
Chapter 3 Methodology 
 
 
This chapter describes the methods applied in researching this thesis. The case 

study approach has been chosen to investigate perceptions concerning and operations 
in the Russian market by Taiwanese companies, as well as their business relationships 
with Russian partners. The sampling procedure is described, followed by the means of 
data collection. Methods of data analysis and the limitations of the research are 
discussed. Finally, the framework for this research is introduced. 

  
 

3.1. Justification of Methodology 
 

Case study research methodology was applied for this research.  The case study 
is defined as “a research methodology based on interviews that is used in a 
postgraduate thesis involving a body of knowledge”. The justification for use of this 
methodology to investigate contemporary phenomena in different areas, including, 
psychology, sociology, political science, history, anthropology, economics, 
management, has been recognized by many researchers (Eisenhardt, 1989; Perry, 
1998; Dubois and Gadde, 2002; Halinen, and Tornroos, 2005). The case study 
research is concerned with describing real world phenomena rather than developing 
normative decision models. The case study approach is a highly appropriate method 
for investigating the dynamics of evolving business relationships between Taiwanese 
and Russian companies 

 
 

3.2. Sampling Procedure 
 
The IT industry was chosen as the object of this research because IT products, 

along with finished steel products, are the primary export items from Taiwan to 
Russia (IT IS, 2004), The researcher was interested in the business relationship 
between Taiwanese IT companies with its Russian partners. The “TOP 1000” list of 
IT companies in Taiwan from Business Week magazine (a highly respected medium 
in Taiwan for business-related topics and information) was used to identify potential 
candidates for the survey. The researcher then utilized secondary information from 
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companies’ web sites and the TAITRA database to identify companies that conduct 
business in Russia. The researcher used the case study approach to investigate issues 
relevant to Taiwanese companies’ operations in Russia, thereby limiting the sample 
number to 12.  

 
 

3.3. Data Collection 
 
The field method was used to obtain the data; the information collected was 

principally of qualitative nature. This fact influenced the researcher’s choice of the 
method of data analysis. 

 
The interview questions (Appendix 1) were based on theoretical discourse on 

the subject of the formation and management of alliances published by Doz and 
Hamel (1998). All fourteen questions were open-ended, and required face-to-face 
interviews. After initial contacts were arranged using the IMBA student network, 
TAITRA’s support and the researcher’s personal relationships, the questionnaire was 
sent out to managers responsible for the Russian market at Taiwanese companies, and 
interviews were scheduled. Prior to each interview, the researcher conducted 
preliminary research for each company using secondary sources, including 
companies’ web sites, financial statements from the companies and from the Taiwan 
Stock Exchange Corporation, and other print and Internet media. 

 
A pilot study was conducted to determine the relevance to Taiwanese 

companies of the issues under investigation.  The subject of the first interview with 
Company A, conducted with a company representative on March 15th, will remain 
anonymous. After a careful review of the pilot study results, the research focus was 
modified. The new interview regime included questions related to the perception of 
the Russian market by Taiwanese companies and their current business operations in 
this territory (Appendix 2). The modified questionnaire consisted of three sections: 
the Taiwanese company’s understanding of the Russian market, its current operations 
in Russia, and partnership formation and management.  

 
The next 11 interviews were conducted during the period between March 20th 

and April 20th, 2005. The companies interviewed were Albatron Technology Co., Ltd., 
Yuan High-Tech Development Co., Ltd, D-Link Corp., Gigabyte Technology Co., 
Ltd, First International Computer Inc. (FIC), Cellink Co., Ltd., IEI Technology Corp., 
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Advantech Co. Ltd, A-Open Inc., KYE Systems Corp. (with its more recognizable 
“Genius” trade mark), and AsusTeK Computer, Inc5. These companies represent 
widely divergent areas of the IT sector. For the purpose of discovering familiarly 
among companies in the same industry, they were divided into four major categories 
based on their major product lines. The first category includes companies 
manufacturing motherboards and other PC components. Asus, Gigabyte, FYC, 
Albatron, Yuan High-Tech, and A-Open all belong to this category. The second 
category comprises producers of industrial PCs, and includes Advantech, Company A, 
and IEI. Two companies represent Taiwanese manufactures of consumer electronics, 
Genius and Cellink. D-Link, a networking equipment producer, represents the fourth 
category. 
 

Due to scheduling challenges, some interview subjects opted to answer the 
questionnaire first in writing; the researcher then followed up with an interview. One 
company was able to provide only written answers. Each of the eleven interviews was 
recorded and then transcribed. Ultimately, a total of twelve interviews were described 
in a case fashion manner in Chapter 4 of this thesis. 

 
In most cases, the researcher contacted the interview subjects again post-

meeting (by email and/or telephone) to clarify details necessary to the analysis. A 
second interview wasn’t possible. As noted by Perry (1998) “more than one interview 
in any small business or in any Asian organization is difficult”. 

 
 

3.4. Data Analysis 
 
After the interviews were conducted, each of the twelve cases was described. 

Within-case analysis, which granted the researcher more familiarity with the data 
from each case, is provided in Chapter 4. This chapter contains twelve case 
descriptions. Based on the literature review, it utilizes the following set of topics as a 
framework for discussion and comparison: market assessment, current operations, 
strategic planning, partnership motivation, partner selection, partnership design and 
partnership management. 

 
 
5 The companies’ names are listed in the chronological order according to the interview data. The same 

order will be kept for the case descriptions in Chapter 4. 
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 Eisenhardt (1989) states “a search for cross-case patterns forces investigator to 
look beyond initial impressions and see evidence through multiple lenses”. 
Qualitative data analysis was conducted by comparing the companies using carefully 
constructed data categories. The tables in Chapter 5, Discussion, illustrate the research 
findings on the perceptions of and operations in the Russian market by Taiwanese 
companies, as well as their business relationships with Russian partners. Chapter 5 
analyzes the modes of entry into the Russian market by 12 Taiwanese IT firms, and 
their business models, with a particular focus on how Taiwanese firms establish and 
manage their relationships with Russian partners. The first subject is perspectives of 
Taiwanese companies toward the Russian market, and their congruence with those of 
their Russian partners.  An analysis of the business models that Taiwanese companies 
employ in Russia follows, including the format and functions of their respective 
representative offices. Third, the relationships between supplier and distributor, and in 
most cases between supplier and multiple distributors are described. 

 
 

3.5. Research Limitations 
 
The researcher believes that the chosen case study approach was an appropriate 

method to employ in collecting representative data for this research. This research is 
limited in that it provides information about the perception of and operations in the 
Russian IT market, and experience of partnership with Russian companies, for 
Taiwanese IT sector firms only. The limited number of companies, and the personal 
bias of the interviewer constitute other limitations to this thesis.  

 
 

3.6. Research Framework 
 
The research framework is designed to provide insight to research issues 

highlighted in Chapter 1. 
 
Three main topics, namely, Russian market assessment, current business models 

implemented by Taiwanese companies in the Russian market and partnership between 
Taiwanese and Russians are addressed in the questionnaire and help to provide insight 
and better understanding of the stated research issues as follows: 
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1. What is the perception of the Russian market by Taiwanese firms? 
2. How does this perception influence their business activities in Russia? How 

does it influence their entry mode? 
3. What is the business model of Taiwanese firms in the Russian market?  
4. How do Taiwanese companies select their Russian partners? What criteria 

do they use to evaluate their Russian partners? Have these criteria changed 
over the past 10 years? 

5.  How do Taiwanese companies manage their relationships with Russian 
partner? What they have learned from this partnership? What are the 
conflicts and difficulties the face? 

 
Answers to questions in Section One of the modified questionnaire,  

“Taiwanese company understanding of Russian market”, provided data for the first 
and second research issues. Section Two responses, “Taiwanese companies’ current 
operations in Russia” provided data for the third issue. And finally, questions in 
Section Three, “Partnership formation and management” elicited responses relevant to 
the final three issues.  

 
The section about partnership formation and management is the most 

comprehensive, consisting of questions about partner selection and evaluation, 
partnership design and partnership management. Questions regarding partner 
selection and evaluation aimed to determine how systematic Taiwanese companies are 
about seeking Russian partners, and what evaluation criteria Taiwanese companies 
prefer to employ when judging a partner’s performance. Questions about alliance 
design explained each partner’s contribution to the relationship, the scope of 
partnership activity, and the mechanisms implemented for governing the partnership. 
Questions about partnership management clarified how Taiwanese companies manage 
their relationships with Russian partners, and how they collaborate with and learn 
from their Russian counterparts.  


