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This document presents the first result of a multilevel network study of audiovisual market. We aim to provide a multilevel reading (individual and organization) of an economic market by the reconstruction of the underlying social meta-system. The challenge is to understand how these actors at both levels coordinate and coevolve to generate the social structure of the market. What specific multilevel social processes construct and explain a structure of economic? In this perspective, we collect two kinds of network data: social relations at an inter-individual level and socio-economic relations at an inter-organisational level. We have two units of analysis which interact at each level. In June 2010, we carried out the first step of data collection between individuals. Because of fieldwork issues, some problems regarding data collection emerged.
Level 1: The problem of lists evolution during the study in a trade fair
The audiovisual world is regulated by international trade fairs. These events regroup the microcosm of the profession and are good places “to exchange”; but “exchange” from a relational and social point of view. To investigate the audiovisual market in Eastern Europe, we study inter-individual networks on a trade fair of audiovisual content in Budapest, which then constitute the first boundary of our system of action. It is important to emphasized that this is a market where sellers come from worldwide and buyers are local (Eastern Europe). In addition, it is a business to business market. 
After conducting fifteen exploratory interviews to identify ethnographically different tasks, purposes and issues of this kind of events, it appears that the most important resource is information. For example, for sellers (but also for buyers or visitors), access to information is a strategic point because it could be a good way to target potential clients, their needs, their resources, and moreover their bargaining power. In addition,   because of the drop of liquidity in the sector, knowing actors solvability is sometimes a very important information. Imbed commercial relationships in social relationships can be a way to overcome this kind of problems. But this information does not flow randomly. Study these flows may reveal fundamental social processes, such as solidarity, interactive learning, control, or regulation (see Lazega 1998). At the inter-individual level, our goal is to understand the structure of advice networks in Business to Business market.
The show attract in average over 1200 people, which is too large to submit a sociometric list in a network question
. We have therefore chosen to focus on the animation segment which concerned « only » 600 individuals in 2010 and which can be considered as a true action system.  This is still a too many. As a result we have initially decided to interview only people who often come to the fair. It is possible to say that we focus on the core of this segment (in frequency terms). Therefore, we started the study with a population of almost 300 persons.
The problem is that the selection method could lead us to miss some important companies or individuals. So we tried to correct this issue in two steps. We first submitted our list to the fairs’ organizers and asked them what are the major companies during the events which are not in our list. The second strategy was to adopt an adaptative rule of population selection. We decided to add people who had an in-degree score above a significant threshold. We can justify this choice to understand if we suppose that these people are important to reveal specific social structure. This method is a solution to increase the density and to focus on the core of he social system, but it also causes other issues and specifically due to the temporality of the study. 

Indeed, our sociometric lists are in constant evolution before and during the event. A lot of persons are registrated before the market but they do not come. On the other hand, some people come to the event without being registrated before. As a conclusion, we have not have the real list of attendees in our questionnaire, but a list of the attendees who are registrated one week before. In consequence, in our data, several persons were quote, but they did not to attend in the trade fair: how these kinds of data have to be treated? To sum up, we have two kinds of evolution in our list: the first results of our inductive approach of construction of the population, and the second results of the empirical field.
Level 2:  Boundary specification problem in an international market

At the inter-organisational level, we select all the organizations which were represented during the trade fair in 2010. Therefore, like in a traditional statistic multilevel approach, we first consider the level-two as a context. Nevertheless, we want to study it as a complete network (in Wassermann & Faust (1994) terms) and explain a part of level-one social structure with it. In this perspective, we use the linked design method develop by Hedström & al. (2000) and apply it to the neo-structural approach developed by Lazega & al. (2007) in the study of French cancer researchers. We reconstruct this level-two from several data basis available on internet. But at this level, the temporality problems appear as well, because of length of transaction process and contract duration.
A multilevel perspective: a top-down approach?
It seems that the articulation of these two networks could bring answers in the data collection, but lead us to news questions. Indeed, in order to reveal the multilevel social processes, it is important that the intersection of both levels (individuals and their organisations) is enough dense at both levels. This aspect is important if we want to explain level-one with structural aspects of level-two. We want to begin by the analysis of the organisation level, to make easier the market segment selection which will constitute our individual level. As a top-down approach, we would like to consider the densest part of our organizational network which will lead us to select a specific part of our individual network. But, in our first study we tried to reconstruct the boundary in an inductive way, as a bottom-up approach. In these conditions which method is the best, and can we think the agency of these methods?

� We have about 20 minutes to fill out the questionnaire with participants.





