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Abstract 

This paper was done after a long, six month research period and as such presents the final chapter in the 

authors Cand. Merc. Int. studies from Copenhagen Business School. The focus of the paper is on developing 

a successful entry strategy for a Danish vocational school seeking to engage in the Chinese market for 

education of eldercare personnel. By doing so, it contributes to expand the existing literature on 

internationalisation of service firm organisations. 

As it will be introduced throughout the course of this paper, China is currently undergoing rapid 

demographic changes, where life expectancy is rising and the average age of the Chinese citizens are 

increasing. Such a situation means that the traditional Confucian inspired model for care of the elderly has 

come under pressure, as more and more families realise that they cannot care for the elderly at home like it 

was the case earlier. As a direct consequence, the Chinese government is looking to improve the current 

eldercare solutions available in China, and this does present business opportunities amongst others, within 

the market for the education of staff to take care of the elderly, as the majority of Chinese eldercare 

personnel currently does not have any formal training or education.  

This paper will take the form of a single case study to investigate the instance of the Danish institution, 

Social- og Sundhedsskolen Silkeborg (SOSU Silkeborg), and its efforts to enter the Chinese market for 

education of eldercare workers. The central starting point is the current literature which exists on 

internationalisation of service organisations, as this will be used to formulate an analytical framework 

based on the questions of why/where, when and how an organisation should enter a foreign market. 

Several propositions are formulated in order to investigate how internal factors, external factors and the 

nature of transactions in the market, all have an effect on the organisation. The analysis will be based upon 

interviews with key people with knowledge related to the organisation, the Chinese market and provision of 

education within a foreign market. 

On the basis of the findings in the analysis, a number of recommendations are discussed in order to find out 

exactly what entry strategy SOSU Silkeborg should pursue in order to be successful within the Chinese 

market for education of eldercare workers.  

 

Keywords: Vocational education, eldercare, China, Denmark, emerging markets, institutions, knowledge 

intensive services, public sector organisation, joint venture, market position, case study, interviews. 
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Introduction 

Despite accounting for a growing importance in the global economy, service firms and especially the way 

these firms internationalise, have only attracted scant attention by researchers, compared to the literature 

on internationalisation by firms from the manufacturing sector (Erramilli 1990, Hill 1996, Stabell & Fjeldsted 

1998, Kennedy 2005, Menzies & Orr 2013).  

As the focus of this thesis is the development of an entry strategy for a vocational school wishing to enter 

the Chinese market for education of eldercare personnel, it thus addresses a certain gap where more 

research is needed. The entity being investigated is a Danish Social- and Health Care College, in Danish, 

Social- og Sundhedsskolen Silkeborg. In order to both conserve space, ensure a consistent manner of 

naming and avoid confusion, throughout the paper the abbreviation “SOSU Silkeborg”, will from here on 

out be used to refer to the organisation. 

This author first came into contact with SOSU Silkeborg through an internship at the Royal Danish 

Consulate General in Chongqing, China, where the organisation participated in a business delegation in late 

2012. During the first half of 2013 I was, via my position within the consulate, able to follow the first initial 

steps taken by SOSU Silkeborg within the Chinese market, and was also able to establish contact with 

representatives from the organisation. 

These contacts proved invaluable when I approached the organisation in early 2014, regarding SOSU 

Silkeborg acting as a case for this current master thesis. As the focus of the master thesis is to reflect the 

skills attained throughout the Cand. Merc. Int study, as well as my specialisation in China as a market, the 

collaboration with SOSU Silkeborg was seen as a perfect fit, because the organisation at that time was 

negotiating several business agreements with local partners in China. 

In 2014 SOSU Silkeborg signed two concrete business deals with partners in the Chinese cities of Chongqing 

and Shanghai1 and since then it has been on its way to enter the Chinese market for education of eldercare 

staff. The thesis at hand is an investigation into the challenges and opportunities faced by SOSU Silkeborg, 

when undertaking this move into the Chinese market and it is especially focused on developing an entry 

strategy for the organisation to succeed.   

                                                           
1
 Exporting welfare knowhow, website of SOSU Silkeborg, http://www.sosusilkeborg.dk/english/international-

collaboration/exporting-welfare-know-how.html, as seen on September 19
th

 2014. 

http://www.sosusilkeborg.dk/english/international-collaboration/exporting-welfare-know-how.html
http://www.sosusilkeborg.dk/english/international-collaboration/exporting-welfare-know-how.html
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1. Research identification 

The focus of this thesis is to develop an entry strategy for SOSU Silkeborg when entering the Chinese 

market for senior care solutions. While the organisation has already made significant strides regarding the 

initial steps taken to penetrate said market, an entry strategy is a dynamic process which is influenced by 

several factors (Lasserre 2007). Therefore it is my hope that this thesis will help SOSU Silkeborg to make 

informed decision as the organisation moves forward with its venture. 

At the heart of the investigation lies the central research question: 

 

 

 

 

In order to answer the research question it is first important to define what an entry strategy is. This thesis 

builds on the combined insight of Klaus Meyer (2002) and Philippe Lasserre (2007) in defining what makes 

up an entry strategy: 

According to Meyer (2002) an entry strategy has to stipulate HOW, WHEN and WHERE an organisation has 

to set up its operations in order to best achieve its global goals. (Meyer 2002, page 1). Lasserre (2007) on 

the other hand, argues that an entry strategy consists of outlining WHY, WHEN and HOW an organisation 

enters a market (Lasserre 2007, page 191-192). For this thesis, the two definitions of entry strategy have 

been collapsed into one, by means of combining the issues of WHY / WHERE into one question, and 

adopting the WHEN and HOW questions which are similar for the two definitions.   

Following this approach, and translating it into the context of SOSU Silkeborg in China, three specific sub 

questions emerge as defining the entry strategy of said organisation: 

(1) WHY and WHERE should SOSU Silkeborg engage in the Chinese market? What motivates 

SOSU Silkeborgs move into the Chinese market for education of eldercare personnel? Where 

should the organisation set up operations and what constitutes success? 

(2) WHEN should SOSU Silkeborg enter the Chinese market? What is the best timing for 

success? 

What entry strategy should SOSU Silkeborg pursue in order to be 

successful in the Chinese market for education of eldercare workers? 
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(3) HOW, should SOSU Silkeborg enter the Chinese market? What is the best entry mode for 

the organisation, if it is to succeed in the market for education of Chinese senior care 

personnel?  

Below follows an illustration on how the three identified sub questions together make up the entry strategy 

of SOSU Silkeborg in China, the connection shows that in order to develop an entry strategy for the 

organisation it is necessary to answer all three. 

 

 

Illustration 1. Entry strategy as consisting of 3 sub questions, own construction, inspired by Meyer (2002) and Lasserre (2007) 

 

Following the logic of the illustration it is clear that the choice of entry strategy is a multidimensional one, 

which must be understood in its totality. As will be seen in the subsequent sections of this paper, the choice 

of why/where, when and how to set up operations for SOSU Silkeborg in a Chinese context are in 

themselves dependent upon several additional variables. By having outlined the three sub questions to 

steer the focus of the paper, it is possible to take a step back and look at these variables, which affect the 

sub questions, and therefore will eventually also be defining to the entry strategy.   

In order to both present the paper as well as to give an understanding of how this paper goes about the 

task of formulating an entry strategy for SOSU Silkeborg in China I will on the next page present the 

structure of the paper. 
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1.1 Structure of thesis 
This thesis is divided into the following 9 sections: 

 

Illustration 2: Overview of thesis, own creation 

As illustrated above, the various sections of the thesis build upon the foundation of the previous, in order 

to create a continuous flow driving the investigation forward. In this sense the various sections are 

interdependent as they each lay the groundwork for the next step.  

•This current section outline both the research question as well as the structure of the thesis. 

Section 1. Research identification and structure of thesis 

•An discussion in the methodology used in this paper. 

Section 2. Methodology 

•Presents a review of theories and literature relevant for deveoping an entry strategy for SOSU 
Silkeborg in China. 

Section 3. Theory and literture review 

•Develops an analytical framework based on the theory and literature review. This provides a basic 
framework on which the analysis can rest as well as the background for formulating propositions 
to investigate. 

Section 4. Analytical framework 

•This section wil present the case of SOSU Silkeborg, as well as details on the Chinese eldercare 
market in which the organisation seeks to operate. 

Section 5. Case presentation 

•Using the analytical framework, it will on the background of primary and secondary data be 
analysed how various factors affect the entry strategy of SOSU Silkeborg. 

Section 6. Analysis - Factors influencing the entry strategy of SOSU 
Silkeborg 

•The findings of the analysis will present the basis for a discussion on which entry strategy SOSU 
Silkeborg should pursue in China. The discussion will be centred on the sub questions found in 
Section 1, and will hence conclude by proving an answer to the research question. 

Section 7. Recommendations - Which entry strategy should SOSU 
Silkeborg choose, in order to succeed in China? 

•This section summarises how the findings of the thesis adds insight to the literature on service 
firm internationalisation and hence contributes to the wider scientific community as a whole. 

Section 8. Contribution of thesis 

•Shortly finalises the thesis by concluding on its findings. 

Section 9. Conclusion 
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2. Methodology  

This section outlines the nature of the research undertaken in this thesis, and even more importantly, 

accounts for the choices and assumptions which are the foundation of it. According to the insight of 

authors such as Mark Saunders, Philip Lewis and Adrian Thornhill, we all make assumptions based on 

philosophical considerations when undertaking research, the important issue, therefore is to be aware of 

and understand the ramifications of these choices and assumptions for the research conducted. (Saunders, 

Levis & Thornhill 2012). 

In this section I will address the methodological issues which has played a part in shaping the thesis at hand, 

to its current form: 

2.1 Research philosophy  

First and foremost, starting with the overall identification of research philosophy, this thesis takes a realist 

view, leaning towards critical realism. This stance argues that the world around us exist externally of social 

constructs, no matter if we observe it or not, it however, also acknowledges that the concepts we use to 

describe observations are influenced by human constructions.  (Easterby-Smith, Thorpe and Jackson 2008; 

Saunders, Levis & Thornhill 2012). Critical realism takes a position between the extremes of both positivism 

and social constructivism, by adopting a transcendental realist ontology and an eclectic realist or 

interpretivist epistemology (Easterby-Smith, Thorpe and Jackson 2008; Easton 2010).   For the particular 

case of SOSU Silkeborg and its entry into China, this assumes that it is possible to find certain factors and 

variables, which leads to a successful entry strategy, but also acknowledges that there is no way of proving 

causality beyond any doubt, such as positivism assumes (Easterby-Smith,Thorpe and Jackson 2008). Instead 

the thesis will try to prove propositions which are as close to the reality of the organisation as possible, 

whilst acknowledging that the insight provided by the respondents are influenced by the social condition in 

which they operate (Saunders, Levis & Thornhill 2012) and that this thesis, as part of the social sciences, will 

always have interpretative or hermeneutic elements (Sayer 2000, in Easton 2010). The choice of critical 

realism seems particular well suited for a case study, because it allows for research into complex issues, 

such as organisations, (Easton 2010), with research of multiple factors and potential relationships to be 

examined (Easterby-Smith,Thorpe and Jackson 2008).  While positivist research often takes the approach of  

building hypothesis and testing these against quantitative data (Saunders, Levis & Thornhill 2012), case 

studies are frequently based on deeper analysis of smaller and more qualitative samples (Easterby-

Smith,Thorpe and Jackson 2008; Easton 2010). Therefore, critical realism proves a justification for a case 

study, such as this one, as it allows for an investigation into any situations, regardless of size of the data, as 

long as the objective of the study is to understand a phenomenon (Easton 2012). 
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2.2 Research approach 
This paper has chosen an abductive research approach moving in the borderland between induction and 

deduction, combining the insight of both. According to Saunders, Lewis & Thornhill, abductive inference is 

useful in research where some theoretical insight exists, but not into the particular context where the 

researcher is moving. Therefore it is necessary to move between induction and abduction in order to find 

certain patterns and themes throughout the data, which can then later be applied to modify existing 

theories or generate all new insight. (Saunders, Lewis & Thornhill 2012).  

The thesis starts off by developing an analytical framework on the basis of the literature which exists on 

internationalisation in order to develop several propositions to open up the analysis. The approach of 

moving from theory to evaluation of propositions via the observed data, according to Saunders, Lewis and 

Thornhill (2012) characterises an inductive approach building on the logic that if the premises hold true, so 

must the final conclusion. However, as will be seen, the literature on the particularities of 

internationalisation by service firm is still largely undeveloped, and therefore it seems impossible to 

produce true conclusions on which course of action a service provider such as SOSU Silkeborg should 

choose to enter the Chinese market. Instead the data collected through the primary and secondary sources 

will serve to understand the case, and on the basis of this build generalised recommendations for how 

SOSU Silkeborg should best enter the Chinese market. This move from observed premises towards 

untested conclusions characterises the logic of the inductive approach much more than a deductive 

approach (Saunders, Lewis and Thornhill 2012) and therefore it becomes clear that the thesis at hand has 

elements of both, making it impossible to say either has been chosen exclusively. Instead of being a clear 

cut case between either inductive or deductive research approaches, this thesis uses abduction to let the 

two to complement each other in an effort to understand and explore a relatively underdeveloped area of 

the literature and hereby modify existing theories. 

2.3 A case study 

The thesis takes the form of a single case study; this is done in order to zoom in on the specifics of an 

organisation that is actually forming the frontline in what it is doing: namely trying to deliver Danish 

inspired education to eldercare personnel in China. While an overall industry analysis of export of eldercare 

solutions including multiple cases of companies, would have been interesting to understanding the 

possibilities within this market, it has due to the novelty of this subject been hard to find other case 

companies willing to participate. Instead, the structure of a single case study allows for a much deeper and 

more nuanced analysis of the case at hand than a multiple case study would (Easton 2010). 
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2.4 Data 

This thesis draws a lot on primary data, collected via semi structured interviews; these are however, not 

the only sources of data: a considerable body of secondary literature has also been included in order to 

both support and elaborate on tendencies found in the primary literature. The backdrop for understanding 

and analysing these various data sources will be the theoretical tools attained throughout the various 

courses of my Cand. Merc. Int (Chinese) study from Copenhagen Business School (CBS). Below follows an 

elaboration on the characteristics of the data: 

2.4.1 Primary data 

The primary data for this thesis is of a qualitative nature, and was collected via semi-structured interviews 

with stakeholders expected to have insight on factors suggested in the analytical framework. By choosing 

this approach, the data constitutes a non-probability sample, or what Saunders, Lewis and Thornhill calls a 

"heterogeneous purpose sample" (Saunders, Lewis & Thornhill 2012, page 282-287). The advantage of this 

kind of sampling is that it allows for a focus on certain key themes in an investigation (ibid) and hence, it 

has been chosen in order to explore the factors affecting the entry strategy of SOSU Silkeborg.  

A total number of 8 interviews were conducted, with stakeholders possessing various insights into the 

areas outlined in the analytical framework. Below follows a presentation of the considerations undertaken 

when choosing these particular respondents: 

-Karen Roed, Vice Director, SOSU Silkeborg. Ms. Roed was selected as a  representative for 

top management of the case organisation. Because of her position she should have certain 

insight into the resources and capabilities of the organisation, its overall strategic goals for 

internationalising and the requirements of the public sector. Because of her repeated 

meetings with customers in China, Ms. Roed must also have an understanding of the 

demand for eldercare solutions from the market. 

-Benny Lauridsen, Head of international department, SOSU Silkeborg. Through his 

experience with international training and education projects, Mr. Lauridsen will have insight 

into the service offered in China, and how education services can be transferred to other 

cultural settings. As a representative of SOSU Silkeborg he should also have a basic 

understanding of the internal factors affecting SOSU Silkeborg in general. Lastly, by having 

spent a longer period of time, cultivating the market in China for SOSU Silkeborg, Mr. 

Lauridsen should have some valuable insight about the Chinese market. 
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It is obvious that representatives from SOSU Silkeborg might have an attitude which leans 

towards an overly optimistic view of the firm and its capabilities; however the possible 

insight from the respondents, was deemed so important for the understanding of the 

company and the context it faces, that both representatives were included. 

-Yike Qin, Commercial officer, Danish Trade Council in China (Exportrådet). Worked for the 

Consulate General in Chongqing, at the time of the interview, and has been working 

specifically with the sectors of eldercare and education in China. Therefore he would have 

specialised knowledge related to these particular markets. As Mr. Qin was responsible for 

the area of governmental relations between China and Denmark, this means that he knows 

the legal and institutional framework in this area. As SOSU Silkeborg, has previously utilised 

the services of the Consulate, Mr. Qin does have a basic knowledge of SOSU Silkeborg, while 

being sufficiently independent to provide an outsiders view. His Chinese heritage coupled 

with his position in the Danish Trade Council proves a middle ground between the Danish 

and Chinese side of international business. 

-Karen Zheng, Chairman of Carestart), as well as operator of several nursing homes in the 

Chongqing area. Currently Carestart represents one of the two concrete businesses 

collaborating with SOSU Silkeborg in China. As a representative of the top management in 

Carestart, Ms. Zheng presents the viewpoint on why cooperation with SOSU Silkeborg has 

been chosen. First and foremost though, Ms. Zheng as the head of a firm operating 8 

eldercare facilities in Chongqing, has been chosen because of her important understanding 

of the market as well as the demand for education of care workers for seniors. 

-Joy Yu, General manager and partner in Carestart, as well as consultant. As yet another 

representative of the management in Carestart Ms. Yu should be able to supplement the 

insight of Ms. Zheng. Furthermore, Ms. Yu will, as a consultant for foreign companies in 

China, know the struggles and possibilities for foreign operators. 

-Nanna Holm, Development consultant, Danish Deacon Homes (Danske Diakon Hjem).  As 

yet another partner of SOSU Silkeborg in China, Danish Deacon Homes present another 

businesses venture in China. Ms. Holm ought to provide an outside perspective on SOSU 

Silkeborg as well as on the concrete cooperation between the two organisations. As the 

largest private operator of nursing homes in Denmark, it seems clear that the insight of 

Danish Deacon Homes has some authority when investigating the requirements to its staff. 
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Additionally, as one of the first Danish operators of nursing homes in China, the insight of 

this company also seems relevant in order to dissert the Chinese market, from an Danish 

perspective. 

It is possible that the affiliation of the 3 mentioned respondents as partners to SOSU 

Silkeborg might affect the stance they take towards the organisation in a positive way. 

However, the key insight that the respondents can also give on the Chinese market and the 

characteristics of Danish eldercare solutions, have been deemed so relevant, that a potential 

bias has been accepted. 

-Jørgen Delman, Professor in China studies, Department for cross-cultural and regional 

studies, and member think tank on China at Copenhagen University.  Due to his 

background in China studies, professor Delman has insight into the Chinese market, as seen 

from a Danish perspective. Additionally, since professor Delman has published several 

columns regarding the possibility for export of Danish welfare solutions and knowhow to 

China2,3, this shows a certain interest and insight into the nature of these transactions. The 

insight of Jørgen Delman has been included both to presents an outsiders view on the export 

of Danish welfare solutions, as well as to prove Danish expertise on the Chinese market,  to 

counteract any potential bias from the Chinese respondents. 

-Jacob Taarup-Esbensen, International Coordinator Zealand Institute of Business and 

Technology (Erhvervsakademi Sjælland). Mr. Taarup-Esbensen has expert knowledge both 

with systems exports as well  as exports of vocational education. He also has hands on 

experience with emerging markets, such as Armenia and China. By being unaffiliated with 

SOSU Silkeborg, he can be said to provide a more objective view on the  possibilities and 

challenges faced when attempting to export services to another cultural setting, than the 

respondent from SOSU Silkeborg. On the other hand, the fact that exports of education 

account for Mr. Taarup-Esbensens livelihood, this might have an effect of him overestimating 

possibilities and underestimating the challenges. This potential bias however, has been 

accepted, considering the value of his expertise for the investigation. 

                                                           
2
 Article on www.thinkchina.dk, by Jørgen Delman, published June 4th. 2014. As seen on 14th. of July 2014 on 

http://thinkchinablog.wordpress.com/2014/06/04/kineserne-star-i-ko-for-at-fa-plads-pa-danske-plejehjem/  
 
3
 Article on www.altinget.dk, by Jørgen Delman, published  June 3rd. 2014. As seen on 20th. of July 2014 on  

http://www.altinget.dk/velfaerdsteknologi/artikel/danske-eller-kinesiske-velfaerdsloesninger-i-kina 
 

http://thinkchinablog.wordpress.com/2014/06/04/kineserne-star-i-ko-for-at-fa-plads-pa-danske-plejehjem/
http://www.altinget.dk/velfaerdsteknologi/artikel/danske-eller-kinesiske-velfaerdsloesninger-i-kina
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In addition to the 8 respondents mentioned above, 3 other named respondents were also approached, 

these were: Henrik Egense (Managing director, Fucon Consulting Ltd), Weidong He-Gjerløff (Founder and 

Chief Advisor  of Andersen Institut for Trivsel og Velfærdsteknologi), and Benjamin Shobert, (Founder and 

Managing Director, Rubicon Strategy Group). These 3 gentlemen were all approached because they were 

expected to have insight relevant for the thesis, especially with regards to the opportunities of the Chinese 

eldercare market, the specifics of eldercare supply/demand and how to best enter the Chinese eldercare 

market. However, unfortunately both Mr. Shobert and Mr. Egense never responded to the author’s inquiry, 

while Mr. He-Gjerløff stated that he neither had the interest, nor time to participate in a CBS study.  

It was also attempted to gain the insight of a local government actor such as the Civil Affairs Bureau, in the 

two cities of Chongqing and Shanghai, where SOSU Silkeborg is to set up operations. Such insight it was 

assumed would prove valuable insight on industry specifics as well as the general situation for elder care in 

China. However, as a private person it proved impossible to get into contact with these public  agencies, 

and instead, the insight of Mr. Qin as a specialist of government relations within the Danish Trade Council, 

and Ms. Zheng as an operator of several institutions within the eldercare industry, can be seen to partially 

make up for these missing insights. 

As data saturation with regards to the research question being investigated, could be observed during the 

later interviews and due to the limitations of resources available for this thesis, the insight of the 8 

respondents were considered sufficient to continue with the investigation. 

The basis of the interviews was the overall factors of the analytical framework (see next section) and 

certain topics and issues were determined beforehand, to be investigated through the interviews with the 

individual respondents, in a semi structured fashion (see Appendix 9, for the individual interview guides). 

This approach allowed for setting up a few basic key issues to be investigated throughout the course of the 

interviews, while at the same time allowing wide enough frames for further pursuit of interesting topics 

discovered during the interview. The respondents were asked if they preferred to undertake the interview 

in Danish or English beforehand, and the interviews were conducted in accordance with these wishes. All 

interviews were recorded with the knowledge and consent of the respondents, and a transcribed summary 

in English (see attached CD for full interviews in original languages) was produced as soon as possible after 

the interviews (within the same, or the following day). 
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The specifics of the various interviews can be seen in the following schematic:  

Table 1: Overview of interview details  

2.4.2 Secondary data 

The secondary data used, consists of both qualitative and quantitative data, collected from such different 

sources as articles, newsletters, academic journals and publications from ministries. As mentioned, the 

recent emergence of eldercare solutions as an industry in China, means that relatively little is known about 
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how companies should best tap into this market. Therefore the primary data has such a prominent position 

in this thesis, while the secondary data (when available) will serve mainly to support the primary data. The 

theories presented in the literature review, mainly relates back to courses this author took at Copenhagen 

Business School. 

2.5 Scope of thesis 

The primary data was collected over a period from late April to late August, 2014, in both Denmark as well 

as the Chinese city of Chongqing, while secondary data was collected throughout most of the research 

process, stretching over an 8 month period from March to October 2014. Because of the limited historical 

data on the Chinese welfare industry as well as the relatively short period used to develop this paper, this 

thesis is a cross sectional study, presenting a certain phenomenon at a particular point in time (Saunders, 

Lewis & Thornhill 2012). The focus is the entry strategy for SOSU Silkeborg in China, as based on the insight 

gained throughout the running time of the study, and therefore the insight produced will also have a 

limited appeal after a certain time period has elapsed or as SOSU Silkeborg moves further with its business 

in the Chinese market. It is also important to notice that the insight provided during the interviews might 

change over time as the respondents gain other experiences within their respective fields, or because they 

move to other job positions, allowing them to change perspective towards the case investigated. 

2.6 Validity and credibility of thesis 

According to authors such as Saunders et al. and also Easterby- Smith, et al. the validity of any research  is 

of paramount importance, as it ensures the reliability of any given study and acts as a guarantee that that 

the results obtained, proves an accurate depiction reality (Saunders, Lewis & Thornhill 2012; Easterby-

Smith, Thorpe, Jackson). 

In order to ensure the credibility of this thesis, several considerations have gone into both the design and 

collection of data used: 

First and foremost, this thesis takes the form of a single case study because it is to investigate the factors 

affecting the entry strategy of one particular organisation, namely SOSU Silkeborg, and while it is not 

impossible that other organisations might be able to gain insight form this study, the goal is not to produce 

general recommendations for all Danish vocational colleges, it is to produce recommendations for SOSU 

Silkeborg, and in the process of this investigation contribute to the literature on internationalisation of 

service organisation.  
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As outlined by Easton in his reference to Yin (1989, page 21, in Easton 2010), the objective of case study 

research is not to generalise about frequencies within the overall surrounding population, via statistical 

generalisation,  but rather to expand and generalise on theories through so-called analytical generalisation 

(Easton 2010, page 126).  Easton continues that Yin does not make it clear how such generalisation should 

occur, but argues that from the perspective of a critical realist generalisation and expansion of theories 

should be done via identifying the mechanisms which drives the underlying practices of a given setting. Any 

understanding of causal relations, Easton states, must be founded upon theories rooted in the critical 

realist thinking, where the best explanation it the one which is most consistent with the data (Easton 2010, 

page 126).  Therefore, on the basis of the theory and literature review in the next section, this thesis will 

attempt to develop several propositions which will be tested against the data of the analysis, in order to, 

hopefully find an explanation of which entry strategy SOSU Silkeborg should take in China, and at the same 

time, hopefully contribute to expand the theory on service firm internationalisation in emerging markets, 

during the process. 

As Easterby-Smith,Thorpe and Jackson argues that the process of triangulation of data will help to increase 

the probability that the data collected, actually proves an accurate depiction of the situation investigated 

(page 63, 2012), this thesis uses both primary qualitative data as well as secondary quantitative and 

qualitative data. In the primary data, several respondents present insight on the same factors and these 

have as far as possible been selected on the basis of being unrelated to each other. The respondents 

represent both Chinese (3 respondents) and Danish (5 respondents) nationals, in an attempt to avoid a bias 

of only focusing on either side exclusively. As for the specifics of SOSU Silkeborg as an organisation, 

respondents which are not affiliated with the company have been selected, as well as respondents whom 

have a full affiliation (such as employees) or a partial affiliation (such as business partners). This has been 

done in an attempt to counteract any views biased towards or against the organisation. For the secondary 

data, the inclusion of several data sources, for as much of the information as possible, has been done in 

order to avoid unrepresentative data. The data has been collected from various sources, all of whom have 

been carefully studied beforehand, in order to ensure the data is as objective as possible.  

While it is clear that the above does not necessarily prove the credibility of this study beyond any possible 

doubt, the monetary, spatial and time related restrictions of this study means that the thesis at hand 

presents the best alternative in the situation. Considering the limited insight on internationalisation of 

service organisations as well as the recent emergence of eldercare services as a viable market in China, the 

thesis presents an attempt to start filling the gap in the existing literature.  
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3. Theory and literature review  

3.1 The why/where, when and how of entry strategy 

As identified in section 1, the central issue of an entry strategy is to answer the questions of why/where, 

when and how to set up operations in a foreign context.  

The question of why to engage in cross border operations revolves around the motives for entering a 

foreign market. According to Meyer (2002) firms undertake foreign entries for a reason and this reason is 

often defined well before actually entering a market, therefore it is important to understand the motives 

for doing so, as well as how such a move will be evaluated. Lasserre lists various forms of "strategic 

objectives" which drive firms or organisations to internationalise, these are as follows:  

(1) The objective of developing a certain market. 

(2) The access to certain resources (tangible and intangible). 

(3) The possibility to learn from certain cutting edge industries and 

(4) The desire to establish a presence in certain countries which because of good infrastructure or location 

prove a good hub for coordination (Lasserre 2007, page 192-193). 

Elaborating on the where to set up operations, authors such as Arnold and Quelch (1998), Meyer (2002) 

and Dunning (2008b) all stress the importance of exploring the location specific advantages that certain 

geographical areas offer, as well as the market potential of certain markets.  

Turning attention to the question of when to best enter a foreign market, this introduces timing as an 

important aspect of entry mode, especially since it can have a large effect on the performance of the 

individual company in the long run (Arnold & Quelch 1998; Lasserre 2007). Lasserre outlines that there are 

four distinct phases which characterise markets namely: 

(1) The “premature phase” where the market is still underdeveloped and where significant investments will 

not result in increased revenues, either  because of a lack of purchasing power or absence of demand 

within the local market. 

(2) Next comes the “window phase” where demands for products or a services are rapidly increasing, while 

supply is lagging behind, due to an underdeveloped competitive landscape. At this point the organization 

can take a first mover position or adopt a position of following in the footsteps of others. 

(3) The “competitive growth phase” is the next phase, here several actors have recognized the “window of 

opportunity” seen above and have acted on it. As a result, competition is growing and entry is both more 
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risky and requires either aggressive investments or a strategy which is highly differentiated from the 

competitors. 

(4) Lastly comes the “mature phase“, in which the market has been well-defined and developed. Here the 

supply is well in sync with demand and the only way to enter is generally through foreign direct 

investments in an innovative product or through acquisitions. (Lasserre 2007, page 194-195) 

On one hand, the right timing might prove first mover advantages, such as a high initial market share, 

(Arnold & Quelch 1998; Meyer 2002) the ability to pre-empt resources (Lasserre 2007), insight about 

customers, the ability to influence standards (Arnold & Quelch 1998) and the opportunity to establish 

brands at a relatively low cost (Meyer 2002; Lasserre 2007). On the other hand,  there are also certain 

disadvantages of entering a market as a first mover, these include, entering an immature market which 

might not be ready for the product offered, taking higher risks (Meyer & Tran 2004)  and doing all the 

ground work, that latecomers might also benefit from (Meyer 2002; Lasserre 2007). Because of these risks, 

both Meyer and Lasserre, argues that it might sometimes be more prudent for a company adopt a follower, 

than a first mover approach in a market (Meyer 2002, page 14; Lasserre 2007 page 194). 

Turning to the last question, of how to enter a country, this is often seen as a decision which is based on 

ownership considerations and the intensity of the investment (Meyer 2002; Lasserre 2007) According to 

Lasserre these two considerations are again affected by several variables such as:  

 (1) The strategic objective of the organisation.  

(2) The organisations internal capabilities. 

(3) Timing.  

(4) Attractiveness of the market. 

(5) Risks of the market. 

(6) Government policies and requirements (Lasserre 2007, page 196).  

According to both Meyer (202) and Lasserre (2007) the organisation in question can chose to invest only 

small amounts of resources and money in the market, hereby securing only limited control, such as through 

establishing agreements with agents for distribution of its products or setting up independent sales offices. 

At the other end of the spectre, an organisation can also choose to acquire an existing actor within the 

market or to establish a wholly owned operation. This kind of commitment requires heavy investments, but 

also allows for full control of the foreign subsidiary. In between the two extremes lies the option of 

establishing a Joint Ventures (JV) with one (or more) local partner(s) in the market. Such an option has the 
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advantages that investments and risks can be shared between the partners, while the collaboration with a 

local partner might also secure access to local business networks (Forsgren 2008) or government goodwill 

(Arnold & Quelch 1998). Joint ventures, however, require understanding of other cultural practices and 

norms from both sides, while control of the operation somehow has to be shared between partners. 

Additionally, there is the risk that one side of the JV will grow tired of said arrangement and withdraw from 

the cooperation (Meyer 2002; Lasserre 2007). 

While the above proves an outline of the dependant variable of this thesis, namely what an entry strategy 

is, it does not do much to understand what actually shapes such a strategy. An entry strategy is a 

multidimensional construct which has to take into account the specific characteristics of the individual firm 

and its surrounding environment in order to be successful. (Meyer 2002; Lasserre 2007). In order to be able 

to formulate an entry strategy for SOSU Silkeborg, it does therefore seem necessary to take a closer look at 

the variables which will shape the choices regarding location, timing and entry mode, as outlined above. In 

order to do this, the literature review will have zoom in, and look at the particular theories relevant for a 

knowledge intensive service provider, trying to enter the Chinese market. 

3.2 Understanding the organisation 

In the following, this review will turn to the literature on internationalisation of public sector organisations, 

but due to the limited nature on this subject, I will also have to refer to the literature on international 

business, as it proves additional insight, which could not be gained from the literature on public sector 

internationalisation alone. 

3.2.1 Internationalisation of public sector organisations 

According to Stuart Orr, organisations  of the public sector are increasingly seeking to establish themselves 

abroad, however, so far most interest amongst scholars have focused on explaining the internationalisation 

of private organisations, while less to no attention has been given to the public sector (Orr 2010).  

In an attempt to explain why public sector organisations internationalise, Daryl Hill (1996) proposes several 

reasons for doing so, these include:  

-Benchmarking of services against world best practices. 

- A large pool expertise within the organisation which can be used in an international context. 

- A desire to offer a return on tax payer’s money. 

-Opportunities for downstream procurement, within the area of equipment supply. 

- Value adding to the private sector. 

- Generation of goodwill while earning foreign currency. 
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Authors such as Ives (1994), Hill (1996) and Orr (2010) all argue that the public sector has certain skills and 

capabilities which can be used in a foreign country setting, and argues that this warrants an 

internationalisation of certain public sector actors. Hill (1996) presents that these skills and capabilities can 

be used within the area of aid programmes, government to government contracting and even in 

commercial contracting: For aid programmes, Hill argues that the government skills in education and 

healthcare are central to these projects, while he also mentions competencies within strengthening 

government departments and institutions as important. For government to government contracting, Hill 

argues that the main competencies of the public sector lies within the area of  information technology and 

technical skills, which the government might be able to sell to other countries demanding such insight. 

Finally, turning to the area of commercial contracting Hill presents the idea that the emerging market for 

outside investment within areas which were formerly operated by the national governments, opens up for 

investments of public sector organisations from other countries (ibid).  

While the area of commercial contracting presents promising opportunities for public service organisations, 

in areas such as health care- and educational facilities, toll roads, water treatment and waste water systems, 

this area, also raises certain questions: First and foremost, since many of these projects require equity 

investments, it is far from given that public sector organisations have the ability to asses commercial risk in 

an open market context. Secondly Hill argues that it might not be legitimate for public sector organisations 

to use public funds (i.e. tax revenue) on projects outside the country of origin (Hill 1996).  

An author like Avinash Dixit (1997) seems to elaborate on the concerns raised by Hill (1996) by presenting 

the subject of incentives in public sector organisations often make it so that the output of public sector 

organisations are often hard to measure or quantify. As public services have no close substitute for  

comparison with via market driven competition, the argument seems to imply that it is hard for many 

public service organisations to value and asses their services in the same way private organisations do, for 

example via profitability and return on investments (Dixit 1997). In relation to the problem of legitimacy for 

public service operators to engage in internationalisation on the same term as private business, this seems 

to originate in public scepticism on the commercialisation of these operations (Hill 1996). Dixit argues, that  

in theory, public sector organisations are formally only answerable to one principal, like for example an 

executive or a board, in praxis however, because public sector organisations are "common agencies" with 

several principals such as the government, courts, media and lobbyists the situation is not so simple: 

“Public sector organisations are not merely managerial or administrative units; they are also deeply 

embedded in a political framework” (Dixit 1997, page 378). In other words, a distinctive characteristic for 

public organisations seems to be that there exist certain legislative elements impeding the decision power 
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of such organisation (Poba, Dobrin, Profiroui and Verboncu 2009). This seems to draw clear parallels to the 

institution based view and its focus on institutions as having a strong influence on the behaviour of the 

individual organisation, however, as the existing literature has mostly focused on institutions in emerging 

markets, not home markets (Hoskisson et al. 2000; Peng 2003; Peng et al. 2009), I will here only point out 

the connection, while the full theory will be expanded further in the section on emerging markets (see 

below). 

The discussion on internationalisation of the publish sector will most likely bring about a notion of déjà vu 

for Danish readers familiar with the insight on "systems export" which emerged during the early 1980ies as 

an attempt to explore the possibilities for export of knowhow and skills which were considered to reside 

within the Danish public sector (Undervisningsministeriet 1983; Kampmann 1983). The literature on these 

ventures, however, has often had a focus on the public sector as a whole, its institutions and how to 

promote such ventures as systems export on a macro level (Undervisningsministeriet 1983; Kampman 1983; 

Indenrigsminsiteriet 1985), while much less attention has been given to the investigation of the specific 

skills and capabilities of the individual organisation.  One stream that the literature on systems export does 

seem to share with Ives (1994), Hill (1996) and Orr (2010), however, is a strong emphasis on certain 

knowledge intensive service sectors, such as education and healthcare which require skills mainly found in 

the public sector (Udenrigsministeriet 1983; Indenrigsministeriet 1985; Hill 1996).  

In order to understand the theory behind knowledge as a resource of the individual organisation, I will, 

therefore turn to the international business literature starting with the resource based view first, to 

understand the nature of resources and capabilities for an organisation, and then turn to the knowledge 

based views in order to explore the nature of knowledge and how this can be a resource.  

3.2.2 Resource based view 

The resource based view, presents an inside out approach to understand both internationalisation 

(Forsgren 2008) as well as to presents an insight on describing why some firms perform better in markets 

than others (W.S. Barney & J.B. Hesterly 2010). Central to the resource based view is the argument of 

Penrose, that the source of competitive advantage for any firm is the resources and capabilities (tangible 

and intangible) it controls within its organisation (Penrose 1959, in Hoskisson et al 2000). In the resource 

based view every single organisation has an allocation of certain resources and capabilities which are 

unique to it, and this is the main catalyst for eventual competitive advantages, which it might utilize when 

entering foreign markets. The resource based view identifies four characteristics which determine the 

resources and capabilities of any firm: these are value, rareness, inimitability and organisation (Barney & 

Hesterly 2010, page 82). The logic behind these 4 attributes is as follows: First of all, a resource or capability 
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should have value, meaning that it creates value for the individual organisation, if it does not do so, it is a 

weakness and presents a competitive disadvantage for the organisation. Next resources and capabilities 

should be rare, so as to not every competitor has access to it; if every competitor has access to a particular 

resource it is not a source of competitive advantage, rather it is a source of competitive parity. If the 

resources or capabilities controlled by an organisation are both valuable and rare, they also have to be 

costly to transfer (see below for transaction costs theory), if that is not true then the resources and 

capabilities are easy to imitate and the company will only have a competitive advantage in the market so 

long as it takes competitors to imitate it (Hoskisson  et al.2000; Barney & Hesterly 2010). Last but not least, 

the final characteristic of the utilising of resources and capabilities relates to the how the company is 

organised so as to fully maintain and utilise its capabilities and resources. If the organisational setup allows 

for full utilisation of potential the resources and capabilities in question, this is a source of sustained 

competitive advantage for the firm (Barney & Hesterly 2010).      

3.2.3 The knowledge based view 

According to the knowledge based view, knowledge is the most crucial asset for an organisation, as it both 

affects strategy as well as guides value added activities (Grant, Almeida and Song 1992). Furthermore, 

knowledge is a main component of the organisations ability to innovate which in turn is a key driver for 

economic growth and sustainability of competitive advantages over competitors (Hogan, Soutar, McColl-

Kennedy and Sweeny 2011). These arguments seem familiar considering the resource based view, just 

mentioned above, and indeed Grant, Almeida and Song argue that knowledge does have attributes similar 

to resources, namely “scarcity, durability, barriers to transfer and replication”. (Grant et al 2000, page 110). 

The early insight on knowledge, however, was also heavily influenced by transaction cost thinking, as seen 

in the "knowledge diffusion model" which can trace its roots back to Stephen Hymer and his attempt to 

explain Foreign Direct Investments (FDI) in the late 1950ies:  

According to transaction cost theory, it might sometimes be too costly to transfer products and services 

from one location to another through international trade, due to structural and natural market 

imperfections. Because of uncertainty within certain markets, the costs of dealing with them through 

international trade, is seen to be unacceptably high (as seen from the company's perspective), (Hennart 

1991). Therefore, in the knowledge diffusion model, companies will set up their own affiliates in the market, 

both in order to channel the transaction costs of dealing with these markets into the company (ibid), but 

also because of the superiority of the multinational enterprise (MNE), vis-à-vis the market, when diffusing 

knowledge from the central home base to local affiliates via a one way flow (Grant et al. 2000).  
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Recent evidence on the geographical dispersion of knowledge generating activities by companies, 

challenged the knowledge diffusion view somewhat, and from this has grown the "knowledge leveraging 

view". In this view, the central role of the organisation is not so much that of counteracting transaction 

costs arising from market imperfections, as it is to provide a higher set of organising principles which 

fosters knowledge creation and integration (Bruce Kogut and Udo Zander 1992; Grant et al. 2000). In the 

knowledge leveraging view, knowledge is generated not only through activities undertaken by a central 

research department within the firm, but rather as an action undertaken by all the different local affiliates 

of the firm, during day to day operations and everyday problem solving.  The theory states, that the process 

of generating knowledge, cannot be separated from that of applying knowledge, and hence the critical 

competitive advantage of any MNE, is the ability it has to both undertake knowledge creation in all the 

organisational units, as well as to access knowledge from the local markets where these units are located 

(Grant et al. 2000). 

According to the knowledge leveraging view, there are many forms of knowledge as a resource for 

production, including proprietary information and technology, management resources, capabilities of the 

individual employees, contact with customers and suppliers, and market statistics (Grant et al. 2000). 

Furthermore, knowledge also plays an important role in negating uncertainty and responding to dynamic 

business environments in rapidly changing markets, as it proves a ready source of insight on the 

environment in which the organisation is operating(Grant et al. 2000; Liao et. al 2011). As argued by Grant 

et al. knowledge can be created via research within the organisation, as well as from the outside, through 

learning by doing or through transference of knowledge (Grant et al.2000).  

Kogut and Zander argue knowledge is not created in abstraction from what the organisation already knows; 

instead existing knowledge serves as the basis for discovering unexplored opportunities. Due to path 

dependency, organisations will base learning of new knowledge on existing practises and organisational 

practices, as this increases potential for succeeding. The further away an organisation moves from its 

knowledge base when generating new knowledge, the more success rates are similar to those of start up 

operation (Kogut & Zander 1992, page 192). Other authors such as Jan Johanson and Jan-Erik Vahlne (2009) 

seem to agree with Kogut and Zander (1992) arguing for accumulated knowledge as a driver for 

internationalisation.  In their “Uppsala internationalisation model”, Johanson and Vahlne outlines how 

companies will follow the so-called “establishment chain” when internationalising, by choosing low 

commitment modes first and then gradually expanding foreign operations as experience grows. The 

Uppsala model acknowledges path dependency in the selection of markets, as markets which are closer to 

the home market in “psychic distance“, will be chosen first, while more exotic markets will only be chosen 
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after enough experience and knowledge has been gained in the markets which are deemed to be more 

close to the culture known by the organisation (Johanson & Vahlne 2009, page 1411-1431) 

In the knowledge based view, knowledge is distinguished between information and know-how. Information 

is distinguished as facts, symbols and any ready information which can be transferred without losing its 

meaning, as long as the way to recollect and define it has been agreed upon by the actors of the sphere in 

which the information is relevant. Know-how on the other hand, is related to the accumulated skills or 

expertise of “knowing how something works”. As opposed to information, know-how cannot simply be 

transferred, instead it has to be learned and acquired (Kogut & Zander 1992).  

Another categorisation of knowledge distinguishes between explicit knowledge (knowledge which can be 

specified and formalised) and tacit knowledge (knowledge which is embedded in a person or a setup from 

which it cannot easily be separated). For explicit knowledge goes that, the owner does not give up 

possession when transferring it, and also that knowledge is only interesting for a potential buyer, once it 

has been revealed to him or her  what this knowledge actually is. Since the cost of transferring knowledge is 

often lower than the costs of creating it, this means that economies of scale apply when explicit knowledge 

is passed on. For intangible knowledge the argument is different: because it is embodied within its 

possessor, it can hardly be separated from its setup and therefore it cannot be traded as a normal product 

or service. Instead learning-by-doing and proximity between teacher and learner is required, making 

transference of tacit knowledge, such as know-how, much more expensive than explicit knowledge (Kogut 

& Zander 1992; Grant et al. 2000).  

3.2.4 Value creation in service firms 

According to Hogan et al. service firms are unique in the sense that the “product” they offer, namely 

services, have high so-called “credence qualities”, meaning that they produce value which is it is hard for 

the average client or consumer to assess, even after consumption. The nature of services creation they 

argue, therefore is highly different from that of manufacturing firms, requiring an insight into how service 

firms create value (Hogan et al. 2010) 

Authors such as Stabell and Fjeldstad agree with the insight of Hogan et al. (2010) arguing that most of the 

understanding on organisations competitive advantages and value creation is based upon the basis of 

Michael Porter's value chain framework. Stabell and Fjeldstad, however, claim that the value chain 

framework works better to understand value creation in manufacturing firms than it does to understand 

organisations in the service industry, as the typology and value creation logic in these companies differ 

significantly from manufacturing firms (Stabell & Fjeldstad, 1998). 
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Stabell and Fjeldstad suggest that value creation can actually take one of three generic configurations, 

namely that of either value chain, value shop or value network (Stabell & Fjeldstad, 1998, page 414). They 

go on to describe these different ways for firms to create value as follows: 

The value chain configuration is synonymous with Porters value chain framework. In this framework the 

company creates value following a transformable logic, through primary activities such as inbound logistics 

(purchase of inventory and material handling), operations (production) outbound logistics (storage and 

distribution), marketing & sales as well as service (customer and aftermarket). These primary activities are 

supplemented throughout the whole process by supporting activities such as company infrastructure, 

human resource management, technological development and procurement. In this framework Stabell and 

Fjeldstad argues that competitive advantage is relative to competitors as defined by the market segment 

and product scope in which the firm operates. If firms can create a higher margin than its competitors 

either through lower costs of activities or via a higher perceived value of its products in the market, they 

have a competitive advantage (Stabell & Fjeldstad 1998, page 416-420; Barney & Hesterly 2010, page 74-

75). 

While the value chain is used by firms to create a large quantity of standard products via a fixed set of 

activities, companies which are formed around a value shop configuration, focuses more on individual 

solutions. According to Stabell and Fjeldstad, the value shop setup relies on intensive technology such as 

knowledge, to manage and apply resources into solutions tailored to the client’s needs. In this setup the 

company creates value by changing an existing state to one which is deemed more desirable (Stabell & 

Fjedstad, page 420-421). Central to the value creation logic of the shop, is that this desired change brought 

to the customers object of interest, is that value is not always apparent to the customer, due to a 

asymmetry in information between the user, and the expert which often populate service firms. This is best 

exemplified by Stabell and Fjeldstad in the case of a medical doctor whom also delivers value to a client, 

merely by attending to him, even if no ailment is found. Service creation in service shops is often not linear, 

as activities can be cyclical and move back and forth between problem identification and data collection 

which can confirm a solution, reject it or reformulate it into a new solution. In highly complex cases or 

scenarios the value shop configuration might lead to reference of client problems to other specialists within 

or outside the organisation, if the expertise of these actors is deemed to be better suited for the particular 

problem at hand. This does make the shop configuration highly labour intensive, with human resource 

management, such as recruiting, training and keeping good professionals, playing a central role. However, 

as the employees are often professionals themselves, there is as high degree of co-performance between 

supporting activities (such as human resource management, marketing, procurement or technological 
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development), and primary activities (solving client problems) simply because the professionals through 

their work will create not only value, but also input for the supporting activities. As an example of this, 

Stabell and Fjeldstad elaborates by describing that the ability to, for example, attract and retain expert 

professionals (human resource management) or advertise the organisation successfully (marketing), is in 

itself, heavily dependent on the reputation of the professionals and the work done in the organisation. The 

aspect of reputation is therefore a key feature of value creation in the shop setup, as competitive 

advantages, are gained, not through low costs market leadership, but rather through gaining a reputation 

of providing quality solutions better fitted to customer problems, than competitors. (Stabell & Fjeldstad 

1998, page 420-427) 

Lastly turning to the value network, Stabell and Fjeldstad attributes this setup to firms which rely on 

mediating technology to link customers who wish to be connected. Value creation in this setup is centred 

on providing and organising exchanges and interactions between customers, be it direct (such as a 

telephone service, connecting parties via a call), or indirect (such as the instance of a bank, where the 

individuals are not linked directly, but where groups of customers are linked through a pooling of funds). A 

firm which operates after the value network configurations efficiently serves as a gatekeeper, allowing 

certain members who complement each other to be connected, obligating both the members and the firm 

to certain set of rules. As adding another actor to the network has influence on the value of the whole 

network to customers, the company in some instances has to exclude those who do not complement the 

other members of the network or does not comply with the obligations of the network, in order to 

preserve the integrity of the network as a whole. In the value network both the access in itself as well as 

the service offered, are subject to value and cost considerations by the firm. The firm has to balance the 

values of extending the network with new members with the increased costs of doing so, while also 

considering what adding another service function to the network will bring both of advantages, but also 

costs (Stabell & Fjeldstad 1998, page 427-432 

As can be seen, especially the value shop configuration has several areas which converge with literature on 

knowledge and the knowledge based view mentioned above, First and foremost, both the knowledge 

based view and the service shop, recognise knowledge as a central competitive advantage which adds value 

for the individual organisation (Kogut & Zander 1992; Stabell & Fjeldstad 1998; Grant et al. 2000) even 

though there exists a slight difference: While knowledge in the knowledge based view can present a barrier 

for competitor imitation (Gran et al 2000) it does in the service shop serve more as an distinguishing 

feature for reputation (Stabell & Fjeldstad 1998).  Furthermore, while the knowledge based view presents 

the issue of tacit knowledge such as know-how as something which requires learning by doing (Grant et al. 
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2000) the value shop takes a similar approach by outlining how service firms are often populated by 

professional experts who have learned their knowledge, methodology and language through training 

(Stabell & Fjeldstad 1998). 

 Another example of convergence is the nature of the expert, both the knowledge based view and the value 

shop has a strong emphasis on the knowledge base on which these experts found their skills. For Stabell & 

Fjeldstad (1998) this leads to asymmetry between the client and the provider of a service, while both Kogut 

& Zander (1992) as well as Grant et al. (2000) emphasise how the tacitness of certain knowledge might 

make it hard to convey to others (hence also serving as a source for asymmetry in information).  

While the knowledge based view explains how the particularities of knowledge allows for transference of 

knowledge without the owner giving up possession of it (Grant et al. 2000), this is also implied in the 

service shop, as professionals will here provide a certain service without necessarily loosing ownership of it 

(as in the example with a doctor mentioned above) (Stabell & Fjeldstad 1998). 

3.3 Understanding emerging markets 

While the previously mentioned literature provided some background theory, mainly seen from the point 

of view of the individual organisation it does not do much to understand the special characteristics of 

emerging markets like China, therefore the relevant literature on this subject will be investigated. 

3.3.1 What is emerging markets? 

While there is no universally accepted definition of emerging markets, authors such as Arnold & Quelch 

takes a wide approach, adopting three different definitions which are all used to describe emerging 

markets. The first definition focuses on a relatively low absolute level of economic development compared 

to the worlds developed nations, and is usually indicated by Gross Domestic Product (GDP) per capita or 

the relative balance between the primary, secondary and tertiary industries. The second definition focuses 

on the relative pace of economic development, with many emerging markets enjoying a high GDP per 

capita growth rate. The last definition focuses on market governance and the establishment of a free 

market within a country. If a country is in the midst of economic liberalization from command to market 

driven economy, the market is sometimes referred to as a transition economy, which is a subset of 

emerging markets (Arnold & Quelch 1998, page 8). While Hoskisson and his colleagues as well as Peng, 

subscribe to a definition which does ignore the first definition and adopts the last two, as criteria for an 

emerging market, (Hoskisson, Eden, Lau and Wright 2000; Peng 2003), other authors such as Khanna and 

Palepu, focuses on the institutional framework present in these markets. Khanna and  Palepu defines 

emerging markets as economies which have a potential to offer substantial growth, but still has a risk of 
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market failures, because institutional infrastructure is underdeveloped (Khanna & Palepu 1997, page 42 ) 

(see also below for an account on the institution based view).  

No matter if one uses the more wide definition of emerging markets or the more narrow characterization 

of "transition economies"; it seems that these markets often prove challenges, because they foster 

problems and conditions which are different from those of the organisations home country (Arnold & 

Quelch 1998, Meyer & Tran 2004, Douglas & Craig 2011).  

While markets in the industrial triad generally present higher income per capita, predictable markets and 

well developed infrastructure (Douglas & Craig 2011), emerging markets present quite different realities: 

these markets are often highly segmented both in relation to each other but also in relation to regions 

within the individual markets (Arnold and Quelch 1998, Meyer & Tran 2004). 

3.3.3 The institution based view 

 One way to understand why emerging markets are so significantly different from developed economies is 

to look at the institutional context which prevails in such markets. Earlier, the institution based view has 

already been introduced to hint at the possibility that in the instance of public sector organisations, the 

home country institutional setup will have an important limiting effect on decision power for these actors 

(Poba et al. 2009), (see above). In the following I will introduce the institution based view in an emerging 

market context, as this is the main application in the literature (Hoskisson et al. 2000; Peng 2003; Peng et al. 

2009), however the notion that home market institutions might also play an defining role for public sector 

organisations, is an important notion to keep in mind, when going through the following theory.  

In the literature several authors agree with North's (1990) definition of institutions as the "rules of the 

game in a society" (Hoskisson et al. 2000, page 252; Peng 2003, page 275; Peng, et al. 2009, page 64), it is 

however, often only noticed how important institutions actually are for a society when they are missing 

(Peng et al. 2009; Khanna & Palepu 2010). Building on North (1990)4 and Scott (1995)5, Peng and colleagues 

outline a broad distinction of institutions into 3 categories, or "supporting pillars", namely regulatory 

(formal rules and enforcement mechanisms supported by the state), normative (norms, defined as the 

legitimate vehicle to pursue goals) and cognitive (taken for granted beliefs and values, such as culture and 

ethics) (Peng 2003, page 276;  Peng et al. 2009, page 64). 

                                                           
4
 North, D. 1990. Institutions, institutional change, and economic performance. Cambridge, MA: Harvard University 

Press, as seen in Peng, M., Sun, S. Pinkland, B. and Chen, H.: The Institution-Based View as a Third Leg for a Strategy 
Tripod, Academy of Management Perspectives, 2009, page 63-81  
 
5
 Scott, W.R. 1995.  Institutions and organizations. Thousand Oaks, CA: Sage, also seen in Peng, M., Sun, S. Pinkland, B. 

and Chen, H.: The Institution-Based View as a Third Leg for a Strategy Tripod, Academy of Management Perspectives, 
2009, page 63-81  
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The literature goes on to describe how organisations and their employees make decisions on the basis of 

the formal and informal rules set up by the institutional structure of any country, rules which can both 

provide constrains, but also facilitate strategies (Hoskisson et al. 2000, Peng 2009). According to Khanna 

and Palepu, organisations which enter emerging markets face several institutional voids in these local 

markets. While organisations from developed economies have build their respective businesses on a strong 

foundation of market infrastructure, such a foundation does not exist in emerging markets, which all to 

some degree, fall short in providing the institutions necessary for basic business operations (Khanna & 

Palepu 1997, 2010). 

In emerging markets the formal institutions of the state, are largely absent, or recent economic reforms 

have rendered them inefficient, therefore authors such as Peng et al. and Hoskisson et al. argue that 

organisations operating in these markets turn to less formal institutional frameworks (such as personal 

networks) to overcome uncertainty (Hoskisson et al. 2000; Peng et al. 2009) or institutional voids (Khanna 

& Palepu 2010), (see also transaction costs above). However, as emerging economies mature and start to 

develop the formal rule based framework of the market, actors start to rely more on market and rule based 

intermediaries to circumvent uncertainty, as the return of utilizing a strategy based exclusively on informal 

institutional setup, are minimised. (Hoskisson et al. 2000, Peng 2003). On the basis of the above, authors 

who emphasise the importance of institutions when determining organisation strategy, make a compelling 

argument for including the institution based view, not only in determining strategies in emerging markets, 

(Hoskisson et al. 2000; Peng 2003; Khanna & Palepu 2010, but also in considerations on general firm 

strategy (Peng 2009). 

3.3.4 The Chinese market 

Due to the sheer scale of the Chinese market, it proves a growing demand of 70 million middleclass 

consumers (Luo 2007) looking for previously unavailable foreign products and services as well as an 

opportunity to learn to cater to large scale markets which can be used in other markets (Arnold & Quelch 

1998; Luo 2007). However, even though the sheer size of the market seems alluring, this market in 

particular, proves some overall challenges to the outsider not familiar with the country. First and foremost 

the overall Chinese market is far from as developed as its western counterparts: average incomes are still 

far from those of developed countries (Douglas & Craig 2011) and despite rising incomes, Chinese 

consumers are, more price sensitive than their western counterparts. Therefore local competitors are often 

likely to gain an upper hand in the low cost market (Luo 2007; Douglas & Craig 2011). This means that 

competitive advantage in the market is no longer solely about product attributes, such as supplying the 

pent up demand of the growing middle class for previously unavailable western products and services 
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(Arnold and Quelch 1998). As local competitors are also gearing up to supply these products at a lower 

price, success in China requires continuous innovation and brand advantages. If foreign companies are to 

prevail over local incumbents, they need to focus on building strong brands with good reputations and 

providing superior quality, while keeping local copy cats and knockoffs at bay (Luo 2007). 

Elaborating  on the characteristics of the Chinese market, Luo states that it is in fact not one single market, 

but rather a conglomeration of several different markets distinguished by factors of economic development, 

industrial development, culture, purchasing power, channels for distribution and consumer behaviour. 

Following this definition Luo outlines five different tiers making up the Chinese market:  

Tier 1 markets consists of cities like Beijing, Shanghai, Guangzhou and Shengzhen, which all comprise what 

Luo calls “developed growth markets” (Luo 2007, page 16), whereas Tier 2 markets are provincial capitals 

stretching along the east and south costs. Both tier 1 and 2, Luo characterises as being characterised by 

high levels of competition, in a state somewhere between a growth- and a mature market. Because of 

general increases in income for mid- and high end consumer segments, these markets continue to grow, 

but in some industries the market is starting to mature and the success of foreign companies depend on 

the industry in which they are. Generally the income of consumers in the two first tiers is higher than the 

income of the lower tiers, and they are both more economical developed than lower level tiers. 

Next comes tier 3 markets, which consists of non capital cities in the east and south as well as capital cities 

in the inland and northern regions, these markets generally represent the emerging markets of China, 

according to Luo, especially within the area of foreign products and services. While Tier 3 markets are less 

developed than Tier 1 and 2 markets, they are experiencing strong economic growth rate, and have the 

fastest growing base of financial capable consumers, both able and willing to pay for foreign products. In 

comparison to the tiers below them, Tier 3 markets are more developed and its consumers are much more 

affluent. 

Tier 4 markets are non capital cities in the inland and northern regions, while finally Tier 5 comprises rural 

areas, counties, towns and villages. Both of these two market categories, consist largely of untapped 

markets for foreign organisations and together they also comprise the largest part of the Chinese 

population. Because of the large population base in these last two tiers, Luo argues that as available 

income increases and as these markets start to develop, they will be very interesting for foreign actors 

entering China (Luo 2007). 

Turning next to the institutional setting, mentioned in the institution based view above, authors such as 

Arnold and Quelch (1998), Hoskisson et al. (2000) as well as Luo (2007) all argues that in a Chinese context, 

institutions play a pivotal role. As a member of the World Trade Organisation and a signatory to the 
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General Agreement on Trade in Services (GATS), the Chinese government has gradually relaxed the market 

for services (Menzies & Orr 2013) and deregulation has gradually been implemented to encourage both 

competition and foreign ownership in many industries (Luo 2007). This does, however, not mean that the 

regulatory landscape is more favourable to foreigners than before (Ibid). While entry intervention, such as 

regulation specifying particular entry modes, partner selection and entry location choices, are not subject 

to regulation to the same extend as they were before, foreign entrants now have to be aware of 

regulations and policies related to operation interference in the market. Examples of these include rules for 

component localisation, geographic coverage, environmental protection and other related policies. In 

addition, the government also decides who receives business licences in certain industries and which 

industries require licensing, as well as it does have a monopoly on establishing agencies and institutions 

which have wide frames for interpreting the law in any way they see fit, proving major source for 

uncertainty for foreign entrants not familiar with the market (Luo).  

It is exactly because of this institutional setup that personal relationships are so important in China, both 

between business partners, but also with government officials (Arnold & Quelch 1998; Luo 2007). As also 

mentioned earlier, foreign organisations might rely on relationships with business partners, in order to 

avoid institutional voids in emerging markets (Hoskisson et al. 2000). The importance of business networks 

in foreign markets has been discovered by authors such as Forsgren (2008) and Johanson and Vahlne (2009) 

and especially in China, these relationships are necessary for growth and success (Luo 2007). Although 

personal relationships alone might not be enough to secure market shares, they do prove first hand insight 

and experience about the market (Forsgren 2008; Johanson & Vahlne 2009), as well as a resource of social 

capital, which can work to diminish transaction costs and uncertainty (Luo 2007) and gain favours and 

support from the local government (Arnold & Quelch 1998; Luo 2007).  

3.4 Moving towards the operational level 

Authors such as Meyer (2002), Meyer and Tran (2004) and Lasserre (2007) all argue that an entry strategy 

has to balance the needs and resources of the individual firm while taking into account the specific 

environment in the market. Following this strain of thought, it should therefore at this point be possible to 

move towards an analytical framework to use in this paper, since both the literature on the firm as well as 

emerging markets have so far been covered in the previous sections of this review.  

However before moving on, it is important to elaborate a bit on the entry mode of service firms, (the 

question of how to enter a market). Authors such as Menzies and Orr (2013) argue that, in order to fully 

understand entry mode choice, one can not only look at the specifics of the organisation, combined with 
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the characteristics of the market. In the instance of foreign service internationalisation (FSI), it is necessary 

to look at the distinction between “hard” and “soft” services as well, in order to fully comprehend the entry 

mode. As it has already been hinted at earlier, service firms have received relatively little attention 

compared to the literature that exists on manufacturing firms (Stabell & Fjeldstad 1998), and this tendency 

is also apparent in the literature on internationalisation of service organisations vis-à-vis the literature on 

internationalisation of manufacturing firms (Erramilli 1990; Hill 1996; Kennedy 2005; Menzies & Orr 2013). 

The distinction between hard and soft services presents an alternative to the literature on 

internationalisation by manufacturing firms as authors such as Erramilli (1990) and Kennedy (2005) believe 

that services have special characteristics which separate them from manufactured goods. Menzies and Orr 

argues that the distinction between hard and soft services is especially important when investigating FSI, 

because the characteristics of services have a restricting influence on the entry mode that a service firm can 

chose when entering a foreign market (Menzies & Orr 2013). 

Erramilli identifies the crucial distinction between hard services and soft services as the ability to separate 

production from the application of a service. Arguing that hard services, (such as packaged software, 

engineering design and R&D services) can be produced in one location and then exported to a completely 

different setting, Erramilli continues that soft services (such as healthcare, hospitality, fast food or car 

rental) have to be utilised in immediate proximity to the place of their conception.  Despite acknowledging 

that the intangibility of services, distinguishes these from manufactured goods, Ekledo & Sivakumar, 

present the idea that the theories on manufactured goods does also apply to hard services. They argue that 

as a hard service can be retained on a medium of storage, such as in books, on disks or CDs, it is likely to be 

treated as manufactured product when exported to a foreign market. Therefore Ekledo and Sivakumar, do 

not see any difference between providers of hard services and manufacturing firms in the process of 

internationalisation (Ekledo & Sivakumar 1998, page 279-280).  

When hard services as well as manufactured goods, can be stored and transported, this means that they 

can both take advantage of a wider range of entry modes, from low resource commitment modes such as 

export, over agency agreements and joint ventures, to fully owned foreign direct investment projects, 

depending on the commitment the company wants to show to the particular market in question. For soft 

services, such a separation of production and utilisation, is not possible; soft services have to be produced 

close to where they are consumed,  restricting the choice of entry modes in a foreign country for these 

types of services (Menzies & Orr 2013). Providers of soft services are from the get go forced to commit 

more (and hence also accept a higher risk) in a market where they need a physical presence, since low 

involvement  via exports are impossible (Erramilli 1990; Ekledo and Sivakumar, 1998; Kennedy 2005). 
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As outlined by Menzies and Orr, a clear distinction between hard services providers and soft service 

providers cannot always be drawn, some organisations they argue, can choose between both soft and hard 

services depending on the opportunities available within the foreign market, and the risk tolerance of the 

organisation. As an example, a firm of solicitors has the ability to provide both hard and soft services: On 

one hand a hard service could be delivered from the home country of the organisation to another location, 

by offering legal assistance via mediums such as telephone or e-mail. On the other hand, actual 

representation of a client would require a physical presence in the respective market, and would hence 

constitute a soft service (Menzies and Orr 2013).  The choice of either type of service to be delivered, 

according to Menzies and Orr, is thus dependent on the interplay between the demand for a service in a 

market and the desire to supply such a service based on the internal considerations of the organisation 

(Ibid). As soft service providers were already seen to be restricted from choosing export as an entry mode 

the nature of a service delivered on a foreign market therefore seems relevant to understand the choice of 

entry mode selection by the individual organisation (Erramilli 1990; Ekledo and Sivakumar, 1998; Kennedy 

2005; Menzies & Orr 2013). 

  



 37  

4. Developing an analytical framework 

As identified in the previous literature review two main factors seems to have a heavy influence on the 

entry strategy of corporations, one will be named “Internal factors” another will be named “External 

factors”. Internal factors are, as the name suggests, related to the organisation itself. In this framework one 

might refer to them as the blueprint and toolbox of the organisation, accounting for the specifics that make 

up this organisation and the means which it has at its disposal. External factors on the other hand makes up 

for the variables which have an influence on the performance of the organisation from the outside. The 

term "external" is used in order to clarify that these factors are external to the boarders of the company, 

both physically and figuratively.  

As it was also seen in the end of the previous section, the two factors of the organisation and the market 

alone are not enough to full understand the entry modes of companies providing service solutions. 

Therefore another overall factor, namely that of the “Nature of the transaction offered in the market”, 

seems necessary to include in an analysis of factors affecting entry mode. In spite of the abstract heading, 

the concept of this last factor is quite straightforward; it simply identifies the characteristics of the product 

offered by the service organisation in the market, and is placed somewhere between the organisation and 

the market. However, in order to avoid confusion in the distinction between physical products and service 

products, the current heading has been chosen. 

Illustration 3: Analytical framework, own creation 

In the illustration, is possible to see a graphical depiction of how the three outlined factors will have an 

effect on the questions of why/where, when and how in the entry strategy. As seen, the factors amount to 

a 3X2 + 1 matrix, where the three questions which make up an entry strategy are seen to be dependent on 
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internal and external factors respectively, while the nature of transactions in the market has been added as 

an additional factor determining entry mode. Following the illustration, I will elaborate upon how each of 

these factors affects entry strategy, in order to formulate propositions for how a foreign service provider 

should enter the Chinese market. It is these propositions which will then be investigated in the analysis, in 

order to understand how they relate to the case of SOSU Silkeborg in China. 

4.1 Research propositions 

4.1.1 Why and where to enter 

Internal factors 

In the existing literature authors such as Ives (1994) Hill (1996) and Orr (2010) outline that public sector 

organisations posses certain resources and capabilities, particularly within knowledge intensive areas such 

as education and healthcare (Udenrigministeriet 1983; Indenrigsministeriet 1985; Ives 1994; Hill 1996). 

Elaborating on the importance of knowledge, authors such as Grant et al. (2000) argues that the most 

important resource for any organisation is the knowledge it possesses, as this is the source of its 

competitive advantage (Hogan et al. 2010). 

Proposition 1a: Service firms from the public sector have strong knowledge resources within the areas of 

education and health care which they can use to gain competitive advantages and hence be successful in 

China. 

Previous experiences and accumulated knowledge shapes where organisations set up international 

operations (Kogut & Zander 1992), usually organisations set up operations in locations which are similar to 

their home market in psychic distance first and then gradually move to other more foreign markets once 

they have gained enough experience (Johanson & Vahlne 2009). The further away an organisation gets 

from its established knowledge base, the more unsure are its chances of success (Kogut & Zander 1992).  

Proposition 1b: Due to path dependency foreign service providers should enter the Chinese market only if 

they have experience in similar markets, as this increases the chance of success. 

External factors 

With the rapid growth rates and a sharp increase in the middleclass consumers demanding foreign goods 

and services, emerging markets such as China offers attractive markets to explore for foreign providers of 

service (Arnold & Quelch 1998; Meyer & Tran 2004; Khanna & Palepu 2010; Douglas & Craig 2011). 
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Especially the large size of the Chinese market, offers possibilities with its large numbers of potential 

consumers (Arnold & Quelch 1998; Luo 2007; Douglas & Craig 2011) 

Proposition 2a: Due to its sheer size and rapid growth rates, the Chinese market proves a significant 

opportunity for long-term competitiveness and success of foreign service providers.  

However, a foreign market especially an emerging market like China, brings with it challenges and specific 

characteristics (Arnold & Quelch 1998; Douglas & Craig 2011). As proposed in the literature, emerging 

markets are highly segmented (Arnold and Quelch 1998), even within China there is a large difference 

between the different tiers of the market: While tier 1 and 2 markets are more developed, they are also 

growing slower than lower tier markets. The markets of tier 4 and tier 5, have great potential, but lack 

purchasing power (Luo 2007). 

Proposition 2b: In order to be successful, foreign service operators should pursue the Chinese tier 3 markets, 

as these grow faster than the more developed markets, but still offers a higher economic development than 

the lower tiers. 

4.1.2 When to enter 

Internal factors 

By entering the Chinese market as a first mover,  a foreign provider of service has an opportunity to gain 

valuable experience from the market, such as insight into consumer habits and favourable relationship with 

governments, which it can use to boost its chances for success (Meyer 2002; Lasserre 2007). 

Proposition 3: Foreign service providers should enter the Chinese market as first movers in order to 

strengthen their own capabilities and hence their chances of success. 

External factors 

Emerging markets in the window phase presents enormous opportunities for western service firms, where 

supply cannot follow the rapidly increasing demand (Lasserre 2007). 

Proposition 4: In order to be successful, western service providers should enter emerging markets such as 

China, as first movers, in order to gain first move advantages over competitors. 

4.1.3 How to enter 

Internal factors 

The decision of how to enter a foreign market was on the internal side seen to be determined by the 

strategic objectives of the firm as well as timing and the internal capabilities, the organisation in question 
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posses (Lasserre 2007). The previous propositions have all addressed these issues; however, it is also 

important to look at the feature of service firms when examining entry modes as these operate after 

different value creating logics than typical manufacturing firms (Stabell & Fjeldstad 1998). As mentioned by 

Luo (2007) local firms will have an advantage in the market for low costs, therefore the first proposition 

must be as follows: 

Proposition 5a: Western service providers should acknowledge the nature of knowledge intensive services 

and establish themselves in some form of value shop configuration within China, focusing not on costs but 

rather on reputation, in order to succeed. 

As seen in Kogut & Zander (1992), the characteristics of information is different from those of knowhow 

and this will be a determining factor when considering how a firm can transfer and replicate its knowledge 

in another market (Grant et al 2000). The same goes for explicit and tacit knowledge which both have 

separate characteristics which will be influential on the way that knowledge can be transferred amongst 

individuals (Kogut & Zander 1992; Grant et. al 2000). 

Proposition 5b: If the knowledge offered by the foreign service provider, is explicit information, the 

knowledge can be transferred with relative ease, and low commitment entry modes are enough to ensure 

success. 

Proposition 5c: If the knowledge offered by the foreign service provider, is tacit knowhow, the knowledge 

cannot simply be transferred to the foreign market, and therefore a strong market commitment is required 

for the organisation to succeed. 

External factors 

Turning next to one of the defining features of emerging markets such as China, it was seen in the reviewed 

literature how such a market often faces certain institutional voids ((Khanna & Palepu 1997; Khanna & 

Palepu 2010), To circumvent these institutional voids, foreign organisation can rely on personal networks 

and relationships with local partners (Hoskisson 2000). The importance of connection with local partners in 

a market like China is further emphasised by Luo whom mention that cooperation with local players can be 

used as social capital to win favours with the local players and government officials (Luo 2007) 

Proposition 6a: Due to instructional voids and the importance of networks within the Chinese market, 

western service providers must enter the market via joint ventures with local partners in order to increase 

the chance of success. 
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However, it is not only the Chinese context which influences the operations of organisations. As seen in the 

literature for public sector organisations, home country institutional settings will also influence the decision 

powers of such organisation (Hill 1996; Dixit 1997; Poba et al. 2009). 

Proposition 6b: The home country institutional setup will place restrictions on how a public service firm can 

enter the Chinese market, and hence also have an influence on how successful the venture can be. 

Nature of the transaction offered in the market 

While entry mode is typically seen as being dependant on the internal features of the organisation  in 

connection with those of the external environment (Meyer 2002; Lasserre 2007) this is not enough 

(Menzies & Orr 2013). Services can be distinguished between hard and soft services, and this distinction has 

an influence on how a service provider can enter a foreign market (Erramilli 1990; Ekledo & Sivakumar 1998; 

Kennedy 2005 and Menzies & Orr 2013). 

Proposition 7a: If the service delivered to the Chinese market is a hard service, foreign service providers are 

free to chose amongst all entry modes, as no restrictions apply to success. 

Proposition 7b: If the service delivered to the Chinese market is a soft service, foreign service providers are 

restricted in their choice of entry mode, they have to conceive the service close to the where it is utilised in 

order to be successful. 
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5. Case presentation 

5.1 SOSU Silkeborg, an introduction. 

As a Danish provider of vocational education, SOSU Silkeborg offers both education and further education 

within the areas of social- and healthcare as well as pedagogical training. The institution was established in 

January 2007, when it went from being an institution under municipal ownership to becoming a self-

governing institution under the Danish Ministry of Education. As a self-governing institution, SOSU 

Silkeborg has its own supervisory board, director and an independent number in the Danish Central 

Business Register (CVR), but management and the supervisory board are, subject to the overall rules set 

forth by the ministry (Vedtægter 2014). Below follows an overview of the organisation. 

 

Illustration 4: Organisational diagram of SOSU Silkeborg, based on depiction on website, 
http://www.sosusilkeborg.dk/fileadmin/user_upload/Dokumenter/Om_SoSu%20Silkeborg/Organisation/20140731-organisationsdiagram.pdf 

The Supervisory board consists of 11 members with voting privileges and two members who are not eligible 

to vote. Of the 11 members who can vote, 9 are politically appointed from outside the organization, while 

the remaining 2 who are eligible to vote and the two who are not, are appointed by SOSU Silkeborg 

(Vedtægter 2014). 

As an organization, SOSU Silkeborg has at its core the production and facilitation of knowledge (Vision 

2020). This knowledge, and the study programmes offered are all developed in close collaboration with 
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both public and private actors within the Danish welfare sector, and seeks to address the requirements to 

the labour force that these actors have.  Furthermore, it also recognises the increasing importance of the 

private sector within the Danish welfare sector (Vision 2020, Handleplan 2014).  

SOSU Silkeborg has campuses in both Silkeborg and Skanderborg and  offer three major study programmes, 

namely the education of Social and Healthcare Helper, (SOSU helper) Social and Healthcare Assistant (SOSU 

assistant) and Pedagogical Assistant 6. These courses are at the level of the Danish upper secondary 

education and include both practical training within an institutional context, as well as theoretical teaching 

at the vocational college. The goal of these studies is to give student, often with various background 

experiences, an education which qualifies them to employment, primarily within the social and welfare 

sectors, with a mixture of theory and practical skills7. 

As a vocational college, SOSU Silkeborg also offers a Basic Programme within healthcare, nursing and 

pedagogic which is a shorter introductory course which is typically aimed at students applying directly after 

having finished their 9th year of elementary school, in order to prepare them for one of the major study 

programmes above. It also has Adult Learner programmes within Pedagogical Assistant and Social and 

Healthcare Helper, targeted at the education of older students wishing to switch career paths8.  

Last, but not least, the institution has several courses offering continuous education and is home to the 

Danish pre-hospital educational centre. The courses here are often shorter in time span than the main 

courses, presented as pay-per-course services, offering in-service training to already qualified personnel 

within the social and healthcare sector as well as continuous education of ambulance medics and other pre 

hospital staff 9,10. 

The majority of its income, SOSU Silkeborg receives via government funding (Annual rapport 2013) towards 

its primary education activities, via the so-called “taxameter system”. According to this system, funds are 
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allocated to the individual institutions in blocks to use under the rules provided by the Ministry of 

Education as well as the guidelines of the individual institution11. As a provider of education, SOSU 

Silkeborg has the opportunity to earn additional income through offering certain services, such as in-service 

training and continuous education to interested parties at a market price, via the income covered business 

model (indtægtsdækket virksomhed, IDV). While government funding is earmarked to be spend on 

education and maintenance for services rendered on the Danish market, the funds obtained via IDV are less 

restricted and can be used also to investments abroad12. 

Below follows an outline of certain key figures for SOSU Silkeborg as an institution:  

 
2009 2010 2011 2012 2013 

No. of students 336 451 496 545 514 

Total revenue, million DKK 33.6 43.6 50.2 52.0 53.7 

Total year result, million DKK -0.9 1.3 2.7 3.5 1.3 

Revenue IDV, million DKK N/A 4.59 5.06 1.87 3.39 

Result IDV, million DKK N/A 0.65 0.75 1.09 1.32 

Accumulated IDV, million DKK N/A -0.485 0.27 1.34 2.67 

Table 2. Own creation, numbers from annual rapport 2013 

SOSU Silkeborg is a relatively small organisation, which has competition from other SOSU schools in 

Herning, Randers, Aarhus and Horsens (Vision 2020). As can be seen from table 2, the number of students 

attending various courses and training has been increasing steadily since 2009, with income growing from a 

loss of about 900000 in 2009 to a surplus of 1.3 million Danish Kroner last year. From the table it is also 

possible to see that, both the number of students as well as the overall result experienced a decline 

between 2012 and 2013, due to a conflict between the teachers union and the Danish government in the 

early spring of 2013. As a result, the government implemented a lock-out which affected most of the 

Danish education system and meant that not all SOSU Silkeborgs courses could be undertaken as planned. 

The lower total result in 2013 was, however, partially offset by a higher income from IDV that particular 

year, leading to a net result in 2013 of about 1.3 million Danish Kroner (Annual rapport 2013). 
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5.1.1 SOSU Silkeborg in an international context. 

In recent years SOSU Silkeborg has been looking towards the international market and established 

relationships with partners in countries such as Norway, Greenland, the Faroe Islands, United Kingdom, the 

Netherlands, Spain, Tanzania, Ghana, Kenya and China13. Especially in Ghana and China, have these 

relationships lead to increased collaboration and cross border cooperation:  

In Ghana, SOSU Silkeborg is working together with a local educational institution to develop a curriculum 

within the area of geriatric care and has an agreement regarding an expanded exchange of students and 

teachers between the two organisations. Furthermore, SOSU Silkeborg has been the host for political 

delegations from Ghana, exploring the possibilities for export of Danish welfare solutions to Ghana14.  

Since 2012, the organisation has also been actively involved in China. Originally following an invitation by 

the Royal Danish Consulate General in Chongqing to explore this market; SOSU Silkeborg has participated in 

several business meetings with local stakeholders and officials. In order to strengthen the relationship with 

the Chinese side, the organisation has an employee stationed in China for six months between 2012 and 

2013, and this so far has resulted in the signing of business deals in Chongqing and Shanghai.  

In relation to Chongqing, SOSU Silkeborg, did in the summer of 2014 sign an agreement with the private 

Chongqing-based business consortium Carestart. The collaboration signed covers the delivery of altogether 

five short term courses over a period of one year, to institutional partners within the health- and eldercare 

sectors. These courses are to offer knowledge within areas such as lifestyle diseases, dementia and nursing 

home management15. For Shanghai, SOSU Silkeborg has signed an agreement with the largest Danish 

private nursing home operator, Danish Deacon Homes (Danske Diakon Hjem) regarding the basic education 

of local staff to the nursing home that Danish Deacon Homes is to operate. This project is driven and 

financed by a Chinese developer, working to establish a premium nursing home aimed at the upper middle- 

and high-class segments heavily inspired by Danish standards. The project is expected to be completed in 

2015, when Danish Deacon Homes are to take over daily operations16. 
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Illustration 5: Young girl and grandmother 

at the Ciqikou market I Chongqing. Once 

this girl grows up, close to 1/ 4 of the 

Chinese population will be above 65 years 

of age. Authors own picture. 

5.2 The Chinese market for eldercare solutions 

Today the population of Asia Pacific is rapidly growing older. As a result 

of rising living standards and better medical care, mortality rates are 

falling and life expectancy is increasing. Nowhere is this more apparent 

than in China, which in 2011 had a population of 136 million citizens 

above the age of 65, equalling 24.4% of the world’s total population of 

people above 65 years of age (Euromonitor 2012). Demographic 

projections suggest that the percentage of aged Chinese citizens above 

65 will rapidly increase its share of the total Chinese population over the 

next 30 to 40 years. In 2011 the percentage of Chinese above the age of 

65 was 8.3 % of the total population and these numbers are expected to 

reach 22.6% in 2040. For Chinese aged 80 or more, the share is expected 

to grow from 1.4% today to 5% in 2040. Translating these percentages 

into numbers mean that the number of Chinese aged 65 and above will 

amount to about 329 million in 2040, while the number for the elderly 

aged 80 or more will amount to 73 million (Zhanliang et al. 2011).  

Because of longstanding traditions, rooted deeply in the legacy of Confucianism, eldercare in China has 

historically been undertaken within the sphere of the family. According to Confucian thinking, the values of 

respect, love and support for the elderly are all central themes in good family ethics, and have been 

associated with obligations of filial piety and a fraternal duty towards the elderly generations. (Ge &Shu 

2002). Not living up to ones duty towards the elderly of the family has be associated with shame and a loss 

of face in the Chinese mentality (Zhang 2012). As a result of Chinas economic reforms in the early 1980ies, 

Chinas previous system of publically funded hospitals and heavily subsidised local health clinics has been 

changed to a fee-for-services system, resulting in an increase in out of pocket expenditures for the patients, 

from an average of 38.8% of the total healthcare costs in 1991 to 60.5% in 2001 (Flaherty et al. 2007). Since 

no national health insurance scheme or hardly any publically funded safety net existed for the elderly in the 

past, this group has been especially vulnerable to the changes of the Chinese society, and therefore the 

Confucian tradition of caring for the elderly is not only a norm, but an actual legal obligation as Article 49 of 

the Constitution of the People’s Republic of China proclaims that: 

-“Parents have a duty to rear and educate their children who are minors, and children who have come 

of age have a duty to support and assist their parents.” (Ge & Shu 2002, page 39; Zhanlian et al. 2011, 

page 738)  
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The Criminal code of 1980 goes even further, specifying that: 

-“Those who refuse to support [their parents], and where the circumstances are odious, shall be 

sentenced to imprisonment of up to five years, or to detention or public surveillance”. (Ge & Shu 2002, 

page 39) 

In today’s rapidly developing Chinese society, however, traditions have to give way for the changes in 

demographics and society at large: As a result of the one-child policy, there is a growing concern that the 

individual family alone, will not be able to take care of the growing number of elderly in the future (Lan 

2010; Zhanliang et. al 2011). The increase in life expectancy, coupled with the one-child policy means that 

the percentage of elderly citizens in China is growing five times faster than that of the general population 

growth (Zhang 2012). In many urban areas this has materialised into the so-called “4:2:1” family structures, 

of 4 grandparents, 2 adult children (whom themselves have no siblings) and 1 grandchild (Flaherty et al 

2007; Zhanliang et al 2011). Combining this with the growing phenomenon of so-called “empty nesters” 

(elderly living alone, because their children have migrated to other cities to work) the traditional system of 

caring for the elderly at home seems under heavy pressure (Lan 2010).  

Recognising the challenges that society is facing, the central government in Beijing has emphasised the 

development of the Chinese welfare system as a top priority for the country’s continued growth and 

stability. In the current five year plan, running from 2011 to 2015, the government for the first time 

mentioned the establishment of a nationwide basic eldercare system as a key point for the future. The 

backbone of this future eldercare scheme is meant to be based on pay-for-service solutions, and private 

insurance, while the government has committed to paying a meagre allowance to the most poor of the 

elderly. Another important feature for this future system, is that the family still plays a pivotal role, as the 

majority of the elderly Chinese are still expected to be cared for at home in the future (Lan 2010; 

Knowledge at Warton 2012; Zhang 2012). Until recently institutional care for the elderly was virtually 

unheard of in China. The few government run institutions that were to be found, were more social welfare 

institutions in nature than actual nursing homes, catering only to the mentally retarded, the poor with no 

families and childless adults (Zhanlinag et al 2011). However the government’s recent five year plan does 

also outline the importance of massive investments in institutionalised eldercare, via the establishment of 

new nursing homes and expansions of already existing projects  

As seen from the illustration next page, the acuteness of demand for eldercare solutions is highly 

differentiated from region to region within China.  
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The province of Sichuan and the municipality of Chongqing in central China, the north-eastern province of 

Liaoning, as well as the eastern regions of Anhui, Jiangsu and the municipality of Shanghai, all have a share 

of more than 10% of their overall population above the age of 65 years (dark blue). On the other hand, 

regions like the western regions of Xinjinang, Tibet and Qinghai as well as the southern province of 

Guangdong all have less than 7% of their population above the age of 65 (Trade Council 2012).   

Illustration 6: Map of demographic distribution of Chinese elderly above 65 years in 2011. Source: Trade Council Health Team 2013 Newsletter 

Following the definition of the United Nations, a country or region can be defined as an aging society once 

more than 7% of its population is above the age of 65, (Flaherty et al. 2007; Sun 2013) as seen from the 

map, this is true for several areas and regions within China, and areas which are facing the strongest 

pressure from an aging population are already seeking to respond this demand. In Shanghai for example, 

the local government has implemented the so-called “9073” policy where Shanghai has to invest heavily in 

developing an elder care system. In the future, 90% of the elderly are to be cared for at home by family 

members with assistance from trained nurses, 7% are to be taken care for through community service and 

day care centres, while 3% of the elderly are expected to rely on nursing homes (Zhang 2012). Other areas 

such as the municipality of Chongqing and the region of Sichuan have implemented similar policies and it is 
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estimated that this will require the establishment of respectively 80 to 90,000 new nursing home beds in 

Chongqing and about 40,000 in Sichuan (Danish Care Group Membership Agreement 2013).  

In 2010 China had only 3.5 million nursing home beds, in 101,000 public senior care facilities, amounting to 

less than 2 % of the total Chinese elderly, with waiting lists for the best nursing homes being more than 100 

years (Sun 2013). Therefore a focal point in the central government’s current five year plan, is the inclusion 

of private companies and investors, both foreign and domestic, to work alongside the government in 

establishing institutionalised eldercare solutions for the growing number of elderly (Knowledge at Warton 

2012; Zhang 2012; Sun 2013).  

5.2.1 Obstacles to the development of a Chinese eldercare industry 

Despite implementing several schemes and offering various incentives, the government has so far had 

troubles with attracting enough investors to participate in the development of a future market for 

eldercare in China, resulting in a slow growth of the market (Zhang 2012; Zhou 2013), this has several 

reasons:  

As the industry is still in its infancy in China, there is a clear lack of a proven business model to set up 

operations within the eldercare sector, any efforts by investors will be conducted more or less in 

unchartered waters (Knowledge at Warton 2012; Sun 2013; Zhou 2013). In top tier cities on the east coast 

of China, like for example Beijing and Shanghai, a market is emerging with a numbers of local and foreign 

actors establishing various projects (Knowledge at Warton 2012; Sun 2013). As seen, Danish actors are also 

participating in this development. Besides the collaboration between SOSU Silkeborg and its partners, the 

Danish organisations Zeso Architects and VIA University College have recently signed a deal with Chinese 

developers regarding respectively the design of and personnel training for a Chongqing based, luxury 

nursing home project17,18. So far, however, these projects are still relatively far apart, and most have yet to 

break even, let alone to produce a profit (Zhang 2012; Zhou 2013). 

 Most of the Chinese led projects have so far focused on establishing cheaper institutions by spreading 

costs across several thousand beds, while western players have chosen a more careful approach, 

establishing smaller scale institutions focusing on delivering premium services to the more affluent 

customer segments. As a result, prices of the few western operated nursing homes that do exist in China 
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are often 10 times that of local operators, which makes these projects feasible for the middle- and upper 

classes only (Lan 2010; Knowledge at Warton 2012). 

Despite the Chinese government’s official intention to let private operators take part in the development of 

the eldercare industry at large, the government still has the controlling stake in this development. Related 

to the point made above, the government only gives subsidies to Chinese elderly attending public nursing 

homes, making private alternatives prohibitively expensive for the majority of the population (Zhang 2013). 

Furthermore, the government has a monopoly on developing and defining standards for the industry, 

prompting many private investors to adopt a strategy of “waiting-and-seeing” as the government fine-

tunes the legislation in the industry (Zhang 2012; Zhou2013).  

The last, but perhaps most serious challenge to a future eldercare industry in China is the lack of care 

personnel able to cater to the needs of the growing numbers of elderly. Currently geriatric care as a 

subspecialty within the Chinese health care system is almost nonexistent. Compared to more established 

specialities, such as paediatrics or psychology, only few institutions prove formal education in geriatric care 

and no formal geriatric fellowship or national board certifications deal with the diseases accompanying old 

age (Flaherty et al. 2007). As an example, is estimated that the whole country of China only has about 300 

doctors who are formally qualified in treating dementia (Khan & Loo 2014). This tendency can also be seen 

in the demand for senior care workers; China is lacking about 11 million senior care workers to take care of 

about 33 million elderly with various needs and disabilities. So far the country has about 300,000 senior 

care workers, most of whom are migrant workers from the countryside who have no formal qualifications 

or education in caring for the elderly (Zhanliang et al. 2011; He 2012)  

Some families, who cannot take care of their elderly family members themselves, have enlisted the help a 

so-called baomu (保姆) to take care of their relatives. The two words “bao” (保) and “mu” (姆) can literally 

be translated to “protection” and “mother” and does represents a type of maid who will move in with the 

elderly family member and take care of daily chores as well as deliver one-to-one nursing care to the 

elderly. Obviously however, such an option is available only for the more well off Chinese, and as the 

majority of these maids are often middle aged women from rural areas, they also tend to lack any formal 

eldercare education (Flaherty et al. 2007).  

While the Chinese government is aware of the lack of skilled caregivers in China, and is current increasing 

funding to this area, the immature state of the Chinese eldercare market, seems to suggest that the need 

for formally educated senior care personnel will persist for years to come (He 2012). 
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6. Analysis - Factors influencing the entry strategy of SOSU Silkeborg 

After having shortly described the case of SOSU Silkeborg and the market for eldercare in China in the 

previous section, I will now turn towards an analysis of how the different factors found in the literature 

review will have an effect in the particular case of SOSU Silkeborg as an organization. The analysis will be 

conducted within the analytical framework and founded upon the propositions developed earlier.  

6.1 Why/where to enter. 

Internal factors 

As was seen in the literature review, public sector organizations were presented to have strong 

competencies within the areas of healthcare and education, and especially knowledge was seen as being an 

essential capability for service firms. In the very first interview conducted for this paper, namely with Vice 

Director of SOSU Silkeborg, Karen Roed, the importance of knowledge in relation to SOSU Silkeborg, was  

established as well. In her interview Karen Roed stated that education as a general rule is public in Denmark, 

with educational institutions receiving public funding for providing the knowledge that the market 

demands (Appendix 1, see also previous section) hereby making knowledge and the spreading of 

knowledge, not only one capability amongst others, but rather the raison d’être for said educational 

facilitators. Turning to the rest of the interviews with staff both from SOSU Silkeborg and its business 

partners, this notion seems to be substantiated, as all of the respondents familiar with the organisation 

except for one, referred to the knowledge that SOSU Silkeborg posses within the area of eldercare and how 

this might prove opportunities for export on the Chinese market (Appendix 2, Appendix 4, Appendix 5 and 

Appendix 6). Even respondents who were not affiliated or familiar with the organization and hence would 

not have any interest in painting the capabilities of Danish eldercare in a certain light, emphasised how 

Danish professional expertise within education of staff for institutionalised elder care could serve as a 

vehicle for increased trade with China (Appendix 7 and Appendix 8b). 

A topic which was repeatedly mentioned by several respondents, despite not being introduced by the 

author, was the notion of the so-called “Danish model”: The respondents of Karen Roed, Benny Lauridsen 

and Nanna Holm all specifically referred to this subject, and argued that it was this model which was the 

basis of the strong competencies of Danish providers of eldercare solutions (Appendix 1, Appendix 2 and 

Appendix 6).  According to Nanna Holm, the specific way the Scandinavian welfare states are organised, to 

cater to the individual needs of citizens at various phases of their life, means that organisations and 

institutions within this system do have extensive experience in offering services to citizens in areas as 

diverse as for example institutionalised childcare or eldercare (Appendix 6). Karen Roed outlined that 
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within the area of eldercare; the Danish model is founded on the accumulated insight and expertise of 

professionals such as doctors, nurses and senior care workers and presents best practices developed 

throughout the last 50 to 60 years (Appendix 1). While the Danish model for eldercare is founded upon the 

specific professional disciplines of geriatric care and gerontology (Appendix1, Appendix 2) several of the 

respondents emphasise that the true strength of the Danish model, versus other models, is the ability to 

look at the complete picture and administer treatment in accordance with the individual needs and 

requirements of the elderly, rather than providing a generalised one-size fits all approach to treatment 

(Appendix 1, Appendix 2, Appendix 6, Appendix 7 and Appendix 8b). Elaborating further on this, Jakob 

Taarup-Esbensen (as an outsider not familiar with SOSU Silkeborg) as well as Nanna Holm (as a 

representative for one of SOSU Silkeborgs business partners) both emphasise that it is not necessarily with 

in the area of particular skills that the Danish organisations and firms have their strongest competitive 

advantage, instead the advantage lies with the way their employees think. Both Jakob Taarup-Esbensen 

and Nanna Holm argued that the thing that makes the Danish model so attractive, is that throughout the 

Danish education system students are taught to think for themselves (Appendix 6,). If Danish professionals 

do not know the best solution to a particular problem, they do know how to obtain this information, openly 

admitting that they cannot be experts within every field. This notion is much in contrast to many other 

cultures, and especially the Chinese, where it would be considered a loss of prestige to admit that experts 

do not always have the final answers. Therefore, many professionals from said cultures adopt less than 

optimal solutions, because they will not admit that they need to consult external knowledge (Appendix8b). 

Nanna Holm in her interview argued that it is the ability to reflect about the best course of action alone and 

in collaboration with colleagues, that separates the Danish system from other systems, and in her interview 

she stated that this is actually also what the Chinese customers are seeking (Appendix 6).  

Building upon the above it is possible to support Proposition 1a, as it is seen that SOSU Silkeborg as a public 

service provider has a strong competitive advantage within teaching eldercare personnel how to cater to 

the needs of the rapidly growing elderly Chinese population. 

Turning to the issue of previous experiences, SOSU Silkeborg as an organisation does not seem to have any 

experience from Asian markets similar to the Chinese market. Despite having collaborations with many 

international partners (see previous section) both Karen Roed and Benny Lauridsen stated that SOSU 

Silkeborg did not have any previous experiences from the Chinese market (Appendix 1 and Appendix 2). 

According to Benny Lauridsen, certain staff members, did have limited international experience from 

exchange programmes with the Nordic countries, Ghana, Tanzania and Kenya (Appendix 2), but true cross 

border operations had only been achieved through instances of short term courses offered in Greenland, 
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Ghana (Appendix 1, Appendix 2) and the Faroe Islands (Appendix 1). Therefore the case of SOSU Silkeborg 

seems to discount Proposition 1b, namely that experiences from markets similar to the Chinese are 

absolutely required to be successful in China. Previous experience within the Chinese market is, however 

emphasised as extremely important for success in China, both by the organisation itself (Appendix 1, 

Appendix 2), its Chinese business partners (Appendix 4, Appendix 5) and outsiders not familiar with the 

case at hand (Appendix 7, Appendix 8) . Benny Lauridsen argued that China is the most foreign market he 

has ever worked in, and emphasised that therefore it is an absolute necessity to gain firsthand knowledge 

of the market by being physically present (Appendix 2). Recognising the necessity of experience within the 

Chinese market, SOSU Silkeborg has hence had personnel stationed in China for about 6 months in order to 

gain experiences and knowledge about the Chinese market. Therefore, although Proposition 1b was initially 

seen to have been discounted, it is followed by the important qualification, that knowledge directly related 

to the Chinese market, instead of knowledge from markets similar to the Chinese market, seems to be of 

paramount importance for success in China (Appendix 1, Appendix 2, Appendix 3 Appendix 4, Appendix 5, 

Appendix 7, Appendix 8a,b). 

External factors 

As seen in the previous introduction, China is currently facing a serious demand for both institutionalised 

eldercare and personnel which has actually received formal training in caring for the elderly (Knowledge at 

Warton 2012; Zhang 2012; Sun 2013). In relation to SOSU Silkeborg, it is worth noticing that China is 

currently facing a demand for about 11 million trained senior care workers (He 2012), a demand which is 

made even more urgent as the Chinese government requires the majority of senior care personnel to have 

a formal and certified education by 2015 (Appendix 3). As was also seen in the introduction to the Chinese 

market, the areas of geriatrics and gerontology as professional fields are far from fully developed, and this 

was confirmed by 3 of the respondents (Appendix1, Appendix 5, Appendix 7). One concrete example is the 

staggering number of 13 million elderly diagnosed with dementia in 2013 (Appendix 5) and the only 300 

doctors trained in treating this disease (Khan & Loo 2014, see also previous section).  

Acknowledging the huge demand from the Chinese market, the respondents of Karen Roed, and also 

Jørgen Delman, presented education within eldercare, as a potential driver for Danish exports in the future. 

(Appendix 1, Appendix 7).  By being present on the rapidly developing Chinese eldercare market, the 

respondents from SOSU Silkeborg, mentioned strengthening the market position of the organisation, by 

respectively, pursuing a goal of being the preferred choice of partner for Chinese institutions within 

vocational education (Appendix 1) as well as having the opportunity to affect future legislation and 

standards (Appendix 2). 
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The previous, all point towards support for Proposition 2a, as the data clearly suggests that being present 

within the Chinese market proves tangible competitive advantages for a service provider like SOSU 

Silkeborg.  This support is further strengthened when understanding how engagement in market 

development in China can also affect the market position of SOSU Silkeborg in the domestic market: 

According to Karen Roed, SOSU Silkeborg is just a small school in a Danish context, with severe competition 

from other Danish Social- and Healthcare colleges, located in immediate proximity to Silkeborg. Therefore 

an international profile and engagement, proves both an opportunity to promote and differentiate SOSU 

Silkeborg from its danish competitors, as well as an opportunity to, heighten the social status of vocational 

educations (Appendix 1).  

Specifying in which location to set up operations within China, it was previously seen that the demand for 

eldercare solutions in China, varies across China (see illustration 6, previous section). So far, SOSU Silkeborg 

has signed contracts in two of the locations which are facing the highest demand, namely Shanghai and 

Chongqing, (Appendix 1, Appendix 2, Appendix 4, Appendix 5 Appendix 6). 

 While the interview with Nanna Holm, confirmed that the project in Shanghai was progressing as planned 

(Appendix 6), the interviews of Karen Roed, Joy Yu and Karen Zheng all suggest that it is harder to find 

business partners willing to pay the premium price charged by SOSU Silkeborg in Chongqing: As of mid-

2014, when the respective interviews were conducted, Carestart had not been able to attract enough 

interest for the courses offered in collaboration with SOSU Silkeborg (Appendix 1, Appendix 4, Appendix 5), 

and as such this seems to directly discount Proposition 2b, that tier 3 markets are the areas that foreign 

service providers should focus on.  

Instead the data suggests that the higher tiers of tier 1 and tier 2 markets are better locations for foreign 

service providers to set up operations:  While Shanghai falls into the category of a tier 1 market (Luo 2007) 

the interview with Nanna Holm seems to suggest that, despite the fact that Chinese people are generally 

sceptical to the idea of eldercare as a for-profit industry, the sheer interest for their Danish inspired nursing 

home, proves that this kind of market is feasible for foreign service providers (Appendix 6). Chongqing, on 

the other hand, as an inland capital city is defined as a tier 3 market by Luo (2007), but despite rapid 

economic growth, the market seems unwilling to pay premium prices for care of its elderly citizens 

(Appendix 1, Appendix 4, Appendix 5).  Especially this last strain of information seems to lead towards the 

next question that an organisation has to answer when entering a foreign market, namely that of timing or 

as stated in analytical framework, when to enter a market. 
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6.2 When to enter 

Internal factors 

As already mentioned above, Benny Lauridsen in his interview introduced that SOSU Silkeborg as an early 

entrant on the Chinese eldercare market, had the opportunity to affect the future legislation and standards 

within the eldercare sector by cooperating with, and acting as a consultant for the Chinese government  to 

undertake  the reformation of the Chinese welfare (Appendix 2).  

This notion is in fact one of the first mover advantages mentioned by Meyer (2002) and Lasserre (2007) and 

hence points in the direction of supporting Proposition 3, stating that being a first mover in a foreign 

market can serve to strengthen the internal capabilities of the organisation. As knowledge has already been 

established as being the most important resource for a firm  (Kogut & Zander 1992, Grant et al. 2000), and 

especially for an education provider like SOSU Silkeborg (Appendix 1), an early presence on the market will 

allow the organisation to gather first-hand experiences and establish favourable relationships with local 

business networks (Forsgren 2008, Johanson & Vahlne 2009). All respondents unanimously agrees that 

knowledge of the Chinese market is of utmost importance for success in this market, (Appendix 1, Appendix 

2, Appendix 3, Appendix 4 Appendix 5, Appendix 6, Appendix 7 Appendix 8a, b). Therefore the interviews 

seem to confirm that a first mover position offers an opportunity to learn about the market while 

competition is still in its infancy, in order to be ready for when demand really picks up speed (Appendix 4) 

(a notion which also leads support for Proposition 4, seen below). The support for Proposition 3 is further 

strengthened by the interview with Karen Roed, as she outlines how a position as a first mover presents a 

the chance to heighten the brand value of the Social- and Healthcare vocational educations, by being a 

potential driver for future Danish exports (Appendix 1).  

External factors 

In relation to the analysis of the previous proposition, the importance of gaining knowledge within the 

market was already established, however as also seen, the previous proposition was concerned primarily 

with the knowledge of the market as an internal capability. Here the analysis will instead look at how the 

external market in itself affects the timing of entry on the Chinese market. 

As was seen in the previous section, competition within the Chinese market for eldercare solutions is still 

almost none existing. This notion is confirmed by the interview of Nanna Holm, where she argues that 

Danish Deacon Homes would actually preferred a bit more competition within China since this would also 

help to sharpen their profile against competitors (Appendix 6).  In the instance of SOSU Silkeborg, both the 

organisation as well as its business partners, agree that an early entrance means that not many other 
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facilitators, within China offer education which is on par with what is offered by the Danish side (Appendix 

1, Appendix 4, Appendix 5 and Appendix 6). However, as also recognised by Karen Roed in her interview, 

the position as first mover is a risky one (Appendix 1) and nowhere does this seem to be more evident than 

in the inability of SOSU Silkeborg to convince institutions in Chongqing to pay for their premium priced 

education (Appendix 1, Appendix 4, Appendix 5). As seen from the interview with Yike Qin, many Chinese 

are reluctant to pay premium prices for a service which they have no formal guarantee will be better than 

the one offered by local senior care education programmes (Appendix 3). Referring to the theory of 

Lasserre (2007) this seems to suggest that the Chinese market for eldercare, in the lower tier markets, is 

still within its premature phase, as demand for the service offered by SOSU Silkeborg is largely absent. 

Turning to Proposition 4, that foreign service providers should enter China as first movers in order to gain 

advantages over late comers, the above data seem to suggest that Proposition 4 is only supported in 

markets which have already entered the window phase, which is not yet the case for lower tier markets 

such as Chongqing. In a tier 1 market like Shanghai, on the other hand, SOSU Silkeborg should be able to 

pursue a first mover position, although the fact that other actors are already gearing up here as well (see 

section 5), might raise the question if a true position as an absolute first mover can even be achieved. 

6.3 How to enter 

Internal factors 

Earlier in the analysis it was already indicated that SOSU Silkeborg as an organisation possessed strong 

capabilities within knowledge intensive training of eldercare personnel, (Appendix 1, Appendix 2, Appendix 

4, Appendix 5, Appendix 6). As seen from Lasserre (2007) such internal capabilities are also an integral part 

of entry mode considerations, and it already was seen that the value creating logic of service firms affects 

how an organisation operates within a market (Stabell & Fjeldstad 1998). For SOSU Silkeborg, the 

interviews of Karen Roed and Benny Lauridsen both reveal how the organisation as an integrated part of 

the Danish welfare system, has ready access to the accumulated professional expertise of the Danish 

welfare state and can offer specialised courses in the training of the elderly that not many competitors can 

(Appendix 1, Appendix 2).  

On the organisational level this focus on expertise and the asymmetry between the Danish experts in 

eldercare education on one side, and the Chinese customers demanding such expertise on the other, all 

seem to point towards the logic of a value shop, where a strong knowledge base, is used by the 

organisation to change a previous state into one which is more favourable for the customer (Stabell & 

Fjeldstad 1998) This notion of improving a previous position, is further developed in the interviews with 
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both Joy Yu and Karen Zheng, as both argue that SOSU Silkeborg, by offering training of the often unskilled 

Chinese eldercare workers can contribute to heighten the skills of local eldercare workers and hereby 

improve the general situation of eldercare on the Chinese market (Appendix 4, Appendix 5).  

This above offers support for Proposition 5a, that western service firms providing knowledge intensive 

services should enter the Chinese market via the value shop configuration. As has already been touched 

upon, it was indicated that Chinese consumers were reluctant to pay premium prices for services which 

they were unfamiliar with and therefore the interview with Yike Qin highlighted the importance of a strong 

reputation, within the Chinese market. A focus on building strong reputation rather than competing against 

the low prices of local competitors is fully in line with the key value driver of the value shop and therefore 

does prove additional support for Proposition 5a, and the value shop configuration being the most 

appropriate for service providers similar to SOSU Silkeborg if they are to have success in China. 

As already mentioned earlier, knowledge is not only an important capability of SOSU Silkeborg; as a 

provider of education, knowledge is the whole reason behind the existence of the organisation (see earlier). 

While it was acknowledged by every respondent familiar with SOSU Silkeborg, except for Yike Qin, that the 

organisation had strong skills within the area of eldercare which could be exported to China (Appendix 1, 

Appendix 2, Appendix 4, Apendix 5, Appendix 6), it was argued by respondents such as Nanna Holm and 

Jacob Taarup-Esbensen, that it was actually within the mindset taught by the Danish education system that 

the true competitive advantage of Danish educations is to be found (Appendix 6, Appendix 8b). Karen Roed 

and Benny Lauridsen in their interviews also hinted at this unique mindset, when they both mentioned that 

the true essence of Danish eldercare cannot be transferred just by copying Danish curriculums (Appendix 2) 

or producing PowerPoint presentations (Appendix 1). Instead the transference of the unique knowledge 

possessed within the Danish eldercare sector can only be done via a presence of trained Danish educators 

(Appendix 1) or possibly exchanges studies in Denmark. 

The findings above prove strong indicators that the competitive advantage and hence road to success for 

SOSU Silkeborg lies with Proposition 5c, as the nature of the knowledge offered, seems to be in line with 

that of tacit knowhow, and hence harder to transfer. This in turn also means that the case of SOSU 

Silkeborg does not support Proposition 5b, that a low commitment entry mode is feasible for success. Both 

interviews with Karen Roed and Benny Lauridsen mention how it is necessary with some form of relocation, 

either of either the Danish educators, (Appendix 1) or the Chinese students (Appendix 2), and this notion is 

specifically stated by Grant et al. as characteristic for tacit knowhow. Another source offering evidence for 

Proposition 5c comes from the Chinese side, as Karen Zheng, in her interview, outlines how learning-by-
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doing proves a more appropriate tool for education local Chinese care workers, because it offers a better 

and more practical understanding of providing care than academic lectures would (Appendix 4).  

External factors 

While the internal characteristics of SOSU Silkeborg were clearly seen to have an influence on how it could 

enter the Chinese market, the same can be said to apply for the externalities surrounding the organisation. 

As was seen in the previous chapters, factors such as government regulations and the setup of local 

business networks all play important roles for companies wishing to tap into the Chinese market. 

Turning to the interview with Yike Qin, this notion is confirmed, as he outlined how the Chinese 

government has implemented several rules and regulations on the operational level for foreign providers of 

eldercare education: for example, foreign education providers need to registered within the system of the 

Chinese Educational Supervisory body and they have to work together with domestic institutions (Appendix 

3). While the interview of Nanna Holm seems to go against the argument of Yike Qin (Appendix 3), by 

stating that so far Danish Deacon Homes have not encountered any troubles in cooperation with either 

Danish or Chinese authorities (Appendix 6), the interviews of both the Chinese business partners of SOSU 

Silkeborg (Appendix 4, Appendix 5) as well as the outside professionals familiar with the Chinese market 

(Appendix 7, Appendix 8b) all seem to indicate the importance of governmental policies for foreign firms 

operating in China. 

While Appendix 3 indicates that certain formal rules and regulations have in fact been implemented in the 

Chinese market, several interviews, such as those of Karen Roed, (Appendix 1) Benny Lauridsen, (Appendix 

2) Karen Zheng (Appendix 4) and Joy Yu (Appendix 5) all seem to suggest that the Chinese market is still 

facing severe institutional voids within the area of eldercare and education of eldercare workers. Karen 

Roed points out, how many Chinese, nursing home operators and customers alike are confused by the 

concept of Danish eldercare since they, due to Confucian tradition, are not used to institutionalised 

eldercare in the way offered by the Danish providers (Appendix 1, see also section 5). As such this signifies 

a certain lack of informal institutions, such as norms and culture, (see literature review) to fully understand 

what makes up Danish inspired institutional eldercare. This notion can be seen in the interview with Karen 

Zheng, as she emphasises how many, especially elderly, Chinese are opposed to the idea of spending their 

remaining years in an institutionalised settings, while the younger generations of middle aged Chinese are 

slowly embracing the idea (Appendix 4). In relation to specific diseases often related to aging, the voids in 

informal institutions also seems to comes to show, as both Karen Roed and Joy Yu reveal a general lack of 

understanding for a disease such as dementia within the Chinese healthcare system where many elderly 
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are often not diagnosed with this disease (Appendix 5) or even deemed to be almost possessed, because 

they suffer from dementia (Appendix 1). 

In order to navigate through the institutional voids of the Chinese market, all of the eight respondents 

emphasised the importance of a close collaboration with local business partners, in their respective 

interviews (Appendix 1, Appendix 2, Appendix 3, Appendix 4, Appendix 5, Appendix 6, Appendix 7, 

Appendix 8a+b). The above initially seems to prove strong evidence for Proposition 6a, that a foreign 

service provider should enter China via a joint venture agreement with a local partner, and the interview 

with Jacob Taarup-Esbensen provides further support for this claim, as he mentions how equal investments 

and the sharing of decision powers between involved parties serve to strengthen the commitment and 

success of collaboration between Chinese and western actors (Appendix 8b)  

The interviews of Karen Roed and Benny Lauridsen both agree with the importance of mutual and 

respectful dialogue between the Danish and Chinese partner, nonetheless, they both seems to prove 

support for the proposition 6a, under the qualification that joint venture agreements with partners are not 

necessary for success, as the collaborations SOSU Silkeborg have with both Carestart and Danish Deacon 

Homes, are more in line with an contractual agreements than joint ventures (Appendix 1, Appendix 2). 

While the ventures in China, still remains to prove successful, especially in the case with Carestart, the 

importance of close collaboration with Chinese partners mentioned in Proposition 6a seems to be 

supported. However the specification of joint ventures as required for success faces contradictory 

indications in the data, which will be further discussed in section 7. 

In relation to external factors affecting how SOSU Silkeborg can enter the Chinese market, and in 

connection with the discussion on the Chinese institutional setup, it is also relevant to investigate how the 

institutional setup of the home market, namely Denmark, will have an influence on the organisation as a 

public actor: As seen in the interview with Karen Roed and the previous section, SOSU Silkeborg is 

subjugated to the formal rules of the Danish Ministry of Education in several ways; first and foremost, as 

the organisation does receive subsidies from the state, they are bound by the rules and regulations which 

comes attached with such a financial support: For example, SOSU Silkeborg is not allowed to spend any of 

the public funds it receives, on markets outside of Denmark, as these funds are meant to be spend on 

activities related to the education of domestic students. Instead SOSU Silkeborg can use the funds it 

generates from its income covered activities, (Intægtsdækket virksomhed, IDV) to invest in foreign markets. 

The rules and regulations for IDV, however, does prove other restrictions, as organisations are not allowed 

to run a deficit on their IDV financed businesses, in 5 subsequent years (Appendix 1) as this could 
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potentially affect how education is delivered on the domestic market19. Also affected by the formal rules of 

the Danish Ministry of Education are the prices that SOSU Silkeborg can charge for offering their IDV 

courses. While Karen Roed is not aware if the regulations also covers foreign markets, the organisations is 

not permitted to charge a price that allows for profits of more than 30% within the Danish market, as this 

would distort competition (Appendix 1).  

Also addressing the subject of institutional setup as restrictive to the export of Danish welfare solutions is 

the interview with Professor Jørgen Delman, as he outlines how the institutional frameworks provided by 

various shifting Danish governments proves neither strong nor consistent enough to support a serious 

export of Danish welfare solutions. According to Jørgen Delman one of the major reasons for the failure of 

Danish systems export in the past, was that these efforts were not ambitious enough, nor did they secure a 

continued engagement after changes in power on the Danish scene (Appendix 7). Both Jørgen Delman as 

well as Jacob Taarup-Esbensen also point towards informal institutional setup as being defining for the 

failure of public service providers in utilising their competencies within a foreign market. According to 

Jørgen Delman, the majority of public service organisations are not used to free market competition and 

therefore have a hard time assessing the value they add, leading to trouble in defining what it is they offer 

to potential customers (Appendix 7). This seems to coincide with Jacob Taarub-Esbensen, who outlined that 

public service organisations will often focus on skills rather than the mindset which actually makes up the 

true value adding activity in which they have the strongest competencies. (Appendix 8b) (see earlier). 

The above seems to prove verification for Proposition 6b that home country restrictions will place 

restriction on how a foreign service can enter the Chinese market. In the case of SOSU Silkeborg the data 

seems to indicate that the formal institutional setup does prove regulatory limitations on how the 

organisation can commit to the market, and hence enter the Chinese market, as both the funds and time 

horizon that the organisation could invest on such a venture are limited (Appendix 1). Furthermore, SOSU 

Silkeborg also does face institutional voids, in the form of missing support and lacking experiences in 

assessing what their true strength are. 

Nature of transaction on the market 

As it can be seen, this factor affecting entry mode, is related to the nature of knowledge possessed by the 

organisation, and the market surrounding it. The nature of transaction lies somewhere in between the 

external factors and the internal factors, since it is both influenced by the demand from the market and the 

                                                           
19

 Indtægtsdækket virksomhed, webside of the Danish Ministry of Education, 
http://www.uvm.dk/Administration/Drift-af-institutioner/Indtaegtsdaekket-virksomhed, seen on September 19

th
 2014. 

http://www.uvm.dk/Administration/Drift-af-institutioner/Indtaegtsdaekket-virksomhed
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knowledge possessed by the organisation. In the instance of SOSU Silkeborgs entry into China I will here be 

looking at businesses in Chongqing and Shanghai separately:  

Turning first to the case of courses offered in Chongqing, these are done on the basis of arms length 

contractual agreements, where SOSU Silkeborg is to ensure the quality of the education and provide an 

interpreter while Carestart as the local partner is responsible for attracting the required numbers of 

potential students and marketing towards Chinese institutions in the business-to-business market 

(Appendix 1, Appendix 4, Appendix 5). In this collaboration SOSU Silkeborg is to utilise the professional skills 

it has gained within the Danish market to heighten and supplement the skills taught locally by Carestart, 

through short sequential courses. The courses are to be undertaken on a consultancy basis (Appendix 1) 

and will have focus on specific topic within eldercare, such as for example life style diseases and dementia 

(Appendix 2). As the central key point in the collaboration is the transfer of specific professional knowledge 

and skills learned by SOSU Silkeborg in the Danish market, to students of Chinese institutions working with 

eldercare, this indicates a decoupling between the production of the service and the consumption of the 

service, which was seen in the literature review to be characteristic for hard services. This notion is further 

strengthened, by the fact that the courses are only lasting about 1 to 2 weeks (Appendix 1, Appendix 2), as 

such short courses do not seem to allow for both production and consumption of new eldercare skills to 

take place simultaneously. In fact, the set up of the courses, as explained by Joy Yu, with sequential 

seminars and a Q & A sessions as exam preparation at the end, all points towards transference of particular 

skills and not the conception of new skills (Appendix 5). 

As the findings seem to suggest that hard services make up the transaction done within the Chinese market, 

this lends support to Proposition 7a, stating that if the services delivered have the nature of hard services 

an organisations such as SOSU Silkeborg can chose freely amongst all forms of entry modes, as no 

restriction apply. 

Looking at the business of SOSU Silkeborg in Shanghai, namely the collaboration between the organisation 

on one side and Danish Deacon Homes and their Chinese business partner on the other, this agreement 

constitutes the education of 50-70 local staff members for a Danish inspired nursing home in Shanghai 

(Appendix 1). From the offset the extent of these services are already longer in scope than the courses 

mentioned above, as education here will take between 1 and 2 months, in addition to this, Nanna Holm 

stated that continuous add on courses are required to ensure the right quality, and that complete training 

of the individual staff will therefore probably last about 2 years (Appendix 6). Furthermore Nanna Holm 

noted that the Chinese investor is demanding a Danish care concept, based on Danish quality standards and 

norms for the project in Shanghai (Appendix 6). This seems to indicate that the service which is demanded 
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from SOSU Silkeborg in Shanghai is more in line with soft services than it was the case in Chongqing: As it 

was already established, the concept of Danish eldercare cannot simply be transferred; it does require a 

longer period of learning-by-doing and the appropriate context. By having Danish Deacon Homes as a 

Danish operator of the nursing home in Shanghai, this proves a solid backdrop for where SOSU Silkeborg 

can instil the notion of Danish eldercare, hence both production and consumption is done simultaneously, 

as in the case of soft services. Another indicator supporting the notion of soft service being the what is 

demanded in Shanghai, can be seen from the Chinese sides expressing that they would be willing to dig up 

and transport a complete Danish nursing homes to China, including management and personnel, if such 

action had been possible (Appendix6). Hereby the Chinese side indicate that it is not the particular 

professional skills, but rather the full concept of eldercare taught in Denmark that they are interested in. 

The above seems to lend support to Proposition 7b that the nature of transactions within Shanghai are soft 

services, limiting the entry modes available for SOSU Silkeborg when entering China. As a soft service 

provider in China this means that SOSU Silkeborg is forced to chose more committed entry modes, with a 

an actual physical presence in the market, such as joint venture or full equity investments, while export is 

impossible. 

As it was seen in the analysis, it can sometimes be hard to make a clear cut distinction between the 

different factors affecting the various choices related to entry strategy. There seems to be several topics 

which affect more than one of the questions of Why/Where, When and How to enter a foreign market, and 

hence it can also be hard to pinpoint these topics only to one of the 2+1 factors outlined in the analytical 

framework.  

The illustration next page presents the findings of the analysis as presented in the analytical framework, 

and will serve as the basis for the following discussion in section 7, on recommendations for which entry 

strategy SOSU Silkeborg should pursue in China in order to succeed.  
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Illustration 8: Results of analysis, Own creation.  
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7. Recommendations – What entry strategy should SOSU Silkeborg pursue 

in order to be successful in the Chinese market for education of eldercare 

workers? 

This section will try to determine in which manner SOSU Silkeborg should enter the Chinese market. As 

established in the beginning of this thesis, an entry strategy needs to answer the 3 questions of  why/where 

to enter a foreign market, when to enter a foreign market and how to enter a foreign market. In section 1: 

“Research identification”, 3 specific sub questions were outlined to help answer the overall research 

question and these three questions, in the mentioned order, will be driving the discussion below. 

Sub question 1: WHY and WHERE should SOSU Silkeborg engage in the Chinese 

market? 

As it was seen in the analysis, SOSU Silkeborg, has strong knowledge based capacities within professional 

vocational skills, but also in the way which students are educated to think independently and take 

responsibility for their own gathering of knowledge. As it was also seen, such knowledge was expected to 

give the organisation a competitive advantage both when seeking to pursue the opportunities of the 

rapidly growing Chinese market for eldercare solutions, but also in relation to gearing up against 

competition within the Danish domestic market. 

It is, however, important for SOSU Silkeborg to be aware of the implications that their internal capabilities 

have on success in the Chinese market, especially on the long term sustainability of their competitive 

advantages. As argued by the resource based view, in the literature review, the resources and capabilities 

of an organisation should be valuable, rare, hard to imitate and the organisation of the firm should allow 

for exploitation of said resources (Grant et al. 2000). While the professional skills SOSU Silkeborg offers, 

present a ready service product which can be sold to interested parties in China, the explicit nature of such 

information also means that the transaction costs of replication outside the organisation are relatively low, 

making it easy for competitors to imitate and copy. This notion is supported by the respondents from sosu 

Silkeborg acknowledging that there are several other models and systems which could duplicate or act as 

substitutes for the skills offered (Appendix 1), and hence the organisation only expected its competitive 

advantage to last for maximum 5 years (Appendix 2).  

As the professional skills therefore seem to present a temporary competitive advantage only, it is instead 

advisable for the organisation to look towards the mindset that Danish education facilities provide, as a 

more sustainable competitive advantage within China. As was already established by the analysis, the 

ability to find individualised solutions, rather than applying one-size-fits-all standard approaches, and the 
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willingness to seek outside expertise when needed, can be seen as strong competencies taught by Danish 

providers of education. It is true that such knowledge is more in line with tacit knowhow, which it much 

harder to convey to another market, often requiring a physical presence in a specific context to successfully 

transfer (Grant et al. 2000). This, however, also means that it is extremely hard (and costly) for outside 

competitors to replicate or offer substitutes to a mindset offered by SOSU Silkeborg. 

If SOSU Silkeborg is to take advantage of the rapidly growing Chinese market for eldercare solutions, and 

not only be a footnote in its development, akin to Danish system exports in the 1980ies and 1990ies, 

(Appendix 7, Appendix 8b) the organisation has to realise that although its professional skills might prove a 

strong initial capability. It is important that SOSU Silkeborg makes up with itself, exactly what it is the 

organisation wishes to achieve in the Chinese market and how such efforts are to be evaluated. If the 

organisation mainly want to use its Chinese business to differentiate itself from competitors and attract 

students in the Danish market, it does not seem overly important to maintain a long term sustainable 

competitive advantage within China. But if SOSU Silkeborg is interested in gaining a strong position within 

the market for vocational education of eldercare personnel in the long run, the organisation is forced to 

rely on capabilities which provide a strong and permanent competitive advantage.  

The experiences that the organisation has gained from having personnel stationed in China for about 6 

month, definitively could be said to prove a strong capability for SOSU Silkeborg in the longer run. Although 

Karen Roed, in her interview, mentioned that experiences from markets such as Greenland, the Faeroe 

Islands and Ghana could prove some valuable insight to use in China (Appendix 1), it was, seen through the 

analysis that, what mattered most for successful entry, was experience from within the actual market. 

Given that neither of the cited countries shares culture, language or even continent with China, they can 

hardly be considered similar to China and hence raises a point against Johanson & Vahlnes (2009) definition 

of psychic distance as a driver for internationalisation to more exotic markets. Referring back to the insight 

on knowledge in the literature, it was seen that the chances of success are higher, the closer an 

organisation is to the base of its knowledge (Kogut & Zander 1992). Therefore, even though the analysis did 

not prove support for an incremental process when choosing which country to internationalise to, it can 

still be highly recommended that SOSU Silkeborg chooses an incremental approach when choosing which 

markets to engage within China, focusing on Shanghai and Chongqing as familiar markets, as beachheads 

for further expansion. These two markets should allow the organisation to slowly gather information on 

China, building trust, commitment and strengthening its local business networks, in order to gain more 

experience and hence learn of new opportunities in similar markets such as neighbouring provinces and 

cities. Once sufficient knowledge has been established, the provinces of Sichuan as well as Anhui or Jiangsu 
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prove potential markets for expansion from Chongqing and Shanghai respectively, as these provinces were 

all seen to face strong demands for eldercare solutions in section 5.2 (see illustration 6).  

Sub question 2: WHEN should SOSU Silkeborg enter the Chinese market? 

As demand for eldercare solutions is currently outstripping supply in the Chinese market, a first mover 

position here can arguably allow SOSU Silkeborg to gain first-hand knowledge without pressure from 

competitors. If the organisation chooses a first mover position, the analysis hinted at the opportunity of 

establishing close relationships with the local and central government (Appendix2), as well as the chance to 

pre-empt the market and gain an initial strong position (Appendix1). 

Even so, referring to the discussion of the previous question, it has already been established that the 

Chinese market it not just one market, but consists of several different tier markets with different demands 

and levels of economic development (Luo 2007), as the markets differ, this argues against choosing a first 

mover approach throughout the whole country. The interview with Karen Zheng suggests that because of 

long waiting lists for popular nursing homes (see section 5), local institutions in Chongqing have no 

incentive to invest in the premium training offered by SOSU Silkeborg. Since there will always be new 

customers waiting once a resident dies, no matter what the professional skill levels of front line workers are, 

nursing home manages will not pay for expensive formal educations. As soon as customers start to demand 

that senior care workers have a formal education, however, Karen Zheng continues, demand for the 

courses offered by SOSU Silkeborg will also pick up in Chongqing (Appendix 5).  

Distilling the information above, this seems to argue against SOSU Silkeborg investing heavily to secure a 

strong first mover position in Chongqing at this point in time, since the market is still seems to be in a 

premature phase. Instead the organisation should keeps investments to an absolute minimum, maintaining, 

but not expanding the current agreement with Carestart. As SOSU Silkeborg has only committed to paying 

an interpreter and the travel expenses incurred by sending educators to Chongqing, this operation is 

relatively inexpensive (Appendix 1, Appendix 2), and therefore the agreement with Carestart could act as a 

listening post, alerting the organisation when demand for their services pick up. 

In Shanghai on the other hand, demand for Danish inspired eldercare solutions is already taking off. Even 

though the nursing home that Danish Deacon Homes is to operate here has not even been fully completed, 

the project already has clients interested in moving in (Appendix 6). Such a demand seems to point in the 

direction of a market which has entered the window phase, and hence strong investments to secure a first 

mover position here seems justifiable. Although the sheer size of the Chinese market, seems to suggest 

that there is room for multiple actors (see section 5) there is always the risk that SOSU Silkeborg might 
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clear a path for competitors following in its wake (Meyer 2002, Lasserre 2007). Therefore, the presence of 

local and foreign firms all gearing up in Shanghai means that SOSU Silkeborg has to act aggressively if it 

wishes to carve out a position as the preferred provider of vocational education. 

Sub question 3: HOW, should SOSU Silkeborg enter the Chinese market? 

In the analysis it was confirmed that an organisation like SOSU Silkeborg should pursue a value shop 

configuration when entering the Chinese market, focusing on reputation as a key value driver instead of the 

cost drivers of economics of scale and capacity utilization. As information asymmetry exists between 

potential local business partners and the experts in eldercare education from SOSU Silkeborg, it is of the 

utmost importance that the organisation can convince the local institutions about the usefulness of the 

knowledge they offer as well as convince potential costumers that the premium price charged is acceptable.   

Related to the issue of informal institutional voids, namely the norm amongst many Chinese, that eldercare 

should be undertaken only by the family (see section 5), collaboration between SOSU Silkeborg  and local 

partners is extremely important to reach out to sceptical customers (Appendix 1, Appendix 3, Appendix 6). 

This notion of collaboration with local partners is further strengthened when introducing the formal 

regulations for supplying eldercare training, introduced by the Chinese government (Appendix 3). However, 

as was outlined in the discussion on the previous sub question, the organisation is planning on engaging in 

two different markets within China and therefore it seems necessary with two different entry modes. 

In Chongqing the analysis suggested that the market is still in a premature phase and therefore a cautious 

wait-and-see approach was recommended (see previous). As the analysis revealed that such a low 

commitment mode was not feasible for success in the Chinese market, (also due to the nature of the 

knowledge that the organisation delivers) a recommendation to choose a low commitment level initially 

seems counterintuitive. Indeed it could be argued that the rather loose contractual nature of this 

agreement does not work to heighten incentives, since the risks and rewards are not balanced: On one 

hand, Carestart is responsible for the marketing and facilities, entailing a large amount of sunk costs, likely 

to make the Chinese side very impatient in developing their business fast. On the other hand the 

restrictions on investments and the requirement to generate a surplus within 5 years put forth by the 

Danish rules for income covered business are likely to make SOSU Silkeborg more hesitant. Therefore it 

could be argued that a joint venture, where risks and investments were more shared would probably serve 

to align the incentives of both organisations greatly. 

However, returning to the literature on entry timing Lasserre outlined how large investments in a 

premature market are not likely to produce increased demand for a product (Lasserre 2007), a notion 
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which seems to resonate with the fact that so far SOSU Silkeborg and Carestart have been unable to attract 

institutions to pay for their courses (see analysis). Therefore it seems advisable that SOSU Silkeborg 

maintains their arms-length agreement with Carestart, for now, hoping for demand to pick up as the 

market matures. This agreement can then work as a an indicator for the overall demand for eldercare 

solutions in Chongqing, by measuring the demand for the courses offered, while it at the same time frees 

up resources to concentrate on the more developed market in Shanghai. 

 The recommendation to keep investments low in Chongqing is supported further by the hard services 

offered here. Since hard services can be stored and transferred, it is recommended that SOSU Silkeborg 

take advantage of these characteristics and utilise media such as books, instructional videos and remote 

learning to transfer knowledge to students, limiting the need to send Danish staff.  It might be necessary to 

send Danish trainers to conduct quality control, but the short 1 to 2 weeks courses seem to favour the 

development of local educators, perhaps via intensive stays in Denmark, rather than using resources on 

having several Danish expats and a translator stationed in Chongqing. 

Turning to the market of Shanghai, the knowledge that SOSU Silkeborg is to deliver to Danish Deacon 

Homes seems to suggest that a stronger commitment than the one undertaken in Chongqing has to be 

chosen. If SOSU silkeborg is to train local eldercare workers to provide Danish inspired eldercare, the 

organisation is not only to transfer professional eldercare skills, it also has to transfer, at least parts, of the 

mindset that gives Danish eldercare its special appeal (Appendix 1, Appendix 2, Appendix 6, Appendix 8b). 

Such a transfer constitutes a more tacit form of knowhow than professional skills, and requires exposure to 

the right setting, via longer periods of hand-on-experiences. Hence relocation of educators or students as 

well as longer practically embedded courses are a perquisite for such mindset to be transferred successfully 

(Kogut & Zander 1992, Grant et al 2000). By operating a Danish inspired nursing home in China, Danish 

Deacon Homes proves a setting similar to the one in Denmark and hence the cooperation is so important 

for SOSU Silkeborg in order to successfully train local staff. Furthermore the collaboration in Shanghai also 

serves as potential showroom towards the greater Chinese market. Since Chinese consumers and 

institutions often lack the conceptual understanding of what Danish eldercare entails (Appendix 1), it is 

necessary to show it to them (Appendix 6) and therefore the collaboration with Danish Deacon Homes is so 

important if SOSU Silkeborg wishes to promote their education in China.  

Nonetheless, although SOSU Silkeborg can piggyback on the cooperation between Danish Deacon Homes 

and its Chinese partners to enter the Shanghai market easier (Appendix 1), it in the longer run seems 

advisable that the organisation finds an additional local business partner. By entering into collaboration 

with another partner in Shanghai SOSU Silkeborg would not be as dependant on Danish Deacon Homes and 
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it would also be able to develop its own business network within the Chinese market, independent of 

Danish Deacon Homes. The nature of services offered in Shanghai proves another point for building a 

strong commitment towards the market. As the analysis did reveal that the services offered here are more 

in line with soft services and since it is impossible to separate production and deployment of soft services, 

low commitment entry modes such as export are not possible in Shanghai.  A joint venture on the other 

hand, would allow for SOSU Silkeborg to be closer to the Chinese market, simply be being embedded with a 

representative from said market, it also seems easier for the organisation to develop and readjust its 

services to the demands of the market.  

Considering the economic restrictions that SOSU Silkeborg faces from the rules of the IDV when moving 

abroad, a joint venture where the equity is split between the partners seem advisable. A split equity joint 

venture both shows a commitment to the market (Luo 2007, Appendix 8b), but at the same limits 

investments (compared acquisitions or setting up wholly owned operations). Also, by having an equal share 

in a potential joint venture, SOSU Silkeborg is sure that it will have a certain amount of ownership control 

over the direction the venture in China is taking. From the perspective of a first mover closely followed by 

latecomers, such a control seems relevant, if a minor misstep is not to prove an opportunity for 

competitors to gain the upper hand.  

It is important that SOSU Silkeborg chooses collaboration with a local organisation that presents a fit to the 

strategic, cultural, organisational levels of the organisation as well as compliments the capabilities that it is 

offering itself (Lasserre 2007), again leading back to the importance of SOSU Silkeborg establishing its own 

business network in order to learn about potential opportunities within it can pursue (Forsgren 2008; 

Johanson & Vahlne 2009) 

7.1 Combining it all – The entry strategy 

In an effort to answer the research question asked at the outset of this thesis, illustration 9, next page, lists 

all the recommendations found throughout the course of the discussion above.  By tying together the sub 

questions in one framework, the illustration proves an answer to the three questions of Why/Where, When 

and How to enter a foreign market, which were seen to make up a complete entry strategy. 

Building on several data sources and theories, the framework presents what this author believes to be the 

best entry strategy for SOSU Silkeborg as an organisation, if it wishes to succeed in the Chinese market for 

education of eldercare personnel. 
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Illustration 9: Entry strategy for SOSU Silkeborg in China. Own creation  
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8. Contribution of thesis 

As this paper constitutes a single case study focusing only on the instance of SOSU Silkeborg, it proves 

certain recommendations and suggestions which this author believes might prove beneficial for the 

successful entry of the organisation into the Chinese market. While the specific recommendations that 

have all been addressed in the previous sections focus on the case organisation itself, they can hardly be 

considered representative for the general population of service firms. Although it cannot be completely 

denied that other actors might find certain recommendations beneficial within their own organisation, the 

real contributions of this thesis lies not within statistical generalisation, but rather within analytical 

generalisations as the findings can serve to expand and modify the existing literature (Yin 1989 in Easton 

2010) examining how service firms internationalise. 

This thesis discovered how the literature on service organisations and their internationalisation have 

several shortcomings. First and foremost, it was seen how much of the literature on internationalisation is 

focuses mainly manufacturing sector firms, with few researchers interested in describing how service firms 

move abroad. The body of literature that does exist, seems predominantly focused on explaining the entry 

modes decisions service firms face (Erramilli 1990; Ekledo and Sivakumar, 1998; Kennedy 2005; Menzies & 

Orr 2013), while almost no attention seems to be given to the questions of why, where and when such 

firms should internationalise. Furthermore, the current literature proves only limited theoretical insight 

(Ives 1994; Hill 1996; Orr 2010) dealing with the internationalisation of organisations located within the 

public sector, why such publically funded organisations even choose to internationalise and the specific 

challenges faced by doing so. 

By attempting to develop a full entry strategy for SOSU Silkeborg, this thesis proves certain insight which 

might help to fill the above mentioned gaps. By outlining the 3 dependant variables which together make 

up an entry strategy and combining these with the internal factor, external factors and the nature of 

transactions in the market, not only an analytical framework was created, the 3x2+1 framework also proves 

a model for understanding service firm internationalisation related to entry strategy considerations.  

This thesis discovered that, in addition to the internal and external factors affecting the entry strategy of 

service firms, the transactions offered in a foreign market does also seem have some influence, especially 

when it comes to entry mode selection. The distinction of hard versus soft services was seen to be located 

somewhere in between the internal capabilities of the organisation and the service delivered to the foreign 

market. It can be recommended that future research should survey a larger sample of different service 

organisations to investigate if these findings are also representative for larger more heterogeneous 
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population. Another finding which relates to the distinction between hard and soft services was a certain 

area of convergence between the knowledge defined as tacit knowhow and soft services. Both were seen 

to be hard to transfer between locations and hence production and consumption could hardly be separated. 

This proves an interesting strain for further research, trying to uncover if knowhow and soft services are in 

fact similar on a 1:1 basis, or if there might be instances where differences exist between the two. 

The thesis also revealed that public service organisations have strong capabilities especially within the 

areas of education and healthcare, which it can use to gain a competitive advantage in a foreign market. 

The findings seems to suggest that knowledge intensive areas are one of the particular strong points of 

Danish public sector organisations, and that these institutions have certain skills and practices which are in 

high demand by foreign markets. It seems relevant for further research to attempt to define the nature of 

such skills and capabilities further, as well as to determine if the mindset taught by Danish education 

providers is actually really as valuable as this thesis suggests.  

Additionally, it can be argued that a possible future quantitative investigation of the internal capabilities of 

public service organisation would help to determine in which other areas public service organisations might 

have strong capabilities which can be used in a foreign market, and perhaps also what separates (if 

anything) the Scandinavian public sector organisations from other public sector organisations. 

One last finding which this thesis provided, was that especially for SOSU Silkeborg, it seemed that not only 

the institutional setup of the foreign market, but also the institutions of the Danish home market had an 

influence on entry mode strategy, and hence it could, in future research be interesting to develop this 

insight further. With relations to the theories on how firms should develop entry strategies for foreign 

markets it would be relevant to investigate if the home market institutional setup also has an effect on 

actors from the private sector, as this would definitively require an addition to the current theories. 

Another suggestion for future research could be a larger sample investigation into exactly how significant 

domestic institutional setups are for success for public organisations from different sectors. 
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9. Conclusion 

Building on several existing theories, this paper proposed an overall framework combining internal factors, 

external factors and the nature of transactions in the market as factors influencing the dependant variables 

of Why/Where, When and How, which together make up an entry strategy. In order to guide the analysis 

several propositions were developed to be tested in relation to the case of SOSU SIlkeborg. 

A discussion on the findings of the analysis led to several concrete recommendations for SOSU Silkebog 

within each of the three sub questions. It was seen how the organisation had to decide the reason for its 

entrance on the Chinese market. While providing professional skills to the Chinese eldercare personnel was 

seen to prove a short term competitive advantage, it was recommended that the organisation should 

rather focus on delivering a specific mindset, as this would a competitive advantage in the long run. As 

SOSU Silkeborg already has experiences in Chongqing and Shanghai, the thesis suggested using these 

markets as bases for further expansion into China. 

With regard to the issue of timing, it was confirmed how a position as early mover could help to strengthen 

the competencies of SOSU Silkeborg as an organisation. It was, however, also seen that the market for 

eldercare solutions in Chongqing is less developed than the market in Shanghai; therefore it was 

recommended that the organisation maintain a wait-and-see approach in Chongqing while focusing on 

establishing a strong first mover position in Shanghai only. 

For the question of how to enter the Chinese market, the thesis did prove support for SOSU Silkeborg 

choosing a value shop configuration while it also acknowledged the importance of the co-operations 

already initialised in China. For Chongqing it was recommended that the arms-length contractual 

agreement with Carestart be maintained, but not strengthened, in terms of commitment. For Shanghai it 

was emphasised how a strong commitment and collaboration with Danish Deacon Homes was necessary, 

but it was also recommended that SOSU Silkeborg in the longer run should look to engage in an equity joint 

venture with a local Chinese partner.  

By combining the insight of the concrete recommendations, this proved the final answer to the research 

question of what entry strategy SOSU Silkeborg should pursue in order to be successful in the Chinese 

market for education of eldercare workers.  

By investigating the issue of internationalisation of a public service organisation, this thesis did much more 

than only developing concrete recommendations to a single organisation. It did also contribute to expand 

on the insight on service internationalisation as well as suggest several possibilities for future research.  
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Appendixes 

Appendix 1, Interview with Karen Roed 

Interview with Karen Roed (Vice director of SOSU Silkeborg) 

Date and place:  April 11
th

 2014, 2 pm. Office of Karen Roed, Social- og Sundhedsskolen Silkeborg, 

Silkeborg 

Participants:   Karen Roed (respondent) and Jakob Bolding (interviewer)  

Length of interview: About 59 minutes  

Language: The interview was done in Danish and recorded directly. Below follows a transcribed 

summary in English which was subsequently done. (See attached CD for original and 

full Danish interview) 

At first the respondent was asked to give a status on SOSU Silkeborgs current activities in China. 

According to Ms. Roed, SOSU Silkeborg originally entered the Chinese market with the aspirations of becoming sub 

suppliers of education to the staff to Danish operators, wishing to operate and manage Chinese nursing homes. 

However, after a period of time it became apparent to SOSU Silkeborg that the Danish organisations they were 

supposed to cater to were slower and more cautious in their approach to the Chinese market, than SOSU Silkeborg 

wanted to be. This had several reasons, first and foremost these operators had a much larger organisational setup 

they needed to mobilise, while it also took a certain time to construct and design the homes that these operators 

were to operate. SOSU Silkeborg on the other hand, had a service, namely education which they felt they could 

relatively easy take and introduce to the Chinese market. 

SOSU Silkeborg originally had a strategy which said that they wanted to deliver a specific complete (SOSU) educations 

tailored to the Chinese market (full time 1 or 2 year courses), but after having been present in the market for half a 

year, they realised that such a full education was not feasible in China, both because the Chinese could not afford such 

an education and also because the market was not well established to demand the product that they were offering at 

this point of time. According to Ms. Roed the Chinese side simply did not have any concept to understand what kind of 

education SOSU Silkeborg could actually offer, because many of the leaders within this field were actually 

administrative manager rather than professional managers with an insight into the area of eldercare. For these 

managers the concept of a nursing home was something completely different from what the Danish side considers a 

nursing home, these managers saw a nursing home rather as place for senior residence with added social activities 

(instead of a place where the elderly actually require specialised nursing care). 

Therefore, SOSU Silkeborg in December last year (2013) got permission from its board to change its strategy, to that 

finding its own business partners and dealing directly with them. 

 Since then SOSU Silkeborg has signed a framework agreement with a Chinese consortium, called Carestart, consisting 

of the leader of several nursing homes in Chongqing e.g. a buyer of educated staff, a provider of education, mostly on 

the pedagogical area, but also within the social area, and a business consultant which has been working with 

international companies and especially Danish companies. 

This consortium will at first not be demanding full time educations yet, but will instead, be trying several individual 

courses related to the Danish model, courses related to dementia, basic elder care and elemental health enhancing 

care. The scope will be 1 week or 2 week sequential courses which will be included in the courses that the consortium 

is itself offering, with the expertise of SOSU Silkeborg contributing to heighten their own capabilities. 
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SOSU Silkeborg is well aware that this kind of approach might very well lead to a situation where their expertise is 

copied, and they have discussed this with their Chinese partners, however they still feel that in order to really 

understand and apply the knowledge that they offer students need a full comprehension of why things are done the 

way they are done, and this SOSU Silkeborg feels that it will be harder to copy, even though they do recognise that the 

Chinese are fast learners and they are capable of picking up on knowledge very fast. 

Another concrete business opportunity which SOSU Silkeborg is currently developing is a collaboration with Danish 

Deacon Homes (Danske Diakon Hjem), which is currently in the process of constructing a Danish inspired nursing 

home in Shanghai, together with a Chinese investor. Here SOSU Silkeborg has been asked to develop a complete 2 

month education of about 50-70 staff members, a task that Ms. Roed stated that she would personally be attending to 

in the following weeks. 

Here the respondent was asked if this staff, she had just mentioned, had any basic (professional) education so as SOSU 

Silkeborg was to develop their capabilities with further advanced training. 

Ms. Roed answered that the staff did not have any formal education related to eldercare; their background would be 

an elementary school education or some kind of (unrelated) job experience. She continued to outline that in the deal 

with Danish Deacon Homes it was expected that 8 nurses were to be employed at the nursing home, while several 

Danish expats with were also expected to be present to ensure the overall professional and managerial quality, as this 

was a requirement set forth by the Chinese investor financing the project. 

Ms. Roed agreed with this approach as she stated that one of the things that SOSU Silkeborg had gotten aware of 

during the last half year on the Chinese market, was that the professional (eldercare related) understanding was not 

very big at management level in Chinese nursing homes, simply because many of the managers were administrative 

leaders and business people rather than eldercare professionals. According to Ms. Roed this is probably one of the 

biggest differences between the Danish and Chinese eldercare systems, with the Chinese side being much more 

business oriented and focusing on providing a service product at a defined price, while the Danish side, despite also 

having focus on service, being more focused on professional estimates and evaluations. She further argued that 

reason for this would of course be that the Danish welfare system is tax financed while the Chinese is a user pays 

system, meaning that while the costs of the services offered in a Danish nursing home would be relatively hard to 

define, and build upon professional estimates, it would in China be much more market driven, by an expectation of a 

certain agreed upon level of service at a certain cost, with the opportunity to add-on additional services for an extra 

premium. 

The respondent was then asked why SOSU Silkeborg has chosen such an international approach as opposed to just 

focusing on Denmark, and why China was chosen. 

According to Ms. Roed the choice of China was somewhat of coincidence, while SOSU Silkeborg has always had a 

strong desire to promote itself internationally. 

This international interest has several reasons: one reason being that SOSU Silkeborg is a small school, surrounded by 

competitors on all sides, therefore the school has a need to differentiate itself and do something different in order to 

attract students on the domestic market. On top of that, SOSU Silkeborgs managing director actually has a very 

international outlook and also a huge interest in international work. Another reason mentioned by Ms. Roed, is that 

an international profile does provide the school with a favourable branding opportunity, she argues that in Denmark 

the vocational educations offered by SOSU schools does not have a particular high perceived status, but because 

foreign actors are actually looking at the school with interest, it also heightens the way the domestic public sees SOSU 

Schools and the education offered by these. 

Lastly, Ms. Roed argues that the international outlook also has at its core the opportunity to promote export of the 

Danish welfare model. According to her the vocational education offered by Danish SOSU schools is unique, as it does 
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provide an interim level of skilled professionals. A level of personnel in-between the higher educated healthcare staff 

such as nurses and doctors, and the lowest levels of unskilled workers with no formal health care related education. 

According to Ms. Roed, this is rather unique as compared to other countries in the world and hence it is part of the 

fabric which makes the Danish welfare and eldercare model so special and potentially interesting for international 

export. 

When it comes to the reason for choosing China, Ms. Roed mentions the efforts done by other  actors (such as the 

Consulate General in Chongqing) in presenting the huge demographic changes and the business opportunities which 

these could bring about for Danish providers of welfare solutions. Ms Roed argues that Danish welfare solutions might 

be particular well suited for the Chinese market, as it meets the needs of the changing demographics, and because 

China, because of its impressive economic growth, might better be able to afford the premium prices of Danish 

welfare solutions, than other countries and areas. 

 

Here it was asked if SOSU Silkeborg had any previous experiences on the international market. 

 

Ms. Roed replied that they did in fact have previous experiences on the international market, before entering the 

Chinese market: First of all SOSU Silkeborg has been working a lot with exchange programmes of students between 

SOSU Silkeborg and partners both in Scandinavia, Norway, the Faeroe islands and Greenland as well as Spain, Holland 

and England. Furthermore, SOSU Silkeborg has more elaborate cooperation in Norway, regarding exchange of 

experiences within the vocational system, and also collaboration with a health care school in Ghana, regarding 

exchange of educators, and training in e.g. dementia and eldercare, as well as delegations from Ghana visiting SOSU 

Silkeborg in Denmark.  

Additionally the school has also devised various educations and training courses, of different lengths, for schools in 

both Greenland and the Faeroe Islands 

Ms. Roed acknowledges that although these markets are not as foreign as the Chinese market, she still stressed that 

these experiences have provided the school with knowledge about how to provide education across cultural and 

language barriers, as well as across professional skill barriers. 

 

At this point the respondent was asked what SOSU Silkeborgs more long term strategy was in China  

 

She replied by returning to the topic mentioned in the section describing the status of SOSU Silkeborg, namely the 

wish to provide more complete educations. Ms. Roed hopes that the school within 2-3 year has a substantial business 

as a provider of courses and longer training sessions more resembling those of a full Danish SOSU education. 

Additionally it is the hope of Ms. Roed that SOSU Silkeborg at this time will be the preferred choice of partner when it 

comes to the niche of vocational health care education. She expects that if this endeavour is successful the school will 

have to establish a permanent presence in China, eventually in collaboration with other SOSU schools, she is also well 

aware of the fact that the current long-term strategy for China cannot look more than 7-8 year ahead, simply because 

there will be a need to continually revise and adjust the strategy to fit the rapid changes in the Chinese context and 

market.  

 

The respondent was asked to return to the speciality and core competency of the Danish SOSU model by describing the 

specialities of the Danish (welfare) model, and what set it apart from the other systems or models. 

 

Ms. Roed replied that this is a question that she has been asked often, and continued that it is hard to describe as no 

efforts had ever been made to describe this particular field, However she stated that she believed that it had 

something to do with how the Danish eldercare model did look upon the whole aspect of care. She stated that the 

Danish model takes a more inclusive approach to care, not just by focusing on basic care for the elderly, but also by 

looking at the integration of many different sectors such as, housing, architecture, design and construction, food 
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delivery, eldercare products, welfare technology, activities to keep the elderly healthy, and of course the high 

professional standards and skills of the eldercare staff. Ms. Roed argues that a reason why the professional standard 

of the eldercare staff is so high is that in Denmark is that many countries in the world still employ mainly unskilled 

staff in this sector. Ms. Roed is of the opinion that it is in particular the vocational background that for example a 

SOSU School provides which provides a firm foundation for the Danish model. Additionally, she mentioned that the 

Danish model is formed around the professional knowledge and proficiency of many skilled experts, ranging from 

medical doctors over therapists to different kinds of nurses, and has been build up throughout the last 60 years. The 

current Chinese eldercare model, on the other hand, looks like the one Denmark had in the 50ties, with the family 

taking care of the elderly at home as well as they could. Ms. Roed states that the Danish citizens have a fundamentally 

different opinion on the individual and have moved away from a systemic opinion of one size fits all, based on 

tradition that characterises China today. 

On the professional level, Ms. Roed emphasise that the Danish eldercare model has focused a lot on age related issues 

and care, with issues such as gerontology and geriatric being almost unknown in the medical world of for example 

China. Common age related issues such as dementia, is a concrete area in which she points to the Chinese medical 

system lacking experience. 

 

By referring to the just mentioned speciality of the Danish eldercare model and the competences of Danish vocational 

healthcare education, the respondent was asked how she saw the potential for competition. 

 

To this Ms. Roed replied that she saw a lot of competitors, and also competing welfare and eldercare models, from 

countries such as the U.S., Australia, Japan and Holland. However, Ms. Roed emphasised that despite of this influx of 

competition, Denmark was still preferred when it came to welfare solutions in China. She believes that the reason for 

this is that Denmark is not seen as a competitor (to China as a country), the challenge however, was to bridge the gap 

between what the Chinese side wanted, namely a user pays solution, and the Danish model which is universal and 

affianced.  

According to Ms. Roed this was not as significant problem for SOSU Silkeborg as it was for actors such as operators of 

nursing homes, because the education service offered by the school are relatively easier to transfer to a Chinese 

context, than for example the setting of a Danish driven nursing home. She mentioning examples of Danish operators 

whom were all relying on public tender in their Danish setup, while SOSU Silkeborg whom also provides pay per 

course activity had an easier time to put a price tag on its services, in a market setting. The challenge for SOSU 

Silkeborg, Ms. Roed said was instead to provide courses which were relevant to the Chinese context, ant to be open to 

the requirements of the schools local partners. 

 

Replying to the above mentioned, the respondent was asked if she saw what the schools capabilities as unique, and 

impossible to duplicate for its competitors. 

 

Ms. Roed responded that she does think that the service product that the school is offering could in fact easily be 

duplicated or copied, in parts, by competitors, fortunately for the Danish side, the Chinese do genuinely consider the 

schools capabilities and knowledge to be special. Ms Roed stated that the problem for SOSU Silkeborg is rather that no 

one has ever specified what this special “something” is, simply because the school is part of the larger Danish welfare 

system, and its capabilities have never been addressed on its own merits separated from the overall model.  

Therefore, Ms Roed believes it to be of paramount importance, if Denmark is to export welfare solutions on a large 

scale, that legislation is passed within this area. She particularly call for a some kind of export certification, or another 

kind of overarching model, outlining and specifying the particulars offered by Danish welfare solutions, when going 

into a foreign market. With such a legislative binding rule set, Ms. Roed argues that it would be impossible for 

competitors to copy Danish welfare services. Ms. Roed explained that in the moment no such certificate exists, SOSU 

Silkeborg cannot issue any internationally recognised certificate specifying the content and guaranteeing the quality of 
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the service they offer. They can offer a diploma issued by SOSU Silkeborg itself, as recognised only in Denmark, or they 

can provide a description of their service and link it up with a Chinese certificate, as can everyone else. What Ms. Roed 

calls for is an internationally recognised educational certificate for vocational welfare personnel, which can be issued 

by the school itself, as the law does currently not permit this.  

 

To this the respondent was asked if she by the just mentioned means that SOSU Silkeborg via their own efforts could 

actually contribute to drive forward Danish export as a whole. 

 

Ms. Roed confirmed, and stated that she believes that if SOSU Silkeborg is promoting a Danish inspired education of 

eldercare personnel, this could actually also spill over to demand for other services and products within the field of 

Danish welfare solutions. 

 

In order to inquire further into the speciality of the Danish welfare model, the respondent was asked if she thought it 

was even possible to export something as particular to the Danish societal setting as the Danish welfare system. 

 

To this Ms. Roed answered that it is only possible to export parts of the system which were fitted for a Chinese 

context, giving the example that Danish elderly who were left by their spouses death would never consider moving in 

with a friend, while Chinese elderly would never consider anything else, simply because the Chinese do not like to be 

alone. Therefore it is important to include such a fact already in the construction phase of a Chinese nursing home, by 

for example building rooms for double occupation as opposed to single occupancy for Danish elderly. 

Ms Roed continues that likewise it was impossible to export Danish education to China completely unaltered, but 

certain elements and professional skills could definitively be exported, giving yet another example of how the needs of 

an elderly paralysed in one side of his body were the same  regardless of him being Chinese or Danish 

 

The respondent was then asked how and if this influenced the way in which SOSU Silkeborg would enter the Chinese 

market. 

 

Ms. Roede confirmed that it did in fact influence the way in which the market would be entered. She stated that SOSU 

Silkeborg did both do their own fields studies as well as have access to a study done by Dansih Diakon Home in 

Chongqing, as part of the preparation for market entry. But ultimately she considered it impossible to prepare for 

every possible scenario market, so there for the most important aspect was actually to continually revise the plan and 

have a close collaboration with the local Chinese partners. 

 

Inquiring into this, the respondent was asked about the importance of Chinese partners. 

 

To this Ms. Roed replied that their current Chinese partner was indeed very important, as the partner had insight both 

into the needs of nursing homes, the needs and requirements of educational providers as well as knowledge about 

how to sell SOSU Silkeborgs services in China. Furthermore, Carestart the Chinese consortium, was responsible for 

recruiting students, providing facilities as well as collecting payment, while SOSU Silkeborg could focus exclusively on 

delivering professional education as a consultant service, while continually developing the actual content of the 

courses on equal terms with Carestart. 

 

The respondent was then asked about how the collaboration between Carestart was actually organised 

 

Ms. Roed replied, that for the first course, SOSU Silkeborg would finance the interpreter used to convey the lectures 

given by the Danish educators into Chinese. This would be done in order to ensure the overall quality of the education, 
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as this particular interpreter was familiar with the professional terms used within the field that SOSU Silkeborg offers 

education within, namely eldercare. 

Ms. Roed then continued to specify that SOSU Silkeborg had signed a 1 year contract on offering several  courses and 

would be charging 50,000 (DKK) for a course lasting about one week. While SOSU Silkeborg would be responsible for 

ensuring the professional quality of the course for that price, Carestart would be responsible for attracting enough 

students. Meaning that if the costs for SOSU Silkeborg were higher than 50,000 it would be their problem, while it on 

the other hand would be the sole problem of Carestart if not enough students were attracted to the courses. 

In the more long term, Ms. Roed was aware that the issue of the interpreter would be one that might have to be 

reconsidered. 

 

In order to clarify, the respondent was asked if the agreement between the two organisation was in fact rather split up, 

despite of the cooperation. 

 

Ms. Roed confirmed, agreeing that it was more of an arm’s length agreement, where contracts would be signed for 

each individual course offered. She still maintained that the two organisations did in fact have a close and continuous 

dialogue, in order to specify and understand precisely what the other part demands and what can be offered. This 

might not always be apparent simply because the two organisations have roots founded in different societal contexts. 

 

Returning to the question on how SOSU Silkeborg was affected by the political situation in Denmark, the respondent 

was asked to elaborate on this topic. 

 

She replied that as a rule education in Denmark is public, with SOSU Silkeborg being financed after the so-called 

“taxameter” scheme, meaning that they are financed by tax financed funds, allocated by the government following 

certain rules. As a result SOSU Silkeborg is subject to constraints which private sector actors are not, for example 

private companies could apply for export promoting grants from the government, which SOSU Silkeborg could not due 

to its status as a publicly financed organisation. Additionally SOSU Silkeborg is not allowed to use income generated 

through their main educational body, e.g. through the “taxameter scheme” to finance their international operations, 

as the tax financing is only allowed to be used on education Danish citizens. Instead SOSU Silkeborg has to use income 

generated through the user pay system offered by its separate pay per course business, the so-called 

“Indtægtsdækket virksomhed” (IDV), (income covered business, in English). 

According to Ms. Roed, however, this system puts certain retrains on the international efforts of SOSU Silkeborg, 

amongst others, loss on this part of the business cannot be covered by taxameter funds, and any venture funded by 

the IDV has to generate a surplus within 5 years. Additionally, because of Danish regulation within the field of 

education SOSU Silkeborg is only allowed to make a profit of 30% when offering a course in the Danish market, 

whether such rules about this also applies in foreign markets, the respondent did not know. This does put a natural 

restrain on how much SOSU Silkeborg can commit to developing an international venture, and its international 

ambition, making the reliance on other (private) partners (Chinese and Danish) so much more important, to share the 

(economic) burden. 

 

In order to clarify, the respondent was asked straight-out if she believed Danish regulation to confine SOSU Silkeborg in 

its international opportunities. 

 

Ms. Roed confirmed, and stated that she could fully understand the need to keep strict control with publicly financed 

organisations, but she also stated that if Denmark really want to promote export of a sector which is as tied up on 

public organisations such as the Danish welfare state, then it is necessary to provide some room for these companies 

to operate on equal terms with the private (sector).  



 87  

She continues this strain of thought by stating that it is exactly these restraints which inclines SOSU Silkeborg to work 

together with Danish actors such as Danish Deacon Homes, and even though the school is thankful for this 

cooperation and would also like to work together with other schools and organisations about developing their 

business in China, the size that such an cooperation takes, provides other difficulties such as more bureaucracy and 

slower decision making processes, which are not relevant for a smaller and more nimble organisation. The respondent 

continued, that despite SOSU Silkeborg had adopted a strategy of sharing progress and allowing for corporation with 

other social and healthcare colleges, a cooperation between 2 or 3 public organisations would bring with it so many 

clashes between different values and goals, that collaboration within exports would simply go to slow, and therefore 

SOSU Silkeborg had chosen a path of acting on its own, while allowing for other interested organisations to join later.  

 

The respondent was then asked if SOSU Silkeborg fears any of their Danish competitors. 

 

To this Ms. Roed answered, that SOSU Silkeborg was not worried about competition from this side, simply because at 

this point of time she considers SOSU Silkeborg to be one of the absolute first movers in this market, and also because 

many of the so-called competitors, such as VIA Univeristy College, operate within other fields than SOSU Silkeborg, 

educating nurses and therapists. SOSU Silkeborg in its side covers the area of vocational education, lifting the 

professional level of unskilled personnel, and in this area there is, in China, more than enough room for other SOSU 

schools as well, the only limitation being the speed of how these organisations operate. 

She continued to explain how the business opportunities on the Chinese market are currently being explored by only a 

few, and that it also has something to do with the fact that many Chinese still find the Danish products and services 

too expensive. 

 

To this the respondent was asked about what SOSU Silkeborgs Chinese business partner thought about their prices. 

 

Ms. Roed replied that the price of products and services was still a very relevant topic for foreign companies operating 

in the Chinese market despite offering higher quality in education. She stated that the price of 50,000 DKK asked by 

SOSU Silkeborg was considered too high by Carestart, and that the Chinese side had a hard time finding students who 

were interested in the course.  

 

Ms. Roed continued to describe how the branding of the first course offered should be promoted, had been debated 

repeatedly with the Chinese partner: Originally the thought was to brand it through high-profile seminars and contract 

signing ceremonies. But later Carestart convinced SOSU Silkeborg to abandon this promotion and instead focus on 

actually completing a course with nurse student whom are about to graduate and then allow the participants to 

promote the course via the word of mouth. Another approach, she mentioned, would be the education of the home 

care employed privately by the rich Chinese to care for them in their own homes. However, as stated by Ms. Roed, 

both these approaches required interest to participate from the Chinese side, and so far it seemed hard to attract 

enough people to the courses, because of the high cost. 

 

End of interview. 
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Appendix 2, Interview with Benny Lauridsen 

Interview with Benni Lauridsen (Head of China operation, experienced with international training 

and education projects.) 

Date and place:  April 11
th

 2014, 1 pm. Conference room, Social- & Sundhedsskolen Silkeborg, 

Silkeborg 

Participants:   Benni Lauridsen (respondent) and Jakob Bolding (interviewer)  

Length of interview: About 52 minutes 

Language: The interview was done in Danish and recorded directly. Below follows a transcribed 

summary in English which was done later. (See attached CD for original and full Danish 

interview) 

First the respondent was asked to introduce SOSU Silkeborgs current activities on the Chinese market, and to describe 

how these were going. 

Mr. Lauridsen begun by revealing that the focus of SOSU Silkeborg had actually changed during the organisations work 

in China, stating that sometimes it is necessary to change focus in order to understand where one needs to go. He 

explained that the schools current focus was collaboration with a private Chinese company, with whom SOSU 

Silkeborg had made a general framework agreement. According to Mr. Lauridsen, this framework agreement is of a 

rather detailed nature, specifying amongst others, how many courses are to be conducted this year, billing details and 

also addressing the issue of transferring money out of China. He continued that the framework agreement is as 

detailed as possible, allowing SOSU Silkeborg to develop an actual course contract (as a supplement to the framework 

agreement) specifying the topics of the actual course, numbers of teachers to send as well as general specifics 

regarding this particular education activity, as soon as the Chinese partner has a specific course date set. 

Mr. Lauridsen continued to explain that even though SOSU Silkeborg had participated in several Danish delegations to 

China, the school did actually start their work in China in May last year (2013) when they decided to have a physical 

presence on the market for about half a year. He considered this disposition to have been successful as the school had 

listened to most of the good advice they were given, mentioning 3 preconditions which are to be met if one are to be 

successful when entering the Chinese market: namely that one has to be present in the market, that one knows the 

Chinese culture and also that one knows the Chinese language. Mr. Lauridsen acknowledged that even though SOSU 

Silkeborg as an organisation does not possess the last two preconditions, the school has actually been working in a 

team with a Chinese national, Ms. Ying, whom because of her cultural and linguistic background has been a key figure 

in SOSU Silkeborgs efforts in China. Mr. Lauridsen stated that the collaboration with Ms. Ying means that potential 

Chinese partners have felt that SOSU Silkeborg is present in the Chinese market, and also that the schools is 

committed to the market for a longer period, of no less than 5 years . According to Mr. Lauridsen, these efforts of 

commitment as well as efforts to overcome the difficulties in communication are incredibly important.  

Mr. Lauridsen continued to explain that when the 3 preconditions mentioned above had been met, one can then turn 

to the fourth and most important issue, namely that of building bridge between different cultures. He clarified that he 

had been working and living abroad for about 10 years of his work life, and hence has extensive experience with 

bridging the cultural differences between his own culture and that of a potential foreign partner. Mr. Lauridsen 

explained that if one is not able to bridge such gaps, it is very hard to be successful with ones project in a foreign 

setting. He gave the example that SOSU Silkeborg is going to China with all its expertise and professional know-how, 

but if the school was not able to build bridges between the domestic and the Chinese culture, he did not believe the 

venture would succeed. 
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Mr. Lauridsen continued to explain that he had been in Africa, in Poland on Balkan and in Easter Europe, and while it 

had been easy to get access to the culture in some of those settings, it takes considerable longer time to get access to 

the Chinese culture. Therefore, he stated, it is important to be willing to spend this longer time to get a personal 

contact in China, in order to develop trust between the different partners, as this trust is so pivotal in China. Returning 

to the original question, Mr. Lauridsen made it clear that he considers the current Chinese partner to be one which 

SOSU Silkeborg can fully trust, making collaboration between the partners easier, as the school, regardless of how 

things might look in the short run, can be confident that the Chinese partner is doing its very best to develop the 

business. 

Turning to SOSU Silkeborg as an organisation, the respondent was asked if the school did also have any international 

experience prior to entering China. 

Mr. Lauridsen confirmed, but elaborated that the international experience that the school has is of a different kind, as 

SOSU Silkborg has for several years been sending students on internships around the world, in so-called PIU (Praktik I 

Udlandet) programmes. He mentioned that through the exchange of students and also teachers, especially within the 

EU, the Nordic countries and also Ghana, Tanzania and Kenya, a number of employees at the school had gained some 

international experiences. However, SOSU Silkeborgs experiences with ventures where the school is to send teachers 

to provide training fitted to a local context, such as the Chinese, were according to Mr. Lauridsen, limited to shorter 

courses in Greenland and Ghana. He added that the desire to expand the international field is in fact one of the 

schools interests. 

To elaborate further on this, the respondent was asked what the strategy for the international operations of SOSU 

Silkeborg is in the long run. 

To this Mr. Lauridsen answered that this question is also one he often gets from other employees at the school, when 

they ask him why the school is even going to China. He speculated that the answer to this question will probably be 

different if you ask top management, the schools normal employees or one like him, which has a strong interest in the 

subject, as this interest would probably make him blind to certain points, as he jokingly put it. Responding to the 

question, Mr. Lauridsen said that in his opinion, the school has already entered the international scene, as it has sent 

student abroad for several years; he continued that living in such a globalised world, the school was also forced to 

take a notice of what happened around it. Additionally he also stated that he considers the fact that China does have a 

large need for the knowledge the school has to be a tremendous motivating factor moving abroad and utilising this 

knowledge while developing a business at the same time. 

Mr. Lauridsen continued that during a recent information meeting regarding the schools international activities, he did 

actually witness a large interest from both teachers and other employees who were inquiring about the competencies 

required to go abroad. 

The respondent was asked where the motivation for the schools international operations came from, if it was 

politically driven or if it was initiated by the schools management. 

Mr. Lauridsen replied, that looking at it that way, it probably also has something to do with the conviction that the 

director of the school has. He mentioned that Director Bente Straager together with Vice director Karen Roed were 

the ones who had been giving some consideration to this international move. He also mentioned that the board of the 

school, as the schools highest formal authority, had an important say in the decision. Mr. Lauridsen continued that 

although the everyday administration of the school is left to management, larger strategic moves, such as the decision 

to go to China are to be overseen by the board, since it has to evaluate the risk of such an undertaking and watch over 

the investment, both in time and economic resources. Therefore, Mr. Lauridsen considered the drive of top 

management to be an important driving force to convince the board, stating that the board has generally speaking, 
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moved from being rather restrictive to being more accepting to operations in China, after having witnessed the 

experiences gathered during the six months presence in the Chinese market.   

Mr. Lauridsen continued that the motivation of the top management, however, is not enough to secure operations in 

China, as such an operation also requires employees to carry out the operations, so the school is also to a high degree 

dependant on people with international experiences and capabilities. He explained that the school had been looking 

into the possibility of exporting full (SOSU) eldercare educations, but since it is rather difficult to export longer 

education procedures, the small scale start-up of only offering shorter courses in the beginning will according to Mr. 

Lauridsen’s personal opinion, also serve to develop the capabilities and experiences of the schools own staff as it also 

works to as to heighten the schools general understanding of Chinese culture. He emphasised that it was important 

that such a development should be fostered to include the whole organisation and not only the people involved in the 

international work, in order to avoid for the international organisation to operate as a satellite entity separated from 

the rest of the organisation, but instead to maintain the interest of the employees in order to develop their 

capabilities with the goal of allowing for stationing abroad, instead of hiring in outside consultants. 

At this point the respondent was asked to describe which core competencies and capabilities he saw as unique to SOSU 

Silkeborg when entering China, and also to asses if these, in his mind, could be duplicated by competitors on the 

Chinese market. 

To this Mr. Lauridsen replied that the fact that especially the Danish model, builds on more than 50 years of expertise 

within the field of welfare, means that this area is one in which SOSU Silkeborg  has strong capabilities that it can bring 

to China. He explained that the Chinese, when talking about the area of eldercare, often ask about  the (welfare) 

system in Denmark and about how the eldercare personnel is educated, because the situation is completely different 

between the two countries. Mr Lauridsen continued that the care in China is based upon a privately funded user pay 

solutions, while the Danish is a public system, continuing to note that he did not see this situation in China as changing, 

adding that, the Chinese system has some taboos which the Danish does not. 

On the other hand, Mr Lauridsen noted that China is seeing a development, which he claimed many other countries 

are also undergoing; namely that of going from the family caring for the elderly to that of having another system to 

take care of the elderly. He stated that China currently has more and more privately run nursing homes to take care of 

the elderly, and in order to make this transition as smooth as possible, the Chinese side is looking, amongst others, to 

Scandinavia, because it is deemed that the Scandinavian countries possess knowledge which can be used in the 

expected future development process. As an example Mr. Lauridsen mentioned the issue of dementia, which is an 

integrated element of the educations offered by SOSU Silkeborg, but which in China is a taboo, where the afflicted 

elderly are hidden away. He mentioned that the school, from meetings with several Chinese partners, has a clear 

feeling that the Chinese side is getting more aware that the issue of dementia is one which they have to address. Mr. 

Lauridsen continued that there are many such examples where SOSU Silkeborg as an institution can bring elements of 

their professional education into a Chinese context, adding the issue of lifestyle diseases as yet another possible 

example, mentioning that exactly this particular area (lifestyle diseases) is to be the focus of the schools courses 

offered in China. 

Mr. Lauridsen then followed up this line of thinking by addressing how the school was to protect their knowhow when 

going out into the international stage. He stated that it is a tough task to avoid that the Chinese simply copy what is 

offered by the school, he however, continued to guess that it is easier to copy the design of a manufactured product, 

such as for example a heating pump or windmill part, than it is to take an education concept and then copy it. He 

explained that it is easy enough to copy a curriculum stating that it is easy enough to download everything about the 

SOSU education, as curriculum and lesson plans are all available on the internet, but the challenge is instead to convey 

the professional knowledge that these educations and courses offer. Mr. Lauridsen stated that it is important to have 

a deep knowledge to the training and courses offered as well as an understanding of the Scandinavian, or Danish 
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model, in order to fully convey the knowledge offered by these courses. He believed that within 5 years’ time the 

Chinese are probably able to do educations like these themselves, as they will have trained educators of their own. 

According to Mr. Lauridsen it takes education, training and possibly a study abroad in Denmark, for Chinese teachers 

to have attained the knowledge the school offers, creating an opening of 5 years for the school unless SOSU Silkeborg 

further develops their business in China, by for example offering to the Chinese government, to help advance the 

quality standards of the eldercare sector even further in the future. 

In Mr. Lauridsens opinion, SOSU Silkeborg should not be too scared of losing their (education) concepts, also because 

the Danish side teaches in a different fashion than the Chinese; stating that in China much of the teaching is done via 

lectures, while the system is slowly opening up for a wider spectrum of elements in teaching, such as group work, 

coaching and so on. He mentioned that what SOSU Silkeborg can also offer is a new way of conveying education in the 

Chinese setting, albeit the school is doing so carefully, in order to respect cultural elements.  He mentioned certain 

elements, such as teacher evaluation done by the students, as a concrete example which the Chinese are not used to 

and which had then been subsequently removed from the courses offered by SOSU Silkeborg. 

In order to explore the issue of competition further, the respondent was asked whom he considered to be the biggest 

competitors within the Chinese market 

Mr. Lauridsen replied that SOSU Silkeborg is facing competition from several other actors within the Danish market, 

and many of these have also been in China, he however, had had not heard about any of these schools being as far 

along with their plans as SOSU Silkeborg. Additionally he pointed to the fact that due to the vast size of the Chinese 

market, he was not worried too much about competition, since there should be enough room for everyone. Turning to 

competition from Chinese actors, Mr Lauridsen continued that this was an area in which he had considerably less 

insight, however he still believed that despite of several of the vocational schools he had visited while in China, are 

gearing up to offer courses within eldercare, he was also not too worried about competition from these actors, as they 

would be offering something that was not on par with what SOSU Silkeborg can offer. 

Returning to the question of certain things being harder to export to China, mentioned before, the respondent was 

asked if this was due to an inherent tacitness within the services that SOSU Silkeborg is offering. 

This Mr. Lauridsen confirmed, stating that this was especially the case for certain cultural elements which could only 

work in a Danish context and not in a Chinese, if this is the case then he argued that there would be no reason to offer 

the services for export, therefore it is so important to have a Danish-Chinese model, he argued. Mr. Lauridsen 

continued that he was firmly opposed to the idea of systems exports, because he saw systems export as an attempt to 

export Danish systems embedded within ne context and then implementing them without adaption in another 

context, which he did not consider to be possible. Laudridsen argued that in order to avoid systems export, it was 

necessary to have a cooperation and dialogue with the Chinese side regarding the development of a Danish-Chinese 

model which could work in China. The challenge he argued, comes when the Chinese side inquires about the Danish 

system and wants to learn every detail about how the public welfare system works in Denmark, even though it will 

never be possible to implement such a system in China, therefore he considered it a waste of time to discuss every 

aspects of the Danish welfare system, instead the time should be spend on discussions of how to adjust certain 

elements of the Danish welfare model to a Chinese context. 

Mr. Lauridsen continued that he did believe the cooperation between the two sides to be a continuing work in 

progress which should be constantly redefined as cooperation grows stronger, he hoped that in the future it would be 

possible to facilitate exchanges with Chinese citizens coming to Denmark and perhaps being employed here, while 

Danish teachers could be situated in China. 

The respondent was asked if he by this meant that the Danish side could also learn something from the Chinese. 
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Mr. Lauridsen confirmed. He elaborated that comparing to the other places he had visited in the world, China was 

probably the most foreign and different place he had experienced, which meant that there was of course many things 

which Denmark could not learn from, but especially with regard to efficiency in the public sector, he found that 

Denmark had a lot to learn from China. He stated that Denmark and the Danes could learn from the speed, 

commitment and also discipline which can be found in China. Furthermore, he also speculated that the Chinese are in 

fact more social than the Danes, since for example Chinese elderly in the nursing homes, from his experiences, prefer 

to live in shared rooms with other people instead of living in single rooms. He stated that even though one might 

come to a foreign place in the role of an expert which is to teach others ones knowledge, it is still important to 

remember that no matter where in the world one goes, it is always possible to bring back some experiences and 

knowledge which can also be used in a domestic context. 

Returning to the export of Danish inspired systems and knowledge, the respondent was asked if he even considered it 

possible to export something as Danish education or Danish welfare solutions which is so deeply rooted in a Danish 

cultural background to another context such as the Chinese. 

Mr. Lauridsen stated that this would indeed not be possible, especially not on a one to one scale; he argued that 

instead of exporting Danish systems we should focus on exporting modifications and certain parts which could fit in a 

Chinese context.  

With regards to issues such as the concept of “warm hands” within eldercare and the culturally embedded 

presumptions that we in Denmark take for granted, the respondent agreed that this was indeed a challenge to 

translate and project to a completely different cultural background. He stated that especially the concept of warm 

hands in Danish eldercare is to a large extend based on involvement of the individual elderly, so that Danish care 

personnel are actually helping the elderly to help themselves and involving them in the assignments done by the care 

personnel. In China, Mr Lauridsen stated, this is completely different, here the elderly and their family are paying for a 

service and therefore they do not expect any kind of inclusion, they instead expect full on service where the care 

personnel take on less the role of assistant and more that of a personal servant on call to follow every whim of the 

elderly.  He stated that the Danish notion of assistance in order to help the elderly to help themselves, would 

definitively be a challenging one to implement in a Chinese context, and therefore he is looking forward to seeing the 

result. 

Also discussing what makes the Danish model so special, Mr. Lauridsen continued that there would definitively also be 

collaboration within the area of eldercare between China and other countries than Denmark, like for example USA.  

He stated that he did not know too much about export of eldercare solutions from USA to China, but he speculated 

that perhaps Denmark would be preferred over a country such as the US because Denmark as a country is less 

threatening. 

To this the respondent was asked if he believed international political considerations to be a driving force in the 

selection of potential business partners within the area of eldercare.  

Mr. Lauridsen laughingly declined, stating that such a conclusion would probably be too speculative, he however, did 

mention that perhaps it did have a small effect on a psychological plane, since collaboration between Denmark and 

China works so well, mentioning that perhaps Denmark as a smaller nation would be more inclined to come with open 

arms and listen to the Chinese wishes, than a superpower like USA would. He further considered the fact that 

Denmark is a kingdom and has a reputation as having the happiest citizens in the world as something that intrigues 

the Chinese and makes them more interested in working together with us. 

Returning to the issue of the importance of being present in the market, the respondent was asked why it is so 

important to be present in the market, and if the same effect could not be achieved by sending textbooks instead. 
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Mr. Lauridsen argued that he could best exemplify it with presenting the case of Danish delegations to China. He 

stated that whenever Danish organisations or individuals would visit China, they would only do so shortly to explore 

the exotic Chinese market, and then they would be in quite the hurry to get home to the comfort zone of the Danish 

market. Mr. Lauridsen stated that this could often lead to the Chinese side experiencing non commitment and a too 

large focus on quick returns which the Chinese side would not appreciate. Therefore he argued that it was so 

important to be physical present in the market to allow the Chinese to feel a sense of commitment towards the 

market from their business partners. 

 Additionally Mr. Lauridsen argued that relationship building is a slow, but important process in China which requires 

continuous efforts and a physical presence close to potential partners. He continued that a close and personal 

relationship with business partners was a focal point if any business is to be done in China, and stated that social 

activities such as attending religious ceremonies or going to bars were all central do the development of a strong 

business relationship. Therefore it was impossible to be travelling back and forth between Denmark and China if one is 

to obtain such relationships. 

End of interview. 
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Appendix 3, Interview with Yike Qin 

Interview with Yike Qin (Commercial officer, with a focus on education and government affairs, 

Danish Trade Council in China) (Eksportrådet) 

Date and place:  May 22
th

 2014, 15 pm. Conference room, offices of Consulate General and Trade 

Council, Chongqing, China 

Participants:   Yike Qin (respondent) and Jakob Bolding (interviewer)  

Length of interview: 56 minutes 

 Language: The interview was done in English and recorded directly. Below follows a transcribed 

summary which was done later. (See attached CD for original and full Danish interview) 

At first the respondent was asked present the Chinese market for eldercare, both from the local and the central 

perspective. 

According to Mr. Qin the concept of eldercare in China is a relatively new one, as the State Council has only been 

focusing on this issue for the last 5-6 years. According to Mr. Qin the aging of the Chinese society is a big challenge to 

the country, mentioning both the Chinese pension scheme as well as eldercare institutions in need of reform. He 

continued to explain that earlier eldercare institutions or welfare centres were all government run, and only ensured a 

subsistence level of care for certain elderly which fulfil several criteria, while quality and comfort was not a concern. 

However, according to Mr. Qin, with the increase in general wellbeing in China, eldercare has become a real concern, 

as families because of the one child policy, are no longer able to take care of their aging relatives. 

Mr. Qin explained that in minds of ordinary Chinese people, a nursing home is not an ideal place to go right after 

retirement, because Chinese people retire at the age of 60, for men, and 55 or even 50 for women, if they were 

employed in a factory. He continued that these very early retirement ages were a heritage from the plan economy era, 

noting that many western European countries are currently increasing the age of retirement, with everyone, 

according to Mr. Qin, expecting the retirement age to be increased to 70 years in Denmark. 

Returning to the pension scheme in China, Mr. Qin stated that the pension system was actually a rather recent 

development, which had only been implemented as a pilot project since the late 80ies or early 90ies in several larger 

cities. Prior to this, Chinese society was guided by its communist roots, and paying a part of one’s salary to a pension 

was not part of this system, meaning that Chinese elderly did previously not pay tax or make any contribution to a 

pension. Therefore, the heavy economic burden of taking care of the generations which are now growing older, 

according to Mr. Qin, currently falls on the younger generations. He explained that the Chinese government can 

simply not generate enough income to pay for the elderly, so it is currently transferring pension funds from the 

younger generations to the elder generations, making the younger generations, who are currently paying a 

contribution to their pension, also pay for the older generations which did not make any contributions themselves. 

Mr. Qin continued that one of the criteria for being admitted to one the current nursing homes, or welfare centres, in 

China is that one’s current pension does not surpass a certain level, if the pension one receives is higher than this level, 

you is not eligible to go to any of the government run nursing homes and you have to pay yourself for alternatives. He 

continued to give the example of his own grandmother, who lived alone, but was taken care of by his mother’s sister, 

although this sister was 55 years old. Mr. Qin noted that it was not an optimal situation in which a person well in her 

fifties were to take fulltime care of an even older person maybe in her eighties, because this caregiver would also have 

her own family and maybe even grandchildren to take care of.  
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For these reasons Mr. Qin explained, China is currently experiencing a trend of private organisations and enterprises 

entering the growing eldercare service sector, with the central government clearly promoting and supporting this 

move. 

He then continued to outline two popular scenarios for how these private actors would cater to the Chinese eldercare 

market:  

The first scenario being one where a traditional medical institution would set up an affiliated nursing home, giving the 

example of the First Affiliated Hospital of Chongqing Medical University, Qinggang Nursing Centre, which was the first 

nursing home in China to be run by a public hospital group. He continued to explain that the Danish Consulate General 

have had a close cooperation with this user pay financed nursing centre and that it is a very popular solution in the 

Chongqing eldercare market, with elderly people queuing to get a bed in this centre.  

The second scenario according to Mr. Qin, is that of eldercare communities embedded in traditional real-estate 

projects, with the elderly buying a membership fee to join this community. However, Mr. Qin stated that the business 

model of these real-estate led projects were generally not clear, with developers promising one thing to attract 

customers and secure low cost land from the government, while finally delivering a completely different end product, 

with no eldercare community. He also continued to state that many Chinese elderly were weary of this practice and 

were opposed to the whole membership idea, citing examples from Beijing and Shanghai where real-estate eldercare 

communities had check-in rates as low as 20% of the capacity. 

Mr. Qin then continued to explain that he had primarily been working with education in the Sino-Danish cooperation 

within the area of eldercare and nursing services, and he stated that even though the Trade Council have had several 

Danish providers education or training suppliers come to China, several times and some for several months, none of 

them have yet earned any money in the Chinese market. Mr Qin stated that he thinks this is in part because the 

education offered by these Danish providers is more expensive than that of local Chinese education providers. 

Additionally he mentioned that many of the Danish providers of education did not have a mature business model as 

they were mainly government financed organisations and hence were not able to compete efficiently in the Chinese 

market. He added that the Chinese side is actually willing and able to pay a high price for quality foreign education and 

training, mentioning the hotel industry as an instance. However, if the Danish side does not understand how to do 

marketing and business development in the Chinese market it will be hard to sell the expensive Danish solutions. Mr. 

Qin continued to explain that the Chinese market is very remote from the Danish market and that it can be hard 

enough for ordinary business people to understand the Chinese market fully, while it will be even harder for partners 

from the public sector as they have an innate weaker understanding (of how business works). Furthermore, he 

explained, that when the Danish side introduces their curriculum or services, it is not see as anything special by the 

Chinese side, it is seen as different, but difference does not mean necessarily mean that it is better, according to Mr. 

Qin. He continued to state that the Chinese institutions does also have geriatric training targeted towards elderly care 

and that the facilities of the Chinese side was often on par with the Danish, what he considered to be lacking on the 

Danish side was solutions applicable to a Chinese context.  

Mr. Qin maintained that language was also a major issue; he stated that even though the Danish education providers 

would use English as a medium of teaching, English is not a universal teaching language in Chinese universities, not 

even in graduate schools, while most professional eldercare workers are not even at a bachelor level. Mr. Qin felt that 

not even consecutive or simultaneous interpretation to teach the courses would be a good solution, firstly because it 

would be expensive and secondly because it would impede interaction between students and teachers in a subject 

which is very practically oriented, and therefore requires high levels of interaction. Lastly Mr. Qin added that an 

interpreter would be prone to miscommunication and misinterpretation. 
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 Then turning to the length of the curriculum, and education, Mr. Qin stated that he had actually discussed this with 

local institutions, such as Chongqing Medical University, and they do in fact have a 4-years bachelor programme for 

eldercare nurses, so they would be actually quite interested in working together with foreign universities or schools. 

However, Mr. Qin added, in China such an education would typically be organised in a 2+2 or 3+1 year structure, 

meaning that the student would spend the first 2 or 3 years in a local Chinese university and then complete the last 2 

or 1 year in a foreign partner university. Such a structure would allow the student to attain some basic capabilities and 

language skills which could then be used as foundation for further development in the foreign partner school. Mr. Qin 

stated that such a corporation was already in place between Chongqing Medical University and a French university, 

while the Danish Consulate had also tried to establish similar contact between Danish and Chinese partners, but as the 

consulate could not get involved beyond that, he was not sure of the outcome. 

In order to elaborate more on the original question, the respondent was asked if he had any concrete idea about the 

actual size and growth of the Chinese market for eldercare. 

Mr. Qin replied that the eldercare market is definitively growing, and according to his perception the market is looking 

more and more promising, giving the example of his own parents who had clearly expressed their willingness to try a 

Danish style modern nursing home. He explained that today most of the potential users for nursing homes are urban 

families with only one child, and as these single children are increasingly working or studying further away from home 

than earlier generations, it is impossible for them to take care of their parents when they grow older, making it 

necessary to find trustworthy institutions to help out with this. 

Mr. Qin continued that positive feedback travels very fast in China, and any positive opinions about new nursing 

homes or eldercare solutions which corresponds with the demand of the elderly, would spread amongst the elderly 

and the families rapidly. This mouth to mouth method of spreading the awareness of new and favourable eldercare 

solutions, according to Mr. Qin, works especially well with Chinese consumers, as they are more likely to believe the 

reviews by their friends and relatives. He returned to the example of the Qinggang nursing home, where interviews 

conducted by the consulate, indicated that people were willing to try this solution even without having seen the home 

themselves, solely based on the reviews of friends or friends friends. 

Mr Qin admitted that he did not have any exact market figures, but he maintained that if people were to see a 

successful (eldercare) model in China, the elderly would be willing to buy into this solution. 

The respondent was asked if it was correctly understood that people’s network plays an important role when 

promoting something in China. 

To this Mr. Qin agreed, explaining that checking into an eldercare centre was a continuing investment lasting mid- to 

long term, which made people very cautious, and therefore it is necessary for any business within this sector to have 

widely published media coverage and then positive reviews from the closest network of the elderly, in order for the 

users to buy into this concept. 

To this the respondent was asked if this was again related to the Chinese people’s awareness of memberships and 

membership fees in any form. 

Mr. Qin confirmed, stating that Chinese consumers, were getting more sophisticated and clever, not easily accepting 

large investments only on the basis of a talkative salesman, but would rather listen to media reports followed by 

friends advise, he added that this was not only limited to nursing homes but also applied to other sectors. 

Returning to issue of education, and especially education of senior care workers, which the respondent did previously 

not seem too optimistic about, he was asked about how he saw the business potential within this area. 
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Mr Qin replied that professional eldercare worker had already been established as a registered profession in the 

Chinese all profession catalogue, since 2007, so accreditation does already exist for the eldercare worker certificate. 

According to Mr. Qin the Chinese central government has signalled that by 2015 most of the workers in the eldercare 

sector are required to have this certificate. He explained that in China a certification of skills is strongly emphasised; 

once you have a certificate which states that you have certain skills, you are entitled to a profession. However, 

according to Mr. Qin local institutions already provide the certificate to eldercare worker at a much lower cost than 

what Danish education provider can offer, often to prices as low as 2000 (Chinese) Yuan. He continued that the higher 

priced Danish education does not in any way ensure a larger success rate at the examination to obtain the (Chinese) 

certificate which allows for a profession within eldercare, while cheaper local institution offers exactly the same 

certificate. Mr. concluded this explanation by asking why anyone who could easily obtain the certificate via the 

cheaper local alternatives would ever go for the more expensive foreign training providers. 

He continued to give an example from the IT world where Chinese students will gladly pay a premium for a certificate 

from hard- and software provider Cisco, because this company provide a specialised education with a certificate which 

is universally recognised throughout the world, an option which foreign eldercare education provider does not. Mr 

Qin stated that either the foreign eldercare education providers can offer a national certificate from the country in 

which they originate, but which is not recognised outside the country of origin, or they could offer a certificate on par 

with the Chinese requirements, which Chinese organisations could provide at a lower price. Here he again emphasised 

that the Chinese side is willing to pay, as long as students can actually see a long term economic return on investment 

from the premium paid on their education. 

The respondent was asked if he considered this universal certification, recognised both inside and outside China, to be 

one of the biggest points to remember for a Danish provider of eldercare education wishing to enter China. 

Mr. Qin replied that if such a certificate would in fact exist, it would greatly help to increase sales of Danish eldercare 

education solutions in China. However, he emphasised that such a certificate would be hard to come by as it required 

cooperation between countries on a governmental macro level, much like the rules of the European Union regarding 

EU citizenship. 

Returning to the issue of governmental policies within the area of eldercare, the respondent was asked to elaborate on 

which kind of signals the Chinese government was sending on developing the Chinese eldercare sector. 

Here Mr. Qin replied that this was especially clear on the incentives that are offered, especially on a city and province 

level. For Chongqing, he remembered to have seen that the government provides subsidies for each nursing home 

bed provided by the private sector. He also mentioned preferential land lease policies, both at a local and a central 

level, where the government, who owns all land in China, will offer low price, long term land leases to developers 

provided any new development also include components of nursing homes or eldercare communities. Additionally the 

requirements for the majority of the eldercare workers to have a formal certificate by 2015 coming from a state level, 

also emphasises the Chinese states desire to develop the Chinese eldercare sector. 

Returning to the respondents experiences from dealing with Danish companies coming to China, he was asked to 

elaborate further upon what these companies, especially education providers, need to change when they want to enter 

the Chinese market, in order to be successful. 

Mr. Qin stated that most of the Danish companies, whom he had been working, did not have a very mature or doable 

business plan when they came to China, these companies according to him; expect a perfect agreement or business 

plan only after the meeting with the local Chinese partner. Mr. Qin stated that these Danish companies did expect the 

Chinese side to do the contribution to develop the Danish business plan, while the Chinese side is expecting the 

Danish side, as a representative of advanced solutions from a developed market, to provide the answer. 



 98  

Mr.Qin stated, that Danish companies need to be more clean on what they want and how they want to do it in the 

Chinese market, or else it would be impossible for the Chinese and Danish side to seal a deal in a quick and timely 

manner, something which is a must in the Chinese market, as it is developing so fast. He did admit that he could 

understand some hesitation from the Danish side, as the Chinese market is very different from the Danish, especially 

since the market is not free and eldercare is influenced by government policies and the public sector, but he stressed 

that if the companies comes to this market to do business they should be able to calculate the return of investments 

and the risks of doing business like professional businesses do, instead of just sitting back and waiting for some 

successful business story to follow.  

Mr. Qin summarised the above like this: first and foremost the Danish companies are not prepared, they do not have a 

clear proposal for cooperation with the Chinese side in their mind when they come to China, they instead want to get 

the inspiration for this corporation after having met with the Chinese partner. According to Mr. Qin this significantly 

delays the whole process (of doing business), therefore he believes that Danish side should have a clear business 

proposal to the Chinese side and they should be confident that they could provide clear expectations and propositions. 

Returning to the just mentioned government influence on the Chinese eldercare sector, the respondent was asked if 

this influence was because excessive legislation or if it was because there was not much legislation in this area, due to 

the novelty of this field. 

Mr. Qin replied that there is in fact a lot of regulation on the Chinese eldercare market who forbids entrants to do 

things; he mentioned the example of regulation within the area of education as it was prohibited by law for foreign 

providers of education to provide eldercare training, unless they are registered within the Chinese supervisory body’s 

system and they have a Chinese partner. So according to Mr. Qin there definitively is a lot of regulation within this 

area. 

End of interview 
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Appendix 4, Interview with Karen Zheng 

Interview with Karen Zheng (Chairman of Carestart, also operator of several nursing homes in 

Chongqing)  

Date and place:  June 10
th

 2014, 1 pm. Carestart conference room, Carestart offices, Chongqing, China 

Participants:   Karen Zheng (respondent) and Jakob Bolding (interviewer)  

Length of interview: 30 minutes 

Language:  The interview was done in English and recorded directly. Below follows a  

  transcribed summary which was done subsequently. (See attached CD for original and 

  full interview) 

At first the respondent was asked to give a quick introduction of the Chinese eldercare situation. 

Ms. Zheng began by introducing that since China has the largest population in the world, it also has the potential to 

have the world’s largest number of elderly, as the numbers keeps growing and growing. She explained that because of 

the one-child policy from the 1980ies, her generation was the first to experience how tough the situation actually is. 

She sad that her own parents were around the age of 60, and because of Chinese tradition, she as an only child had to 

support her parents,  while also taking care of her husband’s parents and their own child, this amounted to 2 adults 

taking care of 4 elderly parents as well as one child, in what the Chinese calls the 4-2-1 model. She continued that in 

the future this would be a serious issue for the Chinese, making the adults like her face a lot of pressure and stress, 

because even though they might have the willingness, they do not have the capabilities to do so, and therefore she 

within the next 5-10 years saw a huge demand for good quality care for the elderly Chinese parents. 

The respondent was asked about the situation for current employees in care institutions, namely what the formal 

education of this staff is today. 

Ms. Zheng outlined that the education of current nursing homes staff in her organisation, could take various forms: 

one consisting of staff with higher education, especially in the head office where most had either a graduate or post 

graduate education, specialising in management, accounting, strategic planning and eldercare services management. 

For employees on the nursing homes themselves, there would be additional two extremes, namely management level 

which often also had a higher education and while frontline workers were less educated. She explained that in today's 

Chinese society the jobs as caregiver or cleaner are not a respectable careers, as it would mostly be occupied by 

uneducated people from the country side, while people from the larger cities would look down on such jobs. 

The respondent was asked, on the basis of her experience, about what age the elderly would usually be admitted at a 

nursing home. 

To this Ms. Zheng stated that about 95 % of the elderly would go to a nursing home around the age of 75, she stated, 

however, that in her nursing homes the average age was about 82 to 83. 

On the background of this high average age, the respondent was then asked about the life expectancy for the elderly 

staying at nursing homes in China. 

Ms. Zheng answered that this varied a lot, stating that some could live until they were 90 or even 100, with the oldest 

resident she had in her nursing home being 103 before he passed away. However, she estimated that the average life 

expectancy would be around 6-8 years. 
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Returning to the issue of the frontline workers in nursing homes not having any education, the respondent was asked 

how this could present a business opportunity for foreign or even Danish companies. 

Ms. Zheng explained that both the staff and the nursing homes were expressing desires for better educations for 

these less educated workers. She stated that, as it would be unrealistic for them to take time off and do a full time 

study, she saw on-the-job training with regards to for example skill improvement, and care as the best option for this 

group, therefore she saw this as a potential lucrative business, not only for foreign, but also for local Chinese 

companies. She continued, however, that since much of the focus of Chinese eldercare education, was focused on 

theory rather than praxis, she would suggest, and had suggested, that foreign companies should instead focus on 

practical education instead of theoretical. She argued that even though some theory should of course form the basis 

of an education, many of the less educated workers would find this boring, and would also have accumulated a 

substantial amount of frontline theory, so therefore it would be more relevant for them to accumulate some practical 

and useful skills to use in their daily work, like for example moving the elderly from bed without getting hurt. 

As she mentioned that the job should be on-the-job training, the respondent was asked, whom she considered should 

pay for such an education, the individual worker or the nursing home. 

According to current Chinese legislation, Ms. Zheng answered, no subsidies were offered to these workers studying 

for themselves, so therefore she saw it as highly unlikely that they would be able to pay, especially if they were 

uneducated. She added that maybe some of the younger students, would be able to consider that an increase in their 

educational level would also bring a higher salary, but the majority of the less educated people from the country side 

would not have such a long term perspective, therefore the nursing homes themselves would have to pay. 

The respondent was asked to elaborate a bit on the differences between Chinese and western educations of eldercare 

workers, by explaining the education of such workers in China. 

Ms. Zheng outlined that in China, eldercare educations were primarily done in vocational schools, while university 

educations were more focused on the nursing area, however as the eldercare area kept growing more and more 

universities were starting to have educations within this field. She added that recently she had heard the news that an 

eldercare university had been opened in Chinas Zhejiang province, mentioning that, because of the increased focus 

from universities to develop university degrees in eldercare, she was hoping that in the course of the next 5 to 10 

years, the educational background of her organisations frontline workers would get higher and higher. 

The respondent was asked to describe why Carestart had chosen SOSU Silkeborg in particular for collaboration. 

She answered that one had to understand that Carestart because of their experience within the Chinese market, knew 

that it was quite impossible to get eldercare workers with a university background at the current time, therefore she 

considered vocational education a viable solution. She noticed that in Chongqing alone there is more than 150 nursing 

homes, offering quite a potential, which she as the operator of nursing homes understood the demand from, and she 

could see that it would be impossible for most of these nursing homes to send their staff to universities to study, so 

she saw vocational training as the only solution. She noted that on a background of collaboration with Danish 

institutions such as the Consulate General in Chongqing, SOSU Silkeborg was the only organisation which had sent 

staff to investigate the Chinese market and which was willing to invest resources in developing a business there, while 

other Danish companies only visited once, never to be heard from again. She elaborated that on the basis of this, she 

saw SOSU Silkeborg as being the most focused organisation within its areas of expertise, mentioning an old Chinese 

saying, that if one focuses on what one is doing, success can not be far behind, and therefore they had been selected. 

Ms.Zheng continued stating that Carestart was very happy to work together with SOSU Silkeborg, first in the 

Chongqing market, but later maybe nationwide. 
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In order to elaborate, the respondent was asked if she believed it necessary to be present in the Chinese market if one 

was to have success in it.  

Ms. Zheng agreed, stating that one needed to have a Chinese mindset, or at least get into the Chinese mindset in 

order to succeed, citing another saying that if one want to win, it is necessary to know your compactors, or the 

peoples mindset very well, which she translated into that it was very important to be present in the market if one is to 

understand the industry, the market, ones customers and the services offered. 

As an outsider of SOSU Silkeborg, the respondent was asked to account for what she saw as the core competencies or 

advantages of the organisation. 

She stated that she had visited SOSU Silkeborg in Denmark last year, and here she witnessed the facilities and the 

environment, she also noticed some Chinese students and employees and this she definitively considered an 

advantage for them, as these individuals according to her could act as bridges between the two countries, and meant 

that SOSU Silkeborg understood some of the difference between the cultures. Additionally she considered the skills of 

SOSU Silkeborg to be a large advantage and competency, noting that she from observing the facilities, the campus and 

their presented materials had some very strong skills within teaching 

Then the respondent was asked what she considered the largest challenges or difficulties for SOSU Silkeborg when 

entering China. 

Ms. Zheng stated that the larges challenge did not come from SOSU Silkeborg, but rather from the Chinese customers, 

as she explained, that some of the nursing home owners were not interested in improving the skill of their employees. 

She elaborated that the owners of nursing homes were not interested in investing in education, because this extra 

cost could not be transferred to the clients, as this would increase the price of nursing home beds. 

The respondent was asked how big the price difference was between Chinese and Danish eldercare educations. 

She noticed that the Danish education is 20 times more expensive than the Chinese. 

To this the respondent was asked if the extra investment in education could not be considered an advantage for the 

nursing home owners as well, as this would give the elderly a better standard of living and perhaps longer life 

expectancy, resulting in more revenue. 

The respondent answered that, the nursing homes did not plan so far ahead, or were not forced to think about the 

longevity of residents, because they had full occupancy, and could just take on another resident to fill up the empty 

bed when one of the elderly would die, in this situation, she argued that the nursing homes did not have any 

economic incentive to invest in expensive training.  

To clarify the respondent was asked if it was correctly understood that price was definitively an issue. 

She agreed and gave another example, stating that she had recently been invited to 5 day seminar with participation 

of more than 70 owners of nursing homes in Chongqing, sponsored by Chongqing Civil Bureau, she noticed, however, 

that had everything not been for free, there probably would not have been many participants.  

To this the respondent was asked how to solve the challenge of price being an issue, if the industry had to change or if 

SOSU Silkeborg had to be better at explaining the product they offer. 

To this Ms. Zheng explained that the eldercare industry is still a rather new one in China, therefore the collaboration 

with SOSU Silkeborg was not expected to make a large return within the first years. Instead Ms. Zheng argued that 

focus should be on keeping costs low, to build up relationships with potential clients and letting them experience 
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firsthand how they could use the skills taught in their own operations, and then after a certain period when clients 

had realised the usefulness of the education offered, prices could be increased, she proposed. 

In order to elaborate, the respondent was asked if it was, thus in fact, an exercise in changing the perception of the 

nursing home leadership. 

Ms. Zheng agreed, stating that she believed, that perception within the industry definitively would change, she 

concluded that the education offered by SOSU Silkeborg and Carestart in collaboration, has a brand of high quality 

care, and that the parents who are growing older now have higher incomes and better pension schemes, making them 

more likely to demand such high quality eldercare, than their parents before them. She stated that what had to be 

done was to get into the market and gradually build it up via brand reputation and skills, however, she noted, patience 

was required as the eldercare industry is not like the real-estate industry where rapid returns can quickly be cashed in, 

but should be developed stepwise one by one. 

Then the respondent was asked as an operator of nursing homes, would she be willing to send her staff to a course 

offered by SOSU Silkeborg, or would she, herself, be willing to hire staff educated by them. 

To this Ms. Zheng confirmed, and explained that if she had a high-end nursing home she would definitively be willing 

to hire outside staff to conduct onsite training and management. 

The respondent was then asked if she also believed that Chinese elderly and families would be willing to pay a 

premium price for such high end eldercare solutions. 

Ms. Zheng argued that this would depend on the price, and argued that right now, not only the nursing home 

operators, but also the elderly themselves had to change their concept of eldercare. She stated that she still believed 

the best times lay ahead, as people such as her parents age would definitively be willing to spend a lot of money on 

eldercare, for the time being, though, the opportunities were still on the way she stated, so they had to prepare, 

because once the demand was there for premium care they had to be able to deliver. 

The respondent was asked if the Chinese who were willing to pay for premium care were still too young to go to a 

nursing home.  

Ms. Zheng agreed stating that these people would not go to a nursing home before they were about 70 years old, she 

continued that currently the concept of eldercare is also currently changing, away from only focusing on one form of 

nursing home for the elderly dependant on help from the outside, towards a system where the younger elderly would 

be living in one setting and the older elderly would be living in another, allowing for differentiation between the 

different groups of elderly. 

As the last question the respondent was asked what market she believed SOSU Silkeborg should strive for; the whole 

market or rather a more focused niche market. 

She replied that SOSU Silkeborg should focus on specialising in certain areas, as China already has basic eldercare 

training, which is offered free of charge as subsidised by the government. Therefore, she argued, foreign companies 

should target high end nursing homes and focus on specialised diseases which required higher levels of care skills, as it 

would be here they had an advantage.   

End of interview. 
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Appendix 5, Interview with Joy Yu 

Interview with Joy Yu (Business consultant, General Manager and Partner in Carestart)  

Date and place:  May 12
th

 2014, 2 pm. Carestart conference room, Carestart offices, Chongqing, China 

Participants:   Joy Yu (respondent) and Jakob Bolding (interviewer)  

Length of interview: 41 minutes 

Language: The interview was done in English and recorded directly. Below follows a transcribed 

summary which was done later. (See attached CD for original and full interview) 

At first the respondent was asked to give a status on Carestarts business with SOSU Silkeborg up until now. 

Ms.Yu started by describing how Carestart, as an organization was set up, in order to combine the capabilities of 

herself and her partner Karen Zheng. While Ms. Yu had previous experience from business consulting and training, Ms. 

Zheng had hands on experience with nursing home operations. Carestart was an attempt to combine these 

experiences in one company, focusing on consulting, training and operation within the eldercare sector. 

As for the business with SOSU Silkeborg, Ms. Yu explained that Carestart is working together with this school within 

the area of training, as SOSU Silkeborg is seen to be very professional college, offering very professional eldercare 

training and having a highly qualified staff. According to Ms. Yu the first talks with SOSU Silkeborg led to an 

understanding of the capabilities that this school could offer to the Chinese market, so Carestart decided to invite 

SOSU Silkeborg to China to give short term lectures and courses, especially with in the area of occupational 

training,the so-called vocational training. March 2014 a cooperation agreement was signed between the two partners 

and in April this agreement was further ratified by a signing ceremony in Beijing witnessed the Danish Queen, in which 

Karen Zheng of Carestart and Director Bente Strager from SOSU Silkeborg took part. 

As of now the stage of developing a course to be offered in the Chinese market has almost been completed, according 

to Ms. Yu, and now it is the responsibility of Carestart to do the promotion and marketing for this course, throughout 

China, but with a main focus on Chongqing. She continued to specify that targeted segment was in fact not the 

individual participant in the course, but was rather colleges or institutes of nursing homes, making the market that of 

business-to-business, rather than the business-to-consumer. The reason for this focus, Ms. Yu stated, was an analysis 

of the market in Chongqing where it would be hard to charge the high prices for education that this course cost from 

the individual participants. According to Ms. Yu the majority of those working in the eldercare sector, are low income 

individuals, with not many resources to spend on expensive training. She did state that the local government does 

provide a certain economic compensation to each individual participant, but only up to a maximum of 1000 RMB and 

only if the individual is from the country side or unemployed. Because of the costs associated with SOSU Silkeborg 

proving content to a course, such as travel expenses and accommodation, the costs of the course simply put it out of 

the range of most individuals working within the eldercare sector.  This issue of price according to Ms. Yu was, the 

paramount difficulty when selling a course on the Chinese market, as the Chinese side, despite acknowledging the 

quality of the education and valuing the improved professional capabilities, would still be put off by the high costs. 

The respondent was then asked why it was SOSU Silkeborg and not any other Danish actor who was chosen for 

collaboration with Carestart. 

Hereto Ms. Yu replied that this had two reasons: first and foremost SOSU Silkeborg was seen as providing a very 

practical (hands-on) technically well founded education, a notion which was even more confirmed as Carestart visited 

SOSU Silkeborg in 2013. In addition to this, larger organisations or colleges, such as VIA University College was seen as 
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too comprehensive and big, while SOSU Silkeborgs focus on providing specific healthcare majors was deemed to be 

more efficient and in line with the scope of Carestart.  

 

Secondly, Ms. Yu continued, that the fact that SOSU Silkeborg has had people present in the Chinese market, and 

Chongqing for half a year, resulted in a very close and continuous dialogue which brought the two organisations closer 

and strengthened understanding to a higher degree than with other Danish organisations. 

 

The respondent was asked to describe the benefits that Carestart got from collaborating with SOSU Silkeborg. 

 

Ms. Yu answered that Carestart could gain a lot of expertise from working with SOSU Silkeborg and on top of that 

Carestart and SOSU Silkeborg are jointly developing a certificate to be issued within the area of eldercare. Ms. Yu 

stated that this meant that both from a professional and from an economical point of view a close collaboration with 

SOSU Silkeborg  would allow Carestart to learn a lot. 

 

To this the respondent was asked to elaborate a bit on the core competences she saw in SOSU Silkeborg. 

 

Ms. Yu replied that the presence of Chinese staff in SOSU Silkeborgs organisation was a great advantage, as a Chinese 

person in any Danish organisation could work as a bridge between the two sides and could also facilitate a better and 

smoother communication between the two partners. Returning to the courses offered by SOSU Silkeborg, Ms. Yu 

again emphasised she saw the professional skills taught by SOSU Silkeborg as one of their core competencies. 

 

Referring to the respondent’s professional background as a business consultant who had worked with several d ifferent 

Danish organisations she was asked to describe what she saw as the largest challenge for Danish companies trying to 

enter China. 

 

To This Ms Yu replied that there were many different problems for Danish companies: first of all, she mentioned the 

sense of competition and cooperation which is apparent in China. Ms. Yu stated that Chinese companies do not set 

out to be the only company in a market; rather Chinese companies will embrace competition and also try to work 

together with certain competitors to develop the particular industry in which it is in. Danish Companies on the other 

hand will, according to Ms. Yu, try to develop an industry by itself or will be unwilling to work together with other 

Danish partners. To emphasise her point she continued to use Carestart as an example: according to her, Karen Zheng 

and her, did both have overlapping areas of expertise so they chose to join forces by creating Carestart, in order to 

strengthen both of their position on the Chinese market, but Danish Companies will not be doing so. Ms. Yu states 

that when entering the Chinese market companies should not be afraid of competition, both because the Chinese 

market is simply too big for one single company to handle by itself, but also because competition and cooperation 

with competitors will contribute to strengthen the position of all involved. 

 

Another point for Danish companies when entering China, according to Ms. Yu, was that they should be aware of what 

they were good at. While many Chinese companies has large businesses catering to many sectors in the market, Ms. 

Yu stated that Danish should rather focus their attention on their core competencies and products. This should be 

done, as she saw it to be futile for Danish companies to try to influence and change the Chinese market, instead 

companies should focus on the thing that they could affect, namely themselves, their product and their core 

competencies. 

 

Ms. Yu continued to highlight the difference of marketing between Denmark and China, as a point where Danish 

companies also have problems when entering China. She stated that marketing in Denmark was much more an action 

of promotion and advertisement, while it in China had a much larger social aspect also. She argued that most of the 
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actual marketing done in China is actually done through interpersonal networks and social activities, presenting a joke 

amongst Chinese that real business actually be done during business dinners, as this allows for trust building between 

partners. However, Ms. Yu states that Danish businesses are slowly getting better at understanding this, she even 

emphasised how the representative from SOSU Silkeborg had clearly grasped this aspect of Chinese business culture. 

 

The respondent was asked if she saw any further differences between Danish and Chinese companies 

 

To this she confirmed that there was indeed one important feature which presented a difference, namely the 

different opinions on patents and intellectual property rights: Ms. Yu stated that many Danish Companies are 

concerned of compromising their intellectual knowledge and ideas when entering China , as Chinese do not place as 

much importance on copyright as Danish companies do. 

Although Ms. Yu admitted that there were actually instances of copyright violation happening in China, she also 

argued that even though the Chinese side tried to copy a certain product or service it was impossible to do so 100%, 

meaning that even though the product was copied the resulting Chinese product would be of a lesser quality that the 

original one. Ms. Yu maintained that in today’s China more and more customers were able to tell the difference 

between copied and original products, and hence Danish companies should not overestimate the risk of being copied, 

simply because the customers would rather prefer the original product than the copied one. 

 

The respondent was then asked to give an account of what is so interesting about the Chinese market, especially so for 

Danish companies. 

 

Ms. Yu replied that according to a study she had done for the Danish Consulate General in Chongqing, in regards to 

the D’Care project (which was a project to establish a Danish inspired nursing home in Chongqing) she had found that 

Danish companies should particularly keep a focus on serving niche markets.  Ms. Yu continued to explain that the 

total population, and hence also the elderly population, present such a vast business opportunity making it impossible 

for any single company to cater to all the elderly individuals. 

Instead she argued that Danish companies seeking to tap into the Chinese eldercare market should rather focus on 

providing service to the elderly and their families who had no other alternatives in the current Chinese eldercare 

market, mentioning the elderly who are dependent on intensive care as one concrete group to cater to.  

For this particular group, Ms. Yu explained that the only current alternative in China is to hire 3 nannies or home care 

helpers to attend to the needs of the elderly. She explained that should these elderly individuals suffer from particular 

chronic diseases related to aging or suffer from dementia, it is impossible for the next of kin to get home care helpers 

in China with professional knowledge and experiences related to these fields. According to Ms Yu professional training, 

high quality assistance equipment and efficient operating systems are some of the expertise’s that Danish providers of 

eldercare solutions can rely on to help build an entry barrier for outside competitors, making it harder for local 

competitors to compete with the Danish solutions in the Chinese market right away. 

 

To investigate further into the possibilities of this market the respondent was asked to specify how big she perceived 

this market to be. 

 

Ms. Yu replied with some concrete numbers: she stated that up to 2013, 9 million cases of elderly with dementia had 

been discovered in China, continuing that the most recent numbers for 2014, she had just received at an eldercare 

exhibition in Beijing, was 13 million elderly with dementia, making it a growing problem. She also emphasised that 

these numbers were just the numbers of discovered cases of dementia, stating that the problem would continue to 

grow, as factors such as the Chinese populations eating habits, the environmental pollution and the psychological 

pressure that the Chinese elderly face in their everyday life would continue to cause more and more people to get 

dementia in the future. 
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Ms. Yu continued to elaborate on the market for dementia, by giving the example of an American owned nursing 

home in Tianjin who focused on dementia. She stated that until now this dementia centre which was designed for 26 

occupants, and which had opened in January 2014 had only received 6 residents, with a staff of 16 to take care of 

these few residents. 

 

In line with this the respondent was then asked what she believed to be the reason for such a low occupancy despite 

the serious demand for dementia care, just mentioned by her. 

 

To this Ms. Yu replied, that Chinese are not accustomed to such specific solutions to exist, the Chinese simply do not 

know what special care to elderly suffering from dementia is, and they are not aware of this alternative.  In China, it is 

generally impossible to find other nursing homes that focus on care to elderly with dementia, most of the ordinary 

nursing homes who do exist, actually refuse to admit elderly with dementia. Another solution could then be to admit 

elderly with dementia to a hospital, but since dementia is not a mental illness; this solution is also not on par with the 

needs of the elderly, and certainly does not bring rehabilitation. 

Ms Yu continued, that the reason for so few actual homes focusing on care to elderly with dementia is that China, 

according to her, lacks the education and therefor the professional workforce and skills to ensure the correct and 

most appropriate care to seniors with dementia. She then concluded that this (professional education) was in fact one 

of the major core competencies that Carestart in collaboration with SOSU Silkeborg could offer to the Chinese market, 

mentioning specific topics that could be offered as courses, such as dementia, chronic diseases or prevention of heart 

attacks. 

 

Returning to the choice of Danish solutions in particular, the respondent was asked why a system which was based on 

a tax financed welfare system had been chosen for the Chinese market, instead of a more user paid system such as for 

example the American or Australian solutions. 

 

Replying, Ms. Yu stated that the choice of collaboration with Danish companies were first and foremost because of the 

efforts done by the Royal Danish Consulate General in Chongqing regarding the D’Care project, and also because the 

Danish side was the one that Carestart had met with the most frequently, and hence had built a stronger bond with, 

compared to other countries. 

On top of that Ms. Yu mentioned that Scandinavia has a very good reputation throughout the world, both because 

Danes are considered the world’s most happy people, and also because the Danish eldercare system is very mature 

and advanced with more than 80 years accumulated experiences and development, from which the Chinese can learn. 

She continued, that of course Carestart would also look to places like Taiwan and Japan, as they also had very good 

eldercare solutions and systems, but she emphasised the communication with the Danish side as being better than 

with the two Japanese companies who had also approached Carestart. Furthermore, Ms Yu also brought up the topic 

of political tension between Japan and China as a potential problem for cooperation with Japanese companies. She 

mentioned that despite of the fact that Japanese eldercare solutions were very advanced and good and despite that 

she knew of at least 3 Japanese companies, in Chongqing and a few in eastern China, who were trying to enter the 

market, certain Chinese elderly or their families, would for historic reasons, not be willing to go to a Japanese owned 

nursing home. 

 

Returning to the Danish system as a whole, the respondent was asked if she saw it even possible to export large parts 

of a Danish eldercare system which was so dependent on Danish culture to a Chinese context. 

 

Ms Yu replied that of course this was not possible, a complete copy or export of large parts of the system is impossible, 

it does according to her; require certain localisation to fit into a Chinese context. She then highlighted the capabilities 



 107  

of the Carestart team to know the culture and game rules in the market. She also argued that Carestart knew what 

was good and which was bad on the Chinese market seen from a marketing point of view. 

 

The respondent was asked to give a couple of examples of this localisation to the Chinese market. 

 

She replied that in the instance of SOSU Silkeborg, the school originally sent them a plan for a 3 day course, totalling 

24 hours, to be offered in the Chinese market, Carestart however, realised that the Chinese market would only be 

willing to pay the price for the course if it was perceived to be a comprehensive one which they could gain significant 

value from. According to Ms. Yu the Chinese side would only consider a 3 day course to be a partial course, so 

Carestart extended the course by adding 5 extra days, including basic introduction to Chinese eldercare practises, 

Chinese traditional medicine, such as acupuncture and also review sessions as well as a pre examination preparation 

with a Q & A session. Ms. Yu stated that such an 8 day course would allow for the Chinese participants to feel they got 

a whole package, instilling them with a sense of graduation from the course. 

 

Returning to the cost of the courses, which was also touched upon earlier, the respondent was asked if it was possible 

to attract customers to the courses, if the organisations Carestart were trying to promote the course to, were actually 

willing to pay for such courses. 

 

Ms. Yu replied that in the view of the colleges which the course was promoted to, the price is very high, compared to 

what a course normally costs them. Often a Chinese Ph.D. will only charge 1/4 of the price of the course asked by 

SOSU Silkeborg/Carestart, per day. This of course requires a lot of explaining by Carestart when selling the courses to 

potential businesses. According to Ms. Yu, Carestart will always have to explain the uniqueness of the Danish 

knowledge and explain how travel costs as well as the higher salaries contribute to increase the costs, as Chinese 

organisations will be challenging the price. 

 

The respondent was asked if Carestart had tried a more direct business-to-consumer approach, targeting the families 

of the elderly directly, in order to offer the course to the home care helpers these families might have employed by 

themselves. 

 

Ms. Yu declined to having pursued this segment, because this is not within Carestarts current business-to-business 

strategy, but she stated that it could be the next step to take, if the current strategy was not successful, and the 

Chinese organisations did not show enough interest in the offered course. She stated, however, that a business-to-

consumer approach is usually much harder, as Carestart would have to target the individual student, rather than an 

organisation which could supply a whole group of students to participate in the course. 

Ms. Yu concluded that she was positive about the current business- to-business approach and that she even had 

another potential client which she was to have a meeting with the following day.  

 

Lastly Ms. Yu concluded that as she had not prepared for the interview she was sorry if her answers might have 

seemed a bit unclear and unstructured, and the interviewer was welcome to send her an e-mail should clarification be 

needed. 

 

End of interview 
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Appendix 6, Interview with Nanna Holm 

Interview with Nanna Holm, (Consultant, Danish Deacon Homes.)  

Date and place:  August 7
th

 . 2014, 1 pm, Conference Room, Headquarter of Danish Deacon Homes, 

Vejle 

Participants:   Nanna Holm (respondent) and Jakob Bolding (interviewer)  

Length of interview: About 48 minutes  " 

Language:  The interview was done in Danish and recorded directly. Below follows a  

  transcribed summary in English which was done after the interview. (See  

  attached CD for full interview in original language) 

At first the respondent was asked to introduce herself. 

Ms. Holm answered that she was working as a consultant  with various tasks within the organisation of Danish Deacon 

Homes, such as education of management personnel, supervision, conferences, networking, development of a new 

intranet within the organisation and amongst these also the organisations involvement in China. 

The respondent was asked to elaborate on the involvement of Danish Deacon Homes in China, especially in connection 

with SOSU Silkeborg. 

To this Ms. Holm replied that Danish Deacon Homes are currently working together with SOSU Silkeborg within the 

area of training staff for a nursing home in Shanghai, that Danish Deacon Homes has been selected to manage. She 

outlined how Danish Deacon Homes were not involved in the building part of the venture but only focused on the care 

and operational parts together with their Chinese partner. 

To this the respondent was asked why exactly SOSU Silkeborg had been chosen for this venture,  as opposed to other 

Danish Social- and Health Care Colleges  or even foreign organisations, such as for example American suppliers of 

education. 

Ms. Holm replied that with respect to the nationality of the suppliers of education, Danish Deacon Homes did never 

consider organisations from other countries, simply because the Chinese side specifically demanded a Danish care 

concept, with Danish quality standards. As for the choice of SOSU Silkeborg, they were chosen because Danish Deacon 

Homes saw them as being the most in tune what is happening in China, and how Chinese people perceive eldercare. 

She continued to outline that as SOSU Silkeborg had been working with China for some years, and therefore had 

considerable knowledge of how to think care within this context, the choice of SOSU SIlkeborg was quite natural. She 

mentioned that many other SOSU schools were not seen to have the same international perspective as SOSU 

Silkeborg, with whom Danish Deacon Homes have had previous experiences with. Ms. Holm explained how SOSU 

Silkeborg has previously had some exchange programmes with Ghana, where students received training at SOSU 

Silkeborg, and subsequently did an internship in one of Danish Deacon Homes own nursing homes. 

The respondent was asked to elaborate on what kind of education SOSU SIlkeborg had been selected to undertake in 

China. 

To this Ms. Holm replied that China does currently not have educations corresponding to the Danish social- and health 

care worker and social- and health care assistant, and her organisation does not expect to be able to attract personnel 

which have a formal education in eldercare, simply because this personnel does not exist on a significant scale. 

Therefore Danish Deacon Homes themselves have to develop the capacities of the employees for their operations, 
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which is why SOSU Silkeborg is currently designing an education to help with this. She outlined how such an education 

would probably take the form of a couple of months training until the nursing home would start operations, after 

which it would be supplemented with certain theme days or weeks, so that there would be a supplement between 

theory and praxis. 

In order to clarify, it was enquired if such collaboration was in fact a continuous endeavour and not just the question of 

supplying some education after which the cooperation would end. 

The respondent confirmed, stating that it would be a continuous collaboration, as this would be the only way of 

combining theory and praxis. Mr Holm, continued to outline that the matter of fact is, that currently no Danish nursing 

homes or nursing homes operating after a Danish model exists in China, meaning that Danish Deacon Homes cannot 

expect to be able to attract care personnel which is educated within this area or whom possess the skills and 

capabilities that they require. Therefore it would be necessary for the personnel to both to get some hands on 

approach and then some theoretical training, according to Ms. Holm, adding that she expected the education of the 

individual worker to last for about two years, in alternation between theory and praxis, much in line with how this 

kind of education was done in Denmark. 

The respondent was asked if SOSU Silkeborg would also be responsible for the implementation of education or if they 

are only to design the course structure. 

To this Ms. Holm replied that SOSU Silkeborg were responsible for everything related to education, including the 

hiring of teachers. She did mention that she expected that SOSU Silkeborg, throughout this process would be able to 

rely on the competencies of the Danish managers that she expected would be present at the nursing home, in order 

to introduce the routines and management structures of the nursing home to Chinese students, so that education 

would be a shared task between SOSU Silkeborg and Danish Deacon Homes own people. 

The respondent was asked elaborate on the specifics of how Danish Deacon Homes as a Danish provider of elder care 

could contribute on the Chinese market. 

Ms. Holm replied that the issue at play here is that of concept export, stating that in China there is a large demand for 

eldercare as a service, while the understanding of eldercare as a concept is none-existing. What this means, according 

to her, is that the Chinese do realise that they need a care service for the elderly and that the eldercare solution 

currently available are not sufficient, however when it comes to understanding the concept of eldercare in China, not 

much insight exists within the country.  

As an example Mr. Holm mentioned the issue of elderly Chinese taking up beds in hospitals, even though their 

treatment had been concluded, she stated that in Denmark we would never do things like this, instead we would 

make sure they were discharged to rehabilitation in their own homes or admitted to a nursing home. She elaborated, 

stating that the concept of eldercare was not sufficient, if one saw hospital stay as the only option for elderly. There 

should be a third option in between the elderly living at home or living in a hospital, namely that of the elderly living in 

a nursing home according to her.  She stated that the notion of this concept of eldercare, was the first thing that 

Danish Deacon Homes could contribute with, secondly she argued that the organisation could contribute with Danish 

competencies and knowledge developed over the course of about 60 years, within the area of eldercare. 

To this the respondent was asked why China in particular, and not a country which is more similar to Denmark, had 

been chosen. 

She replied that the need would simply not be there; arguing that there is no need in Sweden and no need in Germany 

for their services. She elaborated, stating that Danish Deacon Homes were only responding to a huge demand from 

the market, because they were asked, and that they, themselves, had not been out searching for foreign markets, as 
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they had enough to do in the Danish market. She stated that this demand was the central factor, because her 

organisation did not believe in forcing something down the throat of the Chinese side, also because the Chinese were 

considered to be important partners in localising the operations of Danish Deacon Homes to the Chinese market. 

As the respondent did herself mention the Danish model, she was asked to clarify on the diffuse area of this subject.  

She started by outlining that the Danish model is a part of the Scandinavian welfare system, where certain factors look 

out for the individual throughout the different phases or situations of his or her life, she gave the example of 

institutionalised child care as yet another example of this model. She speculated that the concept of the welfare state 

we have in Denmark probably originating in a Scandinavian context, and argued that here was again the issue of a 

concept, namely welfare, which related to the whole construction of society and care for the citizens at different 

stages in their life, but also the economy of the state. Secondly she argued, by zooming in on eldercare, that the 

Danish model, is centred much on how such a system is organised, for example that it is not primarily nurses and 

doctors which are to care for the elderly, but rather specialised personnel which are trained in the daily needs of this 

group of people. She outlined how the focus of these specialised care workers is not on sick care, but rather on 

helping the elderly in their everyday life, with practical problems related to getting old. 

 Ms. Holm argued that the thing that is so unique about this system is that it does not focus on defining people after 

certain criteria, such as sick or not, but rather on the specific requirements and needs of the individual related to their 

situation. Ms. Holm explained how, the Scandinavian models are the only ones which have personnel which are 

trained primarily to cater to the elderly. Although an important feature of these specialise workers are of course also 

their ability to cater to age related ailments, they do not as it is the case with doctors and nurses, only cater to the 

elderly when they are sick, instead they are an important part in aiding the elderly with their day to day problems. 

Returning to the issue of the Chinese partner mentioned before, the respondent was asked to describe the cooperation 

they have with local actors on the Chinese market. 

Mr Holm replied that the first contact was actually facilitated via the Danish consulate, and that Danish Deacon Homes 

did then subsequently have several study tours to China to inspect Chinese nursing homes and establish contact with 

potential local partners. Following this the organisation had an employee stationed in China for a couple of months 

trying to develop deals with interested local companies. However, the current partner of Danish Deacon Homes in 

Shanghai, was found almost by a coincidence, as representatives from both of the organisations met at an elder care 

fair. The respondent explained how Danish Deacon Homes initially had a focus on West China, where the first 

approach from the Consulate came from, but now the target area has been moved to East China in order to reflect the 

cooperation with the current partner in Shanghai, and the fact that Danish Deacon Homes sees more opportunities in 

this market. 

Introducing the issue of price, the respondent was asked if Danish Deacon Homes did have any problems with the 

Chinese partner considering the price tag of Danish elder care to high. 

Ms. Holm replied that price was not a problem, but rather a challenge, she elaborated, that a lot of the discussions the 

organisation have with the Chinese partner are centred around what the threshold is for Chinese families or the 

elderly themselves when paying for eldercare. She argued that a reason for this issue is that compared to the Danish 

system there is no public co-founding of nursing home stays in China. In Denmark the elderly, if they are deemed in 

need of outside care, receive help from the public system, free of charge, while only having to pay rent, consumption 

and the like. Such a service would, according to the respondent, amount to about 30,000 Danish kroner, but because 

it is subsidised by the public system it is free of charge for the individual elderly, in China it is not like that. Ms. Holm 

argues that therefore it is definitively a challenge to set a price in China, which is both acceptable to the individual 

elderly and the nursing home. She also mentioned that it is hard to find sectors within China for comparison of prices, 
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because for example hospital stays ,which would be one alternative to a nursing home, are so expensive, in 

comparison to hospital stays which will be covered in part by the individuals insurance, no such reimbursements are 

available for nursing homes. 

Ms. Holm explained that exactly the financing of nursing home stays was a big issue in a Chinese context, she stated 

that it was easy for the Chinese leaders to decide to build several thousand nursing homes, because the Chinese are 

very good at erecting new buildings in a short manner of time. However, when there is no concept of nursing homes 

also needing money to operate, because this concept is unknown to the Chinese, this becomes a serious challenge 

also for the Chinese society at large, because the elderly will be taking beds from other patients in hospitals.    

To this the respondent was asked how she and her organisation would convince the Chinese elderly that the higher 

price of Danish eldercare is justifiable, seeing that they had no concept of eldercare. 

She replied that this was also a hard task, however she believed that the fact that Danish Deacon Homes is a non 

profit organisation, would help the organisation because they were not forced to strive a specific profit margin. Ms. 

Holm outlined how it is exactly this profit margin that has been the crucial point for the failure of many foreign 

companies, as she understood it, simply because the market was not willing to pay for such a profit margin. 

Additionally, she argued that, in spite of their position as a non-profit organisation, Danish Deacon Homes also had 

strong capabilities within the economics management, as they also still had to consider expenditures and income 

throughout their operations, not in order to generate profits, but in order to not run a deficit. 

Furthermore she argued that the lower wages in China were also a factor which would bring down costs, as well as a 

central aspect of the Danish model being that the nursing home should not be staffed by doctors and nurses, but 

rather a third group of care workers, which would ensure for a more sustainable economy. 

In relation to the issue of price, the respondent was asked which segment Danish Deacon Homes were aiming for with 

their nursing home.  

Ms. Holm answered that their target was the Chinese middle class, she added that in the longer run Danish Deacon 

Homes would like to offer care to the less fortunate segments, and those who did not have any family to take care for 

them, as this was in the nature of the organisation. The first priority right now, however, is to pursue the current 

project, and then later solutions to the less fortunate might be offered, if this first venture is a success. 

Turning focus back to the employees that Danish Deacon Homes hope to attract, the respondent was asked if she 

thought people would even be interested in working in their nursing home, and if the project could attract employees. 

Ms. Holm confirmed that this was definitively their impression, stating that maybe it was necessary to give the 

employees a higher salary than compared to a Chinese nursing home, where the nurses would do the actual care work, 

and the other employees would just mob the floor. She explained that this was an issue of organising slightly more 

cross-sectional job duties, which is a challenge in a Chinese context, because workers here will normally only do the 

job they are told to do, and which lies within their area of responsibility. Ms. Holm argued that what they instead 

wanted to teach their employees was to take initiatives themselves and share their observations with colleagues in 

group work settings. She continued that even though that the job as a senior care worker might not prove a high 

status one, the position at their nursing home might prove a high status, simply because of the high profile attention 

the project has already gotten within China. 

She added that in the beginning, the status of elder care workers was also low in Denmark, when Danish Deacon 

Home started their operations 40-50 years ago. In the beginning many of the employees at nursing homes were 

actually house wives who had loads of practical experiences from taking care of the children and elderly at home, but 

who perhaps lacked formal education, which they then received becoming nursing home assistants (plejehjems 
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assistenter). In that respect ms. Holm argues that the situation in China is not that different from the situation in 

Denmark earlier. 

Noting that the respondent kept returning to the issue of how Danish Deacon Homes wanted to change the Chinese 

eldercare market, by implementing parts of the Danish eldercare model in China, she was asked if she even thought it 

possible to introduce this model, which is so embedded in a Danish setting in another cultural setting, like China. 

Ms. Holm confirmed, stating that it was possible because the Chinese show a strong will to develop their eldercare 

sector and learn from the experiences of other countries within this field. She again argued that this process is not one 

which was being forced upon the Chinese side, but is rather the result of genuine Chinese demand for foreign 

competencies. She exemplified by stating that, Chinese delegations visiting the nursing homes of Danish Diakon 

Homes, have actually stated that they would, like to dig up the whole nursing home and transport it in its entirety to 

China, including management and personnel, if this was only possible. She continued to outline, that she had had 

delegations who,  expressed interest in sending their own relatives to Danish nursing homes, even if this meant 

sending them halfway across the world, because they knew that in a Danish nursing home their relatives would 

receive good care. 

 She did note that, even though we in Denmark would like to think of ourselves as world leaders within elder care, it is 

not sure that we are actually in reality the best, and that solutions in China would of course have to be fitted to a 

Chinese context  on issues such as economy and education. But despite all this, she concluded that the welfare of 

relatives was a key issue for Chinese families, and exactly therefore it would be possible to implement Danish inspired 

care in China. 

To this the respondent was asked to relate to competition from actors from other countries, as other countries, such as 

the USA, might have a much more profit driven approach to eldercare than Denmark, hence potentially making it 

easier for these actors to implement their systems in a Chinese context. 

Ms. Holm agreed, stating that there are indeed a number of American actors in the Chinese eldercare market already.  

The respondent was asked if Danish Deacon Homes could feel the competition from these competitors in a market such 

as Shanghai.  

She said no, remarking that Danish Deacon Homes would actually prefer some more competition, in order to have 

someone to measure themselves against. She continued to outline, that according to the Chinese themselves, they do 

generally not like the idea of companies making profit on eldercare; it might be an issue of having to send your 

relatives to a for profit nursing home, because no alternatives are available, but overall they do like the idea of profits 

on this kind of service. Ms Holm saw this as yet another advantage of Danish Deacon Homes, because they as a non 

profit organisation, are not forced to make a certain profit on delivering care to the elderly. Additionally she argued 

that the Chinese partner of Danish Deacon Homes had been looking at eldercare solution from Canadian, Belgian, 

German, American and Japanese companies without being satisfied, before selecting the Danish solution after 7 years 

of search. She speculated that the selection of companies to conduct eldercare in China might be a question of 

perception, and if the individual perceived eldercare as a business for profit extraction or focuses on other criteria. 

She however was not sure, stating that after a 10 year period, time would show, if the eldercare business was such a 

lucrative business as some organisations expected it to be. 

The respondent was asked if she believed this 10-year period to be the threshold for when other for profit companies, 

such as SOSU Silkeborg, could expect to see a return on their investment. 

Ms. Hold stated that it was hard to say, noting that it was obvious that in the beginning there would be certain 

expenditure related to this business, such as education and so on. She however, noted that the contract Danish 
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Deacon Homes had in Shanghai would run for 10 years, with the possibility to evaluate the collaboration after 7 years. 

She explained that in the eldercare sector 7 years is not a long time, but for companies who rely on profit, 7 years is 

long time. She continued to explain that in Denmark a newly opened nursing home would not generate profit the first 

year, and also not the second year, if one was lucky it could end up not running a deficit after the second year, but not 

a profit. 

In order to elaborate, the respondent was asked, if she saw this as representative for the sector at large, namely that 

investments had long perspectives, and one should not expect quick returns. 

Ms. Hold confirmed, stating that this was definitively not what one should expect, according to her impression. She 

did add though, that on the instance of SOSU Silkeborg, it might be different story, because they as a school are 

offering education, and might be able to repeat a successful business model numerous times on a rapidly expanding 

market, which Ms. Holm hoped for them. 

The respondent was then asked about her impression of the political initiative which are implemented by the state 

within this area. She was asked how she saw cooperation with the public sector and if she believed that the legislative 

system provided enough support and flexible regulation which supported export of welfare solutions. 

She replied, that in her opinion it did, explaining that Danish Deacon Homes had encountered neither Danish nor 

Chinese legislation which proved challenges to their work with China. She noted that in the future certain issues might 

arise, because the project was about go into a more detailed and management specific context, where certain issues 

such as expatriation, regulation for the operations of nursing homes and such would have to be considered. From the 

point of departure, however she saw no problems, the organisation also had a good collaboration with the Danish 

consulate and other representations in China, and they were receiving positive interest both from the Danish and 

Chinese political sectors. 

Then the respondent was asked to consider what she saw as the future of the Chinese eldercare market the next 15 to 

20 years. 

Ms. Holm replied that she hoped that the Chinese society would find sustainable solutions to support the operation of 

nursing homes, whether being a tax financed model or an insurance scheme as the one for the hospitals. She 

explained that she was hoping for these sustainable models because it was one thing to only build new nursing homes, 

another completely, to fill such an institution with competencies, and therefore she believed it to be necessary for the 

Chinese themselves to realise this fact and pay attention to it. 

She outlined that China had to go through the same development that many other countries has gone through, with a 

shift from an industrial- or agricultural country towards a society which is more focused on services and education in 

caring for other people. Such a development, according to her, is not unlike the one observed in Denmark, and she 

emphasised how she hoped that this would also happen in China, simply because the whole population could not, as 

she stated, "be living in the cities working as waiters", the development had to be sustained also by an increase in 

wellbeing for the individual. 

Returning again to the issue of developing competencies, which had been motioned a while back, the respondent was 

asked what she saw as the core competencies of SOSU Silkeborg. 

She replied that she could only answer such a question with the reservation that she herself had a background in the 

education sector, and therefore her answer would be quite influenced by that. With that established, she continued 

that she thought the work of SOSU Silkeborg was founded upon a huge commitment from their side, a commitment 

which, the respondent found essential when working in the setting of the real world. She continued to outline that the 

teachers of SOSU Silkeborg had a strong understanding of what she under one framework would call "culture",  
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meaning that they had a strong understanding, also towards the Danish student, of the values of the culture they are 

about to become a part of. Ms. Holm argued that this culture is exactly what the students are supposed to learn, 

instead of only learning about the professional skills required, for example to lift the elderly into a chair. 

She continued that it was also her impression that SOSU Silkeborg, has strong competencies in teaching their students 

to think for themselves, which according to ms. Holm was an important part of any job, but especially the jobs related 

to elder care, because it fostered the individual student to reflect why he or she had to do things in a specific way and 

why their colleagues were doing things in a certain way towards the individual elderly. She argued that this kind of 

reflection, alone and together with others, is the only way in which innovation would occur in a practical setting, and 

presented it as an important competency for learning, which students of SOSU schools does not necessarily posses.  

The respondent was asked if this competency was one which the Danish model for education is good at promoting. 

She confirmed, stating that this was probably one of the things that we generally, in Denmark, are very good at, 

touching however, upon the subject that the political system, in her opinion, has started to go in another direction, 

focusing on tests, and test scores, instead of the competencies of reflection and independent thinking. She argued 

that she believed that it is in fact the latter that we in Denmark need and which we should use to sustain ourselves, 

because it is here that one finds innovation and development. 

To this the respondent was asked if she believed that it was also these competencies that Denmark should focus on 

problem solving rather than specific skills, when exporting. 

She agreed, stating that this was also what the Chinese market is demanding. 

The respondent was asked if the Chinese were really able to appreciate such qualities, since we in Denmark have had 

some arguments stating that Danish students could not write or use mathematics as compared to their Chinese 

counterparts.  

Ms. Holm stated that she was indeed critical of such an inferiority on the part of Danish students, which she argued 

had had to be taken care of, she however, did notice that it was not enough to be able to read and use mathematics, 

students also had to be able to understand why they were using mathematics, and for what by relating to the context 

and rationalise on the background of the learned field. 

She argued that to work with people, such reflective capabilities were of the utmost importance, because it according 

to her, was impossible to be good at such a job if one did not have the ability to reflect on the words and actions of 

other people, and especially elderly people. The respondent argued that the inclusion of such a curious attitude when 

developing the individual development progress for the elderly is a key feature of good eldercare 

To this the respondent was asked how she would best communicate such competencies to a Chinese, seeing as these 

competencies seem much more intangible than the skills of reading and writing.  

Ms. Holm stated that she did not know the answer, because she considered it to be two independent questions, 

namely one, how to present such skills to customers, which she stated that would not able to do.      

Instead the respondent argued that in relation to potential customers, she would rather focus on the issue of the 

individual person and its needs as core competencies in the Danish eldercare model, because these areas are the 

issues that have been taught throughout the last 60 years.  The respondent argued that she would focus on explaining 

to customers that in the Danish system, people are not part of an assembly line, but rather, the individual will be 

cared for in accordance with his or her needs and requirements. 
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She continued to outline, that what the Chinese side noticed when visiting Denmark was the contact between the 

individual elderly, but also between the elderly and the care personnel, so as they were not only like cattle being 

pushed through the system. In relation to the education of the people working with the elderly, she argued that it was 

again this ability to reflect upon the specific situation of the elderly themselves that she would promote,  stating that 

she knew that SOSU Silkeborg amongst others used real life case studies in developing the competencies of their 

students. 

Here the respondent was asked if this did imply that the Chinese side had to see the concepts of Dasnis education and 

eldercare in a practical setting in order to understand it fully. 

The respondent agreed, stating that, in order to understand the Danish model fully the Chinese side need to 

experience i, first hand, as this according to her would prove an important difference for their understanding, both 

within eldercare, but also in other areas such as for example kindergartens. 

End of interview. 
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Appendix 7, Interview with Jørgen Delman 

Interview with Jørgen Delman (PhD. in China Studies, member of ThinkChina, University of 

Copenhagen) 

Date and place:  July 15
th

 2014, 10.30 am.  Office of Jørgen Delman, Copenhagen University, Amager, 

Copenagen  

Participants:   Jørgen Delman (respondent) and Jakob Bolding (interviewer)  

Length of interview: 42 minutes 

Language: The interview was done in English and recorded directly. Below follows a transcribed 

summary which was done subsequent to the interview. (See attached CD for original 

and full Danish interview) 

Starting with professor Delmans articles about eldercare as a possible area for export for Denmark, the respondent 

was asked what his personal and professional background was for making such claims. 

Prof. Delman outlined that he had several backgrounds, first and foremost he had been working in China for several 

years and knows the demographic problems that China faces, he also outlined how he knew the policies in the 

Chinese market regarding the elderly and the wish to provide a wider range of social services as well as some of the 

priorities which was made and also how the Chinese think the market for such services should be constructed. 

Secondly he explained how he has been working with Sino-Danish collaboration for more than 35 years, and knows 

the challenges for Danish companies, as he has firsthand witnessed the failure of systems export in the 1980ies, 

noting that, we in Denmark need to reconsider the way in which we do exports. Lastly he added, that he has also been 

working with technology transfer to China for many years 

The respondent was asked what he sees as the most important selling point for Danish eldercare in the Chinese market. 

To this Prof. Delman replied that he considered it to be the knowledge that we in Denmark have about elderly and the 

different problems which occur at different stages of being an elderly, elaborating that it is  possible to have both well 

functioning elderly and also a non-functioning elderly and  various categories in between. He explained how he found, 

that in one part, we in Denmark have realised that it is important to understand and care for the elderly at their 

specific stage, but also to be able to envisage what could happen in the future. Another part, he claimed, was that 

Denmark has a substantial insight into how to build elder care, and what technologies to use in this context. He 

continued that he did not per se consider Danish solutions to be the best for China, but it was instead the expertise, 

both technical and managerial, and also technologies which could be supplied in China, provided that they were 

reconfigured to a Chinese context through new business models. 

Following up on this strain of thoughts, the respondent was asked what he saw as challenges for such an export of 

Danish eldercare solutions. 

Prof. Delman stated that Danish organisations would claim that Denmark have solutions which the Chinese side needs, 

and he considered this to be the wrong approach, instead he suggested that Denmark might have some expertise 

which might be in demand in certain places, amongst others China. He continued that the question was then how to 

build systems and solutions which would work in China, emphasising that with "systems" he meant the whole chain of 

configurations not just service delivery but also the strategic part as well as education. Prof. Delman argued that for 

this to happen, specific business models for China had to be developed, since he did not believe that the Chinese state 

will provide such services in the future, so they had to be provided by the market in different ways, on the background 

of government regulations. He argued that the Danish side has to devote serious considerations to developing such a 



 117  

model: first of all, he argued, we have to recognise that the expertise in Denmark is located within the public sector 

not the private sector, and our public sector is not used to operate in a private market, so therefore the question was, 

according to him, if we can find a model for how the public sector will act as a market agent in China.  

As for the Chinese, Prof.Delman argued, the issue is how these services are to be financed, he related to his articles, 

where he outlines that he such a financing could be done either via insurance schemes or via direct procurement, 

which he thought many Chinese families could afford, specifying that he did mean "many" from a proportional scale, 

but as seen from a Danish perspective. The respondent continued, stating that a business model in China would 

require that the Danish side found Chinese partners who are willing to invest and whom sees the potential to earn a 

profit from these models, as he saw this as the only way for doing business. He continued that in China there has been 

a lot of focus on developers as investors, and explained that these actors had no knowledge within eldercare, and 

possibly also not on how to buy the right expertises, therefore he found it to be an opportune moment for Denmark, 

adding however that he was afraid that we might not be geared to the situation, so as to the opportunity being there, 

but no one to take advantage of it. 

Responding to these doubts by the respondent, and also returning to the issue of systems export, mentioned before, 

the respondent was asked how Denmark despite having attempted systems export since the 1980ies, was not able to 

capitalise on such ventures, what he saw as going wrong. 

Prof. Delman replied, that first of all there is a lack of commitment from the political side for such ventures and also 

we do, in Denmark, not have the institutions for facilitation such ventures, besides the fact that we do not have the 

correct business models. Therefore Prof. Delman argued that systems export was an uphill struggle, noting that there 

is no shortage of people willing to go on study tours and participate in lectures, even people willing to go to China to 

give lectures, but from this, to actually implementing real solutions there is a long way, he argued. He elaborated that 

he was not sure the politicians actually realised what was required for such ventures to be successful, namely a 

sustained and systematic effort with people having insight into the cultures of both countries, otherwise he argued, 

there would not be any business for the Danish side, maybe certain developers would be able to buy the solutions 

they needed, but this would not benefit the Danish side on a large-scale basis. He added, that of course he knew that 

certain international organisations were trying to help facilitating such business, but he, on account of having worked 

for international organisations for several years, was rather sceptical of such an approach, as he believed that business 

interest had to be at the centre of such efforts, whether they were subsidise nor not. Therefore he saw it as a hard 

challenge, because employees in the public sector did not have this business focus. 

The respondent was asked if he believed this to be the biggest problem, namely that the public sector could not think in 

a cost/benefit way. 

Prof. Delman, replied that this was only one of the problems, noting that there would also have to be a willingness to 

buy on the other side, noting that he did not know it the Chinese were willing to pay. He outlined how the Chinese 

had to reconsider the way it looks at the elderly, even much more than the Danish side: He presented how we in 

Denmark have traditionally removed the elderly from the labour force, while China as he saw it needed labour, so he 

argued, that both sided had to change their perception of the elderly, maybe towards the attitude of seeing the 

elderly as people who still do some work. He explained that perhaps the elderly in China are currently not well 

equipped to deal with the challenges of the modern society, but he argued that such a transformation would not take 

many years. He concluded that on the basis of this insight, it required a lot of considerations on both sides, not only in 

Denmark but also in China, and this was exactly what he meant with a sustained structured approach: Namely if 

Denmark is not able to set aside the resources for  supporting the basis of this business development and allowing the 

huge investments which has been made into the public sector to turn into a capital asset for business with partners 

from around the world, not only China, then nothing will happen. Prof. Delman argued that an approach like this 
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would require investments from the Danish society as a whole, since he had met a few of the small Danish 

entrepreneurs in China pursuing business within the eldercare sector, but he did not think that they would succeed. 

The respondent was asked if business in China did have to take the form of public investments, if it would not be 

possible for larger private investors like pension funds to step up. 

Prof. Delman argued that these actors do not run businesses; they only invest, so therefore you need businesses. 

To clarify the question, it was specified that smaller private companies would run the business, while the pension funds 

could invest in these companies, if the respondent saw this as a possibility. 

Prof. Delman, was not sure, noting that this was currently being debated, he mentioned that he was not sure that 

large pension funds would invest in smaller companies, so therefore he saw the need for intermediaries, such as 

venture capital fund of some kind. Nonetheless he did not dismiss the idea completely, stating that some of these 

companies had people with a lot of experience, but he remarked that they needed someone to help them through the 

initial investments, as well as cooperation with the Danish public sector, in order to draw on resources from it. Noting 

that not many public servants would be willing to leave their job for a position within a small company in China, 

without the possibility to return to their job in the public sector, Prof. Delman argued for introducing a buffer where 

public employees were allowed to work a couple of years for the private sector instead of being laid off from the 

public sector. 

The respondent continued that he did not know the potential scale of the collaboration between public and private 

actors, noting that in a Danish context the collaboration would probably not have a significant impact, while it might 

be more important in a Chinese content, because the Chinese side prefers actors with a strong governmental backing 

and larger financial resources when doing business.  

To this the respondent was asked to elaborate further, since it would be interesting to hear his opinion on why he 

believed that business with a large market like China would not have such a big impact on Denmark, while business 

with a small country like Denmark might have larger impact on China. 

To this Prof. Delman replied that he did in fact believe that collaboration between China and Denmark would be most 

influential on the Danish market, since only a few deals with large Chinese Companies would mean a lot of business to 

the Danish side. What he meant, he said, was instead that being a citizen within a country where such a large part of 

the population is working in the public sector, and considering how much we invest in this sector, it seems absurd that 

Denmark is not able to capitalise on these facts via exports of welfare rather than for example pigs. However, he 

repeated, such an export would require a change in mindset, and he did not believe that the Chinese would help us 

with this process, instead it is something that we from Danish side have to do ourselves. 

He agreed that certain smaller companies, might be able to make certain headway within the Chinese market, but he 

argued, that they would not be big unless they had the backing of the Danish public sector, and support of 

institutionalised investors. 

Then the respondent was asked if he even saw Denmark to have a chance against companies from other countries 

since many of these, for example American care providers, are private, for profit firms which might have a stronger 

business mindset. 

The respondent replied that this was hard to say, since the Chinese on many levels, especially provincial levels, had 

adopted an economic approach to social services which is much closer to the American system than the Scandinavian. 

He speculated that maybe the Chinese would be willing to adopt Danish solutions, because they might be cheaper or 

more cost efficient. He noticed that he did not know a lot about American eldercare solutions, but he knew they are 
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for profit, and were developed for those who can afford it, whereas Danish solutions were developed to cater to 

everybody, so maybe that could be a selling point. On the other hand he noticed that China is not a very egalitarian 

society, and someone would have to take care of the affluent elderly when they get older, but for the question, if 

there would be an intermediate market for eldercare in which Danish expertise would be more relevant, the 

respondent remarked that he could not say. 

The respondent was asked if he believed it possible for Danish Social- and Healthcare Colleges to operate in the 

Chinese market, given the fact that they are offering services which are of a more tacit nature than some of the other 

services which Denmark tried to export via systems export. 

The respondent replied that he thought it possible, noting however that this was not based on research but rather on 

his own opinion. He stated that he had heard that many Chinese families are very tired of their Baomu, so this might 

be a segment to turn to. He noticed that these home bound caregivers, who are hired into the families, would 

continue as a phenomenon for many years to come, and if these could be provided with some basic skills, this would 

present a market. 

The respondent was asked who would have to pay for such an education of the Baomu, the families or the Baomu 

herself. 

Prof. Delman stated that this would be the Baomus themselves, and not the families, as this would also enhance the 

market value of these Baomus, meaning that they would be able to increase the price of their services. 

The respondent was asked if he found it realistic that the Baomus would be able to pay up to 50.000 Chinese RMB for a 

Danish eldercare education, seeing as many of them are simply migrant workers from the countryside. 

Prof. Delman stated that that would be too much for them to pay, citing 5000 a more fitting price for these people, 

noting that it would be necessary to lower the price. On the basis of this he did not think it possible for a Danish 

Social-and Healthcare school to operate alone in China; he argued that they would instead have to work as 

consultants helping to develop such schools in China, maybe even having employees stationed there over seeing the 

development.  

He did, however, still consider the price too high for the Chinese market, as he argued that no Chinese family would 

be willing to pay 50.000 for the training of a Baomu, since they would not have any guarantee that she would stay 

with them, therefore he did not see this as making any sense. 

Prof. Delman continued that Danish providers of education for eldercare workers should instead scale their services to 

different groups and sell courses both to Baomus, as well as care personnel working in nursing homes. He noticed that 

even though it was not really within his field of research, he had the opportunity to talk to a developer, which 

revealed that, developers when building new housing have to incorporate certain facilities and services to the elderly. 

Combining this with the fact that the refurbishing of existing projects in China can be done relatively easy, so that the 

elderly can stay in their own homes, Prof. Delman noticed that amongst developers there could potentially be a large 

need for hiring homecare personnel to reside within their projects, and that these care workers might also need 

specialised training. 

Presenting that there is already a senior care education in China priced at about 2000 Chinese RMB, the respondent 

was asked if he saw it possible the Chinese would  be willing to pay the extra premium of 3000 more, to achieve the 

price of 5000 that he suggested for an education 
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Prof. Delman after long consideration stated that this would be a matter of market logics, stating that that was not his 

area of expertise, but that perhaps a gap of 3000 would be too much, unless it was somehow possible to convince the 

workers that they would improve their status in the market and make a corresponding higher salary. 

The respondent was asked if he saw this as again leading back to the Danish side having to be better at promoting 

what it is we offer and how this can prove beneficial to others. 

Prof. Delman agreed, stating that potential students for a Danish eldercare education would need a specific 

description of the competencies that a Danish eldercare education gives, he suggested, that perhaps, it would even be 

beneficial with a certificate,  supported by the local authorities, because the Chinese love certificates and standards, 

however, such a cooperation would then give the authorities with the local Chinese providers of education, he noted, 

perhaps making this option nonviable. Nonetheless he did emphasise that in certificates in general are good idea in 

China. 

To this the respondent was asked if, he found it possible to introduce an EU accredited certificate for eldercare 

education, so that students would have the ability to go abroad and pursue a career in eldercare in Europe. 

The respondent answered that perhaps this would be possible, but pointed out that many of the current Baomus are 

from the country side, meaning that they might not have the economical resources to travel abroad, but he 

definitively saw it as an idea, noting that a Danish institution such as VIA University College, does the same, only 

within the area of education of kindergarten teachers, who spend a year in Denmark,  and also mentioning Business 

Academy Esbjerg as another example of something similar. 

While the previous questions had revolved around a business-to-consumer market, the respondent was asked to turn 

his focus to the business- to-business market and consider if this might pose better opportunities for a provider of 

Danish eldercare solutions, for example as a consultant to eldercare providers in China. 

Prof. Delman replied in such a market a collaboration between a Chinese and a Danish partner would be beneficial, 

especially if teaching could be done in English, he noted, that a requirement to only admit students who could speak 

English would be a great success amongst the parents, however, again turning to the general skill level of the baomu, 

he was not sure that it would be possible to find students amongst this group with sufficient English skills. 

He continued that within the area of education, the brand of being foreign was a great advantage; the only issue then 

would be to make sure that the Danish partner was not being taken advantage of by the Chinese partner. 

The respondent was asked to elaborate a bit on what would be necessary for the Danish partner to succeed. 

Prof. Delman replied that it is very easy for a Chinese institution to market itself as having a European partner, in 

order to certify the Chinese operations, however, if the Danish partner does not have any insight into the institution it 

might quite easily be misused, he mentioned, stating the cases of corporal punishment of children and the different 

standards of treating elderly as examples. Therefore he mentioned that a collaboration between a Chinese and a 

Danish partner would have to be quite clear on the standards of service level on both sides, continuing that it was one 

thing to sell services to a Chinese partner, another completely to act as a certifier for the quality of the Chinese 

partner, because the Danish side has to be absolutely sure on what is going on within the organisation, in order not to 

end as a front for the Chinese partner, while endangering its own brand. 

The respondent was asked what he sees as the time horizon for the establishment of successful and profitable Danish 

eldercare solutions in China. 

After some consideration, Prof. Delman, stated that he did not see any time limit, noting that it could happen 

tomorrow or maybe never. He continued that he had just heard that Chongqing had been the centre of focus for 
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Danish eldercare for several years for various reasons, and then the former consul Hans Halskov leaves, with his new 

successor having another focus. According to Prof. Delman, this is not a valid solution, it simply does not work like that, 

and he mentioned that this was again connected to the issue of commitment that he spoke about earlier. He argued 

that if there was no public commitment and backing from Denmark so that the progression was only dependant on 

one person, then he not see that anything would ever happen, perhaps there would be one single successful company, 

but that, while being good for the company, he stated, would not have any significance for Denmark as a country, and 

therefore he was agitating for the Danish side to "get our act together ". 

Referring again to his articles, where the respondent argues for the establishment of clusters or innovation labs, within 

the area of eldercare, he was asked to elaborate a bit on these 

Prof. Delman responded by stating that this was an idea on his part, for bringing expertise within eldercare from the 

Danish as well as the Chinese side together, in order to understand and develop this area. His argument was for some 

kind of overall organisation, perhaps under the control of Kommunernes Landsforening (Local Government Denmark) 

to be responsible to for combining all the different expertise within eldercare, to develop and collect documentation 

and researches well as to propose policy changes to the government. Additionally he argued for the establishment of 

assistance to business development projects, similar to those conducted for private sector projects in developing 

countries, which he was familiar with through his many years of working with development aid. He stated that such a 

project should support private actors with the insight from the public sector, and should include inputs both from the 

Danish as well as the Chinese side, during the initial phase but also with developing the business once the initial ideas 

had been shaped. He continued that help could also be given to developing business proposals which could presented 

to the Chinese investors, in order to cultivate them and prepare them for collaborating with Danish actors. 

To his proposal the respondent was asked if he found it plausible that the Danish local- or regional governments would 

even be willing to participate in such a project, on the grounds that they would have to defend their decision of 

investing in a foreign market, to the local citizens, as well as invest resources which might not yield a return on 

investment within the current elective period. 

Prof. Delman agreed that this did indeed prove a problem, stating that the local- and regional governments could only 

do this if they were able to convince their respective politicians about the value for them of conducting such activities. 

He sarcastically stated that the local governments are not supposed to lose money, put apparently they are still 

allowed to spend money on many other things, prompting him to wonder  if they would be able to accumulate 

enough money for the investments he proposed, if they only used their money in a more focused and purposeful way.  

With regard to the local governments he agreed that they were rather constrained in their options, which led him to 

believe that resources could come from the central Danish government or maybe in collaboration with the local 

Chinese governments, via co-funding. He stated that he was not sure about how to specifically structure such an idea, 

but he was hoping that he and his colleagues in ThinkChina would be able to address some of these issues in the 

autumn. 

Returning to the issue of a time horizon within the Chinese market, the respondent was asked if he saw the Chinese 

market as a market which proved quick returns, or rather one which required a longer commitment.   

Prof. Delman replied that it is definitively a marked which requires long term commitment, as it was clear that one 

was to cultivate the market in China with local partners for a long period of time. He elaborated that some actors 

might find business to progress rather quickly in certain cities, because the city leadership in China is eager to conduct 

the business, while other actors might experience business to be slow. Speaking of the city leadership, he continued, 

that local governmental support is vital in China, and therefore he saw arrangements such as sister city arrangements 

as important, because they could help companies to progress their business within China. 
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With regards to a school Prof. Delman stated that it could get a partner and start conduct activities, and the issue 

would then be to interact with the companies who they would like to work with, as the personal network of the 

students could be used to find interested companies who would be interested in investing in the school. He argued 

that there are many ways to go about doing business in China, but if a school only goes there to educate people, not 

utilising the networks and resources of the students, progress would not be made. He again returned to the example 

of VIA University College, which he stated is the most consolidated within the Chinese market and he mentioned that 

students here are seen as the foundation for future growth, making the students ambassadors for the school, but also 

engaging them in development, as many of them come from recourse strong families, who can be able to invest in the 

project. He considered this approach also to be a form of clustering and argued that more education facilities should 

do like this, instead of having the mindset that once students leave the school the contact with them is also broken, at 

least, he argued that such an approach could be feasible in China. 

The respondent was asked how he saw the role of local partners in China. 

Prof. Delman stated that local partners mean everything in China, because one cannot go anywhere without them, 

simply because the market is so different from the Danish. 

End of interview 
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Appendix 8a, Interview with Jacob Taarup-Esbensen, Part a 

Skype interview with Jacob Taarup-Esbensen (International Coordinator, Zealand Institute for 

Business and Technology.)  

Date and place:  June 12
th

 2014, 3 pm. Skype interview conducted from Chongqing, China 

Participants:   Jacob Taarup-Esbensen (respondent) and Jakob Bolding (interviewer)  

Length of interview: About 56 minutes (10 minutes +46 minutes) (To ensure the quality of the  

  internet connection, the interview was be split up in two; Part 1,  being a 10  

  minute "trial" interview, and Part 2, being the full rest of the interview   

  conducted. Both parts have been included on the CD attached to this paper  

  and named respectively, "Skype interview with Jacob Taarup-Esbensen  

  (International Coordinator, Zealand Institute for Business and Technology.)"  

  “Part a” and “Part b”. 

Language: The interview was done in English and recorded directly from Skype. Below follows 

first part of the transcribed summary in English which was done at the end of the 

interview . (See attached CD for full interview) 

First the respondent was asked to present his experience with export of education. 

 Mr. Taarup-Esbensen answered that he first started to look into the subject of education as a response to a report 

published by the Danish Ministry of Education, arguing for Danish education as a product which could be exported 

rather than only a social responsible activity. From that point time, the international group at Zealand Institute for 

Business and Technology which Mr. Taarup_Esbensen is a member of started to look at education as a market. While 

the group had previously been working with international education and students, it already had the mindset to look 

as education as a product, however the idea of looking at the structure of education as a product was something new, 

Mr. Taarup-Esbensen explained. He continued to outline that the group was used to the market education to 

international students, but not to (market) the institution as a whole. Mr Taarup-Esbensen continued to outline how 

he from thereon began to explore different venues , amongst others in Central Asia, where he had some good 

contacts, concluding that it was primarily personal contacts and interest from the Danish government that started his 

experience with exports. 

Here the respondent was asked to his personal background, and if his experience was a result of interest only, or if he 

also had formal education and previous experience within the education sector. 

To this Mr. Taarup-Esbensen replied that he had only been in the education industry since 2012, and that his formal 

background was within logistics, consulting and CSR, therefore he brought an international mindset to this area. He 

claimed that this meant that he did not bring as much luggage with him, when he started to look at education as a 

product, as opposed to many of his colleagues and the Danish education industry which was not geared towards this 

kind of internationalisation. He continued to outline how this meant that he brought something new to the equation, 

namely the ability to put education within the context of any other product. That being said, however, Mr. Taarup-

Esbensen explained how he himself did also have to learn a lot about the topics like how the Danish education system 

works, how Danish accreditation works and how the EU system works, as this was all new to him. 

At this point the respondent was asked to elaborate on his experiences, especially in China. 

Mr. Taarup-Esbensen replied that (his organisation) had done dual degrees in China, together with Dalian Nationalities 

University, he argued that many universities does dual programmes or educations in one form or another, but for 
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Zealand Institute for Business and Technology this proved a step further in their cooperation with Chinese universities, 

as they had been in China for 15-20 years, working with Chinese institutions and agents. He outlined how the early 

focus of the cooperation with the Chinese was on attracting Chinese students to Denmark, a market which he 

considered prove less attractive in the future, because of more  competition from European and American institutions 

offering good educations within China. Because of this competition and improvements in the Chinese education 

system, Mr. Taarup-Esbensen explained how Zealand Institute for Business and Technology is now following a 

different path, with Dalian, focused much more on specialisation, where 2 and a half year of the education is taken in 

China, which is then "topped up" with a half year specialisation in Denmark, with in the fields of international sales 

and marketing. The respondent argued that in the future, the market will probably se more, dual programmes like the 

one offered by his organisation, but from his point of view, these educations are a much harder sell and also a much 

less economically attractive venture for Danish institutions. Mr. Taarup-Esbensen argued that If Denmark wants to be 

in the Chinese market for education we need to develop such new ways of collaboration with the Chinese, as opposed 

to just attracting students from the Chinese market to go abroad and do a study at Danish institutions. 

Further elaborating on the challenges faced by Danish institutions working in China, Mr. Taarup-Esbensen argued that 

Chinese agents facilitating studies abroad are becoming more and more aware of their value adding role when 

attracting Chinese students. He explained how the agents are more interested in facilitating students for American top 

tier universities than to Danish institutions, simply because the American schools offer higher economic incentives. 

For a small Danish institution which is only be able to pay one tenth of the amount offered by the American top 

universities, it is hard to get the attention of the Chinese agents.   

End of Part a, see Part b 
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Appendix 8b, Interview with Jacob Taarup-Esbensen, Part b 

Skype interview with Jacob Taarup-Esbensen (International Coordinator, Zealand Institute for 

Business and Technology).  

Date and place:  June 12
th

 2014, 3 pm. Skype interview conducted from Chongqing, China 

Participants:   Jacob Taarup-Esbensen (respondent) and Jakob Bolding (interviewer)  

Length of interview: About 56 minutes (10 minutes +46 minutes) (To ensure the quality of the  

  internet connection, the interview was be split up in two; Part 1,  being a 10  

  minute "trial" interview, and Part 2, being the full rest of the interview   

  conducted, lasting 46 minutes. Both parts have been included on the CD  

  attached to this paper and named respectively, "Skype interview with Jacob  

  Taarup-Esbensen (International Coordinator, Zealand Institute for Business  

  and Technology.)" "Part 1" and "Part 2". 

Language: The interview was done in English and recorded directly from Skype. Below follows 

first part of the transcribed summary in English which was done at the end of the 

interview. (See attached CD for full interview) 

Continued from Part 1. 

Turning to the issue of vocational education, the respondent was asked how he considered the export of education to 

differ from exports of manufactured goods such as for example windmills and shoes. 

Mr. Taarup-Esbensen started by outlining how he and representatives of his organisation did actually considered the 

organisation to be above par within the technical aspects of education, having teachers with high qualifications, and 

this was the primary advantage which the institution could sell. According to the respondent this turned out not to be 

true, he presented how the foreign partners he was working together with in the field of IT education, were actually 

just as good as or even better than the Danish side within programming or related skills. 

 Mr. Taarup-Esbensen  argued that instead of matching foreign partners within the areas of technical skills, Danish 

institutions should instead focus on the Danish pedagogical approach and our way of solving problems as 

competencies for export. He continued to outline that, he did not know if anybody had actually considered this before, 

but he saw that Denmark has for many years, been educating students who are able to learn, meaning that the 

students if they do not possess knowledge within a certain field, they know how to acquire knowledge about it. He 

elaborated further, using the example of the IT field, in which he claimed that the Danish society had long accepted 

that it would never produce world leaders in for example JAVA or HTML code writing, what the Danish students did 

excel at, instead, was to find the best solution for a given problem. Therefore he concluded that the main focus of 

Danish export of education would probably never be on exporting skills, but rather on the way of teaching people how 

to learn about a problem for themselves. Mr. Taarup-Esbensen argued that the problem solving capabilities that the 

Danish education sector is so strong at teaching is fostered through our pedagogical approach, group work and also 

the teacher student relationship, which is very hard for outsiders to replicate. He exemplified this by outlining that in 

China and also in the Caucasus, the role of the teacher is to tell the students what they need to know, while it in 

Denmark is much more of a facilitator which understand the challenges to students with regard to certain problems, 

and on the basis of this provide them with tools and input to engage in problem solving by themselves. This requires a 

high skill level of the teacher, as he or she might not be a specialist in every area but need to know something about 

everything, and in particular, where to search for solutions if their own capabilities are not enough to provide input to 

students.  
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Mr. Taarup-Esbensen explained how this pedagogical way of thinking is very common in Denmark, as we want the 

best possible solutions to problems, while it in many other countries is seen as a sigh of incompetence if one does not 

know the solution to a specific problem. While teachers in many other countries are expected to be "beacons of light" 

with has expertises in every area, Danish teachers are expected to be knowledgeable and have good project 

management skills, but they are not expected to be experts in every area. The difference between Danish education 

and the education of certain other countries, is according to Mr. Taarup-Esbensen, the difference in cultural and 

pedagogical mindset, and according to him, it is exactly this mindset which Denmark can export. 

The respondent continued to argue that this leads him back the understanding of systems export in the 90ies, where it 

was attempted to export the Danish social system to the Baltic, according to him it was deemed to fail on the 

technical approach, whereas he argued it to be an issue of mindset instead. Mr. Taarup-Esbensem argued that we, 

from Denmark cannot expect to export technical solutions which could not be done better by locals, instead what we 

can export is the idea about how we do projects, how to work with people in a way for them to evolve and discover 

new things, it is precisely in this area in which Denmark has a competitive advantage, also within the area of education. 

The respondent was asked if it was correctly understood that, the competitive advantage mentioned by him was 

something which was more tacit, also including elements of culture to a higher degree than was the case for 

manufactured goods. 

Mr. Taarup-Esbensen confirmed, stating that in a project they were conducting in Armenia, they were currently 

inviting teachers from Armenia, to Denmark, not to teach them skills, as they would be plenty qualified, but rather in 

order to teach these individuals how to interact with students and the different role of the teacher in a Danish cultural 

context. Even thought this was a very expensive way to do it , Mr.Taarup-Esbensen argued that this actually made up 

what he considered the added value of the Danish side, both for the teachers but also for the students, because they 

were able to bridge the gaps between cultures. 

Returning for a second to the issue of systems export, which was introduced earlier by the respondent, he was asked to 

elaborate on why he did not consider this area to be more developed, even though it has been discussed for many 

years. 

To this Mr. Taarup-Esbensen said that, even though he would not consider himself to be an expert on the area,  from 

his point of view the idea of systems export was a political idea and not developed as a market idea. He outlined how 

the concept was formed by politicians and bureaucrats, to take parts of the Danish education- or social system and 

implement them in different cultural setting, thinking about it like a technical exercise, where specific structures were 

needed in order to facilitate the systems. He mentioned the export of eldercare solutions to Japan as yet another 

example of where Danish solutions were taken and attempted to put in a different context, with the focus being on 

technical issues. 

Mr. Taarup-Esbensen argued that from a market point of view the focus on technical skills is not the most attractive 

part of Danish capabilities, rather he argued that the attraction lies in the Danish system not always basing its learning 

objectives on simple skills but rather on developing the ability of students to think independently and do analysis of 

novel and unique areas in which no other expertise exist, based on the individual criteria of the specific case.  

Mr. Taarup-Esbensen argued that this cannot be done by systems export, as this will only allow you to learn what 

other people have already learnt, he continued to elaborated further, by giving the example of systems export  to 

China, within the area of care for the elderly: He argued that just because a certain technical approach was applicable 

in a Danish context, the whole system cannot just be copied to a Chinese context. Even though different standards 

and procedures could be specified and described in great details, to look like a tangible product, it is not a very good 

product, as is not sure that systems or standards working in Denmark will also work the same way in China. Instead Mr. 
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Taarup-Esbensen argues that we should rather promote the ability to teach Chinese social workers and nurses to learn 

about the individual factors which influence the elderly and ability to seek additional knowledge if the basis is not 

enough, as concepts for export to the Chinese market. He continued that that the competitive advantage of the 

Danish system as such, is in fact, that it teaches the students to think independently and analyse specific problems on 

the basis of their particular context, by drawing on certain skills within acquiring knowledge and utilizing this 

knowledge. This is what he considers to be the competencies, that we should focus on, when exporting Danish 

systems instead of particular technical and professional skills 

The respondent was then asked if he actually considered it possible to export education or health care to other 

societies or cultural settings, considering how deeply embedded these two are in a Danish context. 

The respondent confirmed, stating that when communicating with foreign institutions abroad, there was a strong 

interest for how Danish institutions work with groups and problem solving. He stated that the foreign side were keen 

on improving their project management and problem solving skills, which according to him showed a demand for 

these skills. Mr. Taarup-Esbensen stated that he considered this demand from the market to be a key driver, as it 

according to him, would be considerably harder to sell the idea of focus on problem solving rather than skills, if no 

interest was shown. However, despite this interest from the market, he still noticed that the Danish side should get 

better at defining what it is that we do so well in a Danish context. 

On this last point the respondent was asked to elaborate on what he meant. 

Mr. Taarup-Esbensen answered that we in Denmark have come to a situation in which we do not even think about the 

way in which we learn and obtain knowledge as something special, it is simply so deeply embedded in our society and 

out schooling system, that we do not even see it as something valuable. Instead, he argued, we from Danish side 

criticise our education system because we score low on skill based tests, since the education has been focused more 

on teaching problem identification and finding solutions rather than skills for several years. As an example of what he 

meant, derived from his area of expertise, Mr. Taarup-Esbensen stated that in Denmark you would not go to the 

university, to learn programming language such as JAVA, instead the focus of your study would be on problem solving 

and how to acquire knowledge in the context of a job or an internship.  

Mr. Taarup-Esbensen argued, that what we in Denmark need to do, is to rediscover exactly what it is that we are good 

at, instead of focusing on improvement of skills, which despite being more tangible and measurable also is more akin 

to the way which education was done in the 50ies or 60ies. If we are to export our problem solving skills it, according 

to him, requires that we in Denmark are much better at defining what our strong problem solving capabilities are. As 

of now, he stated, the Danish system is already fostering this kind of learning, but not in an explicit way, which is 

obvious to the outsider. We need to be better to put this kind of learning into a curriculum, or present it in other more 

tangible ways so as to present it to customers in other countries and cultures. 

He continued to state that when his organisations clients were requesting the Danish group- and project oriented 

approach it was quite hard for the Danish representatives to convey this way of working in an appropriate manner to 

the foreign clients, simply because it was so deeply rooted in the thinking of the Danes, that they did not think about 

what they were in fact doing, it was just a tacit element of the system. 

In order to return to the context of the thesis, the respondent was asked what he saw as necessary for a Danish 

provider of vocational education, especially in the eldercare industry, to succeed in a market such as China. 

To this Mr. Taarup-Esbensen answered that especially in China, but also in basically every other market of the world, 

relationships and networks with local institutions and agents were very important, in reducing entry barriers. He 

explained how his organisation relied on local people to facilitate connections on the market. He continued to outline 

how important it was that these locals were trustworthy, were able to communicate with them and most of all, could 
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overlook cultural differences, because Danes are often much more direct than the culture of many countries dictate. 

Therefore he also emphasised that finding such partners and develop an understanding with them takes quite a long 

time, even though Zealand Institute for Business and Technology had been in China for 15 years, it still took one whole 

year to find a really good partner. He continued that it was actually quite late in the process that his organisation 

started to look at formal structures and contracts, while the building of trust and understanding was the main focus 

for most of this period. 

Furthermore he stated that for his organisation it had been central to find an equal partner in China, in order not to be 

viewed simply as a provider of financial support, so that the risks are shared between partners, and both partners 

commits equal resources to the venture. Otherwise he argued, every time there is a cooperation between two 

partners, the one who devotes most financial resources  will also have the most power in that relationship. Mr. 

Taarup-Esbensen argued that equality between partners is important, in a case like theirs, where the Danish side is 

not going to have an administrative body within the country, controlling the foreign project, he argued that in such a 

situation it was important to have an equal foreign partner both because this partner would then be conducting the 

day to day operations, and also because learning between the two organisations would only occur if both firms feels 

that they have a claim on the project. 

To clarify, the respondent was asked if he considered partnership with a foreign actor and especially an equal 

partnership an important feature for success. 

Mr. Taarup agreed, stating that it was important to strive for as much equality between partners as possible, noting 

however, that the total quality cannot always be achieved, since the Danish side will always be taking more risks and 

doing more work, (in a foreign market). Nonetheless wherever one can it is very  important to at least create the 

illusion of equality, and such an exercise requires trust building which might take a long time, he confirmed. 

Returning to the question of demand for Danish education, or specifically the mindset that Danish education fostered, 

which was mentioned earlier in the interview, the respondent was asked if he saw the intangibility of such an 

education as a problem, because there was no way of certifying the education from the Danish side. 

After some consideration, Mr. Taarup-Esbensen agreed, stating that this was also an issue he had been considering, he 

continued that we, in Denmark, should be better ad defining what we are good at, since the export of a mindset is not 

a very tangible product. He argued that what his organisation had done was not only to invite foreign teachers to 

Denmark to teach them a mindset, but it had also supplied these teachers with some tools and exercises, which when 

applied would lead to a larger understanding of the underlying preconditions behind these tools, and hence would 

qualitatively also lead to an understanding of the Danish mindset. 

The respondent was then asked to relate to the fact that there is no Danish certificates which specifies the capabilities 

of the Danish mindset, and that many of the Danish certificates for education are not valid or cannot be understood in 

an Armenian or Chinese context. 

Mr. Taarup-Esbensen replied, that what they had done was to focus on their Danish education being accredited by the 

European Union, and according to him, this was what foreign students considered to be having value, namely that 

they could take the education all over the world. He outlined that the students were not really interested in the 

teaching methods they offered, but rather in the outlook for future employment and studies that an EU accredited 

education offered, as opposed to education which was only accredited in Denmark.   

End of interview 
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Appendix 9, Interview guides 
 

Respondent:   Karen Roed (Vice dean of SOSU Silkeborg)   

Issues to cover:   -Internal capabilities of SOSU Silkeborg  

   -Core competencies 

   - Strategy in China 

   -Collaboration in China 

   -Chinese partners 

Preliminary questions:   

-Kan du introducere de aktiviteter som SOSU Silkeborg er involveret i på det kinesiske marked? Og hvordan det pt. går? 

-Hvorfor har I som organisation valgt at engagere jer uden for Danmark og hvorfor Kina? 

-Hvilke internationale erfaringer har I haft før at gå ind på det kinesiske marked? 

-Hvad er jeres strategi for det globale marked? 

-Hvilke specielle ressourcer eller kerne kompetencer har I som organisation? Og hvordan kan disse hjælpe jer på det 

kinesiske marked? 

-Ser du disse ressourcer som unikke for jer? Eller kan de blive duplikeret af andre? 

-Mener du at disse kan godtgøre en position som early-mover det kinesiske marked? 

-Har I konkurrence fra andre aktører? Kinesiske /danske? 

-Hvad er det specielle ved det produkt i tilbyder? I forhold til f.eks. udbydere af fysiske produkter?  

-Har dette indflydelse på hvordan I har valgt at gå ind på det kinesiske marked? 
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Respondent: Benni Lauridsen,  (Head of China operation, with experience from 
international training and education projects.) 

Issues to cover: -Internal capabilities of SOSU Silkeborg 

 -Core competencies 

 -Strategy in China 

 -Experience in China 

 -Export of vocational education 

Preliminary questions: 

-Kan du fortælle lidt om hvad Sosu Silkeborg er i gang med på det kinesiske marked? Og hvordan det pt. går? 

-Hvorfor har I som organisation valgt at engagere jer uden for Danmark og hvorfor Kina? 

-Hvilke internationale erfaringer har I haft før i gik ind på det kinesiske marked? 

-Hvad er jeres strategi for det globale marked? 

-Hvilke specielle ressourcer eller kerne kompetencer har I som organisation? Og hvordan kan disse hjælpe jer på det 

kinesiske marked? 

-Ser du disse ressourcer som unikke for jer? Eller kan de blive duplikeret af andre? 

-Mener du at disse kan godtgøre en position som early-mover på det kinesiske marked? 

-Har I konkurrence fra andre aktører? Kinesiske /danske? 

-Hvad er det specielle ved det I som uddannelsesinstitution tilbyder? I forhold til f.eks. udbydere af fysiske produkter? 

-Har dette indflydelse på hvordan I har valgt at gå ind på det kinesiske marked? 

-Du har erfaringer med internationale uddannelses projekter, er det efter din mening overhovedet muligt at 

eksportere erhvervsuddannelser der jo er dybt påvirket af de danske forhold og samfund, til et fuldstændig 

anderledes samfund, såsom det Kinesiske? 

-Hvad kræver en sådan eksport af erhvervsuddannelse?  
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Respondent:   Qin Yike (Commercial officer, Trade Council)  

Issues to cover:   -Chinese market 

   -Danish organizations in China 

   -Government policies in China 

Preliminary questions: 

-Could you start by giving a presentation of the Chinese market for eldercare, both local but also looking at the whole 

market? 

 -Situation on the market. 

-Market size. 

 -Market growth. 

-I know you have been working with several Danish organisations during your time at the Trade Council, what 

possibilities does this market bring to Danish companies? 

-You have also been working with government policies in this field; could you tell me how the Chinese government is 

addressing the changing eldercare situation? 

-From your experience what do you see as the biggest problem for Danish companies trying to enter the Chinese 

market? 
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Respondent:  Karen Zheng (Chairman of Carestart, also operator of several nursing 
homes in Chongqing) 

Issues to cover:   -Chinese eldercare 

   -Situation in Chinese nursing homes 

   -Eldercare solutions as a market 

   -Why collaboration with SOSU Silkeborg 

Preliminary questions: 

-Could you start by describing the Chinese eldercare situation? 

 -Education of Chinese staff 

 -Business opportunities 

-You are a manager of several nursing homes in the Chongqing area; what kind of education does your staff have? 

-How does this prove a business opportunity for Danish companies? 

-Why did Carestart chose SOSU Silkeborg in particular for collaboration in the Chinese market? 

 -What are the benefits of this cooperation? 

-Could you personally, Imagine to employ personnel educated by SOSU Silkeborg in your nursing homes? 
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Respondent: Joy Yu (Business consultant, General Manager and partner in 
Carestart). 

Issues to cover:   -Collaboration with SOSU Silkeborg 

   -Danish organizations in China 

   -Chinese eldercare market  

Preliminary questions: 

-Could you give a status on Carestarts business with SOSU Silkeborg? 

-Why Did Carestart chose exactly SOSU Silkeborg to collaborate with? 

-What do you see as the benefits Carestart can get from this collaboration? 

-You have experience from working together with several Danish organisations, what do you see as the biggest 

problems for Dansih Companies trying to enter the Chinese market? 

 -Examples? 

-Could you describe what is so interesting about the Chinese eldercare market, also for Danish companies? 

 -Market size.  

-Market growth. 

-Market maturity / saturation. 
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Respondent:    Nanna Holm (Consultant, Danish Deacon Homes.) 

Issues to cover:   -Collaboration with SOSU Silkeborg 

   -Choice of SOSU Silkeborg as partner 

   -Danish contributions on Chinese eldercare market 

   -Future for Chinese eldercare 

   -Transference of Danish education to China 

Preliminary questions: 

-Could you start by giving me a status on the collaboration between SOSU Silkeborg and Danish Deacon Homes? 

  -What kind of service are you to offer? 

  -What is SOSU Silkeborgs role? 

-Why did Danish Deacon Homes chose SOSU Silkeborg and why not another Danish or foreign partners, for 

collaboration in China? 

  -What do you think SOSU Silkeborg can bring to the collaboration? 

  -What do you see as the strongest competencies of SOSU Silkeborg? 

-How do you your organisation as a Danish operator of nursing homes think that you and SOSU Silkeborg can 

contribute with something to the Chinese market?  

  -Why China? 

  -Why should Denmark take the front of eldercare sector development in China? 

-How do you see the future market for eldercare in China? 

-Do you think that it is possible to transfer Danish Senior care education directly to a different cultural setting and 

society?  
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Respondent: Jørgen Delman (PhD. in China Studies, member of ThinkChina, 

University of Copenhagen)  

Issues to cover: -The Chinese market  

 -Danish (eldercare) solutions in China 

 -Knowledge export 

Preliminary questions: 

-Professor Delman, you have in articles argued for the export of Danish eldercare expertise to China; what is your 

background, personal and professional for supporting such arguments? 

-What do you see as the most important selling point for Danish eldercare solutions in the Chinese market, versus 

other countries? 

-What are the challenges of moving to China for Danish Providers of eldercare solutions? 

-In your articles you argue for Danish systems or knowledge export, and especially point out that the public sector, 

regions and municipalities should play a central role. However considering the history with systems export in Denmark, 

what do you see as the problems of such exports and how can these problems be solved? 

-Turning to the issue of my thesis, what do you believe to be important factors which influence the entry of a Danish 

provider of social and health care education in China? 

-Which market do you believe to be the most feasible for success of a SOSU school? 

-What do you see as the time horizon for the establishment of a successful and profitable Danish eldercare business in 

China?  
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Respondent: Jacob Taarup-Esbensen (International Coordinator, Zealand Institute 
for Business and Technology). 

Issues to cover:   -Export of vocational education 

   -Characteristics of Danish education 

   -Obstacles to offer education within China 

   - Chinese market for education 

Preliminary questions: 

-Could you start by introducing yourself, and your experiences with export of education to emerging markets? 

 -How does export of education differ from exports of for example manufactured products?  

-What do you think Danish vocational educations can offer on foreign markets such as the Chinese? 

-The concept of export of education is not new, there have been talks about systems export of knowhow for many 

years, why do you think this area is not more developed than it currently is? 

-Considering how deeply embedded Danish vocational education is embedded in a Danish cultural setting, do you 

think it is even possible to export this to another location and another society? 

-What do you consider to be the largest obstacles to export of vocational education, especially within 

the area of eldercare? 

-What do you see as necessary if a Danish provider of senior care education is to be successful in 

China? 

 

 

 

  

 


