Energy Policy 101 (2017) 723–732

Contents lists available at ScienceDirect

Energy Policy
journal homepage: www.elsevier.com/locate/enpol

Chinese FDI and psychic distance perceptions on regulations in the
German renewable energy sector
Katiuscia Vaccarini a,b,n, Christoph Lattemann b, Francesca Spigarelli a, Ernesto Tavoletti c
a

University of Macerata, Piaggia dell’Università 2, 62100 Macerata MC, Italy
Jacobs University Bremen, Campus Ring 1, 28759 Bremen, Germany
c
University of Macerata, Piazza Strambi 1, 62100 Macerata MC, Italy
b

H I G H L I G H T S







Chinese managers investing in Germany cope with distances on various dimensions
Decision-making is based on managers’ perception of those distances
This is particularly true for the RE sector and the relative regulation-based dimensions
“Prior experience” is a moderating variable and impacts managers’ perceptions.
Literature gap: perceptions vary over time and learning effects are detected.
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Countries vary in dimensions such as culture, language, business practices, policy-making, regulations,
etc. Research shows that distances between countries concerning these dimensions affect foreign direct
investment (FDI) ﬂows. The higher the distances, the higher the difﬁculties for businesses, as managers’
decision-making is based on their perception of those distances.
This paper analyzes the perception of distances between China and Germany by surveying Chinese
managers who invested in Germany in the renewable energy (RE) sector, using Child et al.’s (2009)
measure of psychic distance (PD) as a guide. The RE sector is young and highly dynamic, and the dimensions of PD are constantly changing. Mismatches in the perception of PD ex ante and ex post the
decision to engage in FDI may lead to possible FDI failure.
We use a ﬁve-company multiple case study to analyze if Chinese managers perceive distances in
various dimensions, particularly regulation-based, and if there is a mismatch of perceptions between the
pre-market and post-market entry period to investigate if managers’ perceptions change over time.
Our ﬁndings lead to recommendations for practitioners and international business scholars, and
policy making in the RE sector, by showing that operationalizing the PD construct should be complemented by dynamic analysis.
& 2016 Elsevier Ltd. All rights reserved.
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1. Introduction
Research in international business (IB) mentions psychic distance (PD) as a major factor impacting outward foreign direct investments (OFDI) and location choices (Beckerman, 1956; Linnemann, 1966; Gruber and Vernon, 1970; Johanson and Wiedersheim-Paul, 1975; Vaccarini, 2015). Vaccarini et al. (2015) show
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that European managers’ perceptions of psychic distance between
their home country and China change over time, i.e. before and
after entering the Chinese market. Our paper will follow up on this
observation and, in particular, will analyze if PD perceptions of
Chinese managers pursuing FDI in the German renewable energy
(RE) industry will also change from pre-market entry to postmarket entry, especially with respect to regulation-related PD dimensions (i.e. “political system”, “legal system”, and “regulations”).
Industry rules, laws, regulations, policy making, and business
practices in this sector are under constant change in such a way
that data analysis suffers from bounded rationality (Simon, 1979;
Verbeke, 2013) and actual decision making is based on managers’
perceptions.
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Many recent IB studies have been conducted on the relationship between PD and FDI (e.g., Child et al., 2002; Brewer, 2007;
Child et al., 2009; Hashim, 2012; Puthussery, et al., 2014; Nebus
and Chai, 2014; Hertenstein et al., 2015). To the best of our
knowledge, however, none of them focuses on Chinese OFDI to
Germany (Klossek et al., 2012; Lattemann and Alon, 2015). More
speciﬁcally, this paper focuses on the RE industry because of the
increasing importance of this young and highly dynamic industry
(Appolloni et al., 2012, 2014).
Solar energy has drawn much attention within recent years,
especially in Germany and China. In 2000, a law in Germany aimed
at developing renewable energies boosted activities in solar energy and, as a consequence, Germany registered the world's
highest output of solar energy by 2011 (Plasschaert, 2016).
In recent years, the combination of growing environmental
awareness in China and the economic recession in Europe has
created a climate that is increasingly conducive to Chinese OFDI in
the RE industry (Lv and Spigarelli, 2016). China has been devoting
more and more attention to environmental issues and pollution
reduction (Zhang and Van Den Bulke, 2014; Marconi, 2012) as we
can see in the wide and comprehensive “green policy” which has
been embedded in the recent Chinese Five Year Plan.
Studies on the interactions between European and Chinese RE
markets report that Europe has become an important destination
for sales from Chinese global RE ﬁrms, with Germany being one of
the main markets, and with regulations playing a critical role
through subsidies and anti-dumping policies (Curran, 2015; Lv and
Spigarelli, 2015, 2016; Curran et al., 2016; Plasschaert, 2016). This
is not surprising, as the RE sector has a high level of regulation
underlying constant changes. As such, we speciﬁcally focus on
these dimensions and their dynamics over time.
Our paper analyzes how the dimensions of PD inﬂuence Chinese OFDI to Germany in the RE sector. Building on Child et al.’s
(2009) 12 dimensions of PD, our study ﬁrst aims to analyze the
importance of these dimensions in ﬁrms’ internationalization
processes, and secondly, to more deeply investigate to what extent
managers’ perceptions before and after a foreign market entry
change over time. In doing so, we look at Chinese managers’
perceptions of PD between their home country and Germany at
two points in time, i.e. before and after foreign market entry.
The analysis shows that a cluster of three regulation-related
dimensions (“political system,” “legal system,” and “regulations”)
are most relevant for Chinese FDI to Germany in the RE sector out
of the 12 dimensions identiﬁed by Child et al. (2009).
The paper makes several contributions to the existing literature. First, we provide a more in-depth analysis on Child et al.’s
(2009) 12 PD dimensions and their impact on businesses. Second,
by measuring and analyzing the differences between PD perceptions in the pre-market entry and post-market entry stages (Child
et al., 2002, 2009), we uncover a new perspective on the role of PD
on OFDI from China to Germany with a focus on the RE sector and
on regulation-speciﬁc dimensions. Third, we conduct a sectorial
analysis of Chinese FDI in Europe, consistent with Child et al.
(2002), as well as Lv and Spigarelli (2016), who pinpoint the need
for conducting industry-level analyses.
This paper proceeds as follows. We review the existing literature, identify theories and present ﬁve case studies to derive
propositions. The main ﬁndings will be discussed and from them
we will draw conclusions for practitioners, policy makers, and
scholars.

2. Background and literature review
Psychology research shows that individuals, such as managers,
tend to prefer familiar situations rather than unfamiliar ones

(Powell and Ansic, 1997). IB scholars have conducted studies on
the concept of PD, which implicitly captures this insight. This research suggests that perceived differences between the home and
host country's characteristics may generate uncertainties among
managers and affect their decisions in the internationalization
process (Child et al., 2009). Concerning perceptions, social psychology deals with three levels of analysis: individual-, interpersonal- and group-level. In this research, we focus on the individual-level of managers’ perceptions of PD. Furthermore, the
social psychological perspective enables a comprehensive view on
IB phenomena. The individual-level is related to the group-level
through the act of categorization (Turner, 1975). Individuals tend
to group things together and to form categories in order to facilitate information processing (Wilder, 1978). According to Brewer,
“The act of categorizing a person into a social grouping automatically classiﬁes that individual as a member of an ingroup […]
or outgroup […]” (Brewer, 2003: 5). As groups provide a sense of
social identity, individuals tend to enhance the status of social
identity and apply it as an important source of self-esteem. Individuals tend to enhance the status of the group to which they
belong to increase their self-image (Tajfel and Turner, 1979). Once
categories have been formed, the tendency is to exaggerate the
extent of differences between members of one category and another, resulting in an increase in perceived homogeneity within
categories and distinctiveness (or distance) between categories
(Tajfel and Wilkes, 1963). In our research context, the perceived
distinctiveness between one's own and another's culture is the
concept of “psychic distance” (PD).
Studies on people's perceptions are reﬂected in IB research and
in the operationalization of PD (Stöttinger and Schlegelmilch,
1998). Essentially, “international management is management of
distance” (Zaheer, Schomaker and Nachum, 2012: 19); in the remainder of this paper, we will incorporate the research on “perceptions” with the concept of “distance” in the context of Chinese
OFDI to Germany in the RE sector.
2.1. The concept of distance
The concept of “distance” is a pivotal aspect of IB research. The
ﬁrst form of “distance” analyzed in IB was “geographical distance”
and its impact on decision making in ﬁrms’ internationalization
processes (Linnemann, 1966; Leamer, 1974). Later concepts introduced economic (Berry et al., 2010), institutional (Xu and
Shenkar, 2002; Salomon and Wu, 2012), cultural (Brouthers,
2002), and other differences (Campbell, Eden and Miller, 2012) to
IB researchers.
Initially, PD is deﬁned as a series of factors preventing or disturbing the corporate learning process and the understanding of
foreign environments (Nordström and Vahlne, 1994). It is described in the literature as the sum of distance-creating factors,
such as cultural, structural, and linguistic differences, minus the
sum of distance-bridging factors, such as knowledge or trial and
error processes.
Commonalities (signals of similarity) between countries are
distance-reducing factors, whereas differences (signals of dissimilarity) are distance-augmenting ones. There is recognized evidence that managers perceive and consider commonalities between their home country and a potential internationalization
target country. The higher their preference for selecting a particular target for their ﬁrms’ ﬁrst expansion abroad, the earlier they
prefer to enter (Williams and Grégoire 2015).
The term “psychic distance” was coined by Beckerman (1956) in
his analysis of factors that explain trades and investments between
countries. This concept, however, had been a marginal one in IB
research until the late 1970s, when the ﬁrst empirical work on PD
with reference to the internationalization process was conducted
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(Johanson and Wiedersheim-Paul, 1975; Johanson and Vahlne,
1977, 2009). The concept's history, from the factual perspective of
Nordic studies, through the cognitive (Evans et al., 2000) and
perceptual (Stöttinger and Schlegelmilch, 2000) approaches, has
been well described by Child et al. (2009) and more recently by
Williams and Grégoire (2015).
Even though factual “cultural distance” (Kogut and Singh, 1988;
Caprar, 2015) has been widely used in IB studies (Sousa and
Bradley, 2006), research shows that PD is a better predictor for
describing exporting activities than it is for deﬁning cultural distance (Dow, 2000; Shenkar, 2001, 2012). Since cognition plays a
signiﬁcant role in terms of managers’ perceptions and understanding, the cognitive dimension is the core element of the PD
concept (Evans et al., 2000). Generally speaking, in IB, PD implicitly captures insights from studies conducted in psychology
(Powell and Ansic, 1997).
Williams and Grégoire (2015) provide a valuable addition to
this discussion. They differentiate between alignable differences
(differences which might converge, such as common language or
shared values) and non-alignable differences (e.g., non-shared
values or principles which cannot be bridged). If managers perceive that differences are alignable, they tend to prefer low-commitment entry modes because they see no necessity for high
control. If managers perceive that differences are non-alignable,
they prefer high-commitment modes of entry, such as FDI, to have
more control over the situation. This implies that non-alignable
perceived differences between China and Europe might induce
Chinese managers to undertake FDI for entering a market (Williams and Grégoire, 2015).
As core individuals within a company, and as decision makers,
managers and their perceptions and skills in facing PD determine
the success, the performances, or the failure of the ﬁrm's internationalization process (Harzing, 2003; Brewer, 2007; Child et al.,
2009; Hashim, 2012).
Child et al. (2002; 2009) deﬁne PD as the existing perceived
distance between home and host country in terms of the following
characteristics: factual (Johanson and Wiedersheim-Paul, 1975;
Johanson and Vahlne, 1977, 2009), cognitive (Evans et al., 2000),
and perceptual (Stöttinger and Schlegelmilch, 2000). Our analysis
follows the approach of Child et al. (2009) by adopting the following 12 sub-dimensions of perceived PD:
2.2. Chinese ﬁrms investing abroad: home and host country factors
In the context of Chinese ﬁrms’ international expansion, analyses based on home vs. host country speciﬁc factors are particularly helpful. In fact, when looking simultaneously at home and
host country factors, a certain idea of distance emerges. Rugman
and Chang (2008) argue that emerging market multinational enterprises (MNEs) expand abroad largely on the strength of home
country factors, such as access to resources and cheap labor.
In later research, the home country's “pull” and “push” factors
are introduced into the discussion (Luo and Wang, 2012; Wei and
Alon, 2010). In the case of China, international expansion is pushed
by preferential policies and ﬁnancial support provided by the
Chinese government (Peng et al., 2008). Among these push factors,
some authors stress the necessity of Chinese companies to overcome domestic institutional voids (Luo and Tung, 2007; Puri, et al.,
2015). Pull factors (i.e. host country speciﬁc advantages) include
the level of economic development (Buckley et al., 2007; Cheng
and Ma, 2008; Kolstad and Wiig, 2012; Stoian, 2013), market size,
and speciﬁc endowments, such as strategic assets, natural resources, or cheap labor (Buckley et al., 2007; Cheung and Qian,
2009; Kolstad and Wiig, 2012). Within host country factors, speciﬁc attention has been paid to institutions. Institutional host
country speciﬁc advantages (CSAs) include elements such as policy
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liberalization and openness to inward FDI (Buckley et al., 2007;
Lau, 2003; Lecraw, 1977; Wells, 1983; Zhou, 2006).
Lv and Spigarelli (2015, 2016) argue that a comprehensive view
of country factors should include measures of distance, culture,
language and other non-economic factors such as business practices. They argue that low distance and differences could be considered to be push factors for FDI. But in the case of large differences, culture and language could become a country speciﬁc disadvantage, as it might be the case in our selected countries: China
and Germany.
As Child et al. (2009) mention, PD should be analyzed by
considering its changes over time by taking into account its dynamics (Child et al., 2002). Consistently, Vaccarini et al. (2015)
showed that perceptions change over time by describing two
different stages: ex ante and ex post perceptions, meaning that
perceptions should be analyzed before actual experience in premarket entry, and then again after having concrete experiences in
the post-market entry period.
Given the described context, we focus on the following core
research questions in our paper:
1) What is the importance of PD for Chinese managers in the
context of RE OFDI to Germany? and:
2) To what extent do Chinese managers’ PD perceptions of the
regulation-related dimensions of the German market change
from pre- to post-market entry in the RE industry?
Several issues related to these questions are addressed. First,
we consider the extent to which managers are aware of PD. Second, we study whether they distinguish between the different
dimensions of the construct with a focus on regulation-related
dimensions. Third, we focus on the relevance that managers attribute to different components of PD in terms of their possible
impact on conducting business abroad.
By addressing these questions, we contribute to a better understanding of how (Chinese) managers interpret and become aware of
the PD constituent dimensions with respect to Germany. They may
apply their interpretation to the management of the internationalization process of their ﬁrm in two stages: before and after
entering the market. In this context, the relevance of the cognitive
aspect of PD emerges. Understanding how managers conduct their
business at an international level means to focus on the way they
perceive the situation in which they work (Child et al., 2009).

3. Methodology
We adopt a multiple case study research design based on Eisenhardt (1989; 2009; Jensen and Szulanski, 2007) and Yin's
(2003; 2013) methodology. A case study design is the most appropriate methodology because of the explorative nature of our
research questions. It also enables us to generate propositions after
conducting accurate within and cross-case analyses.
According to the German Federal Foreign Ofﬁce, there are
currently about 900 Chinese companies operating in Germany
(German Federal Foreign Ofﬁce, 2015). Lv and Spigarelli (2015)
mapped 135 Chinese ﬁrms in RE sectors in Europe, using a dataset
from 2004 and 2013, 40% of which are located in Germany. We use
a convenience sample consisting of ﬁve companies headquartered
in China that have recently (within the past 10 years) entered the
German RE market through FDI. The Chinese Chamber of Commerce in Berlin, a private consultancy company,1 and the
1
The company covers the following areas: Germany, mainland China, Hong
Kong and Singapore (http://www.melchersraffel.com/de/).
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exhibitors’ database of the annual international fair on RE held in
Munich2 helped us to identify these companies.
We followed a triangulation approach (Yin, 2003, 2013) by
collecting data from interviews and various other resources, such
as companies’ internet websites and annual reports, as well as
other public available information from newspapers and publications, such as existing case studies.
Our data collection took place in the Spring/Summer of 2015 in
Germany, based on a questionnaire,3 and in the Fall/Winter of 2015
by submitting a round of follow-up questions based on the preliminary results. At this later stage we ﬁrst asked the managers
whether they were in the company before setting up investments
in Germany. Second, we asked them to emphasize their perceptions on regulation-related PD dimensions since they underwent
signiﬁcant variations over time.
By replying to our research questions, we ﬁrst articulated the
relevance of every PD constituent dimension, building on Child et
al.’s (2009) 12-item model. Second, we discovered the extent to
which managers’ PD perceptions differ between ex ante and ex
post market entry. The questionnaire is composed of Likert-scale
measures and open ended questions to get a comprehensive
overview of the information provided by the respondents. In this
way, we combined quantitative and qualitative methods of
analyses.
The Likert-scale questions served to ascribe quantitative values
to our qualitative data regarding perceptions of differences and
their impact along the 12 dimensions. “Perceptions of differences”
is deﬁned by the extent to which managers perceive each PD dimension as different between their home and host country. “Perceptions of impact” refers to what extent each PD dimension affects the business with the host country (Table 1).
The questionnaire is structured in ﬁve sections as follows
(Table 2):
Managers ﬁlled out a questionnaire in which they were asked
to recollect their perceptions of differences and impact in two
points in time: the pre-market entry period (Section 3, Table 2)
and the post- entry period (Section 4, Table 2). The questionnaire
(Table 2) was answered by e-mail (1 company out of 5), direct
contact via phone calls (3 companies), and by meeting the respondent face-to-face (1 company). The answers were written
down on the printed hard-copy questionnaires by the interviewer.
Subsequently, they were scanned and sent to the respective respondents via e-mail to double check the accuracy of the replies.
For the purpose of our paper, we focus primarily on the ﬁrst
four sections of the questionnaire (Table 2). Section 5, containing
the open ended questions, is of secondary importance. In order to
analyze the data of the ﬁfth section, we borrowed the critical
discourse analysis from sociolinguistics (CDA, Sinclair and Coulthard, 1975; Fairclough, 1993; Van Dijk, 2000) and applied it to the
texts of the answers. The purpose of the CDA is to go through the
written answers and identify the most recurrent information, topics, and textual expressions (Ahonen et al., 2011). In our case, we
aimed to identify which PD dimensions were most relevant to our
respondents.
We then proceeded with a “static” and a “dynamic” analysis of
our results. The static analysis shows the relevance of the PD dimensions, both in terms of perceived differences and of impact.
The analysis of the “dynamics” in PD enables us to detect to what
extent perceptions of differences and impact change over time.
Finally, the follow up questions were based on the primary
results showing the relevance of the eight dimensions, which
2

Intersolar Europe international fair, Munich, June 2015.
Questionnaire
available
here:
https://docs.google.com/forms/d/
1LCXei5edMbskRrlylFslGyi7M9PrGPnfHptlVgUkdZg/viewform? c ¼ 0&w¼ 1.
3

Table 1
Child et al.’s dimensions of PD (Child et al., 2009).
Geographical distance
Level of education

Culture
Level of technological
development
Logistical infrastructure Political system
Regulations
Accepted business
practices

Language
Level of economic
development
Legal system
Business ethics

Table 2
Sections and content of the questionnaire.
Section 1 General information about respondents
Section 2 Information about the Chinese headquarter, the investment in
Germany and the entry mode choice
Section 3 Managers’ PD perceptions before entering a market (Child et al.’s,
2009 12-item list)
Section 4 Managers’ PD perceptions after entering a market (the 12-item list
repeats)
Section 5 Open-ended question regarding the managers’ understanding of
“culture”

overcame the 3.33 threshold, which we established for the analysis (regulation-related cluster, Table 6, decreasing order): “regulations”, “legal system”, “political system”, and “culture”.

4. Data, analyses and propositions
The Chinese companies in our sample entered Germany between 2008 and 2014 (Table 3). Our respondents are all Chinese
managers. They come from different regions in China and cover
the following positions: manager's assistant, general manager,
director of global sales, marketing manager, and general manager.
Three out of ﬁve have neither previous work nor investment experience, nor have studied abroad (cf. Table 7).
4.1. Within-case analysis
This section provides the description of the ﬁve companies
(Table 3) followed by an in-depth analysis.
4.1.1. Case description
Sunda Renewable Energy GmbH: The headquarters of the company, under the name of China National Huachen Energy Holdings
Group Co. Ltd., is located in Beijing and established its wholly
owned subsidiary in Hamburg in 2012. It is a service and distribution company in RE, speciﬁcally solar photovoltaic and solar
thermal energy. The main reasons for choosing Germany are the
following: access to local markets, availability and acquisition of
key technologies and brands, and ﬁnally, incentives and supportive policies. Existing contacts and political factors were the main
motives of the ﬁrm entry mode choice. The manager neither had
any previous work experience in Germany nor had he studied or
invested abroad.
Risen Energy GmbH: Risen Energy Co., Ltd., headquartered in
Ningbo, settled its wholly owned subsidiary in Nuremberg in 2011.
Risen Energy GmbH operates in the RE business with the service
and distribution of solar technology. Political and economic factors
were the main entry mode determinants, while access to local
markets, incentives, and supportive policies were the most relevant motives for choosing Germany. The interviewed manager in
charge had not previously worked in Germany or studied abroad.
This was his ﬁrst experience with investments abroad.
SF Suntech Deutschland GmbH: Wuxi Suntech Power Co., Ltd. is
headquartered in Wuxi and entered the German market in 2008
by establishing its wholly owned subsidiary in Frankfurt/Main. RE,

General Manager, Chinese

Wholly owned subsidiary

55,000
RE, Electric power infrastructure, Green building, Efﬁcient processing, optimized design, sustainable materials, monitoring
systems, Marketing services.

Marketing Manager, Chinese

Wholly owned subsidiary

28,000,000
RE, Electric power infrastructure.
R&D and Marketing services.
3,000,000
RE. Service and distribution.

Wholly owned subsidiary

Management Assistant and
Admin, Chinese
Wholly owned subsidiary
General Manager, Chinese

Ningbo
2011

Director of Global Sales,
Chinese
Wholly owned
subsidiary
50,000,000
22,000,000
RE. Service and distribution. RE. Service and
distribution.

Bremen
CEM Instruments Headquarter Shenzhen Everbest Machinery
Industry Co., Ltd.
Shenzhen
2014
Willich
Phono Solar Technology Co., Ltd.

Frankfurt am Main
Wuxi Suntech Power
Co., Ltd.
Wuxi
2008
Nürnberg
Risen Energy Co., Ltd.

Hamburg
China National Huachen Energy Holdings Group Co., Ltd.
Beijing
2012

Nanjing
2005

CEM Instruments (Germany) GmbH
Sumec Europe GmbH
SF Suntech Deutschland GmbH
Risen energy GmbH
Sunda renewable energy
GmbH
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in the form of photovoltaic panels, plus their service and distribution, are the key areas of the company. Germany was chosen
mainly for access to local markets and the presence of a local
business partner. The manager in charge had neither previously
worked in Germany, nor studied abroad; however, he was already
experienced with foreign investments.
Sumec Europe GmbH: Phono Solar Technology Co., Ltd. is based
in Nanjing and established its wholly owned subsidiary in Willich
in 2005. They were attracted by legal factors and easy access to the
local market, as well as by the presence of local business partners
and existing connections. The core business of the company in
Germany is RE - solar products and solutions, research and development, and marketing services. The manager neither had
previous work experience in Germany, nor had studied abroad.
This was also his ﬁrst foreign investment.
CEM Instruments (Germany) GmbH: CEM Instrument Headquarter Shenzhen Everbest Machinery Industry Co., Ltd. is located
in Shenzhen and invested in Bremen, Germany because of existing
local business partners, key technologies, relevant brands, and
logistical reasons. The parent company is a manufacturer of
measuring instruments and technologies. Economic reasons were
the most important motives for choosing a wholly owned subsidiary entry mode. The manager had worked and studied in
Germany before the company's investment, but he did not have
any previous experience with investments abroad.
4.1.2. Measuring the change of perceptions over time
We conducted (1) a static analysis by focusing on two points in
time, the pre- and post-market entry; and (2) an analysis of the
dynamics in order to reveal the changes in perceptions before and
after entering the market. The results of both analyses are shown
in Tables 4, 5.
We came up with the following rubric to interpret the data:
1) In the static analysis, the dimension is considered relevant if the
corresponding Likert-scale value (ranging from strongly agree
(5) to not agree at all (1)) equals or overcomes 3.33 points, since
this value is slightly above the mid-point of the Likert scale (1, 2,
3, 4, 5).
2) In the dynamic analysis, a change equal to or higher than 0.33
points is considered as relevant. In this case, we chose a value
representing 10% of our cut-off point from criterion 1 (3.33
points).
The chosen approach is simple and straightforward. Establishing a criterion is crucial for proceeding with a clear interpretation
of the data.
The following table provides a summary of the answers on the
research questions for each of the ﬁve ﬁrms. In the tables, difference stands for perceptions of differences between home and host
country along each PD dimension, while impact refers to the extent to which managers perceive that each dimension affects their
business with the host country. The bold numbers represent the
values overcoming or equal to the threshold (3.33 in the static
analysis and 0.33 in the dynamic analysis).

Turnover in China (USD)
Core business

Chinese location
Year of establishment in
Germany
Respondents’ position and
nationality
FDI entry mode

German location
Chinese headquarter

Investment in Germany

Table 3
Company proﬁles.

4.2. Cross-case analysis
The results of the static and the dynamic analyses of PD perceptions are shown in Table 5 (differences between home and host
country and impact on the business in the host country along each
dimension).
The data in Table 5 show that Chinese managers mostly perceive differences in regulation-related cluster dimensions, i.e.
“regulations” (4.60), “political system”, and “legal system” (4.20
each) as well as “language” (4.20) before entering Germany,
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Table 4
Companies’ PD perceptions.
Companies (represented by our managers)

Difference

Impact

Static analysis

Sunda Renewable Energy GmbH
Risen Energy GmbH
SF Suntech Deutschland GmbH
Sumec Europe GmbH
CEM Instruments (Germany) GmbH

Dynamic analysis

Static analysis

Dynamic analysis

Pre-entry

Post-entry

Changes (%)

Pre-entry

Post-entry

Changes (%)

4
3.08
3.33
4.25
3.83

4.08
2.5
2.41
4.08
3.83

þ 0.08 (þ 2%)
–0.58 (–18.83%)
–0.92 (–27.63%)
–0.17 (–4%)
0

4
4.16
2.91
4.25
3.41

4.08
3.83
2
4.25
3.41

þ 0.08 ( þ 2%)
–0.33 (–7.93%)
– 0.91 (–31.27%)
0
0

Table 5
PD perceptions (pre- and post-entry static and dynamic analyses; variation between pre- and post-entry).
PD dimensions

Difference

Impact

Static analysis

Dynamic analysis

Static analysis

Dynamic analysis

Pre-entry

Post-entry

Variation (%)

Pre-entry

Post-entry

Variation (%)

Geographical distance
Culture
Language
Level of education
Level of technological development
Level of economic development
Logistical infrastructure
Political system
Legal system
Regulations
Accepted business practices
Business ethics

3.60
4
4.20
2.80
3.20
3.40
2.60
4.20
4.20
4.60
3.80
3.80

4.40
4.42
4.20
2.80
3
2.60
3.20
4.60
4.40
4.60
3.60
3.40

þ0.80 ( þ 22.2%)
þ0.42 ( þ 10.50%)
0
0
–0.20 (–6.25%)
–0.80 (–23.52%)
þ0.6 ( þ 23.07%)
þ0.40 ( þ 9.52%)
þ0.20 ( þ4.76%)
0
–0.20 (–5.26%)
–0.40 (–10.52%)

3
3.83
3.33
2.50
3.33
3.16
2.66
3.50
3.66
3.83
3
3

3.60
3.80
3.80
2.24
2.80
3
3.60
4.20
4
4.20
3.60
3.20

þ0.60 ( þ 20%)
0.03 ( þ0.78%)
þ0.47 ( þ 14.11%)
–0.26 (–10.40%)
–0.53 (–15.91%)
–0.16 (–5.06%)
þ0.94 ( þ 35.33%)
þ0.70 ( þ20%)
þ0.34 ( þ 9.28%)
þ0.37 ( þ 9.66%)
þ0.60 ( þ 20%)
þ0.20 ( þ6.66%)

Total Average

3.70

3.75

þ0.5 ( þ 13.51%)

3.23

3.50

þ0.27 ( þ 8.35%)

followed by the differences in “culture” (4.00), “accepted business
practices,” “business ethics,” (both 3.80) and “geographical distance” (3.60).
Unlike our research, Child et al. (2009) did not differentiate
between pre- and post-entry perceptions. Our ﬁndings show that
after entering the market, perceptions along the regulation-related
PD dimensions do not change signiﬁcantly in comparison with the
period before market entry.
With respect to the impact on the business in Germany, “culture” and “regulations” (both 3.83), and “legal system” (3.66) are
among the most signiﬁcant PD dimensions for our Chinese
managers before entering the German market. Managers may
become more aware of the actual importance for business of
these dimensions in post-market entry, after having their ﬁrst
experiences in the new environment. Publicly available information helps managers to assess the differences between
countries on dimensions such as culture, language, and legal and
political systems without having concrete experiences (Child
et al., 2009). Still, the latest and most-up-to-date information
about business regulations and practices may be hard to gather
before engaging with the host country.
The results from the dynamic analysis (Table 5) show to what
extent perceptions of the PD dimensions change before and after
entering the market. For instance, the perceived difference of
“geographical distance” is raised by 22.2% after market entry,
showing that Chinese managers realize the difference between
China and Germany only after establishing a business in Germany.
Once in Germany, “culture” (þ10.50%) and “political system”
(þ 9.52%) are perceived as more relevant dimensions for doing
businesses than previously expected. This means that some dimensions’ impact on business before entering the market are

perceived differently; however, PD and its impact on business does
not change over time along speciﬁc dimensions, such as “level of
education” and “regulations.”
Perceived differences in “business ethics” even decrease after
entering the German market ( 10.52%). The perceived impact of
“business ethics” on businesses does not change signiﬁcantly after
market entry. Some other dimensions do not undergo any signiﬁcant changes either, and managers seem to be aware of their
perceptions of the impact on certain dimensions such as “culture,”
“level of education,” “level of economic development,” and “business ethics” (Table 5).
According to these results, Chinese managers report higher PD
perceptions in terms of differences between China and Germany,
rather than perceptions of impact on their businesses. The analysis
on the dynamics shows that, before entering the market, Chinese
managers perceive larger differences along certain dimensions
(e.g., differences: “accepted business practices”, 3.80) and lower
differences over others (e.g., differences: “political system” and
“legal system”, both 4.20). Ex ante perceptions do not match ex post
perceptions (e.g., differences: “logistical infrastructure” –23.07%;
impact: “accepted business practices”, þ20%). They realize their
relevance on their business only in the post-market entry period
and thus adjust their perceptions to the new foreign environment.
As Table 6 shows, Chinese managers rated the differences of
eight out of 12 dimensions as relevant (above the threshold 3.33).
They further perceive that these dimensions have an impact on
business (Table 6).
Qualitative data regarding the follow up questions on “regulations” conﬁrm high PD perceptions along this dimension cluster. In
the current scenario, two main events play a determining role on
these changes in perceptions. First, the ﬁnancial crisis of 2008–
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Table 6
Most relevant PD dimensions in terms of perceived differences by Chinese managers between China and Germany and the perceived impact on the businesses (average
values along the 12 dimensions on the basis of the static analysis – decreasing order).
PD dimensions

Difference

Regulations
Legal system
Political system
Culture
Language
Geographical distance
Accepted business practices
Business ethics
Level of technological development
Level of economic development
Logistical infrastructure
Level of education
Total Average

Impact

Total

Pre-entry

Post-entry

Average

Pre-entry

Post-entry

Average

Average
(differences & impact)

4.60
4.20
4.20
4
4
3.60
3.80
3.80
3.20
3.40
2.60
2.80
3.68

4.60
4.40
4.60
4.20
4.20
4.40
3.60
3.40
3
2.60
3.20
2.80
3.75

4.60
4.30
4.40
4.10
4.10
4
3.70
3.60
3.10
3
2.90
2.80
3.71

3.83
3.66
3.50
3.83
3.33
3
3
3
3.33
3.16
2.66
2.50
3.23

4.20
4
4.20
3.80
3.80
3.60
3.60
3.20
2.80
3
3.60
2.40
3.51

4
3.83
3.85
3.81
3.56
3.30
3.30
3.10
3.06
3.08
3.13
2.45
3.37

4.30
4.06
4.12
3.95
3.83
3.65
3.50
3.35
3.08
3.04
3.01
2.62
3.54

dimensions, i.e. “regulations,” “legal system,” and “political system.” They are aware of their impact on business within the host
country. “Culture,” “language,” “geographical distance,” and
“accepted business practices” are perceived by Chinese managers
as less signiﬁcant.
b) Managers’ PD perceptions of differences between the “political
systems” of the home and host countries are higher after market
entry in comparison to pre-market perceptions. Such perceptions
increase over time. Managers’ perceptions of the impact of differences between the political systems on the actual business
increase signiﬁcantly from pre- to post-market entry. As such,
managers change their minds about the differences of the political systems, and they think that this has a relevant impact on
their businesses.
c) Managers’ PD perceptions of differences between the “legal systems” of the home and host countries are higher ex ante than ex
post market entry; however, perceptions of the impact of differences between legal systems on businesses do not change signiﬁcantly over time.
d) Managers perceive high differences between “regulations” of the
home and the host countries. Perceptions of the impact of regulations on businesses are slightly lower. In both cases - differences and impact - there are minor changes over time from before entering the market in comparison to the period after market. In terms of differences, there is no change, while there is a
slight variation over time in terms of impact of regulations on the
business.

2009 resulted in a decrease of consumption incentives due to
budget cuts. Second, antidumping policies have imposed entry
barriers for Chinese ﬁrms as a consequence of trade disputes between China and the EU. According to our interviewees: “Germany
is also an important market of solar panels. In order to guarantee a
competitive market, the EU imposed antidumping measures on imports from China. There is a minimum import price agreement which
was supposed to expire on December 2015. Then the EU has extended
this deadline for one year.” As far as the regulation-related cluster
dimensions are concerned, “antidumping is not only an economic
issue but also a policy issue to keep the balance between China and
Europe relationships.”
Table 7 shows that three out of ﬁve Chinese managers neither
had previous work or study experiences in Germany, nor had experiences with FDI before their investment in Germany.
4.3. Propositions
Following Yin (2013) and Eisenhardt (1989; 2009), we can
derive propositions out of these case studies (Jensen and Szulanski, 2007).
Referring to the main ﬁndings of this multiple case study, we
drew up the following propositions:
Proposition 1:
a) Chinese managers perceive (and are aware of) differences between China and Germany on the regulation-related cluster

Table 7
Chinese managers’ experiences (regulation-cluster dimensions: “regulations”, “political system”, “legal system”).
Manager/company

Experience

PD perceptions of
differences
Pre-entry

SF Suntech Deutschland
GmbH
CEM Instruments (Germany)
GmbH

– Yes (investments in countries 4
other than Germany)
– Yes (study abroad in a country 4.66
other than Germany)
– Yes (work and study in Germany)

Post-entry

PD perceptions of
impact
Pre-entry

Post-entry

3.66

2.33

1.33

1.83

5

4.83

4.66

4.66

4.66

4.24
No experience

Total of the average values

3.33

Total average
Sunda renewable energy
GmbH
Risen Energy GmbH
Sumec Europe GmbH
Total average

Total of the average values

3.24

4

5

4.50

5

5

5

4
5

4.66
5

4.33
5
4.61

3
5

4.66
5

3.83
5
4.61
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Proposition 2:
a) The changes in Chinese managers’ PD perceptions between China
and Germany from pre- to post-market entry are moderated by
work, study, and investment experiences in the host country or
abroad.
b) Along the regulation-related cluster dimensions - “regulations,”
“political system,” and “legal system” - Chinese managers with no
international experience perceive high impact and high differences, while Chinese managers with experience perceive impact
and differences as relatively low.

5. Discussion
Chinese managers are expected to perceive PD between China
and Germany, since the two countries do indeed differ objectively
along the 12 analyzed PD dimensions. Building on Child et al.’s
(2002, 2009) speciﬁc items/dimensions, we analyzed their relevance in the context of Chinese OFDI to Germany in the RE
sector. Furthermore, following up Vaccarini et al.’s (2015) ﬁndings,
we consider that perceptions of PD might change between the
pre- and post-market entry.
We conducted a “static” and “dynamic” analysis of PD dimensions, referring to two particular points of time, i.e. pre-entry and
post-entry. We found that the regulation-related cluster dimensions, and “culture,” “language,” “geographical distance,” and “accepted business practices” are perceived as signiﬁcantly distant by
Chinese managers.
Child et al. (2002) indicated that “culture” is the most relevant
element in creating distance and the most important factor impacting business when they studied the internationalization of
Hong Kong ﬁrms. Child et al. (2009) also found that “culture” is the
most important dimension, in terms of distance perceptions, followed by “level of economic development,” “level of education,”
and “level of technological development.” Our study conﬁrms the
relevance of “culture”: however, this is followed by “language,”
“geographical distance,” and “accepted business practices.” Chinese
managers perceive that the main gaps between China and Germany are related to the differences in regulations, political systems, legal systems, culture, language, geographical distance, and
business practices. They also perceive that these dimensions affect
their operational activities and their businesses within Germany.
Our results further show that some PD dimensions that were
scored quite high by Chinese managers in relation to perceived
differences between Germany and China were not perceived to
have a correspondent high impact on their businesses (Table 6).
This is consistent with Child et al.’s (2009) study. For example,
according to their ﬁndings, PD perceptions of “culture” did not
correspond to the perceived impact that culture has on the business. Table 6 shows the importance of PD in terms of perceived
differences between China and Germany (3.71), rather than PD's
perceived impact on the business with Germany (3.37). Our results
conﬁrm the relevance of the PD dimensions proposed by Child
et al. (2009) for the average values related to the perceptions of
differences, since they overcome our pre-deﬁned threshold of 3.33
points (on the 5-point Likert scale).
Our results show that the proposed operationalization of PD
can be considered to be a valuable framework to conduct analyses
within IB regarding PD, both in terms of the perceived differences
between home and host country, as well as between the perceived
impact on business with the host country. The overall results
conﬁrm proposition 1 regarding the relevance of PD.
In Child et al.’s (2009) study, conducted on British companies
exporting to Brazil, they argue that information about regulations
and business practices may not be obtained in advance, before

gathering actual experience in the host country. Our ﬁndings show
the peculiar case of “regulation-related cluster dimensions”: Chinese managers in the RE sector perceive high differences in regulation-related dimensions between China and Germany. They
seem to have higher concerns about regulations after gaining
knowledge of the market, and also after they gather real experience in the post-market entry phase. In this case, experience
seems to play an important role in moderating the perceived impact regulations have on businesses. Managers seem to realize
their increased perceptions of impact of the “political system” on
their businesses after entering the market (þ 20%).
Before entering the market, PD perceptions of “geographical
distance,” “culture,” “logistical infrastructure,” “political system,”
and “legal system” were underestimated when compared to the
perceptions of the same factor after entering the market. For instance, perceptions of differences related to “geographical distance” and “logistical infrastructure” increased by 22.2% and
23.07%, respectively. On the contrary, perceptions of differences
along “level of economic development” and “business ethics” decreased by 23.07% and 10.52% from pre- to post-entry, respectively.
“Accepted business practices” was perceived to affect the business
in the host country only after managers had experience in the
market (increasing variation, 20%).
Child et al. (2002) argue that previous experience in a given
international location is a strategic bridging factor. Conversely,
Williams and Grégoire (2015) focus on pre-entry market information in terms of “prior knowledge” and its moderating role
regarding the perceptions and considerations of differences.
In our paper, we follow Child et al.’s (2002) considerations regarding managers’ previous experiences and their moderating role
on PD perceptions. According to our ﬁndings (Table 7), managers
who neither had previous work or study experience, nor had dealt
with prior investments abroad had higher perceptions of differences (4.61) than experienced managers (4.24) along the regulation-related cluster. With respect to this, our results are consistent
with propositions 2a and 2b. In other words, the less experience,
the higher the perceptions of differences, as well as the perceived
impact on business in general.

6. Conclusions and policy implications
6.1. Conclusions
China and Germany re different in many aspects, such as culture, language, business ethics, policy making, and regulations.
The logical consequence is that the differences between these two
countries draw managers’ attention, especially with respect to the
multi-dimensional PD construct. These differences affect managers’ decisions in terms of FDI decisions, in particular in the RE
sector, which has country-speciﬁc regulations and is highly affected by constantly changing policies.
The purpose of our paper was to examine Chinese managers’
perceptions of PD in the RE sector between their home country
and Germany by distinguishing into types of perceptions: along
each PD dimension we detected 1) the perceptions of difference
between the two countries, and 2) the impact that each dimension
has on business with the host country.4 Because the RE sector is
highly inﬂuenced by changing regulations, we focused on a cluster
of dimensions; more speciﬁcally, on regulation-related PD dimensions, i.e. “regulations,” “political system,” and “legal system.”
Furthermore, we surveyed Chinese managers’ changes in PD
4
Complementary information on this research can be found in Vaccarini et al.
(2016).
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perceptions before entering the German market for the ﬁrst time
through FDI, and after entering the market. This enabled us to
identify whether ex-ante perceptions by Chinese managers match
their ex-post perceptions (Vaccarini et al., 2016).
The main limitations of this study are as follows. First, the study
is industry speciﬁc and focuses on the RE sector. Second, it is
country speciﬁc and focuses on Chinese OFDI to Germany. Third,
our analysis aimed to identify the most relevant constructs and
their relationships in the speciﬁed research setting. Thus, we
cannot derive a generalization in a statistical sense (Yin, 2013).
Lastly, the interviews were carried out at the top management
level without the involvement of other stakeholders.
6.2. Implications
Our research results are highly relevant for practitioners, policy
makers, and scholars:
6.2.1. Implication for practitioners (managers and ﬁrms)
We identiﬁed an ex ante and ex post market entry mismatch of
perceptions by Chinese managers regarding the impact of differences between various PD dimensions (such as culture, policy
making, regulations). Further studies show that this applies also to
European executives doing business in China (Lv and Spigarelli,
2015). We also found that perceptions of internationally inexperienced managers, related to the differences among their
home and the host country and their impact on business, are
higher than the perceptions of experienced managers. As such,
managers’ perceptions become different in the post-entry situation over time and by experience, and; thus, learning curves can be
observed. We found in our analysis, however, that such a mismatch of perceptions applies not only to inexperienced managers,
but also to experienced managers. Therefore, extensive executive
trainings to inform managers of differences between countries and
the impact on businesses in the host country seem to be necessary
to avoid failures in FDI. Nevertheless, our data show that managers
are not quite well enough prepared for their undertakings in a
foreign country. This seems to be especially true for FDI in the RE
sector because of constantly changing rules and regulations in this
relatively young industry.
Further research may take into account whether the results
emerging from this study show that this is a general issue of FDI or
a particular pattern related to FDI from emerging markets to developed countries. Future studies may investigate if managers’
perceptions and their effects are industry or pair-country speciﬁc
by applying Child et al.’s (2009) model, as well as both “static” and
“dynamic” analyses, to other pair-countries and sectors. For example, replicating this study by investigating Chinese OFDI and
another European country in the RE sector could be a useful follow-up.
6.2.2. Implications for policy makers
Our ﬁndings are also highly relevant for policy makers, particularly those in the RE sector. As rules and regulations in the relatively new RE sector constantly change, differences in policy
making, legal systems, and regulations between the countries result. Changes in German legislation in 2000 (aimed at supporting
the solar energy sector), and the EU antidumping policies are good
examples (Plasschaert, 2016). What emerges from this study is
that managers seem not to be aware of how their perceptions
along regulation-related dimensions affect their businesses.
Industry-related host country institutions may consider taking
more explicit actions to explain foreign investors their industryspeciﬁc policies and regulations, as well as their impact on business success. Recently, the European Commission has been investigating dumping and found evidence of price dumping. In
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2013, a preliminary anti-dumping levy of 12% was introduced.
Over the past decades, anti-dumping and anti-subsidy investigations by the European Commission gave rise to subsequent levies
on imports, “which are meant to correct infringements of fair trade
norms and practices, as framed and supervised by the WTO”
(Plasschaert, 2016: 17). Blonigen and Prusa (2015) state that the EU
was the world's largest user of anti-dumping measures (297
cases). One reason, which ignited the reaction of the European
Commission, may lie in the over-production of solar panels in
China, which induced domestic producers to redirect their sales to
export markets at dumped prices (Plasschaert, 2016). While the
impact on the environmental policy of the EU's anti-dumping
policy in the RE industry has already raised concerns (Kuvolesi,
2014), our investigation suggests that these anti-dumping policy
changes contribute to the already existent mismatch between
ex ante and ex post entry perceptions. These changes affect FDI
decision-making by Chinese investors.
6.2.3. Implications for scholars
Our ﬁndings build on Child et al.’s (2009) studies on PD and
afﬁrm the relevance of the 12 dimensions of the construct. Eight of
these dimensions are (most) signiﬁcant, and among them are
regulation-related dimensions. Managers’ perceptions of impact
along the “political system” increase signiﬁcantly after marketentry. This means that managers may underestimate its relevance
in the pre-market entry period. They seem to realize after marketentry that the regulation-related dimensions have a higher impact
on their businesses than previously estimated, before they entered
the market. As such, future studies should analyze the dynamics of
PD perceptions over time and differentiate between two periods of
time: 1) pre-market and 2) post-market entry, in addition to the
operationalization strategies that have been applied by IB scholars
thus far. Further research may consider investigating a broader
sample of ﬁrms, countries, and sectors by applying – or extending
– both “static” and “dynamic” analyses.

Acknowledgements
The research leading to these results has received funding from
the People Programme (Marie Curie Actions) of the European
Union's Seventh Framework Programme FP7/2007–2013/ under
REA grant agreement n° 318908. This publication does not necessarily reﬂect the opinion of the EU.

References
Ahonen, P., Tienari, J., Vaara, E., 2011. “There is no alternative” – or is there? A critical
case study approach for international business research. In: Piekkari, R., Welch,
C. (Eds.), Rethinking the Case Study in International Business Research. Edward
Elgar, Cheltenham, UK and Northampton, MA, pp. 85–106.
Appolloni A., D′Amato, A., Cheng, W., 2012. Is Public Procurement Going Green?
Experiences and Open Issues. In: Piga G. e Treumer S. (Eds). The Applied Law
and Economics of Public Procurement, pp. 111–132, The Economics of Legal
Relationships. Routledge London Editor -UK.
Appolloni, A., Sun, H.F.J., Li, X., 2014. Green procurement in the private sector: a
state of the art review between 1996 and 2013. J. Clean. Prod. 85, 122–133.
Beckerman, W., 1956. Distance and the pattern of intra-European trade. Rev. Econ.
Stat. 38 (31), 31–40.
Berry, H., Guillén, M.F., Zhou, A., 2010. An institutional approach to cross-national
distance. J. Int. Bus. Stud. 41 (9), 1460–1480.
Blonigen, B.A., Prusa, J.P., 2015. Dumping and Antidumping Duties, The National
Bureau of Economic Research (NBER) Working Paper No. 21573.
Brewer, M.B., 2003. Intergroup relations, Berkshire, Free University Press.
Brewer, P., 2007. Psychic distance and Australian export market selection. Aust. J.
Manag. 32 (1), 73–94.
Brouthers, K.D., 2002. Institutional, cultural and transaction cost inﬂuences on
entry mode choice and performance. J. Int. Bus. Stud. 33 (2), 203–221.
Buckley, P.J., Clegg, L.J., Cross, A.R., Liu, X., Voss, H., Zheng, P., 2007. The determinants of Chinese outward foreign direct investment. J. Int. Bus. Stud. 38 (4),
499–518.

732

K. Vaccarini et al. / Energy Policy 101 (2017) 723–732

Campbell, J.T., Eden, L., Miller, S.R., 2012. Multinationals and corporate social responsibility in host countries: does distance matter? J. Int. Bus. Stud. 43 (1),
84–106.
Caprar, D.V., Devinney, T.M., Kirkman, B.L., Caligiuri, P., 2015. Conceptualizing and
measuring culture in international business and management: From challenges
to potential solutions. J. Int. Bus. Stud. 46 (9), 1011–1027.
Cheng, L.K., Ma, Z., 2008. China's outward foreign direct investment, China’s
Growing Role in World Trade. University of Chicago Press 〈http://www.isid.ac.
in/ pu/seminar/12_12_2008_Paper.doc〉 (accessed July 2016).
Cheung, Y.W., Qian, X., 2009. Empirics of China's outward direct investment. Pac.
Econ. Rev. 14 (3), 312–341.
Child, J., Ng, S.H., Wong, C., 2002. Psychic distance and internationalization: evidence from Hong Kong ﬁrms. Int. Stud. Manag. Organ. 32, 36–56.
Child, J., Rodrigues, S.B., Frynas, J.G., 2009. Psychic distance, its impact and coping
modes: Interpretations of SMEs decision-makers. Manag. Int. Rev. 49 (2),
199–224.
Curran, L., 2015. The impact of trade policy on global production networks: the
solar panel case. Rev. Int. Political Econ. http://dx.doi.org/10.1080/09692290.
2015.1014927 (accessed July 2016)
Curran, L., Lv, P., Spigarelli, F., 2016. Chinese investment in the EU Renewable Energy sector: Motives, impediments and policy implications, Energy Policy
(forthcoming).
Dow, D., 2000. A note on psychological distance and export market selection. J. Int.
Mark. 8 (1), 51–64.
Eisenhardt, K.M., 1989. Building theories from case study research. Acad. Manag.
Rev. 14, 532–550.
Eisenhardt, K.M., 2009. Origin of alliance portfolios: Entrepreneurs, network strategies, and ﬁrm performance. Acad. Manag. J. 52 (2), 246–279.
Evans, J., Treadgold, A., Mavondo, F.T., 2000. Explaining export development
through psychic distance. Int. Mark. Rev. 17 (2), 164–168.
Fairclough, N., 1993. Critical discourse analysis and the marketization of public
discourse: the universities. Discourse Soc. 4 (2), 133–168.
German Federal Foreign Ofﬁce 2015. “China”, 〈http://www.auswaertiges-amt.de/
sid_4DB22E9755703CC3A81EF09DB47D67C6/EN/Aussenpolitik/Laender/Laen
derinfos/01-Nodes/China_node.html#doc474918bodyText4〉 (accessed July
2016).
Gruber, W.H., Vernon, R., 1970. The technology factor in a world trade matrix. In:
Vernon, R. (Ed.), The Technology Factor in International Trade. National Bureau
of Economic Research, New York, pp. 233–272.
Harzing, A.W., 2003. The role of culture in entry-mode studies: from neglect to
myopia?. In: Cheng, J.L.C., Hitt, M.A. (Eds.), Managing multinationals in a
knowledge economy: Economics culture. Advances in International Management 15. Emerald Group, Bingley, pp. 75–127.
Hashim, F., 2012. Outward internationalization and FDI: Motives for Malaysian
MNEs moving into China. Rev. Bus. Financ. Stud. 3 (2), 89–102.
Hertenstein, P., Sutherland, D., Anderson, J., 2015. Internationalization within networks: Exploring the relationship between inward and outward FDI in China's
auto components industry. Asia Pac. J. Manag., 1–28.
Jensen, R.J., Szulanski, G., 2007. Template use and the effectiveness of knowledge
transfer. Manag. Sci. 53 (11), 1716–1730.
Johanson, J., Vahlne, E., 1977. The internationalization process of the ﬁrm: A model
of knowledge development and increasing foreign market commitments. J. Int.
Bus. Stud. 8 (1), 23–32.
Johanson, J., Vahlne, E., 2009. The Uppsala internationalization process model revisited: From liability of foreignness to liability of outsidership. J. Int. Bus. Stud.
40 (9), 1411–1431.
Johanson, J., Wiedersheim-Paul, F., 1975. The internationalization of the ﬁrm: four
Swedish case studies. J. Manag. Stud. 12 (3), 305–323.
Klossek, A., Linke, B.M., Nippa, M., 2012. Chinese enterprises in Germany: establishment modes and strategies to mitigate the liability of foreignness. J. World
Bus. 47 (1), 35–44.
Kogut, B., Singh, H., 1988. The effect of national culture on the choice of entry mode.
J. Int. Bus. Stud. 19 (3), 411–432.
Kolstad, I., Wiig, A., 2012. What determines Chinese outward FDI? J. World Bus. 47
(1), 26–34.
Kuvolesi, K., 2014. International trade disputes on renewable energy: testing
ground for the mutual supportiveness of WTO law and climate change law. Rev.
Eur. Comp. Int. Environ. Law 23 (3), 342–353.
Lattemann, C., Alon, I., 2015. The rise of Chinese multinationals – a strategic threat
or an economic opportunity? Georget. J. Int. Aff. Winter/Spring 2015, 168–175.
Lau, H.F., 2003. Industry evolution and internationalization processes of ﬁrms from
a newly industrialized economy. J. Bus. Res. 56 (10), 847–852.
Lecraw, D., 1977. Direct investment by ﬁrms from less developed countries. Oxf.
Econ. Pap. 29 (3), 442–457.
Leamer, E.E., 1974. The Commodity Composition of International Trade in Manufactures: An Empirical Analysis, Oxford Economic Papers, Vol. 26, No. 3, pp.
350–374.
Linnemann, H., 1966. An Econometric Study of International Trade Flows. NorthHolland Publishing Company, Amsterdam.
Luo, Y., Tung, R.L., 2007. International expansion of emerging market enterprises: a
springboard perspective. J. Int. Bus. Stud. 38 (4), 481–498.
Luo, Y., Wang, S.L., 2012. Foreign direct investment strategies by developing country
multinationals: a diagnostic model for home country effects. Glob. Strategy J. 2
(3), 244–261.
Lv, P., Spigarelli, F., 2015. The integration of Chinese and European renewable energy markets: The role of Chinese foreign direct investments. Energy Policy Vol.
81, 14–26.
Lv, P., Spigarelli, F., 2016. The determinants of location choice: Chinese foreign direct investments in the European renewable energy sector. Int. J. Emerg. Mark.
4 (forthcoming).

Marconi, D., 2012. Environmental regulation and revealed comparative advantages
in Europe: is China a pollution haven? Rev. Int. Econ. 20, 616–635.
Nebus, J., Chai, K.-H., 2014. Putting the “Psychic” back in psychic distance: awareness, perceptions, and understanding as dimensions of psychic distance. J. Int.
Manag. 20, 8–24.
Nordström, K.A., Vahlne, J.E., 1994. (International trade: Regional and global issues,
New York: St. Martin’s Press). Is the Globe Shrinking? Psychic Distance and the
Establishment of Swedish Sales Subsidiaries during the Last 100 Years. Macmillan, London, pp. 41–56.
Peng, M.W., Wang, D.Y.L., Jiang, Y., 2008. An institution-based view of international
business strategy: A focus on emerging economies. J. Int. Bus. Stud. 39 (5),
920–936.
Plasschaert, S., 2016. Assessing the solar energy dispute between the European
Union and the People's Republic of China, European Centre for International
Political Economy (ECIPE) Working Paper No. 1, pp. 1–42 (accessed July 2016).
Powell, M., Ansic, D., 1997. Gender differences in risk behavior in ﬁnancial decisionmaking: an experimental analysis. J. Econ. Psychol. 18 (6), 605–628.
Puri, M., Tavoletti, E., Cerruti, C., 2015. Business Model Innovation in Emerging
Economies: Leveraging Institutional Voids. In: La Rovere, O., de Jesus, M. (Eds.),
Entrepreneurship in BRICS: Policy and Research to Support Entrepreneurs.
Kluwer Academic Publishers, , Dordrecht, Springer London, Dordrecht; Boston,
pp. 143–162.
Puthussery, P.N., Child, J., Rodrigues, S.B., 2014. Psychic distance, its business impact
and modes of coping: a study of British and Indian partner SMEs. Manag. Int.
Rev. 54, 1–29.
Rugman, A.M., Chang, H.O., 2008. The international competitiveness of Asian ﬁrms.
J. Strategy Manag. 1 (1), 57–71.
Salomon, R., Wu, Z., 2012. Institutional distance and local isomorphism strategy. J.
Int. Bus. Stud. 43 (4), 343–367.
Shenkar, O., 2001. Cultural distance revisited: towards a more rigorous conceptualization and measurement of cultural differences. J. Int. Bus. Stud. 32 (3),
519–535.
Shenkar, O., 2012. Cultural distance revisited. J. Int. Bus. Stud. 43 (1), 1–11.
Simon, H.A., 1979. Rational Decision Making in Business Organizations. Am. Econ.
Rev. 69 (4), 493–513.
Sinclair, J., Coulthard, R.M., 1975. Toward an Analysis of Discourse. Oxford University Press, Oxford.
Sousa, C.M., Bradley, F., 2006. Cultural distance and psychic distance: two peas in a
pod? J. Int. Mark. 14 (1), 49–70.
Stoian, C., 2013. Extending Dunning’s investment development path: the role of
home country institutional determinants in explaining outward foreign direct
investment. Int. Bus. Rev. 22 (3), 615–637.
Stottinger, B., Schlegelmilch, B.B., 1998. Explaining export development through
psychic distance: Enlightening or elusive? Int. Mark. Rev. 15 (5), 357–372.
Stöttinger, B., Schlegelmilch, B.B., 2000. Psychic distance: a concept past its due
date? Int. Mark. Rev. 17 (2), 169–173.
Tajfel, H., Wilkes, A.L., 1963. Classiﬁcation and quantitative judgment. Br. J. Psychol.
54, 101–114.
Tajfel, H., Turner, J.C., 1979. An integrative theory of intergroup conﬂict. In: Austin,
W.G., Worchel, S. (Eds.), The social psychology of intergroup relations. Monterey, CA. Brooks/Cole, pp. 33–47.
Turner, J.C., 1975. Social comparison and social identity: Some prospects for intergroup behaviour. Eur. J. Soc. Psychol. 5, 5–34.
Vaccarini, K., 2015. Psychic distance and FDI: The case of China. J. Comparative Int.
Manag. 18 (1), 1–23.
Vaccarini, K., Spigarelli, F., Tavoletti, E., 2015. European green tech FDI in China: The
role of culture, c.MET WorkingPapers 1507, c.MET-05 - Centro Interuniversitario
di Economia Applicata alle Politiche per L′industria, lo Sviluppo locale e l′Internazionalizzazione, 〈https://socionet.ru/publication.xml?h ¼repec:cme:wpa
per:1507&l ¼en〉 ((accessed July 2016)).
Vaccarini, K., Spigarelli, F., Lattemann, C., Salvatelli, F., Tavoletti, E., 2016. Chinese
OFDI to Germany in the Environmental Industries: a Multiple Case Study. In:
Spigarelli, F., Curran, L., Arteconi, A. (Eds.), China and Europe's Partnership for a
more Sustainable World: Challenges and Opportunities. Emerald Group Publishing, Bingley, UK, pp. 113–127.
Van Dijk, T.A., 2000. Ideology and Discourse A Multidisciplinary Introduction,
Pompeu Fabra University, Barcelona.
Verbeke, A., 2013. International Business Strategy. Cambridge University Press,
Cambridge.
Wei, W.X., Alon, I., 2010. Chinese outward direct investment: a study on macroeconomic determinants. Int. J. Bus. Emerg. Mark. 2 (4), 352–369.
Wells, L., 1983. Third world multinationals: The role of foreign direct investment
from developing countries. MIT Press, Cambridge, MA.
Wilder, D.A., 1978. Perceiving persons as a group: Effects on attribution of causality
and beliefs. Soc. Psychol. 41 (1), 13–23.
Williams, D.W., Grégoire, D.A., 2015. Seeking commonalities or avoiding differences? Re-conceptualizing distance and its effects on internationalization decisions. J. Int. Bus. Stud. 46 (3), 253–284.
Xu, D., Shenkar, O., 2002. Institutional distance and the multinational enterprise.
Acad. Manag. Rev. 27 (4), 608–618.
Yin, R.K., 2003. Case Study Research: Design and Methods, 3rd ed. Sage, Thousand
Oaks, CA.
Yin, R.K., 2013. Case Study Research: Design and Methods, Thousand Oaks, CA, Sage.
Zaheer, S., Schomaker, M.S., Nachum, L., 2012. Distance without direction: Restoring credibility to a much-loved construct. J. Int. Bus. Stud. 43, 18–27.
Zhang, H., Van Den Bulke, D., 2014. China's direct investment in the European
Union: a new regulatory challenge? Asia Eur. J. 12 (1), 159–177.
Zhou, M., 2006. The Chinese Diaspora and international migration. In: Bian, Y.,
Kwok-Bun, C., Tak-Sing, C. (Eds.), Social Transformations in Chinese Societies.
Brill Academic Publishers, Leiden, The Netherlands.

