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1. Abstract 

In the last decades, the growth of startups i.e. newly created business ventures, have been 

increasing heavily, especially in the tech sector. However, the research stream regarding 

these ventures has lagged, notably in the area of exit strategies. This area of research is 

an important subject within entrepreneurship. Exit strategies have mainly been researched 

from a single entrepreneur's perspective, which is not always the case when a new 

business venture is developed. Quite often a startup can be launched by a group of 

entrepreneurs, therefore is the main purpose of this study to develop a deeper an 

understanding of which triggers for a management exit and how these triggers affect the 

choice of exit route and the outcomes for a startup. Furthermore, this study examines how 

triggers such as strategic and financial distress influence the decisions of an exit strategy.  

 

We identified a research gap, since there is quite limited research on exit strategies, 

especially from the perspective of an entire group. We can also see that further and in-

depth research needs to be conducted about group triggers and especially how the group 

member’s influence one another when deciding on an exit route, in order to understand 

the underlying triggers of the exit.   

 

In order to fulfill the purpose of this study and to be able to answer the research question, 

a qualitative study has been decided upon. In this thesis, six qualitative interviews were 

conducted with a semi-structured approach. The interviewees are all part-owners of the 

firm and had heavy influence when the exit was conducted, they are all either within the 

operational management of the firm, main shareholders and/or board members. However, 

in common for all the interviewees is that all of them have shared ownership in the 

company and all the interviewees have been a part of the startup since its first launch. The 

general themes chosen for the interview guide were the following: intentions to exit, exit 

routes and exit outcomes.  

 

We conducted a thematic analysis of the findings of the qualitative interviews, in order 

to answer the research question. The findings, as well as the analysis, were presented in 

the logical order of the theoretical framework to make ease the possibility for comparison 

of theory and results. From our results, we could conclude that what triggers a group to 

exit a firm they helped create is a mix between different factors, which in turn affects the 

exit route chosen. We could conclude that the triggers that play the biggest role are both 

individual and firm triggers in combination with each other. The individual triggers we 

found to be of most relevance were the entrepreneurial and industry background of the 

group members. Furthermore, we found that these individual factors of the group 

members affected each other, and that one trigger not mentioned in previous research 

played a big role in the exit, which was the expectations on the outcome of the exit. When 

it comes to the choice of the exit route, we could conclude that the level of voluntariness 

of the exit influenced the exit route to be chosen, together with the performance of the 

firm.   
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1. INTRODUCTION 

The thesis begins with a short motivation to why this specific subject has been chosen as 

the preferred topic for the final degree project. Then the problematization of the subject 

is presented and the relevant theories are briefly introduced. This chapter ends with the 

research question being stated together with the purpose of the thesis and how this thesis 

aims to seek to answer them.  

 

1.1 Choice of Subject  

“Whether a privately held business is large or small, in a traditional field or exclusively 

in internet commerce, newly started or generations old. Whether it is owned by one or 

more individuals – all the mentioned owners all have one trait in common: They will 

someday leave that business. They may sell the business; they may close it down or they 

may die in the saddle. But one day or another, exit they will!” (Engel, 1999, p. 6).  

 

The statement by Engel (1999, p. 6) is as relevant today as it was 20 years ago. Especially 

in the context of the entrepreneurship, where exiting the firm can generate thousands or 

even millions of dollars for the founders. For example, Instagram, which was only a 

startup when sold to Facebook after merely 18 months after its initial launch, the co-

founders of this photo-sharing app got a staggering $1 billion for their startup (Rusli, 

2012). Another example is of the company Guardant Health, a MedTech company which 

specializes in cancer detection technology by using blood tests exclusively, instead of 

costly biopsies. They went public through quotation and raised an incredible amount of 

$273 million in late 2018 (Guardant Health, n.d; Cairns, 2019). Lastly, when eBay bought 

Skype for $2.6 billion in 2005, the outcome was far from spectacular. The reason for this 

was that most of the eBay users rejected this technology because they felt that 

communicating through email was enough. It ended with that the company was sold again 

and much cheaper this time (Pines, 2016). Consequently, not all exits are successful, but 

those which are can be completely life-changing for the owner(s). Entrepreneurial exits 

and exit strategies are a very crucial part of entrepreneurship and can make or break a 

business venture’s success. In 2012, the worldwide merger and acquisitions (M&A) 

peaked at $2.6 trillion (PricewaterhouseCoopers, 2013). As M&As is only one of many 

ways of exiting, evidently, there is much potential development that can be made within 

this area of exit strategies. These examples of managers exiting their startups and 

generating a huge profit are what got us first interested in the topic of entrepreneurial 

exits. When further reading about these big entrepreneurial exits which has been made, 

we found that the most interesting was not the deals per se, but why and how the exits are 

the way they are. What is truly fascinating with startups is all the companies which have 

been introduced during the last years, which have started their journey as a small venture 

and then grown into a big corporation. Examples of such companies are of course Uber 

and Airbnb. These are both two big corporations which were only founded in 2009, 

respectively 2008 (Uber, 2019; Airbnb, 2019). From there they have grown in a short 

time into global companies. This is something which is hugely interesting! 

 

We are one marketing and one finance student studying the International Business 

Program at Umeå School of Business, Economics, and statistics. We were very interested 

in writing on commission and therefore decided to contact several companies to ask if we 
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could have the possibility to write for them. Both of us are very interested in the engaging 

topic of entrepreneurship, the processes of the entrepreneurial firm and the exit.  We have 

the same experience studying the courses on Entrepreneurship within the International 

Business Program. In addition to this, one of the authors has studied Technology 

Entrepreneurship at ETH Zürich in Switzerland where the professors emphasized the 

importance of the exit strategy for the startup, which contributed to the desire to write the 

thesis for a startup. We think it would be interesting but also challenging to write for a 

startup since the environment is constantly changing and the companies are usually 

characterized with high growth and quick decision-making and very different from the 

“old and steady” companies.  

 

In the area of entrepreneurship, we have chosen to study relevant theories regarding the 

different lifecycles which a newly created business venture goes through, and the 

respective stages of the lifecycles. These stages will be explained further in the thesis. 

Within some of these life-cycle theories, the exit stage is often mentioned as the last stage. 

Furthermore, we chose to further immerse into the research about the exit stage. Firstly, 

an explanation about the current research on the intentions of the exit, i.e. the reason as 

to why an entrepreneur would choose to exit the management of its firm since this is 

important for the chosen exit. Then we discussed the relevant research on what exit 

options and routes are possible for the owner of a startup, and this was addressed since 

the different routes mean different levels of ownership and continuation of the actual firm. 

This is relevant for both the monetary outcome of the founder and his/her lifestyle after 

the exit.  

 

1.2 Problem Background  

There are multiple perspectives on what it means to be a startup, and what the proper 

definition of a startup is. Ries (2011), defines a startup as a human institution designed to 

create a new product or service under conditions of extreme uncertainty. What really 

differs the startup from a “regular” venture under this definition, is however the context 

of innovation. Startups use innovation, from novel scientific discoveries to repurposing 

existing technology. Furthermore, he emphasizes that startups are designed to confront 

situations of extreme uncertainty. Therefore, copying a business model, product, or target 

customer is not a startup since the outcome can be modeled with high accuracy.  

 

One could ask oneself:” If running a business is the dream for the entrepreneur, why 

would it be interesting to think about the exit?”, but there are a few evident and practical 

reasons as to why thinking about exits are relevant. As stated previously, there is a high 

monetary reward which can be collected if the exit is successful, and if not, a big 

investment can be lost. Furthermore, most times, outside investors need to invest in a 

startup, and these need to collect their rewards. In addition to this, the stereotypical 

entrepreneur loves the art of the start, and statistics show that in three to five years, an 

entrepreneur will be anxious to start a new venture. (Zwilling, 2011). Therefore, a 

successful exit is important, and the research about is as well. Furthermore, this research 

is relevant for startups, due to the conditions of heavy uncertainty that a startup is 

operating under, and the context of innovation combined with the changing pace of the 

environment for the firms. 

 

The company studied in this thesis, from now on called MedTech AB, is a startup under 

the previously mentioned definition. It is investing in innovative products in the medical 
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technology (Medtech), designed to ease the life of people with diseases within the ears, 

nose- and throat areas. The company consists of an executive board of directors, and a 

management team. As of recently, MedTech AB has been in the middle of international 

expansion with a focus on commercializing the process. This process, which the 

company’s CEO stated in an interview, is very costly. The investment brings on extra 

costs for the company in the countries in which it wishes to distribute its product. 

  

Considering the expansion process, they are currently in, they need backing up these 

international investments with additional funding. Moreover, the local regulatory 

authorities in Sweden did due to the strict regulatory system in Sweden not approve for 

the product commercial distribution, hence the stock price of MedTech AB has fallen 

drastically. 

  

Therefore, the practical problem of MedTech AB is the cash flow combined with the strict 

regulatory situation cause of the Swedish Medical Products Agency. This makes it hard 

for them to grow the entity organically and the founders need to conduct an exit since it 

is the most common way to go when it is not possible to grow organically. The company 

has tried exiting through a public quotation to keep control of the firm and raise funds, 

but it was not successful. Based on the case and the problem background above, different 

relevant theories have been explored in order to understand the practical problem. Then, 

to be able to answer the research question and to give a recommendation for the company 

on the most suitable exit route for their current situation. Moreover, recent research 

conducted by (Pisoni and Onetti, 2018) argues that it is very important for startups, at 

every stage, to consider and plan for the exit. Thus, we believe that our thesis can 

practically contribute to more information-based decision making for founders of startups 

and to help bring some certainty to the outcomes of their decisions. Especially for startups 

operating in the MedTech sector, which are driven by novel scientific innovations. In this 

industry, startups need substantial investments to conduct the research needed to create 

medical devices, increasing the uncertainty and the risk for the founders. 

 

1.3 Theoretical Point of Departure and Knowledge Gaps 

In the theoretical field of entrepreneurship, early research proposes that new firm creation 

plays an important role in economic growth through the provision of new jobs (Birch, 

1979; Birley, 1987), which has contributed in renewing the interest of researching the 

subject. What today is called a startup, was previously mentioned as an entrepreneurial 

firm. The difference is the context of innovation and uncertainty (Ries, 2011). We believe 

this is due to the fast-changing climate we have in our society today. Startups play a key 

role in the innovation process through the exploration and exploitation of new ideas, 

market opportunities and disruptive technologies (Pisoni and Onetti, 2018, p. 26). The 

entrepreneurial firms, which today are called startups, have different life cycles and 

stages, before becoming a fully-fledged company. The different steps of a startups’ 

lifecycle and the sequence of activities can vary. This notion can be explained by the 

entrepreneurial process which will be presented in this thesis, it encompasses each phase 

of a new business venture and draws analogies to relational metaphors such as 

parenthood. This framework starts with the conception phase, which begins with the 

thought of launching a venture. Decisions such as resource allocation, time and money, 

are thought of during this first. The framework ends with the exit stage of the 

entrepreneurial process, which is called the adoption and foster care phase. During this 
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stage, the entrepreneur leaves the company and the reasons for this exit can be multiple. 

(Cardon et al., 2005). 

 

Until recently, most research about the startup has dealt with the launch and the early 

phases of the process (Picken, 2017). However, most theories on entrepreneurial firms 

and startups agree that eventually, the founder will exit, regardless of it being voluntary, 

or simply because of retirement or death (e.g. Picken, 2017; Ries, 2011; DeTienne, 2010; 

Van Praag, 2003). Although, in the recent research of Pisoni and Onetti (2018), they argue 

that current literature falls short when analyzing exits as the ultimate step of the 

entrepreneurial and startup process. This is due to it being associated with failure, and not 

the ultimate success and harvest of many years of hard work. Hence, they argue that the 

exit should not be considered as the end of the firm, but a change of control and liquidity 

event for founders and early investors. Thus, they argue that in every phase of the startup 

process, the exit should be considered and that it can happen at any stage of the process.   

 

The exit from a firm, where the founder of a privately-owned firm removes themselves 

from ownership of the firm they helped created (DeTienne, 2010, p. 203), can be triggered 

by different events. Either “from the outside”, such as firm performance, resources, and 

firm-level strategies, or “from the inside”, including intentions, motivation, and 

entrepreneurial characteristics (Wennberg and DeTienne, 2010). These triggers, results 

in different outcomes, on individual- and group-level. The outcome is determined by 

several factors, such as the trigger, the type of firm (Wennberg and DeTienne, 2010) and 

the willingness to exit by the entrepreneur (Pisoni and Onetti, 2018). The area of exit 

research has primarily looked at three issues: The first issue is the importance of construct 

definition due to exit’s multi-level nature (Wennberg, 2008). The second issue is the 

distinction between exit and failure (Wennberg et al., 2010). And the third issue is the 

several different strategies for entrepreneurial exits (Wennberg, 2008). 

 

On the firm-level, the exit can result in different outcomes, all with different levels of 

complexity, risk, and reward. DeTienne and Cardon (2010) described these routes to be: 

to be listed on the stock market through a public quotation hence diluting ownership of 

the firm and generating financial means (IPO), selling the company to another party 

(merger and acquisition), family succession, liquidation or management, or employee 

buyout where management or employees of the firm buys out the founders. As of today, 

six times as many startups are acquired in contrast to conducting an IPO, making it by far 

the most popular exit route (Pisoni and Onetti, 2018). However, DeTienne and Cardon 

(2010) argue that the development of an exit strategy for an entrepreneurial firm/startup 

has not been researched as much as other phases. Especially in the context of an exit not 

being viewed as a “failure” but instead the harvest of the effort the entrepreneur has put 

in.  

 

There are some important aspects of this theme which have not been explored yet. A 

relevant area of research is to explore the founding conditions and determine which 

conditions that imprint the firm and how that limits or expands the options available for 

an exit. Previous research has focused on a single entrepreneur, however, both single 

entrepreneurs can launch a business venture, but also a larger group of entrepreneurs 

(DeTienne, 2010, p. 213). Furthermore, there has been mentioning of a few exit routes, 

i.e. the routes that were mentioned above are the only ones that have been discussed in 

previous research (Pisoni and Onetti, 2018; DeTienne 2010; DeTienne and Wennberg, 

2010). However, there are other ways to exit a firm. In relatively current research on the 
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topic, it has been discussed if there are more ways to exit a firm and the triggers for these 

specific exits. “But what about reversed IPOs, leveraged buy-outs or a combination of 

exit routes? What conditions cause an entrepreneur to choose a particular exit?” 

(DeTienne, 2010, p. 213).  

 

Moreover, another topic that is scarcely addressed is the research on entrepreneurial exit 

and the distinction between ventures controlled by a single-owner and the ones managed 

by a team. This distinction is highly relevant when considering the role of financial 

performance for exit decisions (Wennberg and DeTienne, 2010). The role of the team is 

important, more often presented in high-growth ventures where someone will eventually 

exit to harvest their effort (Carter, 2003).  

 

Through this thesis, we aim to contribute to the research in the field of entrepreneurship, 

more specifically regarding the exit stage of the lifecycle of a startup. The research of 

Wennberg and DeTienne (2010), Pisoni and Onetti (2018) laid the foundation of the 

intentions of the exit strategy, the triggers and the effect on the exit route. We aim to 

contribute to this research by examining if the exit route differs when it is a group and 

not a single entrepreneur exiting. Several knowledge gaps have been presented, however, 

we believe that observing how the group chooses to exit the firm, compared to how the 

managers would have chosen to conduct the exit if they were a single entrepreneur, is the 

most appropriate knowledge gap for our case study. We anchor this in the research gap 

presented by Wennberg and DeTienne (2010). In their research, they argue that the 

distinction between a venture controlled by a single firm or a group is specifically relevant 

when considering the role of financial performance for exit decisions. Furthermore, it is 

relevant to investigate if the factors (age and industry experience) affecting the decision 

of a single entrepreneur, will also affect a group's decisions in the same way, when exiting 

a startup. As well, if the resulting outcomes mentioned earlier are the same for a group, 

or if another exit strategy will be adopted.  

 

More specifically, we aim to fill the identified research gap by interviewing the 

management team in the presented company. What contributes to the choice of the exit 

path of the firm when a group is exiting the firm, compared to an individual entrepreneur 

has been investigated, as well as what exit route is considered. Then a comparison of the 

findings to previous research has been done to see if they follow the set path from 

previous research. We believe it to be interesting for other firms which are in the same 

situation that have teams and not a single entrepreneur making the decision of the exit, 

could benefit from this knowledge as well. Observing this knowledge gap can help future 

researchers to understand how the group preferences differ from individual ones, and how 

the individual preferences will ultimately form the final group decision. Through this, we 

aim to make both theoretical and practical contributions. 

 

1.4 Research Question 

How do individual and group triggers influence the choice of an exit strategy and the 

development of options for the exit? 

 

1.5 Purpose 

The purpose of this thesis is to develop a deeper understanding of which triggers there 

are for a management exit and how they affect the choice of exit route and the outcomes 
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for a startup. This is because, the current research of today is foremost observing the 

individual triggers and their final choices in the exit strategy, we think that it would be 

most interesting to observe the equivalent process, but for a group instead. How a group’s 

triggers are different from the individual triggers, and how far away the preferred 

individual choice of an exit strategy is from the final choice of a group. Therefore, to 

fulfill this purpose, we have investigated if the chosen exit routes and drivers for the 

presented company differ from the patterns shown in previous research. This is done 

through conducting interviews with the founding management team from the startup we 

have analyzed and compared their individual answers to each other and current research. 

By using a qualitative case study, we aim to in-depth investigate the factors affecting 

what exit route is chosen by management and how it would differ compared to if the exit 

was conducted by a single entrepreneur. From a practical perspective, this thesis aims to 

serve as a guiding tool for founding teams that aim to exit their firm and harvest the fruit 

of their hard work. Through this method, we aim to answer our research question. With 

this thesis, we would also like to shift the research in this area to look at a more collective 

view of the exit strategies and not only an individual perspective. Not all business 

ventures are created by a single entrepreneur. 
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2. SCIENTIFIC METHODOLOGY 

This section explains the philosophical perspective that this thesis will take. It describes 

the perception of the nature of reality, what is accepted as valid knowledge and the view 

on the role of values will also be presented. To each section, a discussion on which 

perspective is the best for this thesis is explained 

 

2.1 Ontology  

The first assumption describes the view on the reality, and the central issue within this 

assumption is that if objects can be viewed as neutral and detached from external reality, 

or if they are ever interlinked. Within this assumption, are there two typical ontological 

perspectives, objectivism, and constructionism. Objectivism explains that social 

phenomena show us external realities which are outside our reach and are pre-determined. 

This view also explains that a phenomenon such as reputation, exists separately from the 

topic which is being researched and this is treated as being a sperate reality (Bryman and 

Bell, 2017). The second ontological perspective which will be described is 

constructionism, which concerns the social world and it is an eternal practice created 

repeatedly each time a new encounter is being faced (Morgan & Smircich, 1980, p. 494). 

The main difference between these two is that objectivism concerns pre-existing social 

phenomena that are independent of social actors, whilst within constructionism, 

phenomena exist because of social actors and their actions (Bryman and Bell, 2017). 

 

Since this thesis looks at a specific case, and interviews have been conducted on a small 

sample, hence a constructivist approach is of relevance for this paper. Since the managers 

within this company have been interviewed and based on their opinions combined with 

different theories, more subjective reality is presented. These different managers have a 

different experience and therefore different knowledge; thus, the resulting findings will 

depend on the information subtracted from them. The knowledge collected in this case 

can never be completely objectified, and the results, of course, will vary depending on 

which has been interviewed. As mentioned, interpretivists see the reality as subjective, 

which resembles are view on the work the most. As well, the existing knowledge that we 

have when initiating this work will also lead to the results being subjective. In our 

opinion, the area which is studied can never be observed objectively by us. 

 

2.2 Epistemology  

The second assumption is concerned with what can be perceived as acceptable 

knowledge. Or as Denzin and Lincoln (2011) describes, what is the relationship between 

the inquirer and the known. Dealing with if the researchers is a part of the knowledge, or 

if they are external to one another. Another definition, by Feldman (2003) explains 

epistemology as being a philosophy that focuses on rationality and knowledge. Long et 

al. (2000) explains epistemology as being the base for knowledge and how this knowledge 

can be passed on to others. There are several different paradigms within the area of 

research philosophy, however, in this thesis mainly two paradigms are presented: 

positivism and interpretivism. The reason for this is that these two approaches are the 

most popular and evident approaches within research philosophy, according to Collis and 

Hussey (2014).  As well, most beneficial for us to present since they are very contrasting 

to one another. A paradigm is “...a philosophical framework that guides how scientific 

research should be conducted” (Collis and Hussey, 2014, p. 43). Positivism is a research 
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paradigm which has arisen from natural sciences. This assumes that social reality is 

singular and objective, it cannot be affected by who is investigating it. Researchers who 

use this as their main paradigm often focuses on theories to explain/predict social 

phenomena. Interpretivism was developed as an inadequacy from the positivist approach 

to meet the social sciences (Collis and Hussey, 2014). The main arguments toward 

positivism are that it is impossible to separate people from what they research, researchers 

are not objective. The social context cannot be researched in an objective and singular 

way, and it will be researched with a subjective interest and thus the findings will be 

subjective as well. From this criticism, interpretivism was developed. This paradigm 

focuses on social reality being subjective and shaped by one’s perception. The researcher 

will be influenced by many factors when writing a thesis. Rather than using quantitative 

approaches, as positivists use, interpretivists use mostly qualitative approaches or 

approaches that do not use statistical analysis of quantitative data (Collis and Hussey, 

2014). These two paradigms are derived from different philosophical assumptions, which 

need to be considered to understand what perspective the research will take. 

 

Weber (2004), argues that positivists think that the social reality is objective and 

independent of the researcher, that positivists believe that there is only one reality, and 

everyone sees it the same. He also mentions that the reality is separate from the individual 

who observes it and can, therefore, be said that the positivistic approach is dualistic in 

nature (Weber, 2004). Collis and Hussey (2014) explain that interpretivists see social 

reality as subjective because it is something that is socially constructed by everyone. 

Meaning that each human has their own view on the reality and therefore are there 

multiple realities. Another view by Weber (2004) says that interpretivists and their 

selected subjects are inseparable from each other.  

 

The positivist approach believes that only experiences which can be observable and 

measured can be regarded as knowledge. Researchers which uses this paradigm try to 

maintain an objective and independent stance (Collis and Hussey, 2014, p. 47). They 

conduct value-free research and most often use techniques used by natural scientists 

(Bryman and Bell, 2011, p. 15). On the contrary, the interpretivist approach tries to be 

closer to the subject, minimizing the distance between the researcher and the topic which 

is being researched (Collis and Hussey, 2014, p. 47). Denzin and Lincoln (1994) explain 

that to use the interpretivism approach, one needs to understand and interpret this 

epistemology. This approach sees knowledge as being dependent on individual 

experience (Long et al., 2000). 

 

During the interviews, different signals and the body language of managers has been 

observed by us. According to the positivist approach, only observable and measurable 

elements can be explained as knowledge. Thus, the interpretivist approach is more 

suitable for this thesis. As well, the knowledge which has been gathered will be dependent 

on the researchers and the interviewees. Therefore, the distance between us and the topic 

is very small, this is also a clear sign to the interpretivist approach being the more 

significant one for this thesis. Also, the social situations have been seen during this work, 

will be complex and very context specific. As this is a qualitative study, using techniques 

by natural scientists is not the most optimal way to strategize this work, both human and 

objects has been studied during this thesis and therefore these kinds of techniques have 

been discarded.  
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2.3 Axiology 

The third assumption looks at the role of values. Positivists see the phenomena which are 

being researched as purely objects, they are detached and completely independent from 

the topic which is being researched. They want to see the interrelationships between the 

objects which are being researched and believe that the object which is being researched 

will be unchanged when being researched (Collis and Hussey, 2014, p. 48).  

According to Carter and Little (2007), the values guide the researcher’s analysis of the 

gathered data and the knowledge which has been created. Therefore, the researcher's 

values will have a significant impact on the research and finally, the stance that it will 

take. This is as well strengthen by Heron (1996, p. 286), who describes that the author’s 

values are bound to the study, but they need to be expressed in advance so that the 

generated results will be credible. An easier explanation of what axiology is the 

following: what does researchers’ value in the research. These values will affect how the 

study is conducted and what is values in the research findings.  

 

Interpretivists understand that researchers do have values, they often believe that the 

researcher will be involved with what is being researched (Collis and Hussey, 2014, p. 

48). Our values and estimations will most definitely change during this work, it is, 

therefore, crucial for the work that these values are always updated in the work and are 

portrayed closest to the actual values undertaken. As also mentioned earlier, this work is 

subjective and context-bound, thus the data being gathered is not free from values such 

as the positivist approach strives after. Instead, the gathered data is rich with subjective 

notion both from us, the authors, but also from the individuals being interviewed. We are 

therefore very aware that our values have a big impact on the results and findings of this 

thesis.  

 

2.4 Pre-understandings  

The perception, wisdom, and history we as authors have, will be directly reflected in the 

results when presenting the knowledge, and as explained by Weber (2004, p. 6): “On the 

other hand, interpretivists recognize that the knowledge they build reflects their particular 

goals, culture, experience, history, and so on.”. This statement fits entirely with the 

perspective which we as authors have regarding this thesis. As argued by Gilje & Grimen 

(2007), researchers cannot understand the world without having any pre-understandings 

of it. These different pre-understandings will lead to notions and results being understood 

differently. Our choice to study exit triggers in a startup can be derived from our pre-

understandings. These notions can be arisen from our education in business 

administration, but also from our other experiences such as studies abroad, or work 

experience. As also explained by Gilje & Grimen (2007), a person’s own experience is a 

crucial part of one’s own pre-understanding of the world. This will of course lead to the 

things being reflected on to be interpreted in a personal way. Bryman & Bell (2011) 

explains that pre-understandings can also be previous experiences, knowledge and 

insights which the researchers have regarding the topic, or in our case, the company being 

studied. For us to avoid any preconceptions about the company and their processes, vivid 

discussions have been in focus during the entire work to diminish these assumptions. 

Since we both have different notions and experiences regarding this matter, it has been 

crucial to discuss these so that we as researchers can be as neutral as possible. However, 

these different individual pre-understanding that we have can also be a potential benefit 

for the thesis. These assumptions can contribute with different perspectives being 

captured, which else could have been missed. 
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2.5 Literature Search  

The literature search represents the fundamental first step that makes up the skeleton of 

the giant of accumulated knowledge. Moreover, it largely determines the construction of 

new knowledge in the subsequent analysis (Vom Brocke et al., 2009 p. 3). The theoretical 

framework will cover previous research that has been found to be relevant to this thesis. 

However, to cover a wider perspective it is important to not only present supporting 

theories but also contradictory models and the founding theories for the different 

perspectives. In addition to this, Vom Brocke et al. (2009) argues that the process of 

excluding sources and respectively including them must be made as transparent as 

possible in the analysis of the literature relevant for the research. Additionally, it is 

relevant to note that for a knowledge-building qualitative study, it is not recommended to 

have too many research reports as well. This can hinder the efficiency of analyzing the 

qualitative data, as mentioned by Finfgeld-Connett and Johnson (2011, p. 196-197). It 

can also be a problem which is connected to a poorly defined topic and research question, 

besides it being too broad. On the contrary, having too few studies or too few descriptive 

rich studies can be problematic as well (Finfgeld-Connett and Johnson, 2011, p. 197).  

 

The method of conducting the literature search can, of course, change course, altering the 

methods for searching after relevant scientific articles and using different databases is 

evident. The literature search can thus be described as a dynamic process which requires 

much oversight and adjustments (Finfgeld-Connett and Johnson, 2011, p. 197). It is, 

therefore, crucial to understand that the search process for literature will alter and that 

new search strategies can emerge during the search process.  

 

Another challenge which can emerge during the literature search is publication bias. As 

a biased sample can lead to a biased result in a quantitative study, a biased collection of 

studies can lead to the findings being biased as well (Finfgeld-Connett and Johnson, 2011, 

p. 197). It is of utmost importance that the literature which is being reviewed is done in 

the most critical way possible, to have as little bias as possible in the thesis. 

 

When searching for relevant studies for this thesis, databases such as Business Source 

Premier and Academic Search Elite which is provided by EBSCO through Umeå 

University Library, has been employed. Databases such as Google Scholar and the 

internal database within Umeå University Library has also been utilized. When using all 

these different kinds of databases, it has been ensured that all studies and information that 

has been collected is peer-reviewed. Using peer-reviewed articles ensures that the quality 

of the work will be of higher quality and that the credibility of the work is high. Moreover, 

during the literature search, several keywords have been used when searching for relevant 

literature in different databases. Some examples of these keywords are management exit, 

startup life cycle, exit theory. 

 

From the review of all the literature found with the chosen keywords, many of the authors 

were mentioned recurrently in some of the articles. It was therefore decided to use many 

of these sources as they seem to be very influential in this topic. As well, from these 

influential studies, the research could be followed back through the references, following 

the research stream. This way of finding relevant literature is backed by Ejvegård (2009, 

p. 45). 
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Another thing which is mentioned by Ejvegård (2009, p. 63), is to minimize the usage of 

secondary references. Also, when using secondary references, the original meaning of the 

author can be distorted. Thus, it has been crucial for the quality of this thesis that 

secondary references have been minimized as much as possible. However, when there is 

no possibility to gather the primary source, the secondary source has been used, but it has 

then been used with great caution. 

 

2.6 Choice of Theories 

Having a comprehensive literature review is beneficial for the entire thesis since it allows 

the researchers to put the thesis into a broader spectrum. A literature review will also 

explicitly present how the work will help strengthen the current literature within this 

research stream (Saunders et al., 2011). We think it is very important for the quality of 

the work to present why chosen theories have been selected and why they are of relevance 

for the thesis. 

 

The theoretical framework begins with explaining the role of an entrepreneur and the 

different views that researchers have on entrepreneurship (Hannafey, 2003; Brenkert, 

2002; Baron and Henry, 2010; Nagy et al., 2010). From the literature review, it was 

evident that there is no generally accepted notion of what an entrepreneur is. Hence, a 

short discussion is presented at the beginning of the theoretical framework, stressing the 

conflicting literature regarding entrepreneurs.  

 

The entrepreneurial process which is a critical aspect to understand before continuing to 

the entrepreneurial exit has been described. This term describes several processes, all 

ranging from the start-up processes to harvesting from the business (DeTienne, 2010). 

Within the entrepreneurial process, there are four typical phases which are being 

presented: conception, gestation, infancy, and the adolescence phase (Reynolds and 

White, 1997). We have chosen to present these processes since it can be beneficial to 

understand these before continuing to the last part of the process which is the most 

important to grasp to understand this thesis’ main aim. Other important perspectives on 

the entrepreneurial process have been analyzed as well, just to get a more complete 

picture of the entrepreneurial process, and not only looking at it from one side. Steinmetz 

(1969) explains the entrepreneurial processes through managerial roles and phases which 

needs to be fulfilled before a firm can move on to the next phase.  

 

The life cycle approach, as presented by WEF (2014), offers a holistic approach to the 

startup process. This framework shows a very general notion of how a business venture 

is launched and then upscaled. As mentioned, this approach is very general in the way it 

is presented since startups and their processes can vary quite much between each other. 

This theory is not groundbreaking in any way, however, it still complements the theories 

presented earlier. 

 

Continuing, the entrepreneurial exit is the last phase within the entrepreneurial process. 

As explained by Peters (2009), the exit stage of a business venture is the least understood 

side of entrepreneurship. In the field on entrepreneurship, there is not a clear definition 

of what the entrepreneurial exit entails, and whether it encompasses both the entrepreneur 

and the entrepreneurial firm, or only one of them (Wennberg, 2010). However, a 

definition by DeTienne (2010, p. 203), is still applied and the most punctual definition 

according to us:  
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“The process by which the founders of a privately owned firm leave the firm they helped 

to create, thereby removing themselves from primary ownership and decision since it 

possibly could include both the continuation or dissolution of the firm, or the 

entrepreneur making a strategic decision because a better opportunity came up or he/she 

just simply wishes to retire.”  (DeTienne, 2010, p. 203). 

 

Birley and Westhead (1993), were one of the first to study entrepreneurial exits. They 

found out from their study that an exit can be made through five different paths: sale to 

an independent party (private sale), sale to another business (merger and acquisition), sale 

to management and employees (management or employee buyout), public quotation 

(IPO) and liquidation. DeTienne and Cardon (2010) later added to this research, the risk 

and reward of the exit path. The exit path chosen by the entrepreneur is very important 

since it provides with different complexity and level of potential engagement from the 

entrepreneur. 

 

Within the research on exit triggers, DeTienne and Cardon (2010) are the ones on the 

foremost. They were the first ones to investigate the relationship between intentions and 

exit. They viewed the entrepreneurial exit as voluntary and therefore do they think that 

studying the intentions for exit is critical. Studying the intentions is crucial since they will 

define the entire entrepreneurial exit (DeTienne and Cardon, 2012). Another aspect which 

is stressed by DeTienne (2010), is that the entrepreneurial exit should always be 

considered in each phase of the entrepreneurial process, even if the exit is not topical.  
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3. THEORETICAL FRAMEWORK 

The aim of this chapter is to give a comprehensive overview of the previous literature that 

has been closely examined for this study. Theories and concepts which are of relevance 

for the thesis are presented. Then, previous research which has been conducted on exit 

strategies are reviewed. The chapter ends with a final conceptual framework, aimed to 

ease the understanding of the different perspectives presented. 

 

3.1 The Entrepreneurial Process  

Entrepreneurs play a crucial role in today’s society. Economic tasks such as creating new 

organizations, increasing employment and discover new production processes are typical 

processes which are being carried out by entrepreneurs. Researchers are still exploring 

the fundamental role of entrepreneurs and their position in market processes (Brenkert, 

2002). Entrepreneurship is as explained a very dynamic role which holds creative tasks 

and brings together capital, knowledge of business, and finally, labor. While 

entrepreneurship has been expressed as one of the most important factors for economic 

development, there is still disagreement among researchers about its relation to this notion 

(Hannafey, 2003, p. 99). Even as entrepreneurship is one of the research areas with the 

most development during the last years, both in the economy, management, and finance 

(Baron and Henry, 2010), there is still discussion about what entrepreneurs are, and what 

they are exactly doing. Nagy et al. (2010) also explain in their work that the notion of 

entrepreneurship is not clear and within the current literature there is quite some 

disagreement about this term. Also discussed in their work is that there is no unanimously 

accepted definition of the entrepreneur or the entrepreneurial process. Carree and Thurik 

(2005) argue as well that entrepreneurship is a multidimensional term that is very hard to 

describe, thus making it tough to measure the entrepreneurial activities and their concrete 

impact over the economic performance.  Nevertheless, researchers do agree over their 

importance in the economy. However, even if there is no unified definition of an 

entrepreneur, it could be argued that in a market economy, an entrepreneur is an economic 

agent which has an active and innovative behavior, who takes financial risks to develop 

new projects (Rusu et al., 2012).  

 

The entrepreneur’s innovative behavior weighs heavily in their practice and problem-

solving. It has been argued that the personal entrepreneurial skills are something that 

cannot be taught in the classroom or transmitted easily between each other, instead, this 

knowledge is something that is learned and accumulated from training and experience 

(Simon, 1984). Thus, it is presented by Simon (1984) that the entrepreneur’s behavior has 

a connection to the entrepreneurial process itself. Though, the connection between these 

two ideas has never been fully explained: “From such a broad paradigmatic perspective 

there is a need to develop particular theoretical approaches that will explain 

entrepreneurial behavior and the entrepreneurial process.”. (Chell, 2007, p. 

15).  Nevertheless, the entrepreneurial process itself is a very important term to 

understand to be able to grasp the entrepreneurial exit, since it covers not only the 

entrepreneurial exit but also the startup and surrounding processes.  

 

As may be understood, “entrepreneurial process” is a term which describes several 

processes, all ranging from start-up processes to harvesting the business. Though, most 

of these processes have focused on the earlier stages of the whole entrepreneurial process 

(DeTienne, 2010). As discussed in Reynolds and White (1997) research, there are four 
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distinct phases of the entrepreneurial process: conception (the entire population). 

gestation (“nascent entrepreneurs”), infancy (fledgling new firms), and adolescence 

(establishing new firms). Korunka et al. (2003) refers to the entrepreneurial process as 

beginning with nascent entrepreneurs and ending with the creation of the new business. 

Another view on the entrepreneurial process: “All the functions, activities, and actions 

associated with the perceiving of opportunities and the creation of organizations to pursue 

them” (Bygrave and Hofer, 1991, p. 14). Many authors within entrepreneurship research 

argue that the entrepreneurial process is complete when the new business venture is 

created. However, DeTienne (2010, p. 203) argues that the entrepreneurial process does 

not end with the creation of the new business, instead the entrepreneurial exit is the last 

step within the process. However, to understand the exit stage of the process, an overview 

of the whole entrepreneurial process needs to be gathered. During the last years of 

research within the entrepreneurial process, a significant amount of knowledge has been 

collected, such as: investigation of opportunity identification processes (Ardichvili et al., 

2003), team formation processes (Clarysse and Moray, 2004), start-up processes 

(Korunka et al., 2003), exploitation processes (Choi and Shepherd, 2004), and also 

financing processes (Shane and Cable, 2002).  

 

The term “process” can be described as a function depending on several actions or 

operations conducted to an end (Gove 1986, p. 937). This means that the perspectives 

presented above are only concerned with the actions leading to the new business being 

created, and the ending is the creation of the business itself. However, there are 

contrarious perspectives which suggest that the entrepreneurial process involves more 

than only the venture creation. Baron and Ward (2004) explain that the entrepreneurial 

process includes other activities such as discovering opportunities and solving 

unexpected problems while managing the new business. Another perspective proposes 

that the process includes: idea generation, idea screening, procuring necessary resources, 

proving the business model, rollout, renewal and growth, rollout, and lastly decline 

(Brockner et al., 2004). 

 

3.2 The Phases of the Entrepreneurial Process  

Cardon et al. (2005), proposes an original model which examines the different stages in 

the entrepreneurial process. Their ambition with this model is to give a better 

understanding of the above-mentioned processes, such as the opportunity search and 

recognition, but also the early business development. This model includes all the stages 

of the entrepreneurial process, as well as a glimpse into the entrepreneurial exit. It drives 

on relational metaphors between entrepreneurship and nurturing a child. Cardon (2005) 

argues that a parenting metaphor where stages such as conception and nurturing are 

compared to nascent entrepreneurship, where the parent is the entrepreneur and the baby 

is the new venture. Though the analogy made to parenting will not be in focus during this 

section, instead, it will be as a guideline for presenting each stage of the entrepreneurial 

process. This model has been further discussed by DeTienne (2010), where the model has 

been developed further and adds the entrepreneurial exit to it. Metaphors can assist in 

helping people to more easily grasp theoretical models, by using familiarizing settings 

and connecting the specific model to that familiar situation. By doing so, inductive 

reasoning can be facilitated (Walsh, 1995). Therefore, this model has been selected to 

explain the entirety of the entrepreneurial process in a clear way. This framework also 

presents each phase in a logical and structured way and can be understood by everyone 

who reads it. 
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The first phase in the entrepreneurial process as described by Cardon et al. (2005), is the 

conception phase. During this phase the entrepreneur begins to think about the idea of 

creating a new business, identifying opportunities, and making decisions about allocating 

resources such as time and money into it. As with pregnancy, for a child to be birth, it 

must first be conceived. Most often do individuals adopt a systematic search process when 

in this stage, either by chance or by being pushed into entrepreneurship. Key activities 

and features for this stage is a commitment to the new venture, acquisition of resources 

and seeking advice from experts. To compare with the presented model, for a business 

venture to be launched, a potential entrepreneur needs to allocate time and money to the 

idea of creating a viable business. For the entrepreneur to launch a business, the idea of a 

business needs to be attractive enough for it to be commenced. When the idea feels 

attractive enough, the entrepreneur enters the second phase of the entrepreneurial process 

(Cardon, 2005). 

 

Cardon (2005) further argues that the second phase is the Gestation phase. Both in a 

childbearing and entrepreneurial perspective, resources need to be gathered for the 

child/business to be developed and then to grow in a beneficial climate during its nascent 

form. It is during this phase that the entrepreneur begins with startup activities: naming 

the new venture, selecting a site, obtaining investments, developing marketing 

arrangements, etc. Depending on the entrepreneur’s behavior, the willingness to seek 

advice from experts can differ. Entrepreneurs vary in the amount of support they seek 

from others (Cromie and Birley, 1992). An example of this would be an entrepreneur who 

has decided to launch a company, but before this can be done, resources such as capital 

and knowledge need to be acquired. Capital can be gathered through investors, and 

knowledge can be collected from other entrepreneurs or advisors and consultants. The 

gestation phase concludes with the birth of the new venture, which of course requires 

significant effort from the entrepreneur. With the ending of this period a phase shift 

emerges (Cardon et al., 2005). 

 

Cardon (2005) argues that the third phase, infancy, is the first postemergence phase after 

the venture has been launched. This phase is referred to as “fledgling new firm” by 

Reynolds and White (1997). Though, during this phase, the new venture is still very 

vulnerable and requires nurturance from the entrepreneur. There are many threats that are 

presented during this phase, such as overly attached to the new venture. Subsequently, 

this can lead to the entrepreneur overlooking many important aspects of the venture. For 

example feedback from others becoming too personal for the entrepreneur, entrepreneur’s 

own needs are neglected for the business venture’s needs, and the scrutinizing of the 

business idea is not done carefully enough. “In this newborn stage, there are greater 

threats to the ability to reach full maturity” (Cardon et al., 2005, p. 32). Limited resources 

in knowledge, networks, customer relationships, and financing are all examples of 

processes which are typical during this stage. It is also described that during this stage, 

the new venture is a subject to both newness and smallness (Aldrich and Auster, 1986). 

It is as well concluded by Aldrich and Auster (1986) that even when all the elements of 

special care to the new venture is implemented, the success of the business venture is not 

guaranteed.  

 

Reynolds and White (1997) state in their research that as the business venture matures 

and it becomes steadier, legitimacy becomes more evident and the firm enters a phase 

which can be referred to as the adolescence phase. The primary process during this stage 
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is the growth of the company. However typical notions for this stage in the entrepreneurial 

process is: the increasing independence of the new business venture, the development of 

both simple and more complex routines for the entity, and the entrepreneur is most likely 

less involved with the more daily routines and decision making (Cardon et al., 2005). The 

simple routines take over the entrepreneurial action for repeated tasks. As explained by 

Lynall et al. (2003), the businesses during this stage do as well become more formalized 

institutions, and a clear structure is apparent. The institutionalization of procedures and 

rules is a fact too. According to Bamford et al. (2004), the focus is in growth in sales, 

market share, employees and/or resource acquisition during this phase. It is evident that 

during this phase the entrepreneur starts to slowly allocate control and management to 

others, managers are being hired and other cultures are being presented to the venture.  

 

Cardon (2005) argues that after the adolescent phase, reaches the firm a maturity phase. 

Typical for this phase is the transition to professional managers or also the separation 

between the venture and the founding entrepreneur through the sale of the firm. This is 

most likely a sign of the business prospecting, and it also exhibits that the entrepreneur 

who launched the venture prospects as well. Evidently, the entrepreneur can of course 

still be a part of the business and remain as a chief executive officer, or also on the board 

of directors. During this stage, the company will have become independent and reached 

a level where formalization and control will be the new standard (Lester et al., 2003). 

There is only a smaller percentage of growth firms that will reach this maturity with the 

founding entrepreneur (Haveman and Khaire, 2004). Bankruptcy is very unlikely in a 

mature firm and as well during this specific phase of the entrepreneurial process (Allman, 

1993). Some entrepreneurs enjoy launching a new business but maybe not managing 

them, therefore the last phase will be presented. 

 

Lastly, the exit stage of the entrepreneurial process or also called the adoption and foster 

care phase. During this stage, the founders of a privately held firm remove themselves 

from the business venture, this is an important part of the entrepreneurial process and can 

depend on several reasons. Most noticeably is the unwillingness or inability to continue 

to nurture the business (Cardon et al., 2005). Another reason can be that the entrepreneur 

willingly hands over the business venture through a sale to new owners. The willingness 

to do this can relate to the desire to harvest from their venture, liquidity needs, retirement, 

or even death (Allman, 1993). This phase is of utmost importance for this thesis it is this 

phase that is the last one and in which the presented company is situated. Understanding 

the factors for why entrepreneurs exit is essential for this thesis. 

 

3.3 Other Perspectives on the Entrepreneurial Process  

While the presented framework by Cardon et al. (2005) is one of the most relevant 

theories for this work, there are as well other theories which support this thesis as well. 

The earlier theories which describe the evolution of entrepreneurial firms, laying the 

foundation for today’s theories of startups usually takes the point of view of the 

entrepreneur. Steinmetz (1969) focuses on the evolution of managerial roles and 

describes three phases of an entrepreneurial firm. Where the problems encountered 

follows a pattern and to be able to proceed to the next stage, the manager must solve the 

problems encountered in each stage to not go out of business. The author argues this to 

be the direct and only consequence of not solving these problems. The phases are based 

on the typical growth pattern of an entrepreneurial firm, characterized by an S-shape, 

which still is used in today’s theories on startup life cycles (Picken, 2017). In this growth 
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curve, according to Steinmetz (1969), the three critical stages are Stage 1, the direct 

supervision stage of growth. Stage 2, the supervised supervision stage. Stage 3, the direct 

control stage. Even though the context has changed, the graph of the growth pattern and 

the stages presented built the foundation for today's theories. Similar to Steinmetz (1969), 

Kroeger (1974) highlighted the managerial functions and roles in the different stages of 

the entrepreneurial firm. Kroeger (1974) argues that the limitations to growth are directly 

related to management capability. Much alike Kroeger (1974) and Steinmetz (1969) state 

in their theories that the difficulties lie within the rapid growth of the company, Hofer and 

Charan (1984) argues that the challenges confronting rapid-growth firms are to establish 

the offering, establish a solid foundation and position itself for rapid scaling. Hence, the 

scope and complexity of the challenges faced by the founding team increases.  

 

Another perspective on the entrepreneurial process is a life cycle approach for fostering 

innovation-driven entrepreneurship is a framework and a holistic approach to the startup 

process. The World Economic Forum (2014) identifies three main stages of the startup 

creation: stand-up, startup and scale up. This theory is quite general in how it is presented, 

the reason for this is because the sequence of activities and stages can vary quite much 

between different startups. Stand-up: consists of the individuals who will be starting a 

business venture and are inspired to do it and become entrepreneurs. Next phase, Startup: 

focuses on concept development and implementation of a business model. Securing 

financial aid and human resources are also important aspects of this phase. In the last step, 

Scale-up: all resources are allocated to expanding the business. The exit of the company 

can happen in conjunction with the startup or the scale-up (World Economic Forum, 

2014). The presented framework is quite modern and research on this newly developed 

framework is still quite limited, however, since this framework has been presented by the 

World Economic Forum it is considered a very reliable source. This framework can still 

be connected to the entrepreneurial process by comparing the stand-up phase to the 

preemergence phase in the entrepreneurial process discussed by Cardon et al. (2005). 

During the stand-up phase, the innovators decide to start a company or join an innovative 

venture. Which can be compared to the conception and gestation phase in the 

entrepreneurial phase, where the nascent entrepreneurship begins to think about 

launching a new business. The startup phase can be compared to the infancy and 

adolescence phase, where the focus is the emergence of the venture and growth. Lastly, 

the scale-up in comparison to maturity and adoption/foster care has the focal point of 

expanding the business and becoming more independent. However, something which is 

not mentioned that much in the life cycle approach is the exit strategy. This is a weakness 

of this theory, though, it still complements quite well to the phases of the entrepreneurial 

processes presented by Cardon et al. (2005). As mentioned by Wennberg and DeTienne 

(2014), there are two research streams regarding exits of firms, a perspective of an 

individual level and one on a firm level. However, for this thesis, only the firm level is 

focused on. 

 

The Lean Startup Methodology has been seen as one of the most noted within scientific 

methodologies to be applied to startups after the previous definition. Ries (2011), the 

founder of the methodology, describes that the Lean Startup Methodology emphasizes 

the experimentation above elaborate planning. Furthermore, the theory highlights the 

need to eliminate uncertainty which is the biggest risk factor for a startup. This is done 

by reviewing the way an entrepreneur designs the product. 
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Picken (2017) argues in his research that the Lean Startup Methodology is correct in the 

way that it undeniably is important to have a viable business concept in the beginning. 

However, the period of transition where the founders need to establish a solid ground to 

be able to scale its business is not covered by the Lean Startup Methodology. In the view 

of Picken (2017) who bases his theory partly on the Lean Startup Method, the Lean 

Startup Methodology is an important first step to get started. Picken (2017) argues that 

the entrepreneurial innovation process proceeds through the four following stages: 

Startup, Transition, Scaling and Exit. The boundaries between the stages are frequently 

overlapping, however, they are defined by the challenges faced by the founding team. 

Picken (2017) states that in the first stage, the startup phase, the challenge for the 

entrepreneur is to define and validate the business concept, i.e. the market opportunity, 

the offering, the business model and the go-to-market strategy needed to deliver the 

product to the customer at a profit. The first stage is in accordance with the Lean Startup 

Method theory. The second phase, the transition phase, begins when the new firm gaining 

traction in the marketplace. This phase represents a bridge between the informality of the 

startup and the structured form required for the rapid scaling of the company. The 

challenges for the entrepreneur are to complete the development of the offering, establish 

a solid foundation and to position the firm for rapid scaling. In the scaling phase, which 

is the third phase, Picken (2017) argues that the entrepreneur must add significant 

resources, leverage processes and partnerships to grow the framework of the business 

concept. The objective of this phase is rapid growth in order to achieve competitive scale 

and establish sustainable market leadership. The fourth phase, which Picken (2017) refers 

to as the exit phase, comes at a point where it is required, to harvest the value accumulated 

by the venture. The exit phase usually consists of an exit through an IPO, private sale, or 

M&A. In his research, Picken (2017) presents a figure where the basis is the classical S-

shape, with time on the x-axis and sales on the y-axis. On the S-shaped line, which is the 

function of the time and sales, the different cycles are marked out on this line. This 

illustrates how much sales increases with time, and especially the exponential growth. 

The startup phase is marked out early in time, with low or no sales, as the business concept 

is defined and validated. The transition phase is thereafter marked as time goes and sales 

increase a little, and the growth of the company starts to accelerate. In this phase, the 

foundation for a scalable business is laid. The scaling phase is marked after the transition 

phase, as the growth is exponential, and the curve is steep. The resources are added, and 

the enterprise is then scaled. The exit phase is then marked, as the line flattens out on the 

“top of the S”, where sales have stopped and time goes, and Picken (2017) argues it to be 

time to exit the venture through IPO, private sale or through M&A.  

 

We find it relevant to keep the view of the growth curve in mind when looking to 

investigate the exit strategy on the presented company. In the research stream found in 

the theories on the lifecycle of the startup, the different cycles are named differently and 

there are different perspectives on what they mean in detail, but consistent throughout is 

that an exit in some way is relevant for founders of all startups. 

 

3.4 The Entrepreneurial Exit   

Since in this case, the management of MedTech AB, will be conducting an exit, it is 

important to understand what the entrepreneurial exit will entail. As mentioned by Peters 

(2009), exits are the least understood side of entrepreneurship and investing. Very little 

knowledge in the area of exits has been written, most of the research within this topic is 

usually focused on starting, financing and growing a company. In the research field of 
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entrepreneurship, there are a few definitions of what an “exit” actually is. There has been 

slight disorientation regarding whether research on exit handles the exit of the founding 

entrepreneur or the exit of the firm they operate (Davidsson and Wiklund, 2001). The 

definitions are based on different assumptions such as individual willingness to exit and 

degree of rationality (Wennberg and DeTienne, 2014 p. 7). An entrepreneur can either 

exit a firm individually and the firm continues its operations, or the firm and the 

entrepreneur both exit the firm simultaneously (Wennberg, 2010). Some scholars have 

defined an exit as the decision of an individual to leave self-employment (Evans and 

Leighton 1989; Van Praag 2003). Moreover, it has been defined as the exit of a firm from 

a particular market (Mitchell, 1994), a definition that has focused on the firm instead of 

the entrepreneur. However, none of them have taken in mind the typical behavior of 

entrepreneurs such as the phenomenon of portfolio entrepreneurs or serial entrepreneurs. 

That is when an entrepreneur is running several firms simultaneously and moving from 

one firm to another firm (Westhead, 2005, p. 110). We have however chosen to apply 

DeTienne’s (2014) definition of the entrepreneurial exit:  

 

“The process by which the founders of a privately owned firm leave the firm they helped 

to create, thereby removing themselves from primary ownership and decision since it 

possibly could include both the continuation or dissolution of the firm, or the 

entrepreneur making a strategic decision because a better opportunity came up or he/she 

just simply wishes to retire.”  (DeTienne, 2010, p. 203).  

 

We believe it to be the most appropriate conceptualization since it does not mention the 

possible factors and reasons for the entrepreneur to exit the firm. The firm, the 

entrepreneur, the management team and/or possible products or services can be directed 

in any manner with this definition, which is important for us since we do not want to 

exclude anything. This is because, in this research, we review the theories and situations 

where the management exits the firm and what kind of exit route is taken, disregarding 

what they do after exiting the firm. Furthermore, it properly reflects what the situation 

MedTech AB is facing. 

 

3.5 Exit Routes and Outcomes  

One of the first studies of entrepreneurial exit by Birley and Westhead (1993) proposed 

exit through five basic paths: sale to independent party (private sale), sale to another 

business (merger and acquisition), sale to management and employees (management or 

employee buyout), public quotation (IPO) and liquidation. A later study by Petty (1997) 

included the previous mentioned but added inheritance/transfer to family members. The 

exit path chosen by the entrepreneur is important since the different paths provide with 

different level of risk and reward, complexity, and level of potential entrepreneurial 

engagement after exit (DeTienne and Cardon, 2017 p. 355).  

 

DeTienne and Cardon (2010) used these previously mentioned exit routes and connected 

them to risk and reward. They argued that IPO and acquisition are both desirable but also 

riskier and more complex. An IPO, for example, is viewed as a way to generate funds for 

growth, thus are the entrepreneurs often retained in some capacity and are required to 

dilute their equity over a longer period of time. M&A is usually viewed as a complete 

exit strategy and the restructuring that occurs often results in the replacement of the 

entrepreneur which is associated with high risk. Family succession involves transferring 

ownership to the entrepreneur’s children and is often desirable because it can enhance the 
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value of the firm by preserving knowledge held by family members hence, it is relatively 

low risk. An independent sale is relatively low risk and a simple exit strategy where the 

entrepreneur who wants to sell their venture contacts a business broker who markets the 

business to other individuals.  

 

It is relatively low risk since the sale is “outsourced” and the entrepreneur can remain 

focused on the venture. A liquidation strategy is low risk and relatively simple as they 

might just want to dissolve their business and liquidate their assets once it has served the 

purpose for which it was designed (DeTienne and Cardon, 2010, p. 355). As explained 

by DeTienne and Cardon, merger & acquisitions is an uncertain strategy when wanting 

to exit a firm, since the restructuring of the firm. However, in the case of MedTech AB, 

it is a beneficial way to exit since it will make it possible to “cash out” fast and return the 

invested capital in MedTech AB to its investors. The goal is to commercialize on the 

product, however, because MedTech AB is so small and they need to the capital 

immediately, the need to capture capital through an acquisition.  

 

As mentioned earlier, Wennberg and DeTienne (2010) present a figure describing the 

individual and firm factor which triggers the outcomes of each level. They argue in their 

figure that at the individual level, these triggers include intentions, motivation, access to 

networks personality and entrepreneurial characteristics. At the firm level, strategic 

decisions are included, resources and capabilities, along with the size of the team and firm 

performance. These triggers in combination with the type of firm, whether if it is a 

lifestyle firm, an income replacement firm or a growth firm, lead to individual outcomes. 

These individual outcomes are, according to the authors, the ability to exit and the 

satisfaction with said exit, grief, harvest, portfolio entrepreneurship among other things. 

The outcomes for the firm include bankruptcy, closure, IPO, acquisition, independent 

sale, MBA/EBO, and family succession. Wennberg and DeTienne (2010) emphasized 

that these triggers are not all-inclusive nor mutually inclusive.  

 

Differing a little from previously mentioned triggers to various exit routes, Pisoni and 

Onetti (2018) state in their research that at the firm level of the analysis of an exit, 

researchers usually distinguish between exit routes that are either voluntary or a result of 

financial distress. These routes include mergers and acquisitions, IPO, independent sales, 

leveraged buyouts, and family succession. The most important way to exit is through a 

merger and acquisition and in the past five years there were six times as many ventures 

that were acquired as opposed to going public.   

 

We believe the last and most recent research by Pisoni and Onetti (2018) to be very 

important for this thesis along with DeTienne and Cardon (2010) since they highlight 

that: First of all, the risk and reward factors are important to consider and that the different 

exit routes do include different levels of risk and levels of profit for the entrepreneur. 

Furthermore, the willingness of the entrepreneur to exit the firm is important to consider. 

They might not want to sell their firm or list it on the market through a public quotation, 

and that might lead to a completely different exit path compared to if, all else equal, the 

exit route would be voluntary. Keeping in mind what was previously mentioned regarding 

the intentions, these different perspectives can influence the willingness to sell, the sense 

of risk and reward, and ultimately the exit path.  
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3.6 Exit Triggers  

The core topic of this study is the exit triggers of individuals and how these triggers relate 

to a group’s collective exit triggers. There are a few different perspectives on the 

intentions and reasons, also called triggers, as to why an entrepreneur would choose to 

exit the firm which has been created. For high-growth ventures, the exit is considered to 

be the ultimate goal of building a profitable venture. A central part of the new venture 

value creation efforts hinges on the ability to harvest that value at some point in the future 

(Holmberg, 1991, p. 203). The exit represents a financial harvest strategy, sometimes 

planned and sometimes not, which a firm or a startup can enter during its lifecycle. A 

startup is defined as a temporary organization designed to search for a repeatable and 

scalable business model (Blank and Dorf, 2012). Within this definition, a startup can be 

a new company or a new division or business unit in an existing company.  

 

The exit itself needs to be considered as an important aspect of firm creation (Pisoni and 

Onetti, 2018, p. 28). However, in a big part of the previous research conducted on the 

subject of entrepreneurial exit, it has been seen as a failure, since the entrepreneur could 

not continue its business. Another perspective on the reasons to entrepreneurial exit, and 

how it may affect the outcome was provided by DeTienne and Cardon (2010), who in 

stark contrast to previous work, focuses on the decisions that entrepreneurs make to leave 

their organization while it may continue operations, while previous work often has 

focused on a complete exit for both the entrepreneur and the firm. They were the first to 

investigate the relationship between intentions and exit. Their results indicate that 

entrepreneurs intend to pursue different exit paths based on previous entrepreneurial 

experience. They combined views of two theories, the threshold theory and the theory of 

planned behavior. Some authors writing on threshold theory (Yong and Ho, 2006; Cliff, 

1998; and Gimeno, 1997) argue that what drives firm survival is not the absolute level of 

performance of the firm, but rather firm economic performance compared with the 

entrepreneur’s performance threshold. Accordingly, entrepreneurs are likely to have 

different thresholds regarding the exit decision (DeTienne and Cardon, 2010, p. 356). 

Regarding the theory of planned behavior: focus on the intentions to exit in specific ways, 

this theory argues that human behavior is under control of the actor, and their behavior 

can be accurately predicted by understanding its intentions to perform the behavior (Ajzen 

and Fishbein, 1980). Factors such as industry experience, age, and education level were 

factors considered to affect the path of the exit (Detienne and Cardon, 2010, p. 351). In 

their research, DeTienne and Cardon (2010) provided preliminary evidence in support of 

the threshold theory. More specifically, the intended exit path of the entrepreneur is 

driven by factors other than firm performance. Combining these two perspectives, 

DeTienne and Cardon (2010) viewed exit as a voluntary choice, the entrepreneur either 

advances or exits the firm based on a comparison of actual firm performance with own 

threshold of performance, impacted by several factors such as experience, education, and 

age. These factors will influence the thresholds that entrepreneurs have for their ventures 

and consequently their exit strategies.  

 

Based on their previous research DeTienne and Cardon (2012) argued for the importance 

of studying the exit intentions of the entrepreneur since it very much can affect the 

outcome of the exit. This intention can be connected to the very motivation for starting 

their business. As previously mentioned, they found that the characteristics of the 

entrepreneur such as age, education, etc., affected the exit intentions as well. Furthermore, 

while the relationship between intentions and the actual exits may be highly correlated, it 
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might not be a straight linear relationship but rather a relationship where many contextual 

factors shape the final outcome (Wennberg and DeTienne, 2014 p. 6).   

 

Wennberg (2010) presents another point of view on the reasons as to why an entrepreneur 

or the owners would exit the management of their firm. He argues that there are two views 

on why an entrepreneur exits a venture, and these views are linked to two competing 

theoretical perspectives. The views are that the exit can be viewed as both a career choice 

and also a liquidation of financial investment, but also a voluntary and/or involuntary 

choice (Van Praag, 2003). The reasons as to why an entrepreneur or management of a 

firm chooses to exit a firm are linked to the expected utility framework and the prospect 

theory (Wennberg, 2010 p. 7). According to Becker’s (1964) utility framework, the 

individual attempts to maximize the return of its human capital through a series of choices 

in his/her life. The choice between working for someone else, and entrepreneurship, i.e. 

employment vs self-employment is a reflection of these choices. Current research on exit 

strategies mainly has the utility framework as a base (Van Praag, 2003). In contrast to 

this, Shefrin and Statman (1985) research investment liquidation based on prospect 

theory. They concluded that liquidation is not always based on attempts to maximize the 

return on human capital, i.e. utility, but instead to financial gains and losses. In their 

research, they argue that patterns of gains and losses are by the investor operating under 

uncertainty, examined under a reference point. Which in the case of entrepreneurial exit 

is relevant since a venture/startup is, in fact, an investment. They argue that although their 

research is focused on behavioral finance (stocks and mutual funds) there is a general 

tendency to treat sunk costs as relevant although they are in fact, sunk. E.g. how owners 

and managers continue to operate losing ventures in the hope that a recovery will take 

place (Shefrin and Statman, 1995 p. 790). Based on these theories, Wennberg (2010) 

argues that this notion of reference points is valuable for the entrepreneurial exit decision 

since it states that the utility loss for realizing a loss of a certain size is greater than 

realizing a gain for the same size. They argue that this explains why the exit decisions 

might be differently related to the financial performance of the firm. 

 

The third point of view presented by Detienne (2010) is that in every stage of the 

entrepreneurial process, the exit option should be considered, and at every stage, there 

are different reasons as for why the entrepreneur would exit the firm. At the first stage, 

an entrepreneur could make the decision to simply terminate the new venture simply due 

to being presented with alternative options, but also the realization that the service already 

exists or due to lack of external support. At the second stage, the exit could also be due 

to alternative forces. At the second stage, DeTienne (2010) divides the reasons to exit 

into normative (the perception of family and friends’ expectations on the venture), 

calculative (the chance to achieve the goal set) and alternative forces (other opportunities 

enticing the entrepreneur to simply leave). At the third phase, the founder develops an 

increasing psychological attachment, and they may become more and more involved in it 

to the point where they see it as part of their personality and “personal brand”. Thus, they 

are less likely to develop an exit strategy. However, the reason for the growth in this 

phase, the founder may desire an exit rather than being a manager as the firm grows and 

the founder’s equity in the firm is more diluted. In these situations, a forced exit could be 

a reason. At the fourth and last phase, the owner will exit the firm one way or another. 

The reasons could be retirement, harvesting the investment, or even death (DeTienne, 

2010 p. 212). 
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While these theoretical perspectives differ from each other, they are all relevant for our 

thesis. These three perspectives present different intentions for an entrepreneur to exit 

their company and how that may affect the exit route. We believe that there is no crystal 

clear and right way, since the exit of a group, as in our case, is very complex. For example, 

both firm performance and the threshold for the entrepreneur might be important at every 

stage of the process. Hence, every perspective is important to keep in mind, and not to 

exclude any of them.  

 

3.7 Conceptual Model  

We have developed a conceptual model to illustrate our interpretation of the theories 

covered and how they influenced, which can be found in figure 1. We deem the 

construction of a conceptual model useful to help compare our study with the previous 

research on the subject and to get an overview of prior research. That is if the triggers for 

an exit are the same for a group or for an individual, single owner.  The conceptual model 

presented has been derived from the work of prior research, and the act of reflecting on 

reading the literature. We have conducted this conceptual framework to model the 

relationship between theories, and to show the theoretical links between the research 

conducted on the subject of what triggers the management exit. It is presented to ease the 

understanding and clearly map the theories which form the basis of this study.  

 

In our model, under the heading: intentions/reasons to exit, we have presented the 

different perspectives presented by previous research and what underlying theory the 

perspective is based upon. There are two main perspectives as to why an owner chooses 

to exit its firm it has created. These two rests on the shoulders of different underlying 

theories. In our thesis, as previously mentioned, we aim to see and to test whether these 

triggers also trigger the exit of a group, which has not been researched yet. 

 

In the model presented below, the perspectives on why an exit is conducted are presented. 

One of these perspectives why an entrepreneur chooses to exit the firm, presented by 

Wennberg (2010) is based on the utility framework theory and the prospect theory which 

is shown in the conceptual framework through an arrow from the utility framework and 

prospect theory. Wennberg (2010) argues that the exit is triggered by either the financial 

performance of the firm or a career choice by the entrepreneur, which is presented in the 

conceptual framework. The main factors, according to this perspective are utility and 

reference points affecting the choice of the entrepreneur which are listed under the 

reasons to exit for the perspective in the framework.  

 

The other perspective regarding the reasons to exit is presented in a box under the 

perspective previously discussed. This perspective is presented by DeTienne and Cardon 

(2010) and summarized in the box labeled “other factors than firm performance”. They 

based their research on the threshold theory and the theory of planned behavior and 

arrived at the theory that entrepreneurs intend to pursue different exit paths based on 

factors such as previous entrepreneurial experience, age, which in turn affect the threshold 

of the entrepreneur. Therefore, the box with the threshold theory with an arrow pointing 

to the perspective is there to clarify that these theories were the foundation of the 

presented perspective. 

 

A third perspective on the intentions and reasons to exit was presented by DeTienne 

(2010) who argues that the exit should be considered at every stage of the entrepreneurial 
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process, which builds on the previously mentioned research of DeTienne and Cardon 

(2010). This is illustrated in the theoretical framework through an arrow from the 

perspective labeled “other factors than financial performance” to “exit to be considered 

at every stage”.  

 

From the box labeled “exit”, representing the voluntary or involuntary exit of the 

entrepreneur, based on the previously mentioned reasons/triggers to exit, there is an arrow 

to a box labeled “exit routes”. This box represents the different exit routes, and which one 

is chosen is affected by the intentions to exit of the entrepreneur, on both the firm level 

and an individual level (DeTienne, 2010; Wennberg, 2010). They are summarized and 

presented in the order of the risk/reward assigned to them, presented by DeTienne and 

Cardon (2010).  
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Figure 1 - Conceptual model of exit triggers and exit routes.  



 

26 
 

4. PRACTICAL METHOD 

4.1 Research Approach  

There are two main research approaches, a deductive approach, and an inductive 

approach. The traditional view on a deductive approach, explains that is often used with 

quantitative data, such as numbers. Whilst an inductive approach is often used with 

qualitative data which is narrative. While this traditional view can be accurate in general, 

it is not always the case. This view does not describe accurately the different approaches 

in practice (Hyde, 2000).  

 

The deductive approach starts with creating a theoretical model which is then tested 

through empirical observations. It can, therefore, be described as going from the general 

point of view to a narrow perspective (Collis and Hussey, 2014). Or as also described by 

Hyde (2000), describing the general characteristics of a population, and ignoring the 

specific details of the element studied. A theory testing process which begins with an 

established notion or generalization that is tested on a specific population, and sees if it 

applies (Hyde, 2000).  

A hypothesis is created to test the already established theory (Collis and Hussey, 2014).  

A deductive approach follows a very logic sequence, where the created hypothesis is 

tested with empirical analysis (Bryman and Bell, 2011). 

 

The inductive approach starts with observations and findings of specific instances from 

the real world, and then generalizations and theory building are sought to be established 

from these observations. The generalizations made are of course made about the specific 

notion under investigation (Hyde, 2000). Instead of going from the general to a narrow 

perspective, the inductive approach goes from the narrow point of view to the general 

perspective. It can, therefore, compare as the reverse method from the deductive 

approach. The theory is, therefore, a result from the research, and this method is often 

used with a qualitative research method (Collis and Hussey, 2014).  

 

In the case of this thesis, an inductive method has been most beneficial. The reason for 

this is since most of the data which has been collected is qualitative, and regarding the 

traditional view, qualitative data is optimal with an inductive method. However, if not 

only weighing the choice on traditional views, an inductive approach is also the preferred 

way in our case, since we want to investigate specific observations taken from a real-life 

example. Then generalizations from this specific setting and MedTech AB can possibly 

be applied onto a population. A specific location has been studied, and from the 

observations made a general theory can be presented, and no hypothesis testing has been 

made. Current theory has been used when building a research question and purpose, 

however, the aim of the work is to further deepen the knowledge within this research 

stream with a new theory. 

 

4.2 Data Collection 

When collecting primary data there are mainly two different categories of data: primary 

and secondary. Primary data is information which has been gathered specifically for the 

study at hand. It is originally gathered sources, examples of these can be interviews, 

questionnaire surveys, experiments, etc. I.e. the primary data has not been collected for 

anyone any other purpose than to find the answer to the specific research conducted 
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(Saunders et al, 2012).  It uses procedures that fit the research problem best. On every 

occasion that primary data is collected, new data is added to the existing database of social 

knowledge. When this material is further used by the research community, it is called 

secondary data (Hox and Boeije, 2005 p. 593). However, secondary data does not always 

have to be specifically gathered for research purposes. It can also be information which 

previously has been gathered for other reasons than for the specific study at hand. 

Examples of secondary data could be internal records, annual reports databases, and 

publications (Collis and Hussey, 2014, p. 59). Both qualitative and quantitative data can 

be primary and/or secondary data. 

 

We find it important to highlight the possible disadvantages of relying too much on 

secondary data. It could be considered as a disadvantage that the secondary data set stems 

from previous research, and it should be considered that that information is gathered for 

a specific purpose. Hence, it is analyzed in the light of the said purpose of collecting the 

data. Therefore, how well the choices and limitations of the original study fit the current 

research problem is a matter of judgment for the person using the data. However, the big 

advantage of secondary data is that the research has already been constructed, collected, 

interpreted and analyzed, making it easy to obtain (Hox and Boeije, 2005). 

 

For the research question to be answered for this specific case study, primary data needs 

to be gathered from the company. The secondary data which is available is not enough to 

answer the purpose of this thesis. After considering several data collection methods, it 

was clear that interviews were the most beneficial way to gather primary data for this 

report. Additionally, documents and annual reports have as well been collected to get 

another perspective on the issue at hand.  

 

According to Collis and Hussey (2014), there are mainly two different ways to gather 

data. Firstly, quantitative data is gathered in numerical form and is associated with 

positivism. Qualitative data is gathered in nominal form, which means it is named, this 

method is mostly associated with interpretivism.  However, the data in a positivist study 

can still be qualitative, and the data in an interpretivist study can be quantitative. Though, 

if quantitative data have been collected for an interpretivist study, it will most probably 

not be analyzed statistically. For an interpretivist study, there is a focus on rich data, 

depth, and quality in the topic.  

 

When collecting data through qualitative interviews, with an intended research question 

already in mind, the interviews can be either structured, semi-structured or unstructured. 

The choice between these types of interviews depends on the goal with the data collection 

and type of questions asked (Saunders et al., 2012; Bryman and Bell, 2011).  

 

The structured interview, with questions that can be standardized and multiplied to more 

than one interview, is usually used when the purpose is to generalize over a population. 

Generalizability is a term within business research which explains to what extent the 

research findings can be extended to other examples. Most often researchers try to 

generalize to a population or another setting. In a positivist study, the researchers take a 

small sample from the entire population and then are characteristics sought after in the 

sample which can be found in the population as well. In an interpretivist study, 

researchers try to generalize from one setting to another. Models, frameworks, or also 

theories that have been generated in an environment can be applied in other environments 

(Collis and Hussey, 2014, p. 54). 



 

28 
 

 

In contrast to the structured, the unstructured interview is to be used when the goal is to 

thoroughly understand the perspective of the person or event which is investigated. A 

semi-structured interview is a mix between the two previously mentioned perspectives, 

where a structure is prepared beforehand but the interviewer has room to ask a follow-up 

question to further understand the situation from the perspective of the interviewee 

(Bryman and Bell, 2011). 

 

In this thesis, we chose to conduct a semi-structured interview. As this thesis does not try 

to generalize anything to a bigger population, the interpretivist approach is the most 

suitable for this case, as is the semi-structured interview. In the most optimal case, the 

resulting findings can be applied to other situations. Or a generalization from this study 

can be made on other settings which are closely resembled. We have used the semi-

structured interview, and this is due to the research question and the purpose of this thesis, 

which is to gain a deeper understanding of why the founding management team chooses 

to exit management of their firm. There are various themes and concepts we wish to cover 

and understand in the gathering of qualitative data, and not focus on general 

understanding. Therefore, we believed it to be most appropriate to structure the interviews 

somewhat to be able to compare them afterward. But at the same time have room to ask 

follow-up questions to the interviewees to be able to understand the process of the 

decision completely. If the interviewees can answer the questions freely but still be asked 

follow-up questions and questions covering the appropriate topic, we believe 

comprehensible and relevant results have been acquired. 

 

4.3 Interviews 

4.3.1 Conducting the Interviews 

Interviews are an essential data collection approach for qualitative methodologies. In an 

interview, the interviewer asks questions to the selected interviewees, to gather 

information on what they think and feel about a matter (Collis and Hussey, 2014, p. 133).  

Interviews can be either conducted individually or in groups. For this thesis, however, 

individual interviews have been conducted. There are three different ways of conducting 

individual interviews: an unstructured interview, a semi-structured interview or a 

structured interview. The unstructured interview is conducted through no specific 

questions prepared in advance or order of topics to be discussed. Instead, the questions 

are evolved during the interview (Sachdeva, 2008, p. 168).  

 

Most often in an unstructured interview, are questions formulated as open questions, 

which are questions that cannot be answered with a simple “yes” or “no”. An open 

question requires a longer and further developed answer (Collis and Hussey, 2014, p. 

133).  

In a semi-structured interview, there are some specific questions asked and then the rest 

of the questions are developed during the interview and depending on the interviewee’s 

answers (Sachdeva, 2008, p. 168). The order in which the questions are asked by the 

interviewer is flexible. Occasionally, all the prepared questions are not used during the 

interview as well, because the interviewer has gotten the answer through other questions. 

Lastly, structured interviews are conducted with all pre-planned questions and the order 

of these being asked by the interviewer is constant too (Collis and Hussey, 2014, p. 134).  

The answers from structured interviews result in higher comparability between the 

different responses from the interviewees, as well as the neutrality by the interviewer is 
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maintained. However, most qualitative studies use an unstructured or a semi-structured 

interview approach (Sachdeva, 2008, p. 168). 

 

These three types of interviews have as well been presented by (Gall, Gall, and Borg, 

2003), however, instead, they have been categorized as an informal conversational 

interview, general interview guide approach, and standardized open-ended interview. The 

first one relies mostly on a spontaneous environment where questions are being created 

in natural interaction. As an interviewee in this type of interview guide, it is crucial to 

immerse in the discussion and ask questions in order to learn more about the specified 

topic, without having any structured questions. With this approach, the interviewer does 

not ask any specific questions, instead are they solely relied on the interaction with the 

interviewees to guide the interview process (McNamara, 2008). Also, as explained by 

Turner (2010, p. 755), this approach can be viewed as “off top of your head”, meaning 

that the questions are constructed as you move forward with the interview. The strength 

of this type of interview guide is the flexibility because there is a lack of structure which 

means that it can be shaped however needed. However, it is debated that this structure is 

deemed as unreliable and unstructured because of the disparity in interview questions, 

resulting in difficulty to translate data (Creswell, 2007).  

 

The second type, general interview guide approach, is more structured than the first one 

presented, informal conversational interview. This approach is however still quite flexible 

(Gall, Gall, and Borg, 2003). How the questions are presented and worded depend on the 

researchers that conduct the interview. The obvious issue with this type of interview is 

the lack of consistency because questions are posed in different ways depending on the 

researcher. The strength of this type is that the interviewer can make sure that the same 

type of general knowledge is gathered from each interviewee because the questions can 

be posed in different ways (McNamara, 2008). The researcher is still the one in the control 

with this type of interview (Turner, 2010, p. 755).  

 

Lastly, the third type, standardized open-ended questions, can be compared to the semi-

structured questions. They are very structured in terms of the wording of the questions 

and how they always are asked the same way to the interviewees. Though, they are 

presented so that they are open-ended. The open-ended nature of these questions grants 

the interviewees to give as much detailed information as they want, it also allows the 

researcher to ask follow-up questions. This type of interviews is the most popular form 

of interviewing because it makes it easy for the interviewees to fully express their 

perspective and experience. Weakness with this type is the difficulty of translating the 

knowledge gathered and the cumbersomeness of handling the data since the data gathered 

is most probably to be very rich (Crewell, 2007).  

 

To get the most beneficial results for this thesis, a semi-structured approach has been 

conducted. The reason for this is because the formed research question can then be 

implemented into the interview the most optimal way. Then, the interview can be centered 

around the specific topic at hand, instead of only forming a general understanding. The 

interview guide has been formed around the research question naturally and it 

encompasses information from gathered documents which has been found during the 

literature review. A semi-structured approach has helped capture different perspectives 

from the company staff combined. With the found information in the literature review, 

can this structure enrich the already found information online by letting the interviewees 

talk freely during the interview. There are as well many ways to approach an interview, 
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the most traditional is, of course, to have it face-to-face. This way, it can be conducted at 

the company location, but also at the employees’ home, or any other convenient place 

(Collis and Hussey, 2014, p. 134). Interviewing face-to-face has the benefit of being able 

to capture non-verbal behaviors as well (Sachdeva, 2008, p. 168). Interviewing by phone 

is an option too, it offers the advantage of reducing the cost of travel while still having a 

personal contact (Collis and Hussey, 2014, p. 134). Having the interview by phone can 

also increase the quality of the interview, by letting the interviewee being at a location 

where they feel safe and more comfortable (Sachdeva, 2008, p. 169). It could be useful 

for the quality of the results from the interview to have two interviewers so different 

perspectives can be captured. Additionally, an audio recording if possible could be 

beneficial. By having the interviews recorded, a more complete and robust interpretation 

can be made (Collis and Hussey, 2014, p. 135). Since time was of the essence for this 

study, we chose to conduct the interviews through telephone. We were not able to make 

fly out to them for the interviews, both for economic reasons but also because of time 

constraints. However, even if the interviews were not held face-to-face, all the above-

mentioned factors have been thought of when conducting these interviews. 

  

4.3.2 Designing Questions  

As mentioned earlier, this study has been conducted using a qualitative method. 

Therefore, a non-numerical method has been adopted when designing questions and 

analyzing the data. Before questions can be designed, a deep understanding of the selected 

topic needs to be gained. Then when considerable knowledge is attained, questions can 

be constructed. There are several types of interview questions: open questions, closed 

questions, multiple questions, probes, hypothetical questions, comparison questions and 

summary questions (Creswell, 2007).  

There are both advantages and disadvantages for all this type of questions. Open questions 

are useful for most openings in interviews, however, they are not that effective on very 

talkative people. Closed questions are beneficial for gathering factual data, but they are 

not that broad though. Hypothetical questions are of huge value for this thesis because 

they are used when the interviewer wants to encourage broader thinking from the 

interviewee (Collis and Hussey, 2014, p. 135).  

 

It is important to note that the interviewee’s response can be distorted through bias, but 

also through situational factors such as bad news from families or a salary increase, etc. 

It could, therefore, be of use to have an earlier start on the interview where the interviewer 

put the interviewee to ease and feel the climate of the interview situation. It is crucial to 

understand that all the answers from the interviewees can have errors in them, hence, 

distorting the data and ultimately, the results. Finally, it also of huge importance to always 

ask the interviewees for permission to take notes and record the interview (Collis and 

Hussey, 2014, p. 136).  

 

4.3.3 Sampling 

We wanted to develop a deeper understanding of exit triggers both on an individual level 

and a group level in a startup. Since this was our primary interest, and we had understood 

through our previous reading of articles which we presented in the introduction, the med-

tech and pharmaceutical companies have a potential to be high value acquisition targets 

for big pharma. We started looking for companies to study by looking at the “watch-lists” 

on different share-platforms, such as Nasdaq First North and aimed for small companies 

on the Swedish markets. We contacted some of these companies and MedTech AB 

answered. We contacted this company since we were, as previously mentioned, looking 
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for developing a deeper understanding of exit triggers on multiple levels. We saw multiple 

indicators of that this company was closing up on an exit. Indicators such as their 

extensive work with R&D, they had conducted and exit and we found analyses of external 

parts who also indicated that they were an attractive target for acquisition along with their 

own press-releases where they hinted that they were preparing for a future exit. We 

assessed the situation correctly and they were in the process of a second exit. They were 

eager to help, and answered quickly and they were in the middle of the process that we 

wished to analyze. However, the blessing of them being in the middle of the process 

became a drawback as the situation and the case kept evolving during the writing process. 

It was interesting to watch its evolvement, but it made it hard for us to write in the aspect 

that it did not take the turn we thought it would, going in. Our focus was exits, as we 

mentioned earlier, we thought the case would end in an acquisition during the process. 

However, the company had to switch their focus to solve their short-term liquidity 

problem, and as the interviewees later on mentioned, the long-term focus of an exit got 

postponed.  

 

As previously mentioned in the introduction, MedTech AB is a startup. Hence, there are 

not that many employees. Our goal was to interview the important stakeholders who are 

the most influential in this exit process, when deciding which ones, we deemed important 

we looked at the main participants leading the process forward. Therefore, after a 

dialogue with the CEO regarding which individuals to interview, we decided that the 

CEO, CFO, two major shareholders and two board members were the most relevant. We 

chose the main shareholders from top-ten list of the biggest owners in the annual report, 

and the CFO facilitated the contact with them. The management team consist of 3 

individuals and we chose the CFO and CEO since they were the 2 out of 3 involved in 

the exit proves.  

 

For us to be able to gather the needed knowledge from the interviews, it is important to 

have a strategy to collect this data (Bryman and Bell, 2011). It is recommended to be 

well-prepared before presenting research ideas for potential interviewees since this could 

make or break when gaining access to data (Saunders et al., 2012). It is as well 

recommended to use existing contacts when wanting to gain access to data (Bryman and 

Bell, 2011). We made sure to be prepared before presenting our idea and our research 

question to the CEO of MedTech AB. We presented our research proposal during a 

conversation with the CEO through the telephone, we introduced the thought of 

interviewing the management of the startup as part of our qualitative study. This idea was 

interesting from the point of the CEO, however, he had some thoughts about the research 

questions and worried about the confidentiality of the business venture. After some 

discussions and several phone calls, we come up with a good research idea and how we 

could keep the confidentiality of the business. 

 

Saunders et al. (2012), argues that there are no general rules for how big a non-probability 

sample should be, instead he explains that the data saturation is the key. In business 

research, it is not always possible to adopt probability sampling, therefore, was non-

probability sampling the evident choice. This is especially the fact when studying a 

specific case (Saunders et al., 2012). We held six interviews; the data collected felt quite 

saturated. However, it was as well quite hard finding any more interviewees since 

MedTech AB is only a startup and there are not that many more people that can be 

interviewed. The sampling procedure consisted of a purposive sampling technique, which 

means that we chose our sampling through personal judgment (Saunders et al., 2012). In 
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the case of this sampling, we chose the sampling on judgment based on that we wanted 

to interview managers and people who have an important role within the company’s more 

integral procedures, such as potential exits. As well, we wanted to interview a more 

heterogeneous group, though, there are only men working within the startup. Since we 

solely had contact with the CEO of MedTech AB, it was he who scheduled the telephone 

interviews with his colleagues. However, the scheduling of the interviews was not set in 

stone. Since they are through the phone, it was quite easy to alter the time of the interviews 

because the managers could be quite time-restricted some days. The length of each 

interview is described in table 1 below.  

 

Interviewee Interview Time 

1 43 minutes  

2 55 minutes  

3 45 minutes  

4 50 minutes  

5 49 minutes  

6 70 minutes  

          Table  1 – Table of interviewees  

   

 

 

4.3.4 Interview Guide  

An interview guide is a crucial tool for the preparation of an interview, a well-written 

interview guide can as well assure the success of an interview (Denscombe, 2007, p. 188). 

When conducting a semi-structured interview like this one, an interview guide is 

preferably used. The interview guide contains several questions, however, because a 

semi-structured interview has been held, only a few questions have been written into each 

general topic that was addressed during the interview. This gives flexibility to the 

interview so that questions can arise during the interview too (Bryman and Bell, 2011, 

467). As noted by Ejvegård (2009), if the same questions will be presented to all the 

interviewees, it is necessary to ask these questions in the same manner to each one of the 

interviewees, both in wording and in tone. It could be beneficial to either send out the 

interview guide to the interviewees beforehand or also give them out during the interview 

(Bryman and Bell, 2011).  

 

The interview guide was constructed based on the research question and the purpose. 

Firstly, the decision on which topics to include in the interview guide and in which order 

to have these were made. Then all the questions were designed and written down as we 
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came up with them. It was ensured that the questions which were created were open-

ended and that they were not leading the interviewees in any direction, being as neutral 

as possible. We have divided the interview guide into several topics, with each topic 

having several questions. Before this, however, an introduction was made where we 

inform the interviewees about our study, then we asked for the interviewee’s consent 

before proceeding with the interview. After this, general questions were created to get an 

overview of the interviewees we were interviewing. Background of the person, his/her 

role at the company, and previous work experiences were formulated as questions. The 

topics which were created for the interview was: intentions to exit, exit routes and exit 

outcomes. To each of the interviews, the interview guide was brought along, both the 

interviewer being us and the interviewees. These interview guides were also sent out to 

the interviewees before the interview was held. 

 

4.3.5 Data Analysis  

After the interviews were conducted, the next stage was to analyze the interviews. 

Alsaawi (2014), argues that the analysis can be a complex process, depending on the 

amount of data collected and the transcription of the interviews is usually used to keep 

the words of the interviewee intact.  According to Robson (2011), the most used analytical 

tool is thematic coding, and due to its popularity, has been divided into the following five 

stages:  

 

1. To familiarize yourself with your data. 

2. Generating the initial codes. 

3. Identify themes 

4. Construct thematic networks 

5. Integrate and interpret the data. 

 

Furthermore, Seidman (2012) argued that when analyzing data, the researcher needs to 

reflect what has been learned from conducting, transcribing and labeling them into themes 

and categories. This will provide the researcher with a valuable opportunity to find 

information that could lead to further points. 

 

In this thesis, we have transcribed the interviews carefully, to not leave out any data such 

as tones and body language, but we redacted some small talk which was held at the 

beginning and end of the interview which was not relevant for the thesis. The topics of 

the small talk were, for example, the weather at the location and how it felt for the 

interviewers to almost be finished with our education, and we believe that this was not 

relevant to keep in the transcription files. Both to save some time when transcribing but 

also to stay with the relevant information. After transcribing the interviews, we coded the 

transcribed interviews through color coding. We chose the themes that were central for 

the theoretical framework and the interview guide, and which we later used as a guide 

when creating the layout for the next chapter, results. This was done with the aim of not 

leaving out any relevant information or points and so it would be easy to find and ease 

the construction of the thematic analysis. When coding the transcribed interviews, we 

found ourselves getting a clear overview of the similarities and differences between the 

answers which made it easier for us to write about the empirical finding.  
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4.4 Ethical Principles  

When writing a thesis, it is crucial to understand that there are some ethical notions that 

need to be considered. According to Collis and Hussey (2014, p. 32), interview 

interviewees should not be forced into coercion to participate in the research. It is as well 

of value for the thesis that people are not offered financial or material rewards for 

participating because this can have adverse effects on the results through bias. People 

should as well be well informed about what they are getting involved with when accepting 

to partake in the research, what is required of the interviewees and the duration of the 

interview process (Fossey et al., 2002). Another ethical principle which is important to 

consider is to not harm the subjects in the research. Naturally, physical harm is most likely 

not something the individuals in the research was exposed to, but physiological stress and 

anxiety can be more easily struck. It is crucial that every precaution is overseen to hinder 

this. Not only for ethical reasons, but also for judicial reasons (Collis and Hussey, 2014, 

p. 32).  

 

This has been made possible by ensuring that the interviewees understand the conditions 

of the interview. If any of the managers from the company did not want to partake in the 

interview, they were not compelled to participate. As well, a complete interview guide 

has been sent to them beforehand, presenting the key questions which were addressed 

during the interview. However, because the interview was held in a semi-structured 

manner, other questions naturally arose during the interview. It was clearly explained that 

if they did not want to answer any of the questions during the interview, they were not 

coerced to do it. As well, it could be beneficial to come earlier to the facility where the 

interviews are being held to get a feeling of the atmosphere. Easier questions at the 

beginning of the interview could also be positive for the interviewee, this could ease them 

into the interview and create a connection between the interviewee and the interviewer. 

These easier questions do not need to be about the topic itself, instead, they can be about 

the interviewee. By talking about themselves and explaining their roles at the company, 

a clearer picture of the company structure can be gathered, but also the connection, as 

mentioned earlier, can be created. It is of value as well to have a good tone when stating 

the questions, this can limit the stress and make the interviewees more comfortable during 

the interview. 

 

Anonymity and confidentiality need as well to be considered when having interviewees 

in the research. Giving them the opportunity to be anonymous means that the authors 

assure that the interviewees are not identifiable and that their opinions are not linked to 

them specifically. However, as mentioned by Collis and Hussey (2014, p. 33) if the 

interviewees in the interview have an important position or role as an individual or 

employee, it can be of value to present this, because this is believed to be more 

appreciated by the reader. If this is done, we must have the consent of the person in 

context. Confidentiality focuses rather on the documents gathered than on the identity of 

the individuals. If this is something that the company has as a condition to give out 

sensitive data, it is crucial to assure that the information will not be traceable back to the 

company or an individual from the company. MedTech AB has explicitly stated that they 

want to be anonymous in this work. They do not want to be traced back from this work, 

therefore it is critical that we do not give out any sensitive information about the company, 

such as the name of the company and the specific product and market so the company 

can be derived from that information. This is due to that this information can have a 

negative impact on them due to them being listed on the stock market and the sensitivity 
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of the exit process. This has been managed by removing any specific information about 

the company from documents which have been collected from them. As well, all sources 

have been revised so that the real company name is not presented in any of them. 

Furthermore, we have chosen to not reveal any specific information about for example 

the amount of employees, board members or description of their product to prevent 

tracing of the company.  

 

The company has fully understood that the thesis will be published and has continuously 

during the process of the thesis reviewed and approved of the different chapters as well 

as the final version of the thesis.  

 

Writing about a company who wishes to be anonymous has been difficult in the way that 

we have had to constantly consider the information revealed and information such as 

specifics about the product and the amount of personnel has been removed. This 

information, in addition to the ease of understanding for the reader, can alter the 

credibility of the thesis which presents a risk to the thesis. However, the nature of 

processes such as the exit process are usually kept in secrecy, and we as authors could 

not see another way than keeping the company anonymous since it both is a public 

company but also in an incredibly sensitive process. We had the unique chance to follow 

this process live, during the time it was happening, so we found the reward higher than 

the risk, since we had this amazing chance to follow these processes.  It has been a great 

and unique learning experience for us as authors, to follow this interesting process who 

usually is strictly confidential for everyone involved.  
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5. RESULTS  

This chapter contains a description of the qualitative empirical findings retrieved through 

the interviews. It follows the structure of the theoretical framework and is divided into 

group level and individual level to clarify the differences between the two perspectives. 

On group- and individual level: exit triggers, exit routes, and exit outcome are presented. 

It ends with a section on how the composition of the group affects the exit route. 

 

5.1 Group Level  

5.1.1 Exit Routes  

During the interviews, we asked the interviewees what strategy the group had decided on, 

and it was mentioned by the interviewees that they had been at a crossroad a couple of 

years ago, and an initial public offering had been conducted, which had gathered the funds 

the owners had thought were needed to commercialize the product. The process of 

commercialization had started through this exit, which we from now on will call “the first 

exit”. However, a while after the first exit the company encountered problems with the 

regulation on the Swedish medical market, which demanded more clinical studies and 

testing before launch. These problems with regulation caused the stock-price to drop 

substantially. Firstly, it affected the market value of the company, which is the stock price 

times the number of shares outstanding. Secondly, it affected the equity and the financial 

situation of the company. Consequently, the shareholders holding the majority of the 

shares had demanded the board to take the company off the stock market and the company 

was back where they began. Which brings us to current times. Up until very recently, the 

company has been off the stock market, in financial distress due to the try to 

commercialize. The process of commercialization was according to the interviewees 

more costly than expected, and together with the costs of clinical studies and patents costs, 

the interviewees said that something needed to happen quickly. The situation between the 

first exit and today is very similar, but the big difference is that the company has upset 

shareholders demanding sales and revenue, in addition to the financial distress and the 

strategic goal to grow and commercialize. This chain of events led to a situation where 

the business venture made a second exit, and this exit has been developed throughout the 

process of this thesis being written. One interviewee explained: “When we had problems 

with the regulatory aspect, the stock price dropped, and with that, the value of the 

company dropped. The sales went to zero and expected returns were never realized, 

everything because of the regulatory aspect, the owners demanded the company to be 

taken off the stock market and that we needed to start over.” (1). 

  

The board had recently agreed on a short-term strategy, which was to first delist the 

company from the stock market as the shareholders demanded, then list it again through 

a general public offering and conduct a rights issue to fund the company. The general 

consensus from the interviewees was that this was the most optimal way to handle the 

situation. In addition to this, the company will have a board election in the near future, 

where the new board will decide on a long-term strategy when the new board is voted in. 

One interviewee explained it as: “Well, the company has been taken off the stock-market 

to get some calm and make a restart regarding the strategy. The restart will happen in 

relation to a rights issue.” (1). Another interviewee said: “The emergency-solution we 

have for our cash-flow problems at this time is to do a rights issue. Which means that we 

will re-list the company first.” (4). 
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We asked the interviewees what other exit routes were considered the first time an exit 

was conducted. All interviewees said that in the first case, the goal was to commercialize 

and that they did not see any other way to get the amount of funds to fulfill the goals. 

Moreover, most of the interviewees explained that the group had discussed to not make 

an exit. Instead continue to grow organically to be able in the future to either reach the 

goal of commercializing through conducting a merger, an acquisition or an initial public 

offering. One interviewee explained it as: “The other option would have been to continue 

to grow organically, so not make an exit. Funding was really needed, and we believed 

that sales would start off immediately and that the product was ready for selling. Although 

I remember that they were considering selling the company, but the value was too low at 

the time.” (2). However, many of the interviewees mentioned that growing organically 

would not have been a realistic option, although it was considered. This is because the 

company did not have the funds, so action needed to be taken. One interviewee said “The 

[financial] situation was as such that there was talk about distributing the equity to the 

shareholders… so liquidation. There was also talk about selling the company, but the 

prices were too low, so an initial public offering was chosen.” (4). 

  

Later during the interviews, we asked the interviewees what other exit routes were 

considered at the time of the second exit. A general notion by the interviewees was a 

merger with another company, but that it would most probably take too much time and 

also very risky when then the time to act was so limited. Also mentioned by many of the 

interviewees was that this option was excluded due to the financial distress the company 

is in, and that it led to a shortage of time. One interviewee answered “It would be a sale 

or a merger with another company or a department… but it would have taken too much 

time and we need money right now. These processes are very complicated and are usually 

very costly in the beginning.” (2). Another interviewee (1) mentioned that the alternative 

to the second exit could have been to stay listed on the stock market, and make the same 

decisions: “the alternative would have been to stay listed on the stock market and make a 

rights-issue to get funded, however, we did not see it as a possibility to get the funds we 

needed so it was pretty straightforward.”. The interviewees said that the rights-issue was 

the fastest way to get funding and that is why this option was picked. However, they all 

mentioned that the new board will when elected decide on a long-term strategy. We asked 

the interviewees what decisions would be considered as a long-term strategy, and 

mentioned was a merger, acquisition or continuing to grow after the rights issue as most 

likely, but the interviewees emphasized that this will completely depend on the new 

board. 

 

5.1.2 Exit Triggers  

During the interviews, we discussed the triggers for both the first and the second exit. 

One trigger which was mentioned multiple times by the interviewees was the financial 

distress. Although, the interviewees explained that the reasons for this financial distress 

varied in the first and the second exit. Furthermore, when asked about the triggers for the 

exits, in both of the exit cases, it was mentioned that the group making the decision to 

exit had the common goal for the firm, and this strategic goal heavily influenced the 

decision for many of the interviewees. The strategic goal for the company was in both 

cases to go from a research and development focus to commercialize and launch the 

product on the market. 

 

When we discussed the triggers for the first exit, it was mentioned that before the first 

exit, an external consultant firm had made a high valuation on the firm, on the condition 
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that they commercialized and conducted an initial public offering. They mentioned that 

this external firm had, together with the high valuation said that this value and the funds 

needed only can be reached through the public offering. One of the interviewees 

explained it as: “The biggest factor was the financial distress. We wanted to 

commercialize, which partly means to develop the product, but also to get it out for sales. 

This requires investments.” (6). The same interviewee said “We needed funding to do 

this, so there were consultants brought in for help with which way to go. They gave us a 

high value for the company if an initial public offering was done. So, we voted and 

through a majority and reached the decision.”. Since the firm was in financial distress, 

this was according to the interviewees the only realistic option to fulfill the goal of growth 

and commercialization. One interviewee said: “The biggest factor [to exit] was that there 

had been a lot of focus on research and the development of a product, but it was time to 

get listed on the market and get a hold on funding.” (4). Another interviewee said: “The 

goal was growth, going from a research unit to sales… money was needed. Most of us 

knew that the way to a bigger amount of cash is a public offering if the product is strong.” 

(3). 

  

When the interviewees were asked about the triggers for a second exit, by some of the 

interviewees it was discussed about the financial distress factor, together with the 

common goal of commercializing the product, in combination with repercussions of the 

first exit as the main triggers for the second exit. One of the interviewees said:  “We need 

some space to work in peace and to financially ensure the vital parts for 

commercialization, such as the technology, the clinical studies, and the product since the 

value lies in the product since this is a one-product company”(1). Another interviewee 

explained the triggers as: “The financial situation, and the timing with the election of the 

new board. We did not have too many options at this point in time since we did not really 

have the time on our side. We needed to receive financing quickly and for a company that 

had just been taken of the [stock]market, we did not see too many other ways to go.” (5). 

 

5.1.3 Exit Outcomes  

We asked the interviewees about what outcomes from the first and the second exit they 

as a group had expected when deciding on them. The answers regarding both the first and 

second exit were similar. It was mentioned that there had been expectations to receive the 

funds to afford the commercialization of the product and growth of the company as a 

result of both exits. A few mentioned that investments in for example sales channels, 

marketing, and clinical studies were expected to be afforded, to be able to grow and 

commercialize. 

 

When we asked about the expectations on the first exit, the biggest expectation was on 

the funds needed to commercialize the product as a result of the initial public offering 

was hinted by some of the interviewees. The commercialization according to the 

interviewees was the strategic goal for the company and the fact that they were in 

financial distress made it impossible for the company to afford this at the time, hence they 

expected this to be afforded after the first exit. One interviewee said: “[the expectations 

were] to create and receive enough funds to invest in clinical studies and to afford the 

marketing and sales of the product. The good market value increases the value of the 

company and [after the valuation of the consultants] we expected the company to be 

worth a couple of hundred million SEK as a result.” (2).  When asked the same question, 

another interviewee said “The goal [of the initial public offering] was to afford to 

commercialize the product, going from research to sales. Investments were needed to be 
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able to afford the channels for selling the product but also to in general make it possible 

for the firm to grow.” (6). 

 

When the interviewees were asked about the second exit, it was mentioned by almost all 

the interviewees was that the biggest expected outcome was to again gather funds for the 

commercialization of the product. This because the first exit had not entirely gone as 

planned, although they had received the funds they had expected. Furthermore, many 

interviewees mentioned that the short-term strategy, i.e. the relaunch to the stock market 

and the rights issue, was expected to gather the funds for the firm to survive until the next 

board is elected. This is since the company is in financial distress as of today. Hence, the 

expected outcome of the second exit is in line with the short-term strategy, which is to 

gather funds quickly while waiting for the new board to be elected.  When we asked the 

interviewees about the expectations on the second exit, one of the interviewees said: “The 

goal of a rights-issue is always to gather funds, quickly. This applies to this case too. We 

have to afford to keep going until the new board is elected, and then find a new long-term 

strategy for the common goal, which is commercialization.” (5). Another interviewee 

who answered this question said: “[The goal of the second exit] would be to get some 

calm for half a year to a year. Financial safety and finally receive more capital. With this, 

getting financial safety to conduct the strategies that are best for the company.” (1). 

Furthermore, another interviewee also mentioned that time to ensure the value of the 

product, as an expected outcome for the second exit. He said: “Well [the expected 

outcome of the rights issue] is to receive further financing and to be able to focus 

internally, on things such as the value of the product, and the regulatory situation.” (2). 

 

5.2 Individual Level  

5.2.1 Exit Routes  

During the interviews, the interviewees were asked which exit routes they would have 

considered as sole owners, and which exit they ultimately would have wanted to take if 

they would have faced the same situations at the time of the first and the second exit. 

More than half of the interviewees punctuated that at the time of the exit, they would have 

wanted to make other decisions than the group decided on. Furthermore, we found that 

the same interviewees that would have made the same decision the group in the first exit 

would have done the same as the group in the second exit. One interviewee who said he 

made the same decision as the group in both the first and second exit said “I think I would 

have done the same as we decided on, and I was on board with the decision at the time it 

took place. Due to the financial reasons that this choice was made in the first place, and 

I do not believe there were many other ways to go if you do not want to remove yourself 

from ownership completely” (5). 

 

When we discussed what routes the interviewees would have considered at the time of 

the first exit, many of the interviewees mentioned similar things. They mentioned that 

they would have considered to either wait with making quick decisions, and instead 

prepare the firm for some sort of sale, either a merger, an acquisition or a private sale. 

One interviewee said that he wanted to fund the firm privately for a while and then see 

what the status of the company and the market is. A few interviewees said that they would 

have wanted to wait longer than the group decided on, and still make an initial public 

offering. The interviewees mentioning this as an alternative to what the group decided 

said that the demands for sales when being on the stock market are big from stockholders, 

and that is the reason as to why they would have wanted to wait with the exit. One of the 
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interviewees who said that they wanted to make other decisions as sole owners said: “It 

is way too costly to commercialize this type of small growth-venture. I wanted to ensure 

that the product holds and first and foremost, focus all the energy on the clinical studies, 

to later be able to sell the firm for high value or conduct a merger with an entity with 

stronger financial muscles to commercialize the product.” (1). Another interviewee who 

did not agree with the group either said: “I wanted to wait before making any rash moves, 

I would have stayed private and try and get private funding.” (4). 

  

Later during the interviews, we asked the interviewees what exit route they would have 

wanted to take as sole owners at the time of the second exit. The interviewees who said 

they would have wanted to make other decisions than the board mentioned that they 

would have considered either selling the company, either through a private sale, a merger 

or an acquisition. Furthermore, some of the interviewees emphasized that they would 

have wanted to wait before deciding on a route. One interviewee said: “say I would be 

the only owner of the firm… I probably would have tried to sell it and get it taken off my 

hands.” (2), and when we asked what type of sale the interviewee had in mind, he said: 

“A private sale probably, meaning selling the company as it is. We have taken on a market 

that is too big… so no, focus internally and then sell it as soon as possible.”. Another 

interviewee, answering the same question said “I would make sure all the vital parts in 

the company are safe first. Those parts consist of manufacturing, the regulatory aspect 

and the technical part of the product. More investments in clinical studies. And the last 

and ultimate step is to sell the company, or merger it with someone who can get it to the 

market.” (1). A third interviewee who said he did not want to take the same route as the 

group decided on, said: “I wanted to wait with a rights issue since it implies that we have 

to make a public offering again. I think I would have wanted to focus inwards and on the 

cash flow. To ensure the funds, I would have wanted to take in private funding and 

investors, for example, venture capitalists. If you go that way, the demands on sales are 

not that big as on the stock market.” (4). 

 

5.2.2 Exit Triggers 

Even though the answers to what exit route the interviewees would have wanted to take 

at the time of the exits varied, the triggers to why they would have wanted to make these 

decisions did not vary as much. Evidently, all the interviewees mentioned that the firm 

was in financial distress and that something was needed to happen. In the case of both the 

first and the second exit, some interviewees said that they felt as they would not have 

made another decision that the group. These interviewees mentioned the situation of 

financial distress, the goal of the firm and their previous experience to be the reason for 

this. One interviewee said: “I would have made the same decision, I think. I was not 

familiar with the regulatory aspects at that time, which we later encountered.” (5). The 

same interviewee said that the report of the consultants of the valuation influenced his 

thoughts of making the same decision as the group did as well. He said: “I believed the 

consultants and facing the same situation alone, I would have trusted them the same.” 

(5). When we later during the interview asked him the same question regarding the second 

exit, the same interviewee said: “I felt like I would not have other options than making 

the same decision as the group did. The goal is to receive funds so that the launch on the 

market can be realized, and to not go bankrupt, and I do not see other ways available.” 

(5). Another interviewee said: “I think I would have made the same decision. Due to the 

financial distress, we were in, there are not too many ways to go in this situation.” (2). 
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However, many of the interviewees as well said that they would not have made the same 

decision as the deciding group did at the time of the first exit. Some of the interviewees 

even said that they did not see the need for an exit at all. This was due to their previous 

experience, both within the industry and their previous experiences in their work-life. 

One interviewee mentioned his experience (which we did not include in this quote since 

it would reveal the identity of the interviewee), and then said: “I did not believe the 

product was ready for commercialization then, and do not believe it is ready for 

commercialization now either.” (1), as an explanation for why he did not see a need for 

an exit at that time. The same interviewee mentioned that due to experience within the 

industry, one big factor influencing the exit, in both cases, was the regulatory aspect. 

“[the board] did not see the regulatory challenges in the medical-aid industry” (1). This 

interviewee mentioned several times that the regulation on the medical industry is very 

important to have in mind when considering exits. 

 

As previously mentioned, when asked about why they would have made other decisions 

than the board at the time of the second exit, one of the interviewees who would not have 

done the same as the group mentioned financial factors, in terms of that the firm is too 

small to handle such a big market, and that it heavily influences the exit, which he argues 

was not taken into consideration. This interviewee said: “I believe the market taken on 

might be a little too big to reach for a company this size. This is the second time there are 

problems with the cash-flow…”. (4). Another interviewee who also mentioned the size of 

the target market as a reason as to why he would have wanted to make other decisions as 

the group explained it as: “Well it is too costly, and small companies do not have the 

financial muscles to commercialize a product on a global market.” (1). 

  

5.2.3 Exit Outcome 

When the interviewees had answered which route, they would have wanted to take as sole 

owners of the company, we asked them what outcome they would have expected as a 

result of the decision they would make. The interviewees who answered that they would 

have made the same decision as the group did at the time of both exits, also mentioned 

that they expected the same individual outcome as the group. One interviewee who said 

he would have done the same as the board said: “I would have expected the same outcome 

as the board did [at the first exit], based on the information we got from the consultants. 

That is if we make a public offering the company will reach a high valuation. Based on 

my previous experience, it is a natural step for a company for a small company to try to 

scale and sell the product when the product is ready and start making money.” (5). 

 

When we asked the interviewees about the outcome that they would have expected at the 

first exit, the answer depended on what exit route they would have chosen. One 

interviewee who said he would have wanted with the initial public offering to let another 

firm acquire it later, explained his expected outcome as: “[Selling the company] would 

generate a great amount of money for me personally, which cannot be ignored, especially 

if I not have conducted the public offering at all but instead waited a while and then sold 

it.” (1). 

  

Later during the interview, we discussed the expected outcome from the exit routes they 

would have chosen in the second exit. As when asked the same question about the first 

exit, the answers depended on what route the interviewees would have wanted to take. 

The exit path the majority of the board would have wanted to take was to sell the company 

or merge it with another, completely removing themselves from the firm as the biggest 
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individual outcome, together with personal wealth. The other outcomes mentioned by 

most of the interviewees was a return on their investment made in the firm. One 

interviewee who would have wanted to see an acquisition said: “[The outcome] would be 

a return on my investment. One spends some money to make more money and then one 

moves on.” (3). However, some interviewees also said that selling the company would 

hopefully have ended in a successful launch of the product which would help the persons 

suffering the symptoms the product is designed to cure. One interviewee said, “I would 

sell to someone who can distribute the product properly, I would like to see it sold to the 

people it was designed to help, which I do not believe we can at this point in time, we are 

too small.” (4).  

 

5.3 Group Constellation Effect on Exit Route  

During the interview, we asked the interviewees if they thought the constellation of the 

group affected strategy was chosen in the first and the second exit, and a general statement 

from all interviewees was that they believed the constellation had an effect. Most of the 

interviewees stressed that they believe that things that could have an effect were the 

previous experience as well as individual intentions. One interviewee indicated that the 

previous experience of exit by the board affected the choice of initial public offering as 

an exit strategy, that it was a comfortable strategy. He summarized the constellation 

affecting the chosen exit route in the first exit it as: “Well if you look at the owners… 

some has been through journeys like these before. Some has made a lot of money on initial 

and general public offerings. The ones who designed the product dreamt of seeing it all 

over the world to solve the problem they have spent time on solving. Others saw it purely 

as an investment like if I bet one hundred thousand, I can receive one million. It is a 

differentiated crowd with different goals.” (4). Another interviewee said: “Everybody, 

then as well as now, had different experiences from for example exiting companies, some 

had more knowledge from the industry, which affects how one chooses to act in a 

situation. Also, everybody is there for different reasons and with individual goals, which 

can affect the choice they choose to argue for.” (5). 

  

However, when discussing the group effect on the first exit, it was expressed by one of 

the interviewees that the group of owners were a differentiated group, but that they lacked 

some experience both within pure finance, in terms of education, as well as lacking 

specific industry experience. One interviewee said: “The constellation of the group 

absolutely affected the decision. This group was homogenous in the sense that there was 

a lack of group-specific knowledge. Which means that it did not really consider the time-

aspect and the challenges within the medical-aid industry. The regulatory aspects and 

the experience regarding them fall under this.” (1). Furthermore, the experience of the 

members of the group affected the choice of a strategy in the way that, according to the 

interviewees made them more inclined to listen to the consultants they had hired, without 

too much questioning of the information. 

One interviewee explained it as: “I would say that it was not the group itself [affecting 

the choice] but they trusted an external firm who recommended this strategy as a way to 

maximize the value, on the condition that the product was ready for sale.” (2). Another 

interviewee said: “Well it [the constellation] always affects the decision. I personally 

think that we could have needed someone with more specific knowledge of the financial 

industry, and not just trust external advice.” (3). 
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When we discussed how the constellation of the group affected the choice of the path 

during the second exit, most of the interviewees said that the strength of the financial 

distress triumphed over the group. One interviewee answered “At this point, the group 

was affected by the financial reality. There was no room for personal opinions, it was this 

[rights issue] or bankruptcy.” (1). Another interviewee expressed it as: “As it looks right 

now, honestly there was not that much space for feelings and thoughts” (2). A third 

interviewee expressed that the constellation did not affect the outcome at the point of the 

second exit, but that the situation played a big role in this scenario. He said: “I would not 

say that it had that big of an effect. Even if we all have personal opinions, we have not 

had so many options in this case, since our job is to do what is best for the company 

strategically.” (6). 
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6. ANALYSIS AND DISCUSSION 

In this chapter, the qualitative empirical findings presented in the previous chapter are 

analyzed and discussed in relation to the conceptual model presented in the second 

chapter. It begins with an analysis of the theme exit route, moves on the exit triggers and 

then the expected exit outcomes. It ends with a presentation of the key findings and a 

revised version of the conceptual model.  

  

6.1 Exit Routes  

When we conducted a thematic analysis and the main findings on a group level present 

that the first exit route chosen by the group exiting was to conduct an initial public 

offering. All interviewees argued that this exit route was voluntary and was chosen due 

to the financial distress of the firm and the strategic goal to commercialize as the main 

factors influencing this choice. They mentioned that they believed that to grow from a 

firm focused on research and development to a commercial firm required resources, and  

that together with previous unexpected patent related costs they needed to conduct an exit 

which would provide them with the resources needed, while not completely exiting 

management of the firm, and that they had seen the public quotation as the most viable 

way to go. However, our thematic analysis shows that before deciding on the public 

quotation, the group had considered other possible exit routes, with the previously 

mentioned goals in mind. The main alternative exit paths considered by the group was 

according to our thematic analysis to conduct a merger or selling the firm through an 

acquisition or a private sale. However, these alternative paths were not chosen for reasons 

such as the timing not being right, not being presented with the right offer, and not 

wanting to completely exit the firm.  

In addition to this, at the time of the second exit, our thematic analysis shows that the 

group saw had to conduct the second exit, which was described as involuntary by four 

interviewees. We saw in our thematic analysis that it was described as the group being 

forced into a corner due to reasons they could not control, such as regulatory constraints 

on the market or the perception of the firm of the shareholders as repercussions of the 

first exit. For example, all the interviewees mentioned the financial distress after 

encountering some problems with the Swedish authorities and the regulations on the 

Swedish medical aid market which caused the stock price to drop. To handle this 

situation, the group decided on delisting the company, to later re-list it again through a 

second public quotation, also called a general public offering and make a rights issue 

while waiting for the new board to be elected and create a long-term strategy. At this 

point in time, as at the first exit, our thematic analysis shows that other exit routes had 

been considered, such as a merger, an acquisition or a private sale of the company, but 

they had not been chosen mainly due to the shortness of time in this situation and the 

level of financial distress. They simply did not have the time.  

 

Our thematic analysis, when we analyzed the answers of the interviewees on an individual 

shows that when conducting the interviews, we discussed which exit route the 

interviewees would have wanted to take in the same situations the group were facing if 

they were sole owners, and our thematic analysis showed that the majority of the group 

mentioned that they would have wanted to choose another route than the group decided 

upon. Also, the same interviewees who said they would have made the same decision as 

the group did at the time of the first exit, said they would have made the same decision 

as the group at the time of the second exit. Furthermore, the thematic analysis shows that 
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the route the interviewees who would have chosen a different route than the group decided 

upon, mentioned that at the time of the first exit they would have either not made rash 

decisions or wait for the firm to be ready for a sale or a merger, and this is due to the 

pressure for revenue from stockholders after conducting a public quotation and being on 

the stock market. In addition to this, our thematic analysis shows that the interviewees 

who would have taken another exit route than the group decided upon at the time of the 

second exit also mentioned that they would have wanted to sell the company or conduct 

a merger.  

 

Birley & Westhead (1993) proposed the five basic exit paths to be: sale to an independent 

party, sale to another business, sale to management and employees, public quotation and 

liquidation. DeTienne and Cardon (2010) connected these previously mentioned routes 

to risk and reward for the exiting entrepreneur. The public quotation is for example 

described as a great way to generate funds for growth and the entrepreneurs are still given 

the opportunity to be active in the firm. Furthermore, exiting the company through a 

merger or acquisition was described by them as a complete exit which often results in 

complete replacement of the management and described it as an exit path more associated 

with high risk, mainly due to the complex nature of the process, but with the potential of 

higher monetary reward for the exiting entrepreneur. In addition to this, they described 

the private sale as relatively low risk, since the sale is “outsourced” to a business broker. 

In our thematic analysis of the discussion with the interviewees regarding the first and 

the second exit, we find support for the research of DeTienne & Cardon (2010). The initial 

public offering as an exit route was described by our interviewees as the best way to go 

when a firm wants to find the funding to grow and commercialize however fairly 

complex. Potentially conducting a merger or acquisition was a path not chosen by the 

group due to the complexity and high risk of the process, together with the complete exit 

of management which many interviewees described as a drawback. This description also 

adheres with the research of DeTienne and Cardon (2010) who described the merger or 

acquisition in a similar manner. 

 

Furthermore, the second exit strategy, a general public offering, and rights issue in 

combination was not mentioned in the key research used in this thesis. However, our 

thematic analysis shows that when discussing the second exit with the interviewees, half 

of them mentioned the risk and reward as an important factor when making the decision 

of the second exit. DeTienne and Cardon (2010) highlights that the risk and reward factors 

are important to consider at the choice of which exit route to take, hence, our thematic 

analysis supports this argument since the risk and reward was not only frequently 

mentioned when discussing the second exit with the interviewees, but also when 

discussing the first exit. However, when discussing the second exit and the nontraditional 

path taken in this case, we believe it to be important to have in mind that the exit was 

involuntary and a quick decision made by the group, pressured by the stockholders to stay 

afloat. Pisoni and Onetti (2018) and Wennberg (2010) for example, mentioned the 

importance of distinguishing between the voluntary and involuntary exits, and in our 

thematic framework it clearly shows that the second exit was involuntary, and we argue 

that the fact that it was involuntary has a strong effect on which route was chosen. 

 

DeTienne and Cardon (2010) as previously mentioned, presents each exit route and 

connects it to risk and reward. They argue that the risk and reward is a very important 

factor to consider when choosing the most suitable exit route for the exit. They argue that 

the initial public offering is a risky and complex process but connected with high reward. 
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When analyzing the answers, we found that when the interviewees talked about 

conducting a public quotation as sole owners, they seemed reluctant to do so at the point 

of time where the group did at the first exit. They expressed that they would have wanted 

to see it mature for a while more due to the high pressure for sales which comes from the 

stockholders. So, confirms and further builds on the arguments of DeTienne and Cardon 

(2010) regarding the initial public offering as an exit route. It confirms the riskiness and 

the complexity of the process, and that it might be desirable, however the pressure from 

the stockholders is not mentioned by DeTienne and Cardon (2010), and it is something 

that the interviewees in this study expressed as common knowledge, which we argue 

should be added to the riskiness of the initial public offering. The sales pressure could 

generate growth, which they as well argue in their previous research, but it can also be a 

drawback and a risk because it is hard to know as an entrepreneur when the product is 

ready for the market.  

 

Furthermore, the level of exit of the founders, on both individual and group level, at the 

time of both the first and second exit was important to consider. In addition to this, 

whether the exit is voluntary or involuntary plays a big part in the decision of which exit 

to take, together with the triggers of course. Our thematic analysis of our findings shows 

that at the time of the second exit, the group was forced into a corner, and could not agree 

on another way to go to get the funds needed and at the same time stay with the goal of 

commercialization. Even if the group members on an individual level would have wanted 

to take a different exit path, we see in our thematic analysis that the group members had 

to compromise, and we interpret it as if even if one group member could, on an individual 

level, consider the option to completely exit and sell the firm, the others might not want 

to exit hence they need to compromise as a group.  

 

6.2 Exit Triggers 

For the first exit, the thematic analysis of the interviewees' answers of the group level 

demonstrates that the triggers often mentioned by the interviewees were the financial 

distress of the firm, which had been caused mainly due to big costs that were patent-

related. Another mentioned trigger for the first exit was the strategic goal of the firm, i.e. 

the goal to commercialize. Furthermore, the thematic analysis shows that a third popular 

trigger mentioned by the interviewees for the exit was the valuation that had been placed 

on the firm by external consultants, who had reported that if the firm would make a public 

quotation, it would be worth several hundred million SEK. In addition to this, one is not 

to forget that the group reached the decision of an exit path through a majority vote. In 

our thematic analysis, we find that all six interviewees mentioned that the group 

constellation and the background of each individual member of the group, together with 

their personal goals, affected the trigger of each member and the inclination for the group 

members to vote for a certain exit path. The thematic analysis also shows that the previous 

experience with exits, together with education of the group members affected the triggers 

and the chosen exit routes. In regards of the second exit, when analyzing the answers on 

a group level the thematic analysis showed that a trigger mentioned by the interviewees 

for exit looked very similar to the first exit, however, the reason for the financial distress 

was related to repercussions of the first exit. However, more than half of the interviewees 

said that the exit was not affected by the constellation of the group as opposed to the first 

exit. 
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During the interviews, we asked the interviewees what exit route they would have taken 

if they were sole owners of the firm, and as previously presented, the answers on what 

exit path they would have wanted to take varied. However, our thematic analysis on the 

answers of the individual level shows that the reasons as to why they would have wanted 

to choose the exit paths as sole owners did not vary equally as much. The main trigger 

for the exit, most frequently mentioned by the interviewees was the financial distress of 

the firm at the time of both the first and the second exit, together with the strategic goal 

of the firm. The second most frequently trigger mentioned by the interviewees were their 

previous experience. Furthermore, the previous experience of the entrepreneur was also 

mentioned as the biggest reason as to why their choice would have been different from 

what the group decided upon at the time of the first exit. In addition to this, regarding the 

same theme but on the second exit, our thematic analysis shows that one reason as to why 

their choice would have been different than what the group decided upon which was 

mentioned multiple times was the size of the market targeted by the firm being too big to 

take on, and this was a trigger for exit.  

 

DeTienne and Cardon (2010) were the first researchers to describe the relationship 

between triggers and entrepreneurial exits. Their results indicated that the entrepreneurs 

intend to pursue different exit paths based on previous experience. They combined the 

threshold theory and the theory of planned behavior and argued that the exit is a voluntary 

choice. Furthermore, they argued that either continuing or exiting the firm is based on a 

comparison of firm performance and the individual threshold of the exiting individual for 

said performance. This choice to exit is impacted by factors such as industry experience, 

age, and education. In our thematic analysis, we find support for these arguments, since 

our thematic analysis shows that the individual experience of the group members affected 

the chosen exit route. One interviewee said during the interviews that especially the 

chosen exit path was affected by the previous experience of conducting entrepreneurial 

exits. Some members had had previous successful journeys with successful initial public 

offerings of startup and felt comfortable going down that path, hence argued strongly for 

that exit. Furthermore, two other interviewees argued during the interviews, that the lack 

of industry experience of the members of the group, within the medical aid industry 

affected the choice of the exit and the triggers. These interviewees argued that if there 

would have been more experience within the industry, and/or members with education 

within finance, the outcome would have been different.  

 

Furthermore, DeTienne and Cardon argued that the previous experiences of the exiting 

entrepreneur form a threshold which affects the exit and choice of route. When 

conducting the thematic analysis, we saw that when comparing what exit the individuals 

would have taken if they were sole owners of the firm, in comparison to what the group 

chose. We interpret this as the answers of interviewees differ due to that the individuals 

found safety as a group, and that the experience of some members along with the advice 

from the consultant firm affected the choice of the individuals at the time. However, if 

facing the same situation, many interviewees expressed that their previous experiences 

would have made them inclined to choose other routes since the group has many 

specialists in their different areas, which together forms a “super-entrepreneur” with a 

common threshold. Hence, we argue that this supports the previously mentioned research 

and that it applies to groups as well, since we find indications in our thematic analysis 

that the group intent does pursue different exit paths based on previous experiences of the 

group members, and that this experience combined creates a common threshold for the 
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group, and this previous experience, creates a threshold and together with the 

performance of the firm affects the exit route. 

 

However, DeTienne and Cardon (2010) argue that the exit is a voluntary choice, and at 

the first exit, it was a voluntary choice and our thematic analysis is in line with the 

arguments of their research. But the second exit is highly involuntary. Our thematic 

analysis shows that the trigger was the financial performance and the interviewees 

expressed that the previous experience and personal thinking of the group members did 

not have an effect on the exit route. Hence, we argue that as long as the exit is voluntary, 

the previous experience has a big impact on the exit, however, if the exit is involuntary 

the previous experience of the group members does not have an effect on the exit route 

and the only trigger is the performance of the firm. In addition to this, Pisoni and Onetti 

(2018) distinguish between exit routes that are either voluntary or a result of financial 

distress, and we believe we can build on that research. This is since our thematic analysis 

shows that if the exit is voluntary, the previous experiences of the exiting group members 

play a big role, but not if the exit is a result of financial distress. Hence there we support 

the view of Pisoni and Onetti (2018) and we argue that one can combine the research of 

DeTienne and Cardon (2010) and Pisoni and Onetti (2018) where one as previously 

mentioned distinguishes between voluntary exits and exits resulting from financial 

distress. 

 

Furthermore, a point of view on exit triggers was presented by DeTienne (2010) who 

argues that in every stage of the entrepreneurial process, the option to exit should be 

considered and at every stage, there are different triggers for the entrepreneur to exit. 

However, in our thematic analysis, we found no support for these arguments. Our 

interviewees were very clear that the group had not considered conducting an exit before 

since the firm was only in a development stage. The thematic analysis shows that our 

interviewees frequently mentioned that the firm was not ready for an exit and that the exit 

should be conducted at the end of the development phase when the firm is ready for sales. 

This was mentioned both when discussing all the exit paths, that there had been no 

considerations of exits previously because the firm was not ready yet. Hence, we believe 

it to not be relevant as a trigger, the far most frequently mentioned trigger was a 

combination of the financial distress and the strategic goals, in combination with the 

previous experiences of the group members, as previously mentioned.  

 

In regards of the exit on an individual level, DeTienne & Cardon (2010), as previously 

mentioned, argued in their research that the previous experiences of an entrepreneur 

together with the financial performance of the firm, affects the exit route, and we find full 

support for this in our thematic analysis on the subject. The interviewees were very clear 

regarding why they would choose the exit route they say they would have wanted to 

choose as sole owners.  Some of the interviewees saw the need to exit and argued that the 

best way to go, especially when they had gotten a high valuation from consultants. They 

said that they would have made the same choice as the group did. However, others said 

that if they would have been sole owners, they would have taken another exit route than 

the group decided to, some would have wanted to wait before making a choice and some 

did not even want to make an exit at all. Hence, we interpret this as that what triggered 

the exits of this firm, is a combination between firm performance, in our case financial 

distress, and the previous performance of the individuals of the group making the decision 

which affects the individual thresholds of the group members. Hence, the individual 

thresholds and triggers vary from individual to individual and that the exit is triggered by 
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a combination between the firm performance and the individual thresholds and these 

thresholds are based on the previous experience of the individuals.  

 

Moreover, Wennberg (2010) argues in his research that the triggers for an entrepreneur 

to exit management of a firm he/she helped create can be viewed as either a career choice 

or a liquidation of financial investment. He also argues that the exit can also be seen as 

an involuntary or voluntary choice. As he combines perspectives of the utility framework 

and the prospect theory, he argues that the attempt to maximize human capital can explain 

why the exit decision might be related to the financial performance of the firm. We 

partially found support for his theory in our case of the first exit of the firm we have 

studied. The interviewees expressed clearly that one reason as to why they would choose 

the exit paths they would have wanted to consider differently from the group was a form 

of a liquidation of an investment and a career choice. However, in his research, Wennberg 

(2010) argued the choice of an exit to be either a liquidation of financial investment or a 

career choice but our interviewees clearly mentioned it to be both. I.e. both a way to get 

a return on their invested money in the company but also a way to get their name out there 

or continue as the serial entrepreneurs and investors many of the interviewees are. 

Moreover, the first exit was voluntary, but two interviewees argued that if they would 

have made the decision themselves, they would not have exited the firm. This is 

something we would like to add to the arguments of Wennberg (2010). We argue that the 

exit trigger, financial performance or liquidation of financial investment does not have to 

be separate, but can also be combined, i.e. the trigger could be both factors combined. 

 

6.3 Exit Outcome  

When analyzing the answers of the interviewees when discussing exits on a group level 

our thematic analysis demonstrates that the answers of the interviewees were quite similar 

when discussing what outcomes the group had expected from the first and second exit. 

Expectations on receiving funds to fulfill the goals of the common strategic goal, i.e. 

commercialization and growth were mentioned by the interviewees. Our thematic 

analysis shows that the expectations were also affected by the consultants that had given 

the report and the valuation on the firm with the condition that they conducted an initial 

public offering. Hence, the expectations of the exit made them inclined to choose a public 

quotation. Furthermore, at the second exit, an expectation mentioned by many 

interviewees were the funds stay on track with the goal of growth, but also plain survival 

of the firm since the first exit had not gone as planned. Hence, we found patterns in the 

thematic analysis of our findings that show that the expected outcome of the exit affects 

the exit per se, serving as a trigger on both individual and group level and affects which 

route will be taken by the exiting management. 

 

After the interviewees were asked what route they would have wanted to take as sole 

owners of the firm, the follow-up question was what outcome they would have expected 

as a result of their decisions. Our thematic analysis shows that the interviewees who said 

that they would have chosen the same route as the group, expected the same outcome as 

the group would have expected. The interviewees who said that they would have taken 

another route, however, frequently mentioned personal wealth as an important factor as 

to why they would have chosen the route they would have wanted, both in the first and 

second exit. When analyzing our empirical results, we found resemblances between the 

answers the interviewees gave in terms of the importance of the expected result of the 

exit. They frequently mentioned that the expected results of the exit influenced them to 



 

50 
 

make the exit decision and that their personal goals affected the exit route they ultimately 

would vote for as a group, but also what exit they would conduct if they were sole owners. 

Furthermore, from the answers and the thematic analysis, we interpreted it as the hope 

for the expected outcome of the exit affecting the exit route on an individual level even 

more than as a group, and this since they would not have the other group members to 

consider. 

 

Wennberg and DeTienne (2010) presented a model where they show that individual and 

firm factors serve as triggers which affect which exit route will be chosen by the exiting 

entrepreneur and that there are expected outcomes on both individual and group levels as 

a result of each path chosen. As previously mentioned, our findings partially support the 

arguments of their research, since we found that in this case, there are firm and individual 

triggers which affect the path chosen. However, during the analysis of our findings, we 

found that the expectations and the expected outcome of an exit plays a key role in the 

exit process and can serve as a trigger for a certain exit, and not just be a result of the exit 

as presented by Wennberg and DeTienne (2010). The interviewees talked about the 

expected outcome as one of the reasons as to why they chose the exit, which we believe 

to be very relevant to highlight. We argue that the exiting group will be more inclined to 

choose a specific path or exit at a certain point in time if they expect their goals to be 

fulfilled through this path and that this applies to both a firm level and an individual level. 

Hence, we argue that the expected firm-specific outcomes can be the growth of the 

company, spreading a product or solving a situation of financial distress, and building on 

the research of Wennberg and DeTienne (2010), they can be added to the triggers on a 

firm level. Furthermore, the same logic applies to the individual level. The individual 

expected outcomes of the group members can be personal wealth, expected return on 

investment, or making a name for yourself. In their research, they mention motivation as 

one individual trigger to exit, however, we find it relevant to specify the expected 

outcome as one separate trigger, on all levels. We argue that if the expected outcome is 

personal wealth or spreading the product the company is selling to help people, the group 

will have that in mind when choosing the exit and choose the exit route which will be 

more likely to fulfill that goal. For example, a public quotation will not be a complete 

exit, and the goal of growth and more resources to fulfill the strategic goal can be fulfilled 

instead of a merger, which might reach the same goal of growth but the individual not 

being part of the firm after the exit, which was not what they expected. Hence, they chose 

public quotation. On a firm and individual level, the expectations differs from the 

strategic goal of the exit due to the expectations being more like hope of the members, 

how their life and situation would turn out after the exit, and how they visualized the firm 

or product after the exit, and not an official strategy printed and brought up on the board 

meetings. These shaped the way of the exit in the way that it made the group deciding on 

the exit more inclined to choose a specific way to fulfill their expectations, but also more 

restless to put their plans into motion. 

 

In terms of the exit on an individual level, when Wennberg and DeTienne (2010) argue 

in their research that triggers for an entrepreneurial exit on an individual level can be 

intentions and motivation among other things. Our thematic analysis partially confirms 

this, since the interviewees interviewed expressed that their personal goals affected them. 

However, one factor we find important to add to this list of individual triggers for an exit 

is the expected results when it comes to the individual level. We find it important to 

distinguish between this argument and our argument in section 6.3.1, where we argued 

that the expected outcome should be added to all levels of the trigger, i.e. firm level, 
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individual level, and group level. This is due to that in that section we are focusing 

completely on discussing when it is a group exiting the firm, and in this section, we are 

solemnly focused on if it is one entrepreneur exiting, which is similar to the research of 

Wennberg and DeTienne (2010). On an individual level, it is one hypothetical 

entrepreneur exiting, which is more similar to the research that they conducted as well 

and on a group level, it is a group of entrepreneurs exiting.    

 

6.4 Key Findings  

Our analysis of the qualitative empirical data we have seen that what triggers a group to 

exit the firm they helped create, is a mixture between different factors. These triggers, in 

turn, affect the exit route the group will choose. The triggers playing the biggest role in 

the exit are both individual and firm triggers. The individual triggers are when the exiting 

management is a group, the group members different background in the industry and 

previous exits, but also their education. On a group level, we have acknowledged that 

individual factors of each member of the group, such as the age, industry experience and 

previous experience with conducting exits, affect each other. This is since some members 

have different backgrounds the members with less experience in for example 

entrepreneurial exits trusts the members with more experience, or as in our case, be 

inclined to trust external consultants, since the combination of some members saying that 

exiting is a good idea, and a high valuation of the company creates a sense of comfort and 

trust even though the member voting for the decision does not have experience of 

conducting an exit. Hence the group constellation affects the group and creates a group-

threshold. The individual experience of the group members, as well as the lack of 

experience, is crucial according to our thematic analysis. The firm triggers playing a role 

in the exit are the strategic goal of the firm and the financial performance of the firm. In 

the case we have studied, the goal of growth and commercialization and the financial 

distress of the firm were the main firm-level triggers and were the main reason trigger, 

and the individual factors were more determinants of what route was taken. Furthermore, 

another trigger we found through our analysis were the expectations of the outcome of 

the exit which differed from the strategic goal of the firm in the way that it was less 

official and more personal, and more connected to the personal goals of the group 

members, but which nevertheless affected their individual thresholds, their choice of exit 

route and ultimately their vote on what route to take. Moreover, our analysis showed that 

when there is a group exiting, the constellation of the group played a big role in what exit 

route to take and affected the triggers. Factors such as group thinking, trust in each other 

but also industry experience and background were important in the choice, which is not 

relevant when only one entrepreneur is studied. With all this in mind, we found through 

our analysis that the choice of the exit route differs does depend on if it is a group or one 

individual exiting the firm, since the joint experiences of the group, their goals, trust in 

each other and such matters to the exit choice of the exit route.  

 

When it comes to the choice of the exit route, we found in our analysis that whether the 

exit was voluntary or involuntary has a big effect on what exit route will be chosen. At 

the time of the voluntary exit route, the individual dreams, thoughts, and strategic goal 

can be considered and there is a bigger palette of options to choose between. However, 

when the exit is involuntary, the personal thoughts of the group, the constellation of the 

group, and in some cases even the strategic goal of the firm are less important, and the 

survival of the firm is at the focus. 
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From the key findings, we find it necessary to modify the conceptual model we presented 

in chapter 3. The revised conceptual model is presented in figure 2 below. This is due to 

that the previous research we found was made on one individual exiting the firm it helped 

create, and we have looked at the triggers and exit of a group exiting. We found the group 

constellation and the expected outcome of the exit on a firm an individual level relevant 

as triggers for the exit, as well as we found support for the previous theories which the 

conceptual model consisted of except for the third trigger theory, where the exit should 

be considered at all stages. This is because our interviewees argued that the exit was 

appropriate to conduct at the end of the development phase and that it was too early even 

then to conduct an exit, it should be conducted when the firm is ready to grow. Hence, 

we added these two factors only in the revised conceptual model. Furthermore, we added 

the relisting on the stock market as an alternative exit route, since it was not mentioned 

in previous research and our interviewees argued that it is a viable exit route.  
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Figure 2 - Revised conceptual model 
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7. CONCLUSIONS  

This section presents the purpose of the thesis and the research question, and then 

addressing these two parts with an answer. Theoretical and practical contributions which 

this thesis has suggested are discussed as well. Finally, this chapter ends with displaying 

the limitations which have been encountered during the process of writing as well as 

suggestions on future research within this area. 

 

7.1 General Conclusions  

The purpose of this thesis is to develop a deeper understanding of which triggers there are 

for a management exit and how they affect the choice of exit route and the outcomes for 

a startup. Instead of looking at the entrepreneurial exit from an individual entrepreneur’s 

perspective, we wanted to look at a group’s characteristics and perspective when making 

an entrepreneurial exit. The reason for this was that there are several startups which are 

being launched by a group of individuals and not only by a single individual. Resulting 

in our research question being possible to answer: 

 

How do individual and group triggers influence the choice of an exit strategy and the 

development of options for the exit? 

 

We studied this by investigating earlier research on individual exit triggers, and if they 

have an impact on a group constellation’s exit triggers. By analyzing if the chosen exit 

route for the presented company differs from the patterns shown in earlier research, more 

knowledge within entrepreneurial exits can be added. In order to fulfill this purpose, a 

qualitative study has been conducted with interviews being held with a semi-structured 

approach. Exploring the interviewees’ perspective on the exit has been analyzed and how 

they would have done if they could have made the exit decision individually has been 

noted. Comparing the individuals answers from the management group with the answers 

of the group’s collective choice and earlier research, we have been able to gain a deeper 

understanding of our subjects. 

 

The analysis of the results generated several conclusions. As mentioned in the analysis, 

on an individual level, the trigger of the voluntary exit is a combination of the firm 

performance and the individual threshold of the person deciding to exit. The threshold is 

determined by the previous experience of the individual making, the decision, and factors 

such as industry experience, education, and ages. This conclusion also applies to a 

situation when the exiting management is a group and not only one person. However, the 

situation when a group is exiting is somewhat different, since the constellation of the 

group and the previous experiences of the group are important factors that play a role, 

together with the financial performance of the firm and the strategy. Furthermore, another 

trigger to exit is the expectations, both individual expectations and the expectations of the 

firm 

 

Moreover, on a group level, the triggers for the firm consists of the same combination of 

firm performance, strategy, expectations and individual thresholds of the individuals of 

the group exiting the firm. However, the group constellation is a very important factor 

which affects the triggers, since the experiences and expectations of the individuals in the 

group matter to the exit. The background of the members of the group then creates a 

threshold for the group. 
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Which exit route chosen by the group is also affected by whether the exit is voluntary or 

involuntary. If the exit is voluntary, then there is more room for the previously mentioned 

triggers and other factors to play a bigger role. However, if the exit is involuntary due to 

financial performance, the biggest factor affecting the exit route chosen is the survival of 

the firm. Moreover, when it comes to which exit route to choose, the initial public offering 

is confirmed to be the best and least risky way to gather funds and grow without 

completely exiting management. Merger and acquisitions are complex and associated 

with more risk, however, these exit paths can result in more personal wealth if conducted 

properly. A private sale is quicker and less risky but is not guaranteed to be as beneficial 

economically for the exiting management. Hence, the risk and reward factors are 

important for both the group and the individual. However, on a group level, the choice of 

the group might not be satisfactory for all the members and might end in a compromise. 

Partially due to the decision being reached through a vote, but also due to the previously 

mentioned individual experiences and comfort-zones of the group members. 

 

As a final conclusion, we have found that an involuntary exit might lead to one short-

term and long-term exit strategy on a group level, depending on the constellation of the 

owners, and that just because the firm has made one exit, they might exit a second time 

if the situation requires it.  

 

7.2 Theoretical Contributions  

As mentioned earlier, research on entrepreneurial exit is scarcely addressed in scientific 

articles. The current literature within entrepreneurial exit has mostly studied individual 

exit triggers and how the exit routes for individual entrepreneurs have been formed. One 

of the earlier researchers within this area is Birley and Westhead (1993), they showed that 

there was several exit strategies or “paths” which can be used when choosing to exit a 

company. However, it was only during the last years that research more specifically on 

startups has been presented. Most distinct in this area is the work by DeTienne and Cardon 

(2010), they looked at among other, the concepts presented earlier by Birley and 

Westhead (1993) and connected these to risk and reward. More specifically, they looked 

at how entrepreneurs’ value if the exit will be rewarding or of damage to their 

company.  DeTienne and Cardon (2010) were the first to connect exits and intentions, 

and also showed that there are both firm factors and individual factors which serve as 

triggers for the exit when an entrepreneur chooses one. 

 

 From this work, it was evident that there was a gap within the research of entrepreneurial 

exits. Viewing the exit triggers from a collectivistic approach has never been made before 

in this area. Through this thesis, the view of a group constellation and how their exit 

triggers are formed have been explored. The perspective of a group instead of the 

perspective of a single individual is quite beneficial to analyze since not all new business 

ventures are created by a single entrepreneur. This was a research gap which was quite 

evident from the most current literature within this area. Through the semi-structured 

interviews held, contribution to support the work by DeTienne and Cardon (2010) has 

been made. These authors were one of the first to research the relationship between 

triggers and entrepreneurial exit. Our work within entrepreneurial exit contributes to the 

current literature by showing as well that factors such as industry experience, age and 
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education does have an impact on the choice of exit. Through our qualitative study, we 

have contributed with a deeper understanding in the field of entrepreneurial exits and exit 

triggers, as well, a growing knowledge within how exit triggers form the exit itself. In the 

case of this thesis, it is also seen that the group constellation of the business venture itself 

is crucial for the exit as well. Since the group’s members do affect each other when 

deciding on an exit strategy. 

 

Through a devised conceptual model, we have been able to illustrate an interpretation of 

theories mentioned in the theoretical framework. Interpreting if the triggers for an exit 

are the same for a group as for an individual. Resulting in earlier theories being supported 

which have been illustrated in the model. From the study, it was also seen that group 

constellation and the expected outcomes to be a part of the trigger as well. Therefore, 

have these been added to the revised conceptual model too. Through this conceptual 

model, a contribution has been made to the existing knowledge by adding the perspective 

of looking at a group’s triggers. Moreover, the perspective of a group when exiting has 

been overlooked in prior research and thus has this study been conducted. We argue that 

this model can, of course, be subject to further investigation within the fields of 

entrepreneurial exits and triggers of these exits. 

 

7.3 Managerial Implications  

It is of huge importance for managers to understand which exit triggers affect the outcome 

for a group. By studying the individual exit triggers, some conclusions could be made on 

group triggers. In addition to the theoretical contributions described, managerial 

recommendations are presented too. These propositions can help managers who are in the 

same situation as in the case of MedTech AB. These recommendations can strengthen 

entrepreneurs’ choices when deciding on an exit strategy or understand the underlying 

reasons why a specific exit strategy has been chosen.  

 

Fundamentally, this thesis can be seen as a guidance tool for entrepreneurs who need to 

take an approach to exit or to understand a choice already made. For managers, it is of 

critical use to understand the elemental triggers for an exit, to be able to understand how 

these triggers can be studied in their specific case, and in their specific business venture. 

Based on earlier research, the proposed conceptual framework can work as a navigation 

tool for managers/entrepreneurs when starting to think of an exit approach for their 

business. As mentioned earlier, we believe that it is crucial for entrepreneurs to develop 

an exit strategy early in their startup. For when the decision to exit, voluntarily or 

involuntarily, has arisen, it is highly important to know what to do in that case. By doing 

so, a more beneficial exit can be made, resulting in positive consequences, whether it is 

cashing out quickly, or continuing the business in the best way for the venture. From these 

findings, we claim that thinking of exit strategies early and looking at the group's 

collectivistic characteristics are imperative for an effective exit strategy. 

 

7.4 Practical Contributions  

We have been writing on commission for MedTech AB, and based on the findings from 

our qualitative study, we have provided practical recommendations for this company. 

This section will give more specific recommendations for MedTech AB. We believe that 

these recommendations which will be presented will help the individuals within the 

presented company with their future exit strategies. Since most of the managers and board 
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of directors will advance to new challenges, they will benefit from understanding how 

they should consider exits and also what triggers them. How they should coordinate with 

new people to come up with an exit strategy that is most beneficial for that company too. 

Though, for MedTech AB it is also very important to continue their advancement and use 

these recommendations to their advantage. 

 

Our first recommendation for MedTech AB is to consider previous individual experience 

within the management group when deciding on the group’s final exit strategy. Since this 

was found to be a trigger which affected the exit route to a large extent. This factor is of 

critical value for the entire exit strategy and therefore can it be seen in our final conceptual 

model. It can as well be beneficial for each member of the group to know each other’s 

experience; this can assist the group in gathering knowledge from the members which 

can help with the exit strategy. Our second recommendation would be for them to try to 

diverse their group since this as well has been seen to increase the chances of the exit 

strategy becoming more beneficial for the group. If people with different backgrounds 

and different experiences are in the same group, it is more likely that more alternatives 

for an exit will be discussed. In our case, MedTech AB is a very homogenous group and 

the individuals within the group has mostly the same background. Therefore, was only 

one clear alternative perceived by them and that strategy was then chosen. Instead, if the 

group would have been more heterogeneous, more strategies could have been perceived 

and thus another exit strategy could have been more favorable for this specific case. 

 

7.5 Societal Implications  

One of the main implications from this study was that supporting startups in their 

organizational procedures and their exit strategies is crucial for them to be able to develop 

as larger companies. This will as well stimulate the total business environment since it 

can help create more jobs and also increase competitiveness between rivals. This will 

benefit the economy and also the social welfare. This qualitative study showed that the 

entrepreneurial exit is quite complex and there are many triggers that need to be 

understood for explaining an exit strategy. As explained during the practical 

contributions, seeking to diversify the groups and gathering people with different 

backgrounds will benefit a groups choice of an exit strategy. This contributes to society 

by making people actively trying to gather people with different background, so that the 

groups become as heterogeneous as possible. Gathering people with different cultural 

backgrounds, both men and women, younger and older people, will lead to greater 

equality between people in society. By having this approach in a company, it can both 

financially benefit the venture but also benefit the company’s social values and how it is 

perceived by society. This could be a great way of making more companies to allocate 

resources and personnel more equally. Another consequence of this could be that more 

companies find other ways to exit a venture than only using M&A, which is absolutely 

the most common way for companies to exit today. 

 

7.6 Limitations and Future Research  

One obvious limitation which was encountered quite early in the work was that the 

interviewees interviewed was a very homogenous group. The interviewees, which had 

roles within operational management of MedTech AB, the board of directors, and main 

shareholders, were all very alike. The interviewed group can be described as middle-aged 

men, with extensive experience in their respective branch of industry, all with similar 
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higher educations. Not all business ventures are organized in this way, especially not in 

newly created businesses by entrepreneurs. Though, as this is evidently a limitation, it is 

very context specific. This has been explained earlier in the thesis as well. Since this is 

quite early research on group’s exit triggers, it could be interesting to make several similar 

studies on other companies to see if comparable results can be found. As this is a very 

specific context being studied, the answers from the interviewees can be quite distorted. 

It is easy to evaluate past events with the wisdom of hindsight; therefore, can the answers 

be seen as missing flaws. As well, since MedTech AB is a startup, it is a quite small 

company with very few employees, resulting in potential interviewees being very limited. 

Another factor which made it hard to proceed with results was the availability of the 

interviewees for the interviews. It was very challenging scheduling time to have the 

interviews with the interviewees. 

 

As mentioned for future research, it could be interesting to see more research that is 

context specific as this study was, but on other business ventures with other group 

constellations, readily on groups which are a bit more heterogeneous. This could be 

beneficial for this research stream since the research on entrepreneurial exits from a group 

perspective is still very limited. It could as well be beneficial to conduct a qualitative 

study which encompasses several business ventures, and not only an individual company. 

As well, it could be interesting to see additional research on non-traditional exit paths too, 

since the research today views exit paths very narrowly. Lastly, from this study, it can be 

concluded that individuals in a group constellation affect each other, but it would be most 

interesting to understand how people affect each other when a group decision is being 

made. 
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8. TRUTH CRITERIA 

In this section, the determination of quality in the thesis are discussed. This is done by 

the specific criteria which are used when evaluating scientific research. The truth criteria 

which are presented and adopted on the research are discussed from a qualitative 

perspective.  

 

The use of reliability and validity are very common in quantitative research; however, it 

has lately been reconsidered to be adopted for qualitative research as well. Though, since 

these terms have been introduced for quantitative work in firsthand, it needs to be 

remodeled for a more interpretivist approach (Golafshani, 2003). To be able to discuss 

the redefining of two typical terms within quantitative work, reliability, and validity, they 

first need to be defined. In quantitative work, reliability can be defined as how the results 

in a thesis can be repeated with similar technology and consistency over a longer period 

of time and that the population can be represented accurately (Joppe, 2000). However, 

another classical definition of reliability by Hammersley (1992, p. 67), suggests that 

reliability “refers to the degree of consistency with which instances are assigned to the 

same category by different observers or by the same observer on different occasions.” 

Although reliability is a term used within the quantitative work to assess research, this 

concept can still be adopted to qualitative research as well. If information elicitation, to 

evoke a response from information, is the most important in qualitative research, then 

assessing the quality of the study is the crucial test (Golafshani, 2003). As mentioned by 

Stenbacka (2001), for a qualitative study to be of high reliability, the quality in the work 

must be high and generate a great understanding.  

 

Validity within quantitative work can be described as, whether the research truly 

measures what it really was meant to measure from start, also how truthful the research 

results are (Joppe, 2000). This definition can easily be adopted within qualitative work as 

well. Another definition, by Polit and Hungler (1998, p. 561) explains that validity is to 

which degree the measurement instrument actually measures what it is intended to 

measure. Finally, Reliability and Validity are both two terms which are important for any 

kind of scientific work (LeCompte and Goetz, 1982). 

 

Also presented by the authors are the four measures of which to use when assessing the 

quality of research: external- and internal reliability, and also external- and internal 

validity (LeCompte and Goetz, 1982). External reliability addresses the concern that if 

other researchers would do a study and if they would then get the same results in similar 

or same settings (LeCompte and Goetz, 1982). In the case of our thesis, the aim of this 

thesis has always been to gain further understanding of exit strategies and how the 

individual and group triggers can affect each other. Regarding the interviews, we have 

felt it be very important to be able to highlight every aspect of each interviewee. Though, 

since confidentiality was very important for MedTech AB, we have highly discussed how 

much information can be presented without it harming the presented people and company. 

As well, the context surrounding the thesis, the company information and the business 

environment have also been described in as much detail as possible without harming the 

company. In the theoretical framework and also in the method section of this thesis, the 

chosen theories and research assumption has been argued for in detail. Internal reliability 

addresses the consistency of the data collection, the analysis, and also the interpretation 

(LeCompte and Goetz, 1982). Basically, if another researcher would reanalyze the data, 

would they come to the same conclusions as we did. We tried to gather the data in a clear 
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and concise way by asking straightforward questions and by doing so, minimizing 

ambiguity. Which should make it hard to interpret the results in any other way that is 

presented.  

 

The two measures for validity as mentioned are external validity and internal validity. 

External validity, as explained by Bryman and Bell (2011), addresses how the results can 

be represented legitimately between different groups. The extent to which the conclusions 

can be generalized on different populations. For the external validity to be high, the 

research design of the thesis must be structured so that generalizations can be made 

beyond the subjects under investigation to a broader setting. In our case, a preferable 

generalization could be made and therefore can the external validity seem great. The 

internal validity concerns the interpretability of the research, and also if the scientific 

observations made are accurate representations of the reality. According to LeCompte 

and Goetz (1982), qualitative studies, in general, have a high degree of internal validity. 

In the case of this qualitative study, we as authors do as well feel that this thesis has a 

high quality in internal validity. One of many reasons for why we have this notion is that 

we chose a semi-structured way of writing our interview guide. This method shows a 

higher degree of structure when conducting the interview, resulting in better observations 

made. If a structured interview would have been held instead, a stricter structure would 

have been adopted, however, many crucial observations could have been lost, because it 

would have led to follow-up questions being neglected. 
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Appendix 

 

Interview guide:  

Background questions: 

 

 

• What position do you have in XX AB?  

 

• Do you currently have ownership in the firm? 

  

Theme 1: First exit  

 

• What were the main factors, which influenced the decision of conducting an IPO? 

 

• How did they affect the decision? 

 

• What other strategic options did the board consider? 

 

•  Why were these options not chosen by the board? 

 

• What kind of expectations did the board have when making the decision about 

IPO? What is the goal of the outcome? 

 

• If there would be one owner of the company, for example you, what decision 

would you had made in the same situation?  

 

• What factors would influence your hypothetical decision?  

•  

• What strategic options would you consider? Why? 

 

• What outcomes would you expect as a result of your hypothetical decision? 

 

• In your opinion: How did the composition of a group influence the choice of this 

strategy? 

 

Theme 2: Second exit  

 

• Have you decided on what strategy as of today?  

 

• What are the main factors that influenced/will influence this decision? How?  

 

• What other strategic options is there to consider for the board?  

 

• What expectations does the board have when making this decision?   

What is the goal of the outcome?  
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• If there would be one owner of the company, for example you, would the decision 

be different or same? Why? 

 

• What factors would influence your hypothetical decision? 

 

• What other strategies would you consider?  

 

• What outcomes would you expect as a result of your hypothetical decision? 

 

• In your opinion: How does the composition of a group influence the choice of this 

strategy?  
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