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Entrepreneurship: learning and networking (Editorial)

Olivier TORRES

The Inter-RENT workshop 2007

The idea for the Inter-RENT workshop came oritljnrom the Board of the
ECSB and was developed by the ECSB secretariathegeith a group of ECSB
members (such as the editors of the first Inter-RNblication, Tom COONEY and
Pasi MALINEN).

Inter-RENT has been established to create furtiteraction and co-operation
between ECSB members. In the initial phase, itealhje is to activate and test the
existing discussion area @atvw.ecsb.orgMembers’ Area — Members’ Forum). This

tool enables ECSB members to work with each othex forum type environment
without the need for face-to-face meetings. Basethe experiences from thé&, 2™
and 3 Inter-RENT  workshop (2004, 2005 and 2006  see

http://www.ecsb.org/eng/publicationthe technical interface has been improved.

The long-term goal of Inter-RENT is to createoeum that will enable ECSB
members to deepen a selected conference themdHheoprevious RENT conference,
leading to the publication of a number of high-ayadrticles. The organisers of Inter-
RENT will be nominated based upon their expertegarding the selected topic for

the year and therefore the organiser(s) will changa yearly basis.

A original process of reviewing

For this year’'s Inter-RENT, ECSB has selected f&meneurship: learning
and networking” as the key topic based upon theegapresented at the RENT XIX
Conference in Brussels, Belgium. We have selecied papers to be developed

further in our virtual research workshop.

Once the papers had been identified, the prdoegan with an internal peer

review of the papers. Each participant was askeeb\tew one of the papers. Each



authors was then asked to revise their paper basena the feedback received from
their peers. Finally, a small committee wich coteslsof this year’'s Inter-RENT chair
Olivier TORRES, and the former chairs 2005 and 20®tederike WELTER and
David URBANO. ‘Danke’ Friederike and ‘Gracias’ Davior your collaboration !
We don't forget Kaisu PAASIO who held lead respbilgy for the website and for

the final publication. ‘Kiitos’ Kaisu !

The Inter-RENT 2007 Best Papers

The four papers presented in this online pubboatovering relevant topics in
“Entrepreneurship: learning and networking”, speeify themes concerning social
capital, entrepreneurship training programmes anaiveysity — Industry
relationships... These papers are very intereshng only for academics and
practitioners but also for policy makers in theldi®f entrepreneurship and small
business.

In the first article, C. O'GORMAN and N. EVERS@are the role of social
and business ties in the internationalization ofv neentures. Using the critical
incident technique, they analyse the early anddragernationalization of three new
ventures from the aquaculture industry in Irelambey find that the ‘pre venture
formation’ social ties of the entrepreneur that eventernational in nature or
orientation, and those ties that evolved duringerimhtionalization, are critical in
explaining how entrepreneurs identify foreign oppoities and foreign exchange
partners, and how they acquire the foreign markeiwkedge and the resources

necessary to internationalise.

The second article proposed by E. AKOLA and JINKENEN is based on
selected training programmes for (potential) emepurs in five European countries
this study aims at exploring how (potential) entezy@urs are being taught and what
are the respective learning outcomes. The focos idelivery methods, the contents
of the studied programmes as well as the objectteded for the programmes and the
learning outcomes achieved. Altogether 26 prograsnmere documented and
analysed. In addition, three different training gnammes were chosen for the in-

depth case studies. Based on a study entrepreleaunsthrough applications, doing,



experiences, examples and mistakes. The learnittprmes are created in a process
where an entrepreneur experiments and then apigliés a real-life situation the
knowledge and experiences gained Entrepreneurgahiley process integrates the
learning outcomes related to the “science” and“#res” of entrepreneurship. The
learning of entrepreneurs identified in this studgsembles the notion of
entrepreneurial learning presented in the mostntegesearch integrating the
“science” and “art” of entrepreneurship. In entex@urial learning the content gains
some meaning only when integrated with process hwisidaking place in a context
familiar to an entrepreneur. Analytical tools Idaneed to be applied in practice in
order to secure the entrepreneurial learning psoteake place. The research results
are useful when planning and running training paognes for (potential)
entrepreneurs. Finally, some directions for furtiesearch are discussed.

In the third paper, C. WAHLBIN and C. WIGREN syudvhat Swedish
academics actually do in research cooperation widbstry and in commercialization
of their knowledge, and their opinion about coopera with data from a survey of
academics at five universities. The interest of tleisearch is in differences between
universities and between academics in differer¢rgdic areas. The authors find a
strong pattern of participation in cooperation witdustry for one university, but not
for the four others, and for one scientific araat, fiot the others. Likewise, they find a
strong pattern for one university when it comesgion, and for one scientific area
(the universities and the scientific areas are, dvar, not the same). Their
interpretation of the results is that more seldomesdthe university have a strong
enough culture to be seen across the university, more seldom is the common
culture of a scientific area strong enough to ks all universities. In most cases,

there is a local culture at the respondents’ pddeeork at the university.

The last article of J.M. COURRENT and K. GUNDOIaRalyse the link
between the entrepreneurial network and ethicaladehr in the context of
microfirms. A survey was conducted with head maragé 125 French microfirms.
Two types of variables were analysed: (1) variabtdative to the nature and the
intensity of the relations between the company rganand his social environment
(community membership, etc.), and (2) variableatnet to the shape of manager’s

ethics. The results of univariate and bivariatalgses show significant statistical



relations between embeddedness variables and lethitables. This result underlines

the idea that "communities of ethics" may appear.
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FRANCE, E-mail: oliviertorres@free.fr
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1. Introduction

Both the entrepreneurship and the internationainess fields of research
have received increased attention from researcimenecent decades (Oviatt &
McDougall, 1997, 2000; Zahra & Garvis, 2002), wsibme aspects of the two fields
converging as researchers study the internatiaimiis of new ventures. Firm
internationalization can be defined as ‘the proaelsadapting firms' operations
(strategy, structure, resources) to internatiomalirenments' (Calof and Beamish,
1995:116). Similarlynternationalization can be viewed as an entrepnealeactivity
of the firm (Lumpkin and Dess, 1996; Zahra, Irelaamd Hitt, 2000; Zahra and
George, 2002) which can involve entrepreneurs tpkinnovative action that
transcends domestic business and takes advantatgbaf opportunities (Cremer, De
Bruin, and Dupuis 2001). Zahra and George (2002ttaéadly define international
entrepreneurship as ‘the process of creativelyodisgng and exploiting opportunities
that lie outside a firm’s domestic markets in thesoit of competitive advantage’.

International New Ventures (INVs) constitute a forof international
entrepreneurship, as they are entrepreneurial ftbe outset with a strong
international orientation to derive all or a subsi proportion of its revenue from
the sale of its products in international markeatsmf the inception of the firm
(McDougall and Oviatt, 1994:49). Entrepreneurs aferin both social and
organisational networks, rather than working onimadividual basis, in order to
become successful (Burt, 1992; Hansen, 1995). Angtrinternational business
network, comprising the founder’s personal busiriess has been put forward as one
of the attributes that the INV must possess (OwaticDougall, 1995). Founders of
the INVs have been found to establish internatioredéhtionships while working
abroad previously (Bloodgood et al., 1996; ReubeFi&cher, 1997; Preece et al.,
1999; Crick & Jones, 2000). The use of networks lead to INVs using more
alternative transaction governance structures taeger companies do (Oviatt &
McDougall, 1994). Moreover, they must select in&ional markets and foreign
exchange patterns without the benefit of estahiisbeganisational routines and
contacts. How INVs select and enter foreign markatsains relatively unexplored.

At the same time the research on the internatisatidin of small and medium
sized firms (SMEs) has been limited to busineswarks; it has ignored the social
dimension embedded in the network and focuses ainéss networks of a more

formal business nature. Coviello and Munro (198&ye referred to both formal and



informal networks, but they have not detailed thecfge nature of the informality.
Studies on the role of networks in small firm im@ionalisation (Johanson and
Mattsson, 1988; Bell, 1995; Coviello & Munro, 1997gve not included the role of
social networks in any specific way. Oviatt andDéagall (1994) have suggested
that entrepreneurs use existing personal netwarfksn developed from prior work
experience, to acquire foreign market knowledgstatt-up. Some recent work has
identified social ties as facilitators in initidhg the foreign-market entry of
established SMEs (Axelsson and Angdahl 2000, R2iB0) and of high-technology
INVs (Arenius 2002, Komulainen, Mainela and Tahting004). Social ties of the
founder also warrant further exploration in the tesh of new venture
internationalisation. In this paper we extends thvork by examining how new
ventures identify foreign market opportunities dockign exchange partners during

the initial and subsequent stages of their intésnatization process.

2. Typology of social and business networks

Two types of relationships may be important in ustinding the
internationalization of firms (Figure 1). Busindsss are relationships based on the
manager’'s and the firm’s formal contracts and eotnoexchanges. We define
business ties as relationships of a formal comrakrature, where an economic
exchange takes place, such as those with industepcations, and vertical
relationships with business organisations suchuambss partners, suppliers, agents
and clients.

Social ties, often referred to as informal businedationships (Chetty and
Blankenburg-Holm 2000), are relationships that @inwainly of social exchanges.
Social networks may encompass business professi@ra government officials,
used for the purpose of business exchanges (EI09,2Hoang and Antoncic 2003).
Business and information exchanges that represesihdss networks can take place
in a social context. Social networks can also besidered as a distinct set of
relationships where no economic or business exasogcur. For example horizontal
networks, such as other firms in the industry, necti and direct competitors, family,
friends, relatives, government agencies, and scam community organisations
could be considered as social networks. In thidystee include two types of informal
relationships: first, social ties such as businasguaintances of a non-exchange

relationship located in the broader business né&twdohanson and Mattsson 1988,
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Chetty and Blankenburg-Holm 2000); and second,asdi@s that encompass family,
friends, relatives, social and community organ@sai lying outside the business
network.

See Figure 1

3. The Literature
3.1  Networks in small firm internationalisation

Networks of social and business relationships enafmall firms to overcome
resource constraints, psychic distance and lactorgign market knowledge when
selecting and entering new foreign markets. Typicalfirm’s existing relationships
influence internationalization, as knowledge of eign market opportunities is
developed through these relationships (JohansonMattsson 1988, Coviello and
Munro 1997, Axelsson and Angdahl 2000). Social te® important in the
internationalization process, as social networldsi@mce internationalization choices
(Bjorkman and Kock 1995, Boojihawon 2004, Coviel006). For example, social
ties influence how mature medium-sized and langediacquire knowledge of foreign
market opportunities and exchange partners (E0302 Bjorkman and Kock 1995).
Ellis highlights the role of mutually connected rthparty social ties who make
introductions or act as ‘go-betweens’ between p@krexchange partners (2000).
Third-party groups can be entities such as digtoitsl associations, customers,
suppliers and experts. For example, in establidhiediish SMEs the manager’s
domestic social network was important for acquimxgorting information (Holmund
and Kock 1998). More recent research on Tanzasmall firms found that the
owner/manager used different types of personal orisvextensively to facilitate
initial market entry into foreign markets, and tbtan information about foreign
markets and trade fairs (Rutashobya and Jaens$@t). Zlhe types of networks were
social, independent distributor, trade associatamslocal producers. In Coviello and
Munro’s (1997) case study research, high tech firmese able to internationalise
quickly by linking themselves to extensive, eststid networks.

Rather than focussing on the contrasting role aatdra of networks in the
internationalisation process (social or businesg&rmational or domestic? strong or
weak ties?) Johanson and Mattsson’s network madeka that business takes place
in a network setting and that the degree of intawnalization of the market is in fact

the degree of internationalization of the productiet (1988). The production net is

11



composed of firms whose production and distributiotivities are linked to a specific
product area. Both the market assets (that is éh@ank position of the firm) and the
degree of internationalization of the productiont nmfluence the firm’s
internationalization process. According to theirdabof internationalization a firm’s
success in entering new international markets iseddent on its domestic and
international relationships within current markédewever, in the case of INVs, such

relationships do not, by definition, exist.

3.2 Networks in the internationalization of nesmns.

Johannisson has described the entrepreneurs’ @érsocal network as the
‘most significant resource of the firm’ (Johannissb990:10). Social networks are
important to the founding of new firms as they pdevaccess to information about
opportunities and access to resources. New ventiuaesnternationalize rapidly must
not only overcome the ‘liabilities of newness’ hiliey must also overcome the
‘liabilities of foreignness’. There is ambiguity iexisting research as to how
entrepreneurs identify foreign market opportuniteesl foreign exchange partners
during the initial and subsequent stages of newuweninternationalisation. Some
prior research has suggested that entrepreneuraajee business network partners as
the initial trigger for foreign-market selection @ello and Munro 1995); while
network theory suggests that firms internationalisse domestic business networks
(Johanson and Mattsson 1988).

In contrast others have argued that social ties amportant to
internationalisation in new ventures. Social netganay be particularly important to
new ventures seeking to internationalise becausergng organisations typically
lack established business ties (Aldrich and Zim&886, Greve and Salaff 2003) and
because the entrepreneur is not part of a struttunternational business network
(Johanson and Mattsson 1988). Social networks raporitant because individuals
experience what Simon (1976) labelled boundedmality. The entrepreneur's social
network may expand the boundaries of rationalitypbyiding access to knowledge
and information, thereby exposing the entreprenieurnew venture ideas and
opportunities (Hoang and Antoncic 2003). Proacew&repreneurs are said to ‘scan
for opportunities, show initiative, take actionadgpersevere until they reach closure
by bringing about change’ (Bateman & Crant, 19938:36
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Initial awareness of foreign market opportunitieaynie the result of social
ties (Lamont et al. 2000, Oviatt and McDougall 1p%4s information is not spread
evenly across actors, access to it may depend @rertrepreneurs’ former social
contacts (Granovetter 1985). Faced with the unicgytanvolved in entering new
markets social relationships help to minimise tis&sr to the entrepreneur. In INVs
entrepreneurs may compensate for the lack of est&ol business relationships by
relying on the entrepreneur’s prior internationarkvexperiences in the early stages
of internationalization (Harveston et al. 2000, Md&002, McDougall et al. 1994,
Pulkkininen and Larimo 2002, McDougall et al. 2003)

The network ties that facilitate internationalipatimay differ in terms of their
nature. Antecedent ties of the founder may be atetuof close, strong, personal
informal ties and may be of a business or puretyadmature (Oviatt and McDougall
1994, McDougall et al. 1994). Uzzi argues that egmeneurs search deeply for
solutions in existing relationships rather thaneiydfor solutions across relationships
(1997). In contrast, others suggest that weak dies important for INVs initial
internationalization (Sharma and Blomstermo 2003).

Networks ties may also differ in terms of the extdrat they are domestic or
international. Firms that operate in an internaglometwork may find it easier to go
abroad than firms whose exchange partners areypdioehestic firms (Majkgard and
Sharma 1998, Bell 1995). For example, internatismgy network partners may
actually induce foreign market entry for some fir(Boarma and Johanson 1987); and
involvement in international business networks daive the rapid and successful
growth of start-up firms on international marketfhere the network connections
guide their foreign market selection and providenachanism for foreign market
entry (Coviello and Munro 1995). Hansen and Witkkw@995) found that their US-
based entrepreneurs who had network ties outsgléJth since the time of start-up
were more active in internationalising their bussmabroad. However, Holmund and
Kock argue that entrepreneurs’ social ties are cbicadly focussed (1998).

There is evidence that the nature of ties importana new venture may
change as a new business emerges (Coviello 200&e ternationalization has
been initiated the new venture’s acquisition of Wwhealge about foreign market
opportunities and the choice of foreign markets rbayinfluenced by emerging
relationships. As the new venture acquires integwnat knowledge from its

relationships (Sharma and Blomstermo 2003), thdimeed internationalization of
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the new venture is facilitated by knowledge sumplyy network ties. Each foreign

client becomes a source of new business ties amd kmewledge (Sharma and

Blomstermo 2003). Welch and Welch suggest thatdénelopment and utilisation of

foreign networks is ...closely related to the leagniprocess that underlies

internationalization’ (1996:12). Social relationshimay be important to this process
as they facilitate screening and evaluating paaergkchange partners (Ellis and
Pecotich 2001).

3.3 Research questions.

In seeking to internationalise an entrepreneur ireguinformation about
business opportunities and about potential fordigsiness partners. International
markets are typically selected as a result of tlemtification of a specific exchange
partner or opportunity abroad (Ellis and Pecotidd0D. In the context of new
ventures network ties influence market selectioreijn market entry, and choice of
exchange partner (Majkgard and Sharma 1998, Shanaia@ohanson 1987, Coviello
and Munro 1995, Bell 1995). However, extant redeahasn’t explained how
entrepreneurs in INVs identify foreign market opgpaities and foreign exchange
partners during the initial and subsequent stafjgsw venture internationalisation?

We expect that the pre-internationalization netwbels of the founder that
facilitate the internationalization process of IN¥ are internationally connected. We
expect that in an internationalised production detnestic networks may be neither
applicable nor useful to the internationalizatiorogess of new ventures. If new
ventures are international at inception the prerimdtionalization network ties of the
INVs will be more international than domestic iniemtation. In the extended
production net, we assume that the relationshighefounder are embedded in both
vertical (where an economic exchange exists irvélee chain with suppliers, export
agents, distributors and customers) and horiz¢stadh as other firms in the industry,
trade associations, trade unions, indirect ancctdoempetitors, advisors, government
agencies) network settings and will be of both am and an informal business
nature and include groups of distributors, ageatsjisors, competitors and non-
competing firms, business partners, clients andcetsons. We frame our research

guestions as follows:
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Research question 1: What role do social and busirtees play in (i) the
identification of specific international market apfpunities and (ii) in the
choice of foreign exchange partners during theiahistages of new venture

internationalisation?

Research question 2: What role do social and busirtees play in (i) the
subsequent identification of specific internatiomahrket opportunities and
(i) the choice of foreign exchange partners in newenture

internationalization?

4. Research Method

4.1. A qualitative research

A qualitative case study methodology was select@dilitative data has a
strong advantage over quantitative data in drawnsgyhts that could not be gained
with ‘hard’ data only (e.g., Mintzberg 1979; Smiicin 1983; Orum, Feagin and
Sjoberg, 1991). Qualitative data is rich and hajswith strong potential for revealing
complexity. According to Spender (1996), the cstsely is a necessary methodology
for understanding why things are as they are. Gaisdies provide explanatory
evidence as to the reasons and motivations bemmall $irm internationalization
(Bell, 1995; Coviello and Munro, 1995; 1997; Chedtyd Blanckenburg-Holm, 2000;
Larimo, 2001; Holmund and Kock, 1998). Jones (2049 urged focusing on more
narrowly defined groups of firms, generating ricital Chetty (1996) has promoted
the case study method for allowing researcherstudysexporting as a dynamic
process. Its strength lies in facilitating the stuaf the internationalization process
from several perspectives and therefore facilitphnmore thorough analysis of each
firm than is possible in survey research.

Critical incident technique (CIT) will be employed the main methodology
for analysis and presentation of case data. Cld st of procedures for collecting
direct observations of human behaviour in such g asmto facilitate their potential
usefulness in solving practical problems (Ronan katham, 1974; Andersson and
Nilsson, 1964). The method is not without its diffities - as frequently it is hard to
identify what is an ‘event’ and what is ‘criticallhe use of the CIT method is still

uncommon in international business research. Wdaandiar with only two studies
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that have utilised the CIT methodology in the intgionalization of INVs: Scharf et

al.’s (2004) study of the export problems expergehiby small international firms and
Neupert et al.’s (2003) study of the exporting tdrajes encountered by SMEs in
USA and Vietnam.

4.2 Case selection.

We use a bounded case design to study how enteprerdentify and choose
international markets, foreign exchange partnes laow they acquire the foreign
market knowledge required to enter foreign markéts. focus on firms that can be
classified as INVs using the criteria used in poesi studies of INVs (Knight and
Cavusgil 1996, Oviatt and McDougall 1994, Pulkkamnand Larimo 2002). For our
study, to be classified as an INV a firm must havéeast twenty five percent of its
total sales in foreign countries in the first yetrading.

We choose the aquaculture industry in Ireland far study as we sought a
context that would be populated with some INVs, dedause we wanted to study
three to six case firms in a ‘low-technology’ secta context underrepresented in
INV research. According to the state body respdeditr developing aguaculture in
Ireland, Bord lascaigh Mhara (BIM), in 2003 thererer 250 Irish indigenous seafood
operators, including a small number of firms offigriancillary support services. The
majority of these firms do not engage in direct@xpg. An analysis of this database
suggested that in 2003 eighty of these firms {thivivo percent of the total) were
engaged in some exporting activity. We reviewedeheighty exporting firms and
identified a subset of firms that focussed on trelpction of shellfish. We decided to
limit our focus to these shellfish firms as BIM gegted that this sector would be
more conducive to the emergence of early internat®given the small home market
for such products (at the time less that threegrgrof total shellfish production in
Ireland was sold in the home market (BIM 2003). Iggmg firms that did not meet
all our criteria resulted in a list of twenty firms

These twenty firms were contacted via telephone email in March and
April of 2004 to identify whether they could be stified as an INV. Based on this
contact ten firms were identified who were small nt@dium (from five to 80
employees), highly internationalised, that hadrimaéonalised at start up, and were in
the shellfish segment of the industry. The managdingctors of these ten firms were

invited to participate in our study. Five refusedidive agreed. Of the five INVs that
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agreed to participate we excluded one becausedtgad that it operated in a diverse
range of sectors, and a second when it became epgp#rat it was in direct
competition with another firm in the study, reqogius to exclude one of the two
firms. This emerged after the case process begarwas done at the request of the
firms involved. Thus we conducted case researclthoge Irish owned firms that
produce shellfish for sale in international marketsd that internationalised within

one year of founding.

4.3 Data collection and analysis.

In preparing for our case analysis we reviewed strgureports and secondary
documentation, and the web sites of Irish seafooohsf and support/research
associations. We then conducted a number of imessito get background
knowledge on the sector. This first round of iniewss were with three industry
experts: the managing director of a mature sedfiomdwho had internationalised and
had first-hand knowledge of the industry; an inagional marketing executive with
BIM; and a business development officer in Entegprireland, the state business
development organisation responsible for supportimg internationalisation and
growth of Irish owned firms in manufacturing andeimationally traded services
sectors.

We conducted our fieldwork between May 2004 andebdmer 2004. For
each case we conducted five to seven ong&teonal interviews with the managing
directors/owners. One firm had appointed an int&nal marketing manager so we
also interviewed her. All personal interviews lasteetween one and a half and two
and a half hours. The personal interviews were lsapgnted by a further four
telephone interviews with the managing directorgadh firm. Every interview was
recorded and transcribed.

In collecting the data we framed each interviewuarba serious of questions
relating to the following topics: the backgroundtio¢ founder; the origins of the firm;
the internationalization of the firm in terms ofvhdt internationalised and why it had
internationalised; the initial markets entered amow these were chosen; the
subsequent internationalization of the firm; ane tbompetitive strategies and
competitive advantage of the firm. When respondedestified specific events
relating to our research questions we asked therelkdhe story of the ‘critical
incident’ (Flanagan, 1954) and help us to undedst@nnature and consequences.
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Following each interview we categorised the data faritical incidents’ as a
means of recording and analysing our data. We ifteohtd8 critical incidents relating
to internationalization across the three casesthén context of the two research
guestions, these incidents selected were deemgdacmvhen the firms used their
network ties to identify exchange partners for gajrrapid foreign market entry. For
each incident we recorded a short summary of theenmh from the interviews,
typically about 40 words. Where possible we soughtriangulate data collection
around ‘critical incidents’, by engaging in an #&gve process of questioning, wherein
for some of the incidents, we moved between the ¢ias founder, the marketing
manager, if appropriate, and the relevant netwmkRor the incidents where BIM
executives were the network ties, we interviewed #xecutives involved in the
incident for two of the case firms. We were aldalb this for about sixty percent of

the incidents. This helped us minimize retrospechias of the main interviewee.

5. Research Context

5.1 Industry context: The aquaculture industryrgldnd.

We decided to limit our scope to aquacultural firassthe Irish seafood sector
state agency (Bord lascagh Mhara, BlMidicated that this sector was more
conducive to the emergence of early internatiogalen the poor home market for
such products; less that three percent of totdlfseproduction in Ireland was sold
in the home market (BIM, 2004). Aquaculture referghe rearing and harvesting of
marine foods in artificial circumstances, wherecksare controlled and monitored
during their entire life cycle. In Ireland the sactturrently cultivates two major
species: finfish and shellfish. Most aquaculturedpice is exported, with exports
accounting for at least 76% of total productiomuih in the case of shellfish, exports
account for 97% of production. The countries of i are the major consumers of
aquaculture produce from Ireland.

The vast majority of the firms in the Irish aquaatg industry are located
along the western coast of Ireland, a less popilated less developed region in
comparison to the Eastern coast where Dublin sitgcated. The location decision of
aquaculture producers reflects the necessity tatéoclose to unpolluted seawater,

where the shellfish can be ‘produced’ or ‘farmelhe seafood industry is dependant
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on a raw material from the sea and requires tecigyolo make the product market
ready and market available. Hence technology phaysnportant role in the areas of
production processes and logistics in the sectmugh the technology is readily

available. The sector is considered a low to medinowledge intensive sector.

In Ireland the development of the aquaculture seets seen as a means of
developing economically deprived regions. For exampmquaculture has been
described as ‘a sustainable native industry basegeripheral coastal areas where
other employment aspects are negligible’ (IFA 198)rd lascaigh Mhara (2000)
states that ‘the Irish industry has become an itapbindigenous economic sector in
its own right, but its ability to generate wealthdeemployment in remote and coastal

locations is of fundamental importance in sustamural communities’.

In Ireland a state body called Bord lascaigh MhdBiM) is responsible for
the development of the Irish seafood industry. B8Mharged with promoting the
sustainable development of the fishing industry $&ymulating investment,
technological innovation, enterprise and growthgtsuhat the sector contributes to
both the national and regional econonBiM has been a local and international
support mechanism for the international activitédrish seafood firms. Although the
industry association is mainly publicly financelembodies the traits of a business
support organisation. The members pay an annuas@ution in return for services
provided by the association. BIM represents a fdrinsiness tie for the case firms
and regards itself as a business consultancy serac the industry. The marketing
director of BIM considers the organisation as a iness knowledge and support
partner to the industry. She says: ‘You could heaay that BIM is a consultancy
service to the fishing industry. We would be a gbist consultancy service or service
provider, providing knowledge-based services toittaistry, right from technology
and fisheries development, what nets to use, wtherdish stocks are, monitoring
vessels, quality control, right through to exhibiis at trade shows,
commercialisation, with offices in France, Spairda@ermany. So we are taking it
right from guys on the boats to promoting it. (Tketond important role, financial

support to carry out the work, providing financedenpins the advice we give'.
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5.2 Case summaries

We now describe the three case firms. A summargrigie®n of the firms is provided
in Table 1.

See Table 1

Pisces Ltd:Joe Black, a marine biologist by profession, esthbt Pisces in 1998.
Pisces Ltd produces and exports live shellfishhsagmussels, oysters and clams,
and crustaceans, such as lobsters and crab toyeerstan international markets such
as Europe, Asia and the Middle East. The firm ¢ated in a remote area on the west
coast of Ireland (approximately a four hour drive@fi Dublin city and a two hour
from the regional airport). The premises are sédatt the edge of a bay with
seawater classified as Grade A waters under thepean Union water classification
system. Pisces operates its own oyster- and claedbrg and growing facilities.
Before starting up Pisces, the founder, Joe Blasiqgnised that the firm would have
to aggressively seek out foreign customers if i @aing to survive as a seafood
producer, because the domestic demand was too antbieasonal. The founder
summed up the domestic and international markediions when starting out his
firm Pisces. He says: ‘I had no choice but to bezamernational (as) (...) the market

Is international ... if | was going to survive ... (Jhrmarket here is too small.’

Pisces experienced rapid international expoessgfowth since its first
international sale to Sweden, which occurred withmonths of establishment. The
firm exports 99% of its annual turnover, which st@s approximately €1 million in
2004.

Pisces strategy is to produce a high quality fireduct. The firm operates in a
high-value niche market in the global seafood imgus.ive seafood produce is
considered a luxury/delicacy product by consumEhne. key buyers of this product
are restaurants, hotel chains and distributorsBlaek has emphasised product
quality, professionalism, reliability, on-time dedry and consistency in customer
service in his strategy. The EU certification ob@e A waters has been a major

selling point of product quality all over the warld
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Aquarius Ltd: Peter Munro’s founded Aquarius in 1985 with histhes and
four other local men, who subsequently left withigiear of start-up due to a lack of
commitment and an unwillingness to provide finahsigport to the new company,
leaving Peter as sole owner and managing dire&tprarius specialises in the
production of fresh and frozen shellfish for thtaile catering and secondary
processors markets in ten markets in Europe, the &l Japan. The firm is located
on the Southwest coast of Ireland, near watersevihv@roduces its shellfish
(approximately a two hour drive from the regionigbart and a seven hour drive from
Dublin city). By 2004 annual turnover had growr€gomillion, all of which is
exported, and the company employed forty workersstrof who are involved in the

production of the shellfish.

The firm started out as an exporter due to lomaled at home and the large
demand abroad for seafood. Peter Green, said:s ®akhellfish in Ireland are limited
and then the idea of making a market for a mus®elyzt just wasn't ... acceptable
... to most people so we were obliged to go abroad'.

Aquarius has been focussed on international markietse inception, with
virtually all output since 1985 sold in export matk The firm has plans to continue
to develop and grow markets in Germany, the UKa/fmnd Eastern Europe. Since
1985, Aquarius had been exporting to France, wisclturrently their strongest
foreign market, accounting for 60% of total firmesafor 2004. Other key markets
include Denmark, Belgium, the UK and Holland. Frahe mid-1990s, the firm
expanded its client portfolio to Malta, Italy, GhilGermany, Japan and the USA, and
more recently Cyprus and Turkey. More recentlyeP®tunro has made inroads into
Russia and Eastern Europe. When asked about hisaabpto acquiring sales abroad,
Peter Munro described his approach as ‘lookindnatmharket opportunities, building
relationships using international ties, and pgrating in trade shows.’

Peter was a deep sea diver for sea urchins, wiedasually sold to France in
the mid seventies. In 1977, Peter set up his owhida retail trade with outlets in
Cork and Dublin.

Libra Ltd: Founded in 1987 by Liam White and his brother-wv;I&at Cosby,
Libra Ltd is a privately owned company, employinghty people, and is situated in a
small fishing town on the south-west coastal tiprefand (approximately a two and a

half hour drive from the regional airport and aghgihour drive to Dublin city).
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Libra's core business activity is in the proaegsf seafood products and it is
the largest crab processor in the region and orleeotfargest in the country. It sells to
both business and consumer markets at home anddalite business customers are
mainly wholesalers and caterers’ distributors arat@ssors. In recent years the firm
has launched its own branded product range soldsto supermarkets. The firm has
grown rapidly since its inception in 1987, with arrtover of €80,000 in 1987
increasing to approximately €6 million in 2004, igiy an average growth of almost
twenty five percent per annum.

Liam and Pat were local self-employed deep-seeafisbn by trade. They
began to move closer to off-shore fishing as thegdes associated with long periods
at sea was seen as being too high a risk to thehthair families. Neither of the men
had formal college education or international wakperience. The firm was
internationally orientated pre-start up as it wataklished to supply foreign market
orders from France. The firm did not focus on tleendstic market as the founders
believed that the Irish palate was not inclineddo¥s fish eating, especially shellfish,
in the 1980s and up to mid 90s. Having achievedénmarket leadership by 1999,
several external factors, such as the decline mehsales, forced Libra to revisit
internationalization from 2000 onwards. Sincetheturn, Libra has secured regular
foreign sales to France, the US and the UK. Frooh 20104, they have been selling to
Spain, Italy and Greece.

Since the decision to refocus on foreign markietieign sales have grown
rapidly within space of four years (2000 - 20049rdign export sales grew by eight
hundred and seventy percent between 2000 and Eo@dce now accounts for fifty
percent of export sales, the UK accounts for thiycent, and other markets for the
remaining twenty percent. In 2004 export sales \ieirty percent of total sales, and
were forecast to reach fifty percent of total selg007 according to the founders. In
2004 Libra was awarded the Irish seafood exporteéh® year award by the Irish

Exporter’'s Association.

6. Findings

For each case we describe incidents relating to inésvnationalization was
initiated, in terms of how specific market opporties were identified and how a

relationship with a foreign exchange partner engerg€ables describe the incidents
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we identified for each case (see Tables 2, 3 an@ih® events then describe how each
firm identified subsequent international market apppnities and how they developed
subsequent foreign exchange partners. Each incidprgésents an event or serious of
small events. The outcome of each incident is a eldpment in the

internationalization process.

6.1 Initial foreign market entry.

How did these firms identify specific internatiomalarket opportunities and
initial foreign exchange partners? The foundersalbfthree case firms used their
existing social ties to identify opportunities, aoddentify foreign exchange partners.
These social ties were internationally connectetianted as an intermediary between
the case firm and the prospective exchange pamsesxport start-ups, the case firms
did not suffer from the lack of credibility poteally stemming from the liability of
newness because of the benefits of using a saeiasta link to their first foreign
exchange partner. None of the three firms had peiqrerience of exporting their
products and neither were they culturally closth&r initial foreign markets.

Pisces: In the case of Pisces, their first sale occurredha year of start-up.
Immediately prior to start-up Joe Black was co-nging director of Argot, an R& D
venture for aquaculture production co-financed bivgte investors and BIM. While
working for Argot Joe Black meet a German suppbeaquarium systems, who was
at the time on a European Research visit to Irelaksl part of this visit the supplier
visited Argot. Joe Black maintained contact wite therman supplier on an informal
basis, though he had no commercial dealings witin. HDuring this contact the
supplier learnt that Joe Black was starting his ofim. Subsequently while the
German supplier was installing a ‘tanking system’ane of his Swedish clients he
referred the Swedish client to Joe Black’s company.

Aquarius: In the case of Aquarius, when production was up amuhing,
Peter Munro sought assistance from BIM to identigrseas sales. He was provided
with a list of French buyers by the BIM networkio# in Paris. Peter Munro used this
to screen potential clients. He started to seekrsrdHowever, despite his awareness
of the opportunities for his product in France, foeind it difficult to establish
credibility with potential French customers. Hiopilems were confounded by his

inability to speak the French language.
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Prior to establishing Aquarius Peter Munro operate@tail clothes business
near his home that sold to the local market. Catfelan was a client of Peter
Munro’s clothes business. Cathy’s husband, Jackl&hevas an Irish national who
lived in France. When Cathy was buying clothesetePMunro’s clothes boutique in
Dublin, Peter told her he was having problems rsgllis product into the French
market. Cathy Whelan asked if Peter would be isteckin meeting her husband,
Jack Whelan, who had previously worked for BIM Inoiwv worked as independent
export agent in Paris in the seafood businessowaih a social engagement, Jack
Whelan agreed to take Peter's product to the Frenalket and get his business
partner, Tom Coleman, to be Peter’'s agent in reflr@an agent commission. At the
time the agent was selling product into France ltKeand Belgium.

Libra: In the case of Libra, the founders became awarédign market
opportunities prior to starting their new firm. Uadan EU ‘twin-town’ or ‘sister-
town’ initiative established in 1984, the Irish Hisg town that was home to the
founders, Liam White and Kevin Cosby, developeshgtcommunity links with its
twin-town, near Lorient in Brittany, France. At tiiene and prior to starting Libra,
Liam White and Kevin Cosby were local in-shoredrsien. The twin-town initiative
led to regular exchange town visits amongst thentsewwommunity representatives,
local residents, businesses, and local and cityncowofficials. A high level of trust
and goodwill developed between the two towns, dmd founders became well
acquainted with some of their French business @patts, out of these community
links. The French business ties alerted them tol#nge opportunities and they
expressed an interest in their local fishing produdn particular their crab. Both
founders also built up a good relationship with thayor of the French town. Some of
the French business representatives were seafoocepsors supplying to the large
French supermarket multiples. They noticed the danne of high quality fresh crab
caught by the founders in the local fishing watéiise French processors offered to
buy the crabs on a regular basis from the foundénsjr first order being of a
sufficiently high value to warrant the starting-apLibra Ltd in 1987.

For all three firms the identification of specificitial foreign opportunities
and foreign exchange partners was through the metreurs’ social ties. In all three
cases these social ties were international, in tt@y resided in a foreign country.
These social ties existed prior to the firm stgrt-rhe social ties provided

information on foreign opportunities and facilitatthe development of relationships
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with foreign exchange partners. These cases sutgdsiocial ties were important in
the identification of foreign market opportunitiaad the identification of exchange
partners in foreign markets in the initial stagés@w venture internationalization. In
two of the cases the social ties operated by pnoyid referral to a potential exchange

partner.

6.2 Subsequent Foreign Market Entry.

How did the case firms identify subsequent inteamati market opportunities
and foreign exchange partners? As illustrated iblds2, 3 and 4, the entrepreneurs
in the three case firms used a combination of $@ma business ties to identify
subsequent foreign opportunities and exchange grartrto acquire foreign market
knowledge and to acquire resources for internalimeitzon. Their internationalization
Is not, however, exclusive to such ties, as the easdence reveals the underlying
importance of impersonal modes of foreign markdtyesuch as trade fair activity
and unsolicited orders as key explanatory factorthe process. In relation to the
business ties of the founders, the findings sugipe$tBIM and current clients of the
three case firms were influential international ibass ties in introducing the case
firms to new foreign exchange partners, acquiringvidedge and resources required
for internationalization. The founders’ internat@brsocial ties were primarily of an
informal business nature and were important fontidgng foreign exchange partners
and acquiring knowledge of opportunities and market

Pisces:For Pisces, existing foreign clients, the Irishfeed association (BIM)
and social contacts were the most important netweskused to enter foreign markets
(Table 2). In relation to international businegs,texisting foreign clients were the
most important source of referral to prospectiveifgn exchange partners (Table 2).
For example, Pisces developed sales in Russiarasudt of Russian airline staff
operating out of Shannon airport, an importantdaglantic airport operating in the
region Pisces is located in. The airline staff bdugisces products as gifts for
Russian clients. A result of this was that a Rusbiayer came across the product in
Russia and contacted Pisces. Another example isabe of a Maltese client, from
whom Joe Black acquired an unsolicited order iaxawho referred Pisces to a large
German-based wholesaler, who, in turn, made comtglctJoe Black with sales then

following in 2003.
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The role of BIM in first identifying, and then aef as an exchange
intermediary (facilitating introductions and meegsi) was critical for Pisces’s foreign
market entry to Asia. For example, BIM brought angdkong buyer that they had
identified to Ireland to meet Pisces and othehlsappliers of live seafood. In 2003
the Hong Kong buyer became an important custom@&isifes. Equally BIM alerted
the founder of Pisces to opportunities in China &audlitated the firm’s entry into
China by co-ordinating and financing his participatin a trade fair, where he

proceeded to acquire two clients.

See Table 2

Aquarius: In the case of Aquarius internationalization falea the initial
identification of a foreign exchange partner inrié@ Networks ties of a social and
business nature were equally important in the sy internationalization of
Aquarius (Table 3). Export agents and existingridb were the most important
international business network ties for Aquaridsor example, Tom Coleman, (see
initial foreign market entry) the French based ekpagent, acquired clients for
Aquarius in France, Holland and Belgium and helgexlv international business for
Aquarius in its early years. The firm built up teosg client base leading to further
referrals. For example, in 1997, a Danish clierdt fapproached Aquarius looking to
buy its product following a referral from a Freradlent of Aquarius.

In relation to international social ties, Peter Mumelied on his informal
business ties to a large extent for identifyingefign exchange partners and acquiring
foreign market knowledge. For example, in 2000ePetas trying to break into the
US market with his new retail range. He met anfdkhd, Mike, at a Boston trade
show. The founder knew Mike from working on an Hrisiniversity research
programme with seafood products. Mike was now tlreaf the aquaculture division
of the World Bank and was very well acquainted wiita US market where he was
based. At Peter's request, Mike accompanied hinth&o Boston trade show and
provided him with knowledge on how the market ofegaand with introductions to
networks in the USA. Mike had a whole network oht@ets. Prior to a trade show in
February 2004 Mike made a list of US contacts, esurgg those with whom he
thought Peter might like to work. Mike then emditbese eligible buyers, informing
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them that Peter’'s new range would be availablaatrade show and inviting them to
try them out. A buyer agreed to meet with Petdptk at the products, and after the
trade show, sampling took place. There were afl6iA regulations that Aquarius

had to comply with to ensure their produce couldrbded in the US. BIM assisted
them with this information having dealt with otHems who had entered the USA
market. After surmounting several export hurdhsgarius’ product was received by

the client for sampling, and in October 2004 sat@amenced.

See Table 3

Libra: International business ties were crucially impatrtdor Libra’s
subsequent internationalization. The business tistimportant was BIM in terms of
identifying foreign opportunities and acquiring kviedge for foreign market entry.
Existing foreign clients and international sociast of the founder were less
influential than BIM.

As shown in Table 4, BIM’s Paris office played avqial role in the re-
internationalization of Libra. The firm had depeddsignificantly on its business
relationship with BIM and particularly on Louis Qi8a, the executive in the French
BIM office. Having worked previously in the Frenétod industry, Louis had been
instrumental in obtaining a large cash and cargntffor the firm and liaised between
Libra and the French client to facilitate the t@etgon. The co-founder of Libra
commented on the usefulness of this contact fabéshing client introductions and
for facilitating subsequent foreign sales: ‘The kedris structured in different ways,
you've got wholesalers supplying restaurants artdlfidout also the big thing in these
countries is Cash and Carries. Now it's diffictdt get into those markets. They
(BIM) have been very helpful to us to get into tdash and carries’. Libra now has 15
customers in France, three of which were acquibedugh internationalnformal
business ties (Table 4). The rest were throughBhé¢ Paris office. The BIM
representative, Louis O’'Shea, has assisted Lilgrifgiantly, has acted asde facto
business partner and has been a prime source efiexpal knowledge for Libra’s
internationalization into France. Louis O’Shea iifggs buyers, makes introductions,
facilitates sales and sees them through, and acssfareign-based regular point-of-
contact between Libra and customers. Libra had bipilits relationship with BIM
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Spain since 2003. Libra acquired Spanish clientoufh the Spanish BIM

representative, Carla Enros, in 2003.

See Table 4

6.3 Market knowledge and resources for internatizagion.

The cases suggest that the founders’ internatemahl and business ties are
important in acquiring knowledge about foreign nedsk and in acquiring the
resources used in internationalization (Tables 2)tdrhe founders of the case firms
used their network ties to access intangible ressuembedded in their international
business networks. The nature of such resourcesssed by the case firms is
knowledge-related capabilities possessed by thetwark tie. The incidents
throughout the cases show that the firms accessedl&dge in their networks in the
areas of technology, production and product devetq.

Knowledge about product development and about lmoimprove production
facilities were accessed through BIM, through dliand business partnerships that
the founders came into contact with at trade farg] through their current business
ties. For all three firms BIM provided importardvéce in the area of R&D in the
early stages of venture creation. For example,rmétero (Aquarius,) noted how a
BIM contact helped him acquire R&D expertise durimg start-up: ‘(the contact,
Ray) works in research and he has been a huge teppmce the early stages ... he
has been a huge help. He is in research and g¢emeld of the farming and the
whole side of the development of aquaculture ragitbss the board, a huge help. He
is a mine of information and you could pick up it®ne anyway and say “Ray, look,
| have a problem with this, how do | handle it?”.’

In terms of the financial resources required tenmationalise each of the case
firms acquired funding through their business tieBIM (Table 5). The provision of
finance to support the aquaculture industry isyarkée of BIM. For example, finance
channelled through BIM was used to support intéonat trade fair participation,
foreign business trips, international marketing detd, product research, and the
development and construction of premises and threhpsing of equipment. The
founders attributed huge importance to BIM as a &ewyrce of financial support.
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Liam White (Libra) said: ‘we wouldn’t be where weeanow without that support’;
with the founders of Aquarius and Pisces concurbiygsaying, respectively, ‘the
main role is support (finance),” and ‘my relatiomskvith them would be financing

market activities.’

See Table 5

7. Discussion

7.1 The initial internationalization of new ventare

What role do social and business ties play inh@ identification of specific
international market opportunities and (ii) in ttigoice of foreign exchange partners
during the initial stages of new venture creati¥e conclude that the entrepreneurs
in our cases were dependent on their social relstips to access critical information
regarding international opportunities and for idigig their initial foreign exchange
partner. The entrepreneurs relied on close tieswgbkeking to internationalize. In our
cases the new ventures did not have a home-maaket dr did not depend on their
domestic ties or clients to initiate internatiomation. However the founder’'s social
ties were internationally connected and in seekiigrmation and opportunities for
internationalization, a natural solution for thetrepreneurs was to turn to partners
with which a relationship already existed. As suige by Ellis and Pecotich it
appears that social ties of a third party natureinfluence initial selection and entry
by facilitating the entrepreneur in the identifioat of opportunities and exchange
partners in foreign markets (2001). The close matdiinternational social ties, in the
form of friends and social community links, createldannels of information on

foreign opportunities and linkages to initial fayetbased exchange partners.

7.2 Subsequent internationalization of new ventures

What role do social and business ties play inh@ subsequent identification
of specific international market opportunities gnylthe choice of foreign exchange
partners in new venture internationalization? Wentb that the international social

and business ties of the founders were criticaxlaining the choice of subsequent
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foreign markets the entrepreneurs selected andeent®perating in an international
network provided the entrepreneurs with access twoad range of international
social and business ties, which gave access tdranaledge of, (i) opportunities, (ii)
clients, (iii) foreign market knowledge, and (iv)esources relating to
internationalization.

First, in terms of knowledge of foreign opportues#tj prior research has
suggested that INVs seek out opportunities and the& former international
experience and business contacts as a source wfiddge (Oviatt and McDougall
1994). While these may apply in some contexts, falings indicate that the
founders’ informal business ties may also be ingmdrtto the internationalization
process by acting as sources of knowledge of foreigrket opportunities. The cases
suggest that foreign market selection followed opputies presented by various
network members, rather than being the result obrtrolled or rationale decision
making process (Axelsson and Agndal 2000). In slisse it could be argued that in
making internationalization decisions the entreptes relied on resources at hand
(Baker et al. 2003). However, though their actimeolvement in the ‘extended
production network’ the entrepreneurs generatddears of new resources.

The concept of psychic proximity holds little expdory power for the
foreign market selection observed in our case firiitee cases suggest that being a
member of an international business network rentherpsychic distance assumption
redundant for foreign market selection and supptirésviews that markets can be
selected and entered via individuals and compaanes not countries and cultural
distances (Johanson and Mattsson 1988, JohansoNamde 2003, Majkgard and
Sharma 1998, Bell 1995, Rutashobya and Jaenssar).200

Second, in terms of the identification of subsedqudereign exchange partners,
the cases suggest that the international businessot the industrial network can
serve to identify foreign exchanges partners. Thappens through the founder’'s
access to internationalised production nets andvar&t members. International
business ties served as connectors to foreign risabeidentifying foreign exchange
partners for the cases, that is ties were, ‘bridgeforeign markets’ (Sharma and
Johanson 1987:20).

Third, in terms of the acquisition of knowledgeoab foreign markets the
entrepreneurs in the case firms relied on theern@tional social and business ties to

learn about foreign market operations prior to en¢eforeign markets. The idea that
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the entrepreneur acquires foreign market knowledgehis/her international social
and business ties contrasts with the Uppsala pergpdJohanson and Vahine 1977),
which posits that knowledge of foreign markets radgally acquired as a firm
internationalises, and that this occurs as a resulthe firms being active and
operational in foreign markets (i.e. a learningelmyng approach).

The entrepreneurs used their international tigkiwithe extended production
net to acquire knowledge of foreign markets andsthmaduce the time from
identification of opportunity to foreign market ent The case founders used their
international social ties as an important sourcexgferiential knowledge (Holmund
and Kock 1998). The case firms acquired foreignketaknowledge via business ties.
This suggests that the firms’ networks are impdrtaources of experiential
knowledge resources (Sharma and Blomstermo 200&n&hand Johanson 1987,
Johanson and Vahine 2003). We agree with JohansdrvVahlne in their assertion
that internationalization can be described as aemaf learning through networks
where business networks act as a primary vehicterégsource acquisition and
knowledge generation. However, we argue that a@isisertion can be extended to
include the argument that knowledge accumulatioous from internationalising
within the firm's social network relationships. @eashows also represented an
important meeting place for network ties to develop

Fourth, in terms of resources for internationdl@a the cases suggest that the
entrepreneurs accessed resources and capabiit@msgh their business ties in the
form of formal and informal partnerships and colledtions and that the
entrepreneurs accessed external intangible resyutnew-how not available within
the firm, through their network ties. This finding consistent Johanson and
Mattsson’s (1988) network model that argues firmguire resources controlled by
other firms and with Oviatt and McDougall's (1998)V theory, which suggests that
INVs support a hybrid structure via franchising die@nsing. However, we found
alternative forms of informal collaboration with siness ties such as foreign clients
and the industry association (BIM). These were g in accessing capabilities in
new product development, production and logistatsof which were required for
international growth and expansion. Following tbgi¢ of the resource dependency
theory (Pfeffer and Salancik 1978), these findisgpport previous findings in the
INV literature, where it has been argued that tN&/ lentrepreneur may access

important resources through hybrid structures tmmensate for lack of knowledge
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and resources required for internationalization Ddagall et al. 1994, Bell 1995,
Coviello and Munro 1995). This finding supportsstime degree Richardson’s notion
of indirect capabilities of the firm accessed ineeral networks, concluding that such
knowledge and capabilities are embedded in exter@@lorks, representing indirect
capabilities of the firm (1972).

More specifically, in terms of financialesources, the cases suggest that
participation in a network provides access to resgal Financial resources critical to
international marketing activities and capital isteent required to increase
international commitment to foreign markets werargtelled through the business
network. In the cases we studied BIM was the mdianoel of finance. Without
finance from BIM they would not have been able tmduct effective international

market activities or enter the production net.

7.3 The international production net.

The cases we studied operated in an extendedigirod net that is highly
internationalised and characterised by a networkntdrconnected hubs spanning
global markets. The internationalization activity the case firms appears to be
largely driven by existing network relationships/el®ped as a result of membership
in a highly internationalised extended productioat, ncontaining international
customers, suppliers, trade associations, comparaesl indirect and direct
competitors (Chetty and Blankenburg-Holm 2000). Tdeses indicate that the
entrepreneur develops and uses international spofakrmal business) and business
ties that are located in the extended productidn e terms of business ties in the
net, the findings indicate that the seafood indUstroduction net can be extended to
include clients and industry association (BIM) (@hend Blankenburg-Holm 2000).
Foreign clients and BIM were key business actorfaailitating the process of the
case firms’ internationalization in terms of (1ppiding foreign market knowledge,
(2) providing financial resources, and (3) factiitg foreign market entry by making
introductions to prospective exchange partnersthin network internationalization
model (Johanson and Mattsson 1988), the degrederhationalization of the market
is in fact the degree of internationalization o tbroduction net, which is composed
of firms whose production and distribution actiegtiare linked to a specific product

area. A new venture’s internationalization procgepends on the network in which
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the company operates, and that, in a very inteynalised industry, such as seafood,
the process is quite situation-specific and becatifi@s, it may proceed more rapidly

than usual. This observation supports Anderssoorglasion that industry context

and stage of firm development influence the appatgmess of theories of

internationalization (2004).

8. Conclusions

This paper makes a number of important contribgtidfirst we argue that
internationalization choices and activities arersgty influenced by an entrepreneur’s
social and business ties. Our research extends waok on social ties in SME
internationalization (Coviello 2006, Ellis 2000, IHraund and Kock 1998) by studying
the role of ties in INVs. Second, we argue thatiaddies that are international can
enable early and rapid international market ente. illustrate a context where prior
international work experience is not a necessaryndidion of early
internationalization. Pre-internationalization amde-venture social ties that are
internationally orientated can be highly influehtrafacilitating initial foreign market
entry for new ventures via the identification ofitil opportunities and foreign
exchange partners. Third, the entrepreneur’s sda@al that are international in
orientation are important for gaining access to ititernational industry network
which, in the context we studied, was critical taternationalization. Fourth,
entrepreneurs use social and business ties toifidenubsequent foreign market
opportunities, foreign exchange partners, and tpuiae the knowledge and resources
required for internationalization. An entreprensubusiness network can serve as a
fulcrum to leverage resources required to overctameiers to internationalization.
Fifth, the internationalization process of the ctisaes was not exclusively dependant
on such pre-internationalization ties. We foundt ttkee horizontal tie, BIM, and
participation in trade fairs, were important fastar developing new ties. We suggest
that further study of the role of horizontal andrtioal networks in the
internationalization of new ventures will providsedul insights.

There are important limitations to this researcle Tcontext we studied
appears to be very important in understanding thernationalization of the case
firms, and therefore the results may not apply tineo contexts. The industry we

studied is highly international, with internatiolyabrientated network ties, and is
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characterized by a Business Development Agency Bilvat has actively supported
the internationalization of the sector. These factstrongly influenced the
internationalization processes in the firms and hmait the generalisability of these
results to other industry contexts. That said,dbetext is neither unique nor trivial,
and as Andersson (2004) has shown, context in tefretage of evolution of a firm
and stage of evolution of industry are importantedainants of the nature of
internationalization.

Finally in terms of managerial and policy implicats we suggest the
following. Entrepreneurs need to appreciate theetisnof collaboration with other
organisations. In particular, in highly internaidised sectors entrepreneurs need to
capitalise on ready-made international networksweéier they also need to create
and leverage vertical and horizontal network tiésrtical co-operation with suppliers
and distributors and horizontal collaboration witbustry associations has become an
increasingly important activity for low-tech manatarers.

In terms of policy implications, our cases illuséréghe role a horizontal tie, in
this case a state funded business development ygetan play in the
internationalization process of firms. This agenpyovided important human,
knowledge, network and financial resources to thsecfirms. So in addition to
providing financial support for internationalizatiactivity, the business development
agency, actively sought to develop the internati@asivity of firms by introducing
them, through their own overseas contacts and ¢fwrénade fairs, to the international
customers. So while we did not consider the cadsssich policy supports, we do note
that they played a pivotal role in the internaticzation of the new ventures we
studied.

34



References

Aldrich, H. and C. Zimmer 1986 Entrepreneurshipolilyh Social Networks, ifthe Art and
Science of Entrepreneurship, Sexton and R. Smilor (eds), Cambridge, MA: Batr.

Andersson, B.E. and S.G. Nilsson 1964 Studies enrdfiability and validity of the critical
incident techniqueJournal of Applied Psycholog$8:398-403.

Andersson, S. 2004 Internationalization in différgmustrial contextsJournal of Business
Venturing 19 (6): 851-875.

Arenius, P. 200Zreation of Firm-Level Social Capital, Its Explditan, and The Process of
Early Internationalization,Institute of Strategy and International BusineBeD Thesis,

Department of Industrial Engineering and Managemdalsinki University of Technology.

Axelsson, B. and H. Agndal 2000 Internationalizatiof the firm: A note on the
crucial role of the individual’s contact networkioBeedings of the 16th IMP Annual

Conference, Bath, U.K.

Baker, T., A. Miner and D. Eesley 2003 Improvisiitgns: bricolage, account giving
and improvisational competencies in the foundingcpssResearch Policy32:255-
276.

Bateman, T. S., & Crant, J. M. (1993). The proatemponent of organizational behavior:

A measure and correlatekurnal of Organizational Behavior, 1403-118

Bell, J. 1995 The internationalization of small goter software firms: A further challenge

to ‘stage’ theoriedzuropean Journal of Marketin@9(8): 60-75.

Bjorkman, I. and S. Kock 1995 Social relationshged business networks: The case of

Western companies in Chinaternational Business Review (4):519- 35.

Boojihawon, D.K. 2004 International entrepreneysstdnd network relationships: the

international marketing communications sector, inVMJones and P. Dimitratos, eds.

35



Emerging Paradigms in International Entrepreneupst€heltenham, UK and Northampton,
MA, USA: Edward Elgar, 217-248.

Bord lascaigh Mhara 20@IM Annual Review 199®IM: Dublin.

Bord lascaigh Mhara 20@IM Annual Review 200BIM: Dublin.

Chetty, S. and D. Blankenburg Holm 2000 Internatimation of Small to Medium-Sized

Manufacturing Firms: A Network Approackmternational BusinesReview,9:77-93.

Coviello, N.E. 2006 The network dynamics of intd¢im@al new venturesJournal of
International Business Studie®7: 713-731.

Coviello, N. and H.J. Munro 1995 Growing the enteseurial firm: Networking for

international market developmeftiropean Journal of Marketin@9 (7), 49-62.

Coviello, N. and H.J. Munro 1997 Network relatibips and the internationalization process

of small software firmsinternational Business Review (4): 361-86.

Ellis, P. 2000 Social ties and foreign market enlpurnal of International Businesstudies
31 (3): 443-70.

Ellis, P. and A. Pecotich 2001 Social factors iefining export initiation in small and

medium-sized enterprise¥purnal of Marketing ResearcB8 (1): 119-31.

Flanagan, J.C. 1954 The critical incident technjésychological Bulletin51 (4): 327-359.

Granovetter, M. 1985 Economic action and socialcstrre: the problem of embeddedness,
American Journal of Sociolog91(3):481-510.

Greve, A. and J. Salaff. 2003 Social networks antiepreneurship. Entrepreneurship,
Theory, and Practic@8(1): 1-22.

Hansen, E. L. and T. H. Witkowski (1995) Entrepraménvolvement in international

marketing: the effects of overseas social netwakd perceived barriers to action,” in

36



Research at the Marketing/ Entrepreneurship Intszfa/ol. 8, Gerald E. Hills, Daniel F.
Muzyka, Glenn Omura, and Gary A. Knight, eds., @gic The University of lllinois at
Chicago, 363-367.

Harveston, P., B. Kedia and P. Davies 2000 Inteynalization of born global and
gradual globalizing firms: The impact of the mamagelvances in Competitiveness
Research8(1): 92-99.

Hoang, H. and B. Antoncic 2003 Network-based radean entrepreneurship: a critical

review, Journal of Business Venturing8(2): 165-87.

Holmlund, M. and S. Kock 1998 Relationships andititernationalization of Finnish small

and medium-sized companidsternational Small Business Journdb(4): 46-63.

IFA (1998) cited inA Socio-Economic Evaluation of the impact of Agltace in counties
Donegal, Galway, Kerry and Covkqua-Fact International Submitted to The Marine
Institute, 80 Harcourt Street, Dublin. August 1998.

Johannisson, B. 1990 Community entrepreneurshipsescaand conceptualization,

Entrepreneurship and Regional Developmét): 71-88.

Johanson, J. and L. G. Mattsson 1988 Internatipai#dn in industrial systems- a network
approach, in Hood N. and J. E. VahlS#rategies in Global CompetitioNew York: Croom
Helm, 287-314.

Johanson, J. and J.E. Vahlne 1977 The internatiai@n process of the firm: a model of
knowledge development and increasing foreign markebmmitments, Journal of
International Business Studie® (1): 23-32.

Johanson, J. and J. E. Vahlne 2003 Business mghijp learning commitment in the

internationalization proces3ournal of International Entrepreneurship, 83—101.

Knight, G. A. and S. T. Cavusgil 1996 The born gloirm: a challenge to traditional
internationalization theory, in S.T. Cavusgil and.KT Madsen, (eds.) Export
internationalizing research - enrichment and chafjes (Advances in International
Marketing, 8) (pp- 11-26). NY: JAI Press Inc.

37



Komulainen, H., Mainela T. and J. Tahtinen 2004i&8atetworks in the initiation of the high
tech firm’s Internationalization, in the proceedirdthe 20th IMP Conference 2004,

Copenhagen, Denmark.

Lamont, B.T., V. Sambamurthy., K.M. Ellis., and ®. Simmonds 2000 The influence of
organizational structure on the information recdibg corporate strategists of multinational

enterprisesManagement International Revied(3):231-252.

Majkgard, A., and D. Sharma 1998 Client-followingdamarket-seeking strategies in the

internationalization of service firmspurnal of Business to Business Marketia¢B):1-41.

McDougall, P.P., Shane, S. and B. Oviatt 1994 Hrplg the formation of
international new ventures: the limits of theori®em international business

researchJournal of Business Venturing§(6), 469-487.

McDougall, P. P., B. M. Oviatt and R. C. Shrade®@2® comparison of international

and domestic New Ventureurnal of International Entrepreneurship; 59-82.

Neupart, K., C. Baugn and D. Thanh Lam 2003 SMEoexpy challenges in transitional and
developing economies: a two country comparison,epgpesented at the fifth McGill

Conference on International Entrepreneurship, $282003.

Oviatt, B. and P. McDougall 1994 Toward a theoryrérnational new venturedpurnal of
International Business Studiezb(1): 45-64.

Pfeffer, J. and G. Salancik 1978hd external control of organizations: a resource

dependence perspectildew York: Harper & Row.

Pulkkininen, J. and J. Larimo 2002 Global oriemtaticompetitive advantages and export
strategies of different types of SMEs: empiricaldence from FinlandPaper presented at
the European International Business Academy (EW#jual Conference, December, Athens,

Greece.

38



Richardson, G.B. 1972 The organisation of indystiye Economic JournalCited in Dosi,
G., Nelson, R.R., and Winter, S.G. (2000), 'Intrctthn: The Nature and Dynamics of
Organisational Capabilities' Pp. 1-22 ithe Nature and Dynamics of Organisational
Capabilities edited by G. Dosi, R. R. Nelson, and S. G. Win@xford University Press:
Oxford.

Ronan, W.W. and G. Latham 1974 The reliability aralidity of the critical incident
technique: a closer looKtudies in Personnel Psycholo@yl): 53-64.

Rutashobya, L. and J. Jaensson 2004 Small firmsniationalization: exploring the network

phenomenanternational Journal of Social Economicl(1).

Scharf, F., J. Bell, S. Loane and R. Fletcher 200% export problems of
internationalising SMEs: some empirical evidendagisritical incident technique, in
Emerging Paradigms in International Entrepreneugshil. Jones. and P. Dimitros
(eds). Edward Elgar.

Sharma, D.D. and A. Blomstermo 2003 The internafiaation process of born globals: a

network view,International Business Review?2:739-753.

Sharma, D. D. and J. Johanson 1987 Technical dansyl in internationalization,

International Marketing ReviewVinter: 20-29.

Simon, H. 1976Administrative Behavio3rd ed.). New York, NY: The Free Press.

Uzzi, B. 1997 Social structure and competition imei-firm networks: the paradox of

embeddednessdministrative Science Quarterdy2: 35-67.

Welch, D. and L. Welch 1996 The internationalizatiprocess and networks: a strategic

management perspectivgurnal of International Marketing(3): 11-28.

39



Figure 1: A typology of social and business relagiups in INVs

Relationship

Nature of Relationship

Business Tie:
Economic Exchange
Relationship

i.e. contractual

Social Tie:

Non - Economic Exchange
Relationship

i.e. Non-Contractual

g Clients Former clients
il Vertical Suppliers to the firm Other suppliers in the industry
q Agents and Other operators in the
|'f intermediaries ancillary support firms i.e.
q Ancillary suppliers to | packaging;R&D
H the firm
State support agencies| Competitors
Horizontal and Export promotion | Community organisations

agencies
Sector trade associatiof
Advisors/consultants

Joint Venture partners
Partners and alliances

Friends
FAcquaintance firms
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Table 1: Descriptive data on case firms

Pisces Libra
Aquarius
Product Live shellfish such Processed shellfish
as lobster and crab Processed shellfish
Year of start-up 1998 1985 1988
Year of first international 1998 1985 1988
sale
Mode of foreign market Exports to Exports to Exports
entry distributors/caters agents and to wholesalers and
distributors end-user clients
Number of foreign 15 10 10
markets
Export sales as 99% 100% 30%

percentage of total sales




Table 2: The internationalization of Pisces

and client in Hong Kong

Year Description of event Nature of Outcome
Event tie/mechanism of
foreign entry
1998 Identification of initial Joe Black befriended , Hans Gugau, a German sugdleguarium systems | Informal business tie| Exchange partner
exchange partner in Sweden| When latter paid a trip to founder’s R&D venturefdd research visit. Hans
referred Swedish client to Pisces.
1998 Identification of foreign Hans Gugau referred his second client from Austrigisces in same year Informal businesstie  Ex@b@artner
exchange partner
1998 R&D Collaboration Pisces founder collaborated in R&D with Irish unisiey & BIM for increasing Increased life span of produc
life span of crab product financed and managed by BI
2000 R&D Collaboration Pisces founder collaborated in " R&D project with Irish university & BIM R&D leading to successful
for improving transportation of live animals foetmdustry long distance transport;
financed and managed by BI
1999 Identification of exchange Acquired client at Trade show Trade show* Exchange partner
partner in USA
1999 Identification of exchange Pisces advertised on an Irish seafood websitepsiet his local area. Internet Exchange partner
partner in Malta Unsolicited inquiry through fax from Maltease clien
2001 Identification of exchange Pisces advertised on an Irish seafood website. Ennsales to Dubai were | Internet and BIM* Exchange partner
partner in Dubai initiated via a fax inquiry, a number of exchandgmpe calls with client, and
then follow-up by a BIM-financed visit by the clieto Pisces’s premises. The
Dubai client has been an important and regulamooost since 2002.
1999 Identification of exchange Industry contact gave referral at Trade show InErbusiness Exchange partner
partner in Italy tie*
2000 Identification of opportunities Black was unaware of opportunities in China untVBemailed the industry Business tie Identification of foreign
in China which alerted Pisces to market - specific oppotiesiin China for his product. opportunities
2000 Foreign market knowledge irj Pisces contacted his Irish ties working in categagtor in Beijing for Social ties (friends) Foreign market knowledge
Chinese markets knowledge of the Chinese seafood market.
2000 Identification of foreign Russian locally based airline brought back prodastgifts to Russian clients. | Business tie Exchange partner
exchange partner in Russia | A Russian buyer came across product and wantedytdt from Pisces.
2002 Identification of exchange A Maltese client referred Pisces to a large Gerbmased wholesaler, who madeBusiness tie (existing Exchange partner
partner in Germany, sales contact with Joe Black with sales then followin@2003. client)
result in 2003
2002 Identification of opportunity | BIM executives identified an important Hong Kongeok for Pisces in 2003. Business tie (BIM)? Excbarpartner

* Financial support from BIM

=

=




Table 3: The internationalization of Aquarius

ge

opportunities and
acquisition of foreign
market knowledge in USA

know Mike very in the 1990s working on an Irish warisity research programme
with seafood products. Mike was now director of élqgiacultural division of the
World Bank and was very well acquainted with the rd&ket where he was

based. At the show, Mike introduced Peter to agrevgho was involved with the

mussel industry in Maine, USA.

tie*

Year Description of event Nature of Outcome
Event tie/mechanism of
foreign entry

1985 Social tie of founder’s wife| Founder’s social tie was wife of French based adack Whelan and arranged a Informal business ties Exchange partner
referred to French-based | meeting in Paris to discuss export partnershigk’daoartner Tom Coleman
Irish export agent agreed to be export agent for Aquarius in Europe

1986- Identification of foreign Tom Coleman subsequently acquired sales for Agsiamiirrance, Belgium and | Business tie Exchange partners

1990 exchange partner Holland

1986 Identification of UK Industry contact a UK Irish based agent contactedatius proposed opportunity Informal business tie| Exchange partner
exchange partner via to supply to a large UK manufacturer
informal business ties

1992- Product development and | Via a business contact of Peter Munro, Aquariustigped partnership with Business tie Exchange partner, Knowled

1995 customer involvement in French company in final stages of new product dgweknt. resources via product
final stages of product collaboration; foreign market
development knowledge

1996 Identification of exchange | Aquarius French client referred Danish processdxgoarius Danish client Business tie Exchange partner
partner in Denmark visited Aquarius’ premises and placed orders.

1997 A social tie identifying The Managing director, Ray Mullen, of a local expomwas aware Peter was Informal business Exchange partner
foreign exchange partner farhaving problems in getting sales in Italy. Ray Mull close friend of Peter’s tie*
Italy referred him to good Italian export agent (with datient portfolio) at a trade

show. The local export liaised between founderexuwhange partner at show.

1998 Identification of exchange | German sales developed through German agent whoagied Peter at a trade| Trade show* Exchange partner;
partner in Germany show in Brussels

2000 Global fact finding mission| Peter Munro personally visited his internationasibess and social ties in New | Informal business Opportunity identification;
Acquisition of foreign Zealand, Canada, Chile, Denmark in search of nexuymt ideas to get him out gfand social ties foreign market knowledge
market and international imminent firm closure. (friends)*
business opportunities

2000 International Retail Product In 2000, founder approached French industry tiei®to collaborate in retail Close informal Substantial exchange partner
Partnership- informal product agreement to supply him retail productfieench market under the business tie became | (25% of total sales)
business tie French clients brand name. business tie

2001 Identification of foreign Peter bumped into former contact, Mike, at the Bo&trade show. Peter got Informal business Foreign market knowledge;

exchange partner




2002 Identification of exchange | At the request of Peter, Mike accompanied him &Bbston trade show a year | Informal business Exchange partner
partner in USA later and provided him with knowledge on how thekatoperated and networks tie*

in the USA. Mike short-listed and contacted US bayer Aquarius. He then
introduced founder to buyers. Sales followed.

2002 Acquisition of knowledge | In 2002, while visiting a supplier in Canada, foandas referred to new product Business tie knowledge capability;
capability in NPD via development contact from Scotland, Bob. He wonkét founder for year to exchange partner
business tie develop a new product range. Bob now works as dgeitquarius in UK.

2002 Foreign market knowledge| A local exporter and social tie of founder refereedapanese London based agerBusiness tie * Foreign market knowledge;
and exchange partner for | Kato, to Peter who then acted as agent for Japanadet, winning him a large opportunity identification,
Japanese market Japanese catering client. Kato provided knowleddenguage and business exchange partner

culture to founder to facilitate entry.

2003 Accessing knowledge Through a Danish client and friend of founder, @anish students worked with| Business tie Foreign market knowledge
through Danish social ties | Aquarius and conducted formal market research oidbamarket, as well as

developing website and marketing product material.

2003/04 | Acquire knowledge Aquarius established business partnership for @lolgical transfer with Business tie Technological capabilities in
capability via Norwegian Norwegian salmon manufacturer met at a trade sha2@01. production
collaboration

2003 Knowledge acquisition for | Peter approached the Spanish office of BIM to diaisth a prospective Spanish | Business tie (BIM) Foreign market knowledge;
targeting Spanish client via| buyer who had inquired about Aquarius productsaate show that year. The Exchange partner
Business tie Spanish BIM representative, Isabella, acquired mdogmation about the target

client and then contacted them. She also provideduage translations for
Aquarius on product details.

2004 Identification of UK retail | Business tie of founder sourced and vouched forafigs to win contract to enter Business tie Exchange partner
client (distributor) via UK market
international business tie

2004 Cyprus Client acquired at trade show Trade show* Exchange partners

2004 Russian opportunities via | Founder’s business tie in BIM Germany identifiecrikesing opening for Business tie (BIM)* | Opportunity identification,

international business tie

Aquarius’ products in Russia and urged foundetttiend Moscow trade show.
Founder attended the trade show supported by BiiMvieh prospective leads an

foreign market knowledge.

foreign market knowledge*

* Financial support from BIM



Table 4: The internationalization of Libra

Year Nature of Outcome
Event Description of event tie/mechanism of
foreign entry

1984 Twin Town Initiative Founders came into contact with large French brstail chains through EU Town| Social ties Opportunity identification an
community links and | Twinning incentivised start-up of Libra
initial entry into France

1990 Acquisition of In early 1990s, business tie (BIM reps) assistedl large extent the firm’s Business tie* knowledge in production
knowledge for implementation of meeting HAACP quality standardd &lealth & Hygiene
production Directives for setting up processing factory.

1997 Foreign Market entry | The founder approached his UK supplier to alsoatpéouy from him. UK supplieff Informal business tie| Exchange partner (also
via Business tie: UK also became client. supplier

1999 Exports to Hong Kong| A local smoked salmon firm referred his client, ang Kong based restaurant Informal business tie| Opportunity identification,
via local exporter and | owner, to Libra. Libra acquired an order from rasseur. exchange partner
friend

1999 Canadian crab machineThrough a local exporting firm and friend of foundeLibra sourced machinery in| Informal business Exchange partner; (supplier);
via local exporter Canada, which would allow Libra enter new produarkets. BIM financed tie* financially supported*

machine and foreign travel.

2000 Re-internationalization| Driven by shrinking domestic sales, Libra tookfitst stand at Brussels trade showBusiness tie * Exchange partner

in 2000 2001; BIM executive identified and introduced foerslto three buyers. This trade (BIM)
show success and network support resulted in decisire-enter export markets.

2001- Entry into France via | BIM European executive identified and facilitatedies acquisition with a large Business tie (BIM)* Exchange partner; knowledd

2001 BIM Paris French client. capabilities

2001- Institutional and BIM European executive assisted with operationaketsknowledge for French Business tie (BIM)* Foreign market Knowledge;

2002 operational knowledge | client. knowledge capabilities

2000 Italian exchange partner  Acquired client adlérshow Trade show* Exchange partner

2000 Client in France via An industry social tie and local exporter referhasiclient to Libra. The French Informal business tie| Opportunity identification;
local exporter and manufacturer then referred his two French neighbguirms to Libra. three French clients in
friend industrial estate

2000 Entry to the USA via | Libra met its first US client at Boston Trade Show. Trade show* Opportunity identification;
introduction at show foreign exchange partner

2004 Portugal Acquired client at trade show Trade show* Exchange partner

2004 Italy Acquired client at trade show via BIMrisduction Trade show* Exchange partner

2004 Greece Acquired client at trade show Trade show * Exchange partner

2004 Identification of The founder contacted the Spanish BIM executivenbeat the Brussels trade showBusiness tie (BIM) 3 exchange partners and

Spanish clients

in 2004. Within a few weeks the executive in Mddimed up three big customers

foreign market knowledge

* Financially support by BIM



Table 5: The financial role of BIM

Quote Source

‘It's more as a source of funding. It's financialpgport more than market support. You Pisces
just do your own thing in the market but they willp finance your flight,

accommodation, things like that, and if you wanhit@ consultants to get information

they will support that as well.’

‘Their role is support (financial) rather than aadty doing it.’ Pisces

‘They will support me on the trade fair and thehesttrips | would do during the year Pisces
... l would put in a marketing budget for the yead éimey would support that .’

‘BIM have been a huge supporter along the way,itikemes and goes, like they have Aquarius
a brief, one year it is to invest in this and tlamother year it's invest in something

else.’

‘One of their main roles is finance for us.’ Aquarius

‘Their big role is financial support.’ Libra

‘We wouldn’t be where we are now without their sapgp Libra
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1. Introduction

Measures promoting entrepreneurship seem to lie dngthe political agenda of national
governments as well as of supranational institgtiosuch as EU (see for example
Commission of the European Communities). Enterpadecation and entrepreneurship
training are means to promote entrepreneurshigergnse education refers here to activities
promoting the individual skills, attitudes and daitiies, which support entrepreneurship and
entrepreneurial process independent on the busitissycle including, thus, also
entrepreneurship awareness raising (see Hytti, )2@2&erprise education comprises also
entrepreneurship training, which is here understasda narrower concept referring to
training and educational activities aiming at supipg start-up or exiting entrepreneurs to
cope with their (potential) businesses. It seemas tlew business creation and employment
are important and ultimate goals of enterprise atlolm and entrepreneurship training
(Henry, Hill and Leitch, 2003).

Research in enterprise education and entreprenpurstining suffers from conceptual
and contextual shortcomings, resulting in diffieedt of combining the existing body of
knowledge into deeper an understanding about vehedally going on in the field (Matlay,
2005). However, at the same time the number of sesurand seminars offered by
practitioners and universities, as well as the wilege of academic literature and articles
that have appeared, are indicative of the curretdrest in entrepreneurship and related
education (Vesper and Gartner, 1997; Klofsten, 2@alomon, Duffy and Tarabishy, 2002;
Henry et al., 2003; Katz, 2003; Kuratko, 2005). ptesa constantly increasing number of
activities and courses in the field of enterpriskiation and entrepreneurship training,
surprisingly few researchers have, until recentlyalysed and discussed the very crucial
issue of whether or not entrepreneurship can lghtaat the first place, and if that is the case,
then how it is to be done? (Henry, Hill and Leit@905) Bearing in mind the great variety
and number of programmes offered this study ackedgés, firstly, the lack of
understanding on how entrepreneurs learn desptéraélgmented literature in the field, and
on the other hand, a plethora of methodological@gghes used in enterprise education and
entrepreneurship training.

Based on selected training programmes for (pot@rdiatrepreneurs in five European
countries this study aims at exploring how (potdhtentrepreneurs are being taught and
what are the respective learning outcomes. Thesfacon delivery methods, the contents of
the studied programmes as well as the objectiaedtor the programmes and the learning
outcomes achieved. The paper presents the resulés smurvey carried out in Finland,
Germany, Norway, Spain and United Kingdom. Theaete training programmes aimed at
promoting the start-up process of potential engepurs or to develop the business of



existing entrepreneurs. The study has been caotiédis a part of a project ENTLEARN
financed under the European Commission’s Leona@®iDci programme.

Next this paper discusses the previous literatune eatrepreneurship training and
entrepreneurial learning in its attempt to sheltlmn the theoretical grounds and premises in
analysing the different training programmes. We enom presenting the methodology of our
study as well as the empirical data subject toamalysis and discussion. The results and key
findings of our study are then discussed in retatio previous knowledge on enterprise
education, especially on entrepreneurial learnkigally, we conclude and present some
practical implications for programme promoters,nplars and teachers as well as suggest
some areas for further research.

2. Entrepreneurship training and entrepreneurial learning

The extent to which entrepreneurship is teachaisleyen worth teaching, is a matter of
debate among scholars (Fiet, 2000). Recently itbeaeme clear that entrepreneurship, or at
least certain elements of it, can be taught — préreeurs are not just born but can also be
made (Henry et al., 2005; Kuratko, 2005). This &savhus, room for enterprise education
and entrepreneurship training attempting to develo@ promote those “reachable” facets
associated to entrepreneurship. Hytti and O’Gorr(2004) categorise the objectives of
enterprise education as follows: 1) understandibautientrepreneurship, 2) entrepreneurial
behaviour, and 3) becoming an entrepreneur. Thegoasation is based on the different
needs of the potential entrepreneur in differeiasions.

Teaching entrepreneurship involves both “scien¢is”example business and functional
management competencies) and “arts” (for examm@atise and innovative thinking) (Jack
and Anderson, 1999; Rae, 2004). This “science” mfepreneurship is considered to be
teachable, even via more conventional methods.efréneurship is then considered as a
linear planning and learning process where studeats necessary analytical tools and pass
different steps (e.g., writing a viable businesanpl and finally are capable of starting their
business venture (Honig, 2004). Therefore counselside structured training to provide the
entrepreneur with technical and personal entrepirgadeskills and tools (for example
financial management, marketing) (Hisrich and Ret@098) complemented with informal
support (for example mentoring, counselling, nekiay) in order to provide valuable
elements of vicarious and social experience for (fhetential) entrepreneurs (De Faoite,
Henry, Johnston and van der Sijde, 2004). Usulkyfocus, however, is on content of the
planning process, namely the choices, plans, aategly rather than on process how to create
and analyse the ones made or even more so, homgiement them. Learning outcomes

! This project has been carried out with the supmdrithe European Community (project number
FIN/04/C/F/RF-82501). The content of this projeated not necessarily reflect the position of Europea
Community, nor does it involve any responsibilitythe part of the European Community.



include primarily analytical tools related to e.management, leadership and evaluation of
the venture to be exploited in analytical decisiwaking during the business creation process.
(see Honig, 2004)

Rather than understanding entrepreneurship based arausal model of planned
behaviour entrepreneurial activities may be desdriéis having a strong experimental focus.
This “art” of entrepreneurship forms the very nubceeation and innovation, and does not
appear to be teachable in the same way. It is highbjective and is a skill that cannot be
directly taught due to its fundamentally experiahtiature. (Jack and Anderson, 1999) In
order to make sense of the "art” of entrepreneprdinere is a need for a greater
understanding of how people learn entrepreneureiabiour and how entrepreneurial
capabilities are developed (Rae, 2004). It seem$ @ganisational learning theories were
inappropriate when applied to entrepreneurial mecand the small business context
(Deakins and Freel, 1998). The budding entreprerdngs not need only knowledge
(science), but also new ways of thinking, new kindiskills and new modes of behaviour
(arts). Entrepreneurial individuals tend to possessrepreneurial skills (e.g., problem
solving, creativity, persuasiveness, planning, tiagng, decision making) as well as certain
entrepreneurial attributes (e.g., self-confidentoaomous, achievement oriented, versatile,
dynamic, resourceful) (Gibb, 2002). The “art” otrepreneurship addresses the development
of these crucial skills and attributes which arentyalearned in the business environment
through inductive, practical and social experiemess so in the educational setting (Gorman,
Hanlon and King, 1997). The learning outcomes thnes, related to personal properties (self-
confidence), motivation (risk tolerance) as well @fferent cognitive factors, such as
leadership and managerial experience (Honig, 2004).

It seems that universities have succeeded relgtmell in teaching the “science” of
entrepreneurship by providing a conceptual backgitonf the phenomenon and stimulating
the necessary analytical thought processes. By gdano some crucial notions of
entrepreneurship may have been ruined as the a@lgpproach does not allow students’
imagination to soar and, thus, stimulate the “aft’entrepreneurship, even though it may
otherwise provide a sound platform for entreprelawrndeavours (Jack and Anderson,
1999; Kirby, 2004). It has been suggested to comefd traditional delivery methods with
entrepreneurial approaches (Gibb, 1993; 1996; 200Rich essentially include learning by
doing and providing opportunities for students ¢owveely participate in as well as control and
mould the learning situation (Gorman et al., 199@ét, 2000). The traditional lecture format
with all its predictability may not be the mostegftive method as it ignores the essence of the
phenomenon, that is the entrepreneurial processlitional approaches to teaching may, in
fact, inhibit the development of the requisite epteneurial behaviour (Kirby, 2004). Even
for entrepreneurship researchers and educatorseins to be hard to guardian the true
meaning and intent of the word entrepreneurshiprdtia, 2005). Similarly Hjorth (2003)



calls for entrepreneurship that is not managenéiepreneurship and thus for education that
acknowledges the creative, playful and passiortatiest.

The special challenge of enterprise education,, tisug the facilitation of learning to
support the entrepreneurial process, even in thgsaloom setting. Entrepreneurial process
refers here to the innovative process of an ergreqr, where she/he searches, discovers and
exploits the opportunity for renewal and changea(fhand Venkataraman, 2000). It is about
a process of becoming, where the change involvadllystakes place in quantum leaps in a
holistic process in which existing stability disapps (Bygrave, 1989; Heinonen, 1999).
Entrepreneurship is about entrepreneurial indivglurgeracting with their environment, thus
discovering, evaluating and exploiting opportusiti€hook, Priem and McGee, 2003).

Previous research indicate that entrepreneurs karskills and competences needed in
entrepreneurial process through entrepreneurpkip se (learning "in” entrepreneurship)
(Hjorth and Johannisson, 2007). Therefore entreqaneal learning is often referred to when
talking about learning and the teaching of entnepues. Entrepreneurial learning means the
process through which the individual learns anduaeg the knowledge needed in the
entrepreneurial venture and entrepreneurial prasessHarrison and Leitch, 2005).

According to Rae (2006) entrepreneurial learningxisdynamic process of awareness,
reflection, association and application that inesitransforming experience and knowledge
into functional learning outcomes. It comprises \Wlemlge, behaviour and affective or
emotional learning (Cope, 2005). Entrepreneuriatiang is affected by the context in which
learning occurs and it includes the content of whidtarned as well as the processes through
which learning takes place (Politis, 2005). Entemaurial learning is both individual, with
personal differences in ability producing differdaarning outcomes, as well as social and
organisational (Corbett, 2005). There are alsoeclosnnections between the processes of
entrepreneurial learning with those of opportuniggognition (Dutta and Crossan, 2005),
exploitation, creativity and innovation (Lumpkindahichtenstein, 2005).

In this article the methods and outcomes of thiaitig programmes studied are analysed
in relation to entrepreneurial learning. It is eds# to explore, what kind of different
methods and approaches have been used to pronedeathing process of entrepreneurs. In
addition, the case studies focus on the learningctibes and especially on learning
outcomes achieved when attempting to support draileg of (potential) entrepreneurs.

3. Methodology

The research work was co-ordinated by the Smaliriggs Institute, Turku School of
Economic$ The research material in respective countries wésated in conjunction with

2 Research Co-ordinator: Jarna Heinonen; Co-auliisia Akola



four other partners (GermahyNorway, Spairi and the UK). Prior to the field work, a
literature review on entrepreneurial learning wamnducted both from national and
international sources in order to delineate théed#ht ways in which it is suggested that
entrepreneurs learn in different national contéaksng into account the heterogeneity of the
entrepreneurial population and of the businessasviad. Based on the literature review the
concept of entrepreneurial learning was jointlycdssed among the researchers responsible
for conducting the research nationally in orderasxertain the quality of the empirical
material to be collected.

Altogether 26 programmes were documented and awhlysf which 4 were from
Finland, 5 from Germany, 5 from Norway, 6 Spain &filom the UK, in order to find out
how learning of (potential) entrepreneurs is sufggbrin the training programmes. The
programmes aiming at promoting entrepreneurshipaingeneral sense or increasing
understanding about the phenomenon among a widkeraae were left out from this study.
Otherwise the partners were free to select reptatem samples of different kinds of
existing training programmes for (potential) entespeurs within each country. A special
emphasis in data collection was put on documerdiffgrent kinds of training programmes
for (potential) entrepreneurs including informatiom delivery methods and approaches with
potential of supporting learning. In terms of do&mnting the programmes, the project co-
ordinator prepared a programme description fornersure the comparability of the data
collected for each programme across the differeional contexts. In collecting the data
describing each training programme, the nationaitnpes used multiple sources of
information, e.g. brochures, evaluation reportscutieents, and websites related to the
programme. This phase aimed at identifying whatl lahmethods and approaches have been
used in different types of entrepreneurship trarprogrammes.

Based on the results from the previous phases eofsttdy and the joint discussions
among the parthers, three different training progres were chosen for the in-depth case
studies. The programmes are run in different ceemiiFinland, Spain and United Kingdon)
and they are examples of entrepreneurship traimpr@agrammes tackling the different
company life cycles from start-up to growth. Theeth programmes were considered to be
interesting from the entrepreneurial learning pahview. In addition, the researchers had
good access to the selected programmes.

As in the first phase, the case interviews weredooted by using the case-protocol,
which was mutually discussed among the resear@mtdinalised by the scientific research
co-ordinator. During this phase the preliminarygygeamme descriptions prepared earlier were

3 National Co-ordinator: Jurgen Zick and Moniquelkyinstitute of Industrial Science, University of
Kassel

4 National Co-ordinator: Per-Anders Havnes and Briktsen, Agder Research

5 National Co-ordinator: Ifiigo Isusi, Ikei — Insttib Vasco de Estudios e Investigacién, S.A.

6 National Co-ordinator: Jane Silver and Claire Maan, University of Salford



specified, and participating (potential) entrepreseand the programme manager/directors
were interviewed. In addition to the backgroundoinfation of the entrepreneurs
interviewed, their motives to participate to thegnamme, their perceptions on the teaching
methods and their appicability as well as theirfesy processes were focused on. The
interview of the project manager also concentratedhe feasibility and effectiveness of the
teaching methods and approaches used.

Based on the cases it was attempted to identifyetmming outcomes achieved during the
studied entrepreneurship training programmes. Thsearch material gathered was
gualitatively analysed with a special focus on radthand approaches used and outcomes
achieved as experienced by the entrepreneurs therasas well as programme managers.
The concept of entrepreneurial learning was talel atarting point for the analysis. The
results of our analysis are presented in the foligvgection.

4. Training programmes for entrepreneurs and learnng of entrepreneur

4.1 General Overview of the Programmes Studied

Across the 26 training programmes for potentiakwisting entrepreneurs we observed
great variety in e.g. target groups, objectivestho#s (approaches), scope, means of
funding, solidity (established and regularly run. \ad-hoc), and regional coverage of the
programmes. Apparently the current policy discusssreflected in the (selection of the)
programmes analysed. Programmes for different kfdstart-ups seem to be in legion:
examples cover women, disadvantaged people and/odisadvantaged (e.g. rural or
distressed) areas, university students (acadenrnepeaneurship), young people, or any other
potential persons, willing to start-up one’s owrsibess. Of the 26 programmes analysed 21
is targeted at potential entrepreneurs and 12 foexasting entrepreneurs. In addition 4
programmes are targeted at either teachers, peempdoyed in the public sector and
employed SME managers, who are not entrepreneutsebyselves.

Our results indicate that many programmes attemptitiress several target groups at the
same time. Six programmes were targeted at botnpat and existing entrepreneurs, one
programme at potential entrepreneurs and teachensti@preneurship, and two programmes
at existing entrepreneurs and hired managers of SMEaddition, the target group of one
programme consisted of potential and existing enéreeurs as well as persons employed by
the public sector.

The objectives of the programmes were studied doogito the objectives of enterprise
education categorization developed by Hytti and @i@an (2004). All programmes studied
had a business focus as the objective of the pmages was to develop participants’ skills
and knowledge needed while setting up a businessamaging it. Five programmes aimed
solely at promoting the start-up process of po&m@ntrepreneurs or to develop the business



of existing entrepreneurs (business focus). Moshefprogrammes had, however, more than
one objective. 11 programmes had two of the meatlarbjectives and ten programmes had
all three of them.

The objectives of the programme form the basiscfwosing the relevant methods and
pedagogics. Consequently, perhaps, the deliverfiadstand approaches used within most of
the programmes are very manifold using differerivdey methods and approaches (Table
1). The methods used can be divided to participatnethods (cases, exercises, group and
teamwork, project work and interaction e.g. dialegtutoring and mentoring), methods
based on working life (practical training in ent&ps, company Vvisits, entrepreneurs as
lecturers, learning on the site, godparent entsepyritraditional teaching methods (lectures,
teaching in the classrooms, reading literaturetingiessays and taking exams), and methods
modelling or imitating entrepreneurship (practicetegprises, business games and
simulations) (see Honkanen, 2004).

Based on our data there were plenty of differemtd&i of delivery methods and
approaches to support learning of (potential) @némeeurs in the programmes. Altogether
203 delivery methods were identified in the 26 mddprogrammes. The programmes
seemed to have "multi-method” approach benefitingreerage of eight delivery methods or
approaches supporting the learning. At the mininthene were two and at the maximum 13
methods used in the programmes. The most commaelg method in the programme was
giving feedback and support which included indiabar group counselling, mentoring and
tutoring. Also different kinds of group works, suat group discussions, debates, workshops,
project work and team work, reflection and selfesssnent e.g. through learning diaries, and
expert lectures were often used. The participatmethods addressing the “art” of
entrepreneurship are strongly visible in the progres studied although the “science” of
entrepreneurship is simultaneously promoted byittoal teaching methods providing
analytical tools to entrepreneurs. Methods basedworking life as well as methods
modelling or imitating entrepreneurship have pagd address both the “art” and “science”
of entrepreneurship.



Table 1 Delivery methods and approaches used andjebtives of the programmes

Learning to Learning about  Learning to
become an  entrepreneurship  become

entrepreneur (N=19) entrepreneurial
(N=26) (N=12)
Feedback and support 23 89 % 16 84 % 10 83 %
Group work 22 85 % 17 90 % 10 83 %
Participative Reflection and self-assessmer 21 81 % 16 84 % 9 75 %
methods
Presentations and performanc 16 62 % 11 58 % 9 75 %
E-learning, distance education 11 42 % 6 32% 6 50 %
Expert lectures 19 73 % 16 84 % 8 67 %
Setting up a business 15 58 % 11 58 % 5 42 %
Company visits / excursions 9 35 % 7 37 % 4 33 %
Methods based Using films and videos 9 35 % 6 32 % 3 25 %
on working life Practical training 7 27 % 5 26 % 5 42 %
Other 6 23 % 4 21 % 4 33%
Stu_dy visits abroad / to other 4 15 % 4 21 0% 2 17 %
regions
Traditional Lectures, reading literature, 17 65 % 14 74 % 10 83 %

teaching methods writing essays, taking exams

~ Business simulations and role
Methods modelling pjaying

entrepreneurship

15 58 % 13 68 % 7 58 %

Games and competitions 9 35 % 6 32% 6 50 %
Altogether 203 152 98

Based on the previous literature (for example Gi#93; 1996; 2002; Gorman et al.,
1997; Fiet, 2000; Kirby, 2004) entrepreneurship deds new ways of learning and the
active use of “multi-methods” in order to encourdige entrepreneurial activity of a potential
entrepreneur to take place. Our study reveals tfa@ing programmes include a great
number and variety of attempts to support entrearesi learning, but the amplitude of
methods used within a relatively extensive and iplelttraining programmes with a number
of objectives makes it hard to identify the outceraehieved.

Our research material gives us a reasonably goddrstanding of the objectives of and
delivery methods used in the studied programmeseder, the data tells hardly anything of
the learning outcomes achieved, i.e., how the @rogres have managed to support the
learning process of participants within entrepresieip context. In the following section we
present three cases conducted during the secorsg miaur research in order to illustrate
particularly the learning outcomes achieved throsgécific methods and approaches when
addressing the objectives and content of the pnogras.



4.2 Supporting the learning of an entrepreneur

We explored three different training programmes éntrepreneurship from Finland,
Spain and United Kingdom. The programmes were tadg® different life cycle phases of
companies: potential entrepreneurs (Entreprenqursiin interesting opportunity?), women
entrepreneurs in the early start-up phase (Traipragramme for women entrepreneurs) and
more mature, but growth- and development-orientethpanies (Mastering Innovation,
Creativity and Enterprise).

'Entrepreneurship — An interesting opporturfity (Yrittdjyys — mielenkiintoinen
mahdollisuus, Finland)

The programme was targeted at the eight reseatubolscin the fields of chemistry,
physics, information technology and bioinformatiltg, sciences and medicine development
at the BioCity of Turku. The objectives of this gramme for potential entrepreneurs were as
follows: to increase knowledge about entreprenepysto bring out new aspects of
entrepreneurship at the individual level, and tppsut possibilities of starting up as an
entrepreneur and offer access to new sources oflkdge about acquiring relevant business
skills. Even though the participants were advanicetheir doctoral studies within natural
sciences, they had no basic knowledge on businmesgti@preneurship.

The programme touches upon all the objectivesaél&d enterprise education, namely
understanding about entrepreneurship, behavingmeineurially as well as becoming an
entrepreneur (see Hytti and O’Gorman, 2004). Theitng programme consisted of three
integrated modules which based on the entrepremaiirected approaéh(see for the
approach Garavan and O’Cinneide, 1994; Heinonen Rmi#kijoki, 2006) attempted to
gently move the participants from knowledge andeustinding of entrepreneurship towards
experience and real entrepreneurial actions: Motutowledge — What entrepreneurship
is?, Module II: Experience — What possibilitiesrepteneurship offers to me?, Module lIl:
Action — How do | seize the entrepreneurial oppaty? The programme was altogether 9
months in duration and it included 9 contact dayshwelated assignments (home
assignments, reports, business plan, learning )dig@rticipation in a 12-hour business
simulation, and mentoring sessions.

The programme manager thought that througlsiness simulationexercise the
participants were able to recognise how the dewssimade affected businesses. The
simulation managed to enlighten the functioningtled market mechanism in particular.

"This programme was launched as a pilot trainingienmme of the Academy of Finland. The
students/researchers participating the programme Ib@en studied from different perspectives befdueing
and after the programme (see e.g., Heinonen, Rokkldnd Vento-Vierikko, 2005; Heinonen Hytti anda3io,
2006; Heinonen and Poikkijoki, 2006; Paasio andiH3006.

8 The teachers of the programme called the appreaithpreneurial-directed as they considered itriteest
best the aims and content of the programme. Theapp has been influenced on by various technicpues
as experimental and participative methods and métiarning (see Heinonen and Poikkijoki, 2006).



Group exercisemade it easier for them to learn more about themaseespecially in relation
to entrepreneurship, as well as getting to knowathers in the grouplhe company cases
and visitsexposed the participants to real-life entreprest@pr Preparation of a business
plan under professional guidance during the progranencouraged the participants to
concretely ponder about potential future businessting from the very business idea. They
needed, thus, to apply in practice the theoretioatepts learnt during the session.

There were 34 participants in the programme of twiwo males were interviewed (T
and M). Both of them had clear plans to move fraad@mia to business life — either as an
entrepreneur or an employee. They emphasised thg@reddo understand what
entrepreneurship is all about and what kind of ofypaties entrepreneurship and businesses
can offer for them. During their university studi@snatural sciences entrepreneurship had
been non-existent.

The interviewees considered that company visits laectures given by entrepreneurs
supported their learning the most as they allovedntto see what takes places in the day-to-

day life of an entrepreneur.
”...you could see and hear in a concrete way what does in companies, including
its history and background, how it all got startedealism and concreteness were of
importance”(T)
”...failing and success. Some role models withinfaid ...” (M)

According to the participants business simulatiopp®rted the experimental side of their
learning. Preparation of a business plan contribtheir learning process as they at the same
time participated into the national Venture Cupmeetition. They considered that preparing
a business plan was useful only if one already $@ue idea to work with. Otherwise
business plan writing might be useless and adifici

They considered the exercises based on the emepral-directed approach (related to
self-reflection and group dynamics) fruitless, lagknowledged that perhaps their attitude

was not open-minded enough for these exercises.
"...perhaps you could have gained something, hadhazlia right attitude. However,
in relation to businesses and entrepreneurshigr’dknow what. Perhaps there was
some connection, but | didn’t find it(T)

On the other hand the interactive exercises suggart their opinion group formation
and dynamics. They considered the web-based |lgpennironment (WebCT) as a useful
storage for assignments and learning material, dbierwise it was not supporting their
learning. The learning diaries were also consideseohething which just needed to be

accomplished in order to pass the programme.
”...well, I wrote it in the last day and don’t knovwhat it was worth for.”(M)
"...iIf you systematically reflected and wrote itmight be useful... for some people it
is more natural to compile the diarff)

The interviewees stressed the importance of hands¢«perience and learning by doing in
their learning. Also the role of one’s own enthgasiawas emphasised. You need to be
excited and take concrete steps in order to betadkarn through doing and experience. In



addition, the interviewees thought that entreprestep studies should be integrated as an
elementary part of doctoral studies in naturalrsms.

‘Training programme for women entrepreneurs’ (Pragra de Formacion para
emprendedoras y Empresarias), Spain

The programme was run by the Woman Institute tunstide la Mujer) dependant on the
Spanish Ministry of Labour and Social Affairs, imolleboration with the Industrial
Organisation School (Escuela de Organizacion Im@dEOI). The content and the focal
areas of the programme may vary each year. Thergroge was run by the EOI, and
marketed by the Woman Institute, mainly to Spamegional governments, which procure
the courses relevant for their region’s needs. pitogramme was targeted to women who
have a business idea or have recently createddwaitbusiness and need support in the early
phases in evaluating and implementing their busingsa. Majority of the participants were
unemployed and still working on their business ideathe year 2004 there were 278
participants in the programme.

The programme had a clear business focus anctmpted to support the entrepreneur in
starting-up and running a company (see Hytti an&ddXnan, 2004). The programme
consisted of three phases: | Business Idea, IIBiumness Launching and, Il The Business
Consolidation. In the beginning group work, preagohs and performances of the
participants and expert lectures were used to supipe learning of the women, mainly on
how to set up and run a business. The learningalgs supported through individual and
group feedback, that enhance the participant iotiera within the group. In the second
phase, which lasted about a year, the programmnextdir gave personal assistance and
mentoring support in order to encourage business-gp. The participants were also given
legal advice to help with the setting up a compagally, the companies that had survived
for a year in the market place continued to thedtphase of the programme. The companies
were provided with the possibility to get expertviad from the REDEPYME-network,
which gathers together entrepreneurs from the @usviprogrammes. This gave an
opportunity for the entrepreneurs to exchange kadgeé and experiences as well as learn
from each other. The programme integrated in aocust-oriented way the theory and
practise by using flexibly, different learning metls ranging from traditional lecturing to
business simulations, company visits and finallyirsg up a real business.

The programme organisers thought that the sucdet®e @rogramme stems from very
practice-oriented approach to learning, where #voired knowledge is delivered in an
understandable way to the very heterogeneous tgrgeip. Group worksintroduced the
participants into a dynamic business environmehé presentations and performances of the
participants increased their communication skills and ability tblerate stressExpert
lecturersnot only delivered teaching, but also providedhheith useful and more accurate



knowledge, which was useful in their businesse&edback systemcreased the interaction
between the participants and the teachers and, finamoted dynamic learningersonal
legal expert advicasped-up the start-up process considerably. Simifalsonal mentoring
supported the critical first phases of the complpyproviding the entrepreneurs not only
with correct and ready-made answers, but rathemgithem the possibility for self-
reflection. Finally, througliREDEPYME-networlkthe entrepreneurs were able to learn from
each others” mistakes, success and experienceso@aklearning e.g., Rae, 1999).

Three women of different ages participating in pnegramme were interviewed (N, | and
M). The youngest, N, had a university degree inrbhtural sciences and the eldest, I, an
engineering background from the college. M had e@irsome college and vocational
education in economics. N wanted to find out to tdrent entrepreneurship was a viable
career option for her. | had already decided td s a company before participating in the
programme, but wanted to gain more knowledge onnbas management. From the
interviewed women only M already had a companyjaigh only employing herself, and
had a desire to increase her business competence.

Setting up a real business and/or developing trsenass ideavere not only objectives of
the programme but also practical activities, whigére considered very effective. Because
the participants had poor prior knowledge aboutirggtup a companyhe support and
feedback received from the teachemsre highly appreciated:he expert lecturewere well
aware of the learning constraints of the participaand capable of delivering the business
concepts in an understandable manner.

The presentations and performances of gagticipants in the front of professional
audience gave the needed experience as they weresed to official eventsGroup works
were feasible particularly if understanding of avneoncept required reflection and the
changing of experiences and views of the particgpaRarticipative methods not only
provided concrete knowledge and tools to the ppemds, but they also contributed the
development of participants” personal skills artdbattes such as self-confidence, problem
solving and risk-tolerance. In addition, group wankreased their communication skills.

Traditional lecturing, on the other hand, was cised.
"Lectures where a teacher just teaches are delyimet successful and | tend to lose
my concentration... this takes place especiallyéfititeraction between the teacher
and the participants is difficult to maintain besauthe issue to be learnt is too
theoretical, such as labour law or tax liability(N)

Despite the practice-orientation of the programime interviewees considered that too
much time was put into teaching theoretical coreepd too little on practical activities. The
interviewees longed for more real-life case viaitsl entrepreneurs as lecturers (see Erikson,
2003 on vicarious and social experiences neededpaddition todeveloping their own
projects during the programme they considered that busisgssilations and role-play



exercises could have been exploited more effigtedthey emphasised the importance of

their own commitment and activity in their learning
"In entrepreneurship you need to be truly commitsed engaged to your project ...
On the other hand sometimes it is hard to remowa yoeconceived ideas about
business. It is rather a question of un-learningcafrent thinking rather than of
learning new thinking."(N)
In addition the interviewees considered it impatrtan the participants to have a business

idea to work with.
"I don’t think that the programme is successfubife expects that the business idea is
an outcome of the programme, as you cannot apphadguired knowledge until you
have the business ideal)

The interviewees considered it significant that veonmave possibilities to join training
programmes focused solely on women. They arguddabanen face different challenges in
their businesses than men (e.g., balancing familty lausiness, see also Naisyrittajyys —
nykytilanne ja toimenpide-ehdotuksia, 2005). Howeteey stressed that the issue needs to
be tackled in a delicate manner and prevent argugsson on gender equality.

'Mastering Innovation, Creativity and Enterpris&K

The training programme run by the University off@al in the North West of the UK
was financed by ESF (Regional Objective 3) andetid)at companies with entrepreneurs or
senior managers willing to grow and widen theirivdites. The programme aimed at
developing their creativity, innovation and enteserskills and their ability to achieve
efficiency and growth in their businesses. The $oeuas on up-dating and developing
management competences through better managedalTaskills. The programme had a
clear business focus, but it also aimed at suppprthe participants into behaving
entrepreneurially (see Hytti and O’Gorman, 2004).

The programme supporting the problem-solving skofs the participants had the
following learning themes: | New products/services from inception to launch, I
Developing products and services for profit, lliganising the business for the future, and IV
Growth strategies. The programme exploited a nurobeifferent learning methods: action
learning, traditional lecturing and group work, virtual teig via web-based a portal,
conventional and virtual networking and mentorimge programme delivered a self-paced
and self-directed learning environment, empowegngepreneurs/managers with necessary
tools, techniques and skills to manage innovatineativity and enterprise to improve
efficiency and growth within their own company. Tleeus was on solving a problem or a
challenge related to company growth by working tbge with entrepreneurs/managers
themselves, peers and networks, mentors, facilgaad university students (depending on
the nature of the problem).

° Action learning refers here to a method of orgaiiimal and individual development, in which real
people solve and take action on real problems ahtime and learn through questioning and reflectidile
doing so (Marquardt and Waddill, 2004).



The programme was considered successful as it rednty create a wide network
committed to solve the problems as well as to stppe learning and development of the
companies and entrepreneurs/mangers involved (seanrS and Farrall, 2005). The
programme manager emphasised the rol®rsf’s own reflection and self assessmient
learning, that was also supported gsoup work and constanipeer reviewwithin the
networks. It was of utmost importance that during programme the participants were able
to achieve identifiable outcomes — not only incesdbeir theoretical knowledge and
understanding — which were immediately applicablthe companies.

There were 250 participants in the programme otiinree were interviewed: a female
partner of a confectioner company with a collegpérsecondary education employing more
than 10 persons (E), managing director with a woonat background working in mobile
communications employing more than 10 persons @le)ynand an entrepreneur with an
university education in humanities and educatiomking in marketing and employing a few
persons (P, male). The interviewees wanted to t&ebusiness forward — to gain deeper
understanding about businesses and acquire newetengges to make better decisions in
their companies.

According to the participantgroup workswere successful in their learning. University
teachers participated in the groups and delivehed theoretical background knowledge.
Discussions, debates and exchanging experiences,more practise-oriented part of

activities, were, however, considered the mostfirlelements.
"We learned from each others” experiences as welhelped each other to solve
business problems(E)

Company caseattempting to solve the real-life problems brougptby entrepreneurs
were considered fruitful as reflection and learnimgre then based on real problems and
challenges in existing companies. The interviewagsreciated highly alsmentoring Its
success stemmed from the professional and expedementor chosen, who was trusted and
capable of catalysing the group into interactive anoductive discussion. The mentor was
able to apply relevant theoretical concepts and elsodh each company case and to
encourage entrepreneurs to exploit them in solthegoroblems. It was considered as a kind
of anaction learningset, where processing and solving the problemributéd learning in
real-life situations. The expressions such as legrby application and by examples as well
as through experience and mistakes were relatétetavay they believed the entrepreneurs

were learning.
"By example and application. | don’t learn anythingll without the opportunity to
apply it.”. (P)
"...from my own practice and own mistakegl)
”...from discussion with experts and business peapley application and from each
others’ real business problem¢E)

The programme outcomes were related to growth o lloe participant and his/her
business by recognising key skills and attributeernable the participant to become more



entrepreneurial and by providing concrete tools the business development. The
interviewees longed for even stronger personal rexassistance and mentoring. It was
considered potentially very useful if they wouldvbaeen able to continue the discussions
with the experts for at least a year. Similarly sofallow-up activities would have been
useful.

5. From learning of entrepreneurs towards to entrepeneurial learning

The study explored how (potential) entrepreneuss la@ing taught and what are the
respective learning outcomes. The focus was onelglimethods, the content of the training
programmes as well as achieved learning outconeslajectives. Our results reveal that the
studied training programmes (26 in total) exploigedyreat number of different learning
methods in a variety of ways. Most of the programmere “multi-method” —programmes
attempting to address both “science” and “art” oftrepreneurship by providing the
participants with tools to analyse, manage anduataltheir business as well as by giving
them an opportunity to develop their entreprenéskals, attributes and motivation through
experience.

Through more in-depth case studies we focusedarnifeg objectives and particularly on
learning outcomes as perceived by entrepreneunssitlges and programme managers. Our
research results are indicative based on the asafsecondary data and interviews related
to the training programmes from three countrieerithough the research group followed a
predetermined research protocol during all phageth® study (see methodology), it is
evident that the results are originated from natioand international multi-phased
interpretation process. Despite its limitation study gives new and interesting information
about learning of entrepreneurs in various contexts

Based on our study, entrepreneurs learn througHicappns, doing, experiences,
examples and mistakes. The learning outcomes dhtbes/iewees were created in a process
where an entrepreneur experiments and then apgpedanowledge and experiences gained in
a real-life situation. Entrepreneurial learning g@ss, thus, integrates the learning outcomes
related to the “science” and “arts” of entrepreseyp. Although the learning outcomes
related to the “science” are more easily identialihe learning outcomes related to the
“arts” of entrepreneurship are also noteworthy. sTistudy illustrates how especially
participative methods, but also methods based orrkimg life and modelling
entrepreneurship seem to be more likely to prontbé&e “arts” of entrepreneurship, i.e.,
personal properties and motivation. The learningewtrepreneurs identified in this study
resembles the notion of entrepreneurial learniresgmted in the most recent research (see
Rae, 2006) integrating the “science” and “art” otrepreneurship. Our study portrays the
learning of entrepreneurs as a highly holistic apathetic process as entrepreneurship itself,



and needs to be addressed accordingly in ordetonlmiose the true meaning of the word
entrepreneurship (Akola and Heinonen, 2006; seeHjisrth, 2003; Kuratko, 2005).

Based on the study a number of approaches supgpot&arning of (potential)
entrepreneurs can be highlighted. Company casesvaitd were able to expose the
participants to entrepreneurship and the realdffentrepreneurs. Business simulations and
games gave the participants an opportunity to étasiis reality. These participative methods
as well as methods based on working life and modekntrepreneurship supported the
"arts” of entrepreneurship by giving the particifmna possibility to experience
entrepreneurship. Similarly, advancing a real mtpjesuch as planning, setting up and
running a business, supported their learning. Artal tools gained and finally needed
during their real project were usually provided ware traditional methods supporting the
“science” of entrepreneurship. However, if the pobjwas not firmly integrated into practise
(e.g., working out of a hypothetical business idedusiness plan), learning outcomes were
more modest. The analytical tools were not enowglehtrepreneurial learning procqssr
seto take place but needed also to be applied inghldife context.

Although the process of learning is highly indivadluthe persons around entrepreneurs
can support their learning. The group is there atalgse and extend the thinking of
entrepreneurs rather than to squeeze it into arsfilx analytical framework. In our study
the others were considered as a source and foruexéhanging experiences and knowledge
as well as of reflection. The role of reflectiorssassment and interactive pondering is of
crucial importance in the learning of entreprene(sse Jarvinen and Poikela, 2001).
According to Mezirow (1991) successful reflectis a pre-requisite for new ideas and
innovative working modes. Reflection and exerciges seare not objectives, but the fact
that during reflection and exercises new knowledgéls and experience are integrated in a
practical setting. In addition to peers and grogpsapable and experienced mentor (content
and process wise) can support learning of entrejpirsn

Finally, our study demonstrates that the enthusiasch commitment of entrepreneurs
affect their learning. The process of entreprerteprds about innovative action and
extending life beyond experiences, the learningvbich requires an innovative approach
inviting reflective and intellectual activity (ségorth and Johannisson, 2007). This does not
imply that the content to be learnt would not nragted only the process would be of any
importance. It rather means that entrepreneurs sedearn entrepreneurially, when content
(knowledge and analytical skills to be learnt) &né learning process proceed side by side.
In entrepreneurial learning the content gains son@aning only when integrated with
process which is taking place in a context famiicaan entrepreneur. Analytical tools learnt,
thus, need to be applied in practice in order tusethe entrepreneurial learning process to
take place. Therefore, it is of crucial importanoaet only to exploit learning methods
supporting the learning of entrepreneurs, but tddategrate them clearly with the content to



be learnt (see Fiet, 2000). If the method and cdrde not "negotiate” and are unbalanced
the opportunities for effective entrepreneurialrhé@g to take place reduce (see Rodrigues,
2004). Then there is a danger that either the esliprocess or content to be learnt become
the end in itself, and the holistic notion of epteneurial learning fades away.

6. Practical implications and suggestions for furtler research

The research results are useful when planning anding training programmes for
(potential) entrepreneurs. Regardless of the eduzdtbackground of the participants and
whether they already run a company or not, froml¢laening point of view it is important
that the programme is concrete and practical enddgferent assignments (e.g., working on
a business idea or a plan) do not support learifitigey are not embedded in a real-life
situation, and are easily considered artificial asdless. Therefore, it is worth emphasising
the need of tailor-made and well-targeted trairpnogrammes for pre-selected entrepreneurs.
This idea is further supported by the fact thatspeal guidance and mentoring enhance
entrepreneurial learning, and smaller groups (@ss#s) make it possible to include elements
of firm interaction in the learning process. Allette participative methods develop
entrepreneurial personal properties and motivaaod, provide (potential) entrepreneurs with
some entrepreneurial experience addressing, thastlze “art” of entrepreneurship. When
awareness-raising and changes in entrepreneuriidas are not at stake, but the
programme rather attempts to support an entrepre@oestart-up and run a company, would
it not be better to have a smaller number of vergcessful learning outcomes than greater
number of poor ones?

Our cases also demonstrate the role of professathtompetent guidance in exploiting
participative methods as well as methods based ankimg life and modelling
entrepreneurship. In entrepreneurship training adgfacilitator or mentor is not only a
pedagogic expert but also one possessing a deegddge and understanding of the content
— entrepreneurship — as the content and procesw dre taken forward and tandem. This
brings great challenges to educators in the fiéldndrepreneurship as only a few educators
are experienced enough in entrepreneurship andypgyat the same time.

Finally, our research brings up some questions lwhirtther research. Our results are
based on the subjective opinions of the particgpamd project mangers about learning of
entrepreneurs. More important questions, however, lreow the learning outcomes are
transferred into practice and do the learning aute® lead to better entrepreneurs or more
successful companies? It is a question of lookegastely how much and what participants
learn and whether what they learn is relevant (H08004). Learning outcomeeer seare
not the ultimate goals. As Kirkpatrick (1994) hazgented it is relevant to differentiate
between four levels of effects when assessinggaming outcomes of the students, namely



reactions, learning, performance/behaviour, andlt£& All four levels are worth studying
and need to be handled with care in order not to mp the different kinds of learning
outcomes. The impacts on performance and finallteegiWhat impact has the training
achieved?’) are not only the most interesting obeas also the ones which are most difficult
to capture. It is more important to focus on how thsults of the learning outcomes can be
identified in the business. The training and leagrof entrepreneurs is, thus, a part of a much
wider picture, the researching of which becomesiewere challenging.
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1. Background

Etzkowitz (1998) argue for the second revolutioragademia, meaning that social and
economic development is today part of the univgssitission. The old mission, teaching
and research, is still continued. He compares thke forms of university-industry
relationships with the new. While the old ones waagment for services rendered, received
either as consultation fees or endowment gifts,nén@ ones are capital formation projects,
e.g. real estate development and formation of finmsvhich faculty members participate.
The university is according to him the most impottactor when it comes to regional
economic development. University research is ex@dndto development and, furthermore,
industrial research goals are set by the univer3ihe trend to commercialize academic
research is according to Etzkowitz (1998) a restila change in attitudes among faculty
members, i.e. an increased motivation, and moerat capacities to administer research
services. The term the entrepreneurial universaty been launched (Clark, 1998), which is a
university working with a strategic direction batkgarding academic goals and regarding
knowledge transfer, i.e. turning knowledge intoremaic and social utility.

Swedish universities shall conduct research andatdun, and they are required by law
to do that in cooperation with the surrounding stciThe cooperation task is interpreted by
the Swedish National Agency for Higher Educationnatuding the following three parts: to
inform and communicate about research to the gepabdic; to cooperate in order to further
knowledge development and growth; and to coopenateder to give better education. The
agency emphasizes that cooperation is somethingsti@uld be part and parcel of all
activities.

No study has so far mapped what Swedish acadencitglly do and think about
university-industry relationships. Rather, focus baen on comparative analysis between the
Swedish case and other countries, such as USGeldfarb and Henrekson, 2003). Some
studies have been made with a focus on companyugtarby researchers (e.g. Olofsson and
Wabhlbin, 1993) and commercialization of patenteskagch results (e.g. Riksrevisionsverket,
2001).

2. The Purpose and Research Questions of the Paper

This paper is focused on cooperation in order tthé&r knowledge development and
growth in society. That includes university-indystelationships of all kinds, including when
researchers start a company and thus become ptré afdustry themselves. The paper is



based on the first survey in Sweden of what acackematually do in cooperation and what
they think of it. The paper also reports some féthe main results of the survey.

Universities are ascribed an important role in klzolge intensive societies (Etzkowitz, et
al.,, 2000), and especially regarding technologioalovations (Goldfarb and Henrekson,
2003). Furthermore, universities are often considdo be a seedbed for entrepreneurship,
and new firms are expected to be founded by stsdard faculty.

More in detail, studies have explored reasons fwyperation (Gomes et al., 2005),
barriers to cooperation (Lopez-Martinez et al., 4;98yert and Goodman, 1997; Gomes et
al., 2005), benefits from cooperation (Behrens &rdy, 2001), and strategic alliances
between universities and corporations (Elmuti|e805).

There are several reasons for universities andsfitoncooperate. Gomes et al. (2005)
mention the following reasons: creative breakthlpugcademic freedom, social change,
outsider’'s perspective, flexibility of research ¢skani, 1997); learning from one’s partner,
access to knowledge networks, funding (Saez et28D2); global improvement of both
management research and management practice (Ametbdl., 2001). Furthermore, they
argue that universities get access to funding, eoabi data, and interesting research
guestions through collaboration with industry. Etmet al. (2005) discuss that businesses
create alliances with academic institutions to eaggobal competitiveness, to stimulate
innovations in products and processes, to lower Ré&Kpenditures, and to create
technological transfer opportunities.

Our interest is in basic facts, and in fact-basedlysis. If a reason to cooperate is to
increase academic freedom, how many in the Swealiskdemic profession actually think
that cooperation increases academic freedom, awdntemy that it decreases it? If a reason
to cooperate is to learn from one’s partner, hownynhave actually taken part in a joint
research with industry partners, and how many haken part in commissioned research?
How many in the Swedish academic profession hauteakyg started a company? How many
think that cooperation makes for better reseanci,frww many that it makes research worse?

For this paper, we are particularly interested e tifferences between different
universities in both participation and opinion, tine differences between academics in
different scientific fields, and possible explanas of such differences in terms of cultures
and subcultures. We use the term scientific tribeerwwwe discuss the academics within a
specific scientific field. When discussing culturge rely on Martin (2002). We look for
integrated cultures within a whole university, andtures for scientific tribes that can be

traced at whatever universities they work.



In what follows, we describe the empirical studyl @ome of the general findings. Next,
we report on participation in cooperation for knedge development and growth, and then

on opinions on cooperation, ending with a discussiothe findings.

3. The Empirical Study — Method and Data

The data for this paper are some of the findingsmfa study investigating cooperation in
general, i.e. in all three areas given above. Turpgse of that study was to investigate what
teachers and researchers do when it comes to aimpeand their perceptions towards'it.
The data were collected at the very end of 2005imueerly 2006. Cooperation partners were
broadly defined in the study, including not onl thusiness society but also governmental
actors, non-profit organizations, etc. since thalgtinvestigated academics in all scientific
areas. Five Swedish universities were includedhénstudy: Goteborg University, Jonkdping
University, Linkoping University, Umea Universitgnd Vaxjo University.

Some basic data about the five universities arergim Table 1, for use in the discussions
of results. We have included indicators of ageraaGademic institution; of size in education
and research; of the relative size of differentaaref science; and of cooperation with the
surrounding society. The indicator share of redeaxternally funded is the share of research
that is not directly funded by a long-term governmappropriation. 50 per cent external
funding means that for each crown in governmentr@pyation, the researchers manage to
get one crown in external financing in competitiwith other universities, research institutes

etc., 66 per cent means two external crowns fon &gavernment crown”, etc.

2005, shares in per cent Goteborg Jonkdping Linkoping Umea Vaxjo
FTE= full-time equivalents

Year of start of academic education 1891 1977 1967 | 1959 1967
Undergraduate and master students, FTIE25824 6634 18041 16904 7414

- share in humanities, law and socj&b0 42 35 42 55
sciences 15 4 17 14 10

- share in natural sciences 1 24 24 10 7

- share in technology

' The study is part of a national program initiatad founded by Nutek, The Swedish Agency for
Economic and Regional Growth. The focus of the ppgis on the entrepreneurial university, and on
cooperation between academia and small and medagd §rms (SME). The program runs from 2004 to 200
and involves 13 experimental cooperation projentavhich 19 Swedish universities participate. The&lto
budget of the program is 4fillion Swedish crowns (roughly 4 million euro) aitds headed by the author
Caroline Wigren. The study reported in this pamemaismall part of the whole program, and was ieitia
because many in the program saw a lack of basis.fabe study was designed as a pilot study fallestale
national study, and such a national study will edein early 2007.



Rights to award Ph.D. degree All fields Humanities | All fields | All fields | All fields
and social

- year of above rights 1954 sC. 1975 1963 1999
2004

Ph.D. students, fall 2005, FTE 1209 39 823 790 136

- share employed by the university 39 20 69 64 71

Academic staff, FTE 2151 310 1346 1599 410

- share with Ph.D. 60 34 61 54 38

- share full professors 20 10 20 15 10

Research income, million Sw. crowns | 2442 139 1253 1574 208

- share of total income 58 24 50 54 31

- share with external financing 47 66 54 45 31

- share commissioned research 7 20 7 9 31%

Table 1. Some characteristics of the five univiasiin the study’

The universities in Goteborg, Linképing and Umed all large by Swedish standards,
and go back three decades or more as academitutiosts with research and Ph.D.
education. The universities in Jonkoping and V&jé much younger as academic seats of
learning — JOonkoping got the rights to award Phdnl/ in 2004, and in humanities and
social sciences onfS

The education (and research) profiles are differéné city of Goéteborg is also the home
of Chalmers University of Technology, and educatimriechnology is given by Chalmers.
(In research, they cooperate, for instance hawing gepartments in physics and chemistry
since the 1960s.) Goteborg and Vaxjo have half arenof their students in humanities and
social sciences, while Jonk6ping and Linkoping haggiarter in technology (engineering).

At the three older universities, research and Pleducation is half or more of their
operations, while at the two younger it is arounduarter. At the older universities, more
than 50 per cent of the academic staff have a Parld. some 15-20 per cent are full
professors. At the younger ones, the corresporghiages are 35-40 and 10 per cent. The two
younger universities have a larger share of rekgaoome as commissioned research. Share
of research externally funded has no correlatiaih wge as an academic institution. The two

youngest universities have both the largest andniadlest share.

2 That is equal to the total share of researchithakternally funded, and we suspect a data enrdhe
statistics of the Swedish National Agency for highducation, but we have not had the time to cheitk
them.

'3 The figures come from the key figure databasehat $wedish National Agency for Higher Education,
www.hsv.se

14 Jonképing has some 50 employed Ph.D. studentdhnology, but they are registered at other
universities since Jonkdping does not have the t@haward a Ph.D. in technology.



The five universities are located in different @r@aSweden. The three older universities
represent quite well different types of older umsites in Sweden, and the two newer quite
well new universities with the right to award PlsDNot covered in the sample are those
without such rights, and “single-science” univeesitlike Chalmers in technology or the
Karolinska Institute in medicine.

Jonkoping University was a government universityilut994, when it and Chalmers
“went private” by a parliament decision, and weee g as foundations. There are some few
other private universities and colleges in Swedaut, with the exception of Stockholm
School of Economics they are quite small.

The survey was web-based and the population irgagsti was teachers and researchers
of all kinds and Ph.D. students employed by thevemsities, with a cut-off for inclusion of
being employed 40 per cent of full time or more.Phstudents not employed by the
university were not includef. The sample population was those in the populdtiahhad an
e-mail address registered at the university. At theee larger universities (Goteborg,
Linkoping and Umead) random samples of 1 000 weeavdr at the two smaller all were
sampled. 7 per cent of the sample was outsidedpelation, having left the university, being
on long-term sick leave or on maternal/paternaldestc. For the rest, the response rate was
53 per cent, ranging from 42 to 63 per cent, theeki due to a computer environment at part
of the university that did not work well with theetvbased survey. For Swedish standards at
least, the response rate is high, e.g. Riksressienket (2001) had 27 per cent.

The questionnaire had 55 questions and a numbleaakfiground questions. The internal
non-response on question 55 was 12 per cent, uigtween 9 and 14. This is quite low.
The questionnaire was available for the responateatSwedish and an English version, and
between three and six per cent answered the Engdisiion at the five universities.

There were 29 questions on participation in différectivities in 2005 of the type: “Have
you, in 2005, founded a company (alone or togethtr others)?”, with three alternatives for
answers: “Yes, in (number of) start-ups”; “Nota@05, but earlier”; “No, never”. Some few
guestions had a follow up question if yes, e.g.dhe above: “If yes, was any co-founder a
person not employed by a university?”

The questions asked regarding participation co@dcategorized into eight categories

(not shown to the respondents). The questions usedis paper are seven guestions on

' There were 18639 active Ph.D. students in Swe88,4n FTEs 13113, that is, more than the number o
teachers and researchers with a Ph.D, 12509 in.RW&sh of the academic research in Sweden is dgne b
Ph.D. students. 55 per cent of the Ph.D. studeete employed by a university, 45 per cent not.



participation in research co-operation and fivestioas on commercialization activities, i.e.
12 questions. The other 17 questions were in thargas: participation in popular science;
lectures and arrangement of conferences, semiaagsyworkshops with other than students
or university people being the majority; coopenation undergraduate and graduate
education; helping students to get a job; employnwrside the university; and formal
assignment in cooperation at the university. Alesfions are presented in Appendix 1, to
give the reader the chance to see the contexeajubstions used in this paper. The questions
were partly based on Schartinger et al. (2002)lapelt (2004).

There were 26 questions of the type: “In my opini@operation according to the
cooperation mission of Swedish universities...”, wateeven-point answer scale with
wording for the extremes of the type: “... stronglgnthishes academic freedom”, “...
strongly increases academic freedom”. In mostnbtull questions, the middle point is a
neutral answer. The opinion questions are presentddpendix 2. From an attitude
measurement point of view, some of the questign®tmeasure the respondents’ cognitive,
affective and intentional attitude components, wilying attitude objects.

The final part of the survey consisted of backgbquoestions. In this paper, we use only
the background variables of university (which waswn from the sample) and that of
scientific field. Scientific field was measured e Statistics Sweden categorization which is
quite detailed and which worked very badly for ssuientific field$®. Many answered more
than one field’, and a lot of work had to be put into categorizinip the seven disciplines:
Humanities (including religion); Social sciencenc{uding law); Mathematics and natural
sciences; Medicine and odontology; Technology; Biedlth care. We also worked with a
category called “others”, which is a mixed bag antused in the analysts.

In this paper, we use tabulations and cross-tabukatas the basis for our analysis. We
mention some results of multivariate analyses mbdedo not report theth Our approach

is descriptive and exploratory, and our reasorsngductive.

16 Unfortunately, the 32 persons that pre-testedginestionnaire in detail did not complain about the
classification.

" Which was allowed since this was a pilot studygarational study.

8 The background variables not used in this papere vezademic position/education, how long the
respondent has been employed at the university, ifitkde respondent has a tenure or not, number of
publications from 2003 until now in the categorgsentific publications, popular science publicatipand
conference papers, research funding, age, and gende

1 We thank Anna Jenkins, Ph.D. student at Joénkopimernational Business School for running the
multivariate analyses. The tabulations and crogmilééions used in this paper were done by Mohlin
Marknadsinformation AB as a part of conducting shevey.



4. The Empirical Study — Some General Results

Participation in activities range from some whea#f bf those surveyed had participated
in 2005 to those where only a few per cent hadiqgaated. Three examples, out of the 29
are: 32 per cent had participated in research gijghere also persons not employed by any
university participated; 21 per cent had parti@pan radio or TV and 4,0 percent had started
a company in 2005.

The last figure, while small as a number, came asrprise in Sweden. In Sweden, the
discussion about academic entrepreneurship asctedlan starting a company is biased
towards companies that are based on patented chs@ar rather patentable, the patent is
often granted and sometimes also applied for #fircompany is founded), and such start-
ups could be at most in the range of 50 per3je@he 4 per cent figure, if extrapolated to all
Swedish universities and also to non-employed PlstDdents, means that some 750
companies were started by academics and Ph.D.nstuie2005% and that those based on
patentable research results is a small fractiall@ompanies started by academics.

Opinions differ between individuals. On each andrgwf the 26 questions, there was
always at least one respondent in every of theratwes 1-7.

The opinion toward cooperation with the surroundsegiety is generally very positive.
As an example, the mean on the question on theallveffect on the respondent’s university
was 5,5. Behind this average, 79 per cent of thpaiedents gave a positive opinion (4-7), 17
per cent were neutral (4) and 5 per cent were ne&gdl-3). On most questions about
opinion, the share that is positive is much lathan that which is negative. That includes the
career value of taking part in cooperation, wher¢hie debate in Sweden it is stressed that
universities should give more career value to compm. The assumption behind is that the
career value is negative, and that thus acadenmigs away from cooperation. For that
particular question, the grand mean is 4,7 angdstive group is 58 per cent, the neutral 26

per cent and the negative group is 16 per centtheomajority of Swedish academics

% Based on ongoing work in the Innovation policy gymf the Association of Swedish higher education
with reports in work.

L The share was 4,0 per cent for full professonspfber researchers/teachers and also for empleied.
candidates. For participation in other activitigre is generally quite large differences betwibese groups.

22 There were (in FTEs) 23237 teachers/researcheBwatlish universities in 2005, and 13113 Ph.D.
students, together just over 36000. 4,0 per ce®60600 is 1440, and if there is an average of t&lamic
founders for each company (estimated from otherces), that means over 750 firms started (Olofsauch
Wabhlbin, 1993).



(extrapolating from our survey) actually think thaking part in cooperation is positive for
their own career.

Another debated question in Sweden is the effecooperation on academic freedom,
which is debated from a general and principal gtamd. It is often taken for granted that
academics think that academic freedom is affectedrnegative way. We asked them, and the
groups that think that cooperation actually incesaacademic freedom is as large (30 per
cent) as the group that think that it decreasep€3Xent), the grand mean being 4,01.

One of the questions about opinion (where a negfibsitive/neutral interpretation
makes sense, which is most of them) had a grand melaw 4,0, the question on whether
cooperation decreases or increases the time aleaftatother tasks. Here, the group that said
that the time for other tasks decreased was 4%5qudr the share that said that time for other

tasks increased was 26 per cent, and the grand 8)éan

A couple of the opinion questions tried to measuhnat the respondents knew about cooperation (dgegnit
attitude components). One was “My university hasnpared to an average Swedish university Very l@mwV
high share of externally financed research”. Gdhespeaking, the respondents did not know thetfmosbf

their own university in this respect, with the epiien of those in Vaxj3>

Some of the questions tried to measure what thpneents wanted to do (intentional
attitude components). One such question was “Ab@ey | would like to work much
less/much more with cooperation than | do now”.tRla question, 64 per cent stated that
they wanted to work more, 32 per cent were neudrad, 4 per cent wanted to work less for a
grand mean of 5,0.

The results of the study have been reported bathket@articipating universities but also
to governmental actors working with university-isthy relationships and it has generally
created a lot of interest. Those working with caafien with the surrounding society at the
participating universities say that the study helgsm in their daily work. Instead of relying
on assumptions about cooperation with the surraundociety they have, for the first time,
facts that they can rely on. One of the five ursite¥s made a special analysis of those that
had never participated in the cooperation actisjtisewing them as a “cooperation reserve”
that could me mobilized. Another university did ethathe opposite, studying those that had
ever participated. The results have many genegddtigal implications for how cooperation
can be developed. One is that attitude campaighghware very common (“first attitudes,
then action”) are not needed. There are large grtlugt have a positive opinion and want to

do more, and development of cooperation could famughem, giving them opportunities

% The national average in 2005 was 53 per censhihees for the five universities are shown in Tdble



and support to act. Swedish universities who didpaoticipate in the study have expressed
an interest in being part of the planned natiotad\s they need data for their universities as
a base for action.

Policy makers are also interested in the resultsiara national study, since they have
had no basic data of the kind the study gives. atains of cooperation of Swedish
universities have relied heavily on qualitative agsgions of operations rather than results,
and have generally speaking been focused more ot ways to work than results of these
good ways in terms of volumes, etc.

In the national study the participation questionB e refined, the number of opinion
guestions will be very much reduced since thegestong factor structure among them, and
the background questions will be much clearer.

In the two following sections, we turn to the majaestions of our paper, that of
differences between the universities and betweadeanics in different tribes in participation
in cooperation with industry and in their opiniorfarst, we turn to differences in actual
participation with industry, then to differencesapinions. The results reported here are all
descriptive and give an idea about the differertb@$ exist in the five universities and

between different scientific tribes.

5. Participation in Research Cooperation and Commeamialization Activities

Participation in research co-operation (for knowlkeddevelopment and growth) is
summarized in Table 2. In the rows of the tablest fihe grand share for all universities and
tribes are given, then the highest and the loweastesfor a university (all tribes included) and

the highest and lowest share for a tribe (all uisivies included).

Participation in research co-operation in 2005, pe¥es Highest | Lowest Highest | Lowest

cent 2005 All | university | university | tribe ribe

Have you, during 2005, ...

participated in any research project financed {@iiyt| 41,2 45,8 31,9 58,1 24,0

or fully) by others than a university or governnant (LiV) (VxU) (Med) | (Hum)
research council (FAS, Formas and The Swedish
Research Council)?

supervised students and/or research students &vdell3,2 23,6 14,6 41,6 11,5
with persons not employed by a university? (LiV) (GL) (Techn)| (Hum)
participated in any research project in which peqps2,0 38,9 27,1 47,3 19,8

not employed by a university were doing resedrch (LiV) (Umu) (Techn)| (Hum)




work?

done commissioned research/development work/qtla,6 32,4 27,3 37,2 20,2
projects for others than a university? Ju) (Umu) (Soc) (Hum)
published a scientific publication together witi3,9 19,4 8,3 27,2 8,7
someone not employed by a university? (Liv) (VxU) (Med) | (Soc)
participated in making equipment at your university1,3 12,6% 10,3% 19,1% | 7,2%
available (for example by renting) to others than a (Liv) (GL) (Techn)| (Soc)
university?

recruited staff from outside universities to yqur,2 12,4% 5,1% 9,0% 4,4%
university? Ju) (VxU) (Techn)| (He)

Table 2: Participation in research co-operationdiMedicine and odontology; Techn= Technology;
Soc=Social science and law; Hum=Humanity and mfigHe=Health)

In five of the seven questions above Linkodping @nsity has the highest share that
participated. In two of the seven it is J6nkdpihg, 4 per cent in Jonkoping have participated
in recruiting staff from outside the university,ighs a quite high figure compared to the
average which is 7,2 per cent. The high figure iigsbpbly a result of that Jonkoping
University is in an expansive phase.

In general those in the field of technology and itieé and odontology participate most
in activities related to research cooperation foowledge development and growth, with the
exceptions exception of commissioned research wtherge in social science and law do
most. Those in the field of health, and in sociglesce and law participate least. The
differences between the highest and lowest scierdiea is generally larger than between
universities.

In order to show the more detailed picture and leowanalysis was done, we show the
simultaneous breakdown by university and sciengfiea for one of the questions, that of
cooperation in research projeéts.

Participation in | All Humanities/| Law/Socia| Mathematics/ | Medicin | Tech- Health Range
joint research tribes | Religion | sciences | Natural e/ Odon- | nology care

projects 2005, sciences tology

per cent

All universities | 32 20 28 31 45 47 35 27

Goteborg 31 25 25 28 56 (40) 29 21

Jonkoping 32 8 32 a7 44 55 37 47

4 For reasons of space, we do not give the fulbsawelve such tables; they are also difficult taka
sense of for questions with low shares.



Linkoping 39 29 38 36 47 48 38 19
Umea 27 13 20 36 36 31 38 25
Vaxjo 30 14 29 14 (50) 52 21 38
Range 12 21 18 22 20 24 17

Table 3: Participating in joint research projetitg,university and area of science. (The figurebriackets are
means that are based on less than ten answers.)

The patterns are easier to see if the ranks aopessand across columns are studied (not
shown). For instance, Linkdping University rankstfion two of the tribes, shares first rank
on two others, and has rank two and three for thers. Technology ranks first in three
universities, and fourth in a fourth (since thel det technology is missing at Gdteborg
University, there are four ranks for technologyurkinities rank between a shared rank four
and rank six, another fairly consistent patterrd aredicine/odontology between one and a
shared second rank.

Looking at both ranks and actual figures in Tahldh@manities and religion is always
low, but there are large differences, from 8 pett garticipating at J6nkdping University to
29 per cent at Linkdping. Technology is always highparticipation, but also with large
differences between universities, from 31 per egriimea to 55 in Jonkoping, as is the case
with medicine/odontology.

Thus, for this question, there is a clear pattesn Kinkdping University and for
technology and medicine/odontology (ranking highjtavere), and a pattern for humanities
ranking low.

These results are not surprising. The fields ohnelogy and medicine and odontology
are known for having a lot of cooperation with herounding society. Within the field of
technology applied research is common. Furthermmoesy universities have during the last
decade established support structures such aeqianks, technology transfer centers, etc.
to support commercialization of research. In theddfiof medicine there is a continuous
interaction between medical training and practi€erthermore, there are established
relationships between researchers in medicine &adwaceutical manufacturers, like Astra
and Pharmacia. Clinical research is furthermorgueat medicine. That a professor has
employment both in academia and at a hospitakis @mmon.

The other area of cooperation studied in this pa&eopmmercialization, summarized in
Table 4.

| Participation in commercialization activitiesin | &8005| Highest | Lowest | Highest Lowest




2005, per cent All university | university tribe tribe
Have you, during 2005, ...
participated in the development of a product/seryid4,8 17,5 12,6 28,1 5,4
sold or intended to be sold on a market (within| or (LiV) (UmU) (Techn) | (He)
outside your position at your university)?
founded a company (alone or together with otherg)?,0 4,8 3,1 7,1 2,7

(HJ) (GL) (Techn) | (He)
actively supported colleagues who have started {thgj9 4,8 1,8 8,2 1,8
own business? (Umu) (VxU) (Techn) | (He)
actively supported students who have started thaiB 7,0 2,5 7,5 0 (He)
own business? (HJ) (Umu, (Techn)

VxU)

received a patent/copyright (for other than| 32 4,8 0,7 6,3 0,9
scientific text), trademark, protection of a desan (LiV) (VxU) (Techn) | (He)
the like?

Table 4: Participation in commercialization

Academics (including Ph.D. students) at Linkopingivérsity have the highest share
both when it comes to receiving patents/copyrigtitesjemarks, protection of design or the
like and participation in development of a prodsetvice sold or intended to be sold on a
market. When it comes to founding companies angating students who start firms
Jonko6ping University comes out highest. There vgel developed system in Jonkoping for
student start-ups, and 50-60 companies are staneubally, mainly by business and
engineering students in parallel with their studiBlse support system serves also teachers
and researchers, but most companies started bg tirosips are started without the help of
the system.

The scientific tribe participating most in acties related to commercialization is that in
the field of technology. As said above they do gdadicipate most in research co-operation.
Since applied research is common within the figlteohnology it makes perfectly sense that
they are active in the above activities. Acadenpiadicipating least in the above activities
are those in the field of health.

We have not showed the detailed analyses for eaghble, but the result is that which
Table 2 and Table 4 suggest: A clear pattern oh hpgrticipation on most variables for
Linkdping University, and a clear pattern of highrfcipation for academics in technology at
all universities. The two patterns may (but neetimexessarily) be a reflection of the large
share of operations (and thus staff) in technolatgyinkdping University.

Other patterns of participation (whatever the levuejust so happened that the two
clearest have high participation) are more of sattepns, they are not nearly as consistent



across all variables as the two mentioned. Hunemiénd social sciences are low in research
cooperation, and health science in commercialinatio

The interpretation in terms of culture is that vesér found one strong university culture,
so strong that it makes for an integrated cultarthe university. Further, we have found one
strong national tribe culture, strong enough téugrice academics in technology at whatever
university they work. For the rest of the work-gacof the respondents, the culture is a
specific work-place culture within the universityhich may have elements of tribe cultures,

but not consistently.

6. Opinions about participation

Based on the results of a factor analysis and ofchoice of questions that are of a
particular interest from different points of viewg show below the opinions given on six
guestions. The first three are opinions on thectsf@f cooperation with the surrounding
society for the respondent’s university as a whildiether it is negative or positive as a
whole, whether it has a negative or positive eftectcademic freedom, and whether it takes
or gives room for other tasks. Thereafter follows guestions that are related to the place of
work of the respondent at the university; whetliner dverall climate is negative or positive
and whether participation in cooperation is negaiiv positive for the career. The sixth
guestion is whether the respondent would like ta@re®se or increase his/hers own
cooperation.

The figures in brackets in the tables are meartsatieabased on less than ten answers. As
is expected from the profiles of the universitieesented above, that is the case for
technology at Goteborg University and natural smgsn in @ Jonkoping, and also
medicine/odontology (and in one table also healitexin Vaxjo. In the tables, the row

maxima and minina are marked (HI and LO).

Cooperation All Humanities/ | Law/Social| Mathe- | Medicine/ | Tech Health | Range
negative/positivg tribes | Religion sciences matics/ | Odon- -nology | care
for university Natural | tology

sciences
All universities 55 5,4 5,5 5,2 5,3 5,8 5,6 0,5
Goteborg 54 5,5 HI 54 52 LO 5,4 (5,7) 54 0,5
Joénkoping 5,9 6,0 HI 5,8 (5,3) 5,9 6,0 HI 5,6 LD 40,
Linkoping 5,6 5,8 HI 5,7 5,3 5 2LO 5,7 5,6 0,6
Umeéa 5,3 4.8 LO 5,4 5.2 51 5,7 5,8 HI 1,0
Vaxjo 55 5,3 5,4 52L0O (5,7) 5,8 HI 57 0,6




Range 0,6 1,2 0,4 0,1 0,8 0,3 0,2

Table 4: Opinions about the overall value of coafien for the university, by university and areaoience.

We have already mentioned in the foregoing thagtiaed mean, 5,5, reflects that 79 per
cent of the respondents gave a positive opinioR){4-7 per cent were neutral (4) and 5 per
cent were negative (1-3). A first question is wieettihe differences between universities and
tribes make a difference. Is there a real diffeecbetween the lowest cell mean in the table,
4,8 for those in humanities at Umea University, #ml highest, 6,0 for those in humanities
and in technology at J6nkdping University? 4,8ae# that 60 per cent are positive. 25 per
cent neutral and 15 per cent negative; 6,0 reflbetsalmost everybody is positive. There is a
difference, but whether it is of interest in a realrld decision situation depends on the
situation, and generally speaking the grand meahisrguestion is so high that whatever the
difference, the majority is positive, and outweidlysfar the negative.

The strongest pattern in ranks for a universityt @toown) is for J6nkdping University,
which ranks first in four cells and a shared fourtha fifth (the cell in natural sciences not
ranked due to few observations). Linképing alsodwmseewhat of a pattern, ranking one, two,
two, three and a shared third. The clearest pa#terto tribes is that natural sciences tend to
rank low, and technology tends to rank high. Thmest cells show no influence of a joint

culture.
Cooperation All Humanities/| Law/ Mathe- | Medicine/ | Tech- | Health | Range
decreases/increasgstribes | Religion Social matics/ | Odon- nology | care
academic freedom sciences | Natural | tology
sciences
All universities 4,0 4,0 4,0 3,6 4.1 4.1 4.6 1,0
Goteborg 3,9 3,9 3,8 35L0 4.1 (5,0 42 Hl 0,7
Jonkoping 4.4 4.3 4.4 4,3) 4.5 42 |45HI | 0,3
LO
Linkdping 4.0 4,1 3.8 3,5L0 3,9 4,1 48HI 1,3
Umeéa 4.0 3,6 LO 4,2 3,7 4.0 3,9 46 HI 1,0
Vaxjo 4.0 4.0 39L0 4,3 (4,0) 4.0 48HI 0,9
Range 0,5 0,7 0,6 0,8 0,6 0,3 0,6

Table 5: Opinions about whether cooperation deeieas increases academic freedom, by universityaaea
of science.

Here, “differences make a difference”. At Jonkopidgiversity, 40 per cent say that

cooperation increases academic freedom and 22 theatreases. At Gothenburg, 25 say that



it increases, and 36 that it decreases. Of allomdgnts in natural sciences, 18 per cent are
positive and 31 are negative; of all in healthisces, 49 are positive and 16 negative.

Here, Jonkoping University again ranks high, fowstfranks and one fourth. No other
university has such a clear rank pattern. Healgnse has a very clear rank pattern, ranking
highest at four universities and a shared firghatfifth. Again, most cells show no influence

of a shared culture.

Cooperation | All Humanities/| Law/ Mathe- Medicine/ | Tech- | Health | Range
takes/gives tribes | Religion Social matics/ Odontology | nology | care

room for sciences | Natural

other tasks sciences

All 3,7 3,8 3,7 3,3 3,8 3,7 3,9 0,6
universities

Goteborg 3,6 3,8 3.4 3,2L0 4.0 (5,0) 4,1 HI 0,9
Jonkdping 3.9 4,7 HI 3,8L0 (3,6) 3,9 3,9 4.3 0,9
Linképing 3,8 3,8 4,0 HI 3,5L0 3,9 3,6 40H 0,5
Umeéa 3,7 3,6 3,7 3,3L0 3,6 3,9H| 3,7 0,6
Vaxjo 3,7 3,5 3,8 HI 3,1L0 (4,2) 3,5 3,6 0,9
Range 0,3 1,2 0,6 0,4 0,4 0,4 0,5

Table 6. Opinion on whether cooperation takes wegtime for other tasks, by university and arescance

Here, JOnkoping and Linkdping show rank patterns,not as clear as for the foregoing

guestion. Health science shows a high pattern ahdal sciences a low.

Negative/positivg All Humanities/| Law/ Social| Mathe- | Medicine/ | Tech- | Health | Range
climate at place| tribes | Religion sciences matics/ | Odontology| nology | care
of work Natural

sciences
All universities 51 4,7 51 5,0 5,0 55 5,0 0,8
Goteborg 4.8 45L0 5,0 4.8 5,0 HI 4,2 4,3 0,5
Jonkoping 5,3 54 53L0 (5,0) 4.9 57HI 54 0,5
Linkdping 5,2 5,0 5,3 5,3 5,0 56H 44LD 1,2
Umea 4.9 4.4 L0 4.9 5,0 5,0 5,0 54HI 1,0
Vaxjo 5,2 49110 5,2 49L0( (54) 5,4 57HI 0,8
Range 0,5 1,1 0,4 0,5 0,1 0,7 1,3

Table 7. Opinion on the overall climate at the wplice, by university and area of science.

Again, Jonkoping and Linkoéping show rank patteifisere are no obvious rank patterns
for tribes, although health science has high raeksept at Link&ping University, and

medicine also tends to be high.



Negative/positivg All Humanities/ | Law/ Mathe- | Medicine/ Tech- | Health | Range
for own career | tribes | Religion Social | matics/ | Odontology | nology | care
sciences Natural
sciences

All universities 4.7 4,6 4.5 4,7 4,7 51 5,0 0,5
Goteborg 4.6 4.6 43L0[ 4,8HI 4.7 (6,3 4.7 0,5
Jonkoping 5,0 5,3 48L0| (4,1) 4.9 5,3 56 HI 1,2
Linkdping 4.8 45 L0 4.7 4.8 4.7 52HlI 45LpD 0,7
Umeéa 4,5 4,410 4410| 4,8 4.5 4.5 49HI 0,5
Vaxjo 4.8 43L0 4,7 4,7 (5,6) 50HI (5,8) 0,7
Range 0,5 1,0 0,5 0,1 0,4 0,8 1,1

Table 8. Opinion on whether participating in co@tien is negative or positive for own career, byarsity
and area of science.

Here, the pattern for Jonkoping is very clear, anks first across all tribes. No other

university has any clearer rank pattern. Healtlersm tends to rank high, and natural

sciences to rank low.

Cooperate less| All Humanities/| Law/ Mathematics/| Medicine/ | Tech- | Health | Range
more as a tribes | Religion Social | Natural Odontology| nology | care

whole sciences sciences

All universities | 5,0 5,0 4.9 4.8 4.9 5,0 5,3 0,4
GU 4.9 51 47LO0| 4,9 4,7 LO (5,2) 52HI 05
HJ 5,2 54 51 (4,9) 5,8 HI 49LQ 5,6 0,9
LiU 4.9 5,2 HI 5,0 4.8 LO 4.8 LO 48LQ 5,2HI 0,4
umu 4,9 4.8 5,0 4,7 LO 4.8 51 53HI 0,6
VxU 5,0 4.8 4.9 4,7 LO (5,1) 52HI| 4,8 0,5
Range 0,3 0,6 0,4 0,2 1,1 0,3 0,4

Table 9. Wish to decrease or increase own partiocipaby university and area of science.

Here, Jonkoping has a clear pattern with four fiasiks and one third, no other university
has any clear pattern. Health science tends tohaghk and natural sciences to rank low.

What we have found is one strong university cult{d@&koping) and one strong tribe
culture (health sciences). Natural sciences shopatéern on five of the six questions,
generally on the low side, except for career vatiengaging in cooperation. We expect a
culture on cooperation to be consistently positimethe middle or negative, so we refrain

from labeling natural science a tribe culture.



The culture in health care towards cooperation sy \positive. Academics in health
sciences want to increase their cooperation mae tthers, they have a high opinion on
general value and less fear of cooperation infriggbn academic freedom. The culture is
generally strong enough to be unaffected by thal loniversity culture (if there is one) or by
the local workplace culture, but not without exeept as the examples of climate at the
work-place and value for own career at Link6pingvérsity show (Table 7 and 8).

Turning to the differences between universitiesisitlear that there is a strong local
positive culture at J6nkdping University.

A preliminary conclusion of our inspection of omns is that only the tribe culture in
health sciences is strong enough to be seen aliways across universities in our data, and
that only Jonkoping has a university culture strengugh to be seen across tribes. In other
cases, the local culture at the respondents’ wta&ep(department, school, laboratory etc.) at

the university dominates, being the explanatiorafisence of patterns in the data.

7. Discussion

In the following discussion we will elaborate updhe cultures at the different
universities, and within the different scientifitcbes. We are aware that different scientific
studies approach culture in different ways and ttiet concept of culture has been
extensively explored by a number of researcherthitnpaper, we use data on behaviour and
on opinions, both given by respondents as answegpseidetermined dimensions in a survey.
We use analysis of these data as a starting pmirti$cussing the possible being of a culture
on cooperation at universities and among acadefmckiding Ph.D. students) in a scientific
field. Whether there is a shared, integrated calt(Martin, 2002) on cooperation at a
university or within a scientific tribe is an emipal question in this paper. In our study we
can see what people do, their participation inedéht activities, and their opinions regarding
certain issues related to cooperation with theosunding society.

What we have found in our data is that there amespatterns both in participation in
cooperation and in opinions that may merit labetimgm a culture, in the sense that they can
be found consistently at the university or amongs@es belonging to the same scientific
field at different universities. But in both parfiation and opinions mostly the culture, as
expressed by patterns in our data, seems to beahwmrkplace culture. Those workplace
cultures could be interpreted as subcultures (Ma&D02), where those at the workplace
share the same norms and values — or at leash#weya pattern in their average opinions.



In actual behaviour, one university, Linképing, heaslear university culture pattern.
Among academies the clearest pattern is for resguadn technology. They happen to have
the highest participation both in research coopmrand in commercialization.

In the LinkOping context, a tentative explanatisrihat the university culture has actually
been formed largely by the field of technology. Aimalogy is a large part of operations (see
Table 1), and technology has always been powekfukxample is that while technology was
one of the faculties of the university, the sigma diuilding at the main campus for many years
read “Linkdping University and Institute of techogl”. Furthermore, there has always been
a strong relationship between the university and\BAwhich is located in Linkoping. In
1981 the university opened a Center for Technoldnsfer, with the purpose to spread
research from the university to the industry (Etzikp and Klofsten, 2005). According to
Etzkowitz and Klofsten (2005) about 40 companiesenspinning-off from the university
between 1981 and 1984. In 1983 the first incubabs created, TeknikByn.

In opinions given on cooperation, there is a patter one university, J6nképing, and for
one scientific tribe, health care (both positivevdaods cooperation, as it happens). At other
universities and in other fields of science, thiemed to be varying local workplace cultures
(faculty, departments or whatever is the relevarugit), with no common pattern. Thus,
culture as measured by shared opinions on cooperatisometimes — in one case of five in
our study — something strong enough to be labdhedes by all academic staff and Ph.D.
students at a university regardless of their sifier#rea, sometimes — in one case out of six
in our study — something strong enough to be labstared among academics in a scientific
area regardless of their university, but most comignsomething that is not strong enough to
take over the local culture at the workplace, whicimsequently becomes the dominating
culture. Those local cultures can be understoalibsultures.

Turning to the question of what makes a tribe caltstrong enough or a university
culture strong enough to become the dominatingiceifait a workplace, possible explanations
in our two cases are the following.

A possible explanation for the strong common celtur health and care as described
above is both historical and structural. Educatiorhealth care was run by the county
authorities (landstingen) until the turn of the lemhium, when it was taken over by
universities. The county authorities were also (ahlli are) monopoly providers of health
care together with the local authorities, the mupaiities. Thus, cooperation with the
professional life has always been natural and easyd homogeneous by the monopoly

situation. It may be noted that cooperation witk firofessional life is also natural (and



necessary) in medical education, but such educ&#snalways been run by the academic
system, and that difference may explain why theraat such a strong tribe culture in
medicine as in health care.

The local culture on cooperation in JOnkdping hagp® be well known to us; we both
work in it. When Jonkoping university went private1994, it won the competition for one
of the two slots offered because it had plans nfiadan international business school, where
cooperation e.g. in education by giving every stiide host company was one of the new
ideas. The idea of cooperation in all activitiesswarried over to the whole university, and
has been communicated as one of the four principiedevelopment of the university for
many years. Host companies have been given alslbeagineering students.

The host company scheme with a pool of 800 compaisieclosely coupled to the
regional industry, which has one of the largestrested small and medium-sized industry
firms in Sweden and also one of the highest shmaneanufacturing industry. The culture has
been reinforced by some amount of success thabéas attributed to cooperation: a very
high share of externally funded research, and georuitment. But interestingly, JOnkdping
does not stand out by small differences betwedrdifit tribes in the tables above, in that
respect the culture is not more homogenous thaotler universities. The Jonkoping
university culture is characterized by strong comrraits, not by homogeneity.

Trying to generalize what we have found on cultefreooperation by analysis of data on
participation and opinions about cooperation, weéenibat the results are similar in an
important aspect: University and tribe culturesdtemt to be strong enough to dominate

neither actual behaviour or opinion. We depict@emeral conclusion graphically in Figurel.



Scientific tribe culture University culture

Dominates seldom Dominates seldom

Culture at workplace

Dominate often

Ad-hoc factors at
workplace

Figure 1: A tentative conceptual model of how tlaméhating culture at an academic work-place (school
department etc.) is determined. (Relations inda)i

When comparing the more detailed results for behavand opinions, two intriguing
guestions immediately arise: Why is it that theversity culture that is strong enough to
dominate is found at one university (Linkdping) faarticipation and at another (Jonkoping)
for opinion? And why is it that the tribe culturdsat are strong enough to dominate are
different; technology for behaviour, and healthecéor opinion? An answer to the first
guestion could be the strong relationship Linkogihaversity historically has had to SAAB,
and that this relationship has influenced the usiye J6nkoping on the other hand is a quite
young university and have since it became a privateersity in 1994 internally and
externally, communicated the importance of coopamatvith the surrounding society. An
answer to the second question is that technology ssientific field historically has been
very important for the development of the industrySweden. And again, it is a field in
which applied research is common. For the scientifibe health care a possible explanation
is given above. Why there are different universitad tribes showing strong cultures for
behaviours and opinions, respectively, we do notkat this stage.

As a conclusion of this section and the paper, pecglate briefly on why it is that
university or tribe cultures do not dominate more.

One clue for university culture is that most if radit Swedish universities emphasize that

they are very decentralized. We do not necessaghge (compared to e.g. modern firms



when it comes to formal decision-making), but weaialy agree that there is a general “let a
thousand flowers bloom” mentality. The notion ofdging and making strategic priorities is
new to Swedish universities. In fact, only in 200@re the boards of Swedish government
universities explicitly given the task of makingagéegic priorities. In the case of Linkdping,
perhaps the university culture has grown out @chmology tribe culture that came in power
during a formative period at the university, ascepi@ed above. In the case of Jonkdping, in
our perhaps biased view, Jonkoping is one of theuriversities in Sweden that has made
clear strategic priorities, e.g. on focusing orrgmteneurship and small business in business
and engineering education and research. One fudleris that there are few conscious
attempts to build a common university culture likbat is done in business firms. Given
these factors, it is perhaps not surprising thatdwdenot find more dominating university
cultures in our study; they should be the exceptat the rule.

For tribe cultures, the discussion is even moré¢atam. Professional cultures may be
dissolving at large in the ICT society. Professlamsociations no longer have a monopoly
on information — they were often formed to exchaage share professional information
among its members, and are now dissolved or trionignd new missions. This is also true
for academies (but they can usually rely on thestgge of being a member), academic
professional associations etc. The increasing rsalénce mode of science should also mix
and diffuse different tribe cultures, more in sces were team research is more common like
in natural sciences and technology. If this spdmirais true, tribe cultures have been
stronger than they are today, but that we do notkn
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Appendix 1: Questions on participation in cooperatn activities

In order of appearance to the respondents

Headings below not shown to the respondents

All questions started with the phrase: Have youryf005...

Research co-operation

participated in any research project financed {@yrtor fully) by others than a university or
governmental research council (FAS, Formas and BWwdétkesearch Council)?

supervised students and/or research students trgeithh persons not employed by a university?
participated in any research project in which peopt employed by a university were doing research
work?

done commissioned research/development work / gttegects for others than a university?
published a scientific publication together withremne not employed by a university?

participated in making equipment at your univeraigilable (for example renting) to others than a
university?

recruited staff (for example adjunct professorgpfroutside universities to your university?

Popular science

published (in connection with your scientific sulij@n non-scientific contexts?
participated in radio and/or TV, related to youwldi of science?
answered questions within your area of expertismfthe public or others outside the university (in

other than private contexts)?

Lectures, and arrangement of conferences, seminasworkshops with mainly external audience

lectured, participated in a panel discussion, atirer ways taken part in conferences or seminars
where the majority of the participants were notlstuts or employed by a university?

participated in arranging conferences, seminarskstmps or lectures where the majority of the
participants were not students or employed by geugity?

participated as teacher/lecturer in any commissia@tication lasting more than one week (apart from
KY and Police education)?

participated as a teacher/lecturer in any commigsl@ducation lasting less than one week, for

example seminars or workshops?

Undergraduate and graduate education

recruited guest lecturers from outside univershies

arranged (except mandatory practice) for studengmiacademic course to visit companies or public
organisations?

acted as an intermediary for students to solvelpnadfor companies or public organisations in for

example project work, essays, diploma works, etc?

Recruitment of students

given any student a tip about a possible job?

recommended an employer to recruit a student (nigtgiven a reference)?

Commercialization



founded a company (alone or together with othdfg)@s, was any co-founder a person not employed
by a university?

received a patent/copyright (for other than a gifieriext), trademark, protection of a design loe t

like? If yes, was this (in any of the cases) reegitogether with a person not employed by a
university?

participated in the development of a product/sergiald or intended to be sold on a market (within o
outside your position at your university)? If y&gas this (in any of the cases) done together with a
person not employed by a university?

actively supported students who have started dweir business?

actively supported colleagues who have started tven business?

Employment outside the university

worked as an employee in any organisation than\aetsity?

worked as an advisor/consultant for other orgaisisatthan a university (within or outside your
position at your university)?

been a member of a board outside the universibhe(dhan for co-owned apartments roads and the
like)?

Formal roles in cooperation at the university

participated in projects to develop cooperatiorhlite surrounding society at your
institution/faculty/university?
had a formal assignment to develop cooperation thighsurrounding society, for example as a member

of an organisation unit for cooperation or likevdise

Appendix 2: Questions on opinions about cooperation

In order of appearance to the respondent

In my opinion cooperation according to the Swedisbperation task for my university

Involves very large financial risks / Involves vesypall financial risks

Provides very small financial opportunities / Pd®s very large financial opportunities

Strongly decreases the academic integrity/freed8tmohgly increases the academic integrity freedom
Gives strongly reduced shared views between diffestake holders / Gives strongly increased shared
views between different stake holders

In my opinion cooperation according to the Swedisbperation task for my university

Gives strongly decreased space for other taskegsGitrongly increased space for other tasks

Gives much lower quality in research / Gives muigihér quality in research

Gives much lower quality in education / Gives miggher quality in education

Is best achieved when all cooperation is done titi@pecial units / Is best achieved when all coatar
is done integrated in regular activities

As a whole is very negative / As a whole is vergifive

My university has, compared to an average Swedisretsity

Very low share of externally financed research iWMagh share of externally financed research



Very low share of research financed by commissidrery high share of research financed by

commissions

At my own working place within my university

The attitude towards cooperation is very negativVee attitude towards cooperation is very positive
There is no support for cooperation / There is \wtrgng support for cooperation
Engagement in cooperation is very negative forcdreer / Engagement in cooperation is very positive

the career

(without joint heading:)

In my surroundings there are very small oppotiesifor cooperation for me / In my surroundingsréhare
very large opportunities for cooperation for me

In my scientific field there is no research dangside the universities / In my scientific fied research is
done outside the universities

My scientific field is very seldom occurring ihe media / My scientific field is very often ocauag in the
media

My scientific area is very difficult to commuiaite to someone who is not in the same area / Myfic

area is very simple to communicate to someone wimoi in the same area

I would like to

Strongly decrease cooperation in my own resea8ttohgly increase cooperation in my own research
Strongly decrease cooperation in my own teachBigohgly increase cooperation in my own teaching
Strongly decrease cooperation in my other actwiti8trongly increase cooperation in my other &av

As a whole work much less with cooperation thao | ds a whole work much more with cooperation

than | do

A very weak commitment to research / a veryrgfroommitment to research

A very weak commitment to teaching / a very streommitment to teaching

A very weak commitment to other activities thagsearch and teaching / a very strong commitment to
other activities than research and teaching

A very weak commitment to cooperation as a whalevery strong commitment to cooperation as alevho
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1. Introduction

Microfirms represent a large part of European eooncand are responsible for job and
wellness creation. Nevertheless, the heterogenéityis research object makes it difficult for
researchers to find a common ground and to builetiip microfirm theories. Indeed,
researchers agree that microfirms are generallgta@l to their manager's visions and
behaviour, and that they are thus, as diverse masuhity.

However, if manager behaviour is related to hisgmise, then, his personal ethical or
moral dimensions should have also impact on busiriést still, managers are not isolated
actors as classical economic analysis may suggested, they are embedded in personal and
economic networks. Literature suggests that thetevarks play an important role for
enterprise development, especially in microfirmteah

Thus, the aim of this paper is to analyse the lhatween manager’s ethics and his
relationships, in order to determine the reperaussthis link may have on his management
choices.

After a literature revue, we will present our mettamd the results of our survey. In a last
part, we will expose our findings and discuss them,order to suggest some future
researches.

2. Literature

Yet, microfirms or micro-enterprises (ME) have bémmgely ignored (Marchesnay, 2003)
by researchers, and we had to wait for politici@isrecent EU programs focused on ME) to
realize the economical importance of these veryllsstraictures. Actually, in France, more
than 92% of the enterprises have less than 10 eegdo(1999 figures ??). They create more
than 21% of added value, and employ 21% of all wrgkJaouen, 2005). On a theoretical
point of view, we can, thus, underline the paradalxiack of research studies on MEs
according to their economical importance. This ta¢éisin may be explained by the following
reasons: (i) ME are often considered to be “smMES’ and, then, their specificities are
neither underlined nor explored ; (ii) the conseduack of literature can’t allow ME studies
to build on a solid theoretical framework ; (iig ME diversity and heterogeneity, that
underline the richness of this research objectfiaadly hindering its theorisation.

However, some efforts have been done recentlyiriance, an SME conference 2004
in Montpellier was hold on the topic of ME. Someesific studies published on MEs (1)
underline several characteristics attributed to SMEBundolf, 2006): small structure,
management centralisation, low task specialisatrgnoitive and low formalised strategy, and
simple information system (Julien, 1990 ; Gueg8®1) and (2) emphasize on some others:



structural lack of resources (Jaouen, 2005), ungdéeeling (Mahé de Boislandelle, 1996),
proximity (Julien, 2003), and the informal and peral nature of professional relationships

(Pfeffer, Salancik, 1978, Marchesnay, 2003; Gund@buen, 2005).
The need of resources may lead MEs, often highdgigfised, to opt for cooperation, for

instance through strategic alliances (Jaouen, 2006dllective strategies (Astley, Fombrun,
1983 ; Astley, 1984; Fombrun, 1986 ; Yami, 1999),develop without weakening their
financial structure. The ME’s urgency feeling confresn the difficulty to overcome external
changes notably because of short-term managemédntoaalisation on close environment.
Proximity plays a determining role in very smaltustures (Torres, 2004) because of the
personal and informal nature of the links the owmanager keeps up with his social
environment (and his employees). Networks embedskdr{Granovetter, 1985) of the
entrepreneur which affects his personal and prafesklife may, thus, also influence his
management decisions. His networks may not onlygbiim legitimacy, help, etc...; it also
constitutes a frame for his social life becausehef overlapping of economical and social
interactions in MEs (Johannisson et al.,, 1994 ; ddifn& Jaouen, 2005). In fact, ME
manager’s representations are largely influencethbypersonal relationships he has within
his networks and also by the opportunities anduess offered by his surroundings.

But, entrepreneurial networks do not only furnislvantages by structuring relations and
exchanges, and thus, permitting coordination thnaugst; in fact, they also provide a frame
for entrepreneurs” action. This frame imposes tutgdhal and symbolic values, and
conventions (Rindova, Fombrun, 1999 ; Julien, 2008dral obligations may therefore
appear and limit the liberty of his action. In tiperspective, entrepreneurs” ethics are
strongly tied to its network.

The search for a unifying definition of ethics, rarlarly in the field of management,
finds itself confronted with the multiplicity of ¢éhrules of action adopted and the paths taken
by moral conscience. It would seem difficult to toymake a synthesis of these standards as a
means of extracting a common concept for actind.Wdle solution thus lies not in this
diversity, but, on the contrary, in returning te tbriginal question of moral sense. Analysis
of the major philosophical texts devoted to etletfectively makes it possible to recall the
profoundly individual nature of moral sense ondne hand and, on the other, the role played
by morals in the preservation of the social linksMhich Man aspires beyond (or within the
very heart of) his egocentric desires. From this interesting to retain a definition of ethics
that comes from an individualistic approach torélationship with others.



An individual's moral acts, which shape his relaships with others, are a translation of
his concept of (distributive) justice. “We can [Hitsee in any moral act attribution or
allocation of something (rights, objects, feelinigéentions, etc.) to someone. Specifying this
something comes down sharing]...]” (Moessinger, 1996, 105).

The fundamental moral problem with which the adsdiaced is thus focused on the way
in which, by using these rules, he consciouslystii@ reconcile his search for personal
interest with the respect of that of others. Thesqdor morality in action effectively comes
up against the limited nature of the means at isigogal, which prevents him from dealing
with all the parties concerned by his decisiorh@ $ame manner, directly or indirectly.

He is thus obliged to choose the partner(s) thahhst privilege, morally speaking.

This principle of distributive justice that undesi all moral acts thus leads to a

distribution of wealth. In other words, within tkempany, it leads to a distribution of added

value.

It is very widely accepted that morality (the abjef which is to give human actions a
framework liable to guarantee social cohesion, Wwhich fights the centrifugal effect of each
person’s search for their own personal interesgs)ds to limit the ambitions of each
individual, who must take his fellow man into acuo/orality as we see it in an act is also
a function of the consequences that are attribtbatlin its satisfaction of the interests of

others. It is in this sense that every moral act ba defined as an act of sharing.

The result of this sharing is nevertheless not gbaenough to make it possible to judge the
morality of an act. There must be, in addition, teepect of the interests of others. The
notion of respect, as explained by E. KantRnactical Reaso)) is the very “moral motive”
behind the decision, which pushes the actor td téers as an end in themselves, and not as
simple means. In order to be moral, an act mustdbderateanddisinterested Deliberate,
because the respect of others must be one of,tithepreal motive behind the decision.
Disinterested, because it must not be a consci@asof pursuing one’s personal interests.
If this were the case, it would no longer be a tjaesof moral motive but of pragmatic
motive (in Kant’s sense).

As the actor, by means of both his decisions asdchoices, nevertheless irremediably
pursues his interests (material interest or maaitfaction at having acted well), it is thus
only the intention or motivation regarding othefsatt gives the act its moral nature,

independently of the vagaries of its implementatibrwould nevertheless be inaccurate to



claim that an act is morally godxbcauset satisfies the interests of others, just as itildde
inexact to claim that an act is morally condemndideausat goes against the interests of
others.

The moral qualification of acts thus appears tovdey relative, as it is a function, when
the actor has (or believes he has) interests odpts¢hose of others, of the recognized
legitimacy of the satisfaction of his own desirERis relativity is double:

The judgement will vary with the identity of the mbjudge, his personality, experience
and position as regards the act (the judge cahéadtor himself or an external observer who
is more or less close to the actor).

Furthermore, the judgement, which is based on ootdtion and the comparison of
alternative interests, can only be expressed imgeof degree in most cases. It is thus
generally an appreciation of the ordinal, ratheanttcardinal, type. Different scales for
measuring ethics have thus been proposed (for deaRpidenbach & Robin, 1991; Skipper
& Hyman, 1993) to understand the hierarchy estabtisby the referee in terms of the
morality of behavior.

Finally, the question of morals is only raised fbe actor who, free in his decision-
making, has power over his partners, that it, thiogelved in his choices.

The recognized moral character of an act is theeda@n the representation (which is
built up in the course of the act, that is, thea@ion’ in the sense used by Varela) that is

made of its consequences.

This representation concerns four elements.

- It is based on the intention of the actor: judgeins based on the idea one has of the goal
being sought.

- It is based on the nature of others, that isboth the identity (physical and moral) of the
different people involved in the decision and om toice of those in whose interest one
esteems oneself obliged to act out of priority. Noly is the decision made in a situation of
limited rationality, but also the inextensible natwf the means at one’s disposal force one to
abandon the idea of simultaneously satisfyinghalitlentified people involved, as they often
have conflicting interests.

- It is thus also based on the idea that one h#seahterests of others.



- Finally, it is based on the legitimacy of the @t self-satisfaction in his own interests
when, in the representation that he has of theis,abtained to the detriment of others to a
varying degree.

Morals, which is an ideal that guides action, aifimisthe absolute satisfaction of the
interests of others. But the action itself supp@sdsgree of arbitration.

Actually three major obstacles interfere with maetion: (1) the actor (or the judge) has
only a representation of others interests; (2) difeerent stakeholders (in the sense of
Freeman, 1984, 1991) have often antagonistic ist®r¢3) in his decision, the actor also
researches, consciously or unconsciously, to gatisf own interest. Thus, the actor must
grade the enacted interests of the stakeholdersrefidre, what is called “ethics” is the
representation that we make of interests hierarabgording to their legitimacy (Courrent,
1998).

The key question is thus knowing whether or nat tegitimacy is sensitive to proximity.
The partner can be more or less close, more ordissant. For example, can it be deemed
more serious to steal from a friend than from argjer?

As part of the teleological approach to ethics, ittee morality of an act is measured by the
yardstick of its consequences on others, it haa pessible to demonstrate the influence on
moral judgement of the proximity perceived with tpartner involved in the decision
(Misrahi, 1997; Dupuy, 1999): the closer the partiseconsidered to be, the greater the
sensitivity to his perceived interests. Neverthglesotivated by the same desire to act well,
the actors obey the rules and/or patterns of lofi@ried actions. For example, certain, using
a Kantian form of logic, would systematically reduto steal for the reason that, as theft
cannot be built up into a universal law, it is insically bad, whereas others would not
hesitate, on occasion, to conceal a truth thatdcbult someone. It is thus that those who
respect the teleological concept of ethics faver direct respect of the interests of others,
whereas those who prefer a more deontological @gproome out more in favour of indirect
respect. For the latter, morality is born of theupalous respect of the rule that is the best
guarantee of the respect of the interests of everyas it makes all decisions predictable and
the standardization of behavior makes anticipagiasier. Their approach is reason-based and
is less sensitive to the affective dimension oéiipérsonal relationships than the teleological
approach. There is little or no personalizatiorthafse involved. That said, the most fervent
supporters of the deontological viewpoint are ricargyers to cases of conscience caused by
finding themselves incapable of respecting exatiigse rules, which are necessarily too

general to not, on occasion, be contradictory. @@lliged to come out in favor of one side



or the other thus forces them to explicitly evadu#tie consequences of their act on the
interests of others.

As the fundamental characteristics of ethical judget thus waver between egocentricity
(judgement is made using oneself as the startingt)pand alterocentricity (it is made in
relation to others), this leads us to wonder whethenot it is a relevant field of observation
for the influence of social capital. In other wardse question is whether or not the
embeddedness of the small company director-ownerhis local environment is the
explanation for the classification of the stakeha@ds’ interests drawn up through the
ethical choices made.

Thus, the purpose of this research is to studynthgence of ties in ME management, by
characterizing the relations between, (1), the dlirikat connect MEs with their local
environment, and (2), the nature of the managé¢his®

Two assumptions were tested:

Al: A link between the nature of the relations #mel shape of ethics exists.

A2: A link between the degree of relations andghape of the ethics exists.

Relations were approached through their nature diffective, interpersonal, informal,
etc.) and their result. In his research on innaeatmilieus”, Julien (2003) highlighted five
patterns of proximities, or nature of relationswe#n MEs and their local environment:

- Geographic: perception of spatial distance betvwesgerprises.

- Social: community cohesion.

- Cognitive: collective competences.

- Inter-organisational: relation between local gmtises.

- Institutional: relation between enterprises avhl institutions.



3. Methodology

A survey was conduced with head managers of 123%chreompanies, detaining less than
10 employees, and working in all type of businegtiies.

Table 1 - Analysed micro-firms and their activities

Activities Peicentage
agriculture 4,8%
industry 12,0%
construction 10,4%
crafts 22,4%
services 41,6%
trade 36,0%

Each of them responded to a questionnaire, maddoséd questions, during a face to
face interview. Two types of variables were retdif@ the analyses: (1) variables relative to
the nature and the intensity of the relations betwthe company manager and his social
environment (community membership, etc.), (2) uaaa relative to manager’s ethics.

(1) The manager/environment relation was analyseuguhe five patterns of proximity
proposed by Julien (2003): geographic, social, tivgn inter-organizational and
institutional. A five level scale was used for eatlthese patterns. Geographic proximity was
measured by manager’s perception of geographimgelg (town, region, country, Europe,
World). Social proximity was measured by the natofecontacts (are they economically-
based or not?). Cognitive proximity was measuredhgy level of shared knowledge and
competencies. Institutional proximity was calcuthtby the frequency of links with
institutions, and inter-organisational proximity ke frequency of contacts between
“colleague’- enterprises.

Table 2 - Questionnaire for proximity variables

Variables Questions

| belong especially to the:

Geographic proximity (P1) 1-town 2-region 3- France 4- Europe 5- World

The other managers | use to meet are my friends.

Social proximity (P2) 1- not at all 2- rather not 3- it depends 4heatyes 5- absolutely

Inter-organisational For my work, | meet other managers.
proximity (P3) 1- never 2-rarely 3- occasionally 4- ratheepfts- very often

In my activity, | share important professional infation.

Cognitive proximity (P4) 1- not at all 2- rather not 3- it depends 4heatyes 5- absolutely

| maintain relations with institutions.
1- never 2-rarely 3- occasionally 4- ratheepft5- very often

Institutional proximity (P5)




(2) Ethics were measured by 25 variables. Fivealdes were related to the manager’s
general conception of ethics and their forms.

Table 3 - Questionnaire on general conception of lEts

Variables Questions

(E1) If you could not satisfy all your stakeholders, whould you privilege? (Classify)
1- Customers 2- Employees 3- State 4- TownRBgion 6- Suppliers

For you, to act ethically it is to do like:
(E2) 1- most persons 2- religious principles 3- prifeifirst (vs consequences) yeur colleague
5- your personal material comfort requires

In daily activities, do you perceive ethics more asonstraint, or more as a mean to| be
(E3) competitive by bettering enterprise’s image?
1- always a constraint 2- often a constraint @em’'t know 4- often a business tool 5- always a
business tool

For business decisions, are economic requirementg important than personal values and
(E4) convictions?
1- always 2- often 3- sometimes 4- rarely 5Srame

(E5) Does a code of ethics exist in your firm ?
1-yes 2-no

The other 20 questions, in form of scenarios (ggeeldix), helped us to refine our
analysis on ethics.

In general, response variables described the meeagthics and its influence on
management practices (formalization and institatization of ethics, hierarchy of
stakeholders’ interests, as well as manager'sud#g facing current moral issues described
by the scenarios method).

Complementary data was collected on the managehianehterprise. This data will here
not be explored as an explanatory variable, buy @sl descriptive data. The manager’s
profile was determined by data on following: agender, number of employees, years since
creation, former job, and education.

On the two types of variables (proximity and ethiuasivariate analyses were undertaken,
then, in order to determine correlations, bivarealyses on all variables (proximity, ethics,
and ethic scenarios).

4. Results

The univariate data analyse showed several chaste for the five proximity variables
(P1-P5) and the five principal ethic variables ) Concerning proximity variables, the



results are as following: (P1) Microfirm manageeelfto belong to their municipality
(30,4%) significantly more than to a larger temyt¢chi2 = 11,20, df = 4, 1-p = 97,56%).
(P2) They are significantly undecided (32,8%) ahttvat nature of their relations with their
colleagues (chi2 = 32,56, df = 4, 1-p = >99,999%)3)( But, their contacts with other
managers are considered significantly as frequéa®o) (chi2 = 73,68, df = 4, 1-p =
>99,99%). (P4) They affirm significantly (32%) nad share information with their
colleagues (chi2 = 34,80, df = 4, 1-p = >99,999%9)5)( Concerning their relations to
institutions, they are not significant.

The questions concerning general forms of ethics-EE) showed following: (E2)
Microfirm managers consider significantly (56%)athacting in a good way, is to act like
most others do (chi2 = 86,62, df = 3, 1-p = >99,99%3) They consider also significantly,
that ethics has to be used as a mean to improeepeise’s image and partner’s trust (chi2 =
41,52, df = 4, 1-p = >99,99%). (E4) They are sigaiiitly undecided (26,4%) about the
guestion on the importance of economical requirdsmes personal convictions (chi2 =
40,84, df = 5, 1-p = >99,99%). (E5) Last, no regfmn has a deontological code in his
enterprise

Beside this univariate method, a bivariate analys&s undertaken for all variables (P1-
P5; E1-E5; S1-S21). Statistically significant telaships were found. The following table
summarises our analysis:



Table 4 - Statistically significant relationships

Proximity
P1 P2 P3 P4 P5

El
E2 22,08 (12) *
E3 24,85 (12) *
E4 38,85 (20) ** 15,86 (8) *
E5
S1 36,56 (16) **
S2
S3 46,64  (16) 14,40 ()~ | 57,85 (16

*kk *kk

General
Ethics

S4
S5 56,22 (12

*kk

S6
S7 29,33 (16) * 23,11 (4) =
S8 13,31 (4) *

S9

S10
S11
S12 21,21 (12) *
S13 22,03 (12) *
S14
S15 115,98 (16) 23,49 (12) * | 78,56 (16

*kk *kk

S16
S17 30,40 (16) *
S18
S19
S20 25,79 (12), *
The empty cases show no significant relationshipseCcontent: value of chi2 (degrees| of
freedom)

* if p<0.05 (significant relation : S)

** jf p<0.01 (significant relation : S)

*** jf p<0.001 (significant relation : VS)

Scenarios on ethics

First, significant relations exist between proxynitariables (P1-P5) and general ethic
variables (E1-E5). Social proximity (P2) is sigo#ntly related (on a 0,01 level) to
entrepreneur’s choice between economic and persealaks (E4). This means, that if
colleagues are often or very often considered iaads, then personal values are less often
sacrificed to economic values. On the other hartenwentrepreneurs affirm to have no
friends within their colleagues, then economic ealgenerally dominate personal ones. A
relation between inter-organisational proximity YRBd the use of ethics as a toll (E3) exists
on a 0,05 level. When the manager meets other measiathen he considers significantly
often ethics as a tool. At the opposite, if he ddemeet them, he considers ethics more as a
constraint. There also exists a relation betweegnitiwe proximity (P4) and the choice



between economic and personal values (E4) on alé@hb This relation shows that, on the
one hand, if managers consider economic values muertant than personal values, then,
they affirm not to share information with their lg@lgues significantly more often; and, on
the other hand, the opposite is also true. A @habietween institutional proximity (P5) and
sources of moral judgement (E2) appeared. When geaméhave extremely rare relations
with institutions, then, they build their ethic geiment primarily on action principals, and
extremely seldom on imitation of others (colleagoesmost people). On the other hand,
when meetings with institutions are occasionalntmeanagers do more likely like « others »
and do not follow general ethical principles; anldew they frequent often institutions, they
have no particular ethical behaviour.

Second, significant relations between proximityiafales (P1-P5) and ethical scenarios
(S1-S20) exist. A relation between social proxin(®2) and price agreements (S3) exists.
This relation underlines the following: the more tihhanager has friends between colleagues,
the more he will agree with accords on prices. &gaioximity (P2) and aggressive price
politics (S7) are significantly related. Less thetrepreneurs have friends between their
colleagues, the more normal they find slash pri€egial proximity (P2) is also related to
attitudes towards competitors client-data buying5)S When managers have few friends
among their colleagues, they are more willing tg this data; on the other hand, when they
have a lot of friends, they are extremely agaiié$ tdea. A significant relation exists
between inter-organisational proximity (P3) ancc@ragreements (S3). Manager’ accord on
price agreements rises significantly with the freaey of meetings with other managers. On
the opposite, frequenting less colleagues, thatude is not significant. Another significant
relation between inter-organisational proximity YPand clients-data (S15) exists.
Frequenting few colleagues, managers agree withinQuycompetitors clients-data.
Frequenting them often, they are categorically raggathis behaviour. A significant relation
between cognitive proximity (P4) and false inforimatgiving to competitors (S1) is shown.
When managers do not often share information, thegnsity to give false information is
high; the contrary is also significant. A signifitaelation between cognitive proximity (P4)
and price agreements (S3) is revealed. The morageas are used to share information, the
more they will consent on price agreements; theosip@ is also significant. A significant
relation exists between cognitive proximity (P4)daattitudes towards aggressive price
politics (S7). The more they share information, kes they will consent aggressive price
politics. The opposite is also significant. A siggant relation between cognitive proximity
(P4) and prospecting competitor’'s clients (S8)hisven. When managers share information
with their colleagues, they are hostile to compestclients prospecting. The opposite is not
significant. A relation between cognitive proximifiy4) and competitor’'s client-data buying
(S15) exists. When managers share information wighr competitors, this behaviour is
condemned; the opposite is also significant. Ati@habetween cognitive proximity (P4) and



sense of responsibility towards employees (S17xhswn. The less managers share
information with their colleagues, the more theyl vieel responsible of their decisions
towards their employees. At the opposite, thermisignificant relation between information
sharing and responsibility feelings. There is anificant relation between institutional
proximity (P5) and attitudes towards public marké€$®). When managers have only rare
relations to institutions they are against publiarket catching by using these relations. On
the other hand, when these relations develop, thgitude is no more significant. A
significant relation between institutional proxigni{P5) and environmental responsibility
(S12) is shown. When managers have rare relatmmstitutions, they consider significantly
that microfirms are responsible for the pollutibpioduces. This link is no more significant,
when relations to institutions develop. A signifitaelation between institutional proximity
(P5) and employee treatment (S13) exists. Havifrggaent or much relations to institutions,
managers consider significantly to treat their emjpés equally. This relation is not
significant at a medium level of relationship. Agrsficant relation between institutional
proximity (P5) and charity (S20) is underlined. Whenanagers have rare or greatly
institutional links, they think that it is normdidt their enterprises help charity associations.
This link is not significant at a medium level a&titutional relationship.

5. Implications and discussion

If we try to understand the role of social capital the ethical dimension of microfirm
management, two types of results have to be ardhlyfgst, the panorama of manager’s
general ethics, by offering explication elementsh#se ethical attitudes; second, searching
within embeddedness factors, by analysing thek tm ethical variables, those elements
which support our general assumptions and, thuscrie the possible effects of
embeddedness on management practices.

Describing the logics of ethical decision taking,tiying to make the preferences for
either deontological (as a duty by respecting forestablished rules) or teleological (trying
to act “good” and knowing to evaluate decision @wuences) approaches appear. The
distinction between these two logics is sometimégdlt, as the moral evaluation methods
become complementary, as soon as the level of iplescis passed and their practical
application is considered: the problem’s complexifien needs a multiple evaluation of the
taken decisions. However, the individual has, cmsty or unconsciously, a preference for
a particular value judgement conception.

Our first findings are that enterprise deontologiaee quasi inexistent in microfirm
context(zero in our sample). The general trend of lowrfalised decision taking in small
organisations may explain, that microfirm managkysnot use ethical or conduction codes
inside their enterprise. The absence of inter-pnis¥ codes is also explained by enterprises’



size: a common rule, explicitly edited inside a coumity, results from an agreement which
is difficult to obtain, when the negotiating pans@re numerous. These agreements are more
often the results of oligopolies, structured aroartalg entity, which is also at the initiative of
the agreement.

Still, there are several reasons not to conclu@g mhicrofirms are less able to have
deontological moral approaches than others. Ffstnal inter-organisational rules are
generally axed on some limited aspects of decigakings. In fact, the setting of common
rules often responds more to economic than to nmyaterns: the purpose is to organise
competition by defining (and condemn) “non ethioahaviour”, considered as disloyal. The
text content is highly dictated by material crigeaf feasibility: composing elements are few
(to be managed and known); their respect has teedsaly verified (to avoid contrary
behaviour); their economic output has to be eféec{as no institution can impose the rules’
respect, the sanctions have to pass through thkethafhis is the reason why these codes
are generally related only to the relations witiertls (they arbitrate and judge), which are
more sensible to damages caused to themselves,tdhaarm done to other enterprise’s
partners. Thus, limited to some particular managenaspects, these codes can serve as
global decision evaluation tools. Furthermore, hesrtpurpose is to permit the harmonisation
of practices, they are more in the order of licssi@s of moral legitimacy. The considered
problems are not only limited to some precise lessndomains, but they are also not
considered de facto in moral terms. Thus, additiagaathe internal absence of codes in
microfirms, the missing of inter-organisational demogical charts may us still not conduce
to conclude that these enterprises are not addpteléontological approaches of ethitts.
remains a paradox, that despite of the internal amdernal absence of ethical codes,
microfirm managers manifest a preference for delogioal approaches.

A minority of managers (32%) affirm to evaluate gtensequences of their decisions on
others, while most respond (56%) to act like otreiws(essentially colleagues): microfirm
ethics appear essentially to be “imitation ethic¥wo types of explanations may be
considered.

First, we may read in this attitude the managee'siré to avoid the risks of errors during
decision taking, by using pre-established rulessdite low formalisation of management
decisions in microfirms, there would be a demand darticular formalisation of ethical
guestions. However, this may answer to two typesooterns. Of course, the preoccupation
may be moral: actors may want to avoid moral rieskgheir decisions. We can then be
surprised that only few (little more than 5%) ukese general ethical principles, they apply
privately, at work. If these rules dictate theihbeiour outside the enterprise, how does it
come, they don’t guide professional decisions, apexific professional code is missing? In
other words, why do they line up their behaviourather people’s practices, and why do
they not integrate the imperatives of their own ahaonscience? It is possible, that the



choice of imitating colleagues responds more tonenucal than to moral concerns. Two
logics may then be considered. First, it may besw®red as a reactive behaviour of the
entrepreneur, trying to limit economic risks. Aggeneral ethical practices are costly (at least
at the beginning), imitation may be a possibility line up with competitors, in order to
support analogue costs. Just as the absence of réadi actual costs may conduct the
microfirm managers to choose tariffs according emnpetitors, the absence of manager’s
ethical determination, may also lead him to repoedbehaviour usual in his profession.
Second, the imitation may also be considered asacfive attitude not consisting of limiting
economical risks, but of trying to use ethics foomomic performance. To adopt the same
attitude as the general conception of well-actg)gnay traduce the will to be accepted by the
community and thus, being able to take advantage dfow, our survey shows thathics
are largely considered as management tad@8%), as they help to improve enterprise’s
image. Moreover, economic concerns are consideémesame proportions, to have priority
over moral concerns. Thus, only 22,4% of manageesis ethics rules that constrain their
actions.

However, the use of ethics as instruments to impreeonomic performance seems to
traducethe hierarchy of stakeholder’s interests, clasdifiey the majority as following:
clients, employees, suppliers, local community,teStdhis hierarchy might find its
justification in the instrumental conception of ieth if ethics are more considered as a
management tool than a constraint, to watch outdéaiain partners more than for others may
be a possibility to develop enterprise’s perforneandhe preference of clients over
employees can illustrate this idea: fewer employeficiency seems to be less harmful to
enterprise than buyer’'s dissatisfaction, directlated to turnover. Concerning local
community and the state, it is highly probablet ihaFrench context, enterprises expect low
positive repercussions: they are more consideredegislators creating constraints for
enterprise’s activities than as facilitators foeithfunctioning (i.e. by infrastructure building).
Besides, the disinterest (or adversity) manifesb@gards the community is negatively related
to the degree of power decentralisation, represg i

However, the results of our survey regarding th& between ethics, on the one hand,
and nature and degree of embeddedness, on thehathér seem to strengthen our previous
explanations and, thus, describe the probabletsftdembeddedness on managers.

At a global levelthe two propositions tested in this research seerhbet validated as
significant statistical relations were shown betwemmbeddedness variables and ethical
variables.

At the level of geographical proximity, it seem$&ve no effect on manager’s eth{og
significant relation was shown).



Social proximity seems to influence the importaotethics in management decisions
when the manager has lot of friends within hiseadjues, he esteems not necessary to sacrify
personal values to economic constraints. The exastef friendship between managers might
modify his perception of management decisions:alycsatisfied, he may reduce the search
of others types of satisfactions (i.e. economid)e Thore social proximity is important, the
more the entrepreneur is favourable to price agee¢sn hostile to aggressive price politics
and competitor’'s clients-data-buying. Thtise degree of social proximity seems to explain
empathy not only towards managers in general, kst towards competitors

Inter-organisational proximity seems to influenbe tmportance of ethics in management
decisions other manager's company seems to induce the al@went of ethics as
management tools, as if managers, during theiringgtlegitimate the priority of economic
values over ethical principles. Thus, if price agnents are considered to be good by
managers highly frequenting other managers (themoisignificant relation for those less
frequenting), this relation is probably due to #fect of discussions on negative effects of
competitive aggressiveness on firm performanceth&t same time, buying competitor’s
client-data is condemned, when inter-organisatignakimity is high, and accepted when it
is weak. It seems thalhe degree of inter-organisational proximity infhees positively the
consideration of peers’ interests in managemenistat takings

As well as social proximitygognitive proximity seems to influence the placetbics in
management decisionsvhen the manager doesn’t share important infaomawith his
colleagues, then economic objectives are consid&relde more important than personal
values. Consequently, the managers not sharingniaftton are willing to give false
indications to their competitors. On the other hatibse sharing information, denounce
client prospecting and data procurement of commstitThe more information is shared, the
more they consent to price agreements, and thetdeaggressive price politics. The less
information is shared, the more managers feel resplke for their errors in front of their
employees.The degree of cognitive proximity influences pwesiy the considering of
stakeholder interests

Institutional proximity also seems to influencei@h judgement when the manager
rarely meets professional or public institutionisert, he bases his judgement on general
principles and not on imitation; when this compasyeither rare nor frequent, he tends to
imitation; and when his meetings with institutics® often, then his logic of action is not
clearly specified. Hence, meeting institutions @dally permits to improve knowledge about
other manager’s action logics; if these meetingsrare, then manager seem to imitate what
they think to be management practices (of his aglies mainly); on the other hand, if these
meetings are frequent, then manager seem to becwmaee of management practice
heterogeneity, while institutions, basing their itiegacy on the defence of collective
interests, may transmit a less instrumental commepbf ethics. When relations with



institutions are weak, then managers are agairditipg from personal relations to gain
public markets, and estimate that enterprises lmassume their responsibility of pollution.
Moreover, when relations with institutions are wesikstrong, managers estimate to be able
to treat employees equally and to assume chatrityre; when these relations are neither rare
nor frequent, then the results do not show anyissitatsignificance.The degree of
institutional proximity seems to influence the imgance of collective interest in microfirm
manager’s ethical representation.

5. Conclusion

Thus, perceived community membership, frequencyrofessional relationships with
peers, frequency of relationships with professianatitutions, overlapping of professional
and personal relationships seem to explain manatiecs. Forms of ethics seem to be
explained as much by embeddedness nature, as bgdeetness intensity. These results
suggest that "communities of ethics" may appearthis perspective, ethics are not only
linked to personal characteristics, but also toagan's social networks.

Nevertheless, this research presents some metlypcalidimitations. The first limit
concerns the sample size: only 125 enterprises amaly/sed. Consequently, the application
of statistical tests (particularly chi?) has sonmeess conducted to a reduction of modalities,
what reduced results nuances. Increasing the samgpilel permit to exceed this limit.

Moreover, any bivariate analysis was done on theabke E1 (stakeholder hierarchy). It
would be necessary to stratify the sample accorttirggakeholder classification, but, as the
general sample was limited, we were not able tealdncreasing the sample would here also
permit to exceed this limit.

Last, only univariate and bivariate analyses werglestaken in this research. A
multidimensional analysis would help us to idengfyterprise clusters. But still, the nature of
ethics, objectively not measurable, makes thisatper contestable.
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Appendix

Scenarios on business ethics

e

nles

D
a.

Variables Questions

s1 It is normal to give false information to a compati in order to maintain competiti
advantage

S0 For microfirms, ha\_/ing difficulties to s_urvive dag crises, it is legitimated that some sa
in cash are not registered as accountings.

S3 Price agreements between competitors are sometirgesd thing to do.

S4 You can forgive a trader which “forgot” to returromey, when the amount is not importa

S5 It is logical to use its relations with elected gm@s to obtain public markets.

S6 It is normal to borrow and to copy software usédulthe enterprise.

S7 According to the market logic, it is normal to $lgwices to create its own market.

S8 It is normal to prospect competitor’s clients.

S9 In urgency cases, it is possible to hire occasipmal illegal employee.

S10 You may get round a wrong law.

S11 :t i;t p()jossible to forgive a mechanic to change a need spark plug, as the damag
imited.

S12 Enterpris_es creating wealth, does not to matteutaiis pollution. It is the role of th
community to clean up.

S13 It is not possible to treat employees equally.

S14 The microfirm has the duty to create employments.

S15 It is correct to buy clients data of a competitia your salespersons.

S16 At equal qualification, it is legitimate to hire mebecause they are more available.

S17 You are morally responsible towards your employegsu made a wrong decision.

S18 It is normal to get personal life information oparson before hiring him.

S19 It is not grave if a trader sells a product witbx@eeded “use by date”.

S20 It is the role of the enterprise to give donatiforscharity associations.




