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Introduction

During the 1980s and 1990s, the concept and importance of the small and medium-sized enterprises (SMEs) increased. SMEs are becoming major players in the markets of the world, and in most cases they are not following the steps of larger firms. The OECD (1997) report on the internationalisation of small enterprises is probably the most comprehensive account of how pervasive the phenomenon is throughout the world.

In the last decade, the IB literature on SMEs internationalisation and international entrepreneurship approaches seemed to converge on an emerging research subject represented by born global firms.

Although theories developed in different directions, the internationalisation process has been generally conceived as a gradual, on-going process, taking place in incremental stages and over a relatively long period of time. Thus, according to the major research streams in the internationalisation process theory, firms tend to grow international slowly and gradually. 

With the current strong political and economic trends towards globalisation, not only bigger challenges but also broader opportunities are opened even for micro firms in world markets. 

International entrepreneurs are operators who are capable to interpret this environment and to exploit its opportunities. Sahlman and Stevenson (1991) differentiate entrepreneurs from managers in that, “entrepreneurship is a way of managing that implies pursuing opportunity without regard to the currently controlled resources. Entrepreneurs identify opportunities, assemble required resources, implement a practical action plan and harvest the reward in a timely, flexible way.”

The most prevalent and compelling views of entrepreneurship focus on the perception of new economic opportunities and the subsequent introduction of new ideas in the market.

Identifying and exploiting opportunities in world markets is a key attribute of international entrepreneurship.

Entrepreneurship which focuses on international new ventures (INVs) and/or born-globals (Oviatt and McDougall, 1994; Madsen and Servais, 1997) is, by definition, international at inception. INVs have been defined as business organizations that, from the very start, seek to derive significant competitive advantage from the use of resources and the sale of outputs in multiple countries. 

All over the world, born global firms share some fundamental similarities: they possess unique assets, focus on narrow global market segments, are strongly customer-orientated, the entrepreneur’s vision and competencies are of a crucial importance. At the end of the day, being born global does not seem to be an option but a necessity. They have been pushed into globalisation by global customers and tiny national/regional market segments. They can sustain their immediate global scope thanks to their entrepreneurial vision and competencies, and the deep awareness that their competitive advantage in foreign markets, and the uniqueness of their assets also rest upon the knowledge-augmenting opportunities inherent in foreign markets and customers.

Development drivers of born global firms in the last decade are far from being completely explored: together with “environmental” factors, such as world markets globalisation, industry and business specific factors, the present paper aims at underlining the role of location specific factors, and, in particular, the relevance of the location in a district/cluster. 

The study of the Italian case widens the perspective of the born global phenomenon, which may as well be larger than expected in other countries, taking into consideration firms located in clusters and/or firms belonging to non high-tech industries. 

In this paper perspective, born global firms on one side, and location specific factors, on the other one, are considered as expressions of International Entrepreneurship. Moreover, these two expressions of International Entrepreneurship are deeply interconnected, since the local cluster favours entrepreneurship and early international attitude.

The impact on internationalisation performance indicators (export intensity, geographic scope and networking attitude) will be measured on district born global firms and on non-district ones, to point out the relationship between their performance and location specific factors.

The paper is divided into two main parts: first a literature review with the formulation of 3 main research hypotheses, and finally the presentation and discussion of empirical survey findings.

Literature review

International literature has often taken the view of progressive firm growth, accompanied by a sequential international development. According to this view, exporting is usually the first step on the internationalisation path, occurring casually in most cases – and only after the firm has become established in the domestic market – and growing with the firm’s size and experience. Exporting is then followed by more intensive forms of internationalisation, which in turn accompany a parallel growth in the size of the firm, from non-equity agreements to joint ventures and direct foreign investment (Bilkey, Tesar, 1977; Cavusgil, 1980; Cavusgil, Tamer and Naor, 1987; Cavusgil, Bilkey and Tesar, 1979; Czinkota, Tesar 1982; Miesenbock, 1988; Johanson, Vahlne, 1977).

The emerging phenomenon of born global firms has been reported with growing emphasis since the early 1990s (Litvak, 1990; The Economist, 1993; Holstein, 1992; McKinsey and Co, 1993; Oviatt and McDougall, 1994; Hordes, Clancy and Baddaley, 1995; Madsen, Rasmussen and Servais,1999). Throughout the 1990s alternative denominations were proposed, e.g. instant international firms, international newly born ventures, and so on. Different denominations have sometimes corresponded to different concepts of born global firms. According to a number of authors, born global firms may be either infant firms that have started internationalising in their early years (not necessarily since inception), or newly-born ventures that have assumed an international scale from the outset.

The herein adopted concept of born global firm implies that a firm be international either since its inception or within its first three years, which can be considered as acceptable maximum time for a born global firm to distinguish itself from all others because it would indicate that internationalisation was a core issue in the entrepreneur’s vision from the beginning.
The kind of born global firm which is of predominant interest to this research is represented by born exporting firms, which represent the most important category, at least in the Italian case. Only 4%-6% of Italian international SMEs have foreign subsidiaries, FDIs and joint ventures in foreign countries, while the remaining are pure exporters, according to the National Bureau of Statistics and Ice (Italian Institute for Foreign Trade).

On the grounds of this preliminary concept operationalization, we start from an analysis of the possible drivers of an early international orientation, aiming at a general interpretative model, possibly including findings from published literature on the issue, as well as some new perspectives, like location specific factors. According to some theoretical and empirical contributions on the subject, it is possible to define some key drivers which can explain the development of born global firms:

· global environment specific factors;

· industry specific factors;

· business specific factors;

· location specific factors;

· governance/entrepreneurial specific factors.

Born global firms may be viewed as one of the major outcomes of the globalisation processes that have gradually changed both time and space dimensions where firms used to operate. As far as the space dimension is concerned, it is enough to at the gradual dismantling of barriers, both natural and artificial, and the corresponding drop in transaction costs at a global level. As far as the time dimension is concerned, technology has had a time shrinking effect on transactions, and on information access and transfer, which has turned into a core competitive weapon in global competition. Time and space compression has not showed a regular pattern throughout the world and in all industries. As a consequence, opportunities for firms to exploit new market conditions (as well as the risks for them to be liable to their threats) have been widely differentiated.

The globalisation concept is something different from the idea of worldwide homogenisation of preferences, structures and so on. Globalisation is a highly dynamic process (and not a status) leading to a growing worldwide interdependence, both accompanied and boosted by a growing inter-connection among systems, geographies, firms and individuals. 

The globally networked economy creates potentially new ways in which firms can create and capture value (Brandenburger and Nalebuff, 1998), from being quick to respond to changes in the market and in the environment (Nayyar and Bantel, 1994; Einsenhardt, 1989; Zaheer and Manrakhan, 2001), to being able to profit from information scanning and intermediation (Evans and Wurster, 1999) and from knowledge creation and exploitation (Dunning, 2000).

Born global firms represent an interesting case of enterprises operating under time and space compression conditions that have allowed/forced them to assume a global geographic scope since their start-up. 

At the end of the 1980s the effects of globalisation processes on businesses (Velo, 2000) became more evident – although they materialized at a different pace and with different intensity in different industries and regions - and the idea that not only SMEs, but even infant firms could be international since their inception was gradually brought to the attention of academics and practitioners. The connections between the simultaneous rise in the number of instant international firms and the spread of globalisation processes, with their typical time and space compression features, shrinking transportation and communication costs (Holstein, 1992) and better accessibility of information and knowledge (Czinkota, Ronkaininen, 1995; Nordstrom 1991) seem in fact substantial (Knight, Cavusgil, 1996).

In such a global environment, the firm geographic location still matters in influencing international entrepreneurship and born global orientation. 
When it comes to location specific factors, literature underlines location constraints (small open economies) or the role played by immigrants, or the like but it does not deal much with location-specific drivers capable of representing a more generally valid theoretical framework, such as the role of local productive agglomerations (clusters and districts).

Considering the issue of geographic co-location, as one of the possible relevant drivers of a serial internationalisation path, literature reports a very strong linkage exists between the clustering of economic activities and the international performance of firms belonging to such clusters. The phenomenon has known a recent development in literature, demonstrating a growing interest of different authors about the matter (Brown, Bell 2001; Porter, 1990; Enright, 1998; Storper, 1992).

Inter-firm local networks, a “territorial information system”, the social capital existing, all represent the ground on which a sort of “collective international thinking” has grown (Pyke, Becattini, Sengenberger, 1991; Varaldo, Ferrucci, 1997; Bursi, 1989).

Easy and immediate access to information -vital for international expansion- is due to a complex blend of imitative behaviours, high frequency of spin-offs, organisation of international trade fairs based in the district territory or lower cost participation to foreign events, and other actions carried out by institutions that mediate and intermediate between the firms and the markets, like enterprises’ associations, shared service centres and export consortia (Becattini, 2000; Corò, Rullani, 1998).
Hypoteses building

Knowledge economy has brought towards a progressive dismantling of barriers among industries, creating new competitive arenas which are no more industries but spaces (Prahalad, Hamel, 1990), where previously separated industries converge progressively, mainly due to technological advances. In these enlarged arenas there is room for larger multi-business players and for smaller niche firms, innovative and capable of dominating their specific sub-arena. To do this successfully, they need to develop a global orientation from their inception. The progressive growth of high tech businesses, in particular during the ‘90s, has been considered by many authors as one of the key factors explaining the contemporary surge of the born global phenomenon.

The conditions drawing high tech and knowledge intensive firms into an early international expansion are basically three (Preece, Miles, Baetz, 1998): 

· the tendency to operate within a narrowly-defined market niche, which leads to an international market horizon in order to break even, since the domestic one –at a small niche level- does not permit to reach adequate sales volumes;

· high development costs typical of most businesses in the digital space;

· the speed of competition and product obsolescence, which leads firms with short product life cycles and intense competitive dynamics to a simultaneous domestic and international market penetration.

Knight and Cavusgil (1996) define born global firms as “small, technology oriented companies that operate on international markets from the earliest days of their establishment”, thus identifying the belonging to a high tech oriented activity as the key factor of early internationalisation.

According to other authors the “high-tech bias” may lead researchers to indicate the industry/product as a qualifying feature of born global firms, while it is only one of their possible attributes, like the entry mode strategy. It is likely that high tech industries evidence an appreciable number of born global firms, but belonging to a given industry does not seem a convincing feature of born global identity. The Italian case shows that the majority of born global firms belongs to non high-tech industries (Zucchella, Maccarini, 1999). The common element among Italian international newly-born ventures is the size of the targeted market segment, i.e. the adoption of a niche/deep-niche strategy (Madsen and Servais, 1997; Zucchella 2001 and 2002) rather than the product/technology one. According to some recent publications on born global firms, it is very important to avoid the risk of researcher’s presbyopia, because the forward-looking perspective of technology-based industries should not limit the analysis of the nearest, most frequent and established cases of non high-tech born globals.

Hence, the common interpretative ground for born global firms cannot be industry specific factors, which can have an impact but do not represent a generally valid condition. Such a common ground can be found in business specific issues, which have a horizontal nature, i.e., they cross very different industries, and help in identifying why in different sectors born global firms are found. The common business specific factor is niche orientation.

The global niche firm represents a strategic model that makes us reconsider the idea of company size, as well as go beyond the “conventional” view of the small firm and its path toward international growth. In fact, they may be small according to conventional parameters, but they are large in terms of market segment share, and /or in terms of access to a network or local cluster competencies and resources. The latter issue will be developed under the following research hypothesis H2. 

Focusing on a global market niche, and not on a number of foreign markets, involves that the two key indicators of international performance, i.e. export intensity (export/sales ratio) and geographic scope (variety and distance of foreign markets reached), are higher than in traditional/gradual exporters. Focusing on a narrow world market niche implies that the firm has to sell its products on a global scale from the beginning in order to break even: the deeper the niche served, the quicker and broader the international expansion should be. This leads us to formulate our first research hypothesis:

H1 Export intensity is higher and geographic scope is broader in born global firms than in gradual exporters. 

In any firm, sustainable competitive advantage implies that its resources be unique (Barney, 1991). 

In long-established firms possessing unique assets, it depends on a number of firm-specific and environment-specific factors accumulated along the years. This means that a crucial issue in unique knowledge formation is represented by a unique organizational and corporate history. For newly-born and infant firms that are international since the beginning, it is necessary to find sources of knowledge uniqueness in other factors: literature on born globals has frequently identified the entrepreneur’s experience and orientation as a critical element. This involves that in born global firms knowledge uniqueness and governance issues are closely linked. Attention to this link has promoted research on international entrepreneurship, and many contributions have focused on the role of the entrepreneur in the born global firms phenomenon (Madsen, Servais, 1997; Rasmussen, Madsen and Evangelista, 1999). These and other studies (Oviatt, McDougall, 1994) have also considered the role of networking in the governance of born global firms. Networking facilitates access to knowledge, allows newly-born ventures to overcome some resource constraints and to manage a global reach since the beginning, without bearing the costs of a global “proprietary” structure. The role of the local system in favouring the establishment of these firms appears to have been less explored . 

In Italy, like in some other countries, a substantial number of born global firms are situated in industrial districts and local clusters, as confirmed by the results of some recent surveys (Maccarini, Scabini, Zucchella, forthcoming). 

Traditionally, cluster or district-based SMEs, despite their limited financial and managerial resources, have taken advantage of either local competitors’ or former employers’ experience (spin offs are much more frequent in districts than in other milieus), and more generally of the overall “knowledge capital” available in the local cluster, and selected foreign markets with high growth potential for their products from the beginning of their business activity. Positive performances encourage entrepreneurs to increase their international commitment, in terms of export intensity and geographic scope very rapidly.

It is thus possible to observe a continuous interaction between the collective and individual learning processes, which feeds the accumulation of international knowledge capital within the cluster. This knowledge capital is accessed in a number of ways: imitation of leading firms, collaboration with leading firms (follow the leader strategy), easy access to information on international market opportunities through local consultants, local banks, shared service centres, associations of local firms, local export consortia. Districts are in fact “sticky places” not only in terms of firms operating in similar businesses, but also in terms of related business services and international markets knowledge. 

The uniqueness of the firms product supply is in line with the decision of the absolute majority of Italian born global firms to export what they produce in the home country, with limited forms of production de-localisation, since the exclusive know-how behind the product makes the organizational and productive hubs of the firm coincide. In fact, uniqueness is often the result of business competencies and creativity associated with “territorial competencies” (specialized workforce, services). If we consider the case of many small Italian firms that are world leaders in their niches, we discover that their competitive positioning is the result of both firm-specific and local system-specific factors (firm embeddedness). 

Possessing unique assets entails two critical preconditions for the sustainability of born global firms’ competitive advantage, namely the constraints on the dissemination of such knowledge and its continuous improvement. 

The first one is related to the fact that the ability of global newly-born ventures to reproduce and move knowledge at nearly zero marginal cost is both beneficial and dangerous. In order to limit the appropriation of their respective unique knowledge by competitors, born global firms may either use patents and copyrights or rely on the fact that their knowledge can not be copied perfectly. Italian born global firms seem to base their protection strategy mainly on the latter factor (Majocchi, Maccarini, Zucchella, 2002). Imperfect imitability may be due to a unique organizational history, socially complex knowledge, ambiguous and casual relationships between knowledge and competitive advantage. Italian born global firms very frequently take advantage of the second of the listed factors, and in particular of the local system embeddedness that generates immobility of the knowledge in question. On the grounds of these considerations, it is possible to define the following second hypothesis:

H2 Geographic location has an impact on the density, export intensity and geographic scope of born global firms. In particular, location in a district or cluster strengthens both density and international performance parameters

Early and fast internationalisation processes could collide with the actual availability of adequate financial and – most importantly – managerial resources. In gradual internationalisation processes, both risk aversion and lack of knowledge on foreign markets are overcome through gradualism. Born global firms, on the contrary, have to rely on a set of potential leverages: the entrepreneur’s experience and strategic orientation (partly commented under hypothesis 1), the international knowledge capital available in the cluster (commented under hypothesis 2) and finally the firm relational attitude, i.e. its propensity to establish alliances and cooperation agreements with other firms, especially in foreign markets, in order to reduce risks and improve international learning effects. The relevance of interfirm cooperation and learning along internationalisation processes has been outlined in a number of publications (Petersen, Pedersen and Sharma, 2002; Chetty, Eriksson, Hohenthal, 2002). For the reasons mentioned above , born global firms should evidence a higher propensity to co-operate with other firms, thus leading us to formulate our third hypothesis: 

H3. The propensity to establish co-operation agreements with other firms is of greater importance for Born Global firms than for gradually internationalising ones

Research design and findings 

This paper is based on an empirical survey through questionnaires carried out in Italy, involving 874 small and medium sized firms extracted from the exporters’ data base of the Italians Chambers of Commerce.

The effective respondents were 271, with a return rate of 31%. The sample is representative of the Italian population of exporting firms, both in terms of size (with small scale largely prevailing) and industries. 

The questionnaire included general information about the firm (revenue, number of employees, location, age, industry, detailed product description) and a number of specific questions about its international activity (export and imports, non-equity agreements, joint ventures and FDIs, countries and products involved, year of beginning). 

The early internationalisation (time factor) was considered one of the driving research subjects and for this reason the age of the firm was compared with the beginning year of foreign sales. In particular, born global firms were defined as those ones, which started selling abroad within 3 years from their birth, on the basis of the literature review about such topic. The variables linked to the born global attitude were represented by export intensity ratios and by geographic scope measures, while the location factor was expressed, distinguishing in particular between firms located inside industrial districts or outside them. The districts and their geographic locations (each district usually covers some nearby municipalities) were identified according to the National Bureau of Statistics strict definition. This involves that the phenomenon of clusters could be relatively underestimated, because a number of local productive systems do not fall under the restrictive official definition of district. 

[Insert Figure 1 around here]

Among the 271 firms of our sample, 109 fall under the above mentioned definition of born global (born exporting) firm (40.2%), an impressive figure, particularly if we consider that the sample is representative of the population of Italian SMEs, where innovative, high tech business are very poorly represented. This finding indicates that the born global (exporting) phenomenon is more widespread than theory implicitly predicts and that traditional businesses evidence an impressive number of these firms. 

75 firms of the sample are located in an industrial district (27,7%), thus confirming the relevance of local clusters in the Italian case. Among these 75 district-based firms, 45 are born exporting. As a consequence, the relevance of born global firms seems bigger in industrial districts. Moreover, inside the districts we can find a higher percentage of firms who are global since their inception. This confirms that the district location can have a relevant impact on international entrepreneurship (hypothesis H2), in different ways: through spin-offs, where the new entrepreneur brings the experience cumulated in another firm of the district, through easy access to a number of formal and informal information sources on foreign markets, relying on local institutions like export consortia and associations, which are depositaries of an important and business specific knowledge on foreign markets and customers.

Figure 2 and 3 show the sample and the sub-groupings distribution according to size parameters. With the above mentioned limitations, it seems that district based born globals evidence a smaller size than the overall sample, thus confirming that the district could be a favourable environment for very small firms, enabling them to operate on an international scale. 

[Insert Figure 2 and figure 3 around here]
Born global firms have a more recent origin than traditional international firms and that in particular their development seems to correspond to the globalising environment emerged since the early ‘80s up to now. Figure 4 evidences that 35% of born global firms are born since the beginning of the ‘90s. The figure could be higher if we would not consider the 45 born exporting firms located in industrial districts, even though the number of firms involved cannot be considered statistically significant.
Born global firms belonging to the district appear relatively older, thus reflecting a history of the district itself. It is possible to argue that districts have been probably the forerunners of born exporting phenomenon, for the above mentioned reasons. Only in the late ‘80s and during the ‘90s international entrepreneurship spread outside the favourable environment of districts.

[Insert Figure 4 around here]
Hypothesis 1 is grounded on the idea that born global firms must operate with an international market horizon in order to break even, since the domestic one does not permit to their business to reach adequate sales volumes. In the questionnaire firms were asked to describe their products and customer groups: from the answers a great variety of specialised businesses emerged, so that it was impossible to treat them adopting a quantitative approach, but the common feature of born global firms (district or non district based) is represented by the adoption of a niche strategy. They can sustain their immediate global reach thanks to entrepreneurial vision and competencies, and, for district based firm, also thanks to positive externalities and a collective international knowledge base. Export intensity ratios coupled with very early internationalisation clearly indicate that these firms are characterised by a serial growth path in foreign markets as opposed to the sequential one proposed by mainstream literature. The consequences of the adoption of a niche strategy and a serial international growth path are visible in terms of both export intensity and geographic scope indicators.

Figure 5 evidences that born global firms have a higher export intensity as measured by the export to sales ratios, for any range of the ratio we consider. The difference between born global firms located in the district and the other ones is much more relevant. District based firms show a higher average export intensity than other firms. 

[Insert Figure 5 around here]
Geographic scope was operationalised according to two perspectives: a macro-regional one, dividing EU versus non-EU exports, and a more traditional country-based one, asking the firms to list the main destination area to which they export. The first measure helps to distinguish European from global players (Zucchella, Maccarini, 1999). The former are international according to a geographic parameter (“foreign” countries reached) but much less so according to an economic perspective, due to the high market integration reached in the EU area.

Comparing intra- and extra-EU exports for the surveyed firms (Figure 6), born globals are generally more globally (extra-ER) oriented than the other ones, but this is especially true if we consider born globals located inside the industrial district. 

The substantial difference between born globals which are district based and the other ones, can be attributed to the positive externalities represented by the collective knowledge capital of the cluster. This factor enables even very small or young firms to access more easily information on distant markets, via leading firms’ imitation or shared internationalisation service centres. 

All the above commented outcomes about born global firms located in a district indicate that Hypothesis 2 is confirmed.

[Insert Figure 6 around here]

One of the most interesting issues is represented by those firms which have declared that they operate worldwide, without specifying the countries involved. In these cases it is clear that the firms do not develop a traditional international perspective, which is typically country-based, but a customer based one, identifying and serving global customers wherever they may be located. 
[Insert Figure 7 around here]

Hypothesis 3 was grounded on the assumption that born global firms evidence a higher propensity to establish co-operation agreements with other firms, to overcome financial and managerial constraints typical of international new ventures and to speed up the access to international markets knowledge. The survey results do not permit to validate this hypothesis, at least in its strong version, i.e. when we consider only formal alliances and joint ventures (Figure 8). On the other hand hypothesis 3 could be validated at least in a weak form, if we consider the local network represented by a district as an expression of networking attitude. The phenomena occurring in a district are a complex blend of cooperation and competition, and formal collaboration agreements are rare. In addition to this the district is the expression of a short (local) networking attitude, rather than a long (international) one.

[Insert Figure 8 around here]
Conclusions

This paper aimed at deepening some aspects of international entrepreneurship, with special attention to born global firms. After a decade of both empirical and theoretical contributions on this subject some questions about the drivers of born global attitude are only partially explored. In particular the relationship between international entrepreneurship and location is still missing deep analysis both from an empirical and from a theoretical viewpoint. The empirical research conducted in Italy evidenced a high number of born global firms among export-oriented SMEs. All the industries seem affected by this phenomenon, not only the high tech ones. A second finding represents the core issue for this paper and the least explored matter in the born global research agenda: location specific factors demonstrate an important impact on the density, export intensity and geographic scope of born global firms, leading to a superior set of international performance indicators for firms located in industrial districts. The local cluster represents an ideal place where start ups can develop an international orientation from the beginning and sustain along the years their global reach. The critical knowledge accumulation in the firm is favoured by an easy access to the collective international knowledge of the district, thus reducing the risk of international new ventures.

The main limitation of this paper is represented by the limited number of firms (45 district based over 109 born global firms, in a sample of 271 exporting SMEs), on which the empirical survey findings have been grounded. Notwithstanding this limitation the findings seem consistent with core research hypotheses and theoretical modelling. A second limitation could be represented by potential generalisation of such findings: the applicability of the impact of location specific factors outside Italy has been studied only in a very limited number of cases and -even though the results seem to correspond to those commented in this paper- further empirical investigation is needed in a number of different countries and clusters. 
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Figure 1 - The internationalisation precocity

	
	Overall sample
	Firms district-based

	
	N°
	% cumulative
	N°
	% cumulative

	In the same year of the inception
	74
	27,31
	34
	45,33

	By 3 years since the inception
	109
	40,22
	45
	60,00

	Total n. of firms
	271
	100,00
	75
	100,00


Figure 2 - The distribution of the firms by size parameters (number of employees) 

	
	Overall sample
	Born Globals

109 firms
	Born Globals District - based

45 firms

	
	N°
	%*
	% cumulative
	N°
	%**
	% cumulative
	N°
	%***
	% cumulative

	0 employees
	4
	1,60
	1,60
	3
	2,80
	2,80
	2
	4,55
	4,55

	From 1 to 9
	101
	40,40
	42,00
	44
	41,12
	43,93
	20
	45,45
	50,00

	From 10 to 49
	106
	42,40
	84,40
	44
	41,12
	85,05
	16
	36,36
	86,36

	From 50 to 249
	34
	13,60
	98,00
	15
	14,02
	99,07
	6
	13,64
	100,00

	Beyond 250
	5
	2,00
	100,00
	1
	0,93
	100,00
	0
	
	

	Not declared
	21
	
	
	2
	
	
	1
	
	

	Total n. of firms
	271
	100,00
	
	109
	100,00
	
	45
	100,00
	

	* Percentages calculated from those firms that declared their number of employees (250 firms).

	** Percentages calculated from those firms that declared their number of employees (107 firms).

	*** Percentages calculated from those firms that declared their number of employees (44 firms).


Figure 3 - The distribution of the firms by size parameters (total sales) 

	
	Overall sample
	Born Globals

109 firms
	Born Globals District - based

45 firms

	
	N°
	%*
	% cumulative
	N°
	%**
	% cumulative
	N°
	%***
	% cumulative

	From 0 to 500.000 €
	33
	13,75
	13,75
	14
	13,33
	13,33
	8
	18,18
	18,18

	From 500.000 to 2.500.000 €
	90
	37,50
	51,25
	43
	40,95
	54,29
	22
	50,00
	68,18

	From 2.500.000 to 7.000.000 €
	62
	25,83
	77,08
	28
	26,67
	80,95
	7
	15,91
	84,09

	From 7.000.000 to 20.000.000 €
	25
	10,42
	87,50
	8
	7,62
	88,57
	5
	11,36
	95,45

	From 20.000.000 to 40.000.000 €
	16
	6,67
	94,17
	7
	6,67
	95,24
	0
	-
	95,45

	From 40.000.000 to 100.000.000 €
	6
	2,50
	96,67
	1
	0,95
	96,19
	1
	2,27
	97,73

	Beyond 100.000.000 €
	8
	3,33
	100,00
	4
	3,81
	100,00
	1
	2,27
	100,00

	Not declared
	31
	
	
	4
	
	
	1
	
	

	Total n. of firms
	271
	100,00
	
	109
	100,00
	
	45
	100,00
	

	* Percentages calculated from those firms that declared their total number of sales (240 firms).

	** Percentages calculated from those firms that declared their total number of sales (105 firms).

	*** Percentages calculated from those firms that declared their total number of sales (44 firms).


Figure 4 - The year of birth of the surveyed firms

	
	Overall sample
	Born Globals

109 firms
	Born Globals District - based

45 firms

	
	N°
	%
	% cumulative
	N°
	%
	% cumulative
	N°
	%
	% cumulative

	During ‘90s and up to 2002
	66
	24,35
	24,35
	38
	34,86
	34,86
	10
	22,22
	22,22

	During '80s
	80
	29,52
	53,87
	33
	30,28
	65,14
	15
	33,33
	55,56

	Before ‘80s
	125
	46,13
	100,00
	38
	34,86
	100,00
	20
	44,44
	100,00

	Total n. of firms
	271
	100,00
	
	109
	100,00
	
	45
	100,00
	


Figure 5- Export intensity analysis

	
	Overall sample
	Born Globals 

109 firms
	Born Globals District - based 

45 firms

	Export/sales ratios
	N°
	% * cumulative
	N°
	% * cumulative
	N°
	% * cumulative

	Not declared
	51
	
	3
	
	0
	

	> 1%
	220
	100,00
	106
	100,00
	45
	100,00

	> 10%
	150
	68,18
	78
	73,58
	35
	77,78

	> 20%
	120
	54,55
	64
	60,38
	29
	64,44

	> 30%
	84
	38,18
	48
	45,28
	24
	53,33

	> 40%
	68
	30,91
	40
	37,74
	19
	42,22

	> 50%
	68
	30,91
	40
	37,74
	19
	42,22

	> 60%
	44
	20,00
	28
	26,42
	13
	28,89

	> 70%
	29
	13,18
	19
	17,92
	10
	22,22

	> 80%
	7
	3,18
	4
	3,77
	3
	6,67

	> 90% 
	2
	0,91
	1
	0,94
	0
	-

	* Percentages calculated from those firms that declared their quota of EU and extra-EU exports.

	As the only data to work with referred to export/invoicing percentages, divided into those obtained within and outside the EU,

	an indication of cumulative percentages is used.


Figure 6 – EU versus extra EU exports

	
	Overall sample
	Born Globals

109 firms
	Born Globals District - based

45 firms

	
	N°
	% *
	N°
	% **
	N°
	%

	Export extra EU > export EU
	57
	25,91
	32
	30,19
	21
	46,67

	Export extra EU = export EU
	87
	39,55
	38
	35,85
	13
	28,89

	Export extra EU < export EU
	76
	34,55
	36
	33,96
	11
	24,44

	Not declared 
	51
	
	3
	
	0
	

	Total n. of firms
	271
	100,00
	109
	100,00
	45
	100,00

	* Percentages calculated from those firms that declared their quota of EU and extra EU exports (220 firms).
	 
	 

	** Percentages calculated from those firms that declared their quota of EU and extra EU exports (106 firms).


Figure 7 – The main geographic area where exports are realised

	
	Overall sample
	Born Globals

109 firms
	Born Globals District - based

45 firms

	
	N°
	% *
	N°
	% *
	N°
	% *

	European Union
	109
	55,61
	47
	47,96
	12
	30,77

	Central / Eastern Europe
	12
	6,12
	7
	7,14
	3
	7,69

	Others European Countries
	6
	3,06
	2
	2,04
	1
	2,56

	Africa
	6
	3,06
	2
	2,04
	1
	2,56

	North America
	11
	5,61
	8
	8,16
	2
	5,13

	Central and South America
	14
	7,14
	10
	10,20
	6
	15,38

	Middle Eastern Countries
	4
	2,04
	2
	2,04
	2
	5,13

	Central Asia
	1
	0,51
	1
	1,02
	0
	-

	Eastern Asia 
	15
	7,65
	10
	10,20
	7
	17,95

	Oceania
	1
	0,51
	0
	-
	0
	-

	Worldwide
	17
	8,67
	9
	9,18
	5
	12,82

	Not declared 
	75
	
	11
	
	6
	

	Total n. of firms
	271
	100,00
	109
	100,00
	45
	100,00

	* Percentages calculated from those firms that declared their main export area


Figure 8 – International equity and non-equity agreements

	
	Overall sample
	Born Globals

109 firms
	Born Globals District - based

45 firms

	
	N°
	%
	N°
	%
	N°
	%

	Commercial agreements
	14
	5,17
	5
	4,59
	3
	6,67

	Productive agreements
	10
	3,69
	5
	4,59
	1
	2,22

	Research agreements
	2
	0,74
	0
	-
	0
	-

	No agreement
	245
	90,41
	99
	90,83
	41
	91,11

	Total n. of firms
	271
	100,00
	109
	100,00
	45
	100,00
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