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making “little or no progress” toward becoming a world-class global player. Research has proven that a majority of exporters
are small and medium-sized enterprises (SMEs) (i.e., businesses with 500 or less employees).
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Objective
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The objective of this study is to examine the barriers to internationalization experienced by small and medium-
sized enterprises that export their product from the Chippewa Valley region of Northwestern Wisconsin.

> Followed a two-step coding process (i.e.,
open and focused) to identify common
barriers.
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Cultural/Linguistic Barriers
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Relationship building with
foreign distributors or
customers was identified
as one of the most
important components
for increasing exports.
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However, the data
shows that culture and
linguistic knowledge by

senior managers is
generally low.

While interviewees did not believe that
sales are lost due to the inability to
speak foreign languages, a majority of
them reported that sales to English
speaking countries are higher.
While nearly all indicated that the sales
of their products are based on technical
capabilities, many gave examples of
cultural mistakes that resulted in lost
business.

This suggests that language and culture
play a larger role than perceived by
management.

This lack of understanding hinders their
to build relationships with
international contacts.

Conclusion

Within the field of international business research, scholars have called for more qualitative research methodologies.
We have answered this call by performing in-depth interviews to gain a deeper understanding of the complexities in which
businesses are operating in today’s global environment. This project identified three major barriers to expanding the export
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