makers to fail bedheyedo not (adequately) prepare for
the differences. This is what O'Grady & Lane (1988éled thepsychic distance para-
dox Hosseini (2008) carried out a study of ten Casadetail firms operating in the
United States and based on the high rate of fadareluded that “what appears on the
surface to be psychically close may, in reality, rhere distant than expected (...).
These mental maps or preconceived ideas of theetUi8tates, and what it would be
like to do business there, created barriers taniegrabout this new market.” (O'Grady
& Lane, 1996:325). O’'Grady and Lane (1996 citedHwsseini, 2008) also argue that:
“the failure lies in the managerial decision asp@iftthe internationalization process, to

which researchers have not paid enough attention.”

3.2.8. New Uppsala model (2009): from psychic distanceetiovorks

New developments in the economic and regulatoryrenments, changes in company
behavior, advances in research and new conceptsnamhts, as well as the role of
networks in the internationalization of firms smdrthe development of a new Uppsala
model (Johanson and Vahlne, 2009). This new modsl developed around the notion
that markets are networks of relationships, and tektionships offer potential for
learning and for building trust and commitment,bof which are preconditions for
internationalization (Johanson and Vahlne, 200@cokding to the authors, “markets

are networks of relationships in which firms amkéd to each other in various, com-

1514.800 of a total population of 507.000. Howed&4.000 speak Kabuverdianu (Ethnologue), a Creole
language based in Portuguese and easily understoited Portuguese speakers.
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plex and, to a considerable extent, invisible paté (Johanson and Vahlne,
2009:1411) Most importantly, this new model chalies the importance of psychic
distance or “foreignness” to the firm’s interna@ination process. Outsidership, rather
than foreignness, becomes the root of uncertaintgther words, “a firm’s problems
and opportunities in international business areobmtg less a matter of country-
specificity and more one of relationship specifi@and network-specificity.” (Johanson
and Vahlne, 2009) The concept of psychic distanas well positioned to explain the
unique pattern of internationalization seen in cames from former European colonial
empires. Even though the new Uppsala model seemsttoose to entirely discarding
the notion of psychic distanteit is hard, in the context of our thesis, notittk fo-
reignness (psychic distance) to outsidership (oelahips and networks). Only firms
with pre-colonial links to the former coloni€édo they exist?pare excluded from the
thought that opportunities in those markets forRioetuguese and French firms are the
result of a shorter psychic distance. Rauch (280bws how interlinked these two no-
tions can be. In a study of the United States,dumd that a “10-percent increase in
immigrants to the United States will increase We&ports to the country of origin by
4.7 percent and U.S. imports from the country dfjiorby 8.3 percent.” (Rauch,
2001:1185) Furthermore, “the integration of commarinterests that prevailed during
the colonial periods should have established a commbusiness language or lingua
franca and a set of business contacts, facilitatiensearch by producers for the right

distributors, by assemblers for the right suppliarsl so on.” (Rauch, 2001:1188)

In the new model there is another idea worth pogtut. The authors claim that “exist-
ing business relationships, because they makestilpie to identify and exploit oppor-

tunities, have a considerable impact on the pdaticgeographical market a firm will

decide to enter...” (Johanson & Vahine, 2009) Thizeas indicates firms may be sub-
ject to a path dependency to internationalizatidns aspect is not new though. In the
original Uppsala model, Johanson and Vahlne madebéisic assumption that market
knowledge and market commitment affect both commaithdecisions and the way cur-
rent decisions are performed, which, in turn, cleantarket knowledge and commit-
ment. The concept of market commitment is assuradaetcomposed of two factors:

8 The only exception found relates to cross-coubinginess coordination. As Johanson and Vahlne
(2009) suggest “how hard this [coordination] wi# b achieve may vary with the psychic distance be-
tween the actors.”
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the amount of resources committed and the degreermmitment. International activi-
ties require both general knowledge and marketispdamowledge. Market-specific
knowledge is assumed to be gained mainly througlemance in the market, whereas
knowledge of the operations can be transferred fooe country to another. A direct
relation between market knowledge and market comemt is put forward. Conse-
guently, the better the knowledge about a market,nhore valuable are the resources
and the stronger the commitment to the market. iBrégssumed to be especially true of

experiential knowledge. (Andersen, 1993)

3.2.9. What distinguishes these different contributions®eMn rationality

In Bazerman’s (2002) description of the boundetbnatity framework time and cost

constraints limit the quantity and quality of aahle information; decision makers re-
tain only a relatively small amount of informationtheir usable memory; and limita-

tions of on intelligence and perceptions consttheability of decision makers to accu-
rately “calculate” the optimal choice from the infmation that is available. Together,

those limitations prevent decision makers from mgkhe optimal choices assumed by
rational models and lead them to seek satisfadolytions, as opposed to maximizing
solutions. This is based on the manager’s peraemtica complex environment (Cyert

and March, 1963; March & Simon, 1958; Simon, 1947).

Traditional theories of internalization/transactioost theory assume rationalitfRa-
tionality signifies that the decision-maker canntiiy a set of options, and has an objec-
tive by which these options can be ranked, andodityato identify the top-ranked op-
tion and select it.” They continue “while ratiortglmay be “bounded” in the sense that
information is incomplete, behaviour is not irrai@, in the sense that the information
collected is a rational response to the informatawailable.” (Buckley and Casson
2009:1569)

The Uppsala model of internationalization in parfiéc and the behavioral economics
approach in general assume bounded ration&y. Ariely (e.g. 2008) and other beha-
vioral economists (e.g. Bazerman, 2002), defy tguaptions made in conventional
economics and argue that people are far less edtiban standard economic theory

assumes. Moreover, they argue, irrationality idesyatic thus predictable. Behavioral
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economists use arguments almost no one can disagttee“Individuals make mis-
takes. They suffer from imperfect information amdperfect rationality, and conse-
quently might fail to make choices that maximizeithpreferences.” (Epstein & Bar-
Gill, 2007:1) “The literature on cognitive biasasfilled with accounts of the pitfalls of
ordinary reasoning: anchoring, availability, regmstiveness, hindsight, optimism,
hyperbolic discounting, and the like.” (Epstein080L11) Decision-making in not only
“constrained by cognitive ability of the decisioraker” but is also “influenced by a
wide range of factors, such as personal goalspatiah criteria, and identity.” (Certo,
Connelly, & Tihanyi, 2008)

It seems that the question of rationality/bounceebnality is the largest battlefield be-
tween traditional economic approaches and apprsachmded in behavioral econom-
ics. The latter seek to extend the former to acttanrelevant features of human beha-
vior (Diamond & Vartiainen, 2007), by providingwith more realistic psychological

foundations (Zarri, 2009), hence incorporating migalistic assumptions about eco-
nomic actors. That is why behavioral economics “been investigating both real and
experimental environments where some economic agaublved make choices that

appear to substantially deviate from traditionalremmic predictions” (Zarri, 2009:562).

3.2.10.Literature gap

In this review of the literature we have described discussed some of the major theo-
retical approaches to firm internationalizatiomiing into the discussion - when possi-
ble - aspects related to the location of foreigiivdes as well as aspects pertaining to
the managerial level of internationalization. Thedries and models covered offer dif-
ferent explanations for the presence of PortugaeseFrench firms in their former co-
lonies. However, there are a number of limitatidingt prevent us from using these

models to completely answer our research question.

According to the internalization/transaction cogpmach, “MNEs use hierarchy as a
way of eliminating market transaction costs” (Hemn#991:84) This makes sense giv-
en that generally foreign companies do not have % me contacts and knowledge of
local customs and business practices” (Hennartl:B49 However, Portuguese and
French investment in the former colonies is expktbebe justified on the basis of ex-

isting contacts and inherent knowledge - due talaiities — of local customs, business
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practices, etc. This means that the transactiots ¢bat could be eliminated via interna-
lization, in the special case of former colonizeleny internationalization - would not

there from the start.

The resource-based view argues “the more compihex)ess codifiable, and the less
teachable the knowledge embodied in an innovati@more likely that the firm would

choose direct investment over licensing to expodt innovation overseas”. This ex-
planation does not account for the Portuguese aadchk investments in the former
colonies in non-complex industries, nor does itoact for differences between over-
seas countries in terms of linguistic base anduaalltaffinities which, in the case of

former colonizer-colony relations - can facilita@mplex knowledge transfers.

The original Uppsala model does not explain thekstess of Portuguese and French
firms to the former colonies, i.e. the inexisteradpal entry into markets that are fur-
ther away in psychic distance terms. That issueasldsessed in the new Uppsala mod-
el, where the authors accept a “declining validiof’ the establishment chain argu-
ment’. According to the new model, internationalizatidapends less on a firm's
psychic distance than on the firm’s relationshipd aetworksHowever, how far apart
are these two concepts (psychic distance and tisérexrelationships/networksd the
case of former colonizer-colony relations, theynsee be closely related: the high le-
vels of internationalization go along with a psyciproximity and the many existing
business relationships/networks. Furthermore, lpylenting the role of an analysis of
the opportunities/risks of internationalization ftmon in frameworks founded in ra-
tional choice economics), the model seeks to emplant facilitate the process of deci-

sion-making in the context of internationalization.

All the theories present above contributed to thieegal understanding of our research
problem. However, what all these theoretical apgea lack to answer derives from
the fact that they are mostly interested in expt@rglobal patterns on firm internatio-
nalization, while our problem is ‘a problem wittime problem’, i.e. a special case with-
in internationalization, thus needs to be addressed different, more detailed and

workable manner: at the framework level.

Yet, the theoretical foundations presented in tlevipus section help us to understand

the two groups of frameworks to be presented infélewing section. Up to the dis-

7 Argument that firms increase engagement accormirgtypical chain
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cussion of the Uppsala model, the theories predesdes internationalization as a ra-
tional and objective response to conditions inrttegket and firm whereas the Uppsala
internationalization model is based on a behaviapgkoach, regarding internationaliza-
tion as a process (Andersen, 1993). Accordinglgeunrdunning’s location specific ad-

vantages (eclectic framework, 2000) one can fimdowe side traditional location theo-
ries whose focus is on demand and supply relatedblas, and on the other theories
related to the process of internationalization vehfmgus lies on the role of psychic dis-

tance (Dunning, 2000) and more recently, on the obihetworks.

“In the normative literature found largely withihe marketing discipline, foreign mar-
ket entry (FME) decisions are framed as a ratioegpponse to conditions in the market
and are seen to be made on the basis of objectiwamation gathered systematically
via market research.” (Douglas and Craig 1983; Rd&t7, 1994; Young et al. 1989
cited in Ellis 2000) According the behavioral ecomsts, “there is a clear need to de-
velop empirically-grounded explanations of FME gw@ude to theory-building (Men-

denhall, Beaty, and Oddou 1993; Strandskov 19%lia 2000). The initial aim of the

behavioral theory of internationalization was tdeitify the variables that influence the
managerial decision process in order to explairptbeess itself.” (Aharoni, Tihanyi, &

Connelly, 2010) While the perspectives based aarrak choice see internationalization
decisions mostly as a function of the opportunitisks trade-off, the behavioral pers-
pectives take into account factors that may infbeethe decision and the decision-
maker such as cultural and psychic distance betlesre and foreign country, motiva-

tion and existing business networks.

3.3. Managerial frameworks for internationalization decision-making

The two managerial frameworks presented and diedussthis section exist to support
concrete and practical decision-making applied nternationalization. Each of the

frameworks was chosen based on their compreheresgeio clearly represent one of
the two theoretical foundations presented in thevipus section, i.e. rational choice
economics and behavioral economics (psychic distaared networks). The chosen
frameworks were Lasserre’s Country Attractivenessessment (2007), a rational ap-
proach to location choice, and Ghemawat's CAGE &aork (2001), which is strongly

attached to the notion of psychic distance. Thigllef detail is useful to our research

48



problem given the inability of the reviewed thearat approaches to provide a com-
plete answer to our research question, in large cage to their broader interest in ex-
plaining global patterns of internationalizationlsd, this level of detail was better
suited to guide the empirical data collection iis tthesis: because our research was
based on discussions with managers, the framewwgkt provided a more practical and

workable point of departure.

Theoretical foundation Author Framework

Country Attractiveness As-

Rational choice economics Lasserre (2007) sessment

B‘ehaV|oraI SEErON IS ([gReie Ghemawat (2001) CAGE distance framework
distance and networks)

Table 12: Linkage between theory, author and fraonk\Bource: own creation

Lasserre (2007) developed a country attractiveassessment framework which sup-
ports a location decision (‘entry’ decision) basedwo broad categories: 1) market and
industry opportunities and 2) the risks of opematin a specific country. The general
investment framework implies that high market anthpetitive opportunities and lows

risks are desirable, and the opposite undesirable.

According to Lasserre (2007:162) “a country will dttractive for a foreign investor if,

in investing in that country, she/he gets a rethat is equal to or higher than her/his
risk-adjusted weighted cost of capitaHe continues, “In fact, the foreign investment
decision is fundamentally the same as any invedterision.” The rational nature of

the framework is clear from these statements.

The market and industry opportunities assessmeasunes the potential demand for
the products or services of the firm. Managersaught to acquire information along
four dimensions: 1) Marketlow important is the demand in the country? Whahes
size and growth of the market? How is the qualitthe customers2) Resourceds the
country a critical source of skilled personnel, ravaterials, components, labour, tech-
nological innovation, learning? What is the qualdy infrastructure supporting servic-
es?3) CompetitionWhat is the intensity of rivalry? What are the gritarriers? What

is the bargaining power of suppliers-costumersthis business profitable in the short-
term as well as in the long-term®) Incentives:Does the country have incentives to
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offer in terms of taxes, subsidies, infrastructyggs/ernment contracts? Does the pres-

ence in this country increase competitiveness?

This framework and other frameworks alike are tdfbd” by classical tools of market
forecasting as well as ratings such as The Worlehi@titiveness Yearbook (a ranking
of competitiveness and location attractivenes®),BEiJ Business ranking, the Euromo-

nitor, among others (Lasserre, 2007).

On the other side of the scale, the risks measwwéprobability that adverse circums-
tances owing to political, economic or social atsiovill negatively affect business per-
formance” (Lasserre, 2007:177). The political riskeompass shareholders exposure in
terms of riots, war, expropriation, etc, employeesposure in terms of kidnapping,
gangsterism, harassment, etc, and operational es@aesich as market disruption, la-
bour unrest, racketing or supply shortages. Then@oac risks include growth, infla-
tion, cost of inputs, exchange rates, etc. The @atitive risks include corruption, cartels
and networks and lastly, the operational risksafntries are grouped in infrastructure
risks, such as power, telecommunication and tramsgie, and regulatory risks, such as

nationalistic preferences, constraints on localtagpgocal employment, taxes, etc.

In sum, Lasserre’s country attractiveness assedsframnework in particular and the
normative literature in general portray the FME isien and the location choice as a
function of the opportunities/risks trade-off.

However, behavioral economists claim that “therarngle evidence to suggest that the
textbook-advocated systematic or traditional apgimda market selection is rarely used
in practice.” (Axelsson and Johanson 1992; Joharsuh Vahlne 1992; Liang and
Parkhe 1997; Papadopoulos 1987, 1988 cited in EI&0) Numerous empirical stu-
dies (Brown and Cook 1990; Ellis 1995; Lee and Blnat978; McDougall 1991 cited
in Ellis 2000) indicate that “the limits of exisginknowledge reveal that firms often
shun market research and base their internatiorzaéket selection choices on non-
systematic and ad-hoc procedures.” (Papadopoul, téed in Ellis, 2000)

The second framework we chose to describe and sfissuclearly developed from a
behavioral tradition, and rooted in the notion eyghic distance. Ghemawat’s cultural,
administrative, geographic, and economic (CAGEjatice framework attempts to help
managers identify and assess the impact of distanoerious industries (Ghemawat,
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Distance Still Matters: The Hard Reality of Glolatpansion, 2001) and guide deci-

sion-making in relation to the location of foreignvestments.

According the author, “companies routinely exagtgerhe attractiveness of foreign
markets”. That, he explains, is because the awalgtils based on rational choice eco-
nomics used to assess the costs of doing busingssationally, notably the country
portfolio analysis (CPA), consistently underestientite importance of mainly cultural
distance and administrative distance. The cultataibutes identified by Ghemawat
that create distance are different languages,rdifteethnicities or a lack of connective
ethnic or social networks, different religions atfifferent social norms. The administra-
tive attributes that create distance are the alesehcolonial ties, the absence of a
shared monetary or political association, politibaistility, government policies and
institutional weaknesses. Distance impacts indesstdifferently. While products that
have a high linguistic content (such as consumedg@r media) are mostly affected by
cultural distance, industries with high governmiewblvement tend to be more affected
by administrative distance, and products that feil@v value-to-weight or bulk ration
(such as cement or steel) are more likely to bectdtl by geographic distance. (Ghe-
mawat 2001)

Ghemawat took the concept of psychic distance éurtimd operationalized it, making
this framework of great interest to our researchstjon. According to Ghemawat, even
though traditional economic factors still matter fiade levels, cultural and administra-
tive distance produces even larger effects. “A camypis likely to trade ten times as
much with a country that is a former colony, fostamce, than with a country to which
it has no such ties.” (Ghemawat, 2001)

Ghemawat is aware of the criticism towards the cedpimportance of distance due to
information technologies, and in particular, glolsammunications. Nevertheless, he
persistently argues, in business distance stilteratOne of the criticisms of the psych-
ic distance construct can be extended to GhemawWsAGE framework. The frame-

work only measures the perceived costs of distafloe.overall pattern of internationa-
lization, however, reflects both the perceived €@std the benefits of entering foreign

markets.
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3.3.1. Gap in the frameworks

We acknowledge the potential economic benefitsraditional frameworks based on
rationality such as Lasserre (2007), but we are algare of their limitations. The actual
pattern of internationalization of former colonigeseems very different from what
those models would suggest. Alternatively, framaéwdounded in the notion of psych-
ic distance, such as Ghemawat (2001), although pesditioned to explain the pattern,
seem to go too far in stressing the importancesytipic distance without explaining
what makes it so powerful. Simply showing that donzer-colony relationship in-

creases trade by 900% does not support the dedisioantinue trading. However, in

order to explain the unique pattern of internatizmagéion seen between former coloniz-
ers and their respective colonies in Africa, wedh& consider psychic distance and
network factors. At the same time, a more quaiigand economically justifiable as-
sessment of those same psychic distance attrilmuteeded. Neither of the frameworks
addresses this simultaneously, thus neither ofrlmeworks is sufficient to explain the

case at hands.

Cross-cutting the review done so far, the nexti@eatill increase our understanding by
placing together the elements that influence aedtypes of decisions that compose a

typical internationalization decision process.

3.4. Decisions and social system in the process of int@tionalization

The process of internationalization can be desdrineterms of “the cumulative deci-
sions made about foreign markets and entry modédsltianson and Wiedershiem-Paul
1975; Welch and Wiedershiem-Paul, 1980; cited Iris £2000:443) However, the num-
ber and relative importance of each of the cumdatiecisions referred to above (he-

reafter the ‘foreign market entry (FME) decisiors)open to question.

Golder (2002) offers a limited description of thBIEE decision consisting of a timing

decisiort® and an entry mode decisidnBesides timing and mode, Lasserre (2007) and

'8 The timing decision concerns when to enter the clewsen markets; such decision may be critical, for
instance, in terms of building sustainable competiadvantage as first-movers can capture initlgba-
tages over competitors (Lasserre 2007).

¥ The entry decision comprises the choice of eniodeni.e. what kind of operations to set up andeand
which legal form (e.g. wholly owned operationspfoientures, licensing or franchising, etc).
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others (e.g. Douglas and Craig 1992, cited in EA&00) acknowledged another rather
important component of the entry decision: the tioca The location decision is the
choice of geographical locations where firms wdt sip their operational assets (Las-
serre 2007). This decision is clearly importanitdsommits a firm to operating on a
given terrain and lays the foundation for its fetimternational expansion” (Douglas and
Craig 1992:302 cited in Ellis, 2000).

Although Mitra & Golder (2002) lacks a more complekefinition of the entry decision
itself, he added an important time perspectiverahaing also the antecedents that lead

to the actual decision as well as the consequeheaésvill follow the decision.

Another important component was added by The Forkigestment Decision Process,
published in (1966), which identified the sociak®m as an element of the decision
process. It seems perhaps inaccurate to discus®tim system as an antecedent of the
FME decisions as its impact goes far beyond sirdpl@sion-making. Nevertheless, the
social system was identified as an element of #wstbn process, and that is the focal
point of the discussion. This element of the decisnaking process places the spotlight
on the decision-maker within a social system, brnigdanguage, culture and social capi-
tal to the fore. This aspect is closely relatedhi® ideas of institutional theorists. Whe-
reas a considerable body of literature (e.g. antbagsupporters of the transaction cost
economics and resource-based view) focus on thesindand firm level conditions as
determinant to their internationalization pattéhgre is also an institution-based view to
account for differences in business strategy (P26@2), and in particular internationa-
lization strategy (Laurila and Ropponen, 2003).r€he hardly any dispute that institu-
tions matter since no firm can be immune from tistifutional framework in which it is
embedded. (Peng, 2002) By institutional we mearagproach considering organiza-
tional forms and practices as reflections of retijga normative and cognitive elements
of the context in which these firms operate (Laufl Ropponen, 2003). We are espe-
cially interested on the social system(s) and tungtinal characteristics of Portugal and
France and how they are reflected in the way tloatuBuese and French firms expand

their foreign operations.

All of these aspects are important if one is tkta&llis (2000:443) concern that “little
iIs known about the actual process by which firmsedo identify foreign markets.”
The figure below places the elements discussedqugly within the topic of interna-

tionalization of firms and is used as the orgamZirmmework of our research
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3.4.1. Organizing framework for research on internatiozaliion

—— oy

!
! Antecedents D FME decision D Consequences .

\ Location Timing Maode /

~ Social system(s) and -7
i Institutional framework -

Figure 3: Internationalization Framework. SourckisE2000

Summarizing the literature according to this fraragky in this chapter we have seen
that the internationalization process entails aetiperspective and several entry deci-
sions. Even though the decisions presented arereglged, the location decision is the
one most directly related to the research quest®mproposed to answer. We have also
seen that the process takes place within a sogsé¢rs, where language, culture and
social capital matter and are embedded in a ragelatormative and cognitive institu-

tional framework.

The time perspective entails the things that mtgieand affect entry decisions (the an-
tecedents) as well as the results (the consequertesresults of the FME decision are
important as a means of evaluation. The antecedént® FME decision, clearly more
relevant to this thesis given the explanatory egeand historical context of the case at
hand, are aspects identified throughout the liteeareview, that may influence the
FME decision, such as structural market imperfestitHymer), natural market imper-
fections (internalization economists), the supegéficiency as an organizational ve-
hicle by which to transfer knowledge across bordezsource-based perspective), the
supply and demand related variables (traditionedtion theories; Dunning, 2001), the
competencies of the managers to identify, evalaateharness resources and capabili-
ties from throughout the world (organizational thes; Dunning, 2001), as well as their

social ties (Ellis, 2000) and manager’s initiati@&lkey, 1978); but also psychic dis-
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tance (Johanson and Vahlne, 1977), insidershipetaarks (Johanson and Vahlne,
2009) and finally, path dependency (Johanson anunéa 2009) or the relation be-

tween market knowledge and market commitment.

3.5. Conclusions to the Literature Review

In this review of the literature we have gone tlglmsome of the major theoretical ap-
proaches to firm internationalization. The theor@s models covered offer different
explanations for the presence of French and Pogggyfirms in the former colonies in
Africa. However, we encountered a number of linota$ that prevent us from concrete-
ly identify how managers assess those specific etsudknd justify entry.

The unique case of business relations between Earopations and their former colo-
nies in Africa puts a magnifying glass on an othsewnnoticeable weakness of the IB
literature on internationalization. That is undanstable because few internationaliza-
tion cases put so much importance on aspects ddlafesychic distance as the colonial

cases presented in this thesis.

The CAGE framework (Ghemawat) although well positid to explain the unique co-
lonial pattern of internationalization by stressithg importance of psychic distance
factors, went too far without explaining what (ecomcally) makes it so powerful. A
simultaneous quantifiable and economically judhiiteassessment of those same psych-
ic distance attributes is needed. Neither Ghemaveaitl asserre addressed this simulta-

neously, thus neither of the frameworks is sufficit® answer the case at hands.

The next chapter details how we carry on the rebetlvat will allow us to give an an-
swer to the stated problem.
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4. Methodology

As presented in the introduction and throughoutlifeeature review, the aim of this

thesis is to investigate and understand how maedgen French and Portuguese com-
panies assess and justify their decision to ehtentarket of their former colony. In the

following sections, the underlying methodologicathdations of our research are ex-
plained. After an elaboration on the ontological @pistemological concepts that guide
this thesis, the value of qualitative over quatititaresearch for our thesis is defended,
as well as the research approach used. This therthgscene to explain the methods
used themselves — thus the process of collectimglyzing and reducing the obtained

data respectively are explained.

4.1. Ontological and Epistemological Considerations

To guide and define the research in this thes@stim justification of investment deci-
sions, and essentially to accurately define theamae and implications of the research,
the nature of justifications and managerial peroggtmust be explained. These notions
subsequently beg the underlying philosophical qoesif what the authors’ views are
on the nature of reality (ontology) and creationknbwledge (epistemology). Addi-
tionally, because the research at hand addresst#fcations of investment decisions by
means of interpreting and conceptualizing the matirempirically observed justifica-
tions, an elaboration on the authors’ stance orfdhaulation of concepts is vital. Fi-
nally, notes on the induction of possible (partizdusality are given. In concrete and

applied terms, the authors interlink these concieptise following way:

This thesis and its research is concerned withntheagersjustification of their in-
vestment decision, which in turn is viewed as relian theirperceptionof their busi-
ness norms, the country in which they have investedcultural values, et cetera; in
short, their understanding of tloperating realitiesin their business environment. To
“distill” the empirically observed findings — whidghe authors of this thesis consider to
be justifications and perceived knowledgelistinct themes along which the managers
justify their investment decisions atenceptualizedAlso, according to premise of the
thesis that colonial heritage is to a varying degueesent and relevant in the mind of
the FME decision maker, based on the observatiodsreemes, a degree cdusalityas

opposed taonstant conjunctiobetween the investment decision in the former oplon
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and the colonial heritage itself is posited. Thieasds of thought and the interpretation
of the concepts that were used in the formatiothefresearch in this thesis (as marked

in italics above) are illuminated in the followisgctions.

4.1.1. Objectivism and Critical Realism: Stances on Peticepand Causal Rela-

tionships

Two similar schools of philosophy of science adeglyaencompass the viewpoints that
have driven the formation of this thesis. Becauseview the perceptions of the manag-
ers to concretely “feed into” the process leadipgaithe investment decision (and sub-
sequently the justification thereof), these periogist are seen as valid measures for in-
ference. Our acceptance of perceptions as repeggsnbdf reality presupposes an ob-
jectivist viewpoint, in that psychological phenoraensuch as perceptions — are viewed
to be real and to have definite properties andesSiven, 2008). More broadly, ob-
jectivism holds that an “objective reality existsdacan be increasingly known through
the accumulation of more complete information”.dtgological stance is therefore de-
fined by acknowledging an existing and real wovldhereas its epistemological stance
Is that “knowledge can increasingly approximatertéed nature, or quality, of its object
— that is, knowledge can become increasingly obett(Given, 2008); parentheses
omitted). Another school of thought that positst taareal world exists which can be
approximated by perceptions is critical realismttBphilosophies recognize this dis-
tinction between object (real, worldly things) dodm (perceptions of these things), but
assumehat contrary to the Kantian and social construnsiostance that we are incapa-
ble of knowing the real object because of the “eéiperception”, we are in fact capable

of gradually increasing our knowledge of the natirthe object itself.

This word “assume” is important. Of course, as @oobnstructivists or even positivists
would contend, there is no way to definitively cluae whether a real world exists, but
assuming this allows the researchers to acceptatchlly study the causal language
used in the existing literature and in the casdyssuempirical observations about why
investment decisions are made. This focus on tigyato use causal language to de-
scribe the world is in fact the central tenet afical realism (Easton, 2010:119). Apply-
ing different psychological stances to the investimdecision literature, the literature

review has put forward two broadly defined schdbkt explain investment decisions:
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one based on psychic distance and once basediomatatconomic motives. Generally
speaking, the notion of psychic distance conformthé social constructivist idea that
social interaction forms the operating reality be¢w managers or firms, and rational
economics assumes that there are certain necessdefined prerequisites for market
entry and investment — as positivists would arggbemawat, 2001; Lasserre, 2007;
Easton, 2009:118-119). However, neither viewpoaniscally examine the full impli-
cation of assessing cause and effect becauseither “allowed” or left in the middle
whether decision patterns are actually caused figinemechanisms or simply are con-
stant conjunctions that independently from eaclemftave been established in a similar
fashion (Easton, 2009:118). The research condudotethis thesis accepts that people
make use of causal language in everyday life tdagxphe world around them (regard-
less of the truthfulness of their claims) and aiosirror this routine use of causal lan-

guage but in a critical and conscientious way $b its viability (Easton, 2009:119).

Our critical realist and objectivist points of dejp@e can be best summarized by ex-
plaining our stances on causal relationships amdep#&ons in the research conducted
for this thesis: the researchers examine the jcstibns given by managers 1) critically
because the causal relationship between the pattdns and the investment decision
will be thoroughly examined, and 2) objectively dese the research refrains from any
supposition about whether certain motives are oukhbe more prevalent, i.e. their

perceptions arassumedo approximate reality.

4.1.2. On Justification

As stated above, it is important to consider tret faat when researching justifications
of investment decisions, these justifications agell on the perception of the managers
in question. Although these perceptions are assuma@proximate reality, the critical
realist and objectivist schools admit that an ele@noé human bias can be present that
distorts the area between the perceived and redd {@iven, 2008; Easton, 2009:119-
120). Therefore, when a manager argues retrospéciiv favor of the actions commit-
ted or approved by the manager in question (whhthenceforth be referred to as in-
vestmentjustification) this dichotomy becomes especially important. [ustification
reflects the real “worth” assigned to it by thegqmar who justifies, the “justifier” or jus-

tifying argument can be said to be objective (Gjv&008). This relationship between
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justification and underlying worth can be explairsed’(...) every principle of justifica-
tion is closely linked to a principle of worth, Withe latter understood as a criterion to
define and measure worth” (Dequech, 2008:532). Haveever, the difference in per-
ception of worth and the real worth can be preserthe justification. As Dequech
(2008:532) contends: “the establishment of a qualita unit in terms of which worth
can be defined and measured does not always haye dssociated with a principle of
justification.” That is, the justification might afude a set of cognitive processes that do
not adequately reflect the underlying value or Wassociated with the justification —
either subconsciously, due to a lack of compleeustanding of the reality or scope of

the situation, or even consciously.

A more banal but perhaps more important explandborthis dichotomy between ac-
tion and justification thereof is also assertedd@guech (2008): “a logic of action and
a logic of justification may be quite different fnoone other, even if disputes turn out to
occur or if people become concerned with their fpdsccurrence, so that they either
reactively or preventively justify their actiongDequech, 2008:532) In the case of in-
vestment decision making on the (hypothetical) gdsuof lower perceived psychic
distance which is perhaps sensitive because ofdlomial aspect, the researchers thus
need to be wary of the possibility that managery mave invested for a reason that
they are not willing to publicly admit. The justétion logic might for instance be of a
rational nature whereas the logic of the actionhinizave been of a more intuitive or

social nature.

4.1.3. On Concept Formation

Because an important aim of the data analysis &rge at distinguishable categories
of justifications (made clear in section 4.7 abthg data reduction method used), the
epistemological defense for the formation of comsepquires elaboration. The philo-
sopher Ayn Rand gives extensive attention to thealéy justifying the use of concepts
and has a clear objectivist point of departureaimg so. Her theory holds that a process
of measurement omission leads to the formatioroatepts (Rand, 1990). Her protége

and philosophical heir Leonard Peikoff describesst@nce on this as follows:

To form a concept, one mentalgolatesa group of concretes (of distinct perceptual Ynis

the basis of observed similarities which distinguisem from all other known concretes (simi-
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larity is 'the relationship between two or moresgaits which possess the same characteris-
tic(s), but in different measure or degree’); thaeyn,a process of omitting the particular mea-
surements of these concretes, amegratesthem into a single new mental unit: the concept,
which subsumes all concretes of this kind (a paéytunlimited number). The integration is
completed and retained by the selection of a pé&weépymbol (a word) to designate it. ‘A con-
cept is a mental integration of two or more unitsgessing the same distinguishing characteris-
tic(s), with their particular measurements omittg@Peikoff in Rand, 1990:97-98)

In the data analysis, the researchers do not ittiallythe concretes (or meaning units)
are omitted in the sense that they are discardedgather; they are simply molded into
the concepts that are formed from them. The proocksdegration of concretes and the
designation of symbols or semantic themes to thegrated concepts formed is ex-
plained in full in section 4.7, but for now it sigis to relate the process of conceptuali-
zation to its objectivist nature in that it assurttest the measurements or meaning units
to concretely exist in a certain quantity, but naayl can be extended (while gradually
“de-specifying” them) to encompass a larger amaaintineaning units in logical, ab-

stract, but viable concepts.

4.1.4. Inherent Researcher Bias

Lastly, an important note must be made as to theareher involvement in the interpre-
tation of research findings. For the sake of redlgighherent bias from preconceptions
obtained through prior knowledge and experiendes résearchers have chosen a data
reduction and assessment method (see sectionhaf7dlistills and categorizes the data
into themes, a process that, although it entaitseskomited hermeneutic effort, is large-
ly irrespective of the researcher’s feelings anouthts about the themes (Anderson,
2007). Nevertheless, the researchers’ preconceptioght come into play in the subse-
guent analysis and are therefore recognized armbreed here (Miles & Huberman,
1994:17). Our impression of the investment decisasaessments in former colonies
was that they are underdeveloped because an elerhantbiguity always seemed to
exist in the communication of the fact that siniilas exist between the former coloniz-
er and colony. A resulting and important guidingtade throughout the formation of
the problem statement of this thesis has beertlbatormativediscussion of the impli-

cations of the colonial era on relationships betwie inflicted and the inflictors must
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make way for mor@ragmaticdiscussion of how their resulting similarities andtural
influences can be leveraged to increase operatiiogeacy and increased openness and

mutual understanding.

4.2. Qualitative versus quantitative research

Before describing the actual method used to cobect analyze data, the choice of a
qualitative case-based study must be justifiedaAseans of measuring social pheno-
mena, the use of quantitative methods entails abeumf drawbacks. First of all, given
that these methods are best applicable where saggles are assessed in order to find
generalizable data (Patton, 2002), their use igdonwhen attempting to research phe-
nomena or social processes that require persomshetoand deeper understanding of
individual opinions and experiences. Given that thesis is interested in understanding
the manager’s justification and assessment of tmest decisions as opposed to inves-
tigating the actual execution of the investmentcpss, a qualitative approach is indeed
preferred. Qualitative research is defined as ang &f research that produces findings
not obtained by means of statistical procedurestioer means of quantification (Strauss
& Corbin, 1990:17). Therefore the focus instead lan in-depth understanding of
words, opinions and experiences rather than ontfjaawe data. This holds true in the
case of understanding individual opinions and figstiions of foreign entry moves. The
criticisms and the methods used to minimize thisesf of this type of research design

are presented below.

4.3. Research Approach

Because of the complexity of the process of raaizhe essential questions to be ans-
wered in a thesis that attempts to distinguishedifit managerial justifications, the re-
searchers have not used a clear-cut inductive duafiee approach in analyzing the
data, but have rather started from a “base intgrest the notion and idea that colonial
considerations play a role in investment decisionfrmer colonies. Initially, the re-
searchers worked linearly to find essential literatthat supported or sought to explain
this notion, collect data from relevant actors ameélyze the data obtained. However,

once this practice was underway, simultaneous psaseof deducing the most impor-
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tant aspects of colonialism in business from therulews and of inducing potential
explanations for these aspects or mechanisms alldiae notion of departure in this
thesis to begin to crystallize into a concrete aede question that could be discussed
and clarified. This process allowed the individakments in this thesis to be reiterated
to further concretize and harmonize them and tallffrallow for solid explanatory lan-
guage in the data analysis. This process is kn@wanaabductive approach to case re-
search (Dubois & Gadde, 2002) and has been fouhdonioe a mere combination of
inductive and deductive approaches, but to havadaled benefit — also by the authors
of this thesis. This added benefit materializesestly when, like in this research, the
case study aims to refine existing theory instdddronulating new theory (as an induc-
tive approach would), as it allows for a processvikm assystemic combiningThis
concept can be described as “a non-linear, patbrdimt process of combining efforts
with the ultimate objective of matching theory amality” (Dubois & Gadde, 2002).
This matching technique is best described in DuoZadde’s visual representation of

systemic combining, as given below.

| Matching
. > Direction and@é

redirection

Figure 4: visual representation of the systemiclzioimg process (Dubois & Gadde, 2002)

In this thesis, the research is indeed aimed athrag the existing explanations for
foreign market entry to the (colonially related)esnthat were empirically observed.
Thus, this method calls for a reiterative reseagproach that allows for this matching
technique between theory, the empirical world, ¢ase and the framework that embo-
dies the explanatory addition to existing theoriseBhardt (1989) have dubbed these
efforts as a constant move “between asking questigenerating hypotheses and mak-
ing comparisons” and has postulated that from anaish between certain elements or

“juxtaposition of contrary or paradoxical evidenaé& most creative insights tend to
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arise (Eisenhardt, 1989 in Dubois & Gadde, 2002)ieBing this to be a very valuable

approach to expanding theory, we have adheredyfitonthis method.

4.4. Reliability and Validity

What has to be understood primarily in the assessofahe validity and verification of
studies with a qualitative design is that reseascheust be careful when attempting to
generalize conclusions made about the small saong#d to the entire population at
hand. Rather, a good open study should be aimedda&rstanding a certain case and its
context and can give suggestions pertaining togthening or reinforcing of the out-
comes of this study to a larger sample using mtaredairdized and elaborate methods
(Bryman, 2008). Another complication in terms dfadeility of the results generated by
qualitative methods is the extensive user involvaimand therefore the inherent unsys-
tematic and variable study outcomes. Additionalhg reliability of the outcomes also
refers to the question of whether repetition byeddnt researchers or by the same re-
searcher at another time and place would comedasdme result (Silverman, 2001).
Given the scope and resources available for tleisishthe researchers show a high level
of awareness and introspection of these inherenitalions and more importantly,
commit to a high level of transparency in the psses of data collection, analysis and
reduction throughout this thesis. Silverman (20€dntends that to enhance reliability
in qualitative research studies, researchers msptay their research process and the
choice of theory in a transparent manner so that ttan be followed, understood and
reproduced by others. Furthermore, he recommeradgha research report should dis-
play all the concrete observations made througtimitiata collection process, not only
summaries or generalizations. By including the ceteptranscripts the interviews as
well as elaborating on the intermediate steps td deduction, the study has aspired to
this enhanced clarity and therefore reliabilitystlg, the concept of validation needs to
be addressed. The question of validity pertainghether a study accurately measures
its intended goal based on the theories it clammasxpand on (Silverman, 2001). For a
qualitative study especially it is crucial that tbbservations made fit the reiterative
(preliminary) theorizations that are developed tigto them in an unbiased and logical
manner (Easton, 2009:124). Throughout the dataysisadection the results of our data
collection are therefore revisited and remodelecbating to the abductive approach

explained in section 4.3. The matching process éetvitheories addressed in the litera-
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ture review empirical data and the framework sufgptite meaning of the data in the
context out of which the data was extracted (DulBo{Sadde, 2002; Pole & Lampard,
2002).

4.5. Research Design

4.5.1. Multiple Case Study Approach

For the study at hand, the multiple case study atkttas chosen to assess four diverse
cases of company involvement in former French aaduBuese colonies, and more
specifically the justifications that these compahmanagers used for their investment
decisions. This method was deemed most fitting leeaf the complex character of the
study at hand where many interrelated factors aveogk, and the case study method’s
inherent strength in assessing in-depth dynami¢kirwmultiple settings (Eisenhardt,
1989:534). Moreover, the case study method isiablel method to address explanatory
questions lfow investment decisions in former colonies are mad@yenhardt &
Zbaracki, 2007:26). Regarding the multiplicity @fses in our thesis, this was intended
to preliminarily deduct patterns across cases #seio comparability and generalizabili-
ty across regions and industries (Yin, 2009). Ascdbed in the epistemological con-
siderations above, one of our aims is to advan(asgly) causal explanation between
the presence of a colonial heritage and the FMEaecmade to move into the former
colony. Using a single case study to deduct suddagionship would imply seeking a
causal mechanisrhat links this cause and effect. In critical rggbarlance, a mechan-
ism, when activated, is viewed as “produc|ing] effein “conjunctures”, which may be
unique. According to conditions, the same mechamsy sometimes produce different
events, and conversely the same type of event naag klifferent causes” (Sayer,
1992:116). It is therefore essential that strorepthtical grounding to argue for a defin-
itive causal mechanism is found. However, distisgung this causal mechanism from
one case is problematic in the research at hanaubeqowerful and active contingent
relations might be at work in the investment deuis{i.e. credible alternative causal
explanations for investment such as the market wppities or network effects) (Eas-
ton, 2009:127). This has led the researchers toauseiltiplicity of cases that exhibit
large heterogeneity in terms of operating environinaad intrinsic managerial characte-
ristics, but with a the common factor of havingasted in a former colony. As a com-
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monly contended criticism of the multiple casegdgtmethod is “a lack of purposeful
sampling, care has been taken to incorporate acuhetis case selection procedure,
which is explained in detail in section 4.5.1. Tighout the case study procedure, the
researchers have taken care to refrain from falimg other often-cited pitfalls asso-
ciated with the multiple case study design andhéotbols typically used for the analysis
of data derived from this method. Other typical kressses often addressed are the lack
of mention of research protocols, the presentaifatescriptive data in a highly qualita-
tive manner (e.g. through the use of score candd)aalack of support of the accounts
with statistical data about the cases used (Yi0920In the data analysis section, the
researchers have therefore taken care to refram fjualitative inductions in the con-
tent analysis by adhering strictly to the Them&imntent Analysis method. Further-
more, the case sections were strengthened by inglughantitative data about the case
companies so as to aid the nuance of pattern fmmat the ensuing analysis. Howev-
er, one limitation to the research has been therertt difficulty in establishing inter-
views with highly positioned managers due to theisy schedules. This has significant-
ly reduced the available set of potential interveew — a fact that has been overcome by
trying to maximize the purposefulness of the foaseas that were accessible (see section
4.5.1).

4.5.2. Semi-Structured Interviews

The primary data collection of this thesis is ddheugh semi-structured interviews,
accompanied by an interview guide that activelysaide interviewer in covering a
number of specific topics devised with respechmliterature review, which is included
in Annex 1. It is often contended that authenticéther than reliability is the main is-
sue in interviews, and in qualitative researchenegal. The main goal and concern of
the interviews was therefore to grasp an authamigerstanding of the interviewees’
knowledge and experiences in a natural and unsysieway (Silverman, 2001:13).
Qualitative interview studies are believed to bestreffective to this end, as they have
the potential to capture the informant’s thoughrd their personal conceptions of their
experiences (Kvale, 1996:11) — in our case in fprenarket entry situations in an Afri-
can former colony context. Furthermore, in the ssmictured interview setup the in-
terviewer-interviewee relationship is not baseddback-and-forth” exchange of struc-

tured questions but rather has as a point of degast single overarching opening ques-
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tion that is expanded on spontaneously dependinfp@mterviewee’s responses (Yin,

2009). Despite this lack of an obvious structuleofthe sub-topics that were pre-

scribed by the interview guide have been succdgshdidressed, and the interviewers
used the guide extensively to check off all thestjoes that needed to be asked, indi-
scriminate of the order in which they appearedsTeiative freedom in how to reply

had the double advantage of a greater flexibilgpeyating follow-up questions to the

interviewee'’s replies and thus more in-depth aab@iate answers.

4.6. Data collection

4.6.1. Choice of Cases

As described above, the main source of data usegeddrom primary research in the
form semi-structured, qualitative interviews. Aticial aspect of the actual accumulation
of the data includes the choice of cases. It wt that the interviewees were chosen
based on properties that allowed for a (carefufjrele of logical and purposive genera-
lization across the population of all French andti®tpuese managers in their former
colonies. At this point it is important to refer tile methodological stance of seeking
causal mechanisms from limited empirical observegjghe clarification of which will
be presented below. It is not the aim of this thésiposition itself as a means of (posi-
tivist) statistical generalization, as Easton (1899 in Dubois & Gadde, 2002) con-
tends is often what multiple case studies seenotdidwever, for the sake of overview,
an idea of the entire population of French and Rprése companies operating in their
former colonial markets is given. This will not grdid the reader in broadening the
scope of the potential importance of considerirggdblonial element in relevant foreign
market entry decisions, but also allow for moreecied recommendations for future
research in this area. The trends and estimatedegof French and Portuguese FDI in
their former colonies are given below, and a maited elaboration is given in the
case section (section 4). The industries in whigy tare active are mostly market seek-
ing in Sub Saharan Africa and the Maghreb, buettieactive industries (mostly oil and
gas) account for the heaviest investments in mop&tams. The industries range wide-
ly, from banking, telemarketing, (naval, aerial andlding) construction, nuclear ener-
gy, IT, beer, fibers (extractive and market seekifagistics and transport to hospitality,
interior design, car rental, a wide variety of fetudfs and recycling. The population of
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French companies in Africa is hard to measure sbute indications can be given. The
CIAN, a trade assistance agency for French companiéifrica, states that it gives

trade assistance to around 400 companies (50% tamgpanies, 50% SMES), which

comprises 75% of total French business presentrina A rough estimate of the popu-

lation of French companies present in all of Afrisatherefore 1 / 0.75 x 400 = 533

companies. In terms of large companies in Sub-&ahaAfrica alone, this is estimated

to comprise no more than two-dozen firms (Hoh &négx, 2006). For Portugal, “as of

May 2008 there were more than 2.000 Portuguese aoiep exporting to Angola and

more than 200 installed in the country” (AICEP, 2006wn translation). Using a simple

extrapolation calculation based on country GDP,ah#nors of this thesis estimated a
total number of 238 Portuguese companies in the former colonies ifcAfr

Because of the high diversity in the nature ofithvestments by France and Portugal in
SSA and the Maghreb, the cases were primarily chtigetheir heterogeneity in terms
of industry and firm size. The cases illustratatigeely diverse environments, in size
and in nature, ranging from consumer products aspikality services to logistics out-
sourcing (and software sales) and electricity. @atils of the cases are given in sec-
tion 4. The only common factor among the caseswhaataimed for was than invest-
ment decision had to have been made by or withither knowledge of the interviewee
in a country that was formerly held by the courdfyorigin of the company (and inter-
viewee) as a colonysuch a method follows a critical realist reasortingt in a case
study with a multitude of auxiliary factors thatubd serve as partial causal explanations
for the investment decision, based on this resetdr@hputs forward a single overarch-
ing characteristic, the heterogeneous factors shoot be regarded as the only causal
mechanisms (Easton, 2009:127). In other wordsinithestry characteristics might have
been important in making an investment in the tacgentry, but if research that high-
lights companies of different sizes in many indestrwhich among then have only a
single defining characteristic, and if the findirgjsow at least the contours of a pattern
as to perceived benefits pertaining to a colongitage, the industry and firm size
alone can no longer critically be viewed as themtausal explanation for the invest-

ment decision.

Furthermore, the researchers contend that hetezdgeamong the interviewees could
have similar effects on generalization possibaiti€or instance, according the logic

? value reached by the sum of former colonies GE8)*200/Angola’s GDP (2008)
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described above, this could lead to a somewhatrloewesal effect of a common rhetor-
ic among interviewees in their choice of respons&syever, it was deemed vital to
seek interviewees that represented their compangig8s and decisions. This involved
trying to find individuals who could provide richformation and who provide certain
attributes demanded by the character of the st8dyefman, 2001), such as relevant
background and experience. Concretely, the intelés were chosen on the premise of
1) the company they are employed at and its invotu@ in an either French or Portu-
guese former colony, 2) their personal involvememd managerial experience in for-
eign market entry and operation situations withiat tompany, and 3) their availability
for an interview as most of them had very demandiagior functions within their
company. The aforementioned interview guides wereetbped in accordance with the
literature review and with the authors’ preconcamdi and understandings about the
professional dialogue that managers are accustdamedhen discussing sensitive co-
lonial issues. Furthermore, given the relativelgtanctured nature of the interviews, the
interviewers placed substantial emphasis on exuaiogrtain level of erudition towards
the interviewees. This was done so that intelligamd well-informed follow-up ques-
tions could be realized in order to further extdaicth quality information from the in-

terviews.

4.6.2. Interview Process

Three of the four interviews were conducted on $kyphereas one was conducted in
the same physical space with the interviewee. Tumatiwn of the interviews ranged
from approximately 25 to 40 minutes. These spaimal temporal limitations were ne-
cessary conditions given that our interviewees wertereadily available for thorough
meetings because of their busy managerial functwittsin their company. Although
sharing the same physical space generally allows fmore personal (or political) ra-
ther than an impersonal (or scientific) relatiopskuring the interview (Silverman,
2001:13), the absence of the facial element inStkhygpe interviews gave the interview-
ers the opportunity to focus intensely on the witaw guide without being distracted by
a simultaneous focus on active listening. The twierviews with French-speaking
managers were conducted in French, whereas theigaege managers were inter-
viewed in Portuguese. Although all four informastemmanded some knowledge of

English, the authors preferred to conduct the unt&rs in the native tongue of the in-
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formants so as to create a more comfortable atneosph which more in-depth infor-
mation could be obtained (except Jean Michel Guarfemer employee of Savoye,
who himself insisted the interview be done in Esigli The transcription of the inter-
views was done in English for the French interviemsl in Portuguese for the Portu-
guese ones in accordance with the personal prefesent the researchers. The Portu-
guese interview transcriptions are additionallygessed by “Google Translate” in the
transcript appendix. In the transcription procéssre has been some focus on breaks,
pauses and certain behavioral patterns, but n@ustively as it was contended that this

would interrupt the legibility of the transcripts.

4.7. Data Reduction: Thematic Content Analysis

A concise process of data reduction was deemedss@geto overcome a major weak-
ness within the case study method, i.e. the lack ofear and unambiguous codified
structure of the accounts used as primary resdatioh 2009). In accordance with the
two kinds of “reasoning” explained in the literaureview, the goal of the interview
analysis was to systematically assess whethertétensents pertaining to investment
decisions made by the interviewees were motivatad the point of departure of either
rational choice economics or psychic distance betvtbe home and target country. To
objectively execute such an aim, we have resoaedrigorous process of data codifica-
tion named Thematic Content Analysis (TCM). Ander$p007) describes this method
as a form of “low hovering” over the data: “Theeascher groups and distills from the
texts a list of common themes in order to give expion to the communality of voices
across participants. Every attempt reasonable gertmemploy names for themes from
the actual words of participants and to group trememanner that directly reflects the
texts as a whole” (Anderson, 2007:1). The maimgiite of this method is that the orig-
inal meaning units obtained from the interviewslargely kept “in tact” without a high
degree of distortion by intermediary hermeneutiocpsses that often plagues other
types of qualitative analysis. The concepts arméat in accordance with the objectivist
stance that when omitting the particular measurésnehthe concrete meaning units,
one can integrate them into a single new mentdl! the concept, which subsumes all
concretes of this kind (Peikoff in Rand, 1990:97-98 particular, the researchers drew
inspiration from the TCM as used by Graneheim & dmman (2003). Their method is

aimed at distilling behavioral accounts to “codasa multiple stage process of genera-
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lization in order to increase the comparative analydical power of cases. However,
given that the original framework was used in tbetext of behavioral patterns in nurs-
ing situations, some elements of the framework thaoe adapted to fit the more anec-
dotal nature of the interview elements at hand. @$sence of this codification method
was kept intact, though. The elements used innieithod are described below in a hie-
rarchy from concretes to concepts, and the methiagstablishing these elements and
subsequently fine-tuning them as prescribed by Asade (2007) is included in Annex

7.

Meaning Units (Assessments, Justifications and General Statements)

From the interview transcripts, the relevant “megninits” from the interviewees were
extracted, transferred to the framework and divioed assessments (A), justifications
(J), and general statements (GS). The extractiongss was executed conscientiously
and exhaustively by reading through the transcnmiftiple times and by focusing very
broadly on relevant statements even remotely rlaténvestment decisions.

Condensed Meaning Units
Next, the statements were reduced to condenseshsats that are in essence genera-
lized summaries of the statements and better sfaterlassification in the next step.

Sub-Themes

The condensed statements were consequently catedon sub-themes in accordance
with the method used by Graneheim & Lundman (2008)s categorization process
was done with an extensive focus on avoiding opedtathe different categories and
subsequent rephrasing so as to unambiguously ba@biclude every statement, justi-

fication and assessment into only one sub-theme.

Themes

In accordance with the distinction made in therditere review, the sub-themes were
subsequently divided into two themes: either ma¢igafrom the point of view of ra-
tional choice economics (R) or psychic distance #ith this final categorization, the
means are created to assess how and when maneggoad to questions about invest-

ment in former colonies in a structured and cleanner.
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5. Cases

5.1. Introduction to the case section

This chapter is intended primarily to describe ¢benpanies and the interviewed indi-
viduals associated with these companies. Subsdguaririef summary of the empiri-
cal data collected from the interviews is given. Wédieve it is important to illustrate
the interview process and the answers given bynteeviewees, as it aids the reader

intuitively in understanding the analysis of theadand the conclusions derived from it.

5.2. Case companies and interviewees

As mentioned in the methodology section, the faseccompanies selected for this the-
sis are diverse in terms of industry (ranging froamsumer products and hospitality

services to logistics outsourcing and electricag)well as firm size:

Accor is “the world’s leading hotel manager and marlestder in Europe.” (Accor,
2010) The French group’s ambition is to becomeBtmpean franchise leader and one
of the world's three leading hotel operators. QuttyeAccor manages over 4.100 hotels
(nearly 500.000 rooms) around the world, of whidi3 hotels (23.814 rooms) are in the
Africa and Middle East region. With a revenue of8Z® million (June 30, 2010; Accor,
2010), the group employs approximately 145.000 jgeimpnearly 90 countries.

Efaceg formed in 1948, is the largest Portuguese groughé field of electricity pro-
viding integrated and differentiated electromecbahdesign systems. Since 2007 the
portfolio of Efacec business activities has beendéd in three main business areas:
energy solutions, engineering solutions and sesyiaed transport and logistics, which
are then split in ten different business UitThis new organizational model was de-
signed to answer the future international expansiwailenges of the company. “The
core objective of Efacec is the replication of the businesses mentioned, held in Por-
tugal, in the aforementioned regions in the worl(@&reira, 2010) In large parts of the
regions where the group is present, “at least ¢faifacec’s ten businesses are already

replicated. The recent evolution of Efacec over pihst three years confirms the ade-

% Transformers , High and Medium Voltage Switchgead Servicing of Energy; Engineering, Automa-
tion, Maintenance, Environment and Renewable Enérggnsportation and Logistics
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quacy of the strategy pursued.” (Pereira, 2010)hVditvolume of orders that exceeds
€1.000 million, the group employs 4800 people ivrd®5 countries. The Africa market
was in 2005 the second biggest export market facéd, accounting for 22.9% of the

total exports.

The FrenchSavoye- a division of the Legris Industries Group, atemnational logistic
engineering company - mainly develops global comzed, automated logistic solu-
tions for warehouses. Those solutions are develmedts subsidiary a-SIS, which
numbers 200 employees and publishes three flagsifiware packages. Savoye’s pres-
ence in Africa is focused on the Maghreb regionthVéi turnover of 81.9 million euro

in 2009, Savoye employs 548 people. (Savoye, 2010)

Sovenahas its origins in late 9century, and is currently the second largest afive
company in the worlénd the largest supplier of private labels (Sov@0a0) The Por-
tuguese company integrates the entire value cHaimeoolive oil production - agricul-
ture, processing and packaging, and is structumedydour inter-related business areas:
agriculture, consumer goods, oilseeds and bio-di&®ena’s ambition is to consoli-
date their position in 2010. It employs 1.100 peoghd in 2009eached €767 million
turnover. Portugal is currently worth about 20 patoof the group's turnover. Sovena is
also present in 6 other countries - Spain, USAzBrAngola, Tunisia and Morocco -
and exports to over 70 countries, which are wdrthremaining 80 percent of Sovena’s

business.

Electricity Logistics ~ Consumer
(field) Outsourcing goods

France Accor - Savoye -

Portugal - Efacec - Sovena

Country/Industry Hospitality

Table 13: Case company industries and nationaliesrce: own creation

The four interviewees are Claude Moscheni (Accdofo Oliveira e Sousa (Efacec),
Jean Michel Guarneri (Savoye) and Eng José Ran{8iinena). They range from low

to high level of seniority within the companiesythrepresent.

Claude Moscheniis the Hotel Operations Advisor to the Chairmanhaf Senior Man-
agement Board at Accor. He currently works at tkadguarters in Paris but he has

been involved in at least five of the hotel stastup Western Africa. His experience at
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Accor Hotels dates back to 1970. He started magalgatels and moved from France
through Europe, and then became responsible faymalgoperations in the Middle East
and Africa. Until some years ago he was Generaldganof Business and Leisure Op-

erations but he has a more advisory role nowadagking use of his experience.

Joao Oliveira e Sousahas been the administrator of Efacec Angola skoceember
2009. He moved to Angola from one of the group’sEast offices when the country
was defined, together with South Africa and Mozagubi as one of the strategic mar-
kets in Southern Africa. His relationship with Angalates back to 1960, when Joao’s
parents lived in the country.

Jean Michel Guarneri is currently the CEO of th€ompagnie Européenne de Presta-
tions LogistiqueqCEPL), a leading European warehouse logisticsisergrovider.
Formerly he has worked for a-SIS/Savoye in Moroat@ time when the country was
investing in logistics, especially at the developingf the Tangier-Med Port, the largest
port on the Mediterranean and in Africa, which eediein service in mid 2007 (Magha-
rebia, 2007).

Eng. José Ramalhds responsible for the export area of non-bullbkdoils and soap
at Sovena. He currently works at the headquantekssbon from where he manages the

African export markets.

Company/Seniority Low Medium High
Accor Claude Moscheni
Efacec Joao Oliveira e Sous:
Savoye Jean Michel Guarneri
Sovena José Ramalho -

Table 14: Interviewee seniority. Source: own creati

5.2.1. Accor

Accor’s presence in Africa is strongly associatedhe French colonial past. “French
hospitality was an export product and of coursd¢ keswn in the Francophone world.
Out of the 19 countries in which we are preserAfiica, most of them are our old co-

lonies.”
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The common linguistic platform is an advantage ‘feench managers naturally” and
not only: “we have been welcomed warmly and expegea familiar feeling when we
use the same expressions et cetera”. In genenagn“though we are internationally
present, we stem from a French managerial cultuaé i readily understandable in
West Africa. In our experience, the Francophoniansasset in many ways, not least in
mutual understanding and therefore operating efiicy. (...) As an advisor to the
board, | have stressed the maintenance of theseslyaFrench values that have been

acknowledged worldwide.”

However, Accor “have also had some issues in thlg saventies, especially in Came-
roon and Senegal where anti-French sentiment fdreetoard at that time to adapt and

move French managers to the background and pavitielocal executives.”

There are other more recent examples of how “sonestibeing French in these places
can be a disadvantage in terms of history. (...) WAvernrecently expanded our pres-
ence in Abidjan [the renewed Sofitel in Ivory Cdashe management team took the
advice from our advisors that we change our locabecause of a military academy that
was nearby. We had not considered that strong wggobry feelings against French
companies would cause trouble on a national ldweéihad continued with the renova-

tion.”

In fact, in cultural trainings for employees andrfr line managers Accor points many

times to the “false vicinity” between the Frenclddhe former colonies.

Would you say that familiarity was a primary readon entering these countries in the
first place?[Pauses and thinks] “Yes and no. You see, counikesSenegal and Ivory
Coast, but also the Levant [Lebanon and Syria] lsepired to many of our standards at

the hospitality level, and because this is our naisiness, this is why we are there.”

“We fulfill a need, and we can do it better thae tinglish or the Spanish. Today, like
when | started, we market our Sofitel brand asdkpeEnglish] with a French touch.
(...) Familiarity | suppose is also a way of reci@lbg reinforcing their belief in our
competence as a service provider and our beliethleg are willing to pay for “French”

standards.”

Decisions to enter Africa “were made strictly a& top and then a suitable manager was

found, usually he would have experience in Afritaady.”
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Accor adheres to a very strict international inmestt and expansion vision. Nowadays,
“we have a team of experts —consultants — in lega administrative areas mostly.
They come in and make a market analysis for thecpéar location and we proceed on
the basis of that.” Nevertheless, “even though i8hgk [Accor’s] corporate language
in most international venues, the way the compaewgs through French channels and

this is reflected in our earlier expansions.”

It is important that managers are “capable of hagdh wide scale of problems that are

common in these countries: finding local supplend dealing with authorities”.

Tourism is on the rise “especially in Egypt and tBoAfrica”, both of them non-

Francophone. “Well, these countries have a diffetestory of course, and a longer
history of indigenous hospitality sectors as welagain, we have largely used local
managers or managers with local experience. In tactEgyptian regional manager is

French and as far as | know, actually speaks Frarohin his daily operations.”

5.2.2. Efacec

Efacec sees itself as a company of reference iardeeof electricity transformation and

distribution in the countries of Southern Affta

In 2006, Efacec defined Angola, Mozambique and [$@ditica as the strategic markets
of Southern Africa. By the time of the interviewfaBec counted with 200 employees in
Southern Africa, of which approximately 50 wereAingola and most of the remaining
in Mozambique. The vast majority of human resouraes located in Portugal’'s two

former colonies.

Why were Angola and Mozambique set as strategiketgrand not larger markets
such as the DR of the Congo or Zimbabw#&cec has timidly and mostly unsuccess-
fully attempted to enter other markets in South&frica such as Zimbabwe and the
Democratic Republic of the Congo. However, accaydim Jodo Sousa, “Efacec is a
small company when compared to ABB, Siemens aner attultinationals, so it had to
make a choice.” Mozambique and Angola are markéisrevEfacec has a long expe-

rience and extensive knowledge, which justifiesdheice.

22 \We define Southern Africa as the countries belongd the Southern African Development Communi-
ty (SADC), namely Angola, Botswana, Democratic R#jguof the Congo, Lesotho, Madagascar, Mala-
wi, Mauritius, Mozambique, Namibia, South Africay&iland, Tanzania, Zambia and Zimbabwe.
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Efacec was under the control of ACEC, a Belgian gany, when it entered Angola in

1967, around the same time as it entered Mozampfgskeas an agency and later as a
legal Angolan firm. It was the Belgium firm who defd for Efacec the mandate of

exporting to the Portuguese territories only. E€amsturned to full Portuguese control

in 1984. However, it was not until the redefinitiohthe strategic markets in 2006 that
Angola would receive more attention from Efacecwd#s in the midst of this process

that Jodo Sousa was brought from his positionerFdr East to be placed in Angola.

According to Efacec, important contracts have ba@#ained together with major Ango-
lan compani€s. Currently, Efacec is trying to make an investmaint5 million Euros

but according to Jodo Sousa, “things are not €asyOne of the problems of the mar-
ket is its maintenance.” In addition, the stateumstable, dysfunctional and corrupt;
“power and decision-making is too concentrated. thgre is no planning, no philoso-

phy nor coherent policy”, “they think and carry with policies without coordination”

How was the market analyze&zcording to Jodo Sousa, an external consultant was
hired for six months to research the Angolan markktrket knowledge about Angola
was also available internally as a result of Efacegperience. However, ithe men-
tioned report, the lobbying capacity of the Poreggiwas overestimated, the easiness
to raise money was overestimated and the poteoitidle market was underestimated.
In general, the picture of Angola was not the dear‘from everything | had heard, and
my parents had been here [in Angola] in the 196ftsjnd a completely different coun-

try from what you would expect.”

Having good market references in Angola was a ceaantage for Efacec. However,
the large financial resources necessary to workagen like Angola place Efacec in a
position of weakness. After all, Efacec is “smaliem compared to ABB, Siemens or
other multinationals” and hasweak financial capacity. “The main threats to Ploetu-
guese [companies] are the Brazilian and the Chipes@panies] (...) unfortunately
Portugal does not have the financial capacity os¢hcountries, otherwise [Angola]
could be the El Dorado.” Chinese competition haereebrought an end to an invest-
ment project of Efacec. At the time, it was notedt tthe electricity companies in Ango-
la “are more interested in importing products fr@hina, covered by the credit line

Beijing granted Luanda.” However, “this will hardaffect the high turnover achieved

% Empresa Nacional de Electricidadempresa de Distribuicéo de Electricidadad UNITEL.
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in that country, said Alberto Martins the companglsef executive.” (New Europe,
2007)

Indeed, Angola is a market worth pursuing becauises dast economic growth and the
huge market potentialn the aftermath of the civil war, the vast Angokectric infra-
structures as well as production facilities neetdéadeveloped. The common linguistic
platform and the cultural affinity were aspects emided by Jodo Sous®ue to the
colonial heritage “most technical norms and speaifons are of Portuguese origin.
Therefore it is relatively easy for a Portuguesepany to offer a product in Mozambi-
que and Angola as it does in the home market afuBal. The same does not happen,
for example, in South Africa.There is also a positive Portuguese reputatione “oh
the biggest hydrographic projects of Africa was mag the Portuguese; therefore our
technical influence there is quite substantial” gpebple [in Angola] recognize that the
Portuguese quality is very good”. However, there aegative sides to the reputation
too: “in these markets, the Portuguese is alsoteelpior, in a short period of time, ar-

rive, make money and leave to never come back.”

According to Jodo Sousa, the business culturesitu@al and Angola are similar; “un-
fortunately, in the countries | am responsible tbey developed the worse the Portu-
guese could have taught. | am talking of the buredic processes.” However, there is
a shared cultural understandirfgre are the only ones who understand and know them
and know how to deal with them and them with ugdie Dilateral relationship is hard to
define. According to Jodo is like a love-hate ielahip: “Hate, because they don't
forget what we have done to them during the coldimaes. Love, because they can't
live without us. And to be sincere we can't livahlaut them either.”

Furthermore, the Portuguese government suppoms fin the market via a credit line.

In Mozambique, Efacec has been gradually consatigats position as a major player
in energy transmission and distribution projeats2006, Efacec reinforced its partici-
pation inEfacec Mogambique, Ldaand came to hold 100% of its share capital. The
main customers of this company &BPM - Electricidade de Mo¢cambiquand various
private companies, with important projects in thergy and automation areas, such as
the control centers of the Maputo electricity netwvdefacec signed, through the engi-
neering unit, the contract in 2009 for the rurac#iification of the Province of Cabo
Delgado. That contract envisages the electrificatibthe northern coast of Mozambi-

que, from Mocimboa da Praia (at the border withZaam) to Palma (100 km from
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Pemba), with approximately 125 km of 33 kV line doa voltage distribution to adja-

cent population centers.

In relation to Mozambique, “it is a country whetésirelatively easy for a Portuguese to
be”, again underlining the role of a common languathe market potential is large:

3000kms and all the infrastructures to be builts Imore stable than Angola, and there
iIs a strong presence of Portuguese companies. éassiis supported by credit lines
from the Nordic countries, China and Portugal.

For both Angola and Mozambique, Jodo Sousa agnegsftPortuguese companies had
the same financial capacity of, for example, then€se companies, the Portuguese
would be in a position of advantage due to theucaltaffinity, language and expe-

rience.

Besides Angola and Mozambique, South Africa is algwiority country of the South-
ern African market. Consequently, Efacec’s compfmmySouth Africa, EFASA Ltd.,
was created in September 2008. With offices in dobsburg, Efacec has already won

important business in this market, especially eaasf energy.

This success led to Efacec, through its switchgpeainess unit, becoming one of the
strongest references in the South African markeibkng the group’s expansion in the
region to be leveraged over the next five yearsvéi@r, “in South Africa, the cultural
affinity is inexistent” and “financing is inexisteim South Africa.”

Joado Sousa acknowledges that “South Africa is drikeomost developed countries in

Africa. Its market is mature, as opposed to theddang and Mozambican markets, and
it is possible to find qualified human resourcés.ports are access doors to Africa and
it bridges Africa and Asia” and refers to Southiédras “an extremely interesting and

mature market’Even though'Efacec likes to work in this kind of marketshe South

African growth prospects are not as good as thbsegola.

5.2.3. Savoye

Savoye’s presence in northern Africa was triggdrgdhe developments in Tangier’s
port capacity along with “special tax arrangemerastl the improvement and expan-

sion of the Moroccan and Tunisian educational @ogr and consequent expansion of
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the pool of skilled labour. According to Guarnetie shared linguistic platform and
cultural similarities between France and Moroccaypt an important role too. “Now
we can work with Morocco and Tunisia because westading to have access to edu-
cated people and also they speak French”. “Welaat, the advantage is the language,
French. Many people speak French but also, frorh bates we have a good under-
standing of the culture, a Moroccan knows the Hreartd vice versa, we know the dif-
ferences between our countries and we can work thébke differences.” Furthermore,
“they are adapting to a modern lifestyle and Euapp@gain French logistics companies

especially, are adapting as well to take advantage.

Even though Guarneri sees Northern Africa as afépeopportunity” for Europe, he
points the lack of safety as one of the most detgmspects for doing business there,
and also a major disadvantage when compared withaCGind India (referring to the
specific case of software outsourcing). “Compaaiesnot comfortable to work in these
countries. The “deal-breaker” is that, yes ther@psrating risk in doing business in
these countries, but when that risk becomes darséne’s life, it's too much!” Moroc-
co is doing a good job to improve democracy whielpf to create a more suiting busi-
ness environment for foreign companies. Guarndritisinks that Africa has potential
as a whole and that positive links can be estaddishith Europe and especially with

France.

Guarneri sees Savoye’s business model as susiibabhuse it makes use of Moroc-
can and Tunisian engineers to develop softwareatride same time transfers profits
and technology to the countries. Furthermore, lese arrangements of buying soft-

ware we are also obliged to train, and so we aresterring value.”

For Guarneri, trust is very important in businesktionships, especially in countries
like Morocco and Tunisia. Savoye gathered profesdionformation about the markets
with the help of a consultancy company from Canaalked GCL, but with a local con-
sultant — Kemal Shrebi - “a serious guy” who hagked for Guarneri before. “They
prepared a study about the country’s logistics iafrdstructure, economic tendencies,
the evolution of Tangier port, where | could fincdbper labor, et cetera.” According to
Guarneri, Kemal, the consultant, is an asset bechesknows Europe, has studied and

worked in France and Canada, and knows the woddworocco very well.
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5.2.4. Sovena

Sovena has approximately 98% of its sales in tHeSaharan Africa concentrated in
the former colonies. Throughout the interview Jefiessed the importancelofistics
On one hand, adequate logistics allow for physicael economical viability. Because
“direct transportation lines are in place; they aj® have been, since the colonial
times”, Sovena can place their products at a Igwiee in the former colonies. Shipping
to other countries, means going through other Erangports, which will have an im-
pact on the pricelhis aspect is very important for commodities whaméy the price is
determinant. On the other hand, it is an importarknow the logistic operators. In An-
gola, Sovena practically knows “all the medium gade logistic operators” and holds
around 60% of the edible oil market. “In Cape Vemnte know them all. In Sdo Tomé
and Principe we know the large ones. In Mozambigaeknow all the ones who want
to work with Portuguese products.”

However, logistics is not the only thing that megteSimilar food customs also help
Sovena’s business success: “In the whole of Afpilan oil is very popular; in the Por-
tuguese-speaking Africa they are used to soydtasila different product. They are used
to cook with that oil."This is important, especially in branded goodsabse it allows
Sovena to sell theame products in the former colonies and in Poltdgathermore,

consumers in the former colonies are accustomedogatito the Portuguese brands.

Culture matters too. It is important to know therked and the consumers and “we
know very well the consumers”. However, when contied with the sentencbecause
we know Brazil like few and its people like no aglse”, taken from Sovena’s website,
and asked about its applicability to the formerooéés context, José Ramalho did a
long pause, smiled and replied “I have never séati.tHowever, he didn’'t want to
agree and disliked the sentence.

So, while better logistics give an advantage in keepmg price of commodities low,
knowing the consumers and having similar traditiang consumer habits, as well as
the consumers’ loyalty to Portuguese brands giveeS® an advantage in branded
goods.

Unlike the answers of Jodo Sousa from Efacec,dsé Ramalho, the market size is not
a decisive factor for exports. Sovena has a stpmsgjtion in the former colonies be-

cause it is generally easier to be in those markegsardless of their market sizes.
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Depending on the industry, José Ramalho thinks iitaitural for a Portuguese company
to initiate the internationalization process in themer colonies. For that, a shared lin-
guistic base is important. “It makes it easier” @agives Portuguese firms an advantage
as, for example, “law firms are not prepared taevcontracts in Chinese, Russian, and

eventually English.”

In terms of culture though, “we have some diffirdt cultures are very different” and
“they negotiate differently”. Jodo mentioned thbdl relations, languages and primitive

habits, as well as the different religion in theeaf Mozambique.

The former colonies are much related to Portugatl alpe not an extension of Portugal.
According to Joéo, “in this context, where markealgises are difficult to make, this
proximity and the common language can be distratti¥it is important to know the

consumers to avoid errors of under or over valmatibthe market”.”It is necessary to
make much deeper analyses of the market than shag¢ing done before taking the

decision to invest there.”

In relation to alternative markets in the regiomvé&a is aware of other interesting
markets, and they have ambition in those markets & that means an effort in terms
of price offering. However, those markets are mmrmpetitive, so according to Joao,
either they have the logistic partnerships that entide business viable or it does not
become profitable. For example, “South Africa igesy developed economy, they are
producers, and have their own industry and brambs. South African consumers are
also more sophisticated” For Jodo, this is actuallghreat to [Sovena’s] exports to Mo-

zambique”.
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6. Overall data analysis
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Figure b. Structure of the analysis. Source: Oveaion

As mentioned in section 4.2, a multiple case stsiayuld merely be understood as a
means of preliminarily pattern seeking across c@sies 2009) and a means of deriving
causal mechanisms from relevant matching of thaad/empirical findings (Dubois &
Gadde, 2002). The patterns that have been obsdreaaver, hold true among the en-
tire sample set despite their high diversity inusisly and expertise. It is therefore that
the analysis of the data obtained from the intevsibegins by heeding and discussing
the most important patterns observed. These pati@m 1) the generalizations from
company- to country level relationships, and 2) ¢hural and linguistic affinity ap-

pealed to in all four interviews.
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6.1. Corporate to national level generalization

It is noteworthy to stress the fact that when asling the relationship between their
company and the local partners, at one point, vesied, three of the four interviewees
(Sousa, 2010; Guarneri, 2010; Moscheni, 2010) asledged that a number of benefits
of entering the former colony market they mentiopedained not only to their compa-
ny specifically, but also to a more broad conteéXiotors and benefits that affected the
relationship between their home country and thené&rcolonies in general. Examples
include “Now we [the French] can work with Morocemd Tunisia because we are
starting to have access to educated people andlagaspeak French, they know our
culture, (...)" (Guarneri, 2010), and “we [the Pontege] are the only ones who under-
stand and know them [former colonies] and know howeal with them and them with
us” (Sousa, 2010). Reiterating the interview guitles, stressed that the lead question in
the interviews pertained to why tkempanyentered their particular African market. If
the responses that were posed specifically abeuintierviewees’ company are subse-
quently answered at least partially with an appedhe affinity or disparity imation
level values and advantages, one can deduce #habtintry context and more specifi-
cally the former colonial relationship is at legsésent in the minds of the FME deci-
sion maker when considering entry into these regiand at most an — albeit not con-

cretely defined — entry criteria.

6.2. Disparities in industry and background, but similar conclusions

Another pattern that was observed throughout the ifderviews was that all the man-
agers stated the linguistic and cultural affinigtween countries as a result of the co-
lonial heritage as being a competitive advantagehfeir respective firms, albeit to dif-
ferent degrees. It is noteworthy to mention thaséhconclusions are similar across the
cases despite the striking dissimilarity betweesn ¢hses and the interviewees. These
differences mainly manifest themselves in the that 1) the informant managers stem
from very different professional backgrounds amigeasignificantly in terms of corpo-
rate experience, and that 2) the industries (ebégtrolive oil, hospitality and logistics)

are clearly diverse in their focus and generaltegia considerations. Despite all being
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market seekers, they do not hold any significamtilarities in terms of target market

characteristics.

It was found, for example, that the intervieweesrirAccor and Savoye elaborated
much more freely about abstract advantages of thanket (such as cultural ‘assets’
and cultural similarities) and were more at easé waming them asld colonies The
interviewees from Sovena and Efacec stayed mamdyfirooted in their technical ex-
pertise when answering questions and used morenahtarguments such as market
opportunities and operating experience. Becauskeeooose and “follow-up” interview
setup, these different orientations inevitably tec different flow of the interview and
a different degree of emphasis on the guiding guesin every interview. The fact that
again, despite these differences in the intervievegss (and regardless of the cause of
these differences) similar conclusions were reachexight the researchers to examine
the response types more closely and to group tHeng aound theoretical lines that
correspond to the aim of viewing the colonial elatres a causal mechanism in a hete-

rogeneous sample set, as discussed in section 4.5.1

6.3. Psychic distance (P) & Rational choice (R)

As mentioned in section 4.7, from the interviewdata reduction framework was de-
veloped for the purpose of distilling categoriegfemes along which the interviewees
reasoned when discussing the justification of FMEisions into former colonies. By a
process of gradual reduction and generalizatiom femecdotal meaning units to re-
duced meaning units, sub-themes and eventuallyabe(aee figure 5 and 6 below), it
became clear that the arguments used to communmsegstment justifications could be

“mentally isolated” (Rand, 1990) along the lineswb general conceptual themes:

1) factors that the interviewees mentioned thatapeed particularly to network advan-
tages, sharing a linguistic platform, sharing aatwalues or acknowledgement of a
certain French or Portuguese national value withéncompany, and

2) factors that pointed to (e.g) quantifiable ecoimand competitive advantages of

being present in the former colony.
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This distinction broadly conforms to the distinctibetween theoretical points of depar-

ture of assessing foreign market entry decisionmase in the literature review: on the

one hand the rational choice economics perspeativepresented by Buckley and Cas-
son (1976, 2009), Hennart (1982, 1991), and Lasg@®07), among others, and the
psychic distance and network perspective as repiesdy Johansson & Vahine (1977,
2009) and Ghemawat (2001) on the other.

. . Condensed meaning unit Descrip-
Case Meaning unit tion close to the text Sub themes
“In general though, we have been wel- - . .
. . ..| Familiarity exists in Accor’'s com- | Advantages/disadvantages of a
Accor COmEd warmly and experience a famili 1Jr;unication (in French) with African| shared managerial style and/or
feeling when we use the same expres- T
- . partners. linguistic platform
sions et cetera.
“In the end, professionalism should Professionalism is more important ) . S
. - . .| Tackling managerial uncertainty in
Accor always have the upper hand over feelindban feelings (colonial grudges) in - .
oI h African countries
| think. business.
“Most technical norms and specifications
are of Portuguese origin. Therefore it ig
relatively easy for a Portuguese companyechnical norms and specificationg Quantifiable economic and compet]
EFACEC| to offer a product in Mozambique and | are similar in Portugal and lusophonve advantages of being present in
Angola as it does in the home market gf Africa former colony
Portugal. The same does not happen, for
example, in South Africa.”
"Right now, we are trying to make an Efacec faces difficulties in a large Quantifiable economic and competj
EFACEC| investment of €15 million, and things a € westment in Angola %€ | tive advantages/disadvantages of the
not easy." 9 market for the company
“In this context, where market analyse§ Common language and proximity | Advantages/disadvantages of a
Sovena | are difficult to make, this proximity and | can be distractive factors in marke{ shared managerial style and/or
the common language can be distractiveinalyses linguistic platform
“direct transportation lines are in place; ansport lines are in place since Quantifiable economic and competj
Sovena | they always have been, since the color i%lr POT P tive advantages of being present in
; , olonial times
times former colony
“Well, in fact, the advantage is the lan- .| Advantages/disadvantages of a
Savoye | guage, French. Many people speak Advantages for French companies shared managerial style and/or
" are the shared language T
French linguistic platform
“ from both sides we have a good under-
standing of the culture, a Moroccan Northern Africans and the French .
: ... | Advantages/disadvantages of a
knows the French and vice versa, we | understand each others' similaritieg -
Savoye . ; .. | shared managerial style and/or
know the differences between our cour-and differences and can work with linquistic olatform
tries and we can work with these differ{ that fact 9 P
ences”

Figure 5: Examples of meaning units, condensed mgamits and sub-themes

Source:

own creation (see Annex 6)

Sub-themes Themes
Advantages/disadvantages of a shared managetilasigl/or linguistic platform P
Cultural and managerial differences P
Advantages/disadvantages of similar cultural habitshe company P
Advantages/disadvantages of national values aredsassthe company P
Quantifiable economic and competitive advantagdseofg present in former colony R
Quantifiable economic and competitive advantageaftliantages of the market for the company R
Tackling managerial uncertainty in African coungrie R
Network advantages of the market to the company P

Figure 6: Sub-themes and themes. Source: own greati
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6.4. Proposed categories of justifications derived fronthe sub-themes

Given the fact that the ultimate aim of this thesi® shed light on how managers justi-
fy their FME decisions into former colonies, itimportant to distinguish between dif-
ferent kinds of justifications used by the four ragers and to assess the weight that
these justifications place on the former colon@éationship between the relevant coun-
tries. Apart from the “P” and “R” categorizationrded from the data reduction frame-
work, this has proven to be the other and perhapst mportant function of the data
reduction process. By rigorously using the Them@mntent Analysis data reduction
method, clear conceptual groups or sub-themes lbese formed that “omit” the actual
statements made by the interviewees but encompeasswithout overlap (Rand, 1990).
From the sub-themes in the data reduction frameyfiglkire 6) it becomes clear that
six of the eight types of meaning units pertaingectically to advantages (or disadvan-
tages) of the entry market in question, i.e. jiestion categories for foreign market
entry. The other two, i.e. “cultural and managediffierences” and “tackling manageri-
al uncertainty in African countries” are categorggsstatements, not justifications, and
are discussed in section 6.5 below. The six engiyiobserved justification categories

are therefore factors that pertain to:

1) similar language or managerial culture in host lamehe country

2) similar cultural habits in both host and home count

3) host country acknowledgement of national valuesassets in the company

4) quantifiable economic and competitive advantagebeidng present in former
colony

5) quantifiable economic and competitive advantagebeimarket for the
company

6) network advantages of the market to the company

Of these FME justification categories, only 6) & relatable to the colonial past.

6.5. Observed “P” factors: network and psychic distancefactors in former

colony market entry decision making
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The four “P” sub-themes found in the interviews l{sted above) share similar charac-
teristics in that they all pertain to the degreeviginity perceived by managers when
motivating their companies’ investment decisionsthivid them, however, an interesting
distinction is found. Theoretically, the sub-thethat encompasses network advantages
of the market for the company (sub-theme 6) congofinmly to the notions expressed
by Johansson and Vahlne’s (2009), i.e. that relahgs offer potential for learning and
for building trust and commitment, both of whicle aontended to be preconditions for
internationalization. The other three, i.e. 1) &mianguage or managerial culture in
host and home country, 2) similar cultural halbitdoth host and home country and 3)
host country acknowledgement of national valuesassets in the company are psychic
distance factors that relate unambiguously to ffects and repercussions of a shared
colonial past. Interestingly, the interviews showad above-average polarity in the
statements belonging to those categories. Exanopldgs emphasis include “language
makes it easier” (Sovena, 2010) and the “linguisédtage is an asset in West Africa in
terms of understanding and efficiency” (Accor. 2P0t “in this context, where market
analyses are difficult to make, this proximity ahé common language can be distrac-
tive” (Sovena, 2010) or while “Angola has a gre#inay with Portugal” (Efacec,
2010), “cultures are different so there are diffies” (Sovena, 2010), “we stem from a
French managerial culture that is readily undedsdhbte in West Africa” (Accor, 2010)
but “business culture is different” (Sovena, 20J43.contended above, these three “co-
lonial” investment motivation categories encompassrong psychic distance orienta-
tion; after all, “psychic distance depends on howralividual perceives the world and
the differences between the home country and tlegio country” (Sousa and Bradley,
2008). Because of the psychological nature of thyelpic distance concept, it seems
logical that an aspect of ambiguity is more presernhese categories than in ones that
are based in the aforementioned network advantages;en more so, the quantifiable
economic and competitive (“R”) advantages. Nonetb&lthe aspects founded in psych-
ic distance are perceived as highly important ag tkepresented an important aspect of

the interviewees’ responses in the research.
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6.5.1. Notes on the rationally motivated statements @éitiierviews

It is for the reasons stated above that we emphdbke less understood “P” categories
in this analysis. This does not mean, however, Weatownplay the importance of the
influence of network advantages, nor do we discai@tquantifiable, rationally moti-
vated (“R”) arguments for FME entry into the formsslony. On the contrary, they
represent the findings of this thesis that arentwst unambiguously conform to the
theories elaborated on in the literature reviewlo®ethe findings and their theoretical

foundations concerning the “R” elements are given.

The rationally motivated sub-themes as listed gure 6 are: 1) quantifiable economic
and competitive advantages of being present irfdimeer colony, 2) quantifiable eco-
nomic and competitive advantages/disadvantagdseaintarket for the company, and 3)
tackling managerial uncertainties. Concerning $wdrie 1: the advantages of being
present in the former colony, the statements mgdbd interviewees pertained mostly
to advantages due to increased knowledge of th&emnar close interaction and ties
with important local partner@examples)Concerning sub-theme 3: tackling managerial
uncertainty, it was observed that the interviensesssed one of two types of strategic
elements: 1) the importance of experience of theagers involved in executing the
market entry (Accor, 2010), and 2) the importantesaund market research (Accor,
2010; Sovena, 2010; Savoye, 2010). From a theafgi@nt of view, both justification
sub-theme 1 and 3 can be said to be motivated dlmdjnes of rational choice eco-
nomics. As in Lasserre’s (2007) framework, in thasggiments, the attractiveness of the
target market is viewed as a sum of the opporesitisks and industry and competitive
structure. The importance placed on sound marlsstareh further conforms to the ra-
tional arguments stated in the literature revieWhe market entry (FME) decisions are
framed as a rational response to conditions imtheket and are seen to be made on the
basis of objective information gathered systemlyicaa market research.” (Douglas
and Craig 1983; Root 1977, 1994; Young et al. 1d&%lin Ellis 2000

The other category (sub-theme 3), i.e. the investrustifications made that appealed
solely to the market advantages or disadvantageketocompany, included mostly
statements about market size, company size, maggsartunities, operating risk and
growth opportunities. These can therefore be saigetmotivated from the perspective

of the firm characteristics and their operatingisanment.
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Again, we do not discard or discount these marké#tygustifications obtained in the
interviews, yet they seem to conform largely tosérg research and are therefore of
lesser interest in terms of theory building. Aduhtally, looking back at our organizing
framework for research on internationalization fig) 3), we find that the “antecedents”
section in the model is where market entry jusdifiens play the largest role, as it is on
the basis of these justifications that the subssigi®IE decision is made. Ellis (2000)
also stressed the awareness of market opportutdatibs the critical element in these
antecedents, but as discussed in the literaturewethis thesis contends that awareness
of market opportunities is not merely a sum of abties, formal search and ad hoc
search (Ellis, 2000) as represented by the “R” thefdditionally, it is influenced by
assumptions of the managers about opportunitig¢aiperg to a perceived lower psych-
ic distance. The research done in this thesis glyosupports this notion because, as
mentioned above, an evident polarity towards thHB$gustifications was found in our

interview results.

6.6. Proposed framework for verifying justifications pertaining to competi-

tive advantagederived from former colonizer-colony relationships

Simply put, managers looking for guidance to tfi@ieign market investment decisions
can choose from traditional frameworks based aomality or frameworks founded in
the notion of psychic distance. Two frameworks -sdeare (2007) and Ghemawat
(2001) - representative of each of the perspecive® presented and discussed in the
literature review. As we noted then, both approadieve weaknesses. While Lasserre
(2007) puts an emphasis on opportunities/risks n@zlveat promotes psychic distance to
the centre of the decision-making. While that gagyy mot be very relevant in many
internationalization cases, the colonial casesetesl here seem to have a magnifier
effect on that gap. That is because the justificatiategories established in this thesis
reflect the fact that aspects founded in psychstagice are important, if not critical,
investment justifications for French and Portuguesaagers in these former colonial
operating markets. What is more, as initially hyygsized by the authors, certain effects
of the colonial past have often been simply statedefined benefits, but when asked to
elaborate, the interviewees were often unable fmelevhy these factors represented
concrete competitive advantage for the companiegi@stion. It may seem obvious, for

instance, that a similar linguistic platform or tcuwél affinities between two partners in
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business improve their changes of economic sucktksgever, these were subsequently
taken as a given and left very general. An exaropliis reasoning is Mr. Guarneri's
(2010) response when he was asked to elaborateedmguistic and cultural similarity

that he previously evoked:

“Well, in fact, the advantage is the language, EneMany people speak French, but also, from
both sides we have a good understanding of thareula Moroccan knows the French and vice
versa, we know the differences between our coumtme we can work with these differences.

Again it's not far away... so | see many advantages,”

In all of the cases, similarly general responsesevgiven, leading the researchers to
believe that there is room for improvement in afiéng to quantify the link between
each one of the aforementioned justification categand the economic or competitive
benefit they bring. In fact, recalling the psycllistance paradox as presented in the
literature review, assumed psychic vicinity “may rigmlity be more distant than ex-
pected” (O'Grady & Lane, 1996:325). As was seeHasseini’s (2008) study of Cana-
dian firms in the USA, mental maps or preconceinda@s of an assumed similarity and
what it would be like to do business in a new mahas the obstructive capacity of
creating barriers to local learning. It is therefaf utmost importance that an assumed
psychic distance benefit is examined and quanttbemlvoid mistakes in judgment.

The following framework aims to address this isduesum, the proposed framework
fulfills two main functions that are not adequatelgdressed to date: first of all, the
framework emphasizes the usually inadequately ddfitP” justification types as as-
sumed prior to the investment decision, and segoiitdiorces the managers to think of
these justifications as quantifiable economic aathgetitive advantages. The frame-
work and its place within the organizing framewéok research on internationalization
(Mitra & Golder, 2002; Meyer, 2002) are given belolihe proposed framework de-
parts from the organizing framework for researchimernationalization in order to
more clearly illustrate its time perspective of tHdE decision process. It is meant to
be used post-FME decision, i.e., for decisionsaalyetaken (as the case companies in
this thesis) thus the consequences of the assumptat supported the entry decision
are ought to be reevaluated in order to see thepoi@ntial quantifiable economic and
competitive advantage. The section 6.6.2 suggeststiis framework could be applied

for the four cases of interest to this thesis.
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Figure 7: Proposed framework for verifying justifions pertaining to competitive advantage derived
from former colonizer-colony relationships. Sourgen creation

6.6.1. Applying the framework: Quantifying the benefitpr#sence in the former
colony

P factors that pertained particularly to sharing alinguistic platform

In the empirical cases and from the documentalyaigailve carried out, many were the
instances where language similarities were poiated clear comparative advantage
when doing business in the former colonies. Howdess were the instances where the
benefits of those similarities were known to resula clear, quantifiable economic and
comparative advantage in relation to foreign comgst A common language is gener-
ally and logicallyassumed to benefit business relations and in that way ettpg deci-

sion to enter a specific market. As Eng. José Rlaonfibm Sovena mentioned, sharing
a language “makes things easier.” (Sovena, 201@Weder, a common language is not

a necessary condition for internationalization sgscif it onlymakes things easieA
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common language is a necessary condition for ss@mes can represent a real competi-
tive advantage if it is at the core of the busingsyposition, is valuable and costly to
imitate, or even rare. Such is the case of Efac@tngola since the technical specifica-
tions of the works required by the clients are cbohePortuguese and are based on the

Portuguese technical requirements.

P factors that pertained particularly to sharing cutural values

The case of Savoye’s outsourcing business in Moraod Tunisia illustrates how shar-
ing cultural values iassumed — like sharing language similarities - to represebene-

fit in business relations and support an entrysieni For instance, Jean Michel Guar-
neri noted the advantage of being able to recriibeoccan IT consultant with an expe-
rience (“speaks French”; “studied and worked innEeaand Canada”) that would make
him a perfect candidate for the job. It does solagic but we do not know how this
experience manifests itself in concrete areas okulting expertise. Does he know
more, for instance, about the corporate cultur@ ¢irench company, the hierarchical
structures, the legal issues or the commonly erteoeh problems between Moroccans
and French? In other words, we cannot tell, withmetins of comparison, whether this
“shared culture” does in fact represent a conaetesnomic and competitive advantage

to Savoye.

P factors that pertained particularly to acknowledgement of a certain French or
Portuguese national value within the company

Accor relies on thérancophonien its wider meaning, i.e. not just in terms of langeia
but also in terms of culture, for its business irstVAfrica. The very notion of hospitali-
ty is according to Claude Moscheni, bettered wittFegench touch”, even though he
acknowledged that “sometimes being French in tidsees can be a disadvantage in
terms of history.” However, how does this assumedefit manifest itself? As far as
our conversation go, Accor does not possess c@ndethils showing how the French
“fulfill a need (...) better than the English or t8panish” in West Africa (Accor, 2010).
Nor does it possess knowledge on how the “Frendingeso important that it must be

included in West-African marketing efforts more ymiaently.
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A common language, shared cultural values and maltiealues within the companies

are important factors when French and Portugueses fconsider entering their former
colonies in Africa. However, these examples show kizese aspects often stay in the
realm of assumption and perception, without coecfatts to verify those assumptions.
The proposed framework “forces” managers to thirdgmatically on how a common

language, shared cultural values and certain rati@iues within the companies can be
leveraged and materialized as well as objectivdbjed to the companies’ internationa-

lization strategies.

6.7. Overview of the Implications of the Data Analysis

From the research and subsequent analysis it bedaarethat both “P” and “R” factors
are used to explain the investment in the forméorgg and therefore that both the
psychic distance framework and the rational (Lass@007) framework have merits. It
iIs deemed insufficient, therefore, to argue sotbng the logic of either the former or
the latter framework when explaining the investnastision. After all, the managerial
justifications have shown to take place in bothetisions. We have also seen that some
essential psychic distance factors specific toftlmmer colonizer-former colony rela-
tionship are not addressed and cannot fully beiddted in the psychic distance frame-
work that exists today. These have subsequently lokgtinguished in a practical
framework that can aid managers in their operatemms future investment decisions.
Additionally, the research has added credibilitythe previously posited causal rela-
tionship between the colonial heritage and thestaent decision in French and Portu-

guese former colonies.

6.8. Reiteration on the Ontology, Epistemology and Methds used

After having established and fine-tuned every ohthe elements identified in the sys-
temic combining model (figure 4) of matching theatye empirical world, the cases at
hand and the framework above, it is possible tairly revisit every step that has led
to the conception of the conclusions in this thesitlogically, epistemologically and
methodologically. First of all, the critical redligpproach to case research implied that
the research question identified a clear reseanelngmenon of interest (Easton, 2007),
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i.e. the increased trade and economic relationdiepseen former colonizer and former
colony, and subsequently attempted to uncover tamsahanisms for this observed
fact. The most fitting point of departure here w@sise interviews to delve into the jus-
tifications used by managers for their investmestision in former colonial markets.
The justifications, as noted in section 4.1.2, laga potential distortion between reali-
ty and perception, and perhaps even a consciotmsncgof the true motivations of en-
try. Naturally, this is taken into considerationattempting to analyze the obtained data,
and the researchers have therefore largely abdt&éiaom qualitatively judging the in-
terviews themselves, but have rather used the wlgcThematic Content Analysis
model to conceptually distinguish themes and categ®f justifications as used in the
interviews. This objective distillation of themedubbed “P” and “R”) and sub-themes
or justification categories used by a heterogensansple set of French and Portuguese
managers (theoretically defined as representativeahie research question at hand in
section 3.6.1) allows for a degree of theoretieagalization. Easton (2007) contended
that this generalization under critical realist wentions “occurs by virtue of clarifying
the theoretical nature of the entities involvea tiays in which they act and the nature
and variety of mechanisms through which they etteir powers or acted upon by oth-
er entities.” In this thesis, the entities, i.ee thvestment decision makers, have been
theoretically defined in terms of their internatiddimation motivations in the literature
review (which also includes the “other entitiesg, ithe local partners and conditions of
entry). Next, the mechanisms through which theyifjad their decisions have been
identified from the empirically obtained data frahe interviews. Matching the theory
and the empirical data with each other and with dages allowed the researchers to
distinguish a separate set of potential causal ar@sims for foreign market entry — i.e.
the colonially related ones. These were consequerlen into a framework that can
be used to pragmatically and concretely evaluateartiplications and potential benefits
of the lower psychic distance inherent in formedooal relationships between business

partners.

Finally, the choice of a critical realist approaels, with all philosophical approaches
cannot be claimed to be the “right” method of el$aing sound research conclusions.
However, the researchers have chosen for a thélsjscs that delves into an important
aspect of human nature, i.e. the perception oftetienefits. And even though in the

literature review it was shown that foreign marketry decisions have been widely
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contended to be subject to distortions betweenliareefits and perceived benefits, the
critical realist believes that even if these peticgys do not conform to reality, humans
behave as though this is the case. Stated in diedpashion, we view investment deci-
sions as they are given as more than straight fowaationally justified thought
processes, but acknowledge the potentially dislantgure of these decisions as having
real consequences nonetheless. Lastly, becaube 6$dft” or psychological nature of
the research subject at hand, and because of {hertence assigned to an objective
process of data reduction in a subject that isllysladen with normative weight, the
critical realist (and objectivist) philosophy haoyen fruitful for the establishment of

this thesis.
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7. Limitations and recommendations

At this point it is necessary to address the mixaitations inherent to the scope of the
research objective of this thesis, and subsequestlynmend potential future additions
to the findings obtained. The main limit of thise#is is that interest primarily lay in

uncovering the justifications for investment inrfa@r colonies, and hence the (partial)
causal relationship between an awareness of thaniablpast and the subsequent in-
vestment decision of a French and Portuguese daaisaker in a former colony. Addi-

tionally, we have distinguished the different mastitions of the effects of a colonial
past. Now, although the potential distortion betweerception and reality have been
extensively addressed and recognized in this thgsien the objective at hand, the
cognitive processes that poise an interviewee ssvanalong the lines of either rational

or psychic distance motivations lies beyond thepeauf this thesis.

Because this in-depth, psychological aspect i®lgrgft untouched, we recommend an
exhaustive discourse analysis in a more experirhanthcontrolled setup that analyzes
the bias and irrationality that was sometimes thoug be present in some of the inter-
viewees’ answers. Statements such as “they unddrsmand we understand them* or
“we are obliged to a natural partnership” seemécbbject to such a form of heuristic
thought process. By conducting psychological expents one could potentially isolate
the different processes in the minds of foreigediinvestment decision makers, which
would shed more light on the bounded rationalitg drases present when the former
colonial element is present. Kahneman & Tversky’89974) have conducted exten-
sive research on these distortions, and have styiopposed the notion of what clas-
sical economists call “rational behavior”. The diedf behavioral economics that they
have (at least partially) founded and its methotigogychological experimentation
would seem to hold potential in uncovering the éxagnitive processes that have led
the interviewees to answer in a certain way in tgearch, i.e. potentially committing
errors in heuristic evaluation and exhibiting ba¢erational) preference of certain fac-
tors in the former colonial markets. Alas, thespeats we can but speculate on based

on the research conducted for the time being.

Another limitation of this thesis pertains to tlaetf that the interviewees do not entirely
account for the complete FME decision-making prec&s the companies they

represent. The empirical material collected fos tiiesis is thus only an indicator — al-
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beit a good one — of what reasons may have beend#te decisions to enter the for-
mer colonies in Africa. The complete configuratmfrthe decision-making processes in
the case companies throughout time is mostly unknimaus and to some degree to the
interviewees too. Case study research into thesi@cmaking process of firms can
produce better conclusions if the exact decisiokingaprocess of each of the cases is
faithfully reconstructed, all the individuals inveld are interviewed, and the right his-
torical context is taken into consideration. Sulbsed research might therefore include
an organizational and human resource dimensioartbdr analyze the decision making

process in colonial contexts, but on a broader,pzom scale.

The last limitation is embedded in the problem eferalization. We have placed signif-
icant effort in attempting to objectively distilhé themes (dubbed “P” and “R”) and
sub-themes or justification categories used byhaierogeneous sample set, which has
reduced researcher bias significantly. The mechanithrough which the managers
justified their decisions have then been identifiezm the empirically obtained data
from the interviews. Matching the theory and thepaioal data with each other and
with the cases allowed us to distinguish a sepastef potential causal mechanisms
for foreign market entry — i.e. the colonially rield ones. This critical realist method of
seeking theoretical soundness and uniformity ofsaamechanisms in the empirical
data is in our eyes the most logical way to addtessroblem of generalization for a
small number of cases, but we understand thatebeed to which can be generalized is
limited. For the purpose of this thesis, in-deptlalgsis was preferred over superficial
and structured questionnaires of a large manageplsasize. Our findings and frame-
work can already have practical applications, luthier research can provide this li-
mited empirical evidence with a more solid groundtheorization. Hence, apart from
the psychological experiments proposed above, gulese research might resort to
more positivist methods to strengthen the findiog®ur thesis. Due to time and re-
source constraints, this was impossible for thalbdishment of this thesis. Examples of
more formalized future research could include catidg carefully designed structured
interviews with a larger sample of relevant compataff around the question of how

they view the benefits of being present in a forowony.
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8. Conclusions

Theoretical conclusion:

It has become apparent in the literature reviewttimunique case of business relations
between European nations and their former coloniesrica puts a magnifying glass
on an otherwise less noticeable weakness of thktdEature on internationalization.
That is understandable because few internationi@izaases place so much importance
on aspects related to psychic distance as the iabloases presented in this thesis. Fur-
thermore, it is hard to define entry problems @& tolonial case along traditional lines
because of the seemingly obvious nature of its rasgnments: former European colo-
nizers maintain strong links with their former coies at different levels in large part
due to the strong linguistic and cultural simil@stthey share. This is logical but it also
has the potential to distract decision makers froame rational entry assessment. Nev-
ertheless, the ambiguity of the aspects relatgusyohic distance that exists in the pub-
lic discourse on these matters in France and Palrtugs a good reason attempt to con-
cretize this vagueness. The resulting researchaantysis can prove valuable because
the authors identified the weaknesses in the masagstifications. We subsequently
proposed a framework to force managers to thingrpedically on how a common lan-
guage, shared cultural values and certain natieslales within the companies can be
leveraged and materialized as well as objectivdbjed to the companies’ internationa-
lization strategies. Additionally, this frameworkla managers to view the assumed and
concrete colonially related benefits through theslef internationalization timing, so
that they can assess under which assumptions FMEc@msequent business conduct

have been and should be realized.

Overall Conclusion:

In the introduction to this thesis and in chapteit2vas shown that statistically, it is
clear that there exists a skewness in trade aresiment data that represents repercus-
sions of the French and Portuguese colonial pasteder, beyond the state of business
relationships, we revealed the vague and often atvenature of the public discourse
around this topic. Additionally, we have seen ttta discourse on the benefits of a
shared colonial past for French and Portuguesenbsses is rarely backed up empiri-

cally or even concretely — and it is in this undefl way that the shared colonial past
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became institutionalized in France and PortugaénBwore surprising is that managers,

at large, communicate along those lines too.

Our research was therefore directed at analyziagdmmunication methods of manag-
ers when providing justifications for FME decisiansa former colonial context. Hig-

hlighting four case companies and conducting inésvs with managers has given a
preliminary picture of these justifications. Becausf the aforementioned vagueness
and lack of a clear theoretical grounding, our aede approach was a reiterative
process of continually matching the theory, emplrgtata with each other and with the
cases. After having conducted the interviews aralyaed the answers using the The-
matic Content Analysis as prescribed by Anders@®72, we found that the managers
at Accor, Efacec, Savoye and Sovena justified their's entry and presence in the

former colonies in Africa along six categories o$tjfications. Of these justifications,

two pertained to quantifiable advantages and oneetwork advantages, all of which

could be explained using existing theory. Howevleree categories pertained specifi-
cally to a colonially related advantage (and theneefhigh awareness of the colonial
heritage), i.e. 1) similar language or managendiuce in host and home country, 2)
similar cultural habits in both host and home coyr?) host country acknowledgement
of national values and assets in the company. Becthe majority of the justifications

used related to the colonial past, the resulthefresearch were clearly indicative of a
pattern among our otherwise heterogeneous cases. &linough we accept a limited

degree of generalization, a careful theoreticallpported pattern could be postulated
nonetheless: the French and Portuguese managews mnesearch who are active in di-
verse industries but who all operate in a forméoral context are aware of the coloni-

al heritage and assume some form of benefit tigdisocolonial context specifically.

Thus, empirical data confirmed that French andlRmgse managers put a great impor-
tance on factors founded in psychic distance (masthated to the colonial past) when
consider entering the former colonies in Africawéwer, we have also found that these
aspects often stay in the realm of assumption @ndeption, without concrete facts to
verify those assumptions. Certain effects of thimrgal past have often been simply
stated as defined benefits, but when asked to eleydhe interviewees were often un-
able to define why these factors represented ctena@empetitive advantage for the
companies. We have seen there are risks of faltitggthat trap. The psychic distance

paradox tells us that perceived similarities inmgrof psychic distance could cause de-
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cision makers to fail because they do not (adetyapeepare for the differences. The
two diverse existing management tools aiding irgeomalization decision-making as
presented in the literature review are not ablprtwvide a solution for this unique co-
lonial case. On the one hand, this case is chaizstieby a strong psychic distance
component but at the same time, begs for a monetifjahle and economically justifia-
ble assessment of those same psychic distancbu&si Neither of the frameworks
addresses these points simultaneously. Our findtiboition was therefore a framework
that emphasizes the colonially related psychicadist justification types as assumed
prior to the investment decision, and forces th@agars to think of these justifications
as quantifiable economic and competitive advantatmsg the lines of their internatio-

nalization timing.

As a preliminary tool for reflecting on the colohtzeritage as a potential source of
competitive advantage, this framework — and the @fayewing the colonial heritage in
general in this thesis — is in our opinion a dééileap forward from the otherwise va-
gue and ungrounded discourse currently witnesséer All, as the introduction in-
voked, in a global business environment where mattgonal partnerships are increasing-
ly plagued with communication problems, better klemige of each others’ norms, cul-
ture and language can be a welcome asset in egduuitful cooperation — however
uneasily and harmfully the relationship came talb¢hose years ago. French and Por-
tuguese managers have the potential to leverage abeperation with their African
counterparts and to collectively arrive at soum@iesoncrete competitive advantage, and
this research sets the stage for a more pragnmadisystematic discourse about how to

realize this goal.
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Annexes

Annex 1: Interview Guide

The interview aims to illuminate the justificationsed by managers when they talk
about entry decisions into the former colonies frica.

We opt for a very informal, open-ended and conuensal interview setup in which we
try to obtain as much information from the intewese without eliciting fixed responses
by going through a list of questions. Instead, fmsgyuiding follow-up questions were
thought of prior to the interview. Depending on thiial answers of the interviewee,
these “roads” can be taken to move more in-depttinenspecific FME motivation or
other element of interest. This will not only reduthe interview setup bias, but will
also allow us to detect implicit signs of the mamglerlying assumption we suggest are
at play in FME decisions when colonial relations mwvolved.

Elements that need to be extracted from the interew:
- Justifications used to enter and be in the formérges

- Stated market opportunities that reflect extensolgective foreign market re-
search into the former colony in question

- Level of importance or “score” on psychic distaf@etors (cultural, administra-
tive, geographic, economic distance)

Disclaimer and cautions:
The methodological premise of this thesis is altiealist and objectivist, but the actual

interview setup can later be molded further td ‘e required method more precisely.

Remember at all times that the interviewer is d pathe interview and potentially has
a massive effect on the answers given, especiatlyey pertain to sensitive subjects
such as colonialism.

Essential information needed:

We want to find out how the manager and/or compaarye up with the idea to enter
the former colony market and justify their presetieere; the main question in the in-
terview can therefore be formalized as:

Why did you decide to move into [FR/PO former coffh

This should be an open question and the intervieskeuld allow the interviewee to
answer this question freely and as elaboratelyedshk chooses. We will, however,
document which reasons for FME were more promiiretis answer. However, since
we are interested in the process of internatioattin itself, we must implicitly guide
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the interviewee into answering questions aboutthps leading up to the decision, i.e.
how the company chose the former colony market tieeyded to enter.

Guiding questions that implicitly move from “why” t o “how”: (if interviewee does
not answer them without eliciting)

1.

Did you do market research to find the best FMEooy® What did it
consist of (risk analysis et cetera)?

Which elements had priority? (ask both if answeflipis yes or no, but do not
suggest any of the following, just “hope” that théerviewee will move to one
of them him/herself)

o0 Existing network?> If so, move taquestion 2
Business opportunity or niche itsel® If so, move tajuestion 3
Similarity of culture?> If so, move taqquestion 4
Similarity in language?® If so, move tajuestion 5
Acclimatization to French/Portuguese partners, guwental/financial
incentives, other?® Improvise, use elements frogouestions 2-5

O O O O

[Network] Did you have ample available knowledge about
[French/Portuguese former colony]?

Were the previous links to this country formal miormal? Who were they?
Why did these network connections strengthen yiE Elecision?

[Business opportunity] Why did you not elect to move into coun-

tries with larger markets, production efficiencyybng power?-> If
response is based on culture or language or experienove to questions 2, 4
and 5.

Did factors such as geographic distance, admitisstr&ase of entry, econom-
ic/financial benefits play a large role? > this sfien can be used to create

more opportunities for the interviewee to talk aibthe country choice
and decision in depth, so as to get interestifgynmation.

[Culture] In what respect is the culture of [FR/PO formelony]
similar to yours?

Did you find any discrepancies between the expeatetiexperienced similari-
ty? (not to move too deep into cooperation isshesto deduct that similarity of
culture is a preconceived bias instead of a prdaet)
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5. [Language] In what respect is it helpful to speak the samguage?

- Apart from communication, do you think it has otbenefits in terms of mutual
understanding?

Lastly, after working through these questions ia dinder of the interviewee’s choosing
other, more specific questions may be asked tmfilossible gaps, such as:

6. Would you have done things differently in retrogffeére there
elements that were overlooked in the initial FMEidi®n making
process?

- At the end of the interview, you can “reveal yoards” a bit more...
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Annex 2: Interview Accor

Date: 17-11-2010
Interviewee and position: Claude Moscheni is theaeH®perations Advisor to the
Chairman of the Senior Management Board at Accor.

Q: Welcome to the interview, Mr. Moscheni, before w start, I'd like to ask you to
present yourself and tell me a bit about your deatigs with Africa.
A: Thank you. My name is Claude Moscheni, | am thet@jmperations advisor to the

chairman of the senior management board at Accadelsi@roup. | currently work at
headquarters in Paris but I've been involved aitléae of the hotel startups in Western
Africa, but | am aware of most of them, you se@ Iheen an employee at Accor Hotels
since 1970. | started managing hotels and moved ffrance through Europe, and then
became responsible for regional operations in thédM East and Africa. Until some
years ago | was General Manager of [Business amsiited Operations but | am happy
to use my experience and have a more advisorynoadays.

Q: What exactly does an Operations manager do at Accer
Q: Were you ever involved with decisions to move inta new location in Africa?
A: When | worked as manager of different Sofitelsdin of hotels owned by Accor] it

was not in Africa, and most of the chains werealyeestablished when | became in-
volved on a higher level, but nowadays we are conéd with these decisions as well:
do we want to stay and expand or do we want to ‘st@yicly” or even leave. We are

undergoing a large shift towards a centralizedcstine — we are also pursuing a very
aggressive expansion strategy in a time of crigisasts have to be cut wherever it is
possible... Africa is, well, Accor has changed muitites | started working there, then

there was hardly any coordination between hotelenwe set up a new hotel some-
where we simply had a protocol to follow and sorepful phone numbers of similar

managers that we used when we were consideringairceatering company to ask for
their experiences, but mostly we were on our own.

Q: What about in Africa, how was the cooperation duing startup there?
A: Well, again | was not there at the time of thgtial startups, but at that time, the de-

cisions were made strictly at the top and thenitalsie manager was found, usually he
would have experience in Africa already. This waes $same story in many developing
countries like in the Middle East. It was most intpat that the managers were capable
of handling a wide scale of problems that are commahese countries: finding local
suppliers and dealing with authorities is a mainoson that we still face, but coming
back to cooperation between managers, we havessidehat the corporate makeovers
that were made have forced managers to work togetlee intensely at the regional
level. Regional efficiency can help a hotel to sugvn environments like Africa where
constant income is not certain. One day you care@xfifty esteemed delegates and
then all of a sudden a month of silence ensues.
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Q: Do you target this business segment most diligéy in Africa?
A: Business and officials, yes, definitely. Foreigmsinessmen and local governmental

actors are our priority but tourism is on the rsewell, especially in Egypt and South
Africa.

Q: Both of them non-Francophone...
A: Well, these countries have a different histofyourse, and a longer history of indi-

genous hospitality sectors as well — again, we tangely used local managers or man-
agers with local experience. In fact, our Egypti@gional manager is French and as far
as | know, actually speaks French a lot in hisydaderations.

Q: Is this a benefit, you think, to have this lingustic barrier removed for a French
company?

A: Yes, for French managers naturally. We are culyepresent all over the world, but
historically French hospitality was an export prodand of course best known in the
Francophone world. Out of the 19 countries in whighare present in Africa, most of
them are our old colonies. Of course, we have lasgbsome issues in the early seven-
ties, especially in Cameroon and Senegal whereFa@tich sentiment forced the board
at that time to adapt and move French managersetdackground and partner with
local executives. In general though, we have beelsomed warmly and experience a
familiar feeling when we use the same expressibastera.

Q: Would you say that this familiarity was a primary reason for entering these
countries in the first place?

A: [Pauses and thinks] Yes and no. You see, casilite Senegal and Ivory Coast, but
also the Levant [Lebanon and Syria] have aspiredany of our standards at the hospi-
tality level, and because this is our main busingss is why we are there. We fulfill a
need, and we can do it better than the English@Spanish. Today, like when | started,
we market our Sofitel brand as “[speaks Englishthva French touch”. Familiarity |
suppose is also a way of reciprocally reinforcihgitt belief in our competence as a
service provider and our belief that they are wilito pay for “French” standards. As
operations manager for many years, | see thaighighat a good relationship with the
client means.

Q: | see. So in Africa, the senior board of Accoras you said, made the entry deci-
sions mainly on the basis of a need that they coufdlfill and found the right man-
ager to lead the startup. In your experience, whats the procedure of doing re-
search into which countries or new locations to exgnd to?

A: That was the case before our many corporate ovake, yes. Nowadays proposals
for new locations or takeovers are often instigaiedhe regional level. In terms of re-
search, we have a team of experts — nowadays ¢ants- in legal and administrative
areas mostly. They come in and make a market asdtysthe particular location and
we proceed on the basis of that.
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Q: Can you name an example?
A: When we recently expanded our presence in Abifljlae renewed Sofitel in Ivory

Coast], the management team took the advice fromaduisors that we change our
location because of a military academy that washyeaVe had not considered that
strong revolutionary feelings against French congsmamwould cause trouble on a na-
tional level if we had continued with the renovatithe building was owned by another
hotel before and was in the process of being reeeaviay Sofitel]. But, it has to be said,
that in general our management team consists ofyeaperienced individuals from

both the local country and the Accor Paris offitkey work together to ... [l interrupt]

Q: Can | ask... You said that the decisions to entemew markets are usually made
at a more local level nowadays. So after these dgicins are approved, a consulting
team does the necessary research.

A: Yes, exactly.

Q: Are these ideas spontaneous or are they actively@uraged?
A: You must understand that Accor adheres to a s#igt international investment and

expansion vision. Especially after our restructyrisenior management places great
importance in efficient use of resources and cotitng — as well as seeking investment
opportunities. Therefore, the entire organizatisrirained to pursue these goals. My
role is very much focused on maintaining efficiemeythe company’s daily operations

such as supply chain management and resource asagether mundane tasks. We
therefore stage regular meetings with the managfess particular region to see how

efficiency can be optimized or shared further. Haany ideas are generated and a vi-
brant atmosphere exists where local and internaltioput is heard — and sometimes
even mine!

Q: Haha, and in Ivory Coast for example, are meetigs like these conducted in
French?

A: In general, yes. Even though we are internatlpnaesent, we stem from a French
managerial culture that is readily understandablé/est Africa. In our experience, the
Francophonie is a asset in many ways, not leastutual understanding and therefore
operating efficiency.

Q: Is English becoming more prevalent, though?
A: Even though English is our corporate languagenost of our international venues,

the way the company grew is through French chararelghis is reflected in our earlier
expansions. Our management is from a diverse backgdrbut we are based in Paris
and that's where the global corporate strategy aslen As an advisor to the board, |
have stressed the maintenance of these nativehcknealues that have been acknowl-
edged worldwide. Recently for example, we hostezbatest for young and talented
hotel employees from our Africa and the Middle Bagfions to come up with innova-

tive ways to attract customers or perform goodisesy We have been doing this in
France for a long time and this has put the compamgre it is in terms of its interna-
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tional reputation — and we feel that these inigiahly locally applied ideas can work
abroad as well. And in fact, we were proven right.

Q: Interesting. You seem to talk about English and=rench not only as languages
but as mindsets, is that correct?

A: No, I'm simply telling you that our local Frendtieas are also valid abroad, and ir-
respective of the language, if they have been sgtaein the past, it is a good idea to
build on them. Again, in terms of language, we emage English in most of our corpo-
rate dialogue, but it is a French company andrtteans that our employees at all levels
understand that that carries a certain heritags, ljke |1 imagine a Dutch company
would...

Q: Indeed, | understand. Lastly, | would like to ak you whether there have ever
been situations where a certain cultural or linguitic similarity with a Francophone
country has been overestimated in your experiencand whether that backfired.

A: [Pauses] Do you mean if we overestimated a amityl with a Francophone foreign
partner, employee, et cetera?

Q: Yes, on a managerial level — a supplier or a ladly appointed manager or some-
thing like that.

A: Yes | think there are plenty. In cultural trangs for employees and front line man-
agers we point to this false vicinity many timesddhis has also been my experience
within supply chain management in Africa and thedtiie East. Not only the fact that
we both speak the same language, in fact, butthisdact that as | mentioned before
sometimes being French in these places can badwvdistage in terms of history. In my
particular business however as an operations wiofesl, we try to find those local
suppliers who most evidently have experience ifimigavith us as well. In the end,
professionalism should always have the upper hardtbese feelings, | think.

Q: I think we have covered everything | wanted to alk about, so thank you for
your cooperation and your time. Good luck with yourfuture exploits.

A: You too. It was my pleasure. | will retire negegar so if you have more questions, do
not hesitate to contact me then when | will haveeartone and perhaps some more ex-
citing stories!

Q: Haha, thank you, | will consider it. Au revoir.
A: Au revoir, Mr Clerkx.
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Annex 3: Interview Efacec

a. Portuguese original version

Data: 25.08.2010

Entrevistado e posicao: Jodo Oliveira e Sojmavé€irasousa@efacec.com
Administrador Delegado EFACEC Angola

Morada: Av. Cdte Che-Guevara 58 A, Maculusso Laardagola

Tel: +244 (222) 393745

Fax: +244 (222) 338599

Mob: +244 (93)4010090

Q: Quantos colaboradores na Africa Austral?
A: Em termos de colaboradores a Efacec na Africatralitem cerca de 220 sendo 50

dos quais estdo em Angola. O resto estdo em Mogamba grande maioria. Depois
ainda temos um escritério na Africa do Sul.

Q: Quando entrou em Angola?

A: A Efacec entrou em Angola mais ou menos ao mesmngpo que entrou em
Mocambique. NOs estamos presentes em Angola d&&¥e firimeiro como agéncia e
depois como empresa de direito angolano. (...)

Q: Teve de alguma forma envolvido no processo detesda em Angola?

A: Nao, eu sou um bocadinho mais novo que a furmddedempresa aqui. O processo
de aposta em Angola é relativamente recente, &t@ de 2006 numa altura em que
comecamos a fazer um estudo em relagdo aos meremsti@iegicos e em 2006
decidimos que haveria uma série de mercados ércacde 8 mercados, dentro da
Africa Austral decidiu-se que a aposta seria emofngAfrica do Sul e Mogambique.
(...) Vim quando se comecgou a olhar para este mescde forma diferente [como
mercados estratégicos]. Neste momento estamos$aa tarer um investimento de cerca
de 15 milhdes de euros e as coisas nado sao faceis.

Q: (...) Falou-me de uma aposta mais forte em Angole Mocambique em 2006.
Porque é que foi tomada essa decisdo e como?

A: Relativamente a Angola na altura apercebemodwmsrescimento que esse pais
estava a ter a nivel econdmico. Além disso, comneodiBse, ndés desde 1967 estamos
presentes neste mercado e as referéncias que tagubssdo boas. A nivel de
equipamento a oferta € de qualidade, os clienté® asatisfeitos, no entanto o grande
problema deste mercado é a manutencdo. A par2086 a Efacec decidiu que néo
fossemos apenas fornecedores de equipamentos miaéntade solucdes e dai a ideia
de apostarmos em Angola. Ha um infraestrutura retacpara desenvolver brutal. Ha
um potencial enorme nas hidroelectricas e nas tauowicas. H4 toda a questdo da
producdo, que neste momento estd em discussacstaug@o de uma central no Soio,
gue é uma central enorme. Vai ser preciso fazer aottde de transmissao, que foi toda
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destruida pela guerra (200) (...) Vai ser predaxer, reorganizar toda a rede de
distribuicdo. E com isto € preciso fazer subeswg@elinhas, a automatizacdo da rede e
isso é tudo areas onde a competéncia da Efacetagehe sabida. Além disso, nao
menos importante, a questdo linguistica, porque pafs tem uma grande afinidade
com Portugal e a relacdo entre Portugal e Angalené& bocadinho um relagdo amor-
odio (8:40). Em linhas muito gerais o0s investiment®do muito grandes, o0s
investimentos a fazer. Inclusivamente ha a linharédito do governo portugués que
ajuda a que os negoécios sejam menos dificeis deivefie Uma economia e um
mercado em crescimento implicam a nossa presenga aq

Relativamente a Mogcambique € um bocadinho diferéhtem pais pobre. Tem falta de
infraestrutura na mesma. O fundo é obtido via kntha crédito dos paises nérdicos ou
mais recentemente dos chineses ou ainda mais eederfPortugal. A Efacec foi com
mais forca para Mogcambique em 2005, ainda antes desrganizagdo do grupo em
termos estratégicos, mas também € um pais temdaa@®00kms de comprimento e
tem as infraestruturas todas por fazer e tambémmedstao da afinidade cultural. E um
pais onde é relativamente facil o portugués comseggiar. A nossa presenca de
empresas, que estdo la muito fortes (...) na destriea e ndo s6. E é um pais mais
estavel, apesar de tudo, que Angola. (~13:00)

Q: Foram as oportunidade de negécio que levaram asge maior investimento e
para isso contribuiu o facto de ser Portugal e dedver uma afinidade cultural
entre Portugal estes paises. Mas como foram deted#s essas oportunidades? Foi
feita um andalise de mercado onde se compararam estenercados com outros
mercados de Africa ou Africa Austral ou foi o resulado da experiéncia que a
Efacec tinha em Angola?

A: Consultor por meio ana, Experiéncia, Plano destimento Publico.

Q: Da parte da manha disse alguns aspectos que gost que tentasse por por
ordem. Para o fortalecimento da presenca em Angoleeferiu a experiéncia da
Efacec no mercado, referiu o mercado, referiu a ligua portuguesa e referiu o
apoio do governo portugués em termos de financiamen Como € que colocaria
estes aspectos por ordem de importancia?

A: Exactamente como os mencionou. Porque isto @ tooinologico. Primeiro da-se a
chegada aqui e o conhecimento do mercado, depagsestdo cultural, depois os
investimentos ou as possibilidades que este memawecou a ter e por fim as linhas
de crédito portuguesas que s6 foram abertas comasake desde ha ano e meio.

Q: Em relacdo ao potencial de mercado referiu que maioria dos colaboradores
da Efacec da Africa Austral estdo em Mogcambique qué um pais relativamente
pobre relativamente a outros paises africanos. Pgue é que nao foram escolhidos
outros paises mais atrativos em termos de mercadas qopoder de compra em
Africa?

A: A Efacec é uma empresa pequena comparada com ABBiemens ou outras
multinacionais e nds apesar de tudo temos quehesc@ porque é que estamos mais
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em Mocambique e ndo estamos por exemplo em paises @ Zimbabwe ou o Congo.
Por duas razfes. Primeiro porque Mogambique é us grade j& estamos a muito
tempo e sempre estivemos como empresa Efacec. %80 em muitos outros paises
inclusivamente o Zimbabwe onde ja estivemos com empresa, depois fomos para
agente e actualmente temos um agente mas nadadmgise isso. No Congo temos
agente, e noutros paises. Portanto, € um pais j@né@stamos a bastante tempo,
conhecemos bem, sabemos as potencialidades. Segutido de obras que fazemos
em Mocambi\que exigem que tenhamos um grande nudeefoncionarios. O tipo de
obras que fazemos |4 € de Engenharia, entendabestagdes e linhas, e portanto
precisamos de muita gente. Claro que ha a questwatiutividade. Um terco das
pessoas faziam 0 mesmo que esta gente toda fazoglemique se estivessemos em
Portugal. Portanto estes numeros sédo um bocadatdmdsos.

Q: E depois vem toda a outra parte em termos de lgua que referiu e toda a
experiencia da Efacec. Sinto é que falta-me sabeoroo é que a Efacec chegou a
Africa no primeiro momento, nos anos 60. Como é queoram escolhidos esses
mercados?

A: Na altura pertenciamos, € necessario ver arastta Efacec e ver que a Efacec foi
detida por uma multinacional chamada ACEC, que (era (4:25). Esta empresa
comprou a Efacec e depois s6 em 84 é que a Efassoy outra vez as méaos de
accionistas portugueses. Entdo porque é que estdvam Mogambique e Angola?
Como estavamos a falar, a empresa belga nos deiaagn exportacdes apenas e so
para os territorios portugueses (...) Portanto, a&obnhecimento que ndos tinhamos
destes paises, mercados, de longa data que dos<ongimbabwes (...). Marrocos
por exemplo... Tou a falar da Africa Austral masiés o Magrebe onde estamos mais
recentemente. Portanto é também devido um bocadinhigtéria acionista digamos
assim da Efacec € que nds conhecemos estes medadoaneira que conhecemos.
(5:47)

Q: Em termos da lingua, também referiu de manha quée relativamente facil para
as empresas portuguesas tarem em Mocambique prin@jmente por causa da
lingua portuguesa. Acha que para além da simples ownicacdo que advém do
facto de a lingua ser a mesma existem alguns outrdeneficios em termos de
compreensao?

A: E preciso ver que, ca estd mais uma vez, quéaey heranca digamos assim
colonial a grande parte das normas que estes [HifgEs usam, normas e tudo o que
séo especificacdes, ainda sdo do tempo dos poseguBortanto é relativamente facil
para uma empresa portuguesa chegar la e apresemfaroduto que comercializa por
exemplo em Portugal tamb+em o conseguir comeraraéim Angola e Mogambique. O
mesmo ja ndo se passa relativamente a Africa do TRula a afinidade, também
podemos incluir isso na afinidade cultural, faz cque seja muito mais facil uma
empresa portuguesa ir para Mocambigque ou para Ardlque ir por exemplo para a
Roménia. Por acaso também la estamos. Mas de guaitgneiro isto € para dar a
entender. A xxx (empresa portuguesa?) esta muite &n Mocambique precisamente
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por causa disto, por causa das questdes técnicasehamos que um dos maiores
projectos hidrograficos da Africa é xxx e foi fefielos portugueses, e portanto a nossa
influéncia ali a nivel técnico é bastante consietda Os paises ali a volta,
nomeadamente o Malawi e o Zimbabwe tem uma grarll€incia nossa mas onde nés
conseguimos efectivamente singrar foi em Mogambejem Angola por estas questoes

que eu ja mencionei.

Q: Em termos de especificacdes € facil perceber mam termos culturais, entre
Portugal e paises de expressao portuguesa sera duealguns alpectos em que a
cultura de negdcios é semelhante? (8:18)

A: E. Eu diria que a cultura de negdécio é semethaitiro que, e isto correndo o risco
de ser mal interpretado, infelizmente, nos pais&sguais sou responsavel, aprenderam
e desenvolveram o pior que 0s portugueses podeeamnsinado. Isto relativamente
aos processos burocraticos. Eu lembro-me de Portugapos 25 de Abril ser
extremamente burocratico e esses paises sao emtegntegaburocraticos. Além de serem
extremamente buricraticos ndo tem uma maquina gueidne. Nao tendo uma
maquina que funcione, todo o tipo de esquema éwdNao ha planos directores, ndo
h&a uma filosofia, uma politica coerente. Um bocladia semelhanca do que acontece
em Portugal mas isso ndo interessa. Mas pelo aspesitivo também é extremamente
facil para um portugués chegar a um pais destemngeguir intrometer-se digamos
assim. No entanto, a grande questao aqui € queugpes, passa a hao ser assim mas e
a ideia que se tem nestes mercados, que as pésspas que 0S portugueses vem, a a
filosofia do toca e foge. Ou seja, fazem o negéfaaem dinheiro, vdo-se embora,
nunca mais ca voltam. E ndés depois também temdstale contra isso. Temos que
mostrar que efectivamente estamos aqui a bastantpot e queremos estar muito
tempo. Mas voltando a sua questdo, é relativamémté para os portugueses
conseguirem fazer negoécios nestes paises, temog éeg um arcaboico financeiro
muito grande porque isto implica dinheiro & cabeggpacidade de financiamento e
acima de tudo vontade ndo apenas de vender equifmmeas também deixar know-
how nos paises para onde vamos.

Q: O sr. Joao disse que foi para Angola em 2006, radtura da reorganizacao,
certo?

A: N&o, vim para Angola em Novembro do ano passéii9). Na altura da
reorganizagao eu estava no extremo oriente.

Q: Gostava de lhe perguntar se encontrou alguma difenca em termos culturais
entre aquilo que esperava e o que encontrou em Arig@

A: Eu sinceramente, de tudo o que tinha ouviddugicamente os meus pais tinham ca
estado em 1960, encontrei um pais totalmente difeaquilo que se havia de esperar.
N&o s6 um pais cuja relagio com os portugueses ande-6dio. Odio porque nao
esquecem aquilo que a gente lhes fez no tempo iabldbe amor porque nao
conseguem viver sem nos. E nds sem eles muitorameate. E um pais com
umpotencial tremendo, enorme. E um pais cujo pameguja forma de decisdo esta
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demasiado concentrado. Nao ha planos directoresp&&oas que pensam e que levam
a cabo as politicas mas sem haver uma integra¢és0 para |lhe dar um exemplo, ao
bocado estive na zona de xxxx, (...) e estdvanftzs de uma ponte nove que fizeram
agora. A ponte foi construida pelo ministério dosngportes. Os acesso sdo da
responsibilidade do INEA que é o instituto naciotklestradas de Angola. Ou seja, a
ponte esta feita mas ninguém passa na ponte posjaeessos ndo estao feitos. Isto
demonstra efectivamente aquilo que este pais tem:potencial tremendo, sao
necessidades tremendas, sdo oportunidades faasastmas que nao ha uma
coordenacdo centralizada global daquilo que desiafesto e portanto relativamente
aquilo que eu esperava vir, que eu esperava cltasgare ver um pais pobre, (...)
desorganizado como esta, pobre nao e assim tae.pobo de gente pobre. E que é que
Ihe posso dizer mais, um transito caético mas cais mportunidades ainda do que
aguelas que eu pensava que ia encontrar. A granei@ca aqui Sdo para os portugueses,
sao os brasileiros e sdo os chineses. Tendo era tmid o potencial que este subsolo
tem, desde o petréleo, os diamantes, o ouro eRarjugal é pena nao ter a capacidade
financeira que tem esses paises porque podia sadadier o El Dorado. Poderia ser se
neste momento nado tivessem de ser as empresagyEsés a arcar com 0S custos
financeiros de estar ca e de ter os pagamentos) centamente deve ter visto, agora
houve o acordo para a construcéo civil, tamos & @ pagamentos que estdo a ser
feitos agora de facturas que foram até Agosto @8.2das é preciso ver gue estamos a
falar de centenas de milhdes de euros que ainde gsir pagar as empresas
portuguesas. Ou se tem capacidade financeira éo &b ndo € para qualquer um.

Q: De forma geral, pelo que eu percebo, se as empas portuguesas tivessem as
mesmas capacidades financeiras, as mesmas condicdgge por exemplo as
empresas chinesas, as empresas portuguesas estariaimma posi¢cao de vantagem
porque todos (15:12) esses aspectos que referiu Brmos culturais, em termos de
lingua, em termos de experiéncia, certo?

A: Absolutamente! Até porque ainda agora, passddmsos de ter sido construido um
hospital aqui em Luanda pelos chineses estd emasidnas construgdes feitas pelos
portugueses ainda do tempo do colonialismo aindaxtsiem. Ainda ca estdo em pe.
(15:38) E com pouquissima manutencao. As pessaasempnhecem que a qualidade
portuguesa é muito boa, sem duvida; que nos apgesaido somos 0s Unicos que.. que
0Ss compreendemos e que 0s conhecemos e que sdltEnosm eles e eles connosco,
agora reconhecem é que o0s outros fazem dinheids aao.

Q: Isso foi em relagdo mais em aspectos culturai&gora se pensarmos na Efacec,
em termos de negadcios, houve alguns daqueles eletnsrmque foram usados para a
analise de mercado, houve alguns desses elementags fpram subestimados ou
sobreestimados?

A: Sem duvida. Subestimados na capacidade de lgbbyos portugueses tem. Que €&
baixa porque ndo tem essa facilidade de arranjdredd e isso ai foi qualquer coisa
gue nédo foi mencionado no relatério. Mostraram exessidades de infraestruturas de
pais. Agora diria eu no aspecto submencionadoyraigaassim, ou subavaliado. Pelo
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contrario, as oportunidades que estdo aqui sdo mas muitas, desde as
telecomunicacdes, passando pelas linhas, passata® 77?, passando pelas centrais
térmicas, passando (??7?) pela parte da constriiioH& aqui um potencial que de
todo nao foi detalhado no relatério (...???) qaerfim relativamente a este mercado.
(17:45)

()

A: Falamos bastante de Angola, falamos bastantélammbique. (??) Na Africa do
Sul a afinidade cultural é pouca. A questdo denfirranento € inexistente (?7?).
Efectivamente temos la uma comunidade portuguesaqua se.. que é totalmente
diferente da comunidade que existe em Mocambiquendusivamente em Angola,
mas a verdade é que é um dos paises mais deseogotla Africa.., bem sem duavida
que é o mais desenvolvidos da Africa Austral eemmente ndo conheco pais muito
mais desenvolvido que a Africa, ou até tdo deseitas em Africa como a Africa do
Sul. E um mercado maduro, enquanto que nenhumsgesten mocambicano nem
angolano sao mercados maduros, sdo mercados, m&widiens, mas sao novos. Mas
por si € um mercado maduro, € um fonte onde erec@assoas qualificadas, por ser
algo que estd precisamente entre 0 este e 0 gasteser a porta de acesso,
inclusivamente da Asia para a Africa. Veja-se, tadyue € linhas de barcos, vem tudo
aqui a Africa do Sul. Sé para ter uma ideia ha damue vem de Durban para Angola,
por exemplo. Tamos a falar de um mercade extremameteressante, maduro e a
Efacec gosta de trabalhar neste tipo de mercadas qu@ crescimento vai ser
totalmente diferente, n0s nesto momento estamosrspgctivar um crescimento nao
organico porque enquanto em Angola e Mogcambiqusegnmos ter um crescimento
organico (??) tem demasiados problemas, na Afiic8ul é impossivel a ndo ser que
tivessemos um horizonte de uma década e ndo podemos

(..)

b. English translation

The following text is an unedited translated vansad the above interview using only
the online tool ‘Google Translate’.

Interview Efacec

Date: 25.08.2010

Interviewee and position: Jo&o Oliveira e SoysiaEirasousa@efacec.conbDele-
gated Administrator Efacec Angola

Address: Av. Cdte Che-Guevara 58 A, Maculusso HaaAngola

Tel: +244 (222) 393745

Fax: +244 (222) 338599
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Mob: +244 (93)4010090

Q: How many employees in Southern Africa?

A: In terms of employees Efacec in Southern Afhies about 220 and 50 of which are
in Angola. The rest are in Mozambique, the vastoniig} Then we still have an office
in South Africa

Q: When you went to Angola?
A: Efacec Angola came into more or less the same gntered into Mozambique. We
are present in Angola since 1967, first as an agedthen as an Angolan company. (...)

Q: It had somehow involved in the process of entrinto Angola?

A: No, I'm a bit younger than the company's fougdere. The betting process in An-
gola is relatively recent, it dates from 2006 &i@e when we started a study in relation
to strategic markets and in 2006 decided that theyeld be a number of markets
around 8 (...) markets within the Southern Afrieided that the bet would be to Ango-
la, South Africa and Mozambique. (...) | came wiiehegan to look for this market

differently [as strategic markets]. Right now we arying to make an investment of
around 15 million euros and things are not easy.

Q: He told me about a stronger stake in Angola andozambique in 2006.Why
was that decision taken and how?

A: With regard to Angola at the time we realize gnewth that this country was having
economic effect. Also, as you said, we are sind/ 18 this market and the references
that we have here are good. The equipment lewbleigprovision of quality, customers
are satisfied, however the big problem is keephig market. From 2006 Efacec de-
cided that we were not just equipment suppliersdign for solutions and then bet on
the idea of Angola. There is an electrica infrasgtite to develop brutal. There is huge
potential in hydroelectric and thermal power stagion. There is the whole question of
production, which is currently under discussionbtold a center in Soyo, which is a
huge central. It will be necessary to make thereritansmission network, which was
completely destroyed by war (200) (...) It will becessary to reorganize the entire dis-
tribution network. And with this we must make suabsins, lines, automation of the
network and that is all areas where competitioausstanding and Efacec known. Fur-
thermore, not least, the linguistic question, bseathis country has a great affinity with
Portugal and the relationship between PortugalAsmgbla is a bit a love-hate relation-
ship (8:40).

In a more general investments are very large invessts to make. There is even a line
of credit of the Portuguese government that helpsnesses to be less difficult to give
effect. An economy and a growing market involving presence here.

For Mozambique is a little different. It is a poayuntry. It has the same lack of infra-
structure. The background is obtained via credidiof the Nordic countries or more
recently the Chinese or even more recent in Partifacec was harder to Mozambique
in 2005, even before this reorganization of theugrin strategic terms, but is also a
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country has more than 3000kms in length and hathalinfrastructure to do and also
the issue of cultural affinity. It is a country whet is relatively easy to get the Portu-
guese to be. The presence of our companies, thenegy strong in the area (...) Elec-
tric and beyond. And a country is more stable, ¢iowhat Angola.

(~13:00)

Q: Were the business opportunity that led to thisncreased investment, and this
contributed to the fact that Portugal and have a cliural affinity between these
countries Portugal. But how these opportunities have been identified® was made
a market analysis which compared these markets witbbther markets in Africa or
southern Africa or was the result of experience thiaEfacec had in Angola?

A: Consultant for half a year, experience, pubtirastment plan.

Q: In the morning he said he liked some aspects thdried to put in order. To
strengthen the presence in Angola said the experiea of Efacec market, said mar-
ket, said the Portuguese language and referred tth¢ Portuguese government sup-
port in terms of funding. How would you place these issues in order of impor-
tance?

A: Exactly as mentioned. Because this is all chlogical. First give the arrival here
and the market knowledge, then the cultural issu@fter the investment opportunities
that this market began to have and finally the URprése credit lines that were only
open as well known since a year and a half.

Q: Regarding the market potential indicated that the majority of employees Efacec
Southern Africa are in Mozambique which is a relatvely poor country compared

to other African countries. Why were not chosen other countries more attractivén
terms of market or purchasing power in Africa?

A: Efacec is a small company compared with ABB mm&ns and other multinationals
and despite everything we have to choose. And whye more in Mozambique and
we are not in countries such as Zimbabwe or CoRgo.two reasons. First, because
Mozambique is a country where we are a long tintelave always been as a company
Efacec. Not as in many other countries includingiZabwe where we have been with a
company, then went to the agent and currently aavagent but nothing more than that.
In Congo we agent, and other countries. Therefore,a country where we are already
quite some time, know well, we know the potent&écond, the type of work we do in
Mozambique \ which require that we have a large bemof employees. The type of
work we do there are engineering, | mean subst@ma lines, and therefore need a lot
of people. Of course there is the issue of proditgtiA third of people did the same as
all these people in Mozambique do if we were intlRgal. So these numbers are a bit
misleading.

Q: And then comes all the other party in terms of anguage and said that all the
experience EfacecFeel is missing me know how it came to Africa Efacethe first
time in 60 years.How were they chosen these markets?

122



A: At that time belonged, it is necessary to seediory and see that Efacec Efacec was
owned by a multinational call ACEC, which was ((4)25). This company bought Efa-
cec and then only in 84 is that Efacec again pasgedhe hands of Portuguese share-
holders. So why are we in Mozambique and Angola®Aswvere talking, the Belgian
company would let us make exports only and onlyther Portuguese territories (...) So
then we had the knowledge of these countries, narlang-lasting of Congo or Zim-
babwe. Morocco for example ... Tou speak of SouthAdrica but we are where we
most recently Maghreb. Therefore it is also dueitaob history so to speak Efacec
shareholder is that we know these markets the weaknow. (5:47)

Q: In terms of language, also said this morning thiit is relatively easy for Portu-
guese companies in Mozambique tarem mainly becaus# the Portuguese lan-
guage.Think beyond the simple communication that comes tim the fact that the
language be the same there are some other benefiiderms of understanding?

A: You must see it, here it is again, that dueh ¢olonial heritage so to speak most of
the norms that these countries still use, standamdsspecifications are all that are still
in Portuguese times. Therefore it is relativelyyefs a Portuguese company to get
there and make a product that sells for exampkoiriugal also get + in the market in
Angola and Mozambique. The same can not be saldnegard to South Africa All of
affinity, we also include in this cultural affinitynakes it much easier for a Portuguese
company to go to Mozambique or Angola, for exantplgo to Romania. Incidentally
we are also there. But anyway this is to imply. ke (Portuguese company?) In Mo-
zambique is very strong precisely because of tiesause of technical issues. Admit-
tedly one of the largest projects in Africa is Xxxydrographic and was made by the Por-
tuguese, and therefore our influence at the teehméwvel there is very considerable.
Countries around there, including Malawi and Zimleakhas a great influence us but
where we can actually succeed was in Mozambiquefangbla by these issues | have
mentioned.

Q: In terms of specifications is easy to see but icultural terms, between Portugal
and Portuguese speaking countries is that there agome alpectos where the busi-
ness culture is similar?(8:18)

A: | would say that the business culture is simit#rcourse, and that the risk of being
misunderstood, unfortunately, the countries whieml responsible, learned and devel-
oped the worst that the Portuguese might have taligis relation to the bureaucratic
processes. | remember from Portugal on April 2&rdfeing extremely bureaucratic and
these countries are extremely bureaucratic. Bedig@sy extremely buricraticos not
have a machine that works. Not having a machinewlaks, any kind of scheme is
valid. There are no master plans, there is a ptplog, a coherent policy. A little similar
to what happens in Portugal but it does not maRat.the positive aspect is also ex-
tremely easy to get a Portuguese one of the coantiyto intrude so to speak. Howev-
er, the big issue here is that the Portuguese, sbiabe so but what about the idea that
people have in these markets, that people havethatdhe Portuguese comes, will be
the philosophy of play and runs away. That is, dsifiess, make money, go away, nev-
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er to return here. And then we also have to fightVie have to show that we are actual-
ly here a long time and we want to be a long tiBwd. back to your question is relative-
ly easy for the Portuguese able to do businesiseiset countries is that we have a very
large financial arcaboico because it means mondhediead, financing capacity and
above all will not only sell equipment but alsoMe&now-how in countries where we

go.

Q: John said that he went to Angola in 2006, wherhe reorganization, right?
A: No, | came to Angola in November last year (200% the time of the reorganiza-
tion | was in the Far East.

Q: Would you like to ask you if you found any diffeence in culture between what
you expected and what he found in Angola?

A: | honestly, from everything | had heard, inclglimy parents had been here in 1960,
found a country totally different from what we hexbected. Not only a country whose
relationship with the Portuguese is a love-hatdeHi@cause we forget what they did in
colonial times. Of love because they can not livimeut us. And without them we most
sincerely. It is a country with tremendous umpoiginduge. It is a country whose
power, or whose form of decision is too concenttatéo plans. These are people who
think and who carry out policies but with no intagon. | just to give you an example,
the bit was in the area of xxxx, (...) and we wiae a bridge that had nine now. The
bridge was built by the ministry of transport. Tdexess is the responsibility of INEA is
that the National Institute of roads in Angola. Tie the bridge is made but no one
goes on the bridge because the accesses are net frtad actually shows what this
country has: a tremendous potential, are tremendeads are great opportunities, but
there is no global centralized coordination of wklabuld be done and so for what |
hoped to come, | hoped to come here and see acpootry, and (...) is disorganized,
poor and not so poor .. rich people poor. And whate can | say, a chaotic traffic but
also with more opportunities than those who thought | would find. The big threat
here is for the Portuguese, the Brazilians areaaadhe Chinese. Taking into account
the full potential this ground has, since the digmonds, gold and (...). Portugal is a
pity not to have the financial capacity that is dugse these countries could certainly be
the El Dorado. Could it be this time they had toHmtuguese companies to bear the
financial cost of being here and have the paymexsst surely must have seen, there
was now agreement on the construction, tamos talkibout payments that are now be
made to bills that were up in August 2009. But wastrnsee that we're talking about
hundreds of millions of euros that are still unpaydPortuguese firms. Or if you have
the financial capacity or else it's not for evergon

Q: Generally, from what | understand, that the Portuguese companies had the
same financial capacity, the same conditions thateve for Chinese companies, Por-
tuguese companies would be at an advantage becaeseryone (15:12) that those
aspects stated in cultural terms, in terms of langage, in terms of experience,
right?
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A: Absolutely! Also because even now, after fouangeof having been built a hospital
here in Luanda by the Chinese is in ruins and thielihgs made by the Portuguese still
the time of colonialism still exist here. Are stilere standing. (15:38) And with very
little maintenance. People here acknowledge tleasitiie is very good quality, no doubt,
after all we are the only ones that .. that we wstded and know that we know and deal
with them and they with us now acknowledge is tithers make money and we do not.

Q: That was more in relation to cultural aspectsNow if we look at Efacec, in busi-
ness terms, there were some of those elements thadre used for market analysis,
there was some of those elements that were undeliested or overestimated?

A: Undoubtedly. Underestimated the ability to lokthe Portuguese have. What is low
because it has this facility of getting money ahat there was anything that was not
mentioned in the report. Showed the infrastrucheeds of the country. Now | would
say look at the undermentioned, shall we say, devalued. Rather, the opportunities
that are here are more than many, ranging froncaelenunications, through the lines,
passing through? ", Passing through thermal, ri€f%g) the part of civil construction.
Ha aqui um potencial que de todo néo foi detalhaalgelatorio (...??7?) que fizeram
relativamente a este mercado. There is a potdmgia that all was not detailed in the
report (...???) they did on this market. (17:45)

(..)

A: We have talked enough of Angola, Mozambiqueddlknough. (??) In South Africa
the cultural affinity is low. The funding issuensnexistent (??).Indeed we have a Por-
tuguese community there but if .. which is totalijferent from the community that
exists even in Mozambique or in Angola, but thehtis that it is one of the most devel-
oped countries of Africa .. and no doubt it is there developed southern African coun-
try and honestly do not know much more developatl Alfrica, or even as developed in
Africa as South Africa is a mature market, whenease of these, or Mozambique or
Angola are mature markets are markets, would ngfing, but they are new. But by
itself is a mature market is a source where yol fimtl qualified people, to do some-
thing that is just between east and west, being#teway, including from Asia to Afri-
ca. See, everything lines of boats, everything lserees to South Africa just to get an
idea for trucks coming from Durban to Angola, fotample. Tamos Mercade talking
about a very interesting, mature and Efacec enjayking in such markets but whose
growth will be totally different, we are now allowg a non-organic growth perspective
because while in Angola and Mozambique could haverganic growth (??) has too
many problems in South Africa is impossible unlegshad a horizon of a decade and
we cannot.

()
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Annex 4: Interview Savoye

Date: 3-12-2010

Interviewee and position: Jean Michel Guarneriugently the CEO of th€ompagnie
Européenne de Prestations Logistiq@€&PL), a leading European warehouse logistics
service provider. Formerly he has worked for a-S#sbye in Morocco

Q: Hi, Mr. Guarneri. As | understood from Roland Dachs [common acquain-
tance], you have had experience entering and operag in Africa?

A: Yes, | have had experience working in Moroccaarket in logistics but currently |
have no business there [he works as the CEO of CEMrench logistics company],
and unfortunately | don’t know about current afaiBut | can talk about Morocco if it
could help for you.

Q: OK, then is it all right that | record this call ing?
A: Yes, yes.

Q: Perfect, so your experience in Morocco, was thifor Savoye [French logistics
and warehouse solutions, both consulting and autortian products]?

A: In fact, yes, it was for Savoye, for a softwarésidiary named A-sis. At the time,
Morocco was investing a lot in logistics, and esggcthrough Tangier Port [Tangier
Med, largest port of Africa and part of the Tandteee Zone]. We have seen that quite
some local and foreign companies were willing teest and prepare around their busi-
ness with Tangier Port. Before, the problem withrdzo was the taxes. We ourselves
have had very heavy taxes, and in general for darebmpanies who want to make
business in Morocco this is the case. But with TemsgPort we had some special tax
arrangements that led some mainly French compémiestsource logistics in this area.
In fact, some local companies as well are lookmgnvest in software and in automa-
tion (but mostly software). You see, software inment in the logistics branch usually
refers to either managing your logistic flow witbgple or replacing them with automa-
tion solutions.

Q: OK, so your main reason to move into Morocco wafor outsourcing purposes?

A: Outsourcing and consulting. Not simply outsongg;i but selling software, giving
consulting advice and finding a team in Moroccond dunisia as well — to outsource
the software operations to. We were “playing” witbth sides: buying labor days to
build software but also selling software locally.

Q: I see. So, why did A-sis decide to go to Moroc@nd Tunisia in the first place?

A: Well, what is clear is that Northern Africa wagerfect opportunity for Europe, but
the companies definitely weren’t prepared enoughnter in my opinion, which is why

many European companies went to China and espedidlia for software outsourcing

instead. But now we can see that there is a steslugational program developed in
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Morocco and Tunisia; these two countries understbatthey could play a game with
Europe, and that game was to develop the countitysanultaneously to take a part of
the place of China and India. Things are changiecabse Morocco and Tunisia de-
cided to give education not just to the elites atbthe king of Morocco and similarly in
Tunisia, but to all people. Now we can work with fdoco and Tunisia because we are
starting to have access to educated people andregospeak French, they know our
culture, in short they have many strong pointsy & countries are not far away from
Europe — many strong points indeed but the firsigtiio prioritize is to have educated
people...

Q: Then, Would you say that a French company and th fact that you yourself are
French, is an advantage when operating in Moroccora Tunisia?

A: Well, in fact, the advantage is the languagenEh. Many people speak French, but
also, from both sides we have a good understaramfitige culture, a Moroccan knows
the French and vice versa, we know the differetea®/een our countries and we can
work with these differences. Again it's not far awa so | see many advantages, yes.

Q: And when operating there, did you find that theexpectations about this similar-
ity turned out to be true?

A: Yes, yes. | think we can be optimistic becaus®ytare doing a good job in this area,
they are adapting to a modern lifestyle and Europagain French logistics companies
especially, are adapting as well to take advantBgethe way, | also know Algeria a
bit: a sister company of Savoye manages the satbe dran for couscous. They are the
world leader of automated line production of cowscaand of course, this [Northern
Africa or Algeria, presumably] is a good marketkeé.in Morocco and Tunisia, they are
doing a good job in Algeria, but the problem isttbampanies are not comfortable to
work in these countries. The “deal-breaker” is tlyats there is operating risk in doing
business in these counteis, but when that riskrhesoa risk for one’s life, it's too
much!

Q: So, a major problem of operating for many compaires is the different and unst-
able environment?

A: It's clear, yes. We see what is happening whig ¢lections in Ivory Coast... | think
Africa is a fantastic continent and has potenaddp we can make many positive links
now in Europe and especially with France, but & Etep is to make sure that the
people are secure and of course that doing busisesde. As you know, now we can
see many Chinese companies going to Africa, amelldad for Africa, because China
is doing maybe as we did one century ago — thethirsg Africa is interesting because
of Africa’s natural resources. It think Africa ddwstrike a better deal with Europe and
China. Of course, Europe... we have our history therethat is in the past: now we
can develop interesting relationships.

Q: Very interesting. So you see a definite potentidor French companies to leve-
rage the effects of a shared past?
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A: Yes, definitely, but | recommend to the Africanuntries to be careful of easy ar-
rangements like with China, with low prices et cate OK there are good things that
can come from this, but be careful! A country tivants to develop its economy should
not just look at quick cost benefits, but shoukbatreate value. I'm afraid that China’s
strategy to deliver cheap products in exchangeadar materials isn't a good one for
Africa in the long run. Of course, we did that iarBpe, | remember our history! [Paus-
es] But our company’s arrangements with them weseersustainable, for example, we
were using Moroccan and Tunisian engineers to dpvebftware and at the same time
transferring profits and technology. In fact, thgs®ple gave us day rates lower than
the European ones, and we used this lower cosh asteresting incentive to operate
there. But of course, in these arrangements ofrigugbftware we are also obliged to
train, and so we are transferring value. This isiwhfrica should do with China as
well: “You can stay, but transfer technology!”. time case of France, they should say
“OK, you want to make Airbus? OK, give us the rigbtbuild parts. Of course, it is
uncertain what will happen to Africa in terms oéithhistory following them, the secu-
rity et cetera, but | think some countries can pléth this technology transfer arrange-
ment. Again, that is why it is important for theetare the business environment: in the
21% century, new markets such as Eastern Europe, &assiopening up with which
Africa needs to be able to compete. Also, | travekh to India and China nowadays,
and | feel safe! In Africa, you don’t have this gety. So security and governmental
stability is needed, and democracy in particularmly experience, Morocco is doing a
good job in this, [chuckles] before democracy thightened the noose on everything.
Now they can talk democracy and that is advantagémiusiness. OK, well give my
regards to Roland, and...

Q: ...Just one more question, if | may.
A: Of course.

Q: When you entered Morocco and Tunisia for Savoye]id you do formal market
research?

A: In Morocco, yes, we used a consulting companynfCanada called GCL, but with a
local consultant, and they prepared an interesttngdy for me about the country’s lo-
gistics and infrastructure, economic tendenciethefcountry, the evolution of Tangier
port, where | could find proper labor, et cetera.

Q: And from basis of this market research, what washe main criteria to go ahead
and enter the market?

A: In fact | had confidence in the consulting compaDo you know Morocco a bit?
Well, the consultant was Kamal Shrebi from a welbWwn family, the Shrebi family in
Morocco, and | have worked with him previously iar@da. | know him, he’s a very
serious guy. Above all, it was interesting and imig@at to have a local study from local
guy, and in these countries it is very importarhawe this trust in people.

Q: So you already had a strong relationship with tis consultant?
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A: Yes, definitely. What is important is to createst. Another problem of Africa is its
image — like Russia in the past and a bit todag, @mesn’t know whom to trust! Who
you have to pay, who you have to dance with... Tleegfwhen you find a consulting
company with someone like Kamal who knows Europge-has studied and worked
with France and Canada — they know the world asal lorocco very well, and so they
know that if Morocco wants a long term relationskh foreign partners they will
have to deliver fair and good work. If you wantdo business in unstable situations,
you must have these ties to create trust in the janture... OK, well | hope this was
useful for you, good luck for your studies andtlé best.

Q: It's been very helpful, thank you very much andgoodbye.
A: Bye bye.
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Annex 5: Interview Sovena

a. Portuguese original version

Data: 26.08.2010

Entrevistado e posica®ng. José Ramalh&®esponsavel pela area de Exportacdo 6leos
embalados e sabado da Sovena Portugal

Contacto: Carolina Cabratdrolina.cabral@sovena)pHuman Resources Manager

TIf: +351 214 129 390

TIlm: +351 91 056 9934

A: Os nossos produtos, estdo habituados as nosmassne porque existe logistica
adequada; portanto existem linhas de navegacacé Vaicperceber que isso € uma
coisa muito importante em todo 0 processo porquen&a so viabilizar fisicamente
como vai facilitar em termos economicos. Porqueatamportar de um sitio onde o
produto tem de dar x voltas, para la chegar, patamais barato que seja na origem,
torna-se mais caro no destino. Portugal ao tenfirde navegacao diretas, até pode ser
ligeiramente mais caro cA mas acaba por ser muiis rentavel no destino, porque
temos logistica montada, adequada, sempre tivemoga deixamos de ter, e isto ja
vem do tempo colonial. Isso € um factor importafgéo € importante para quando
vendemos produtos sem marca, portammmoditiesonde s6 o0 preco € determinante.
N&o sera tdo importante nos produtos onde eles batiituados as marcas portuguesas,
e eu estou a falar em termos de produtos aliment&nestem habitos alimentares
muitos parecidos aos nossos entdo os produtazadtis também séo iguais aqueles que
ca utilizamos (1:28), assim também como marcasugoesas onde eles estdo
habituados e tem uma fidelidade as marcas portagudambém ai, quer dizer, as
marcas portuguesas aproveitam a eficiéncia logigte). Portanto, sera sempre dificil a
uma marca estrangeira implantar-se la. Pelo mestms yalor da marca e nao pelo
commodity do produto basico.

Q: Entdo falou-me aqui dos aspectos que identificdalou das ligacdes ou do
aspecto logistico e também da marca ter valor ou daconsumidores nos PALOP
confiarem nos produtos portugueses. Existe uma qués cultural.

A: Existem ambos os casos. E da natureza dos p®dRepare, em toda a Africa é
muito popular o 6leo de palma, os PALOP estio habis ao 6leo de soja. E um
produto diferente. Estdo habituados a cozinhar aguele 6leo. Por exemplo chourico,
vocé ndo vé chourico em nenhum pais de Africa, PAEOPS consome-se muito
chourico, por tradicdo. (??) ha chourico em latan@ ha conservas de carne, de peixe,
ha chourico em lata dentro de dleo.

Q: Habitos alimentares trazidos pelos portugueses.Quando é que comecou, de
forma geral, a ser exportado para Africa, para os RLOP e...

130



A: Nao tenho essa informacéo. Datas, histériconafaresa, néo tenho.

Q: E em relacdo a importancia dos PALOP no contextade Africa em termos de
exportaces. SA0 mercados importantes, s&o os Ursignercados em Africa?

A: N&o sdo os Unicos mercados em Africa, mas sé&torimaportantes, precisamente
pelo questdo logistica. E onde nds copnseguimosaobs nossos produtos, em termos
de Africa, € onde conseguimos colocar 0s nossoupsdnais baratos. Se formos para
outros paises, como nao ha ligacdes, ja temosrqueutros portos europeus e depois
fazer escala. Ha sempre outros paises que se,calhgelo trafego que tém, volume
gue tém, conseguem fretes mais baratos, freteseatdivgps. E isso acaba por ter um
importancia muito grande no custo final. (??) de@anacdo normalmente sdo pagos
sobre o valor do frete mais a mercadoria. (3:48)

Q: Nesse caso estamos a falar principalmente de Mocaigbe e Angola, porque
Cabo Verde ou Sdo Tomé e Principe, sera que elesdesconfio que existam paises
em Africa que tenham melhores ligacées em termosgisticos que tem Cabo Verde,
Sao Tome e Principe ou Guiné-Bissau?

A: Séo todas boas...

Q: Por exemplo no caso da Africa do Sul, sera quefacto de existir um mercado
largo, grande, e com boas ligacdes logisticas n&zii sentido exportar?
A: Para a Africa do Sul...

Q: Por exemplo...

A: A Africa do Sul é um economia ja bastante ewtauija sdo produtores, ja tém
indUstria propria, ja ttm consumidores mais evals,iga tem as suas proprias marcas e
isso inclusivamente € uma ameaca para as expostgobriguesas para Mocambique.
A vantagem que tem a Africa do Sul é que estevieafitr & importacdo durante muitos
anos entdo a qualidade dos seus produtos é deouma @eral muito fraca. Hoje em dia
um produto europeu, como nds estamos habituadpslalade de um produto europeu
€ muitissimo, de qualidade muitissimo boa compacado paises que nédo tiveram tao
competitivos, com as fronteiras tao abertas, osdeeasoas habituaram-se a comprar, a
consumir com niveis de qualidade mais baixo. (5:09)

Q: Ontem eu tive a falar com a Efacec, empresa d@7), e os factores principais
para a Efacec estar nos PALOP era principalmente onercado, a dimensao do
mercado, e nunca tanto o facto de terem sido col@s portuguesas.

A: A dimensé&o do mercado?...

Q: A dimensao do mercado em Angola e Mocambique. Atporque a escolha de

exportar para esses paises
A: Entdo porque néo o Senegal...
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Q: Disse varios factores mas esse factor foi um dosais importantes. Porque o
mercado esta la, as oportunidades estdo la e esgsieum dos aspectos que a Efaced
subvalorizou, a quantidade de oportunidades que estiam em Angola e
Mocambique. Claro que existiam outros problemas eduve outros factores que os
levaram la mas o factor principal foi o mercado.

A: A dimensédo do mercado...

Q: E também a experiéncia da Efacec...

A: Eu diria que qualquer mercado € interessantaldder empresa tem ambicdo em
estar em todos os mercados, sdo mais consumi@sresnpresas que tém produtos de
grande consumo, como € 0 N0SSO caso, tem que amdni@star em qualquer mercado.
2: A dimenséao néo foi o factor decisivo...

Eu acho é que propriamente, o facto de ser PAL&Pmais facil estar nos PALOP,
nao tem a ver com a dimenséao.

Q: Néo é facilmente, é apenas de estar la...
A: Mas eles tém investimento la, € isso?

Q: Tém.

A: Obviamente que nos investimentos que tem, teentguuma dimens&o, uma escala
minima em termos de consumidores. Falou em Angdlbb@ambique e ndo tanto de
Cabo Verde e Sdo Tomé, foi isso?

Agora, ha outros paises em Africa que também téritanpopulacio, o Senegal, o
Congo, mas escala s6 por si hdo pode justificar @ssisao...

Q: Mas depois existiam outros factores que pesavapara Angola e Mocambique e
nao para o Congo ou por exemplo o Zimbabwe, que agg de terem mercados,
havia outros aspectos, tal co mo a experiéncia ddad€ec em Angola e Mocambique

e ndo no Zimbabwe ou Congo. Mas quando eu pedi paadenar estes factores, a
dimensao de mercado era um dos factores mais imparites. Por isso eu acho ser
interessante aqui ser mais uma questao logistica.

A: E o que vai viabilizar o negécio. Temos outrosrcados grandes mas estio la
outros. E vamos la ver, ambicionamos ir e vamos @aitros mercados nem que
tenhamos de fazer um esforco em termos de precoraAspbemos que ou temos
parceiros logisticos que nos viabilizem os negdeioentdo ndo é rentavel. (8:15)

Q: E em termos de, dos compradores. Existia ha Sawe algumas ligacdes, algum
conhecimento de possiveis compradores, além do tsporte, uma rede de
distribuicdo, por exemplo.

A: Nao, repare, nés em termos de Angola, em terdeodleo estamos com cerca de
60% do mercado angolano. Conhecemos todos os apesadpraticamente. Os
principais conhecemos de certeza, 0s médios tamiEmais pequenos eventualmente
ndo. Temos cerca de 40 a 50 clientes activos enolAngeste momento. Em Cabo
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Verde, conhecemo-los todos, em Sdo Tomé os mamredjocambique os que querem
trabalhar com produtos portugueses, também.

Q: Nesse caso foi a questdo logistica, o facto davar melhores linhas de
transporte que impulsionou entrar nesses mercados @epois pelos vistos existe
uma grande experiéncia, uma grande quota de mercaduwesses paises..

A: Nao é entrar nesses mercados, eu acho que néa saimos desses mercados. Nao
parece correcto dizer que entramos nesses merdddesaunca saimos do mercado,
nos tivemos um investimento 14, estivemos la negds (...) e quando fizemos a opcao
de vir para cé (?), era um mercado que era naguaal ligacdes logisticas facilitou a
exportacédo. Porque se deixasse de haver transpoaiginemos para o Senegal ou para
o Congo ou para a Mauritania, seria, teriamos digaamaritimas mais baratas que
outros paises nossos concorrentes. Imagine quepdealritania, ou para o Zimbabwe
tinhamos ligaces maritimas mais economicas quedsss, com os Oleos de palma, e
Argentina e Brasil com Oleos de soja. Naturalmemiie esses seriam 0S NOSSOS
mercados, nao é?

Q: Falou em natural. Acha que € natural para 0os empsarios portugueses
estarem, ou iniciarem o processo de internacionadizdo pelos PALOP? Acha que
de alguma forma isso € natural?

A: (??7?) penso que sim. (10:32) Isso é uma pergmoiitgo generalista. Eu acho que
temos de ver a natureza de cada uma das empresas.

Q: Mas pelo facto, talvez, de existir a mesma linguL.
A: O facto de haver a mesma lingua facilita...

Q: ...o facto de, eu ja li em bastantes sitios, fake de uma relacédo especial entre
Portugal e os PALOP. Existem também apoios do gowew para empresas
portuguesas entrarem, linhas de crédito ou financiaento...

A: Linhas de crédito existem mas estdo absorvigéssonstrutoras, tanto quanto sei.
Os produtos de grande consumo tém uma leitura e(@®anuito diferente, depois de
consumido desapareceu. Ndo é uma coisa que va IpEgerae que possa ser
transacionada. Normalmente para produtos de gi@mimo ndo ha linhas de crédito,
pode ser visto de uma forma diferente. H4 muifmsstde empresas portuguesas, muitos
tipos de produto.

Q: Como é uma pergunta generalista € mais para séegar ao nivel de factores
como a lingua, talvez uma percepcao de proximidadeultural, factores que
impulsionem de forma geral, para além de existir duas consideracdes em termos
de industria, em termos de tipo de produtos.

A: Eu diria que sim, pela lingua porque é sempréanonportante em qualquer negocio
as pessoas entenderem-se (12:15). Eles néo esttoaevniuidos em termos de ter do
género escritdrios de advogados que facam contesmoshinés, em russo, em... com
um agilidade, em inglés eventualmente.
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Q: Ontem foi interessante porque, da Efacec dissemame que, se as empresas
portuguesas, naquela area electrotécnica e outradjsse ele, tivessem a mesma
capacidade financeira que tém as empresas chinesas brasileiras, que tavam a
partida numa posicao de grande vantagem. Ou sejag fiouvessem 0S mesmos, se
tivessem todas em pé de igualdade, as empresas pguesas tinham grande
vantagem em Angola e Mocambique. Concorda com isso?

A: As empresas chinesas. Sabe porque € as emmtasasas tém crédito? Angola
neste momento € o principal fornecedor de petrdée€@hina. Tudo o que vai para la os
chineses tém de pagar. Ao abrigo desses paganmabnrs-se linhas de crédito, entdo
sobre essas linhas linhas de crédito os bensa@ationados e ddo-se (???).

Q: Sim, nesse aspecto ndao é questionavel, mas otdade ele achar que se as
empresas tivessem as mesmas condicdes em termosukshis, 0S empresarios
portugueses iriam ter grandes vantagens em ganhaoicursos, vender produtos,
estabelecer-se no mercado, por existe algo mais gas empresas/empresarios
portugueses tem que 0s outros ndo tem.

A: Se esta a falar em termos de construcdo, é nul#m que 0s construtores
portugueses constréem melhor e tem construcdes eleomqualidade do que os
construtores chineses e todos os dias ha exemiglas @Eles sabem que estdo a pagar
mais barato por uma obra chinesa e que numa obrasehtem facilidades de crédito
gue nao tém com os portugueses. Os brasileirogxsmplo, acabou-se-lhes o crédito
e tdo a sair todos de Angola, (??) e equipamerdo.thiim a ver com a dimenséo da
empresa mas tem a ver com 0s apoios financeir@s apaos financeiros, ai sim, se
calhar sdo apoios governamentais. Em Portugal se aim linha de crédito é
imediatamente absorvido. Havia potencial para atemeas linhas de crédito em
Portugal, agora as garantias que estéo (??) alegsssde crédito sdo poucas.

Q: Eu vi no site da Sovena e achei interessantezda que, em relacdo ao Brasil,
porque conhecemos o Brasil como poucos e 0s seusscmidores como ninguém
em relacdo as azeite Andorinha. Acha que isso tamiése podia dizer em relacao
aos PALOP.

A: (Longa pausa e ligeiro sorriso)

Eu nunca vi isso. Nao.

Q: Mas diria em relacéao ao Brasil?
A: Ta dito, ta dito.

Q: Isto no fundo é o sentimento de todas as pesspas portugueses em geral
acham que conhecem o Brasil, ou acham que conhecéngola e Mocambique

porque nds estamos expostos a imensas coisas, h&etas brasileiras, ha os
emigrantes, entdo temnos a sensacao que conhecemass, afinal de contas fala-se
portugués, eu vejo muitas noticias nos jornais. Eéb eu sinto que conheco Angola
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ou Mocambique ou Brasil. Mas sera que é mesmo as$ink € isso que eu queria
tentar saber. Serd que conhecemos assim tdo bem?

A: Eu acho que conhecemos bastante bem estes doiesesa Mas como ninguem...
nao gosto dessa frase.

2: Temos algumas dificuldades, a cultura ndo éaexatte igual e eles ndo tem as
mesmas formas de negociar. Mas, € a mesma lingsaasaulturas sdao muito
diferentes e nos PALOPs ha muitos consumidoresedifes, eles tém as tribos, ha
muito a relacédo tribal. Mocambique tem muitos mo@anos. Angola tem para ai nove
tribos com linguas nativas, com habitos, quer diz#érégados, e primitivos.

Q: Uma das nossas principais proposicdes na tesajée em geral os empresarios
portugueses baseiam as decisbes de investir ou exgo para os PALOPs néao
completamente em critérios objectivos ou informacdobjectiva mas também em
percepcbes do que aquilo que acham que €; precoriosi que talvez venham da
heranca colonial. Por outras palavras que os emprésos baseiam decisfes em
critérios ndo completamente racionais e isso podeevar a erros de
sobrevalorizacdo. Eu li no Publico um artigo de unprofessor do ISCTE que dizia
gue encontrava frequentemente iniumeros erros em i@orios de analises do
mercado angolano que subvalorizavam riscos e sobadarizavam oportunidades.

E nesta base que estamos a tentar investigar. Eusgiava de saber o que é que acha
sobre isso.

A: Eu acho que isso é verdade. A lingua pode distkéuitas vezes as analises de
mercado nestes paises pouco desenvolvidos na@sséie tle ser feitas. A necessidade
de conhecer concretamente os habitos dos conswesidsto ndo se aplica a todos os
produtos de empresas portuguesas (18:55), as eampdes construcao..., € preciso
conhecer os consumidores para os produtos de gcandemo. Ha bocado quando me
disse, conhecemos os consumidores como nuinguém gae o facto de eles gostarem
de algumas marcas nossas, de alguns produtos nodsoguer dizer que aquilo seja
seja directamente uma extensdo de Portugal. E deeemstudados, bem estudados
precisamente para ndo se cometer esses errosalakatio ou de sobreavaliacdo que
sdo muitas vezes cometidos. Porque acho que alimguiio so, (...) repare, qualquer
angolano segue o campeonato portugués de futeBalnica ganha o campeonato e as
principais ruas de Maputo e de Luanda a meia-moéda estdo congestionadas. Tem
muitas ligacdes a Portugal. Agora ndo € uma extede@ortugal. As burocracias, em
termos de quem quer depois ir para la investirao aue é preciso realmente fazer
analises do mercado muito mais profundo do quelasjgee se fazem. Acho que sim.

(..)

Q: Em relac&o ao conjunto de Africa qual é a impordncia dos PALOP?

A: Eu diria que é 98% em termos de vendas. Afridasariana. NOs estamos presentes
na Tunisia. Estamos presentes no norte de Africajng temos la activos, fabrica.
Estamos a falar de Africa subsariana n&o é, qusopgue € o que lhe interessa. Africa...
h& muitas Africas. O norte de Africa é uma real@ladmpletamente diferente da Africa
subsariana. 95% estamos a falar de 6leo.
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Q: Existem véarios indicadores que apontam para estquestdo que nos estamos a
tentar estudar como por exemplo a AICEP, como orgasmo portugués que apoia
as exportacoes, apoia o investimento portugués, aternacionalizacdo. Eu fui ao
site e para cada um dos paises de Africa fiz a cagem de todos os relatérios de
informacé&o que se tem do mercado e achei interessaro facto de a Guiné-Bissau
ter mais de 50 relatérios e haver cerca de 20 ou $6bre a Africa do Sul, mercado
muito maior. Paises relativamente pequenos como S&bomé terem tanta
informacé&o disponivel. E no geral € o que se vé nasipresas portuguesas, por
exemplo, para além de toda essa questdo logisticaegme falou que é natural
empresas portuguesas irem para os PALOP, mesmo assB8% do conjunto da
Africa subsariana € um quota larguissima. Existe dmitivamente uma grande...
(23:05)

A: Sem duvida, a Africa subsariana tem um grandenuial de crescimento para as
empresas portuguesas. (...) E nos pretendemosaioptios paises de Africa e vamos.
Se houvesse para 0s outros paises de Africa ligadibetas a Portugal e que n&o
houvesse essas ligacdes diretas aos nossos psnapacorrentes que seria a
Argentina, Brasil ou Malasia, eu diria que sim gexia uma oportunidade e que
teriamos uma quota de mercado muito maior nesgsespd&ortanto voltamos a ver a
importancia logistica.

Na nossa area especifica que sdo produtos de gcamdemo, alimentares, temos o
aspecto dos habitos alimentares, portanto sadospaiiske consomem 6leo de soja, 0 que
ndo acontece em todos os paises da Africa subsasiade o 6leo de palma € o mais
consumido. Primeiro os habitos, se ndo existissa ageténcia ndo podiamos; e depois
as facilidades logisticas, porque o produto estén@reco competitivo, de outra forma
iriam buscar a outra origem. (25:24)

b. English translation

The following text is an unedited translated vansad the above interview using only
the online tool ‘Google Translate’.

Date: 26.08.2010

Interviewee and position: Eng. José RamaResponsible fothe export area of pack-
aged oils and soap Sovena Portugal

Contact person and position: Carolina Cabcakdglina.cabral@sovena)pHuman Re-
sources Manager

TIf: +351 214 129 390

Mob: +351 91 056 9934
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Our products are used to our brands, and becaeseithadequate logistics, so there are
shipping lines. You will realize that this is aryemportant thing in the whole process
because it will not only enable physically and Maltilitate in economic terms. Because
tar to import from one site where the product lmagive x laps to get there, much more
that is cheap in origin, it becomes more expendeatination. Portugal to have lines of
direct navigation can even be slightly more expengiere but turns out to be much
more profitable in fate, because we have assenbtgstics, appropriate, always had,
we never have, and this comes from the colonial @tas is an important factor. This
is important when selling unbranded products, sornodities, where only the price is
decisive. Will not be as important in products vehthey are accustomed to Portuguese
brands, and I'm talking in terms of food. There @rany eating habits so similar to our
products used are also identical to those used (1e28), so as Portuguese brands
where they are used and has a Portuguese brarityldyare again, | mean, the Portu-
guese brands advantage logistics efficiency (8®)it will always be difficult to deploy

a foreign brand there. At least the brand valwkrast the commodity, the commaodity.

Q: Then told me that here the aspects identified, spakof the links or logistical
aspect of the brand and also have value and consunteust in PALOP in Portu-
guese products.There is a cultural issue.

A: There are both cases. And the nature of theymtsd Note, throughout Africa is
very popular palm oil, PALOP are accustomed to sayboil. It is a different product.
They are used to cook with that oil. For examplessge, chorizo you do not see in any
African country in PALOPSs takes a long sausagetréition. (?) For canned sausage.
Because there are preserved meat, fish, sausegeried in oil.

Q: Food habits brought by the Portuguese .When is started, in general, to be ex-
ported to Africa, to PALOP and ...
A: 1 do not have that information. Dates, compaisgdry, | do not.

Q: And about the importance of PALOP in the contextof Africa in terms of ex-
ports. Are important markets are the only markets in Africa?

Are not the only markets in Africa, but are verypiontant, precisely because of logistic
issue. Copnseguimos is where we put our prodadisrims of Africa, is where we put
our products cheaper. If we go to other countassthere are no connections, we have
to go to other European ports and then to scaleerelare always other countries that
maybe, or the traffic they have, they have voluget,cheaper freight rates, competitive
freight rates. And it ends up having a very bigpartance in the final cost. (?) Import
are usually paid on the value of freight over therchandise. (3:48)

Q: In this case we are talking mainly from Mozambiqueand Angola, because Cape
Verde or Sao Tome and Principe, did they ... | sugzt that there are countries in
Africa who have better connections in terms of logtics that is Cape Verde, Sao
Tome and Principe or Guinea-Bissau?

A: Are all good ...
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Q: For example in the case of South Africa, is the fathat there is a broad market,
large and well connected with logistics did not ma& sense to export?

A: For South Africa ..

Q: For example ...

A: South Africa is an economy already well evolvad,are producers, industry already
has its own, as more consumers have evolved, glteace their own brands and this is
even a threat to Portuguese exports to Mozambigbhe. advantage is that South Africa
is that it was closed to imports for many yearsh&quality of their products is general-
ly very weak. Today a European product, as weaaceistomed, the quality of a prod-
uct in Europe is very, very good quality compareathwountries that were not so com-
petitive, with the borders as open, where people lleecome used to buy, to consume
lower quality levels. (5:09)

Q: Yesterday | had to speak with Efacec, company (??and the main factors to be
Efacec PALOP was mainly in the market, market sizeand never so much the fact
that they were Portuguese colonies.

Market size? ...

Q: The market size in Angola and Mozambique. Even because the choice of ex-
porting to these countries
A: So why not ... Senegal

Q: He said several factors but that factor was one dhe most important. Because
the market is there, the opportunities are there ad that was one aspect that
Efaced underestimate the amount of opportunities tht existed in Angola and Mo-
zambique. Of course there were other problems and there werether factors that

led them there but the main factor was the market.

A: The market size ...

Q: And also the experience of Efacec ...

A: | would say that any market is interesting. Eveosynpany has ambition to be in all
markets, are more consumers, companies that hadegs of mass consumption, as is
our case, must aspire to be in any market.

2: The size was not the deciding factor ...

| think that is proper, the fact that PALOP be ea$d be in PALOP, it has to do with
size.

Q: Not easily, just to be there ...
A: But they have investment there, is it?

Q: Have.

A: Clearly the investments that have, have to hawd#mension, a minimum scale in
terms of consumers. He spoke in Angola and Mozgque&and not so much of Cape

138



Verde and Sao Tome, was it? Now, there are othantdes in Africa that also have a
lot of people, Senegal, Congo, but scale alonencajustify this decision ...

Q: But then there were other factors that weighed intoAngola and Mozambique
and not the Congo or Zimbabwe for instance, that dgpite the markets, there were
other aspects, such co mo Efacec's experience ingata and Mozambique and not
Zimbabwe or Congo. But when | asked to sort these factors, the markedize was
one of the most important factors. So | think is interesting here is more a logistical
issue.

A: That will enable the business. We have othgrrarkets but there are others. And
let us see, and we aspire to go to other marketsna@nhave to make an effort in terms
of price. Now we know that we have partners ordticpl in enabling the business or it
is not profitable. (8:15)

Q: And in terms of, the purchasers. Sovena existed in some links, some knowledge
of possible buyers, in addition to transport, distibution network, for example.

A: No, look, we in Angola, in terms of oil are alhd0% of the Angolan market. We
know all the players, practically. The main knaw $ure, the average also smaller ones
may not. We have about 40-50 active clients inda@t the moment. In Cape Verde,
know them all, at St. Thomas the largest in Mozajubiwho wants to work with Por-
tuguese products, too.

Q: In this case was the logistics, the fact that therare better transmission lines
that drove into these markets and then apparentlytere is a great experience, a
large market share in these countries ..

A: Not to enter these markets, | guess we neveiogbbf those markets. It does not
seem correct to say that we have entered theseetsar®/e never got out of the market,
we had an investment there, were there in the(pgsand when we made the choice to
come here (?), Was a market that was natural kamds facilitate the export logistics.
Because if there was no longer transport us imafgne&senegal or the Congo or to
Mauritania, would, would plying cheaper than otbeuntries our competitors. Imagine
that for Mauritania or had links to Zimbabwe shippmore economical than the Indies,
with palm oils, and Argentina and Brazil, with segn oil. Of course those would be
our market, is not it?

Q: He spoke in natural. Do you think it is natural for Portuguese entrepreneurs
are, or begin the process of internationalization ¥ PALOP? Do you think that
somehow this is natural?

A: (??7?) | think so. (10:32) This is a very generagion. | think we need to see the
nature of each company.

Q: But because perhaps there is the same language .
A: The fact that the same language helps ...
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Q:... The fact that I've read in many places, theras talk of a special relationship
between Portugal and the PSAC.There also support from the government to en-
ter Portuguese companies, lines of credit or finamag ...

A: Credit lines exist but are absorbed by contnagtas | know. The products of mass
consumption have a read and a (?) Very differeatiny consumed disappeared. Not a
thing will prevail and that can be transacted. mNalty for widespread consumer goods
no lines of credit, can be seen in a different wilyere are many types of Portuguese
companies, many types of product.

Q: How a question is more general to reach the levef ¢actors such as language,
perhaps a perception of cultural proximity, factors that drive overall, plus there
are other considerations in terms of industry, in €rms of product types.

A: | would say yes, because the language is alwayg important in any business
people to understand themselves (12:15). Theyatreary advanced in terms of having
the kind offices of lawyers that would make contsan Chinese, Russian, and ... with
an agility in English eventually.

Q: Yesterday was interesting because Efacec told meathif the Portuguese com-
panies, and other electronics that area, he saidal the same financial capacity of
Chinese companies that have or that Brazilian tavandeparting from a position of
great advantage. That is, if they had them, if they were all on an gual footing,
Portuguese companies have great advantage in Angaad Mozambique. Do you
agree?

A: Chinese companies. You know why Chinese congzahave credit? Angola is cur-
rently the main supplier of China's oil. Everytlithat goes beyond the Chinese have
to pay. Payments under such open up lines oftcrib@in on such lines of credit lines
goods are traded and are given (??7?).

Q: Yes, this aspect is not questionable, but the fattiat he thinks that if companies
had the same conditions in structural terms, Portugese entrepreneurs would have
great advantages in winning bids, sell products, &sblish themselves in the mar-
ketplace, there is something more companies / Poguese businessmen have that
others do not.

A: If you are talking in terms of construction,istclear that manufacturers build better
and Portuguese buildings has better quality thenGhinese manufacturers and every
day there are examples. They know they are pagiegper for a Chinese work and
that a Chinese work has credit facilities that dohmave with the Portuguese. The Bra-
zilians, for example, is over them credit and sdetve all of Angola (?) And equip-
ment. It has to do with the size of the companyHas to do with the financial aid and
financial support, then yes, maybe it is governnsaiport. In Portugal if you open a
credit line is immediately absorbed. There waspil to increase credit lines in Por-
tugal, now the guarantees are (?) To these ciadg are few.
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Q: | saw the site of Sovena and found it interestindell me that, in relation to Bra-
zil, because Brazil as few know their consumers amas anyone about the oil Swal-
low. Think this one could also say in relation to the P&C.

A: (Long pause and a slight smile)

| never saw it. No.

Q: But I would say about Brazil?
A: 're Saying, ok said.

Q: This is the deep feeling of all people, the Portugse in general think they know
Brazil, or think they know about Angola and Mozambigue because we are exposed
to many things, there are soap operas, there are mmgrants, then we know it like
Temne more, after all we speak Portuguese, | see mastories in newspapers.So |
feel that | know Angola or Mozambique or Brazil. But is it anyway? And this is
what | wanted to try to know. Do we know so well?

A: | think I know quite well these consumers. Bstanyone ... not like that phrase.

2: We have some difficulties, the culture is noaalky the same and they do not have
the same forms of trading. But it is the same lagg but the cultures are very different
and PALOPs many different consumers, they havetrthes, there is much to tribal
relationship. Mozambique has many Muslims. Andwda been there for nine tribes
with native languages, with habits, ie, retrogradd primitive.

Q: One of our main propositions in the thesis is thain general the Portuguese en-
trepreneurs based decisions to invest or export tBALOPs not completely objec-
tive or factual information but also on perceptionsof what they think is, biases that
may come from inheritance colonial. In other words that business decisions are
based on criteria not fully rational, and this canlead to errors of overvaluation. |
read an article in Public ISCTE a teacher who saidhat often found numerous er-
rors in analysis reports that the Angolan market oervalued understated risks and
opportunities. On this basis, we are trying to investigate.l'd like to know what
you think about it.

A: | think this is true. The language can be disingct Often the market analysis in
these underdeveloped countries are not easy toaoe.mThe need to know precisely
the habits of consumers. This does not applyltpraducts of Portuguese companies
(18:55), construction companies ... you need tankoonsumers to the products of mass
consumption. A while ago when | said, we know coners like nuinguém, | think the
fact that they like some of our brands, some ofpyoducts does not mean that that is is
a direct extension of Portugal. And they must toelied and studied precisely not to
commit such errors of understatement or overstatemhat are often committed. Be-
cause | think the language and not only (...) natg, Angolan follows the Portuguese
League football, Benfica won the championship amel main streets of Maputo and
Luanda to midnight and are still congested. Hasymimks to Portugal. Now there is
an extension of Portugal. Bureaucracies, in teshvgho wants to invest then go there |
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think you have to actually make market analysisdieeper than those that do. 1 think
So.

(..)

Q: For the whole of Africa which is the importanceof PALOP?

A: 1 would say 98% in terms of sales. Sub-Sahd@fuita. We are present in Tunisia.

We are present in North Africa, then yes, therechassets, mill. We are talking about
sub-Saharan Africa is not, | think that is whaenests you. Africa ... there are many
Africas. The north of Africa is a completely diféat reality-Saharan Africa. 95% we

are talking about oil.

Q: There are several indicators pointing to this issu¢hat we're trying to study eg
AICEP, as a body that supports the Portuguese expts, supports the Portuguese
investment, internationalization. | went to the site and for each of the countries in
Africa did a count of all reports of information that we have the market and found

it interesting that the Guinea-Bissau have more tha 50 reports and there are
about 20 or 15 on the South Africa, much larger matet. Relatively small coun-
tries like Sao Tome have much information available And in general is what you
see in Portuguese firms, for example, in additionot all this logistic issue who told
me that it is natural Portuguese companies going tthe PALOP, yet 98% of all
sub-Saharan Africa is a very large shareThere is definitely a great ... (23:05)

A: Without doubt, the Sub-Saharan Africa has giggatwvth potential for Portuguese
companies. (...) And we intend to go to other ¢oes in Africa and we will. If there
were to other African countries direct links to fgal and there was no such direct
links to our major competitors that would be Argeat Brazil or Malaysia, | would say
yes it would be an opportunity and we would havaueh larger market share in these
countries. So once again we see the importantogistics. In our specific area that are
for consumer products, food, we have the aspeeatifig habits, so countries are con-
suming soy oil, which is not true in all sub-Salmacauntries where palm oil is the most
consumed. First habits, if there were that appetiuld not, and then the logistics facil-
ities, because the product is a competitive pritberwise they would seek another
source. (25:24)
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Annex 7: Thematic Content Analysis (Anderson, 2007)

10.

11.

Before beginning a Thematic Content Analysis (TOAgke multiple copies of
interview transcript (or other extant text, inclogipost-interview notes) as rele-
vant and stipulated in your Methods chapter.

Mark with a Highlighter (real or electronic) all sliptions that are relevant to
the topic of inquiry. Criteria for “relevant” deggtions should be included in
your Methods chapter.

From the highlighted areas, mark each distinct ahineaning. Meaning units
are separated by a break or change in meaningnBire side of too many units.
However, be sure to retain all information relevemunderstanding a meaning
unit within the meaning unit. Otherwise, relevanformation will be discon-
nected from source as the TCA continues. Units vaay in text length.

Cut out units and put similar units together inila.gdOn a Word file, copy and
paste on to another document.) Code each unigeXample. 1-16 for interview
# 1, page 16 (or by text line number).

Label each pile as initial categories (themes) &y words or phrases copied
from highlighted texts. Use your own categoriesrisigly. Revise categories as
you continue to code data.

If obvious information is missing from text, idefigtcategories that are missing,
for example, “no affect.”

Go through the entire interview transcript identify distinct units, grouping
and regrouping similar and dissimilar units, andialeeling categories as you go
along. Use your own categories/themes sparingtgmeg words copied from
the meaning units being described.

Read through all meaning units per category antstrdzlite units as appropri-
ate. Re-label categories as appropriate. Collapseifadivide categories as ap-
propriate.

After a few days, reread the original interviewnseript or text without looking
at your units or categories.

Return to meaning units and categories made offirftepass, and reconsider
each unit and category. Redistribute units as gpate, considering carefully

whether your units are too small or too large. &ml as appropriate. Collapse
or subdivide categories as appropriate considerargfully whether your cate-

gories are too small or too large.

Look over your categories as a whole. Consider drefou have too many cat-

egories (or less likely, too few) to render meartimgour highlighted texts giv-
en your topic. If so, return to # 10.
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12.For each additional interview transcript (or othexts), use the Thematic Con-
tent Analysis (TCA) as above.

13.When all TCAs are complete, read each TCA separaiélen, while retaining
meaning units, combine categories/themes for thiuew transcripts and notes.
Collapse or subdivide categories as appropriatdaBs categories as appropri-
ate. Err on the side of having too many categofes.on the side of retaining
labels for categories that are identical or simitathe words in the interview
transcripts.

14. After a few days, reread your total categories adhale. Consider whether you
have too many (or too few) categories to make dlveemse of the interview
transcripts given your topic.

15.Redo all the instructions above until you are §atisthat the categories reflect

the interview transcripts as a whole. Once yousatesfied, your categories are
themes and you are done with the TCA for this study
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Annex 8: Summary

Doing business in a foreign environment is ofteffialilt because of diversity in the
corporate and national culture, rules and normstliie reason, a higher degree of per-
ceived vicinity can be a welcome relief to somehadse issues inherent in entering a
foreign market. Speaking the same language or pamowledge of each other’s cul-
tural values has the potential to reduce the pezdedifference between actors from
different nationalities and therefore smoothen epafion. Enter the cooperation be-
tween France and Portugal on the one hand, and Afrgtan former colonies on the
other. The colonial regimes of these two countingsarticular were based on linguisti-
cally and culturally assimilating the colonizedarthe greater French and Portuguese
national entities, which still resonates in thetes today (Njoh, 2000). This thesis
shows that statistically, it is clear that therésesxa skewness in trade and investment
data that represents repercussions of the FrerctPartuguese colonial past. However,
beyond the state of business relationships, weateglehe vague and often normative
nature of the public discourse around this topiddifionally, we have seen that the dis-
course on the benefits of a shared colonial padgtrfench and Portuguese businesses is
rarely backed up empirically or even concretelynd # is in this undefined way that the
shared colonial past became institutionalized ianEe and Portugal. Even more sur-

prising is that managers, at large, communicategaibose lines too.

The authors of this thesis recognize that instdaa matural form of vicinity between

Africa and Europe, the cultural values were impospdn the colonized nations and
still bear a significant negative connotation opkextation and racism. However, we opt
to open up a discourse that moves beyond thistivadl discourse and we attempt to
highlight potential benefits of the increased awtwicinity between the colonized and
colonizer in a business context. As a preliminagpgo establish what these benefits
might consist of for French and Portuguese compgaitiés necessary to look into how
these perceptions of vicinity manifest themselvesaanicro-level. It must be investi-

gated whether the benefits for a Portuguese antchnadividual who does business in
Africa are primarily based on economic rationalemether factors such as perceived
similarities such as common identity and sharedjdage play a role in determining

cooperation opportunities. It is for this reasois thesis answers the following research

question:
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How do Portuguese and French managers justify entryn the former colonies in

Africa?

Our research was therefore directed at analyziagdmmunication methods of manag-
ers when providing justifications for FME decisiansa former colonial context. Hig-
hlighting four case companies (two French and twauguese) and conducting inter-
views with managers has given a preliminary pictfréhese justifications. Because of
the aforementioned vagueness, and because theudiemreview in this thesis found a
lack of a clear theoretical grounding of the speaifise of internationalization patterns
in the colonial context, our research approach e&é¢d be a reiterative process of con-
tinually matching theory and empirical data witltleather and with the cases. The data
derived from the research in this thesis confiried French and Portuguese managers
place great importance on factors founded in psydstance (mostly related to the
colonial past) when they consider entering the fargolonies in Africa. However, we
have also found that these aspects often stayeinelim of assumption. Certain effects
of the colonial past have often been simply statethenefits, but when asked to elabo-
rate, the interviewees were usually unable to @efihy these factors represented con-
crete competitive advantage for their companies théecfore proposed a framework to
force French and Portuguese managers to think @tcaily on how a common lan-
guage, shared cultural values and certain natioalales within the companies can be

leveraged and added to the companies’ internatiatein strategies.

As a preliminary tool for reflecting on the colohtzeritage as a potential source of
competitive advantage, this framework — and the @fayewing the colonial heritage in
general in this thesis — is in our opinion a dééineap forward from the otherwise va-
gue and ungrounded discourse currently witnessetteBknowledge of each others’
norms, culture and language can be a welcome assgtsuring fruitful cooperation
between colonizer and colonized — however uneasily harmfully the relationship

came to be all those years ago.
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