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ABSTRACT  

 
Over the past few decades, there has been a growth in entrepreneurs moving to other 

countries to start up new businesses.  Sixty percent of the workers moving to other countries 

(the globally mobile workforce) is currently made up of entrepreneurs, and this segment is 

growing.  At the same time, 1% to 2% of American entrepreneurs are leaving the country to 

startup businesses, and the rate of expatpreneur expatriation is growing.  This may seem like an 

inconsequential number from the American perspective, but these entrepreneurs are having a 

more significant effect overseas.  For example, over 36,000 American entrepreneurs are 

currently active in Germany.  This study is an abductive analysis that provides early indications 

as to how and why American entrepreneurs attempt to start up in Germany. Why is Germany 

trying to attract American startups, and can those efforts affect socio-cultural change in those 

countries?  The analysis concluded that American expatriate entrepreneurs have some different 

motivations for startups than American domestic entrepreneurs.  Also, the study found that 

larger German business is taking the lead over government in helping expedite the import of 

expatpreneurs to assist in disruptive change through entrepreneurial marketing.
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Defining the Expatpreneur: Starting up Abroad and Understanding Foreign Incentives: 

An Abductive Analysis 

 

Entrepreneurs create new businesses, and new businesses, in turn, create jobs.  Higher 

levels of entrepreneurship should naturally create economic growth.  However, regardless of 

increased entrepreneurship, bureaucratic barriers to formally creating new businesses, or simply 

a slowing economy creating too few conventional wage-earning jobs, can cause negative 

economic effects.  Can fresh approaches to risk-taking and opportunity identification of 

American expatriate entrepreneurs, or expatpreneurs, reverse those adverse effects in other 

countries? 

Germany has a proactive and progressive work culture.  However, people have become 

increasingly dependent upon the safety, benefits, and security of working for German 

companies.  German workers often see entrepreneurship as irresponsible and taking foolish 

chances (Milanov, 2005).  Risk-taking behaviors have significantly waned in German culture 

(Grichnik, 2008).  Opportunity identification appears minimal and is acted upon rarely.  The 

government has attempted to address this issue by importing startups and small businesses 

(particularly from America) to bring these traits back to German society and business (Baptista, 

Leitao, & Murat, 2019). 

Common evaluation of entrepreneurial opportunities starts with both the feasibility of the 

proposition and the available financing for the venture.  Location and market conditions are 

always somewhat of an unknown and considered a high-risk point.  If government programs and 

assistance can alleviate the reduction of these problems and risk, will this make starting up in 

foreign countries more attractive to American expatpreneurs?  This area of entrepreneurial 
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endeavor is a growing phenomenon yet remains understudied.  This analysis aims to introduce 

initial thought and paradigms to the characterizations currently accepted of the American 

expatpreneur in the German business environment. 

Starting a small business can be a daunting proposition, even for those with adequate 

planning, resources, funding, and an attractive product.  It is an ongoing struggle that often fails.  

Many question why anyone would even want to try.  Now, consider this same challenge in a 

foreign country with a different language, different culture, different laws, and different 

markets.  Why would anyone make an already difficult endeavor even harder?  While it seems 

almost counterintuitive, the number of entrepreneurs attempting foreign startup is a growing 

phenomenon worldwide.  Estimates show that up to 60% of the globally mobile workforce 

(workers moving internationally) are entrepreneurs looking to found a business concern in 

another country (Vance, McNulty, Paik, & D’Mello, 2016).  This study examines the factors 

propelling this movement. 

From the American perspective, entrepreneurship is an important source of job creation 

and economic development.  In 2015, there were an estimated 28 million entrepreneurs in the 

United States, and over 15 million of those were single, self-employed individuals (Hipple & 

Hammond, 2016).  The Small Business Administration reported in 2017 that small businesses 

(with fewer than 20 employees) account for 46% of private, non-farm gross domestic product 

(GDP) in the United States.  Moreover, while only 22% of small firms are employers, almost 

half of the nation’s private sector is employed by these companies per the May 2018 news 

release of the Bureau of Labor Statistics (BLS). 

Currently, the BLS also estimates that there are approximately 680,000 small businesses 

in the United States that are less than one year old.  Every year, America adds another 550,000 
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startup businesses.  Unfortunately, 90% of those firms will fail within their first year of 

business (Patel, 2015).  The question arises among many entrepreneurs as to how they can 

avoid some of the risks of startups given this high failure rate.  

Given the opportunities offered in Germany and other countries, a growing number of 

entrepreneurs are looking overseas for options to avoid startup failure.  One country that has 

identified a need to boost entrepreneurship is Germany.  Five years ago, then Foreign Minister 

Sigmar Gabriel called the country’s lack of entrepreneurialism as a “giant hole in Germany’s 

economy” (McAngus, 2015).  The problem is that “Germans don’t view entrepreneurship that 

positively” (Breugst, Patzelt, & Rathgeber, 2015).  The fear of failure, the shame that would 

come with it, the “firmly anchored longing for a secure job,” and the shunning of risk have 

caused a loss of the entrepreneurial spirit in German culture (Brandhorst, 2016). 

Since Minister Gabriel’s announcement, Germany has worked to become an attractive 

country for overseas startups.  According to the World Economic Forum, it is currently rated as 

the top country for foreign entrepreneurs, even exceeding the United States.  U.S. News and 

World Report’s 2018 rankings of best countries for entrepreneurship reported that the German 

government currently spends almost 3% of its GDP on research and development and that 

Germany leads the world in per capita entrepreneurial investment.  Berlin has become a 

European hub of entrepreneurialism (Sutton, 1997).  

The German government is actively pursuing overseas entrepreneurs to start businesses 

in Germany.  The Bundesministerium für Wirtschaft (BMwI), the foreign investment agency of 

the Federal Ministry of Economic Affairs, controls and develops German governmental 

entrepreneurial incentive programs.  These offerings include special entrepreneurial visas, large 

grants, special connections to additional financing, free or low-cost business space, connection 
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to German companies and customer networks, plus assistance with technology needs.  These 

allowances and assistance programs are attractive elements for lowering risk commonly faced 

by entrepreneurs and small businesses.  While all of this seems to be a boon to American 

entrepreneurs, one must ask if this is a growing threat to American economic development.  

Expatpreneurs Defined 
 

What are expatriates?  In the purest sense, they are persons living outside of their native 

country.  However, even simple definitions vary.  Expatriate descriptions range from a person 

who lives outside his or her native country, to a migrant or refugee, or even a banished or 

exiled individual (Merriam-Webster, 2019).  In other words, expatriates, in general, are a 

misunderstood group.  The literature in this area has provided some limited definitions, but 

much of the work still focuses mainly on traditional expatriate understandings (Coviello, 

McDougal, & Oviatt, 2011; Vance et al., 2016).  Deeper subdivisions still lack clarity and 

consistency, leading to erroneous research and inconsistent findings about expatriate 

subgroups. 

As multinational corporate revenues from overseas operations increase, and with the 

growing importance of emerging-economy multinationals, there has been an increasing focus 

on global business mobility (Liu & Giroud, 2016).  It seems to be more important to 

understand the current definitions of expatriate subgroups.  An expatriate can be either a 

migrant, an assigned expatriate (a person directed by their company to fill an overseas 

assignment), or a person that is either looking for a semi-permanent position with a foreign 

local company or a ‘job for the money’ while acting as a touristic expatriate (Przytuła, 2015).  

That said, more recently a different subgroup of expatriates has been identified: the self-

initiated expatriate.  These expatriates make their own decisions to move to another country 
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specifically to find a job in a new place or explore a different culture.  The importance of self-

initiated expatriates is that, as stated previously, they currently make up 60% of the globally 

mobile workforce (Andresen et al., 2014).  The scale of movement of the current mobile 

workforce is estimated to grow to 1.75 billion by 2020, an increase of almost 25% since 2014 

(Luk, 2015).  If 60% of this group are entrepreneurs that equals 105 million global self-initiated 

expatriates.  

Currently, the BLS estimates that there are approximately 680,000 entrepreneurial 

businesses in the United States that are less than one year old.  Every year, America adds 

another 650,000 startup businesses (Kaufmann Foundation, 2018).  One to two percent of those 

entrepreneurs expatriate annually (65,000–130,000).  The drive for this expatriation may be to 

gain advantages to alleviate some of the risks associated with starting a company given the 

historically high failure rate (Wadhwa, 2012).  

Given the opportunities offered in many foreign countries, a growing number of 

entrepreneurs are looking overseas for options to avoid startup failure.  To provide some scale 

to the size of this new expatriation phenomenon, one must start with some basic statistics.  The 

United States GDP equals approximately $20 trillion (BLS, 2018).  Startups create 

approximately 1% to 2% of the U.S. GDP (Government Accountability Office [GAO], 2018).  

Finally, 1% to 2% of American entrepreneurs expatriate annually, and the rate is growing 

(Brewster, 2016).  This equals anywhere from $2 billion to $8 billion. 

Many may say that these revenues are just a small fraction of U.S. wealth.  But, to put 

the numbers in perspective, the GAO (2018) and the Congressional Budget Office both report 

that $8 billion is enough money to run the entire U.S. government for two days. The original 

cost of the Apollo moon landing program was $7 billion (National Aeronautics and Space 
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Administration).  A Nimitz-class nuclear aircraft carrier costs about $4 billion.  “We’ll take 

two, please.”  

The number of expatriating American entrepreneurs and the dollar value they take with 

them continues to grow.  And, the rate of expatriation of entrepreneurs is increasing (Brewster, 

2016).  While not currently a significant threat to American economic growth, it is a set of 

phenomena that is worth monitoring, and thus far, the academic entrepreneurship community 

has taken little notice of this growing trend (Cox, 2017).   

In addition to these categorizations, researchers have started to identify a sub-category 

of the self-initiated expatriate: the expatpreneur (Andresen et al., 2014).  These expatpreneurs 

are entrepreneurs who have decided to leave their home countries to start businesses in a 

foreign nation (not start in the United States and move to Germany but completely originate in 

Germany).  They have been theorized to have completely different motivations and personality 

characteristics than the other expatriate business groups.  Expatpreneurs are seen to be more 

organized, confident, and driven to their purpose of business development (McNulty & Vance, 

2017).  They also appear to have cyclical career paths that can take them in and out of 

traditional corporate jobs and entrepreneurial opportunities.  They are not migrants as initially 

they do not plan to emigrate to the foreign country, although some may decide to stay as they 

develop personal and professional ties.  They are entrepreneurs looking to start foreign 

businesses but plan on retaining their citizenships and eventually return to the United States or 

their country of origin (Cerdin & Selmer, 2014). 

While there is a significant amount of literature regarding expatriates, focus on 

identifying expatpreneur behavior and motivations is lacking, potentially due to emerging 

understandings of this specific type of entrepreneur.  There have been calls for more studies to 
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identify who these expatpreneurs are and what about their business approaches and personality 

traits differentiate them from other entrepreneurs (Despotovic et al., 2015). 

As expatpreneurs are a newly identified class of business expatriates, understanding 

them calls for more research, as suggested several times in the early, exploratory expatpreneur 

literature.  As the current literature is so nascent and limited, the needs for further study in 

specific research areas are unclear.  This work will be a starting point to address some of the 

research gaps (Vance et al., 2016) and is a first step in establishing the field and players in the 

world of the expatpreneur phenomenon (Tavory & Timmermans, 2014). 

This paper lays the groundwork for understanding the motivations and decisions of 

American entrepreneurs in expatriating businesses and startups overseas.  The study begins 

with an examination of the existing literature which is still evolving and incomplete.  From this 

background learning, an abductive qualitative research approach is utilized to uncover why 

entrepreneurs go, how they deal with cultural and business hurdles, and how they operate in the 

foreign national environment.  

The abductive analysis presents the standard definitions of the research motivation, 

problem, and contributions.  Specific research questions beyond areas of examination cannot be 

presumed as there is no established theory to test in the expatpreneur identification area, hence 

the use of abductive qualitative research.  The research process surfaces theory by comparing 

and paring down potential explanations for behaviors and environments from answers and 

actions undertaken by the entrepreneur and other actors in the research setting.  

This paper is designed to develop theoretical foundations in areas that do not have an 

established overarching theory.  This approach uncovered drivers of American expatriate 

entrepreneurs, their interactions with foreign countries and cultures, and the outcomes those 
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entrepreneurs receive due to the foreign startup decision.  This study assembles results in a clear 

statement about expatpreneurs in Germany, their experiences, acceptance, and assistance from 

the German government and innovation centers.  

Finally, discussion of the German people’s acceptance of both Americans and other 

foreign entrepreneurs follow as developed from interviewed subjects and ancillary personnel 

associated with those in-situ interviews.  As immigration has been one of the most significant 

political issues in Germany over the last few decades, results from the German government and 

informally through German citizenry proved insightful.  This work resulted in a holistic 

assessment of this understudied and misunderstood area of international entrepreneurship. 

Literature Review 
 

Inconsistent use of the term expatriate has been problematic concerning research clarity 

and comparability of findings.  As the importance of entrepreneurship and greater international 

mobility is growing in the global economy, it has become important to identify expatriate 

groups more clearly.  The problem of unclear terminology has compounded as the reasons for 

expatriates residing overseas continue to expand.  Meanwhile, a lack of research into 

understanding these distinct groups persists (Doherty et al., 2013). 

Based on the aforementioned trends, research about expatriate’s entrepreneurial 

practices is of interest to both governments and corporations (Vance et al., 2016).  That said, 

the literature in the area is still scattered, and there is a lack of consensus on many categories or 

characteristics between self-initiated expatriates and expatpreneurs (McNulty & Brewster, 

2017).  Studies of the expatpreneur phenomenon have ranged from adjustment factors to pre-

preparation, cultural distance, difficulties with family assimilation, work expectations, technical 

ability to be effective, and dozens of other factors (Hyounae et al., 2012).  In other words, there 
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has been a lot of work around the symptoms of problems with corporate assigned expatriates 

and little focus on other entrepreneurial groups (Markoulli et al., 2016). 

Definitions have evolved as previously noted.  At first, academics viewed all expatriates 

as a single group.  Then, there was the simple separation of the expatriate from the migrant 

(Anderson & Blinder, 2011).  Even dictionary definitions held both groups as synonyms, and 

there was even an overtone of the negative (i.e., exile, banished, person with no country).  

However, addressing distinctions between expatriate groups is important (McNulty & Brewster, 

2017). 

Migrants are a different group than expatriates.  Migrants are currently considered to be 

persons moving to a country with the intent of becoming citizens and making that new country 

their home.  Recently, the vast numbers of global refugee movements add complications to this 

definition.  Expatpreneurs may stay overseas for extended periods, but they do not give up their 

home country citizenship and, in many cases, expect to return home at some point (Cheney, 

2014). 

Aside from this differentiation, little has been done until recent years to bring 

clarification to solidify nomenclature of expatriate subgroups, hence calls for additional 

studies in the area (Tharenou, 2015).  Also, expatpreneurs display a more cyclical nature to 

their career paths; they tend to follow a preparation–overseas work–repatriation cycle, 

whereas migrants do not (Shaffer et al., 2013). 

As study has progressed, distinct expatriate groups have begun to emerge.  From the 

American perspective, aside from military personnel and civilian employees of the U.S. 

government serving and working overseas, the American diaspora in Germany alone is vast.  

The strong economy has attracted an estimated 158,000 American civilian expatriates alone 

https://scholar.google.com/citations?user=Eg8HpxcAAAAJ&amp;amp%3Bhl=en&amp;amp%3Boi=sra
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(DESTATIS (German Census Bureau), 2015), and that number is growing (this does not 

account for the over 42,000 American military and 12,000 civilian support employees also in-

country).  Also, approximately 10 million non-Germans are living in Germany, including over 

one million refugees, and they are having a significant effect on Germany’s workforce 

(Costanzo & Koppenfels, 2013).  For context, the total German population currently stands at 

approximately 83 million people (Trading Economics, 2019).  The 10 million non-German 

number has probably grown over the last five years given mobility and refugee trends, so the 

current effect on the labor force may be even greater. 

There are many types of expatriate groups in the foreign workforce, and they have 

different training and assistance than self-initiated expatriates (Mezias & Scandura, 2005).  

Studies first separated assigned expatriates and self-initiated expatriates as distinct groups 

(Andresen et al., 2014), but findings have shown that there are many types of expatriate groups 

in the foreign workforce.  The latter study is concerned with the expatpreneur group and their 

distinct needs. 

Why is it important to focus on understanding self-initiated expatriate groups?  They 

are assumed to adjust (not assimilate) to local cultures more easily and are a growing portion 

of the global mobile workforce (Lovelock & Yip, 1996).  At the same time, success seems to 

be a function of time spent in-country, breadth of interaction and international contacts, 

motivations for international placement, extent of the cultural gap, and the actual work 

undertaken (Haslberger & Dickmann, 2016).  

The term entrepreneurship is derived from the French verb entreprendre and the 

German word unternehmen, both of which translate to undertake (Cunningham & Lischeron, 

1991).  In the early 1700s, famed French economist Richard Cantillon (1756) described an 



DEFINING THE EXPATPRENEUR  

11 
 

entrepreneur as “bearing risk by buying at certain prices and selling at uncertain prices,” now 

famously known as Cantillon’s risk.  Of course, no discussion of entrepreneurship would be 

complete without mentioning Joseph Schumpeter (1912) who said that “entrepreneurship is 

innovation.” 

Economists would tell us that merely having access to funding is the key factor holding 

back potential entrepreneurs (Blanchflower & Oswald, 1998).  Sociologists describe 

entrepreneurs as storytellers first and argue that the socially constructed nature of 

entrepreneurship, and thus entrepreneurial identity, semiotics, narrative, and storytelling, is key 

to successful organizations (Boje & Smith, 2010).  Some have even said that the level of 

storytelling ability in an entrepreneurial endeavor, being able to boldly and graphically portray 

the company mission and expected outcomes of the proposed activity, significantly affects the 

entrepreneur’s ability to obtain capital (Martens, Jennings & Jennings, 2007).  Given this 

information, it seems that the sociologists’ and the economists’ views of entrepreneurship are not 

as different as they may seem at first.   

Entrepreneurship educators hold that entrepreneurs pursue opportunities involving the 

creation of an organization with the expectation of value creation.  The entrepreneur is the 

individual that identifies the opportunity, gathers the necessary resources, and creates and is 

ultimately responsible for the performance of the organization.  They are the opportunity 

seekers and the risk-takers (Carton, Hofer, & Meeks, 1998). 

At this point, the literature seems to point to both a standard definition of 

entrepreneurship and a growing, alternative view.  The first method proposes an a priori 

definition of what entrepreneurial behavior is and how well entrepreneurs fit those behaviors 

(Carton & Shepard, 2006).  The other view holds that entrepreneurs may be pre-categorized but 
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should be observed to be defined.  This perspective allows for a deductive and abductive 

definition of entrepreneurs (from typology and taxonomy) based upon what they do and how 

they interact with their environments (Shane, Locke, & Collins, 2003). 

Additionally, Bygrave & Hofer (1991) proposed that the exploration of the field of 

entrepreneurship change from the focus on the characteristics of the entrepreneur to the 

characteristics of the entrepreneurial process.  Thus, entrepreneurs self-identify by their 

participation in the process versus being identified by a unique set of characteristics.  The focus 

on the entrepreneurial process supports more of an a priori definition of entrepreneurship.  The 

abductive entrepreneurial definition and the study of the entrepreneurial process will refine the 

approaches adopted in this paper. 

Entrepreneurship and Economic Development 

Entrepreneurship is good for economic growth; high measured levels of 

entrepreneurship should translate directly into high levels of economic growth (Audretsch, 

2007; Caves, 1998; Davidsson, 1995; Sutton, 1997).  Increased levels of entrepreneurship show 

positive correlations with national performance data and economic growth.  There appears to be 

a familiar cycle of new business growth through entrepreneurial activity, with new jobs being 

created by these new businesses, economic growth creating competition, and this competition 

creating economic growth.  Perhaps, this competition cycle started by the entrepreneurial 

business is symptomatic or can even drive technological change (Acz, 2006). 

Many developing countries have high levels of self-employment.  The summation of a 

nation’s entrepreneurship activity includes these self-employed individuals (Lee & Peterson, 

2000).  Often, these individuals are not engaged in opportunity entrepreneurship as discussed in 

this paper but necessity entrepreneurship, or the need to find simple sustenance and survival 
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income (Amin, 2010).  These entrepreneurs are not pursuing an innovative opportunity of their 

own free will but must do something to put food on the table. 

High levels of necessity entrepreneurs may create a false impression of entrepreneurial 

activity and opportunities in developing countries (Foner, 1997).  This phenomenon may signal 

that there are substantial bureaucratic barriers (legal or illegal) to formally creating new 

businesses or just that the economy is creating too few conventional wage-earning jobs 

(Smallbone & Welter, 2001).  As such, newer studies have postulated that entrepreneurship can 

be more effective in increasing economic development in more developed countries versus 

third-world nations.  Still, many researchers have intuited that new businesses can provide the 

most amount of economic progress in the least developed countries (Holcombe, 1998).  At the 

same time, a developing nation’s businesses may face more difficulty in obtaining capital at 

some point and thus may not be likely to grow past a certain level.   

More recent work has shown that countries with a more developed technological and 

resource base produce opportunistic startups that are much more effective in creating growth.  

The argument holds that the least developed nations do not have the infrastructure, resources, or 

economic environment in place for fast-moving startups, and these conditions act as a 

constraint for growth (Wennekers et al., 2005).  Social entrepreneurism (an entrepreneurial 

activity with an embedded social purpose) has been on the rise in these countries and can cloud 

entrepreneurial economic development effects for purely for-profit firms.  But there is still 

proof of lesser productivity of entrepreneurial activity in less developed states (Austin & 

Stevenson, 2006). 

Developed countries that face stagnation in entrepreneurship can slow the effect through 

promoting investment that takes a more holistic view of the elements required across business 
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and government.  The 2014 G20 summit communique was a call for the “promotion of 

competition, entrepreneurship and innovation” to increase economic growth.  The World 

Economic Forum encouraged the creation of an entrepreneurial ecosystem called Babson 

Entrepreneurship Ecosystem Platform (BEEP), based upon the work of Isenberg and Onyemah  

(2016) at Babson College.  The model details critical elements in the cycle of fostering 

entrepreneurship (See Figure 1). 

Over the last several years, the entrepreneurship and economic development communities 

have started using the term ecosystem to describe the range of players that must interact in the 

community to foster entrepreneurial growth.  An ecosystem describes how each element of the 

business community can or should interact (Isenberg & Onyemah, 2016).  In each situation, 

BEEP lays out the key elements in a cyclical configuration, but this pathway does not necessarily 

infer an A to B, then B to C type of mechanistic process.  Rather, much like a biological 

ecosystem, it simply describes the parts that should work together to facilitate entrepreneurial 

growth, and regardless of the elemental interactions, it should be self-sustaining (Mason & 

Brown, 2014). 
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Figure 1. Babson Entrepreneurship Ecosystem Platform (BEEP). 
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Entrepreneurship and the German Government 

 

The first focus of Germany was to encourage domestic entrepreneurship.  They have 

made the formation of entrepreneurial activity a government priority by directly involving 

cabinet ministers to work with senior public servants to shape and empower entrepreneurial 

policies, programs, and agencies (Arshed, Carter, & Mason, 2014).  Germany has realized that 

they should encourage growth across all industry sectors including low-, mid- and high-tech 

firms.  Moreover, the German government has realized that they need to develop policies that 

address the needs of the entrepreneur by recognizing that small business strategy is often 

transactional, while entrepreneurship approaches tend to be relational (Mazzarol, Sweeney, & 

Soutar, 2007). 

Germany had great success with their new entrepreneurial programs and policies, and 

innovation started to take root and provide a boost to the German economy.  That said, the 

government also began to realize that there was not as much interest in entrepreneurship among 

the people; they had become used to the security, low-risk, and predictability of traditional 

employment.  Entrepreneurship began to be looked down upon as irresponsible and taking 

foolish chances (Milanov & Maissenhälter, 2003).  There is a cultural problem to address as 

well.  Can the entrepreneurial spirit be reawakened in the German people?  The government 

saw the answer in importing startups and small businesses (particularly from America) as the 

spark German society needed.  American entrepreneurs tend to be viewed by many Europeans 

as some of the most aggressive risk-takers and salespeople.  HSBC Bank released a study in 

2016 stating European preferences for American entrepreneurs are due to several key factors 

including self-motivation, the tendency for Americans to be serial entrepreneurs, and the 

inclination to use private funding sources (Quittner, 2016). 
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The first task the Germans undertook was trying to understand the needs of American 

entrepreneurs.  According to the findings of Blanchflower and Oswald (1998), the majority of 

potential entrepreneurs said that startup capital was the key barrier they faced in starting their 

firm.  The German government developed a series of project funding programs principally 

including cash grants and publicly guaranteed loans through the BMwI.  The most lucrative 

offers were aimed chiefly at entrepreneurs willing to start businesses in areas of the former East 

Germany.  BMwI also created funding sources and technology access for research and 

development.  Figure 2 provides some general contrasts between American and German 

government entrepreneurial assistance programs (Murray, 2019; Prosser, 2019; Mason, 2014; 

Sergios, 2017).  

Financing programs available from the German government generally fall into four 

categories.  The first are direct federal grants; these are non-repayable cash offers for new 

businesses in Germany to cover initial startup costs, promote research and development of 

products and services, as well as to hire employees to build the workforce during the first two 

years of startup.  Cash grants are also available for capital expenditures in the first three years of 

business.  These grants cover up to 40% of all startup costs up to total funding needed for startup, 

operations, and employee wages for up to two years.  Funding levels are determined on a case-

by-case basis, and the limit for small businesses (1–5 employees) is the national public–private 

equity limit of €5 million.  Also, the government offers federally subsidized loans covering up to 

100% of all startup costs (up to €1.25 million).  BMwI works to connect entrepreneurs directly 

with venture capital as well.  Amounts available are driven by location and type of industry but 

can range from €2 to €25 million. 

A major aid provided through BMwI entrepreneurship programs is free or subsidized 
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office, research, and production spaces.  Many times, this can take the form of incubator space 

on an availability basis.  Additionally, the government can work on behalf of the entrepreneur to 

find and help secure private space for startups.  Again, the search process is free and rents are 

often partially or wholly paid.  

In hiring for the entrepreneur, Germany provides access to the federal employment 

bureau and helps match employees to entrepreneur needs.  Aside from subsidizing employee 

payroll for the first 12 months of work, the government also pays 50% of salaries of formerly 

unemployed persons hired by the firm.  They pay 70% of salaries for disabled employees and 

senior citizens. Additionally, they provide up to 50% of all job training courses for employees on 

the job, as well as including 100% of pre-hire training.  SBA programs work to help with 

location selection based upon rental and tax rates, licensing and permitting fees, transportation 

availability, zoning, and local incentives, and these programs are generally free or at low cost.  

Rents are not specifically subsidized outside of funding raised through standard financing 

programs.  Much of this is decentralized and handled through the small business development 

centers (SBDC) network in the United States.  In Germany, connections tend to be driven more 

directly by the government versus independent regional centers. 

By contrast, the SBA seems to rely more upon loans in assisting entrepreneurs.  That 

said, the SBA does have limited grant programs to defray startup costs, but SBA packages 

usually require entrepreneurs to personally finance between 20% and 75% of all costs to qualify 

for a grant to fill out their planned capital requirements.  The SBA develops much of its 

financing through agglomerations of mainly private firms and venture capitalists that provide 

loans.  Most loans, except certain specialty programs (i.e., women- and minority-owned 

businesses, etc.), are not subsidized.  Additionally, the SBA also administers its own small 
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business loan program.  These microloans average $13,000 per entrepreneurship and cannot 

exceed the maximum amount of $30,000.  The SBA does assist entrepreneurs to find grants 

through Grants.gov, the federal grant portal administered by the U.S. Department of Health and 

Human Services. 

The training programs of the SBA seem to be administered either through online 

education or through the national network of SBDCs and the Service Corps of Retired 

Executives (SCORE).  Assistance tends to be either limited opportunities via distance learning or 

pay-for-services options.  The SBA does provide education in a range of subjects, and hands-on, 

real world guidance ranging from financial and business planning to marketing and market 

research services are provided at low cost through the SBDC network. 

Both the SBA and the BMwI provide various networking events.  In the United States, 

SBA events tend to be more regional and centered on particular business themes.  In Germany, 

the focus is on bringing EXPs into more local networks aimed at connecting companies and 

innovation leaders to find work opportunities.  

As stated previously, there are several entrepreneurship programs for disadvantaged 

parties in the United States.  Special offerings are available for minorities, women, and disabled 

persons, among other disadvantaged groups.  The German government does not seem to 

recognize special needs groups outside of the disabled or the elderly and then only in subsidies to 

employing businesses.  Additionally, disaster loans are a standard part of the SBA offering in the 

United States.  Business physical disaster recovery loans can be available to qualified parties, 

providing up to $2 million in assistance.  Perhaps due to a more temperate climate, no 

complementary program is offered by the German government.  

One important benefit the German government offers entrepreneurs is unemployment 
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compensation.  If an entrepreneur fails or becomes unemployed, the German government pays 

up to 150 days of coverage at the standard national rate.  This is not a subsidy offered by the 

SBA. 

 

Figure 2. Comparative Entrepreneur Benefits between the United States and Germany  

Benefit Category SBA BMwI 

General Funding Assistance with private lending Direct grants and loans (grants to 40%) 

Venture Capital Assistance with search Direct contact with accelerator companies 

Office/Production Space Some subsidized/assistance finding Most subsidized 

Employment None Access to federal labor pool subsidies for payroll 

Training Multiple self-service programs Up to 50% of employee training costs 

Networking Formal networking opportunities Local networks and innovation leaders 

Disadvantaged ENTs Several programs Limited 

Disaster Loans Expedited direct loans None 

Small Business Guidance SBDCs Local networks and/or companies 

Unemployment Benefits None 150 days of standard benefits 

 
Note. SBA: U.S. Small Business Association, BMwI: German Federal Ministry for Economic Affairs, SBDC: 

Small Business Development Center 
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How do expatpreneurs evaluate opportunities, decide to expatriate, and maneuver 

through both the foreign startup experience and the daily operations of the business in 

Germany differently than domestic entrepreneurs?  This is a complex question.  All 

entrepreneurs have specific criteria for considering starting a new business.  That said, it is 

most common that the basic evaluation of opportunities and the risks involved with those 

opportunities is the first step for most entrepreneurs, American or otherwise (Ardichvili et al., 

2003). 

Available financing is often a go–no go intersection.  Then, there is the consideration of 

location; will the startup be more successful in the United States, or is it likely to have a better 

chance of success with foreign incentives?  Third, there is the consideration of local market 

conditions and opportunities for the startup product or service if not a technological 

development (Martin, Swaminathan & Mitchell, 1998).  Finally, most assess the control of the 

organization due to the incentives granted to relocate.  Of course, there are many other criteria 

specific to the type of startup (McNulty & Tharenou, 2004), but this general decision process 

was the basis for the German entrepreneurial development programs. 

This study has led to new and exciting ideas.  First, it can show how views generally 

accepted about entrepreneurs are malleable.  One assessment says entrepreneurs are simply 

those who exhibit entrepreneurial behaviors (Thomas & Mueller, 2000).  The other opinion is 

that entrepreneurs must be observed to be understood.  By extension, some have even 

contended that by merely understanding entrepreneurial intentions and the entrepreneurial 

process, one can understand the entrepreneur (Krueger et al., 2000).  Exploring commonly held 

beliefs through observation of entrepreneurs in situ seems critical to this end and is another 

basis of this report. 
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Developed countries in Europe have decided to facilitate entrepreneurship as national 

policy.  The European Union, European members of the G20, and Germany as a country have 

all committed to this end.  Why?  Economic growth is certainly a factor, but it seems that many 

western European socialist nations are facing cultural issues that are believed to be solvable.  

The hope is that American entrepreneurs will help revive the opportunity identification and 

risk-taking behaviors in German culture. 

According to DESTATIS, the German Federal Statistical Office (akin to the U.S. 

Bureau of Labor Statistics), slightly more than 36,000 American entrepreneurs are currently 

active in Germany.  American expatpreneurs seem to be drawn by the generous programs and 

incentives offered to expatriate startups.  Is that all that motivates the American expatpreneur?  

Perhaps not.  This is something this study explored. 

Research Motivation 

 

The motivation for this research was to explore reasons Germany is attracting American 

entrepreneurs and why expatpreneurs are increasingly attempting to start businesses there.  As 

there are currently over 36,000 American entrepreneurs in Germany, making up as many as half 

of all American expatriate entrepreneurs, it seems that understanding the German situation will 

offer key insights to the larger expatriation trend. 

Understanding the expatpreneur experience in Germany, including the daily issues 

expatpreneurs face, can provide also more insights about domestic American entrepreneurs.  

The general belief in much of the literature seems to suggest that entrepreneurs are generally the 

same types of business persons regardless of location. At the same time, other opinions suggest 

that the expatpreneur is a different group with dissimilar priorities and goals.  This study 

explores these distinctions to more fully determine why the expatpreneur decides to go to 
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Germany versus stay at home. 

Additionally, entrepreneurship is a strong economic development factor.  Germany has 

taken a lead by national mandate to create programs to attract entrepreneurial investment.  The 

government and business community are cooperating to further the economic opportunities of 

the country.  It seems that there are lessons to be learned that can be employed in America to 

spur similar development. 

Lastly, Germany is seeking to reinvigorate the entrepreneurial spirit of the German 

people and believes that American expatpreneurs can bring more risk-taking and opportunity 

identification to the German people.  However, there is also literature in this area suggesting 

that there are greater motives, especially among German corporations.  Understanding how 

German business builds competitive advantage through entrepreneurial practices can help 

American companies expand their processes to compete globally. 

Research Problem 

 

American entrepreneurs are expatriating to Germany to start a small business, and the 

German government and business community are working to attract them.  This trend is 

growing annually and accounting for a growing portion of GDP.  The question is, why this is 

happening and what can be learned to improve domestic business?  The answers to these 

questions may be found in the elements driving actions on both the German and American 

sides.  This study used an abductive research approach to determine who these American 

entrepreneurs are, why they are leaving the United States, and what role are they filling in 

Germany.  

The key issues examined in this study are twofold.  While the literature has begun to 

explore the expatpreneur phenomenon, there is still incomplete information on these 
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entrepreneurs and what motivates them.  Entrepreneurs have often been described as having 

similar goals and motivations regardless of location.  Later research has started to point to 

expatpreneurs as a distinct body with drivers that differentiate them from traditional American 

domestic entrepreneurs.  Understanding this group will help address the research problem.   

The second consideration is the German drive to attract American entrepreneurs.  Given 

the lack of academic literature in this area, this immersive study focused on the key interactions 

between expatpreneurs and German government and business.  Stated goals of government 

programs are economic development and cultural change, but this analysis found that business 

is taking a larger role bringing American entrepreneurs to Germany.  Understanding the 

methods and goals of German corporations in advancing this process is important to realizing 

how American businesses can remain competitive on a global basis.    

Research Contribution 
 

The contribution to the literature is multifold.  First, this study increases understanding 

of American expatpreneur motivations for establishing startups in foreign countries, specifically 

Germany.  Successful entrepreneurs become successful through superior opportunity 

identification coupled with the willingness to consider riskier investments.  They consider the 

funding, location, business planning, and ongoing management of the endeavor (Venkataraman, 

1997).  This research clarifies those phenomena and helps American states and communities 

learn how they might attract and keep entrepreneurial forces in the United States to improve 

economic development. 

This work also addresses a similar question from the other side of the equation.  Why do 

foreign governments work to entice American immigrants to expatriate?  Countries around the 

world are recognizing the value of entrepreneurship to their economies.  Much of the literature 
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has looked upon efforts to attract entrepreneurial investment as simply efforts to spark value 

creation.  Those studying the field think that countries are trying to achieve the impossible, that 

is, create another Silicon Valley (Isenberg, 2010). 

The findings of this study produced a new contrast between perspectives and real 

differences between American domestic entrepreneurs and expatpreneurs.  Expatpreneurs are 

different from many current definitions in the literature.  They are focused on quality of life 

issues and tend to be more relaxed and patient with the slower pace of business in Germany.  The 

idea that entrepreneurs are entrepreneurs does not seem accurate. 

Abductive analysis also explored both government and business involvement in the attraction of 

American expatriate entrepreneurs.  While the government holds that they are trying to rekindle 

German entrepreneurial spirit and increase economic development, there are indications that 

German business has taken a more active role in attracting expatpreneurs for business reasons. 

Research Areas 

Given the previous discussion and regarding the boundaries of this examination, the 

following research areas provided a preliminary definition of this study.  As abduction 

proceeded, the process modified initial assumptions.  

1. Why do expatpreneurs decide to start up in Germany?  

2. What are the issues and challenges faced by expatpreneurs in Germany?  

3. What are the motivations of the German government and German businesses to attract 

American entrepreneurs to start up in Germany? 

4. Can American expatpreneurs’ evaluation of startup opportunities in Germany positively 

affect German entrepreneurs’ risk adversity and opportunity identification? 
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Analytic Structure 
 

Comparing and analyzing data through qualitative field study can often be one of the 

only ways to bring explanatory theory to a largely uncharted area (Strauss & Corbin, 1965).  

The analytic structure for this paper is an abductive research approach to using a case pool 

investigative design (discussed further in the Methodology section).  Given the lack of concrete 

literature covering these issues in clear delineation or understanding of the expatpreneur group, 

it seemed that an abductive research approach was the most appropriate process to study 

expatpreneur activities and how governmental entrepreneurial attraction programs work in 

action. 

Abductive research allows observation of various phenomena versus other incidences of 

that phenomena without an assumption of a cause and effect relationship.  In other words, there 

are no assumed propositions before the fact, nor are they observed in a theorized pattern as with 

induction.  Essentially, this study looks at the process of doing research from scratch (Levin-

Rozalis, 2004).  With abduction, theories appear and refine after multiple observations.  This 

approach is particularly useful in the cases of wholly new or largely understudied groups or 

occurrences. 

The lack of any inductive or deductive theoretical speculations in the abductive 

approach precludes the development of a standard theoretical or conceptual framework.  At the 

same time, any research study must have some form of analytic structure.  While not creating 

assumptions, the general areas show relevant starting points for understanding the phenomena 

of American expatpreneurs in Germany using abductive investigation. 

Common evaluation of entrepreneurial opportunities starts with both the feasibility of 

the proposition and the available financing for the venture.  Location and market conditions are 
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always somewhat of an unknown and a high-risk point.  If government programs and assistance 

can alleviate the reduction of these problems and risks, this should make the foreign option 

more attractive to American expatpreneurs. 

Data suggest that entrepreneurs create new businesses, and new businesses, in turn, create 

jobs.  Thus, higher levels of entrepreneurship should naturally create economic growth.  

However, bureaucratic barriers to creating new businesses, or merely a lackluster economy that 

is creating too few conventional jobs, can cause adverse economic effects (Audretsch & Thurik, 

2000). 

In Germany, people have become increasingly dependent upon the safety, benefits, and 

security of working for German companies.  The German people often see entrepreneurship as 

irresponsible and taking foolish chances (Milanov, 2014).  Risk-taking behaviors have waned 

in German culture.  It appears that German businesses rarely act upon extended and aggressive 

opportunity identification. The government has attempted to address this issue by importing 

startups and small businesses (particularly from America) to bring these traits back to German 

business and society. 

Research Approach 

I love doing puzzles.  My daughter and I have a big table right in front of our living 

room window and enjoy nothing more on a snowy day than trying to assemble a picture story 

from a jumble of seemingly unrelated pieces.  We both agree that the most fun puzzles are the 

ones without a picture from which to work.  Without the picture, that puzzle is a metaphor for 

life.  After all, as Lewis Carroll said, “Who in the world are we?  Ah, isn’t that the great 

puzzle?”  And, puzzles abound.  They keep disturbing the waters in which we live” (Crabtree & 

Miller, 1999). 
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Qualitative research is the something else of academic inquiry.  It is not empirical.  Data 

builds theories; interpretation is iterative rather than concrete.  Different.  Valid?  

Interpretations lend to legitimacy, but does the translator understand the language?  While a 

subject or discipline develops, more empirical understandings will follow.  Yet, when the onion 

of inquiry first starts to peel, we explore.  We ask questions.  We try to find a context that will 

lead to questions that we will ask, and then we start to form answers.  Questions that come from 

answers, not assumptions.  Qualitative inquiry is the free spirit of research, allowing theories to 

evolve. 

Abductive Reasoning 
 

The semiotics of the self-initiated expatriate versus the expatpreneur were critical to the 

development of this analysis, and a qualitative study of American international 

entrepreneurship in Germany using abductive reasoning seemed the appropriate analytic 

approach.  We know little about the expatpreneur phenomena.  Not only did abduction allow 

the creation of a typology and taxonomy of the subjects to be studied, but it also allowed the 

separation of their activities and began the process of theory formation, developed through 

repeated observation. 

Using inductive analysis, it is possible to see the multiplication of behavior, but 

explaining definitions of and differences between actors requires moving through preconceived 

theories based upon prior learning.  Abductive reasoning examines phenomena from a holistic 

perspective of the interaction of events and subjects to drive initial theory.  In some cases, 

abduction can be a precursor to induction (Shuttleworth, 2008). 

Abduction presumes theories after examining observations and fitting them to the best 

theory to explain observations.  Deduction and induction can identify groups through their 
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respective exploration methods but are limited to ingoing assumptions.  In the case of the 

expatpreneur, there was little upon which to base any initial theory.  Abduction allows subject 

identification and theory generation as part and result of the investigative process.  Due to the 

nature of its broad allowance of happenstance, it permits the boundaries of the specific topic 

area to define themselves (Dubois & Gadde, 2002). 

The observation of phenomena generates abductive investigation findings.  It is 

interpretivist in that the study aimed to understand the expatriate entrepreneurial situation in 

Germany through the reflexive narratives of those involved.  It is also constructivist in the sense 

that the research focused on the interactions of participants in the environment rather than 

viewing the cause of dynamism in the environment due to some broader trends.  

Abduction was first introduced by Pacius in 1597 to translate the Aristotelian concept of 

apagoge (from ancient Greek), or “an indirect argument which serves to prove something by 

showing the contrary to be absurd or impossible” (Reichertz, 2007).  In other words, this 

research method is a process of reduction of possible explanations of a phenomenon until only 

one or a few logical interpretations remain. 

Abductive research was rarely used in scientific study over the next three hundred 

years until Pierce (1883), American philosopher, logician, mathematician, took it up again in 

the mid-19th century as a tool for extending knowledge using inference.  Pierce believed the 

abductive process led to entirely distinct types of logical conclusions versus deduction or 

induction (Reichertz, 2007).  Pierce’s goal in resurrecting abduction was that it would allow 

the creation of a rule-governed and replicable production of new and valid knowledge from 

seemingly incohesive or inconclusive data. 

As the abductive process moves through the discovery of findings, the iterative nature 
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of the process eventually develops hypotheses.  Abductive research is most helpful when there 

are several possible explanations for a phenomenon.  Essentially, this type of research abduces 

or strips away extraneous information until reaching the most parsimonious theory (applies 

Occam’s razor).  Conversely, inductive reasoning uses apparent information to aggregate data 

to form theory.  

For example, Sherlock Holmes’ deductions are in fact abductions.  “It is a capital 

mistake to theorize before you have all the evidence.  It biases the judgment,” and “In solving 

a problem of this sort, the grand thing is to be able to reason backward,” as he said in A 

Scandal in Bohemia (Doyle, 1891).  Holmes also said, “Once you eliminate the impossible, 

whatever remains, no matter how improbable, must be the truth” (Doyle, 1892).  For Holmes 

fans, this book is also the first time we meet Irene Adler, the woman-genius foil to Sherlock 

throughout the series of books and short stories. 

Induction is the better known and more widely accepted form of qualitative research, 

but it has its drawbacks.  Induction is used most often to create theory in areas where data is 

plentiful yet disorganized.  It is a form of reasoning in which one assumes that a particular 

piece of evidence supports a rule or property that can be applied to other pieces of evidence.  

Induction can lead to misconstrued suppositions when data in the field of study is not readily 

apparent.  Abduction, on the other hand, focuses on situations where the data is mainly 

unclassified and logically removes extraneous data to derive theory.  Quite simply, abduction is 

working from a limited set of data or evidence to come up with the best possible explanation. 

To clarify: Deductive reasoning determines B from A only where B is a logical consequence of 

A (e.g., A = B and B = C, then A = C).  Inductive reasoning infers B, where it does not 

necessarily follow from A (e.g., a flock of observed geese are white; therefore, all geese are 



DEFINING THE EXPATPRENEUR  

31 
 

white.  However, there are black geese).  Abductive reasoning infers A as an explanation of B 

but allows A to be abduced from the consequence (e.g., a flock of geese flies overhead.  They 

may be flying south for the winter, moving to a pond, or going to a nesting ground.  All 

possible motives, but evidence does not support theory, so one must abduce). 

Abductive reasoning allows one to start investigating to reduce possibilities until a 

logical assumption appears for further examination.  “Elementary, my dear Watson!”  Once 

supportable theories arise through abductive research, some aspects of grounded theory are used 

to start developing hypotheses from newly developed data.  Prior studies in entrepreneurship 

have used grounded theory methods to better cover the richness of and innovation in the 

entrepreneurial field (Mäkelä & Turcan, 2007).  Others have specifically covered international 

expansion and strategic changes in entrepreneurship (Brush & Vanderwerf, 1992).  

The approach has even been used as a method for inducing scholarly thought regarding 

the creation of an initial framework to build a unified body on international entrepreneurism 

(Etemad, 2014), much like this study.  The essential difference between inductive and abductive 

approaches is that inductive reasoning focuses on the known to establish theories about the 

unknown, whereas abduction reduces the known to the relevant, allowing circumstance to 

create theory.  

Without the ingoing theoretical assumptions, abduction uses a similar iterative approach 

to data immersion and collection, sorting and creating concepts.  So, the method is useful in 

organizing the abductive process and maintaining a consistent drive for theory.  Hence, the 

connection in methodologies. 

The abductive analysis is differentiated from induction by the fact that it is not an 

abstract but a practical achievement.  It is based in semiosis and relies on sign systems to create 
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insight.  Theories are consequences of action, not any pre-supposition primarily due to a lack of 

background information.  Abduction uses a semiotic triad to find meaning.  The three 

components of this process in abduction are the interpretant, sign, and object.  The process is an 

example of what became sign process through the melding of work in logic by Pierce (1883) 

and studies in linguistics by De Saussure (2011). 

The interpretant is the meaning-making element of the abductive triangle.  The 

interpretant sees a sign of an object of activity and tries to understand the relationship between 

the sign and object to find meaning (Figure 3).  Essentially, this relationship becomes a 

question for the interpretant (Arzarello, 2006).  Is there specific additional information that 

allows the formation of theory from the understanding of the sign–object relationship?  

Perhaps.  If not, the relationship question causes the interpretant to create a new semiotic triad 

based upon the previous comparison.  This is the key difference between grounded theory and 

abduction.  There is no theory to test by the interpretant.  The interpretation of the relationship 

between the sign and the object presents either a theory or another question.  Then, nested 

semiotic triads continue until parsimony. 
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Figure 3. Single and nested semiotic triads. 
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To simplify by example, human communication relies significantly on body language.  

This is non-verbal communication and is open to interpretation.  Voluntary and involuntary body 

language communicates messages.  This body language can also create questions requiring 

further signs to understand the meaning of context and message fully.  Knowledge of this 

inherent set of body language queues creates a sign system.  

For example, one person may nod to another.  The nod is the sign, the second person, the 

one nodded to, is the interpretant, and the object is the phenomenon to which is nodded.  So, one 

person nods to another to have them look at a third person.  The second person does so but then 

needs to determine if the nod to look will provide a self-evident answer or does the look generate 

another question regarding why the second person was directed to look?  The first semiotic triad 

is achieved, resulting in a question leading to a second semiotic triad.  The second person signals 

the shoulder shrug body language, suggesting they are unsure.  The process continues until the 

message is communicated from one person to the other.  This is the same behavior that abductive 

analysis employs in observation of subjects under study. 

Abductive research has been used in exploratory business research.  For example, Dunne 

and Dougherty (2016) employed an abductive methodology in studying drug discovery processes 

in large pharmaceutical companies.  They believed that looking at different activities in the 

discovery process would allow the establishment of theory by adding together input from many 

sources and then fitting theory to match the facts (Dunne & Dougherty, 2016).  They interviewed 

people from a variety of pharmaceutical firms, including those with diverse roles and 

experiences (Dunne & Dougherty, 2016). Using abductive reasoning, they were able to discern a 

pattern of wide ideation of interactions of drugs, disease, and the human body (Dunne & 

Dougherty, 2016).  This led to narrowing the number of ideas and interactions to finally discover 
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that iteration between different disciplines within the workforce at the company generally led to 

specific pathways for new drug development (Dunne & Dougherty, 2016). 

Another example of abductive analysis in business research is the work of Lukka and 

Modell (2010) in management accounting research.  In seeking secondary methods for validating 

research findings as well as ensuring that findings are plausible, they applied abductive 

approaches to disparate activities and findings (Lukka & Modell, 2010). They found that they 

could logically fit theories that verify qualitatively the quantitative results they discovered in 

accounting practice analysis (Lukka & Modell, 2010).  They interviewed and observed nurse 

managers to develop theories regarding budgeting practices; interviews and observation took 

place in six hospitals in the United States (Lukka & Modell, 2010). They found that actual 

budgeting practices were more driven by the managers’ nursing experiences, expectations of 

superiors, and the institutional roadblocks they faced in budgeting duties (Lukka & Modell, 

2010).  Interestingly, this shifted general focus away from problems in designing standard 

budgeting practices to learning how to manage influencing factors more directly (Lukka & 

Modell, 2010). 

A final example of uses of abductive analysis in business research is a study on the 

effects of how online word of mouth could influence or shape opinions of a well-known brand of 

soft drink.  Researchers did not understand how consumer-generated online content could affect 

the brand’s marketing strategy.  They applied abductive analysis in monitoring communications 

over six months (with no ingoing assumptions) to determine if there were systematic elements in 

the discourse.  Analytic software was then applied to determine meaningful patterns that may 

evolve.  Through this analysis, the study was able to divine previously unknown but significant 

seasonality for the brand.  Additionally, the abductive analysis allowed the creation of a social 



DEFINING THE EXPATPRENEUR  

36 
 

media conceptual framework for brand realignment focused on popular opinion (Graffigna & 

Gambetti, 2015). 

To fully understand the abductive process, it is important to understand that abduction is 

the first step in a holistic research approach that includes induction and deduction.  Abduction is 

the beginning of theory generation; it is generally used when the study topic is lightly researched 

or incompletely understood.  Often, abductive work leads to further definition and more detailed 

theory development through induction.  Finally, more detailed theory can be tested in deduction 

for quantitative verification (Åsvoll & Rennemo, 2014). 

Methodology and Research Design 

The method for this study started with investigating the primary concepts of concern, the 

building blocks of theory, by creating research pools (Strauss & Corbin, 1998).  From these 

pools, as shown in Figure 4, the study developed categories (speculated to be the expatpreneur 

[EXP], German government [GOV], hochschule or innovation leaders [H/I], and 

entrepreneurship academics in both Germany and other countries including the United States 

[AC]) to attempt to identify the key elements in the world of the international expatpreneur.  

Assumptions (not theory or hypotheses) about relationships from previous taxonomy and 

typology work, as well as related background research provided a starting point to begin this 

investigation (Padgett, 2016). 

A series of in-depth conversations with key experts, along with in situ observation of the 

activities of all players interacting in the environment provided a solid basis for the evolution of 

the abductive work (Martinko & Gardner, 1985; Noordegraaf & Stewart, 2000).  The addition 

of shadowing (unobtrusive participant observation) created the most comprehensive approach 

possible within the limits of this study’s purview (McDonald, 2005).  
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Figure 4. Research pools by research question area. 
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The investigation began with a combination of primary and secondary research to 

minimally inform early areas of interest for examination.  For the purposes of this examination, 

an extensive literature review and pre-research conversations with German and American 

subject matter experts were undertaken to develop formal interview and observation starting 

points.  Shadowing guidelines were then developed as part of study iteration to ensure adequate 

coverage of key topic areas and to focus on relevant information to start theoretical 

development. 

In-depth interviews (IDIs) were key to this type of inquiry.  O’Donnell and Cummins 

(2009) said that “current thought is that the concepts of entrepreneurship could be better 

investigated using more qualitative methods, and an appropriate methodology such as semi-

structured interviews is suggested.”  Also, it is thought that entrepreneurship research should 

employ interview and observation techniques as is done in ethnography (Dana & Dana, 2005). 

As a starting sample, the target groups for IDIs included the expatpreneurs themselves 

through various expatriate business associations.  Groups contacted included business 

associations in Berlin, Frankfurt, Mannheim, Heidelberg, and Karlsruhe, Germany. 

It was critical to understand the governmental stance by meeting with or discussing the 

expatpreneur situation with representatives from the BMwI and agents of German Trade and 

Invest.  Through additional government-related contacts, the study explored governmental 

programs for and attitudes toward expatpreneurs. 

Another important question laid in understanding the work and beliefs of German 

entrepreneurial academics and German cultural beliefs regarding entrepreneurs.  Interviewees 

were recruited from a spread of institutions in Berlin, the capital of European 

entrepreneurship, and universities in the south and southwest of Germany. 
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Lastly, interaction and interviews with key economic development and entrepreneurial 

innovation and incubation experts in Germany were necessary to understand the actual 

situation on the ground in terms of what people are doing, how effectively government 

programs are addressing expatpreneur needs, and seeing and experiencing the incubators and 

operational spaces of expatpreneurs, both startups and second-stage growth companies.  As 

with any qualitative research, it is difficult to determine the correct number of interviews to be 

completed, and with whom, before saturation is achieved.  This study planned to start with a 

preliminary sample of eight to 12 informal, recorded discussions, with evolving research 

questions as theory emerged.  If additional insights were required, additional discussions were 

scheduled.  These were combined with other less formal discussions, such as investigating and 

questioning that arose in an ad hoc fashion, and methods to develop findings and lend 

additional information to the data collection process.  Plus, as analysis continued, additional 

discussions were added to provide further clarification.  The expectation was that this plan of 

investigation would provide adequate information to formulate preliminary theories about the 

expatpreneur phenomenon in Germany.  

Studies with similar sample plans are not without precedent.  Stubbs and Cocklin (2008) 

used only 11 abductive interviews in developing their analysis of sustainable business models in 

banking.  Ciffarelli (1999) used only five subjects in an abductive report regarding problem 

solving by college students.  Taylor, Ntoumanis, and Smith (2009), using abduction in studying 

social context as a determinant of motivational strategies, used only 22 total interviews with 

male teachers to create and publish a paper.  Aarikka-Stenroos and Jaakola (2012) employed 25 

total interviews in their abductive investigation of value co-creation in knowledge-intensive 

business services. 
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Observation research was ongoing both while working with subjects as well as German 

entrepreneurs.  Observation occurred in variable periods dependent upon the incremental value 

provided to the overall study.  Shadowing with expatpreneurs lasted two to three hours per 

session, or as appropriate to each situation.  These research activities were largely unscripted and 

focused on the operations of foreign entrepreneurs and interaction events between American 

expatpreneurs and foreign nationals.  

Additionally, the interviewer had ad hoc conversations with both American and German 

entrepreneurs as appropriate during the observation process.  The study developed two sets of 

innovative procedures: one for items to be cognizant of while interacting in different situations 

and another system for pure observation.  Protocols were also modified for each group and 

became living documents (similar to but much less detailed than IDI speculations and shadowing 

guidelines). 

Spending a day in the life is often a powerful tool for gaining insight into the actions and 

motivations of subjects.  This research plan also included spending time shadowing 

expatpreneurs through their workdays, observing and interviewing in an ad hoc fashion.  

Shadowing guidelines started from a very broad perspective and progressively moved toward 

very specific issues. 

Data was recorded electronically with the qualitative analysis software MaxQDA, a 

leading package for organizing and analyzing qualitative input in systematic and almost 

quantitative methods.  Additionally, hand-coding was undertaken for manual analysis and 

aggregation into natural groupings.  This process informed each round of interviewing and 

observation.  The combined software analysis and hand-coded output was used to ensure the 

congruence of interpretation and the strengthening of outcomes. 
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Once categories were saturated and early theories seemed appropriate for testing, more 

formalized assessment occurred.  This evaluation involved development of informal models 

describing the expatpreneur decision and process.  Additionally, insights into government 

drivers were analyzed.  Upon preliminary alignment, initial theories were shared with study 

subjects for review and commentary. 

Research Process 

 As discussed in the abductive reasoning portion of this discussion, the data collection and 

analysis was an evolving and revealing process.  The abductive approach brings an entirely new 

dimension to qualitative research and is a relatively fast method to get to the heart of an issue or 

situation without the intense, theory-driven exploration used in inductive, grounded theory 

studies.  Abductive research, by nature of its somewhat freewheeling and reactive approach to 

developing and extending information as it is revealed, truly helped the examination reveal key 

findings that have provided what are believed to be new insights into the expatpreneur 

phenomena and how those expatpreneurs intersect and interact with German businesses.  

Examples of how this occurred will be offered later in the text. 

 By centering research areas (shown in Figure 4) as key starting point issues developed 

from current understandings, it was possible to begin advancing through the initial topics to 

develop more detailed and relevant understandings of the reality on the ground versus extant 

beliefs.  As each round of investigation proceeded, evaluation of results led to sample type 

changes and new lines of investigation.  The nested semiotic triads surfaced more relevant and 

revelatory conditions as well as new lines of questioning.  What started as an informed set of 

assumptions to be scrutinized very quickly began to change to a portrayal of a new and 

compelling dialogue different from what has been the general understanding of the situation. 
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 The focus of the study and main data source proposed for the work called for eight to 12 

in-depth individual recorded discussions with evolving research questions as developing theories 

emerged.  As shown in Figure 5, the process completed 10 interviews, three each from 

expatpreneurs, academics, and innovation leader groups, as well as one with an entrepreneurship 

program expert in the German government.  Interviews and information-gathering missions were 

conducted largely in person (two initial, with follow-up questions by telephone) in Germany 

during three in-country research periods during September 2018, March 2019, and June 2019.  

These discussions were free-form, without a formal topic guide, and were allowed to 

cover new topics as areas of interest appeared.  This approach not only provided support for rigor 

in the scientific character of the method, but it also allowed the interviewer to rethink data 

collection and make heuristic fixes throughout the process to guide and adapt theory construction 

(Madill & Gough, 2008).  The bottom line is that the approach let respondents discuss issues 

they thought important within the confines of a guided conversation by an expert interviewer.   

 In general, recruiting of respondents was largely conducted through networking with 

various business associations and contacts both in and outside of the international 

entrepreneurship community in Germany.  That said, getting a quality interview with a qualified 

government entrepreneurial program expert took several months to arrange, but this expert had 

valuable insights that led to important understandings later in the analysis.  Figure 5 shows the 

final interview count by sample group. 
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Figure 5. Total Interview Count by Sample Group 

  EXP Academic 

Innovation 

Leader GOV 

Total 

Interviews  

Interview 

Count 
3 3 3 1 10 

 

In-depth interviews were largely the main method of collaboration with each sample 

group.  Almost all of the interviews were completed in situ within the workplaces of each group 

and accompanied observation and ongoing questioning as subjects went through their normal 

work routines.  Most interviews were multi-staged throughout the semiotic iterations.  In other 

words, each respondent was contacted at least two times during the abductive process except for 

the government representative. 

This process also included informal discussions with associates and persons assisted by 

interviewees.  Additional information collection beyond interviews was facilitated by attending 

business networking events, speaking with business leaders as part of these events, attending an 

international entrepreneurship conference at a major German university, and exchanging ideas 

with academics and entrepreneurship experts.  

The analytic process began with four initial research areas informed by the literature 

review and secondary sources.  These research areas began as the basis for the first set of 

semiotic triads to begin the investigation.  While these initial questions ended up being relatively 

far from the final resultant information, they were an effective base to begin the study (see 

Figure 6). 
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Figure 6. Abductive Analysis Process Map 
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Analysis Procedures 

 The analysis process in abductive work is, by its nature, a more complex and intuitive 

process as compared to traditional inductive research.  Reviewing and understanding the data 

required several iterations, tools, and external review.  Compiling the interviews and observation 

notes was somewhat straightforward, albeit labor-intensive.  The hundreds of pages of interview 

transcript and observation notes, as well as hours of interview recordings, required multiple, 

intensive reviews to establish key themes to guide data disassembly.  

 A selection of representative interview quotes were manually entered into an initial 

database.  This breakdown and reorganization was followed by assignment to one of the four 

initial research areas.  Using interview quotes as the basis of the database entries tied the entered 

information in the dataset directly to the interviews themselves.  Categorization of quotes by 

sample group and specific interviewee followed the reassembly processes as suggested in 

reviewed literature (e.g., Tavory & Timmermans, 2014; Yin, 2015).  

Rather than starting the database by using paraphrased descriptions of each quote, the 

analysis database utilized actual interview quotations.  This step in the analysis was designed to 

create as much direct ingoing validity from the collection process as possible.  Further data 

organization drove consolidated statements regarding each quote.  Then, the study reassembled 

the data using category coding derived from themes revealed in the review of the interviews.  

Several category codes descriptive of more specific elements of activities further defining both 

the quote and the research cluster components put the data into an easy to understand array, 

fostering cross-tabulations of the initial research areas and category codes.   

Reassembly utilized the MaxQDA qualitative data analysis software to enter text data.  

Initial entry and coding followed the interviews themselves, also categorized by sample group 

and specific interviewee.  The analytic software allowed analyses by category, layered cross-
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tabulation, word frequencies and quotation by each categorical breakdown and respondent, word 

and code clouding—adding more to each change through semiotic triads—and final data analysis 

with resultant research findings. 

 As a final validity check, two MBA students from the University of Wisconsin-

Whitewater were employed to review the collected data and analysis.  The goal was a third-level 

verification of findings to ensure communicated themes were consistent and made analytic sense.  

An initial meeting was held to cover the topic of interest, analytic process, and work completed 

to date.  The students were then left to complete their reviews.  At the end of the review period, 

the researcher and reviewers met to review the findings.  

The focus of the discussion centered on the initial coding, the abductive evolution, and 

the final disposition of the data.  While there was much agreement between initial coding and 

analysis, there were also several areas where the reviewers offered questions on meaning, 

coding, and how the overall story could come together.  Additionally, this final external review 

added validity to both the ingoing data collected and reliability of the outcomes as developed 

through this analysis.  

Findings 

Abductive Research Area 1 

Initial Research Area 1.  Initial category coding was developed to better diagnose the 

elements of each research approach.  The category codes are listed in Figure 7. 
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Figure 7. Initial Category Codes 

  

Code Title Definition 

AT Attraction to Expatriate 
Attractions (both business and personal) to expatriate to  

start a business. 

BO Business Opportunities Business opportunities in Germany. 

BP Business Practices 
Consistencies and differences between American and  

German business practices. 

CC Cultural Change 
Expatpreneur effect on cultural changes in the German  

entrepreneurial community. 

CH Navigating Challenges 
Issues faced by expatpreneurs navigating the German  

system. 

EP Entrepreneurial Process Differences in entrepreneurial practices. 

PL Planning Business planning by American expatpreneurs. 

QL Quality of Life 
Quality of life (both positive and negative) offered by  

business and personal practices in Germany. 
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The first research area (R1: Why do expatpreneurs decide to startup in Germany?) 

opened the investigation by trying to determine why expatpreneurs decide to leave their homes to 

start up in a foreign country.  Why would an entrepreneur potentially face more complexity in 

starting up overseas than they would normally face beginning a business domestically?  This 

seemed to be a logical place to start.  Much of the literature regarding entrepreneurs has tended 

to consider domestic and international startup businesses as largely the same (Vance et al., 

2016).  Studies of expatpreneurs have attempted to categorize them based upon the assumption 

of mutual priorities and activities (Przytuła & Strezelec, 2017).  It seemed this might be a direct 

path to concrete answers. 

Once interviewing began, it became clear at an early stage that discussions of these 

phenomena had assumed that entrepreneurs were entrepreneurs.  Motivations to expatriate and 

how they went about starting a business were assumed to be the same or similar for both 

American domestic and expatpreneur startups.  Further investigation seemed to point to 

differences between the two groups.  It appeared that the expatpreneur had different personal 

motivations.  The question of why expatpreneurs decide to startup in Germany was much more 

complicated and required deeper background to understand.  

The coding scheme indicated that the elements of R1 were essentially: attraction to 

expatriate, business opportunities, and quality of life.  These results are interesting but not 

revealing about what is motivating these expatpreneurs to go overseas.  The assumptions were 

too general and realizable from the initial research.  The signs in the initial R1 triad did not 

answer the question and drove an alternate line of inquiry to develop both the true R1 research 

area and more defined category codes for collected responses. 

Recurrent themes when asked this question included several issues.  The draw for some 
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entrepreneurs to Germany was relatively simple: they think the German economy is stronger and 

more stable than the United States.  One entrepreneur interviewee stated, “It's amazing how 

many people come here for just the strength of the economy.” 

Additionally, the government offers more benefits to foreign entrepreneurs than they can 

get at home (see Figure 8).  Expatpreneurs perceive there to be more networking and sales 

opportunities, as well as innovation capacity.  All four sample groups cited quality of life issues, 

such as a lower cost of living than New York or Silicon Valley, as drivers for expatpreneurs.  

One academic interviewee suggested,  

“I believe that Europe has things that the [United States] doesn’t.  Europe has the 

infrastructure that is actually there because entrepreneurial collaboration is stronger than 

in the [United States].  Government and business are investing in infrastructure to help 

entrepreneurs.  Collaboration is one version of capacity, innovation capacity.  For 

innovation capacity you need synergy, you really need collaboration.  By default we have 

it here.  I think that really attracts people.” 

 To further address the initial research area, a second nested semiotic table was created 

with an evolved sign to readdress the data collection.  Given the lack of definition of the 

expatpreneur and no differentiation between domestic and expatriate entrepreneurs, the study 

was realigned to truly understand the differences in both goals and motivations of the 

expatpreneur.  Hence the consequent sign R2C (Who are expatpreneurs as opposed to other 

American entrepreneurs?) in Figure 8. 
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Figure 8. Research Area 1 first semiotic triad and second iteration. 

  

AT, BO, QL 

R1: Why do EXPs 

decide to startup in 

Germany?  

NOT CLEARLY 

ANSWERED 

R1C: Who are EXPs 

as opposed to other 

American ENTs? 
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The second stage in the abductive research process was the engagement of the next set of 

investigations termed consequent research areas and category codes.  As this study employed a 

three-step data collection and analysis process, as indicated earlier, the adjusted research 

questions are consequent changes due to the discovery of extended relevant areas of research 

lacking in the initial investigation.  With minor adjustments, previous category coding was used 

to reassign respondent comments into the consequent research areas.  By the evolution of the 

research topics overall, category coding components did not seem to be descriptive enough to 

arrive at final or near-final conclusions.  

In essence, this exercise considered whether the answers were correct and the questions 

wrong.  At first review, it seemed that this may be the case.  At the very least, the consequent 

research area was more revelatory.  A much more even spread of comments across category 

codes appeared, but this approach brought a breadth of responses versus depth of meaning. 

Consequent Research Area 1.  In R1 (Why do expatpreneurs decide to startup in 

Germany?), the intent was to identify the motivations of entrepreneurs to expatriate and start up 

overseas.  Again, as the literature seems to view domestic entrepreneurs as essentially the same 

as expatpreneurs, expatpreneurs should have similar priorities and business conduct to domestic 

entrepreneurs.  

Unfortunately, it did not seem that addressing all entrepreneurs as one group had the 

desired level of insight as to why certain parties stay home and others leave.  Plus, given findings 

in early interviewing, data pointed toward real differences between the groups.  So, the intent of 

the next consequent iteration was to determine who expatpreneurs are compared with other 

American entrepreneurs, calibrating understandings of expatpreneur motivations and then 

returning to the question of what motivates them.  The new data collection also drove a 
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realignment of category coding for sub-themes in each research sphere.   

Figure 9. Consequent Category Coding 
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While not a radical departure from the initial category coding, this consequent scheme 

did expand initial definitions to begin to address some of the data that did not neatly fit into the 

original organizational template.  By simply adding some definition to certain categories, the 

explanatory power of disparate pieces of information increased significantly and led to more 

additional findings. This simple realignment lent better delineation to the research area sub-

theme category grid.  For consequent R1, several sub-themes appeared in response to the 

adjusted question differentiating American domestic and expatpreneur behavior.  There were 

clear differences with the expatpreneur group, centering largely on desired entrepreneurial 

processes that were more to the preferred expatpreneur business style.  

The major difference between expatpreneurs and domestic entrepreneurs seems to be a 

combination of the entrepreneurial process and quality of life.  In other words, it is not purely a 

quality of life consideration but how quality of life is affected by the entrepreneurial process in 

Germany versus the United States.  It is generally accepted that the domestic entrepreneur is 

highly tolerant of ambiguity and low liquidity, less engaged in planning, more aggressive in 

pursuit of risky endeavors, and willing to work long hours, seven days per week (Begley & 

Boyd, 2007).  

The expatpreneur, by contrast, prefers a somewhat more relaxed pace of business 

development.  They tend to plan in much more depth.  They focus on strong cash reserves or 

financial backing.  They are much more tolerant of bureaucracy as it tends to put natural breaks 

in the development process.  And, they prefer not to give up family and personal time to the 

extent seen in America.  One academic noted,  

“You can experiment more, let’s say, for your customer exploration phase.  I’d say you 

have a lot more time and less pressure.  And let’s say, as compared to Silicon Valley, it’s 



54 

DEFINING THE EXPATPRENEUR  

 

not that a competitive landscape.  The Germans want their free time, not working 80 

hours per week.” 

Figure 10. Comparison of Expatpreneurs and Domestic Entrepreneurs 

Difference Expatpreneur Domestic Entrepreneur 

Main Motivation Quality of Life Profit 

Planning Deeper As Needed 

Financial Backing Stronger Weaker 

Demeanor Relaxed, Patient Work Focused 

Pace of Work Measured Fervent 

Support Relies on Gov’t/Companies Self-Reliant 

Startup Process Deliberate Accelerated 

Opportunity Identification More Constrained/Thoughtful Aggressive 

Risk Aversity More Risk Averse Less Risk Averse 

Development Approach Reliant on Experience/Expertise Wider Ranging 

Gender More Female Entrepreneurs More Male-Dominated 
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 Using these new category recodes and pursuing the new sign in the semiotic process 

allowed for a more in-depth separation of entrepreneur types, the beginning of taxonomy 

creation for the expatpreneur, and an early definition of their goals.  The expatpreneur seems to 

be more relaxed in their business approach, willing to undertake greater planning, accepting of 

longer development cycles, and less tolerant of unnecessary risk.  Additionally, they are looking 

for a basic level of solubility versus the grand designs of the low budget developer working 80 

hours per week out of a garage.  At this point it seemed appropriate to return to the question of 

why expatpreneurs decide to startup in Germany. 

Figure 11. Consequent Research Area 1 second semiotic triad and third iteration.   

EP, BP, QL 

 

R1C: Who are EXPs as 

opposed to other 

Americans ENTs? 

 

NOT CLEARLY 

ANSWERED 

R2R: What are the specific 

reasons EXPs go to 

Germany? 
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Abductive Research Area 2  

Initial Research Area 2.  The second research area (R2) was an opening attempt to 

directly address specific concerns and challenges expatpreneurs have to face when attempting a 

German startup.  Again, from secondary research and literature review, this seemed a logical first 

step into examining a wide range of questions that are known to exist (Miller & LeBreton-Miller, 

2017).  The goal of this research area was essentially to open the can of worms that would 

expose the most important things that specifically apply to the American case.  

The vast majority of comments in this area fell into the following categories: navigating 

challenges, business practices, and cultural challenges.  In reviewing the data, it became clear 

that these initial category codes needed modification to provide clear insights.  The challenges 

comments seemed to bifurcate into concerns regarding personal requirements for startup 

(minimum financing, finding information, slower pace of business) and difficulties in dealing 

with government bureaucracy.  The German government contractor expressed, 

“Additional to this these two challenges of the bureaucratic questions, the financing, the 

third challenge for startups or founders, entrepreneurs who come from abroad to 

Germany, for you, of course, is that the question of language and the question of 

understanding the market.” 

A third series of comments initially categorized under navigating challenges seemed to 

center around more quality of life issues, such as the physical cost of living in some places to 

simple shock at foreign living practices.  While its categorization (quality of life), indicated from 

even this early stage review that navigating challenges represented both work processes as well 

as the intersection of work and personal life, requiring a category change in the next sign process 

iteration.  For example, one expatpreneur commented,  
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“I think the bureaucracy has a lot of ties, to like, if I have a big idea it’s going to take so 

long to get done and there’s all this paperwork.  People don’t really want to go through 

that.  Even Germans.  They’re like, I don’t want to do that.  It can really burn you down, I 

mean personally, if you keep hitting these walls.” 

Given these findings, it seemed apparent that the initial R2 considering the issues and 

challenges faced by expatpreneurs in Germany was, as expected, too wide of an inquiry to 

extract key concepts.  Much like changes in R1, it seemed that a shift to a diagnostic approach to 

understanding the system expatpreneurs must go through in more of a sequential process might 

be the best way to surface and separate important findings.  Hence, the next sign was modified 

to, How do American expatpreneurs navigate the German system? 

 

  

  

 

 

Figure 12. Research Area 2 first semiotic triad and second iteration.  

AT, BO, QL 

R2: What are the issues 

and challenges faced by 

EXPs in Germany? 

NOT CLEARLY 

ANSWERED 

R2C: How do American 

EXPs navigate  

the German system? 



58 

DEFINING THE EXPATPRENEUR  

 

Consequent Research Area 2.  The second initial research area (R2C; What are the 

issues and challenges faced by expatpreneurs in Germany?) revealed that navigating challenges 

was a key theme, and there were hints at specific sub-themes that were key elements.  At the 

same time, there was little in the way of specific outcomes as a result of pursuing the initial 

research question.  Hence, the consequent research topic (R2C) became, How do expatpreneurs 

navigate the German system?  The hope with adjusting the sign in the second semiotic triad of 

R2 was similar to the evolution seen in R1.  Using a diagnosis of the processes and practices of 

expatpreneurs in navigating the specific challenges they face in German startups allowed clear 

sub-themes to emerge.   

Again, the category code navigating challenges clearly showed through but had some 

more specific meanings.  Additional strong sub-themes that emerged were business 

opportunities, German business practices, and quality of life.  The business opportunity category 

was a strong element of R2C, but interview comments were much more closely focused on 

advantages due to more developed networking opportunities and entrepreneurial ecosystems.  An 

innovation leader said, “We have several programs to connect innovation and startups with 

funding and connections.  Subcontract to the government as well as representing angel 

investment.” 

 The category of German business practices centered on interactions and communications 

with German clients.  Expatpreneurs seem to focus on business communication practices.  For 

example, in Germany, email is still king.  German business people do not like to communicate 

by either phone or other media such as texting.  Virtually every aspect of the business process 

from introductions, sales, process updates, and so forth are handled by email and at an arm’s 

length.  Plus, the communication cycle is slow.  Businesses expect a single contact and then 
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leave the entrepreneur to wait.  A return email may take days or even weeks, but frequent 

communication creates an impression of impertinence or rudeness.  It can be a difficult hurdle 

for even the most patient American entrepreneurs to handle.  One expatpreneur interviewed 

confirmed, “Email is really big for all communications, but be ready to wait.  Timing on 

communications is slow.  Germans think this is normal, so don’t push them or they’ll cut ties.” 

Once again, quality of life issues came into play.  Quality of life, either in terms of 

improvement over what exists in America or issues in German business that can detract from 

quality of life, seems to be a constant background to virtually all other aspects of the 

expatpreneur experience.  At this point, it seems safe to say that quality of life permeates much 

of the expatpreneur drive.  A government agent who was interviewed noted,  

“Some [American entrepreneurs] get very frustrated with the pace of the government or 

the pace of the business practice, but I do think there are some that like it.  We are very 

hard workers in Germany, but we also make sure we enjoy the free time.  Some 

Americans have said this to me.”  

 The data seems to indicate that while expatpreneurs have some difficulties adapting to the 

German business environment, these hurdles are viewed through the lens of how they affect 

quality of life.  In either good or bad ways, quality of life is always there and seems to be a 

critical differentiator between the workaholic, the traditional domestic entrepreneur stereotype, 

and the expatpreneur.  

To fully understand what these hurdles are and how expatpreneurs navigate them during 

startup.  Per Figure 13, because the sign did not describe the object relationship adequately, the 

line of inquiry was adjusted to isolate those specific processes in the third semiotic table.  Thus, 

the research question became: What are the mechanisms and practices that help or hurt 
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expatpreneurs during the initial transition to the German business environment?  Once again, the 

theory being that developing a better understanding of the environment and process 

expatpreneurs go through will be revelatory of the specific issues they face. 

 

 

 

 

Figure 13. Consequent Research Area 1 second semiotic triad and third iteration.  
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Abductive Research Area 3 

Initial Research Area 3.  This study aimed at understanding two sides of one system; 

how and why American entrepreneurs expatriate to start up a new business (R1 and R2), and 

why the German government would want those entrepreneurs to come to Germany (R3 and R4).  

Initial research area three (R3) was specifically designed to start uncovering both the 

categories of those issues and the specific meanings of those categories.  The research question 

(what are the motivations of the German government and German businesses to attract American 

entrepreneurs to start up in Germany?) led to an uncovering of two separate narratives: the 

stories of the governmental goals and development and the reaction of the German business 

community to government efforts to encourage foreign entrepreneurship and investment in 

Germany.  Also, it seemed clear that since the inception of the organized German 

entrepreneurship outreach programs, there has been a divergence of goals between government 

and business.    

Dominating this research area were statements classified as attraction to expatriate and 

business opportunities but with slightly different contexts, speaking to the need for 

reclassification of category codes.  In this iteration, comments regarding attraction to expatriate 

had to do with government efforts having a vested interest in entrepreneurial growth to 

strengthen the German economy over the long term versus some of the laissez faire, do-or-die 

attitudes of the American government.  Attraction to expatriate is how the Germans see what 

they are doing for entrepreneurs as an attraction.  In an interview, a representative from the 

Landing Pad agency stated, 

“I can also say that the purpose for the future is also to invest even more into supporting 

startups and to funding startups.  The government understands the importance of this 
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topic and has a really, a many-sided approach to supporting startups.  It’s not just about 

money.  It is about using entrepreneurship as a tool to strengthen the entire German 

economy over time.” 

 The second key element to R3 in the German context lies in the area of business 

opportunities.  The German business community seems to believe that the synthesis of German 

business and American risk-taking and opportunity identification is a winning combination.  This 

is not discussing personal cultural change as alluded to earlier, nor is it business conditions seen 

by the American expatpreneur as opportunities to influence.  It appears to be more of the German 

view that American entrepreneurs can not only have an effect on boosting the German economy 

but represent an opportunity for German businesses to jointly provide opportunity while 

exploiting American approaches to strengthen the business or the economy.  The innovation 

leader who was interviewed commented, 

“I think actually, what the great combination usually says is like Americans are great, 

great salespeople.  And Germans are really good engineers.  So, when you put them 

together actually, it’s a great combination.  Then the American, they’re magic on this.  I 

think that’s the great combination of mixing diversity of cultures and business here.  I 

think that’s what makes it the idea and the new company unique.” 

It seems that there are underlying motivations other than those stated by the government, 

particularly among German businesses.  There are indications that businesses have found a more 

direct use for American entrepreneurial thought and are prepared to institute those ideas in the 

marketing programs.  So, aiming at finding these underlying issues in the consequent research 

area (what are the underlying rationales for Germany to attract expatpreneurs?), the next sign 

was directed toward this research area. See Figure 14.  
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Figure 14. Research Area 3 first semiotic triad and second iteration. 
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Consequent Research Area 3.  R3 (what are the issues and challenges faced by 

expatpreneurs in Germany?) seemed a logical first step in determining questions and challenges 

expatpreneurs face when starting up.  While sub-themes focused on navigating challenges, 

German business practices, cultural challenges, and quality of life topics, the study uncovered 

data that did not offer well-defined discernments.  As such, it seemed apparent that the initial 

research subject was inadequate to lend insights and thus evolved to, What are the underlying 

drives for Germany to attract expatpreneurs?  Much like changes in R1, it seemed that a shift to a 

diagnostic approach to understanding the system expatpreneurs must go through in more of a 

sequential process might be the best way to surface and separate important findings.  

The key sub-themes that were revealed by this consequent evolution of R3 seemed to 

focus on variants of expatpreneurs changing German culture, navigating challenges, and 

entrepreneurial processes, but this iteration led to specific information regarding German drivers 

to attract expatpreneurs.  While the stated goals of the German government may be to attract 

entrepreneurs to change German entrepreneurial culture and increase economic development, 

this consequent line of investigation led to discussions regarding how German businesses were 

truly open to entrepreneurial thinking and valued disruptive change in their organizations.  

Companies in Germany are starting to adopt the tenets and lessons of entrepreneurial marketing 

aggressively.  

Information gathered regarding changing German culture spoke almost solely on how 

American entrepreneurs are adding and bringing disruption to larger corporations.  Companies 

not only see the Americans as introducing or leading larger marketing concepts but also adding 

complementary aspects to existing German change movements.  The innovation leader who was 

interviewed remarked, 
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“An entrepreneur takes the risk of adding value to the society in reality.  But 

entrepreneurs are also those people that create jobs and are there to help the society.  

Disruptive change means many times to break through the walls of stagnant, to become 

innovative and to change how companies work.  It almost feels like the Americans are the 

only ones that can do this.  It goes against German practices, but it is advice from outside 

of Germany.” 

The sub-theme of navigating challenges, under the purview of the underlying German 

drivers to attract American expatpreneurs, seems to concern German business views of threats to 

the German economy from outside sources.  German business owners worry that the effects of 

growing economies and the revitalization of right-wing populism.  The belief seems to be that 

the combination of American adventurism with German professionalism and competence may be 

a powerful force in improving German ability to compete.  One of the academics interviewed 

commented, 

“Before it was more of a problem to be able to compete [at] such [high] levels within the 

Germany economy.  Now, I think the most eminent [threats] economically, even though 

from a cultural perspective, [are] situational foreign issues like the Chinese economy and 

[the fact that] technology development is so strong.” 

Regarding underlying drivers to import American entrepreneurs, the discussion turns 

toward German businesses feeling like they must look to greater risk-takers as they are not 

finding them in Germany.  These businesses would like to see more aggressive change and big 

ideas coming from an internal place, but those ideas and traits do not seem to be there.  

Companies believe that real change can come from the entrepreneurial mindset, but they believe 

that German entrepreneurs are not innovators.  Businesses see them as improvers molded by the 



66 

DEFINING THE EXPATPRENEUR  

 

expectations of German society.  The motivations they need must be larger and more aggressive.  

As one of the academics interviewed put it, 

“We have entrepreneurs who are like for Germans busy with inventions, which are really 

innovations, which are really just improvements.  The risk that they are taking is really 

not about inventing something new.  It’s really about improving what’s already there, and 

I think there has been the realization that that is just not enough.” 

With the realization that this internal–external perception exists among German 

businesses, the next logical line of inquiry pointed at building a better understanding of the true 

goals of German business.  The resultant and final line of inquiry in this research area (R3R) 

became, How is government and business trying to become more effective in incorporating 

entrepreneurial thought into how they assist companies? See Figure 15. 

 

 

 

 

 

 

 

Figure 15. Consequent Research Area 3 second semiotic triad and third iteration. 
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Abductive Research Area 4 

Initial Research Area 4.  This question (R4) was introduced to understand motivations 

for the government to attract foreign entrepreneurs in an attempt to change German 

entrepreneurial behavior to be more aggressive in risk-taking and opportunity identification.  

One of the stated goals of the original entrepreneurship assistance programs was specifically to 

help remove the stigma of entrepreneurship in society.  German entrepreneurs were not seen as 

risk-takers as they regarded risk as much as a social risk as it was a personal risk.  Not only did 

an entrepreneur risk financial well-being and reputation but also that of the entrepreneur’s family 

and even community.  One expatpreneur stated, “In Germany, if you fail, it’s personal.  It’s not 

that your business failed; it is that you failed.  And people look at you as that and look down at 

you for that failure.” 

This feeling was thought to have caused a culture of derision among the general 

population toward both successful and failed entrepreneurs.  Aside from the mandated goal of 

economic development, a secondary objective of the government was to remove some of the 

uncertainty to entrepreneurial endeavors and change views of entrepreneurs overall.  

 Response to this research area was overwhelmingly in the cultural change category code.  

However, it was clear that this category was a limited descriptor as sub-themes appeared within 

the classification.  On the one hand, there was significant discussion around how American 

attitudes were changing perceptions of German entrepreneurs.  Others spoke of how German 

entrepreneurs operate, to create individual innovations versus modifications or additions to 

existing projects.  It was even discussed as to how German entrepreneurs study an issue, seek 

permission and approval, and only then begin to pursue development in small steps.  One 

expatpreneur stated, 
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“One of the most distinctive factors I have found in the [United States] is entrepreneurs 

are closer to each other than Europe.  If you have an idea, you first do it.  If someone 

doesn’t like it, you apologize.  When in Europe, if you have an idea, you first start asking 

around, and very often in Germany…I have the feeling asking for permission is asking 

for denial.  Because if you want to create a new idea, you don’t ask people who never had 

an idea in their lives.” 

Lastly, in no small measure, there were both hints and open discussion regarding whether 

both government and business were actually looking to increase entrepreneurship or were more 

focused on looking at entrepreneurial thought as disruptive change to larger German businesses.  

The first inkling of this was the increased ubiquity of specific German business changes to 

recruit entrepreneurs outside of the governmental system, help them establish businesses, and act 

as process consultants for German companies.  The government consultant who was interviewed 

stated, “Almost every…big company in Germany has its own accelerator program or some form 

of program for investing into startups.  They can learn their ideas and approaches and apply them 

to the larger company.” 

This additional comment spoke to the need to refine the initial R4 from exploring 

whether Americans change entrepreneurial culture to exploring if that was the goal of German 

government at all.  This led to the next semiotic adjustment (R4C), Is Germany's goal really 

focused on changing German entrepreneurial culture?  See Figure 16. 
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Figure 16. Research Area 4 first semiotic triad and second iteration. 
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Consequent Research Area 4.  The abductive process uncovered clues that begged 

clarification as to the actual goals of German efforts before developing further specifics 

regarding activities.  How could the investigation determine what entrepreneurs could do in 

Germany without understanding Germany’s intentions?  It seemed that the most appropriate 

avenue of research at this point was in determining if pursuing entrepreneurial change was the 

government’s actual goal.  Hence, the development of the consequent research area (R4C), Is 

Germany's goal really focused on changing German entrepreneurial culture?  

R4C seemed to drive the resultant signs necessary to complete the analysis.  The resultant 

research groups initially revealed some conflicting information.  The findings presented keys to 

these phenomena through discussions around how the German government is trying to become 

more effective in incorporating entrepreneurial thought into how they assist companies.  

Interviewees and informal discussions seemed to point to inconsistencies between the 

government’s stated position of attracting entrepreneurs to reinvigorate the German 

entrepreneurial spirit versus deeper needs of the government and German business.  

Exploring this research area led to attributes describing practical business issues as more 

of a driving force behind Germany’s efforts than cultural issues.  Rather than having a high focus 

on entrepreneurial processes, themes were more related to German business practices.  The 

innovation leader who was interviewed suggested,  

“It’s a way for (German) corporations to have access to cheaper research and 

development.  And get in contact with the startup ecosystem, get the right talent.  So, they 

feel incorporated and added value working with a startup and maybe find the right people 

to get this entrepreneur culture inside their corporate culture.” 

Other themes arising from this research area included discussion of business 
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opportunities for expatpreneurs with German corporations and ways in which the American 

expatpreneur could change German business culture and practices versus simply affecting 

changes in attitudes toward entrepreneurialism.  One academic stated, 

“So, what we see now in German markets for corporations, entrepreneurs acting as 

consultants would be very good people to work with.  So, now companies are looking for 

people that have built something, that have run something in terms of scaling a startup 

because they know marketing very well.  They know sales very well.  And they know 

how to run a company and then how to be leading innovative programs, thought leaders.  

They bring them into almost every big company in Germany has its own accelerator 

program or some form of program for investing into startups. They can learn their ideas 

and approaches and apply them to the larger company.”  

R4C yielded a significant amount of evidence pointing toward government goals being 

much more aligned with the promotion of business goals and seeing how entrepreneurs can work 

to help adjust corporate systems.  One respondent noted that the government has even begun to 

reimburse companies portions of their investments in bringing entrepreneurs into their 

organizations.  

Clarification of the true intent of governmental programs—to assist larger businesses—

led to an appropriate readjustment of the research area.  Interestingly, this consequent area 

seemed to beg the development of two research areas.  The first (What are the things that 

German business is doing to assist expatpreneurs, learn from them, and change their marketing 

practices?) is aimed at directly exploring the unvarnished goals of government efforts.  However, 

ongoing discussions also seemed to point to the importance associated with the expatpreneur 

perspective on the process.  Hence, the new fifth research area (R5) developed: What are specific 



72 

DEFINING THE EXPATPRENEUR  

 

ongoing issues and logistic hurdles that the expatpreneur must address?   

 

 

  

 

 

 

 

  

 

 

Figure 17. Consequent Research Area 4 second semiotic triad and third iteration.  
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Resultant Research Areas 

 Abductive research aims to cull alternative explanations for various situations by 

stripping away extraneous information or irrelevant lines of investigation.  As Sherlock Holmes 

conceived investigation, the abductive method looks to remove the impossible to reveal the 

possible.  It is not a process designed to provide in-depth and final answers.  The quest of the 

abductive researcher is to use an iterative process to set the goalposts.  It is an approach to 

uncover information yet provide that information to develop theory for further study.  It is a great 

exercise in presenting possible causal relationships in narrative form, having a distinct beginning, 

middle, and end.  It helps to start down the causal path by addressing the questions of the right 

beginnings.  As such, the method allows wide latitude in research versus grounded theory.  The 

charge of the abductive investigator is often to link disparate findings or even nuance and 

implication of responses to present a case for review.  In many cases, even study subjects cannot 

speak directly to problems.  Only through the informational gestalt of the abductive process can 

general meaning be discerned in a holistic sense.  This is the process that guides the research 

from initial through consequent to resultant research findings as presented in this report. 

After utilizing the evolving research areas during the interview interactions, the analysis 

focused on key issues relevant to uncovering the more developed and defined objectives of the 

study.  While the analysis started from the standpoint of evaluating why American entrepreneurs 

expatriate to Germany to start new businesses, it changed into a picture of a system in which 

both sides of the equation are developing to serve their mutual purposes. 

Each of the resultant research area findings began to piece together parts of a narrative 

about the expatpreneur, the German government, and the changing face of German business.  

The categorization of final sub-themes was found to be necessary after the systems review 
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approach of the consequent research areas.  The table of the final resultant category labels is 

shown in Figure 18. 

The previous codes utilized to define each of the research areas required a significant 

amount of expansion and adjustment to lend more clarity to the narrative.  While this approach 

may seem counterintuitive (adding complexity to obtain clarity), this step was a diversion from 

analyzing the process versus the experience.  And, finally, enough information had surfaced to 

require clear labeling to tell the narrative.  Extending the coding allowed for better organization 

by resultant research premise and discovery of the more in-depth meaning of the underlying 

story. 

So, after rounds of review, continued questioning with interviewees, and extended 

secondary research, certain themes began to emerge.  They brought a semblance of the true 

German business environment and key factors that affect our understanding of the expatpreneur.  

Additionally, these findings spoke to the effectiveness of German governmental programs and 

the changing face of German business.   
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Figure 18. Resultant Category Coding 

 

  

 

  

Code Title Definition 

ME 
Government Mechanisms to  

Encourage Entrepreneurship 

Specific things the government is doing effectively  

to encourage entrepreneurship in general 

AT 
Attraction to Working/Living in  

Germany 

A non-quality of life issue involved in economic  

well-being of the concern versus individual and  

family personal living effects. 

BO 
Opportunities for Americans  

with German Companies 

How German companies are opening up and  

accepting disruptive practices in corporate marketing  

processes. 

DP 
Difficulties with German  

Business Practices. 

EXPs continue to have hurdles to  

navigate in adapting to German business practices 

GB 
German Business Bringing  

ENTs Directly to Company 

New approaches of German companies to both speed  

up EXP establishment as well as how German  

companies are employing American EXPs. 

CC 
Driving Business Culture  

Change 

Overall effects American entrepreneurs are having  

on the German business community in general. 

CH 
EXPs Navigating Challenges to  

Success in Germany 

Beyond specifics of navigating German business  

practice, there are many issues EXPs still must face  

with German government and society. 

AP 
American ENT Process  

Differences 

Issues creating simple differences in the American  

entrepreneurial process. 

GP 
German ENT Process  

Differences 

Issues creating simple differences in the German  

entrepreneurial process. 

PR 
Pre-Expatriate Planning and  

Financing 

Amount of investigation, planning, and level  

financing prepared before departing America for  

Germany. 

PO 
Post-Expatriate Planning and  

Financing 

Amount of investigation, planning, and level  

financing prepared after arriving Germany. 

QL Quality of Life 
Issues that directly affect happiness and well-being   

in the EXP’s personal life. 
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Qualitative Software Findings 

MaxQDA, a software program designed for computer-assisted qualitative data and text 

analysis in academia, science, and business, analyzed the data collected for the study.  The 

software can go beyond standard qualitative research by applying semi-quantitative analysis 

procedures to determine relationships and interactions between concepts and characteristics of 

data collected, categorizations, and sample segments.  The graphic output shown in Figure 19 is 

offered to further validate findings as well as illustrate aggregate findings through visual 

representations.  Figure 19 shows a word cloud of key terms taken from the respondent 

interviews.  While a word cloud is based upon frequency of response and does not in any 

quantitative sense relate any causal relationship, word clouding was undertaken to provide 

further clarity to recurrent themes that begin to point toward verification of the hand-coded and 

secondarily analyzed study data.   

Color coding of the word groups was used to highlight the key resultant areas.  Red was 

used for responses that spoke to differences between American and German entrepreneurial 

practice.  Yellow was used for words indicating European confidence in their business 

knowledge and the understanding that new approaches must adapt to the German business 

ecosystem.  Green considers entrepreneurship as seen by Germans versus Americans.  Purple 

alludes to German business being open to new ideas to improve their businesses yet needing 

assistance in finding and implementing those new ideas. 

Virtually all interviewees touched on the European belief that a vital business ecosystem 

is as important to corporate success as independent process change and adaptation.  This is likely 

noted by the frequency of the word ‘people’ as shown in the center of the cloud in Figure 19. 

Again, it is important to note that these are simply inferences made from word frequency 

and are not anything more than the beginnings of analytic inquiry.  Also, the colors used in 
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separating word subgroups below do not have any relation to color coding used in the rest of this 

analysis. 

 

Line Color Key 

 

 Differences between American and German entrepreneurialism. 

 Understandings for new approaches to the German business ecosystem. 

 Considers entrepreneurship as seen by Germans versus Americans. 

Pu German business open to change yet needing help to find those new ideas. 

Figure 19. Word cloud of key terms. 
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Response by Research Area 

 One of the goals of the abductive process overall is the continued adjustment and 

advancement of questioning until not only were research questions relevant to the study goals 

were determined.  One indicator of the proper categorization and organization of data is to find a 

set of key categories into which the data could fall somewhat uniformly.  As shown in Figure 20, 

responses by resultant research area had a generally even distribution, seeming to add validity to 

the final alignment.  Each circle represents a specific data point that is related to that research 

area. 
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 R2R R4R R3R R5R R1R 

 

Figure 20. Response by research area.  

The descriptive data functions offered by the analytic software were useful in guiding 

both evaluation of data as well as contributing to validity.  Some of the greater value available 

with the package involves more quantitative functions that expand the analysis of the data 

significantly in terms of both analysis and validity.  It can use qualitative data in presenting 

quantitative variable relationships.  The analytic software has the capability of determining factor 

associations and real perceptual distances in two-dimensional space.  

Relationships between Research Areas, Respondent Types, and Resultant Category Codes 

The first analysis undertaken comprised of relating the resultant research areas with 

category sub-coding.  Understanding how each resultant category related to the others seemed 

key to verifying the hand-coding and secondary review.  Interestingly, the analysis showed 

overlapping relationships between R1R and R5R, showing a relationship between expatpreneur 

reasons to go to Germany and ongoing reasons to stay in Germany.  For ease of discussion, this 

relationship was designated as attraction and retention of expatpreneurs.  Further analysis 
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showed category sub-codes most closely related to initial expatriation to Germany centering on 

attraction to living and working in Germany, quality of life issues, and business opportunities for 

Americans with German companies.  Continued tenure in Germany largely consisted of business 

difficulties and challenges related to ongoing success.  

 The factor group consisting of resultant research areas 3 and 4, dubbed efforts by 

government and business to assist and use expatpreneurs, discusses the expatpreneur process 

from the other side of the expatpreneur–government and business equation.  Centering on sub-

themes of the combination of American entrepreneurial process differences, advances by 

German business in bringing expatpreneurs more quickly and directly into the companies, and 

the potential of the expatpreneur to bring disruptive change to companies, this research cluster 

speaks to the German side of bringing expatpreneurs over to Germany and incorporating them 

into business.  

Whereas the R1R and R5R theme of attraction and retention of expatpreneurs views 

going to and staying in Germany from the expatpreneur perspective, the R3R and R4R 

(government and business to use expatpreneurs) association points to the German business and 

government perspective on expatpreneur attraction and retention.  The final research area 

represents factor R2R, nominally labeled interface of expatpreneur and government and business 

interests.  This factor appears to be a bridging variable between expatpreneur adaptation and 

attraction and retention factors.  Keying in on the effect of current German entrepreneurial 

practices, ongoing expatpreneur and government and business challenges to navigating the 

German business community, and mechanisms for encouraging foreign entrepreneurship, this 

factor accounts for variable attributes that either overlap or have separate issues affecting joint 
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concerns.  This intersection feature fills in the missing pieces in the larger expatpreneur 

experience in the German business landscape. 
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Figure 21. Research area associations with category codes.   

Category code key:  

ME = Government Mechanisms to Encourage Entrepreneurship 

AT = Attraction to Working/Living in Germany  

BO = Opportunities for Americans with German Companies 

DP = Difficulties with German Business Practices 

GB = German Business Bringing ENTs Directly to Company 

CC = Driving Business Culture Change  

CH = EXPs Navigating Challenges to Success in Germany 

AP =American ENT Process Differences 

 GP = German ENT Process Differences 

PR =Pre-Expatriate Planning and Financing  

PO = Post-Expatriate Planning and Financing 

QL = Quality of Life 

EXP 
ATTRACTION/
RETENTION 

GOV’T/BUSINESS 
TO USE EXPs 

INTERFACE 



83 

DEFINING THE EXPATPRENEUR  

 

 When considering the same overall factor groups and how they relate to research clusters, 

the output showed a similar alignment of attraction and retention of expatpreneurs (R1R and 

R5R) with expatpreneurs and again depicted interface of expatpreneur and government and 

business interests (R2R) as an independent cross-group connecting factor.  Interestingly though, 

this analysis specified association of respondent type by research area, allowing a finer 

understanding of the hochschule or innovation leader group in terms of how government helps 

and uses expatpreneurs versus an academic focus on how businesses do the same. 
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Figure 22. Research area associations with respondent type. 

The final analysis and validation exercise undertaken with the MaxQDA software was a 

relational map including research groups, sub-categorization, and respondent type.  Again, the 

output reaffirmed the findings from both the hand-coding, secondary reviewer analysis, and 

earlier quantitative software findings.  Additionally, this exploration provided more definition to 

the academic respondent interest in both R4R and R1R, ostensibly speaking to more of an 

emphasis on the expatpreneurs themselves instead of the environment in which they operate. 
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Figure 23. Research area associations with respondent type and category code. 

These analyses display the value of the MaxQDA (or any) analysis software in qualitative 

analysis.  Although still geared toward inductive, grounded-theory approaches, the software aids 

the abductive process in breaking down and clarifying areas of analysis.  It is also invaluable in 

validating and confirming the reliability of traditional qualitative analysis techniques.  The 

software package is expansive and lends an invaluable quantitative triangulation to the overall 

report takeaways.  
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Discussion 

 This analysis resulted in two overarching narratives.  One is the understanding and 

explanation of the expatpreneur.  It is more than an exploration of physical differences between 

expatpreneurs and domestic entrepreneurs.  Past literature has approached this question as simply 

one of how expatriation plays into startup under the assumption that (with some slight variation) 

entrepreneurs are entrepreneurs.  The exploration, therefore, should focus on the fact that there 

are true and tangible goal, personality, and environmental variations between an expatpreneur 

and a domestic entrepreneur (Connelly, 2010).  

There also has been a lack of in-depth investigation of German entrepreneurial culture 

beyond surface examinations to set the environmental stage.  Available information speaks more 

to environmental factors than actual entrepreneurial culture differences.  The sociology of 

entrepreneurship seems to have superseded the importance of the psychology and philosophy of 

small business startups (Audretsch & Keilbach, 2007).  One expatpreneurs who was interviewed 

stated,  

“One thing I’ve been trying to get used to is how the approach is different with German 

startups and companies versus [expatpreneurs].  They have their cultural ties to how they 

like to be approached.  I’m still learning.  It’s been tough.” 

 The second narrative regards government and business motivations in attracting 

expatpreneurs.  Initial mandates developed and publicized by the government were to increase 

economic development and change entrepreneurial culture.  This storyline drove the belief that 

the government had created a streamlined process to encourage foreign small business 

investment (Fuerlinger et al., 2015).  The German government feels like its programs are 

innovative and attract foreign startups.  In reality, the bureaucracy of the system has been self-
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defeating and has created a need for startup assistance agencies, or landing pad firms, to guide 

expatpreneur assimilation.  This bureaucracy and a complex, drawn-out application process have 

driven German businesses to create their own expedited paths for importing and aiding 

expatpreneurs.  A government agent who was interviewed explained, 

“Some (American entrepreneurs) get very frustrated with the pace of the government or 

the pace of the business practice.  Some people that are looking to make a quick buck get 

turned off and go back.  At the same time, if you want to stay and dedicate yourself to the 

process and be patient, it can be done; it just takes a long time.  I know even very 

flexible, well-planned startups that just leave because they cannot wait that long, I mean 

in terms of affording to keep going.  It seems like the government has these great 

programs, but it is so hard to get them that it almost defeats the purpose.” 

A Tale of Two Groups 

In much of the literature on this topic, comparisons between the entrepreneurial groups 

mentioned have focused on the traditional domestic entrepreneur and the so-called self-initiated 

expatriate.  But, this definition does not exactly hit the target when considering the expatpreneur 

segment as discovered in this study.  To categorize expatpreneurs as self-initiated expatriates 

seems to create a misnomer of the expatpreneur.  These self-initiated expatriate transitions allow 

the entrepreneur to avoid many of the issues faced by true expatpreneurs and creates more of a 

traditional entrepreneur in a foreign country versus a pioneer in search of a new life (Paik et al., 

2016). 

 The self-initiated expatriate has been defined as a worker with the primary objective of 

obtaining employment with companies in the local host country to gain international work 

experience, facilitating the development of international competencies associated with global 
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leadership talent and career capital (Vaiman & Haslberger, 2013; Vaiman et al., 2015; Vance & 

McNulty, 2014).  This group is not made up of workers who get assigned to foreign offices of 

the domestic employers.  These are people that expatriate in search of work with a foreign 

national company.  

As such, the discussion has largely been about the differences between domestic 

entrepreneurs and self-initiated expatriates, already defined as searching for traditional work 

rather than intending entrepreneurial startup, to describe the expatpreneur.  The expatpreneur 

still seems to lack significant, specific definition.  In fact, quite the opposite has occurred in 

that early examinations that have tended to use the terms self-initiated expatriates and 

expatpreneurs interchangeably.  This study shows that they are two distinct groups with 

different goals and motivations.  

McNulty and Brewster (2017) introduced one of the most concise descriptions of the 

expatpreneur; they cited expatpreneurs as a sub-type of self-initiated expatriates, fit within the 

broader category of business expatriates, defined as legally working individuals who reside 

temporarily in a country of which they are not a citizen in order to accomplish a career-related 

goal, being relocated abroad either by an organization, by self-initiation or directly employed 

within the host country.  

Even so, McNulty and Brewster’s (2017) study still limited their distinct explanation of 

the expatpreneur as largely acting like an American domestic entrepreneur and only 

differentiated by a limited number of descriptive, essentially demographic, variables.  While 

adding some definition to someone more likely to be an overseas entrepreneur, McNulty and 

Brewster’s (2017) analysis did little to prove much other than there are subgroups within the 

self-initiated expatriate category. 
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The entrepreneur as defined by Merriam-Webster is “one who organizes, manages, and 

assumes the risks of a business or enterprise taking on greater than normal financial risks in order 

to do so.”  General impressions of entrepreneurs in America tend to be the hard-charging, 

purpose-driven business person that will risk much to achieve success.  Americans seem to 

associate entrepreneurship with the rugged individualism and pioneering spirit of American 

culture.  It is the pursuit of the American dream, and Americans respect entrepreneurs for having 

the courage to take risks to start something new.  The view of the entrepreneur in other countries, 

like Germany, leans more toward unnecessary risk-taking and risk of debt (Dodge, Jack & 

Anderson, 2013). 

Prior literature versus the findings of this study, developed through the abductive process, 

has shown that the expatpreneur is a different animal from either the traditional domestic 

American entrepreneur or the currently defined self-initiated expatriate.  Setting this clear 

definition is critical to this discussion and a key takeaway from this report. 

 Understanding the expatpreneur in Germany requires consideration from two 

perspectives.  Quality of life was a prime motivation for participants in the study.  There are 

simple, personal, and positive quality of life issues related to the allure of living in Germany.  

And, there are business processes and factors that affect that quality of life positively or 

negatively.  For the American domestic entrepreneur, the major concern is establishing and 

growing a business.  For the expatpreneur, the choice to expatriate to startup is a more holistic, 

life-change decision.  Business opportunities certainly are key for the expatpreneur, but the pace 

and process of starting up coupled with the retention of personal time and different standards of 

living are often as important as the opportunities of which to take advantage.  The German 

government application process can be very nebulous and confusing.  One expatpreneur 
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commented, “Going back to my experience with my company so far, it's been very interesting 

because there's no place, it's been very hard to find information on what I need to do exactly to 

get a business going.” 

There is much more structure and a standard process for forming a company in Germany.  

There are specific steps to be taken in a specific order with little variation allowed.  The Germans 

have a saying, “es muss sein” or “it must be,” reflecting the German cultural belief that if an 

authority sets a process, the process will be followed regardless of difficulty or delay.  

Many expatpreneurs appear to approach their work with a much more relaxed pace and 

perspective.  They are different from the domestic entrepreneur in that the startup process is 

viewed more like a job than a quest.  They are even content without massive success or with 

lower levels of profit.  This preference for a more relaxed startup process appears to be a major 

difference between the domestic entrepreneur and the self-initiated expatriate.  One expatpreneur 

commented,  

“They say that they keep their free time sacred.  It’s not a bad thing.  They think if I want 

to keep my free time, I know I don’t want to work as much when I do have to work.  So, 

let me be more comfortable with less.” 

Where characterizations of the American domestic entrepreneur suggest they are less 

planning-oriented and more action-oriented, expatpreneurs take pre-departure and post-arrival 

planning seriously.  Their planning before expatriating is extensive and, given requirements for 

financial solvency, they tend to have a more solid startup base and often have established work 

domestically to provide a security blanket while establishing themselves overseas.  

Given the difficulty of obtaining initial visas for long stays in Germany, many will use 

tourist visas to try living in Germany to determine if it is what they are looking for in terms of 
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both opportunity and quality of life.  These visits also provide grand opportunities to begin 

networking with potential business sources and startup assistance or landing pad agencies as well 

as directly meeting with sponsoring businesses. 

The expatpreneur also seems to prefer to fully plan the product or service and the 

complete business approach.  German entrepreneurs tend to be modifiers of existing ideas rather 

than innovators of new ideas.  They are not frantic, rush ahead types who all too often people see 

in the United States.  Germans tend to plan much more deeply as part of the German 

entrepreneurial process.  The expatpreneur tends to lean toward that approach as well.  The 

landing pad agency representative said,  

“I suppose the biggest thing I see is those that start the application processes before they 

come to Germany, which is very good.  I think the planning is probably the most 

important thing.  It really takes a lot more early planning to make it here versus back 

home.  You’ve got to do it or you just won’t make it.  And, the more you can get done 

before you come, the better.” 

Additionally, starting a firm in Germany requires a much firmer base in terms of initial 

capital on hand.  In America it is not uncommon to find one or two entrepreneurs starting work 

in a garage on a shoestring budget and set of resources with the hope of organic growth and an 

ability to parley ideas into profits.  To start up a new firm in Germany, the government requires a 

standing deposit of €25,000 in a business bank account, among other planning requirements 

before granting an LLC.  One expatpreneur commented, 

“The capital requirement is definitely a hurdle.  You have to come up with and bank 

25,000 euro to get licensed.  But if in order to start a company, I think, 25,000 euro is 

going to be one of those cost-prohibitive pieces that they won't even be able to get their 
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business license in order to start up.”  

Even the name of the firm must be pre-approved by the government and can be changed 

at the government’s behest.  Plus, startup processes through simply getting licensed and 

permissions required to start activity occur at what Americans would consider a glacial pace.  

The expatpreneur does not necessarily mind that pace.  Again, expatpreneurs seem to be a more 

patient group, and a slower startup process lends to their desires in terms of quality of life. 

 In the end, the expatpreneur does not seem to be what many Americans envision of the 

typical entrepreneur.  They appear to be a differentiated sub-group of the general self-initiated 

expatriate.  Characterizations often speak to their dedication to an entrepreneurial purpose but 

unwillingness to completely trade their personal lives for the startup effort.  They appear to be 

more patient and cautious in planning and financing, and the pace of governmental action plays 

into their relaxed, quality of life commitment.  One expatpreneur put it this way, 

“Entrepreneurship in Germany is a different thing, and people are here for different 

reasons.  Sure, opportunity is great, but it’s also about how you want to live and I think 

that’s the real difference between people that really want to commit to Germany versus 

people looking just to make money.  This is how we can work and live.”   

Once established as a firm, the expatpreneur faces ongoing issues of navigating 

challenges in the German system.  Difficulties with German business practices require 

adaptation.  The expatpreneur cannot keep pushing the American way; Germans see 

hybridization as a key to success for the expatpreneur and the German company.  This 

continuing set of challenges become easier over time but often requires assistance for the 

expatpreneur to continue to be successful regardless of the level of patience.  Much of this help is 

beginning to come not from government but larger German businesses themselves.  One 
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expatpreneur said, 

“I think the bureaucracy has a lot of ties to, like, if I have a big idea it’s going to take so 

long to get done and there’s all this paperwork.  People don’t really want to go through 

that.  Even Germans.  But, German companies are seeing that and seeing how having 

Americans on board can really help them change.  So, companies are really starting to 

pick up the ball with helping us.” 

Companies Take Over 

As stated, the bureaucracy and extremely slow pace of government and qualification for 

government entrepreneurship programs have not only been detrimental to its cause, but levels of 

frustration have driven private businesses to take steps and enact programs to sidestep 

governmental delays and expedite the attraction and assimilation of American expatpreneurs.  

The amount of requirements, the required order of presentation, contradictions in the system, and 

the waiting to get approvals is difficult.  The difficulties and intricacies of the system have 

become so nebulous that landing pad agencies have proliferated to walk expatpreneurs through 

the process of getting started in business legally but not necessarily getting through the process 

to obtain any aid. 

The German government realizes the bureaucracy is complex, but rather than work to 

trim the process, it has gone to contracting evaluation through third-party companies to do a 

significant portion of the work currently undertaken by government agencies.  The step to 

increase the number of people undertaking a cumbersome process versus working to streamline 

seems to have only increased negative perceptions of government programs.  This has had the 

end effect of causing even more frustration from both Germans and Americans. 

This frustration has led to the development of more direct corporate import and advocacy 



94 

DEFINING THE EXPATPRENEUR  

 

processes for expatpreneurs as companies realize the need for alacrity in market response versus 

waiting for the drawn-out government process to take its course.  Plus, given corporate purposes 

and openness to changing their marketing processes rather than creating economic development 

through entrepreneurship, corporate actions reflect a much greater sense of urgency than 

government processes.  An academic and innovation leader commented, 

“Absolutely businesses are seeking to attract American entrepreneurs.  So, speaking of 

our partners, there are even dedicated programs for Americans.  So, to have startups 

come over, been helped to start independent businesses but to also work like an 

integrated, accelerated marketing team for corporate sponsors.  Companies, they lack the 

relevant market side experience and are really looking to change.  So, and especially if 

they are business-to-business, so we’re a great area to connect to for their marketing and 

networks, as you know, companies in the area such as ABB, such as Porsche, BASF, and 

others, so there’s quite some more opportunity for the entrepreneurs with the growing 

business centers.  Also, networking and cooperation agreements get companies what they 

need.” 

Much of the drive for corporate involvement has not been due to a need to improve 

entrepreneurship in Germany.  Corporations are more interested in addressing changing needs to 

enhance competitive advantage and address new consumer requirements.  This requires 

disruptive change to corporate marketing processes by the adoption of more entrepreneurial 

marketing practices.  One academic suggested, 

“So, what we see now in the German markets for corporates, consultants are very good 

hires.  So, now companies are looking for people that have built something, that have run 

something in terms of scaling a startup because they know marketing very well.  They 
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know sales very well.  And they know how to run a company and then how to be leading 

innovative programs, thought leaders.  Larger corporations are seeing this. They’re 

bringing in entrepreneurs coming in from abroad and bringing in new ideas to a variety of 

markets and a lot of motivation, you know, more aggressive American business models 

and strategies that is [sic] definitely getting a lot more corporate attention now.  They are 

actually sponsoring businesses unrelated to their own and then contracting American 

entrepreneurs as marketing consultants.” 

 Essentially, German companies are using deconstructive entrepreneurship to adjust and 

rebuild their marketing processes.  This drive to adapt entrepreneurial practices to larger 

corporate processes requires openness and commitment on the part of corporations and corporate 

culture to accept the changes necessary to succeed.  One academic stated, “When we say we 

have deconstructive entrepreneurship then we have constructive entrepreneurship, constructive 

entrepreneurship is not just for money.  In fact, it’s for changing entire ways of doing things for 

creating benefit and wealth. That’s the constructive.” 

 Deconstructive entrepreneurship is about how dismantling entire structures in 

organizations can lead to better social, environmental, and economic outcomes.  It differs from 

destructive entrepreneurship in that deconstruction is the process of dismantling structures to 

recover and reconfigure processes and resources for reuse.  Deconstructive entrepreneurship is 

an innovative process of recombining and adding needed elements designed to achieve the best 

results, finding new ways and methods of achieving them, bringing creativity to the ability to 

assume greater risks, assuming maximum responsibility in decisions, and implementing 

processes focused on innovation (Acz, 2006). 

 Business efforts to spur expatpreneurial growth are not only separate from the 
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government but are becoming more localized.  By focusing at the local level, specialized startups 

can be brought directly to areas of need, focused on regional industrial centers (such as high tech 

in Berlin, financial technology in Frankfurt, transportation in Hamburg, or industry in the Rhine-

Neckar corridor).  Additionally, companies are working closely with universities as well as local 

and state economic development agencies to develop networking communities for expatpreneurs 

to interface with medium and large companies for even greater opportunity.  An academic and 

innovation leader explained, 

“In the Mannheim ecosystem, it’s actually fairly easy (to get financing, office space, etc. 

versus federal support) because we are, for instance, cooperating with the City of 

Mannheim.  The City of Mannheim has another initiative which is called Startup 

Mannheim.  And we all know each other from, let’s say, five years of doing projects 

together, friendship, you know, it’s closed tight here.  So, that means whenever a startup 

needs something, I’m rather not going to consult in myself or with my team.  But we’re 

like, hey, there is so-and-so over there, and they can do this much better.  We want to 

have them work with Porsche and Daimler, and we make the connections for them.  So, it 

can be much more successful at the city level.”  
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Implications and Future Research 

Research Propositions 

Abductive analysis is designed to uncover topics for deeper investigation in areas that are 

under-researched.  There are gaps in the literature regarding expatpreneurs, and there have been 

calls for further research (Przytuła, 2015; Vance & McNulty, 2014).  The generally accepted 

attitude in much of academic thought regarding expatpreneurs seems to be entrepreneurs are 

entrepreneurs.  The consideration is that there is no difference whether an entrepreneur is 

operating domestically or in Germany.  The entrepreneurial process is generally the same and 

entrepreneurs are similar types of personalities with similar entrepreneurial goals.  Using this 

assumption as an ingoing postulation to any study of entrepreneurs risks the validity of the entire 

work.  Indications from this study indicate that in fact there is goal variation and different 

motivations between the two groups.  

That being said, there were enough findings and indications to create an initial set of 

research propositions that question some of these long held beliefs.  This research suggests that 

many commonly accepted beliefs about expatpreneurs transition, and the changing roles of the 

German government and business seem to be somewhat dated and inaccurate.  The research 

propositions in Figure 24 seem justified by this work and could be taken directly to deeper 

analysis.  See Appendix A for supporting quotes for each research proposition. 
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Figure 24. Research Proposition Summary 

RP1 
Personal and business quality of life is more important to Expatpreneurs (EXPs) than 

domestic entrepreneurs (ENTs). 

RP2 
EXPs are more patient and work at a more relaxed pace than ENTs. 

RP3 
EXPs are more detailed planners than domestic ENTs. 

RP4 
EXPs are more financially sound in startup plans than domestic ENTs. 

RP5 
EXPs face more challenges navigating the German business environment than those 

overtly stated. 

RP6 
The German government has underlying goals with EXP sponsorship programs than 

those overtly stated. 

RP7 
The German government provides greater incentives to startup in Germany than the 

American government does for entrepreneurs in the U.S. 

RP8 
German entrepreneurial culture cannot be significantly changed by EXPs as the social 

norms of German society are more negative driving higher risk aversity. 

RP9 
German companies are expediting the transition of EXPs to Germany to help them 

reconsider or rethink their marketing processes. 

RP10 
German companies are working more with local governments and innovation networks 

than the federal government to expedite EXP startup. 
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Proposition 1 

Attractions for the American expatpreneur to expatriate to Germany strongly involve 

quality of life issues in both business and personal considerations.  Expatpreneurs are concerned 

with preserving desired lifestyles even at the cost of maximizing profitability.  They are happy to 

do with less in their lives to maintain quality of business and personal life.  Several interviewees 

feel that business opportunities in Germany, including incentive programs for startup, present 

greater potential than those seen in the United States.  Personal considerations, including 

standards of living and expanding cultural experiences, seem much more important to the 

expatpreneur versus the American domestic entrepreneur.  

Again, all respondents at different points in the research emphasized an impression that 

the expatpreneur in Germany focuses more on the following two themes than domestic American 

entrepreneurs: quality of life and cultural exchange.  It was eminently clear that prime 

considerations of expatpreneurs were quality of life in both business and personal spheres.  The 

seeming importance of these aspects of entrepreneurship, personal positive quality of life and 

cultural exchange issues related to the allure of living in Germany, are paramount.  

For the American domestic entrepreneur, the major concern seems to be simply 

establishing and growing a business.  For the expatpreneur, the choice to expatriate to startup is a 

lifestyle choice.  Business opportunities certainly are key for the expatpreneur, but the pace and 

process of starting up coupled with the retention of personal time and different standards of 

living are often as important as the opportunities of which to take advantage.  Many times these 

concerns inspire the expatpreneur to expatriate yet do not seem to be significant issues for 

American domestic entrepreneurs. 

This analysis is important to developing clear understandings of how expatpreneurs and 
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American domestic entrepreneurs will react to various entrepreneurial opportunities and how 

working with members of the expatpreneur group versus the entrepreneur group will be different.  

The literature does not yet appear to have a well-defined picture contrasting the distinct 

expatpreneur group motivations.  To form an appropriate basis for understanding how and why 

each of these groups work differently, creating this clear differentiation seems important as a 

more relevant basis for future expatpreneur studies. 

One point of distinction to explore may be the contrast between business and personal 

quality of life.  Many people today consider whether the salary and issues associated with 

working for a company balance and use these criteria to determine if their business quality of life 

will be adequate to their desires.  In this sense, business quality of life refers to the 

entrepreneurs’ ability to enjoy what they are doing in a positive environment.  Issues like 

workplace safety, commuting time, hours worked, stress levels, and other factors define this 

business quality of life.  It is becoming an important distinction in regular business as well as 

entrepreneurism (Kagan, 2019). 

 

Proposition 2 

Data in this study point toward American expatpreneurs tending to be more patient than 

traditional domestic entrepreneurs, so the pace of German processes seems to suit their style and 

desires.  And, they appear to be a more relaxed group, which plays well into the slower pace of 

governmental processing and aggregation of startup criteria.  The pace and process of starting up, 

coupled with the retention of personal time and different standards of living are often as 

important as the opportunities of which to take advantage.  As such, many expatpreneurs appear 

to approach their work with a much more relaxed pace and perspective.  The introduction of 

German corporate accelerators could be having a positive effect in reinforcing these desires for 
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expatpreneurs.  

American entrepreneurs, regardless of location and just by nature of being American, 

seem likely to be culturally accustomed to a generally faster pace of service.  So, even though the 

expatpreneur tends to look for a more relaxed approach to startup, some acceleration of the 

process seems likely to be welcome.  The value in this study lays not only in understanding what 

drives this patient, relaxed perspective, but in setting limits for how fast German accelerators can 

actually move while not alienating the expatpreneur. 

The value off this area of study ties into some of the issues surrounding quality of 

business life.  Interviews with expatpreneurs revealed the desire for a slower pace of work as 

being a key part of workplace or work process happiness.  Limited work hours, less pressure to 

develop and grow at a rapid pace, as well as being able to take more time with customer 

exploration and product experimentation are proffered as opportunities for a more successful 

launch.  Understanding how this relaxed pace of business development affects the success of 

small business startups could provide lessons for all classes of entrepreneur. 

 

Proposition 3 

The American expatpreneur is a planner.  Respondents to this study reported that they 

undertake significant, in-depth planning (generally more than domestic entrepreneurs) both 

before departure and after arrival in Germany.  They map out every facet of their businesses and 

often have established work domestically to act as a security blanket.   

Expatpreneurs themselves have noticed this about other expatpreneurs.  They say that in 

America, entrepreneurship is more concept- or product-focused, while in Germany it is all about 

the plan to move forward.  The German government has noticed, as well.  Government 

entrepreneurship programs require a higher level of planning than in the United States simply for 
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licensing a basic business (the equivalent of a sole proprietorship).  Germans have been 

unexpectedly impressed with the level business planning many expatpreneurs bring in 

application for benefits.  Even government-contracted business evaluation companies show some 

surprise at the level of planning.  They believe this may be part of reducing the stress of startup 

by allowing expatpreneurs more time for growing their businesses. 

Planning may also be part of the mélange of issues that address business quality of life as 

more planning assumedly would suggest less stress and clear steps for startup.  Additional study 

in this area could be important in both understanding another difference between expatpreneurs 

and American domestic entrepreneurs.  Also, this may be yet another avenue to further define 

business quality of life and prevention strategies expatpreneurs use to ensure they address their 

personal needs. 

 

Proposition 4 

American expatpreneurs seem to be somewhat more solvent than entrepreneurs in the 

United States.  Financial requirements for licensing a business in Germany drives the 

development of stronger financial bases and backup plans, such as a residual American client 

base, to help support the startup.  Additionally, starting a firm in Germany requires a much 

firmer base in terms of initial capital on hand.  

American myth tends to envision new business startups as 1-2 entrepreneurs starting 

work in their garage on a shoestring budget and set of resources with the hope of organic growth 

and an ability to parley ideas into profits. At the same time, the literature does characterize 

American entrepreneurs as having extremely limited resources (Carland, Hoy, Boulton & 

Carland, 2007) and employing very few people beyond the entrepreneur themselves (Shane, 

2009).  
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To start up a new firm in Germany, the government requires a standing deposit of 

€25,000 in a business bank account, among other planning requirements before even granting a 

business license (the equivalent of an American LLC).  By definition, this should require a larger 

cash reserve for business startup.  The idea of having ongoing work in the United States to 

bolster the new expatpreneur venture is an interesting hedging strategy, yet not an unexpected 

one.   

The issue of funding representing business credibility in the view of prospective German 

business customers is another cultural topic that may not have been readily apparent to 

expatpreneurs.  While German social tenets regarding risks associated with entrepreneurship may 

seem obvious to Germans, the idea that one must publicly as well as privately prove solvency 

may be a completely foreign concept to many expatpreneurs.  The literature is unclear on this 

topic and further study could be helpful with understanding yet another challenge expatpreneurs 

must navigate. 

 

Proposition 5 

American expatpreneurs face more challenges navigating the German business 

environment than they would in America.  Learning the German business process and adapting 

to the German business environment is difficult.  Communications protocols are different, and it 

can be hard to set up or join business networks.  For example, German business people do not 

like to communicate by either phone or other methods such as texting.  Virtually every aspect of 

the business process from introductions, sales, process updates, and so forth are handled by email 

and at an arm’s length. Plus, the communication cycle is slow.  Contact returns may take some 

time, yet frequent communication is frowned upon.  These and other challenges can be 

significant issues for American entrepreneurs to handle. 
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Aside from differences in German business practice, licensing to startup requires the 

ability to prove many qualifications.  Determinations must be made by the government as to 

whether the expatpreneur is qualified to implement the idea, if a market exists for the product 

and whether the startup has some type of competitive advantage.  This process adds even more 

bureaucracy to the normal licensing requirements. 

In addition to these considerations, simple cultural adaptation problems can be 

challenges.  The German language is difficult to learn and, even amongst the educated, not all 

Germans speak English as many Americans would like to believe.  Just getting to know Germans 

can be difficult.  Germans are not as forward as many Americans can be.  It can take a significant 

amount of time just to get to know Germans, much less become friends.  This can be a serious 

isolating factor and detract from the ever-important quality of life.  

A wider examination of the business challenges to be expected in trying to startup in 

Germany can stand as a useful tool for expatpreneurs, particularly in regards to expectation 

management.  Additionally, greater exploration in this area could also stand as somewhat of a 

cultural guide to understanding normal German business practices.  This could help 

expatpreneurs reduce frustrations and adapt more quickly to the German startup environment. 

 

Proposition 6 

There are differing motivations and processes between the German government and 

business in terms of how and why they say they want to bring American expatpreneurs to 

Germany.  The German government instituted their entrepreneurship incentive program to 

improve economic development and change German entrepreneurial culture.  Businesses were 

initially excited by the programs but soon found the bureaucracy of the system defeating to 

business needs.  Businesses began to bring pressure on the government to work with them to 
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expedite processes.  The government has been reluctant to change processes and has turned to 

contracting consultants to add to the program.  In essence, they did not improve their process; 

they simply got more people to undertake it. 

That said, it appears that over time, government goals for entrepreneurship programs 

have shifted to an underlying focus of helping expatpreneus transition to serve the 

entrepreneurial marketing needs of larger German corporations.  Government entrepreneurship 

leaders report that shifting to address larger companies (while maintaining independent 

entrepreneurship aid) is starting to become part of the philosophy of the import of expatpreneurs.  

Government is starting to see that the expatpreneur is having an effect on larger corporations and 

is investing in working with companies to bring in entrepreneurial expertise.  Both government 

and business see this as an investment in the German economy. 

Deeper investigation of this shift in German governmental thinking and the greater 

partnering with industry regarding expatpreneurs could provide some unique insights into 

German business and overall economic planning and future activity.  It also may provide a model 

for American business to understand what might be expected from similar government programs 

evolving in other countries.   

 

Proposition 7 

The German government has instituted a series of programs to focus on providing 

resources, funding, and training for foreign entrepreneurs to adapt to German business culture.  

Compared to startup assistance programs offered by the American government, the German 

government seems to be providing much more in terms of enticements to expatriate (see Figure 

2).  

Opportunities for expatpreneurs in Germany can be divided into four main groups: direct 
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grants, public loans, public guarantees, and equity capital.  These monies are granted to new 

businesses in Germany to promote research and development, help with initial set-up costs, or 

assist in hiring employees.  

Expatpreneurs can also apply for low-cost business loans that are subsidized by the 

German government, much like American student loans.  The so-called entrepreneur loan 

finances up to 100% of eligible business expenses expected, up to a maximum of €25 million 

through the federal government’s development bank.  Also, each German state works with the 

federal government on subsidizing additional loans up to €10 million. 

Governmental guarantees were developed to urge commercial banks to lend to small 

businesses.  German banks have a reputation for stringent loan requirements.  The government 

subsidies guarantee up to €1.25 million in small business loans for operating capital.  Lendees 

must pay annual fees throughout the period of the loan. 

Additionally, the German government seeks equity capital for new businesses at both the 

national and state level.  The government guarantees returns on venture capital, collects as much 

as it can into a pool that is then distributed through its entrepreneur programs.  In 2016 alone, 

this process resulted in €934 million provided to small businesses. 

Further investigation into these programs is important for several reasons.  First, it is 

generally unclear outside of Germany exactly what is being offered.  On the surface, a greater 

understanding of these opportunities can act as a tool in developing global operations for 

American small and medium-sized enterprise.  Second, in understanding the expatpreneur from 

the academic perspective, these programs seem to be a significant set of incentives and 

motivations for expatpreneurs to expatriate and could help researchers to understand how 

government assistance plays into the expatpreneur’s business and personal quality of life.  There 
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seems to be such a web of issues that make up the expatpreneur experience, understanding the 

effect and use of these programs could be a critical element to understanding expatpreneurs 

themselves. 

Proposition 8   

The idea of American entrepreneurs coming to Germany and having a significant effect 

in changing German entrepreneurial practices is unlikely.  German entrepreneurs are adders, not 

innovators; they generally create enhancing pieces for existing projects versus coming up with 

new ideas.  The drive to be less risk-averse is a cultural norm that will be hard to overcome 

according to expatpreneurs. 

One of the stated goals of the original German entrepreneurship assistance programs was 

specifically to help remove the stigma of entrepreneurship in society.  The government regards 

risk as a social issue as much of a personal problem.  Not only do entrepreneurs risk financial 

well-being and reputation but also that of their families and even communities.  As one 

interviewee put it, “If you fail, it’s personal.  It’s not that your business failed, it is that you 

failed.  And, people look at you like that and look down at you for that failure.”  These societal 

norms will make change an inherently difficult prospect.  Plus, cultural tenets also seem to guide 

business practice that is engrained in the business community.  So, the challenge is not only to 

change the German entrepreneur mindset but to attempt to translate that into business process 

change that is based upon the lowered risk-taking approach. 

This is an interesting sociological topic of study, especially if one is trying to understand 

how to bring disruptive change to larger German businesses regardless of German claims of 

openness to process conversion.  It may be important to study the changes really taking place in 

German business to determine how open German businesses are in actuality.  It may seem to an 
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American businessperson that remaining competitive naturally requires change.  Yet German 

business is built upon the same social mores as entrepreneurism.  It has been seen that change is 

likely difficult at the lower level.  Is this the same with larger companies?  Is entrepreneurial 

marketing a viable option for larger German companies?  This could be an important analysis in 

understanding German business processes and motivations.   

Proposition 9 

German companies began to grow impatient with the bureaucracy and long delays of 

government expatpreneur processing and qualification.  They started to create programs to 

accelerate expatpreneur assimilation into the German business communities.  They began to 

offer strong incentives, including wide networking opportunities, to establish American startups 

more quickly and contract them to work with their organizations.  

Corporations are facing greater competition and face needed changes to consumer value 

propositions.  Realizing current corporate practices may not be adequate, they are ostensibly 

looking to address new consumer requirements through process change.  While minding the 

considerations and findings in Proposition 8, it does seem that German companies are at least at 

some level seeking disruptive change in processes and are opening up their organizations to new 

approaches.  To do so, some are even helping expatpreneurs start up and then utilizing them as 

change agents for instituting entrepreneurial marketing techniques. 

Many German companies now have in-house accelerator programs designed to expedite 

the import and setup of expatpreneurs.  These are not incubator situations wherein entrepreneurs 

take advantage of low-cost space and a collegial environment to independently start their 

businesses.  The accelerator is designed to do just as the name suggests: accelerate startup for 

expatpreneurs so companies can utilize their ideas and services more quickly than if they went 
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through the standard government programs.  

Additional investigation into this phenomenon could provide two interesting lines of 

discussion.  One, how independent from the government are German companies (or can they 

actually be) in their efforts to import expatpreneurs, and what is the true character of 

governmental and corporate cooperation in the process?  It appears that the governmental 

process has evolved in reaction to business needs.  At the same time, companies appear to be 

acting surprisingly independent of the federal government.  What is the true situation, what does 

that mean for German business prospects, and how will this change the general competitiveness 

of the German economy? 

A second area for investigation lays in determining whether German companies actually 

are opening their companies to true disruptive change driven by expatpreneurs.  This seems to go 

against the traditionally rigid and closed-door nature of German companies and German 

management.  If this is becoming accepted practice, it could have wide-ranging implications for 

corporate design and practice that may be a harbinger for changes in American companies. 

 

Proposition 10  

German companies are looking for ready access to potential expatpreneurs to engage in 

their accelerator programs.  They are working more with local governments and innovation 

networks to expedite expatpreneur startup.  This activity is more regionally and locally driven 

and often centered on regional specialty centers (such as Berlin for high-tech or Hamburg for 

transportation).  German corporations have found these networks as a crossroads for industry 

and entrepreneurship.  Academics, innovation leaders, and local economic development 

authorities have become important elements in facilitating business networks and connections.  

Working with local innovation leaders and economic development authorities has led to 
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new networks that give larger companies access to entrepreneurial circles.  It gets them involved 

with the startup ecosystem and provides ideas and talent to get their corporate culture moving in 

a new direction.  Local governments are developing lucrative incentive programs independent of 

federal offerings.  In concert with corporations, many cities are able to provide inducements 

comparable to the government to entice expatpreneurs to their particular area. 

Lessons learned from studying this particular topic and activity could provide many 

ideas and practices that could be adapted to American economic development.  So much of 

American economic development is locally driven and independent of larger organizations 

(Barnard, Pittz & Vanevenhoven, 2019).  Organizing under stronger, less decentralized 

entrepreneurship programs could improve entrepreneurial opportunity.  Additionally, analysis of 

common practices German corporations are employing to use expatpreneurs to bring 

entrepreneurial marketing through disruptive change to their organizations could provide 

valuable insights to practices in corporate America. 

Areas for Future Research 

The largest limitation of this study is also the reason it is so revelatory.  The abductive 

process is a powerful tool for letting conditions reveal themselves that may not become apparent 

through other methodologies.  The evolution of the research process lets the investigation follow 

the clues to its eventual conclusion.  This can provide powerful answers with relatively 

constrained efforts by taking a high-level perspective of situations to help either derive general 

findings in understudied areas or to offer initial frameworks for more in-depth exploration.  See 

Figure 25. 
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Figure 25. Potential Areas for Future Research 

 

  

1. Empirical comparison of EXP/ENT personality traits.

2. Inductive exploration of expatriation motivation.

3. Drivers of German government and business cooperation with foreign business sources.

4. Determine in-depth what ‘Quality of Life’ means to EXPs.

5 Define the diffreence between 'Business' and 'Personal' Quality of life.

6 EXP decision to expatriate based upon group or cultural self-selection (social identity theory).

7 German business is changing. Global pressures? National issues? Real customer changes? 

8 Characteristics of American EXPs relations with the German ENTs.

9 Entrepreneurial marketing tactics used in German companies.

10 Nature of entrepreneurship accelerators and local networks.

11 Analysis of government interactions with business and how initial goals have changed.

12
Exploration of issues in the German entrepreneurship program and problems with its current 

effect on entrepreneurs overall.

13 Understand the rise and current function of ‘Landing Pad’ agencies.

14 Explanatory studies of process and advantages/disadvantages versus Inductive methodologies.

15 Applying abduction in concert with other research approaches.

16 Analysis of the abductive process itself and expand Sign Process.

17 Creating methods for bridging abductive findings across business areas or disciplines.

Expatpreneurs

German Business Changes

German Government

Abductive Analysis 
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There are several future research areas developed from the initial findings in this report.  

By design, the abductive method is simply a first step in a potential abduction–induction–

deduction research process.  There could be many topics in several areas for further review.  

While not having the strength of a research proposition, the opportunities listed in this section 

represent a small set of subjects developed from partial findings in this study.  

This set of suggestions is divided into four distinct areas.  First, there are many issues to 

yet be addressed regarding the expatpreneur.  This is an understudied area, and there have been 

calls to explore the expatpreneur phenomena further.  The expatriate academic community has 

done much of the exploration in this area.  Another interesting finding from this research was a 

distinction between personal and business quality of life among expatpreneurs.  It is common 

practice to discuss work–life balance in companies, yet the idea of separating the character of the 

work–life in terms of satisfaction and self-actualization seems a different comparison and could 

be an area for further examination.  Entrepreneurism researchers tend to focus on the traditional 

entrepreneur in the American mold.  Through mixing marketing thought with these areas, it has 

been possible to begin to see expatpreneurs from a different perspective.  

The German business environment is changing.  Corporations are becoming concerned 

with competitive advantage and new requirements from customers and government.  Companies 

are opening the doors and their minds to new views of disruptive change and see the American 

view of entrepreneurial marketing as a vehicle for that change.  Approaching future ideas for 

research from the perspective of German business seems a logical step. 

The German government established extensive entrepreneurial assistance programs to 

ostensibly increase economic development as well as drive cultural change in German 

entrepreneurism.  As time has passed and German corporations have voiced their needs, German 
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government processes have evolved to accommodate.  While not specifically stated, government 

assistance programs have turned toward partnering with business to bring in entrepreneurial 

thought.  Study around government processes could provide beneficial findings. 

Lastly, future research could certainly be extended on the abductive research process 

itself.  Induction is by far the most widely accepted and utilized form of qualitative research.  

However, the power of abductive analysis lies in its ability to uncover initial concepts in under-

researched areas and provide topics for further examination with inductive or quantitative 

analysis.  Abduction is a powerful but overlooked research method.  

Practical Implications 

Aside from offering a well-supported set of research propositions, the study also presents 

several practical implications.  The key difference between implications and recommendations is 

that implications discuss how the findings of the study may be important while recommendations 

endorse specific actions that should be taken with regard to theory or subsequent research.  

Unlike inductive reasoning, abduction tends to offer incomplete findings that can often 

lead only to best predictions.  As such, there are limitations as to how far one can take some 

findings in the academic research sense.  However, there are apparent issues that can provide 

practical implications that researchers and practitioners should consider in approaching certain 

issues presented in this report.  

Included in Figure 26 are several practical implications developed from this report.  It 

should be noted that there are many implications to be taken from this analysis.  These 

considerations are offered as examples of these speculative yet data-driven types of findings.  

Explanations as to issues to pursue with each implication are included in the table. 
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Figure 26. Practical Implications 

 

Implication Explanation

Academic studies should consider EXPs as distinct 

group.

‘Quality of Life’ is a key issue for the EXP. They are not 

solely revenue driven as are many ENTs. EXPs have 

different motivations and startup processes than ENTs in 

US. Future studies need to explore and account for this 

difference between EXPs and ENTs.

EXPs should understand much more structure and 

process.

German government and business practices allow little 

variation in process. Starting up in Germany requires more 

planning and initial funding. Any potential EXP must take 

this into account in their decision to and planning for 

expatriation. 

Underlying drivers of German government and 

business to attract EXPs seem to differ from stated 

objectives.

EXPs looking to start up in Germany must understand that 

while the stated objectives of German entrepreneurship 

programs are economic development and cultural change, 

there are underlying motivations to assist German business 

in working with entrepreneurial marketing talent.

Government entrepreneurship agencies may want 

to consider survivability and quality of life in 

designing EXP programs.

EXPs can only survive so long financially. Extreme delays 

make it very difficult for entrepreneurs to survive or start 

business activities without licensing. Government 

programs are slow and bureaucratic. There must be some 

consideration of process change to make it possible for 

entrepreneurs to survive the licensing process.

Landing Pad' agencies should both consider 

facilitating EXP needs as well as prepare them for 

the German process.

Landing pads have arisen to help EXPs establish 

themselves and their businesses in Germany. Given the 

EXP need for quality of life considerations, landing pads 

can’t just be ‘application assistants.’ EXPs need help with 

social assimilation as well. Landing pads must consider a 

wider range of services to also assist with societal 

assimilation.

Corporate accelerators should account for 

extended EXP needs in program design.

EXPs go to Germany to find  a greater balance between 

work and personal life. These considerations must be built 

into any program. Understanding EXPs desires for less 

work hours versus more free time will dictate 

commitment and success to the accelerator program. These 

ideas must be built into expatriation offerings..

Studies of German business may want to consider 

drive for structural  change through 

entrepreneurial marketing.

German business is traditionally known for being very 

rigid in terms of structures and processes. But, given 

changing regulations and market conditions, corporations 

are becoming very open to outside influence. They are 

looking for disruptive change through entrepreneurial 

marketing for competitive advantage, and the American 

EXP is one of their prime avenues to achieve this change.
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Conclusion 

This study explored two major themes: who are the American entrepreneurs expatriating 

to Germany to start up new businesses, and why is Germany enticing them to do so?  These 

questions seem straight forward on the surface, but upon examination proved to be more 

complicated than was commonly believed.  In exploring the entrepreneur and expatriate 

literature, definitions of expatpreneur were unclear.  Some sources saw them simply as 

American entrepreneurs operating overseas as they would domestically, while others tried to 

focus more on the issues that drove or constrained expatriation startup.  In the end, this study 

found the expatpreneur to be a different animal than typically discussed. 

The literature likens the expatpreneur to the self-initiated expatriate, but this is a 

misnomer.  Definitions of the self-initiated expatriate focus on these individuals seeking work 

with a foreign company.  The expatpreneur is truly an entrepreneur looking to start up a new 

small business in a foreign country.  And, their motivations versus the self-initated expatriate as 

well as American domestic entrepreneurs appear to be different in notable ways.   

Expatpreneurs approach their work in a more relaxed manner.  Quality of life in both the 

personal and business sense is critical to the expatpreneur approach to expatriated startup.  Many 

expatpreneurs are attracted to start up in Germany as much for lifestyle reasons as business 

opportunities.  They are careful planners in every facet of their businesses and seem to be 

somewhat more solvent than entrepreneurs in the United States.  Plus, they are patient.  In 

Germany, bureaucracy with governmental assistance programs can create prolonged timeframes 

to receive licensing and benefits.  The more relaxed nature and patience of the expatpreneur are 

better suited to the prolonged waits that can occur due to the bureaucracy and ongoing hurdles in 

navigating the German business environment.  
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Determining the true goals of enticing expatpreneurs to Germany was the other general 

aim of the report.  Under the direction of the European Union, Germany developed an extensive 

program of assistance to entrepreneurs, much of it aimed at attracting foreign (mainly American) 

investment and startup.  The programs are generous but mired in bureaucracy.  This system has 

gotten to the point where it is somewhat self-defeating with broad requirements for application 

and long wait times for action.  While this has not been too much of a problem for true 

expatpreneurs, it has become a frustration for German businesses. 

The German government developed entrepreneurship assistance programs with the overt 

goals of increasing economic development and foreign investment.  Secondary and less 

publicized government goals were to foster change in the German entrepreneurs’ approach to 

risk-taking and to change public attitude toward entrepreneurs.  As time passed, greater 

involvement with German businesses emphasized the bureaucracy and started to both change 

business views of importing entrepreneurs and the role those entrepreneurs could take in 

German business.  German corporations started to employ individual entrepreneur import 

practices to streamline the expatriation and startup process.  These programs are largely being 

undertaken regionally or even by city.  Academics, innovation leaders, and local economic 

development authorities have become important elements in facilitating business networks and 

connections.  

Business also changed the purpose of the expatpreneur in German business.  

Corporations are seeing significant changes in consumer value propositions and government 

regulation.  Companies have become much more open to significant process change as they 

begin to realize that previous corporate structures may not be adequate to address new consumer 

requirements and competitive adjustment.  German companies are seeking disruptive change in  
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processes and are beginning to help expatpreneurs set up and then utilize them as change agents 

for instituting entrepreneurial marketing techniques. 

The bottom line in this study comes down to two major themes.  Expatpreneurs are not 

the entrepreneurs described by much of the literature.  They have different motivations, 

processes, and priorities than traditional American domestic entrepreneurs.  They operate from a 

different set of priorities than those traditionally associated with entrepreneurism.  They are 

patient, planned, and not willing to sacrifice quality of life in the business or personal sense.  

The second theme to take from this work lays in the understanding of the current role of 

government entrepreneurship programs and how German business is taking steps to create 

streamlined approaches to expatriation and startup.  Also, it is important to understand how 

German business is changing and how they view American expatpreneurs in that change.  As 

one academic put it, 

“The context of entrepreneurship, they call it community-driven entrepreneurship.  

Ecosystems are created as a result of entrepreneurial processes.  The entrepreneurs and 

businesses create networks.  The community gives a purpose and support for 

entrepreneurial activity.  You have a different way of looking at entrepreneurial spirit, 

entrepreneurial orientation in what is truly changing German business practices on a very 

large scale.” 
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Appendix 

Supporting Quotes for Research Propositions 

 

RP1

Personal and business quality of life is more important to Expatpreneurs 

(EXPs) than domestic entrepreneurs (ENTs).

RP2 EXPs are more patient and work at a more relaxed pace than ENTs.

"Americans that come here to start a business actually want things to go at a slower 

pace. Certainly some of them. Some get very frustrated with the pace of the government 

or the pace of the business practice, but I do believe there are many here that like it. 

We are very hard workers in Germany, but we also make sure we enjoy the free time. 

Some Americans have said this to me." - Innovation Leader

(You have) the bureaucratic questions, the financing, the networking challenge for 

startups or founders, entrepreneurs who come from abroad to Germany for you, of 

course, is that the question of language and the question of understanding the 

market. These entrepreneurs must be very patient." - Landing Pad Agency

“(Germany) offers the same quality of life for a much lower cost of living, a little bit 

less, like, a little bit more focused on work/life balance than the Valley pretends to.  

Say, ‘hey, move here with your kids. We’ve got a great social health care structure,’ 

you know. And work in an innovative company, have ownership of it.  And spend half 

as much on rent a month.” - EXP          

"You have, in comparison to most startup hotspots in the U.S., you have relatively 

affordable rent. Quality of life is higher I think. These are the things EXPs want."           

- Innovation Leader  

"Place is important. Berlin has lots of clientele, expats, flexibility, intellectual diversity 

plus it has all of the culture and history you could want. I'm having the time of my life."  

- EXP

"(EXPs) go maybe where it’s hot and where it pays well and is interesting and nice to 

live. If you are going to move out of the U.S. to start your business, I think these are 

the kinds of things people think of first." - EXP

"You get a lot of people coming here. Many young, fresh out of school and they want 

to take their time with startup because they’re not as fast about it here.  Everyone 

takes their time with business." - EXP

"I like it. You can experiment more, let’s say, for your customer exploration phase.  

I’d say you have a lot more time and less pressure.  And let’s say, as compared to 

Silicon Valley, it’s not that competitive a landscape. It's a lot less pressure." -EXP
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RP3 EXPs are more detailed planners than domestic ENTs.

RP4 EXPs are more financially sound in startup plans than domestic ENTs.

"If you have some work in the U.S. still, and you have some investor contacts 

already, it makes you stronger, because you can get your business setup and ready 

while you already have funding before you fully transition. You can take your time 

and survive longer than if you were just trying to get traditional money in 

Germany." - EXP

"EXPs have to have better funding because (Germans) think by default that we are 

small, medium size and we don’t have sufficient resources. We probably  don’t have 

knowledge and information about what is a better opportunity and how to succeed. 

You have to have money if for nothing else to just have credibility with German 

companies." - EXP

"It's kind of funny. It's sort of a 'you've got to have money to make money' sort of 

deal. You just can't go over there and think you're just going to figure it out along 

the way. It's hard and takes a long time and you just have to have the cash to keep 

going." -EXP

"So why would you move to Germany as a U.S. startup?  Well, you have quite some 

governmental schemes that help you gain financing. I don't think they have this in 

America." - Academic  

"I suppose the biggest thing I see is those that start the application processes before 

they come to which is very good. I think the planning is probably the most important 

thing. The Americans coming here seem to have very solid plans."                                 

- Government Agent

"The Americans do plan more than we expected. It seems like they do it, so they can 

freely work on their business idea for one year or more, depends on the program.  

Yes, we have this kind, that they would like to be sure.  They would like to plan, to 

secure the future." - Government Consultant

(EXPs) more plan oriented.  Whereas in, I’ve noticed in the US, it’s more about the 

idea itself.  Where here it’s more about the planning and moving forward with a 

clear plan" - EXP

"I did a lot of planning before coming here. I used my three month visa as a pre-start 

up and investigation period. You need to teach yourself. I believe that you just have 

to have the best planning possible if you are going to go to another country to start a 

business." - EXP
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RP5

EXPs face more challenges navigating the German business environment 

than in America. 

RP6

The German government has underlying goals to the EXP sponsorship 

programs than those overtly stated.

"I can also say that the purpose for the future is also to invest even more into 

supporting startups to help companies grow.  The government understands the 

importance of this topic and has a really, a many sided approach to supporting 

startups." - Government Agent

The (entrepreneurial marketing) idea is affecting German business at many levels. I 

think we see that with our activities to join entrepreneurs with larger companies. It is 

really becoming a part of our philosophy." - Government Agent 

"German companies are trying to keep up with at least or maybe surpass in global 

trade. I don’t know, but maybe the idea is affecting German business at many levels. 

I think we see that with our activities to join entrepreneurs with larger companies 

have made some progress in this area with Mittelstand companies."                                           

- Government Agent

"To be considered for business licensing, our selection criteria (by the German 

government) is based on whether  the team is qualified for implementing this idea, 

whether the innovation is sufficient or it’s excellent, difficult to copy, and research 

based idea, and whether the market and competition are advised well, and the 

market, is their market venture is huge and the team has some potential competitive 

advantage."  - Government Consultant

"Going someplace where you don't speak the language and you don't know anybody 

and, you know, what's a better challenge?  It's hard but if you're looking for the 

adventure, you are going to face particular challenges you don't see at home." - EXP

"Going back to my experience with my company so far, it's been difficult because 

there's no place to go, it's been very hard to find information on what I need to do 

exactly to get a business going. Much harder than businesses at home." - EXP  

"The capital requirements are definitely a hurdle. You have to come up with and 

bank 25,000 euro to get licensed.  But if in order to start a company, I think, 25,000 

euro is going to be one of those cost-prohibitive pieces that they won't even be able 

to get their business license in order to start up." - EXP

"So, the goal is that by supporting those entrepreneurs we secure that in the future of 

our economy will still be competitive on the international level.  So, in addition to 

creating jobs and having taxes, we will build support for the structural of larger 

companies." - Innovation Leader
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RP7

The German government provides greater incentives to startup in Germany                       

than the American government does for entrepreneurs in the U.S.

RP8

German entrepreneurial culture cannot be significantly changed by EXPs    

as the social norms of German society are more negative driving higher  

risk aversity. 

"Europeans are always afraid of the social consequences. Let’s say when you and I 

are thinking of selling our houses, or last belongings just to start a business, which 

may fail, for European this is just a crazy, another moron who is careless. It’s just 

destroying some existing value.  With the hope of something we don’t even know is 

going to happen." - Academic 

"Their ideas are not as, I would say, ambitious.  When we think of entrepreneurship, 

especially in California, because we have Silicon Valley, you have Google, Facebook, 

right?  Those are the examples, and most people think really, really big.  Here they 

mostly think schmalfragen, which is smaller wonders. You just can't change that. It's 

frustrating." - EXP

"One thing I’ve been trying to get used to is how the approach is different with 

German startups and companies versus Expat. They have their cultural ties to how 

they like to be approached, how they do business. I’m still learning. It’s been tough, 

but it's not going to change." - EXP

"German risk taking and even the opportunity identification is very different. 

Germans have smaller, safer ideas. You can present to your fellow German 

colleague, I think, they’re immediate reaction is it’s too risky.  You’d be in debt."                          

- EXP

The government pays back a part of an invested sum to the investors who decide to 

invest in the innovative startups. - Innovation Leader

When I ask like questions like you, but to people in the Stanford ecosystem, they were 

like, why should our government pay for office space for startups? But here it’s like, 

we have to support the new companies, and we have to, you know, facilitate their 

start.  It's really a social duty to help the economy overall. So, we have many 

programs and supports that can also be attractive to startups from abroad.                 

- Academic  

So why would you move to Germany as a U.S. startup?  Well, you have quite some 

governmental schemes that help you gain financing and office space. - Academic

I can also say that the purpose for the future is also to invest even more into 

supporting startups and to funding startups.  The government understands the 

importance of this topic and has a really, a many sided approach to supporting 

startups.  It’s not just about money. - Government Agent
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RP9

German companies are expediting the transition of EXPs to Germany to 

help them reconsider or rethink their marketing processes.

RP10

German companies are working more with local governments and 

innovation networks than the federal government to expedite EXP startup.

"When (academic) says we have deconstructive entrepreneurship then we have 

constructive entrepreneurship.  Constructive entrepreneurship is not just for money.  

In fact, it’s for creating benefit and wealth.  That’s the constructive. The companies 

want that. And, they think bringing in Americans will give them that." - Academic

"Companies have several types of programs to connect innovation and startups with 

company funding. The companies then can subcontract with the company to help 

them change." - Innovation Leader

"Almost every, each big company in Germany has its own accelerator program or 

some form of program for investing into startups. They can learn their ideas and 

approaches and apply them to the larger company." - Innovation Leader

"It’s a way for corporations to have access to cheaper research and development.  

And get in contact with startup ecosystem, get the right talent.  So they feel added 

value working with startup and maybe find right talent to get this culture inside their 

corporate moving." - Academic

"Local networks and cities have several programs to connect innovation and 

startups with funding and connections. Companies help and then subcontract as well 

as representing angel investment." - Innovation Leader

"Companies call it community-driven entrepreneurship or community-based 

entrepreneurship. Ecosystems are created by companies, universities and local 

concerns as a result of the entrepreneur process or to development a process. The 

entrepreneur creates networks. The community gives a purpose, the culture the 

reason and support for entrepreneurial activity. The company facilitates the 

entrepreneur as they are key." - Academic

"In the most mature sense, entrepreneurs are those people that create jobs and bring 

change. Disruptive change many times means to break through the walls of stagnant, 

to become innovative, and to excel.  That in one sense is coming from the companies. 

The companies are wanting that change." - Academic

(Germany tries) to help businesses start up and keep going. We can do a lot for 

startups but what is interesting is that you are also seeing now starting business 

going to more local resources and networking. We work with many cities in trying to 

attract new business, and so they are creating very attractive opportunities for 

business funding, resources, introduction to the local business economy. So, you can 

see that there are many opportunities for money and opportunities between the 

BMwI and the local networks." - Government Agent 
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