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ABSTRACT 

Enterprises of any size need to face different challenges which might be specific to their 
environment or their structure. Therefore, to overcome these barriers each company owner 
needs to take into consideration suitable ways through which the available and potential 
resources can be best use in dealing with the business context. Issues like, market 
breakthrough and acceptance, competition, economic environment, can prove to be critical 
for a small business which bases its activities on innovation type of services and products.  

By studding the specific context of small businesses with an entrepreneurial and innovative 
character, we try to address in this thesis one of the particular ways through which these type 
of companies can face challenges within their environment: by involving different categories 
of external support in their projects and business activities. While the need for capital, 
information and co-operation is growing along with the small business development, we also 
have chosen to focus our attention on three types of support infrastructures: finance, 
information and network. Then, each of these support aspects is analysed in connection with 
project critical success factors in order to establish a certain relevance that external assistance 
can have on project success. 

The case studies are based on five small companies within a Swedish incubator in the region 
of Västerbotten county. As for our study we consider governmental agencies, universities and 
Science Parks, as three representative support agents, we decided to take closely analyse one 
of them, and so we looked at the policies and environment of the incubator which hosts the 
five small companies. And so, Uminova Innovation and its incubator, which are part of 
Uminova Science Park, could be considered as the overall case study framework. Then, the 
outcomes of this thesis highlight the perceived influence of the three support infrastructures: 
finance, information and networks on the business projects, activities and processes. 
Although the particular business characteristics have their own impact when it comes to the 
types of support each studied company choose to approach, a general link has been noticed 
between a certain type of business activities or plans and the involved support. 

As this study brings up particular matters which engage both small business and the business 
support agents, we believe that the outcomes of the analysis and the broad theoretical 
framework would be a suitable reference for practitioners of support policies as well as for 
small business owners. Therefore, the actions and policies of these actors can be further 
developed by taking in consideration the critical success factors which have a direct 
implication in enhancing a particular support that further can contribute to project success. 

Key words: small business, support agents, critical success factors, success criteria, financial 
assistance, networks, information infrastructure. 
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CHAPTER   I 

INTRODUCTION 

1.1 OVERVIEW OF ACADEMIC ASPECTS 

Looking back into the history at ancient civilisations from Europe, like Greeks and Romans; 
or from any other parts of the world, like Amerindian civilisations as Aztecs and Incas, just to 
name few among many – one can find the concept of ‘small business’ in various types as part 
of peoples life. Without doubt it can be said that ‘entrepreneurship’ and ‘innovation’ has 
merged with the way of doing business and continuously contributed to an evolution in many 
aspects of our lives. To strengthen this idea, and further link it with this thesis specific 
context, Swedish small businesses, it can be emphasised that in Sawyers et al. (1997) the 
ancestors of Scandinavia, the Vikings, are also seen as ‘entrepreneurs’ due to their 
contribution in creating trade networks, some covering incredible distances for the end of the 
first millennium, the contemporaneous times they were living in.  

Schumpeter (1996 in Burns, 2001) mentions that “the entrepreneur initiates change and 
generates new opportunities”; by saying this he acknowledges the strong link between 
entrepreneurship and innovation. But as Landström and Johannisson (1998:2) mention, 
“orientation towards innovation activity demands experimentation, which naturally is 
accompanied by risk-acceptance”. However, because of the limited resources, dealing with 
risk is maybe one of the most delicate aspects faced by a small business. And so, while these 
small companies are comprising in some cases even up to 99.5 per cent of the total business 
entities within a country (Fredriksson, 1992, they consequently need to be encouraged and 
assisted throughout support policies and a support infrastructure to deliver these policies.  

If support agents could be categorised in two main ones: public and private, the ways in 
which support is provided takes many different shapes. Among the most spread types of 
support are also financial assistance, provision of information and networking, which will 
studied in detailed in this thesis.  

In order to be founded by external actors, a company and its projects need to be ‘interesting’ 
for these capital providers (Block and MacMillan, 1985) and so it is crucial for a small 
business to show professionalism and management ability, especially when it comes to 
identify the particular critical success factors of their projects. Further, the success of a 
project will depend on how the small business is tuning its resources with the environment 
and evaluate the outcomes throughout a set of success criteria.  

To be likely to receive financial assistance, a company will therefore need to look at how to 
grasp opportunities and reduce cost. To do this, firms need first to best communicate and 
understand the information flow with their supply chain (Blackwell et al., 2006). Information 
alone is still not representing an efficient influence over the small business, unless proper 
communication channels are set up. According to Kanter (1989 in Franke, 1999:204), 
networking can be done in three different ways: “by pooling resources with others; by allying 
to exploit an opportunity; and by linking systems in a partnership”.  
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Either that small businesses use information and networks to get funds or just to ensure a 
better flow of their project activities and enhance project success, different support agents 
will be taken into account. Among these the most influential can be encounter as the 
government, which Lundström et al. (2009) and also Landström and Johannisson (1998) 
identify it as the entity which offers the majority of grants. But its role does not limit only to 
this, another public involvement is in creating networks, like the European Enterprise 
Network or Small Business Link from U.K. (Bennett et al., 2001; Robson and Bennett, 1999). 
Nevertheless the policies which influence small businesses the most are the ones created by a 
country´s government. In consequence, the concept of region needs to be closely regarded, 
since cultural dimensions and factors in the economy and infrastructure hinder or foster 
conditions for entrepreneurship (Tötling and Wanzenböck, 2003 in Boter and Lundström, 
2005).  

Other two bodies that play a significant role in enhancing project success for a small business 
are the universities and the science parks. Universities act as a nest for research and 
development of new products, and Romijn and Albu (2002) have found that as the 
collaboration between the firm and university gets stronger, also the chances to come out 
with a new product increase. On the other side the science park provides information-
exchange networks (Lindelöf and Löfsten 2006) among a wide number of companies, support 
agencies and other stakeholders. Nevertheless in the incubator of a science park 
entrepreneurial talent is leveraged and development of new companies boosts due to the link 
between talent, technology, capital and know-how (Prof. Howard Frederick in Light, 2000). 

If support plays such an important role for the performance of a small business, this should be 
directed as specific as possible. Therefore a focus at the level of projects can give a more 
detailed picture on how companies react to their environment and bring out the best value for 
their customers, while managing to survive and grow in a highly competitive environment. 
PMI (2004) tries to comprise a short but clear definition of projects, which stresses on two 
main features: temporary nature of actions and opportunities and uniqueness of product, 
services and results. Kemp (2006) also looks at project structure in a small business and 
clearly separates them into two kinds of projects: internal projects which do not bring revenue 
for a company directly, and external projects that are for customers specifically.  

Further these characteristics within a project are faced with the critical success factors (CSFs) 
and measured by a set of success criteria. Boynton and Zmud (1984:17) define CSFs as 
“those few things that must go well to ensure success for a manager or an organization, and, 
therefore, they represent those managerial or enterprise areas that must be given special and 
continual attention to bring about high performance”. Other authors go as far as setting 
categories of CSFs, such as Belassi and Tukel, 2006 or Fortune and White, 2006, and believe 
that CSFs have interaction and relationships with one another.  

To link the theory and practice, the studied context is the innovation incubator for small 
businesses within a Swedish science park. Sweden has its own specific contributions to the 
entrepreneurial and innovation field, and in its literature the expression ‘small business 
policy’ is now strongly linked with the term ‘entrepreneurship’. This strengthens a specific 
Scandinavian trend of focusing in recent publications on the skills and motivation of 
individual entrepreneur (Lindholm Dahlstrand and Stevenson, 2007; Landström and 
Johannisson, 2001; Lundström et al., 2008a; Lundström et al., 2008b) rather than taking a 
holistic approach of ‘small business’.  
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Moreover narrowing the focus even further to the county of Västerbotten, entrepreneurship 
and innovation have proved to be many times in the attention of academic field and business 
minded people from this region of Sweden. While Umeå University hosted the first projects 
in small business area, initiated by Dick Ramström in the late 1960s (Landström and 
Johannisson, 2001), Västerbotten county also encounters one of the highest per cent of 
companies with up to 19 employees (Nutek, 1994).  

1.2 RESEARCH QUESTION FORMULATION 

In the sense of the things expressed above, it could be sensitised that small business 
environment has a high influence on the entire commercial environment, and not only. 
Moreover by enhancing entrepreneurship and innovation this context comprises a large 
number of young or new business people, who consequently will need support and advices all 
the more. Therefore, to find out how much of the generated and available support is included 
by these entrepreneurs in their projects, and how different sets of assistance influence the 
outcome and enhance project success, we have formulated the following research question: 

What is the perceived influence of financial, information and network support for the success 

of small businesses projects? 

1.3 AIM AND OBJECTIVES OF THE STUDY 

By formulating the main research question we look towards reaching the aim of this thesis, 
which is to have a developed understanding of how aware are the small business owners of 

the available support infrastructures and how important are financial, information and 

network assistance for their project outcomes. 

This study could have a significant contribution for the small business field in the particular 
area of support, seen as both policy and infrastructure, through emphasising practical facts of 
existent assistance and its usage by the entrepreneurs. Further the obtained evidence will 
provide a good ground to highlight connections as well as gaps that exist among different 
stakeholders, which act as providers or users of support. 

The way we will try to understand the support influence will be throughout project CSFs, 
which act as a guideline for the whole project life cycle. Since there are three types of 
assistance that we decided to focus on, we defined and further comprise the objectives of this 
research.  

First we would like to know which kind of support among the three types: funding, 
information, networking, is mostly needed and accessed in small businesses. Then we will 
look at the actual incorporated support and try to see which ones are mostly affecting the 

project success. To determine this, we will link each type of support with the most suitable  
project CSFs. Lastly we wish to identify the elements and trends that drive business 
development and how do these influence future projects in a small business? 

1.4 SCOPE AND LIMITATION OF THE STUDY 

The research study will be conducted with a range of companies that run their activity within 
Uminova Innovation Incubator. While the environment of an entire incubator within a 
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science park could be representative to a certain extent for this specific context, we can 
however not generalise the findings to all small businesses among Sweden, or even the region 
of Västerbotten. Still we believe that the structure of this research can be further adopted for 
other similar case studies, and the findings could represent solid information for all involved 
parties by highlighting analysis from a quantitative data as well.  

Semi-structured interviews will be conducted with each of the business owners. We will try 
to shape a coherent and comprehensive analyse as possible, still the limited interviewing time 
as well as our novice experience in conducting interviews could interfere as factors in the 
final qualitative aspect.  

1.5 STRUCTURE OF THESIS 

The thesis is structured in eight chapters, where this introductory chapter had the role to 
briefly present the reader with a background of the theoretical and empirical parts, it 
highlights the aims and objectives of the study, and describes the research question.  

The following chapter will describe the research methodology pointing out theoretical aspects 
of the methodology that has been decided up on. In this thesis we will use semi-structured 
interviews, this being the most suitable way as we wish to get as much information as 
possible, since we realise that there could be aspects which we as young researchers might 
overlook in our set-up questions. 

In the third chapter a comprehensive theoretical framework will be structured in a way that 
will allow the academic concepts to best merge later on with the empirical findings, from 
which a logical flow of the analysing part can emerge. The theoretical framework will expose 
concepts and information on small businesses and support for these, taking the academic 
point of view as well as the practitioners’ one. This part will conclude by integrating a broad 
picture of the Swedish small business environment, which nevertheless will be presented 
within a wider context of European Union. The second part of the theoretical framework 
chapter will look at project management with regards on how project success can be defined 
and achieved within business environment. Then a complete literature review will delimitate 
the most known and used concepts of critical success factors and success criteria, trying in 
the end to set up a basis for analysing the influence of support on a project outcome.  

The fourth chapter will go back to the methodological aspects, this time comprising the 
practical part which will highlight how the chosen methodology was actually implemented.  

Empirical descriptions will constitute the fifth chapter of the thesis and will first comprise a 
description of the practical context and findings. Then will expose the information gathered 
from primary and secondary data relevant to our thesis topic.  

The next chapter, analysis and discussions, is expected to give a broad picture on the subject 
by shaping the obtained information from the empirical data in order to best highlight 
concepts exposed within the theoretical part.  

In the seventh chapter of this paper, the conclusion, we will look to reformulate the outcomes 
of the study in a more general way, in order for the reader to get a concise and complete 
picture of the whole work. Also recommendations will be emphasised with clear directions 
for potential future research.  
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Not the least, in the eighth and last chapter of the present master thesis ethical considerations 
will be highlighted, regarding the way in which research has been planned and conducted. 

To illustrate the development of this thesis we set up in figure 1.1 the main steps that we will 
follow.  

Our study grounds
Practical Research Methodology: Case study ¦ Interview

Theoretical Framework: Small Business ¦ Support Agents ¦ CSFs ¦ Project 
Success Criteria

Theoretical Research Methodology

Gathered information
Empirical description: Small businesses in an incubator 

Study Outcomes
Conclusion: Verified information and new outcomes ¦ Study limitations ¦ Future 
study recommendations

Analysis and Discussion: Capital formation ¦ Information support ¦ Networking ¦ 
Business development ¦ Project success

Reasons to study
Research question: What is the perceived importance of financial, 

information and network support for small businesses and how do these 

support infrastructures influence project success?

 
Figure 1.1 Thesis main body structure 
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CHAPTER   II 

THEORETICAL RESEARCH METHODOLOGY 

In this section we will describe the grounds of the research methodology, focusing on the 
theoretical aspects (see figure 2.1). There will be five main parts in the following order: (2.1) 
Research philosophy, (2.2) Research approach, (2.3) Research strategy, (2.4) Research choice 
and (2.5) Research time horizon.  

Study Outcomes

Gathered information

Our study grounds
Theoretical Research Methodology

Reasons to study
Research question: What is the perceived importance of financial, 

information and network support for small businesses and how do these 

support infrastructures influence project success?

 

Figure 2.1 Main considerations of the theoretical research methodology 

According to Saunders et al. (2009), even though ‘research method’ and ‘research 
methodology’ are used interchangeably in many books and articles, these two words have 
different meanings. Saunders et al. (2009:3) make clear that the word ‘method’ is referred to 
“techniques and procedures used to obtain and analyse data”. On the other hand, 
‘methodology’ means “the theory of how research should be undertaken” (Saunders et al., 
2009:3). Concerning business and management research, Easterby-Smith et al. (2008) (as 
cited in Saunders et al., 2009:5-6), point out four aspects that make research in this field 
distinctive and different from research in other fields as follows: 

(1) “The way in which managers (and researchers) draw on knowledge developed by 
other disciplines;” 

(2) “The fact that managers tend to be powerful and busy people. Therefore, they are 
unlikely to allow research access unless they can see personal or commercial 
advantages.” 

(3) “The fact that managers are educated. Many now have undergraduate and 
postgraduate degrees and, as such, tend often to be as well educated as those 
conducting research about them.” 
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(4) “The requirement for the research to have some practical consequence. This means it 
either needs to contain the potential for taking some form of action or needs to take 
account of the practical consequences of the findings.” 

To conduct our research, we kept in mind all of the four aspects proposed above. Moreover, 
we applied “the research onion” (see figure 2.2) proposed by Saunders et al. (2009) in order 
to elaborate on theoretical methodology by explaining layer by layer from research 
philosophy to the time horizon. Regarding data collection and analysis (the most inside layer 
of the research onion), we will discuss later in the part 4: Practical Methodology.  

PhilosophyApproachStrategyChoiceTime
horizon

Data Collection 
and Analysis

 
Figure 2.2 The research onion (adapted from Saunders et al., 2009:108) 

As priory mentioned we take “the research onion” (Saunders et al., 2009) into consideration 
in order to organise our theoretical methodology part. Therefore, we analyse and discuss the 
thesis’s research position in five main aspects, corresponding to each of the onion layers: 
philosophy, approach, strategy, choice, and time horizon.  

2.1 RESEARCH PHILOSOPHY 

Research philosophy can be considered with three major ways of thinking: Ontology, 
Epistemology, and Axiology (Saunders et al., 2009). In addition, according to Saunders et al. 
(2009:119), there are four key research philosophies as follows: 

(1) Positivism: The researcher takes the view the research subject as being external, 
objective, and independent of social actors. That is, the researcher thinks that only 
observable phenomena can provide credible data and facts. Emphasis is put on 
generalisation. In brief, not only is the researcher independent of the data, but also 
research is conducted without binding with values. In short, this positivistic position is 
the application of the methods of natural sciences to study social reality (Bryman and 
Bell, 2007 and Saunders et al., 2009). 

(2) Realism: The subject of research is objective and independent of human thoughts, 
belief, or knowledge.  This philosophy is similar to positivism in the way that 
knowledge is developed. Observable phenomena provide credible facts, data. 
Therefore, insufficient data leads to inaccurate sensations. The researcher 
concentrates on explaining within a context. However, research is value laden and has 
bias from the researcher’s views and experiences (Saunders et al., 2009). 
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(3) Interpretivism: The researcher needs to understand differences between humans in our 
role as social actors. The interpretivistic position is highly suitable for research in the 
fields of business and management because the business situations are unique and 
constitute a function of a particular set of circumstances and individuals at a 
determined time. The research subject is socially constructed, subjective, and 
changeable. The researcher not only adopts the subjective meanings and social 
phenomena, but also focuses on the details of situations together with a fact behind 
them (Saunders et al., 2009). 

(4) Pragmatism: The researcher takes both objective and subjective points of view.  
External and multiple views are chosen to answer the research question. Research has 
focus on practical application and integration of different perspectives on data 
interpretation (Saunders et al., 2009). 

In this thesis  

We adopted “Interpretivism” as our research methodology because, as suggested by Bryman 
and Bell (2007), the interpretivistic position is highly appropriate for research in social 
sciences. To conduct this research, we study projects in different small businesses which are 
unique. Each small business owner or project manager has distinct skill and expertise. We 
need to deal with the differences in answers and perspectives of the respondents because 
these differences have a direct impact on our findings and discussion. Also, as mentioned by 
Biggam (2008), interpretivism depends on the time and context of research, which 
corresponds to our study. In addition, Biggam (2008) points out that interpretivistic position 
is normally applied together with qualitative research methods, such as the semi-structured 
interview which we intend to conduct. 

2.2 RESEARCH APPROACH 

According to Saunders et al. (2009) and Bryman and Bell (2007), there are two research 
approaches:  Deduction and Induction. Also, this opinion is reinforced by Adams et al. 
(2007:29) who states that “in any type of research there are basically only two ‘styles’ of 
reasoning, i.e., two methods of scientific enquiry, which are inductivism and deductivism”. 
To elaborate, both research approaches are explained as follows: 

Deduction: Deductive approach is closely linked with scientific research (Saunders et al., 
2009).  This method operates from “the general to the specific” (Adams et al., 2007:29). It 
involves developing a theory, setting hypotheses, and rigorously testing them (Saunders et al., 
2009). Correspondingly, Adams et al. (2007:30) explain that “a set of propositions relating to 
a given phenomenon is narrowed down to a specific set of testable hypotheses or to a single 
testable hypothesis”. The researcher applies relevant data to test these hypotheses, and the 
result may or may not correspond with the original proposition in the theory (Adams et al., 
2007). The results of research are dependent on extensive statistical testing (Quinton and 
Smallbone, 2006). In the past, deduction has tended to be the dominant research approach in 
management, which is mainly based on testing theories by using quantitative data collected 
from interviewing relevant people and conducting surveys (ibid). Bryman and Bell (2007) 
sum up the process of deduction as follows: 

Theory ���� Observation/Findings
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Induction: Inductive approach is mainly applied in social sciences in order to understand 
better the nature of the problem (Saunders et al., 2009). Adams et al. (2007:29) defined this 
approach as “operating from the specific to the general”. By analysing the collected data, the 
researcher looks to come out with the information of theory (Saunders et al., 2009). In other 
words, “induction relies on the empirical verification of a general conclusion derivable from a 
finite number of observations” (Adams et al., 2007:29). Adams et al. (2007:29) further 
elaborate on the ability of the inductive approach to formulate a theory that “observation 
reveals patterns or trends in a specific variable of interest, and these patterns lead to the 
formulation of a general theory concerning the nature and behaviour of the variable and other 
variables which are in the same class of phenomena”. According to Quinton and Smallbone 
(2006), this inductive approach has increasingly gained importance in terms of deriving 
theories from the data and using a different approach to data collation which may involve 
collecting much more detailed information from few participants. This acts as a qualitative 
approach, where the researcher tries to collect as much as possible data from a deeper variety 
(Quinton and Smallbone, 2006). Particularly, “this data is subject to detailed analysis but it is 
not statistically based” (Quinton and Smallbone, 2006:6). Bryman and Bell (2007) sum up 
the process of induction as follows: 

Observation/Findings ���� Theory

 

In conclusion, deduction and induction can be differentiated with various outstanding aspects 
as shown below (see table 2.1): 

Table 2.1 The differences between deductive and inductive approaches (extracted from (1) 
Saunders et al., 2009:127; and (2) Adams et al., 2007:29). 

Deduction Induction 

“Scientific Principles”(1) “Gaining an understanding of the meanings 
humans attach to events”(1) 

“Moving from theory to data”(1) 

“The need to explain casual relationship between 
variables”(1) 

“A close understanding of the research 
context”(1) 

“The collection of quantitative data”(1) “The collection of qualitative data”(1) 

“The application of controls to ensure validity of 
data”(1) 

“The operationalisation of concepts to ensure 
clarity of definition”(1) 

“A highly structured approach”(1) 

“A more flexible structure to permit changes of 
research emphasis as the research progresses”(1) 

“Researcher independence of what is being 
researched”(1) 

“A realization that the researcher is part of the 
research process”(1) 

“The necessity to select samples of sufficient size 
in order to generalise conclusions”(1) 

“Less concern with the need to generalize”(1) 

“Drawing general conclusions from a finite 
number of observations”(2) 

“Universal laws as hypotheses to be ‘tested’ 
against the predictions implied by these laws”(2) 

“The method relying on empirical verification”(2) 
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In this thesis 

Obviously, based on the differences between deduction and induction illustrated above, our 
research approach is mainly on the inductive side. As our study focuses on the influence of 
support on the project success within small businesses, and as the literature and theories are 
more based on large business context; we need to use an inductive approach, rather than a 
deductive. Therefore, to collect data we apply qualitative research method by conducting the 
semi-structured interview. Additionally, through collecting data only from a specific small 
group of relevant participants, we do not aim to generalise our conclusions, but we intend to 
study from our empirical findings and draw conclusions on them. So, our reasons to apply the 
inductive approach are based on our focus to: gain a clear understanding of our research 
context, collect qualitative data, find ‘something new’ which could contribute to future 
theories on small business projects that may close certain parts of the gap in the existing 
literature. 

2.3 RESEARCH STRATEGY 

Saunders et al. (2009) note that in order to make decision on research strategy, the researcher 
need to consider research questions, research objectives, existing knowledge, the availability 
of time and other resources, and research philosophy. To explain, Saunders et al. (2009:142-
150) propose seven research strategies as follows: 

Experiment: It is the normal form of research in natural sciences (Saunders et al., 2009). 
Hakim (2000, as cited in Saunders et al., 2009) points out that the experiment is applied to 
study the causal links or the impact of changes in an independent variable on another 
dependent variable. 

Survey: It is usually applied together with the deductive approach. It involves the collection 
of a large amount of data from a population with economical way such as using a 
questionnaire. The data gained is standardized and easily comparable. This strategy is 
adopted widely in business and management research. (Saunders et al., 2009). 

Case study: According to Robson (2002:178, in Saunders et al., 2009), this strategy involves 
“an empirical investigation of a particular contemporary phenomenon within its real life 
context using multiple sources of evidence”.  Yin (2003: 13-14, in Dul and Hak, 2008) adds 
that “a case study copes with the technically distinctive situation in which there will be many 
more variables of interest than data points, and as one result relies on multiple sources of 
evidence, with data needing to converge in a triangulating fashion, and as another result 
benefits from the prior development of theoretical propositions to guide data collection and 
analysis”. In brief, Dul and Hak (2008), by taking into consideration most definitions found 
in the literature, point out that the case study research is concern on qualitative methods and 
research objectives. 

Action research: The researcher is part of an organization within which he conducts research 
and the chages occur (Coghlan and Brannick (2005), as cited in Saunders et al., 2009). Also, 
the research is directly related to the organisational issues and the involvement of 
practitioners (Saunders et al., 2009). 

Ethnography: This strategy is intended to describe and explain the social world by the 
researcher immersing himself in it as much as possible. (Saunders et al., 2009). 
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Grounded theory: This strategy is considered as “theory building” by combining both 
inductive and deductive approach. It gives importance to predicting and explaining behaviour 
as well as developing theory (Goulding (2002), as cited in Saunders et al., 2009). With this 
strategy, data is generated by a series of observations without an initial theoretical 
framework. Then, the data allow predictions to be generated and tested in the next 
observations. (Saunders et al., 2009). 

Archival research: The researcher use administrative records and documents as the major 
source of data. (Saunders et al., 2009). 

In this thesis 

Generally, we adopt the case study strategy. We first focus our attention on Uminova Science 
Park, a Swedish Science Park in the region of Västerbotten. Uminova Science Park entity is 
at its own turn represented by two other main institutions, Uminova Innovation and Uminova 
Invest. Our general context case study will be Uminova Innovation, following to focus on 
several companies that are hosted within Uminova Innovation. Therefore, we would like to 
gather part of our empirical data by conducting semi-structured interviews with small 
business owners, but also with the incubator management. In this way we will gain data from 
both sides: support receivers (small businesses) and one of the main support provider (the 
incubator). In other words, we place the object of our study, small businesses and their 
projects, in the overall context of a support agent as illustrated in figure 2.3. 

Uminova Innovation

Small Businesses

Projects

 

Figure 2.3 The case study and the object of study 

Any available and relevant secondary data regarding the incubator, small businesses, and 
projects are collected and analysed. As suggested by Saunders et al. (2009), the case study 
strategy especially helps in answering the following type of questions: why, what and how. 
With semi-structured interview, we intend to gain understanding of each case study , trying to 
influence the answers as less as possible, while we apply qualitative processes to analyse data 
further. This indicates that our data gathering process corresponds with the definition of the 
case study strategy given by Dul and Hak (2008: 4) that “a case study is a study in which: (a) 
one case, as a single case study, or a small number of cases, as a comparative case study, in 
their real life context are selected; and (b) data obtained from these cases are analysed in a 
qualitative manner.” 



 
 

Page | 12 

2.4 RESEARCH CHOICE 

Apart from primary and secondary data, data can also be classified into quantitative and 
qualitative data (Saunders et al., 2009 and Bryman and Bell, 2007). The words ‘quantitative’ 
and ‘qualitative’ result in different data collection techniques as well as data analysis 
procedures (Saunders et al., 2009). To clarify, ‘quantitative’ is concerned with techniques or 
procedures dealing with “numerical data”, whereas ‘qualitative’ is relevant to handling “non-
numerical data” (Saunders et al., 2009:151).    

In order to decide on a research method, the researcher has two main choices about 
quantitative and qualitative data to consider which are “mono method” and “multiple 
method” (Saunders et al., 2009:151): 

Mono method: This is relevant to making decision on using only one data collection 
technique along with its corresponding analysis procedures. (Saunders et al., 2009).  

Multiple method: The researcher decides to use both quantitative and qualitative techniques 
and procedures together in a single research study. (Saunders et al., 2009).  

In this thesis 

We applied mono method because we focus on collecting qualitative data from semi-
structured interview and analysing it with qualitative data analysis processes which we will 
explain later in part 4: Practical Methodology. 

2.5 RESEARCH TIME HORIZON 

The time factor is importance and needs to be decided in the phase of research planning 
(Saunders et al., 2009). To elaborate, Saunders et al. (2009:155) propose two perspectives of 
time horizons as follows: 

(1) Cross-sectional study: This can be considered as a “snapshot” or studying as one 
point in time, as the research is conducted at a specific time. Many examples of 
research conducted in this way are mostly research projects carried out for “academic 
courses”. (Saunders et al., 2009:155) 

(2) Longitudinal study: This can be considered as a “diary” or a “series of snapshots” 
over a period of time. For example, the researcher conducts research to study change 
and development. (Saunders et al., 2009:155)  

In this thesis 

We adopted a cross-sectional study, which looks to better fit with our time horizon within our 
MSPME program. Also, writing a thesis can be considered as an academic course, where we 
need to carry out our research based on gained knowledge from prior modules and other 
studies. Moreover, as we do not focus our research on change and development, we do not 
need to apply longitudinal study in order to study them effectively.  Instead, we concentrate 
on projects or core activities in small businesses. All this, makes it more suitable to study in 
the form of cross-sectional study. 
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CHAPTER   III 

THEORETICAL FRAMEWORK 

The chapter three will include several main aspects (see figure 3.1) which will be emphasised 
in eight parts where academic and practical available literature will shape the theoretical 
framework. In order to best describe the environment of innovative small business, to identify 
types of support for these companies and the different agents that manage the support we 
have wrote the following subchapters: (3.1) An overview of small business, (3.2) 
Entrepreneurship and innovation, (3.3) An overview of support, (3.4) Types of support, and 
(3.5) Swedish context for small businesses. Further we are concentrating on aspects within a 
project frame, as our study intends to emphasis the critical success factors that can are 
influenced by support infrastructures within a small business project. All these points will be 
structured in the next two sub-chapters: (3.6) An overview of project management in small 
businesses and (3.7) An overview of project success. Last subchapter will emphasise the 
conclusions of the theoretical framework, (3.7) Theoretical framework findings.  

Study Outcomes

Gathered information

Our study grounds
Theoretical Framework: Small Business ¦ Support Agents ¦ CSFs ¦ Project 
Success Criteria

Reasons to study
Research question: What is the perceived importance of financial, 

information and network support for small businesses and how do these 

support infrastructures influence project success?

 

Figure 3.1 Main considerations of the theoretical framework 

3.1 AN OVERVIEW OF SMALL BUSINESS - AN HISTORICAL FRAMEWORK 

At a first search in the database of printed materials from Umeå University Library, a number 
of 394 titles were listed. Although this represents a small part of all the written material on 
this topic, it is interesting to notice that while there is one book from the 1940s, Small 
Business: Its Place and Problems (Kaplan, 1948), more than 230 titles could be tracked from 
2000 onwards. Still, written 60 years ago or just early this year, in all of them the manager is 
perceived as a central part and plays a key role for small business development and 
performance. She or he is seen as an entrepreneur whose skills and abilities give the business 
a personal characteristic. (Bard, 2007; Burns, 2001; Hollander et al., 1967; Kaplan, 1948; 
Keasey and Watson, 1993; Lundström et al., 2009; Moreau, 1980).  
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CONTEXTUAL FACTS OF SMALL BUSINESS  

As a “symbol of a society”, small business enterprise has been always seen as the most 
suitable context where the employee can manifest its willingness to act as an owner (Kaplan, 
1948:3-4). The idea is valid even when it is confronted with specific contexts, for example 
small business activity as well as policies towards it did not cede even during the Second 
World War (Kaplan, 1948).  

Taking as a reference point the ‘modern dynamic economy’, books from 1940s till early 
1970s (Hollander et al., 1967; Kaplan, 1948) stress on the importance of differentiation in the 
production process by division of technology and functions. While local market is the one 
that sets the boundaries for small business products and services (Kaplan, 1948; Hollander, 
1967), Hollander et al. (1967) also begins to see that besides a ‘geographical proximity’, 
quality needs to be stressed in its relationship with cost. However when looking at 
government support through policies for small business, this has decreased in the 1970s 
comparing it with the three previous decades (1967), and probably the reason can be that after 
periods of serious decline in economic activity, like wars, public institutions will give a 
higher attention and assistance to regenerate the economic infrastructure and resources.  

Further, with the 1980s the literature starts to recognise even more the need of developing 
management style patterns in order to boost profit by an efficient planning at management 
level (Moreau, 1980). As it has been emphasised above, the quality matter is taken more into 
consideration besides the cost of production, and with a new decade this idea has gone as far 
as to recommend that in order to counter competition, small businesses need to compete on 
different levels. Therefore, a “creative” planning can contribute at a business personalisation 
which offers different products and services, while increasing quality and help avoid 
strategies based only on price (1980). Moreau (1980) looks at government support by 
analysing the Small Business Administration (SBA) from U.S. and underlines that to access 
public loans, authorities set up conditions which are not easy to be fulfil by the average of 
small businesses (1980).  

Following with the literature in the 1990s, the management side becomes of a central 
attention, since books and papers start using titles which besides the words ‘small business’ 
have attributes as ‘management’ or ‘entrepreneurship’ (Keasey and Watson, 1993; Burns, 
2001). Looking at various managerial ways to overcome competition and quickly respond or 
acknowledge beforehand customer needs, will give small business the ability to spot 
opportunities and to innovate, which according to Burns (2001:49) are the ‘two most 
important distinguishing features of entrepreneurs’ that enhance the growth of firms. Also, a 
visible development in the ‘management’ approach is to take into account how managers 
connect with their teams, since the performance of a company is not only attributed entirely 
to the owners’ decisions, but on the ‘business team’ inputs (Keasey and Watson, 1993).  

Keasey and Watson (1993) further consolidate the idea that banks are the major external 
financial provider, while the government takes much more the role of shaping policies which 
can directly or indirectly encourage small business establishment. The ‘shortage’ of 
stakeholders willing to give or land money to small firms is directly affected by the 
characteristics and limitations of this type of business. One major thing that makes them more 
vulnerable and riskier than larger firms, is the focus on local context (Nutek, 1994) or for a 
single type of customer which forces the business to rely on a small number of buyers (Burns, 
2001) and incurs a “lack of market power” (Bolton Committee, 1971 in Keasey and Watson, 
1993:3).  
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On the other hand Argyris (1994) and Slater and Narver (1995) (in Bard, 2007:13) stress that, 
although necessary, market orientation alone is not sufficient since the company may ignore 
emerging markets and competitors. Moreover, small and medium businesses play an 
important role in most industrialised nations (Fredriksson, 1992) they might also look at 
export and overseas opportunities while competing with imported goods on domestic 
markets. So, the 21st century literature emphasises that through a combination of culture and 
climate, a small business can learn how to create superior customer value (Bard (2007).  

Opportunities from oversees are also directly linked with the extend of scale economies in the 
industry which press the firm to grow, otherwise the business may most likely not survive if 
it stays small or focuses on a single local market (Lundström et al., 2009). Even more so, in 
the today’s environment the ‘pressure of world markets’ cannot be overlooked due to the 
increasing flow of goods, services, people and capital across national borders (Lundström et 
al., 2009; Wittig, 2000).  

Still there are advantages and disadvantages for a small business growth and how far this 
should go. The literature acknowledges the importance of local resources and context, and 
while Barnes (in Lundström et al., 2009:138) believes that ‘local people are the first to 
identify opportunities’, Bannock and Albach (1991) advocate for economies of specialisation, 
needed even more in a global competition, which can be best answered through a small 
business framework conducted at a small scale. Moreover, according to a survey on 
entrepreneurs within European Union, as a result it came out that there is a large amount of 
managers that prefer to keep their business small in order to preserve a higher degree of 
independence (Nutek, 1994). 

SCALE AND EMPLOYMENT WITHIN THE OVERALL BUSINESS ENVIRONMENT 

When estimating the degree to which small businesses contribute and affect the economic 
environment, most researchers analyse them within a wider context that comprises also the 
medium enterprises (SMEs), including firms with up to 500 employees (Allocca and Kessler, 
2006; Bennett et al., 2001). However small businesses, which usually are considered to be 
firms with 100 or less employees, make up 90 to 99.5 per cent of a country business 
environment. This is supported by a larger amount of studies done on U.S. industry (Burns, 
2001:373; Country Business Patterns, 1962 in Hollander et al., 1967:9), while a similar 
situation is found in other developed countries like Sweden, with only 0.2 per cent of 
companies encountering for more than 200 employees (Nutek, 1994) or even in Romania, 
which may be considered as a country with an emerging economy, micro firms represent 
almost 93% of all SMEs (National Agency for Regional Development 2000 in Brown et al., 
2005). An extreme situation took place in U.S. between 1980 and 1982, when all new jobs 
were generated only by small businesses (Culp, 1990).  

The impact of small business on employment is consequently a major one. Whereas data 
from 1944 (Survey of Current Business in Kaplan, 1948) counted small firms as only one-
sixth from the active business population, with more than one fourth of all the personnel 
engaged in business enterprise; today this specific entrepreneurial environment is recognised 
as a main source of employment as it creates the majority of new jobs (Bard, 2007; The 
Stratos Group, 1990; Birch, 1979 in Landström and Johannisson, 2001). Then again, small 
firms are also more exposed to threats coming from changes in environment and thus less 
secure in preserving jobs. As Burns (2001) noticed there is equilibrium in the number of start-
ups and the one that cease to trade, and so keeping ‘good staff’ becomes challenging. 
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3.2 ENTREPRENEURSHIP AND INNOVATION IN SMALL BUSINESS 

Talking about entrepreneurship and not including the word innovation, is like studying on 
small business without taking into consideration the main characteristics that set its identity 
in the first place and drive the firm’s performance. Schumpeter (1996 in Burns, 2001) is one 
of the first economists to argue and demonstrate the strong link between entrepreneurship and 
innovation, mentioning that “the entrepreneur initiates change and generates new 
opportunities [thus] the innovator is able to reap profits and disturb equilibrium” (2001:52). 
Besides ‘creating’ opportunities, the entrepreneur should also continuously scan the business 
environment and spot opportunities towards which she or he can best respond by creating 
new patterns using a mix of available resources and co-operators (Landström and 
Johannisson, 2001). 

The limited resources and power to face either threats or opportunities, makes a small 
business riskier than larger organisations. But as Landström and Johannisson (2001:2) 
mention, “orientation toward innovation activity demands experimentation, which naturally is 
accompanied by risk-acceptance”. Being ‘risk-conscious’ is needed in order to be a 
successful entrepreneur, and this has direct affects on the extend to which a small business is 
willing to change (The Stratos Group, 1990).  

Besides innovation and risk-taking, Lindelöf and Löfsten (2006) add a third dimension to the 
entrepreneurial orientation: proactiveness. While these authors bring as arguments the need to 
be proactive in order to overcome competition, same importance is carried by the speed of 
taking actions upon the customer requirements or the different requests coming from actors 
involved in partnerships for new products. Because innovation spawns within collaborations 
and not in isolation, Eriksson (2005) also stresses on the importance of proximity, this time 
looking at the geographical context, which should be further enhanced by the socialisation 
process.  

ENTREPRENEURSHIP IMPACT ON SMALL BUSINESS  

Firms look towards achieving their objectives while following a vision which gives them a 
meaning and an identity. The majority of goals, outcomes of a business strategy, can be 
achieved through projects, and when speaking about small business, each of these projects 
will be endorsed by the entrepreneurial nature of the owner. In this case the small business 
owner will also take the responsibility of a project coordinator, and therefore decisions that 
are taken will strongly reflect the outputs of a project and consequently for the business as a 
whole. Since small businesses can seldom afford permanent specialized staff, managerial 
competence should comprise a wider range of skills and abilities than the ones of managers in 
large companies (Hollander et al., 1967). Managerial as well as technical proficiency together 
with personal characteristics, experience, motivation, market orientation and others will 
highly personalise the business (Bard, 2007; Hollander et al., 1967). Furthermore, a study by 
Wynarczyk et al. (1993 in Keasey and Watson, 1993:13) ascertains that managers in fast 
growing small firms have a higher tendency towards “get up and go”, “ability to get things 
done” or “outstanding creativity”; all this highlight the leadership abilities of owners beside 
their managerial competence. When it comes to projects, the owner has a direct impact on 
project success, and therefore she or he needs to know how to lead her or his team, recognize 
market and customers trends, and incorporate different actors, tools and policies to support 
the business, while keeping all the time a ‘magnifier’ on the environment.  
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INNOVATION IMPACT ON SMALL BUSINESS  

Taking up from the project success that is primarily influenced by the entrepreneur in the 
person of business owner; the overall business performance, made up of successful projects, 
needs to meet market orientation, and this can be achieved only if product/service innovation 
acts as a mediator and channels ‘innovation performance’ (Bard, 2007).  

Many organisations think of innovation only from a technical point of view and rather 
identifie it as an ‘invention’. Organisation for Economic Co-operation and Development 
(OECD) (Nutek, 1994:126) defines innovation as “a technical idea that has been realised and 
launched in the form of a product or process and which has met with success on the market”. 
Even if there is no doubt that enterprises need to set up projects that assimilate and apply new 
technology, the idea of promoting innovation goes beyond the ‘technical process’, being 
shaped also by a ‘social process’ in the sense of interactive learning (Lundvall, 1992 in 
Eriksson, 2005:12). 

Because most projects manage innovation not for the sake of innovation but to reach and 
fulfil customer demands, who often are also the most important source of innovation (Von 
Hippel, 1988 in Vinnova, 2008:75), a broader definition of it must be formulated. In this 
sense, Mintzberg (1983 in Burns, 2001:49) mentions a need to “break away from established 
patterns” while Schumpeter (in Burns, 2001:52) takes an even larger view and defines five 
types on innovation. In categorising the innovation, besides the traditional introduction of a 
new good or process, Schumpeter also identifies the role of a business to open new markets, 
to identify new sources of supply and to create new types of industrial organisation; or in 
other words to enlarge and find alternatives to its alliances and move from Porter’s (1998) 
value chain to value grid (Pil and Holweg, 2006) or to the virtual web which besides a stable 
network “contains many more resources and capabilities” (Franke, 1999:216). 

Referring back at small business environment, Lundström et al., (2009) believe that this type 
of firms usually start to deploy innovation at a very small scale of output, and research into 
SMEs has emphasised that product development and innovation is low (Nutek, 1994) when it 
comes to individual enterprises. Still through their overwhelming number, these “agents of 
change ... provide and essential source of new ideas ... that otherwise would remain untapped 
in the economy” (Lundström et al., (2009:31).  

Once more the crucial factor that comes into picture is ‘speed’ at which innovation is 
developed and delivered. Allocca and Kessler (2006) outline that small businesses should 
acknowledge the unique characteristics of their firm in order to draw innovation speed, and 
found that project success is synergistic with the pace at which innovation develops. Besides 
the nature of ‘uniqueness’ in The Stratos Group paper (1990) it is highlighted the role of a 
small firm in defining a ‘niche’ and hence the choice of competitive strategy. This leads back 
to the project level throughout which companies develop specific products or services, and 
therefore identifying the business core competences is needed in order to achieve the planned 
strategy. 

3.3 AN OVERVIEW OF SUPPORT FOR SMALL BUSINESS 

A small business owner ‘enjoys’ one of the advantages most managers look in entire life – 
independency. In the first half of the 20th century when a large number of people were 
involved in ‘big deal’ economy, Kaplan (1948) was writing about what small business 
symbolises for most of the society, and that is ‘the dream’ of a hired man to become his or 
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hers own boss. These ‘feelings’ have not changed since that time, but more and more people 
put them into actions, and as previously mentioned, today most firms have the characteristic 
‘small’ in front of the word ‘businesses’. Among the objective of being independent, in a 
research done by Ettinger’s (in The Stratos Group, 1990) into Belgian start-ups, several other 
points were seen as primordial for the firm owners, like: need for creativity, financial 
motives, taking up responsibilities, need of power. Nevertheless, all these incentives that 
entrepreneurial minds look after come at their own price, and so the small business finds 
itself dealing with challenges that may come from within specific structure of a small 
business or from the overall environmental context. 

CHALLENGES FACED BY SMALL BUSINESS 

Each type of enterprise has to deal with specific matters and therefore the actions taken to 
overcome barriers are particular to context. Although each type of enterprise has to deal with 
specific matters and therefore the actions taken to overcome barriers are particular to context, 
some challenges have to be faced and continuously analysed by small businesses. In this 
paper we chose to highlight three, which we believe to be among the most representative 
ones: the need for – capital, information and co-operation.  

In the head of the list can be placed venture capital, and even if micro-enterprises account for 
the highest level of bank loans (Keasey and Watson, 1993; Nutek, 1994), still many of them 
find it difficult to obtain credit in the growing phase of the business and need to rely on 
internal funds; this is mainly because of the high demanding that banks set up (Burns, 2001; 
Nutek, 1994). Financing from external sources, banks as well as other financial actors, like 
private funding organisations, governmental institutions, individuals; will also depend upon 
how the entrepreneur manages its team (Keasey and Watson, 1993), and how does their 
common effort brings added value and business performance. Same authors (1993) mention 
that external shareholders will be more reluctant in offering capital to a family small 
business, since these implies difficulties in monitoring and controlling their activities. This 
once more pressures the small business environment, since most businesses are family owned 
(Landström and Johannisson, 2001) and only in UK they make up to 70 per cent of all firms 
and employ 50 per cent of the country’s workforce (Institute for Small Business Affairs, 1999 
in Burns, 2001). Nevertheless, high-tech firms also find themselves in the head of the list 
when it comes to the difficulty of being funded, mainly due to their highly risky character 
which leads to a great uncertainty about development (Vinnova, 2008) 

Access to information and managing it is a must in this ongoing dynamic environment, and 
small businesses need to keep the pace with the large companies when it comes to acquire 
relevant information for shaping their strategies or when choosing and implementing projects.  
The two major forces that affect and drive a business performance are market and 
information technology (Mews, 1997 in Franke, 1999). Through each project small 
businesses look to fulfil the requirements of their customers and attract new ones. Therefore 
companies need to constantly take into consideration changes that might be needed within 
their internal environment in order to best underline or create core competences (1999). 
Although this emphasis a great need for small businesses to integrate information (Blackwell 
et al., 2006), still when it comes to the ability to attain and utilise it, especially from external 
sources, small firms show a very limited ability to do so (Bard, 2007). Since the stream of 
information has two endings, the issues do not come only from the small business side, but 
also institutions or other stakeholders that should emanate and disseminate the information 
lack many times in setting up proper channels. A study in U.K. on Department of Trade and 
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Industry (DTI) suggests over one-quarter of companies find it difficult in getting the 
information on available grants (Bartram, 2003), while Wittig (2000; Thomas, 2007) suggest 
that many small companies do not integrate new technology because of lacking in proper 
information on how to acquire it or how to make best use of it in order to enhance and not 
disturb firm’s goals. 

Under the name of alliances, co-operations or collaboration, organisations need to create and 
develop networks in order to get hold in time of information, support or partners. For small 
businesses, alliances also represent a unique opportunity to “fill important human and capital 
resource gaps” (Miles et al., 1999 in Allocca and Kessler, 2006:281), as well as to reduce cost 
(North and Smallbone, 2006; Pol et al., 2007). Focusing more on the innovative type of 
business, collaborations make all the difference for ‘speed to market’, so Allocca and Kessler 
(2006) also emphasis the advantages of financial risk sharing or technology transfer which 
enhance competencies and help to overcome weaknesses. But besides strengthening their 
internal environment, firms need to collaborate as well to face external challenges. In the case 
of small technology-based firms, which cannot compete by using the economy of scale, other 
strategies must be developed to manage the interdependency of technology and to exploit and 
sustain the company technological leadership (Forrest, 1990) by coming with new products 
faster than their competitors (Bolton, 1993 and Hausler and Lutz, 1994 in Allocca and 
Kessler (2006:281). Another aspect that needs to be taken into account by a firm when 
deciding to chose its partners and networks is the way they will manage the collaboration 
process, which comprises a socio-technical complexity in itself (Pol et al., 2007). An 
interesting aspect related to small companies is that, according to a survey done Sweden in 
the period 2002-2004, they comprise only 38 per cent of the total business enterprises when it 
comes to form partnerships for conducting innovation activity (Vinnova, 2008).  

SUPPORT AGENTS FOR SMALL BUSINESS 

To sustain and develop the firm while keeping present customers satisfied and continuously 
attracting new ones, the owner of a small business needs to successfully overcome obstacles 
whereas making the best out of the given or created opportunities. There are several 
alternatives to deal with each type of challenge among which can be considered: take bank 
loans, perform as a spin-off firm of a large corporation, merge with a partner, use internal 
resources. However, this paper will focus on another kind of option small businesses have, 
and that is to get support and assistance from different institutions – the kind of support 
design especially for small businesses encouragement and enhancement. 

There are numerous agents that get involved in encouraging through different incentives the 
small firms, like: government, supranational organisations, private associations, universities, 
banks or even individual people. Then the type of support they can offer and which we chose 
to take into consideration in this paper, although it varies, has certain common characteristics: 
it is easy to be accessed, is non-refundable or at a small affordable cost, and comes with 
specific guidelines that help the owner to be efficient and effective in its business process and 
strategy. 

Further, the small businesses can successfully convey support agents’ intent into practice 
only if there is an infrastructure in place. In Europe, previous decades with high levels of 
unemployment have lead starting with the early 1980s (Bannock and Albach, 1991) towards a 
culture of ‘small business’ which then has pressurised for the rapid expansion of a 
‘supportive infrastructure’ (Autio and Klofsten, 1998). This infrastructure is now an 
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extensive one and includes governmental agencies, incubators or so called science parks, 
industrial parks, networking, or various kinds of technology development (1998). Still, 
support measures and policy initiatives that encourage entrepreneurial behaviour can only be 
effective if they are formulated according to the local, regional or national socio-economic 
context (Autio and Klofsten, 1998; Culp, 1990; Eriksson, 2005; Lundström and Stevenson, 
2005 in Lundström et al., 2008a:21). 

3.4 TYPES OF SUPPORT FOR SMALL BUSINESS  

From the wide range of support measures and agents, the focus in this paper will be on: 
science parks or incubators’ infrastructure, government policies and university inputs. Next, 
these three types of support will be analysed and asses in connection to the challenges 
previously exposed: the need for – capital, information and network.  

CAPITAL SUPPORT FOR SMALL BUSINESS 

As pointed above, small businesses have limited funds, and in the case of new technology 
small business this largely affects the R&D department, making them more reluctant to 
explore new technology and speed-up products (Allocca and Kessler, 2006). Getting 
investors’ interest in funding the projects is therefore crucial (Block and MacMillan, 1985) 
and the entrepreneur has the responsibility to understand financial stakeholders’ expectations. 
Within the financial structure of a small business grants should always be taken since they 
represent a source of ‘soft’ finance (Burns, 2001). The entity which offers the majority of 
grants is the government, and one of its main roles in a country’s economy is to promote and 
expand business environment, while emphasising particularly on small businesses 
(Lundström et al. 2009; Landström and Johannisson, 2001). Moreover, almost everywhere, 
funding for R&D mainly comes from public institutions (Vinnova, 2008).  

Most financial policies are structured in three basic types: direct, indirect and for community 
development (Keasey and Watson, 1993; Moreau, 1980). By providing these grants, public 
support agencies aim to create jobs and services within a good environment, improve firms’ 
performance (Nutek, 1994), but also contribute at establishing a competitive position for the 
small business and support the strategic planning or any changes within it. (Roper and 
Hewitt‐Dundas, 2001).  

For innovative projects, it is also important that financial assistance comes in the initiation 
phase (Eriksson, 2005); still some agencies, like the Small Business Administration in U.S., 
is conditioning the owner to first attempt and get a bank loan, and only if rejected, her or his 
business becomes eligible for a state subsidy (Moreau, 1980). Wittig (2000) also noticed that 
many times the company needs to ensure World Trade Organisation (WTO) compliance, and 
even if the owners manage to receive financial assistance, this proves to be inefficient. 
Therefore it is not enough to have good intentions, these also the need to properly deliver and 
channelize subsidies towards the businesses that prove ready to manage them (Bartram, 
2003).  

Nevertheless, there are many advantages in the public financial support, as it was noticed in 
North Ireland, when firms proved to grow faster, be more profitable or were more active in 
terms of sales and market development (Roper and Hewitt‐Dundas, 2001).  
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When it comes to financial support from science parks or universities, mainly these 
institutions do not give direct financial support, but they do act as a solid infrastructure and 
are a key factor in providing the companies with the ability to raise funds (Kuratko and 
LaFollette 1987 in Bruton, 1998; Lindelöf and Löfsten, 2006). 

INFORMATION SUPPORT FOR SMALL BUSINESS 

Either that this information is related to matters like: technical, legal, financial, employment 
or other managerial concerns, unlike grants, this can be offered by several actors, both under 
the form of an individual or an institution (Moreau, 1980).  

Looking at how to grasp opportunities and to reduce cost, companies need first to best 
communicate and understand the information flow with their supply chain (Blackwell et al., 
2006). Further, same authors (2006) analyse the development of the decision-support 
methodology which acts as a support framework for the company’s information system (IS). 
They emphasise that among the major benefits obtained through IS are reduced stocks levels 
to a minimum, reliable delivery dates or improved customer service. When it comes to 
technological innovation, universities are seen as the main source of information, since they 
incorporate wide R&D facilities and a motivated human resource. Therefore, a stable, long-
term and cost-effective relationship needs to be developed between small businesses and the 
institution (Thomas, 2007). 

Information diffusion dependents on the different stakeholders’ involvement, who can enable 
themselves and other players to perform better within specific markets. As information has a 
meaning only if it is analysed within a framework which implies collaboration among these 
stakeholders, we will further stress on it in the context of networks. Lipnack and Stamps 
(1997 in Franke, 1999:203) also emphasis that the specific environment of nowadays, shaped 
by the post-industrial trend of the information age, creates a new organisational structure – 
the network.  

NETWORK SUPPORT FOR SMALL BUSINESS 

In the small business environment through networks companies can take the unique chance to 
fill the gap of insufficient capital, know-how or technology. Networking, according to Kanter 
(1989 in Franke, 1999:204) can be done in three different ways: “by pooling resources with 
others; by allying to exploit an opportunity; and by linking systems in a partnership”; since 
twenty years when this definition was formulated, network has not cede to play same 
importance and even more, within an environment that is more and more an ‘interdependent’ 
one. Further, Franke (1999) distinguish between inter-organisational and intra-organisational 
perspective; we will focus on the former one which enhances the collaboration between 
different companies.  

Forrest (1990) looks especially at the small technology-based firms, and sees these 
collaborative arrangements as ‘strategic alliances’ (SA); therefore they need to be integrated 
into the company’s development plan. Due to the fact that most R&D is performed by 
university and government laboratories, within the types he categorises SA, one is define as 
‘University Agreement’ and its main role is in assisting the small business in developing and 
sustaining a technological leadership, (1990). In a research done by Romijn and Albu (2002) 
has been found that as the collaboration between the firm and university gets stronger, also 
the chances to come out with a new product increase. Furthermore, besides the inputs given 
by R&D departments, a major role in fostering innovation is played also by the 
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‘complementariness’ of the small company’s activities with the inputs given by each of the 
external actors, like: suppliers, training institutes or local support organisations (2002). 
Another aspect that highly specialised firms need to consider is related to non-economic 
factors, like: culture, social conventions; and so ‘geographical proximity’ comes into 
equation of partnerships with universities, but also with other institution (Eriksson, 2005). In 
addition, to best coop with the need of proximity, ‘regional development coalitions’ are 
suggested as the most suitable infrastructure (2005). 

If the universities are contributing in the major part of a ‘new products’ by playing a 
‘technical role’, government assists rather by enhancing the product strategic position. 
Looking at the Business Link from U.K., it has been noticed through statistical research that 
small businesses expect that public agencies provides them with support which will further 
help the firm to better meet market needs (Bennett et al., 2001; Romijn and Albu, 2002). A 
good management of the linkage between government and enterprises can be achieved if 
support is more clearly defined by being comprised within a ‘portfolio of services’, but also 
the way advice is given needs to maintain a high level of quality (Bennett et al., 2001).  

Businesses may look to be integrated within networks so that they enhance market share, 
develop know-how or many other reasons. But some companies also look for a ‘closer’ 
support infrastructure that besides providing them support is also giving guidance in ‘each 
step’ of the implementation process. This role is taken by incubators or science parks, which 
‘raise’ start-up small businesses for their first years. Besides the benefit of networking among 
tenants (Fry, 1987), the science park provides information-exchange networks (Lindelöf and 
Löfsten 2006) among a wide number of companies, support agencies and other stakeholders. 
In a science park entrepreneurial talent is leveraged and development of new companies 
boosts due to the link between talent, technology, capital and know-how (Prof. Howard 
Frederick in Light, 2000). However, the management of a science park needs to define well 
the limit between support and ‘too much involvement’, for this reason, single-stranded 
relationships should be enhanced as well as separate networks (Johannisson et al., 1995). 

3.5 SWEDISH CONTEXT FOR SMALL BUSINESS  

With a relative recent history on enhancing small and medium business development, 
Sweden had already hosted at the beginning of 1990s, around 390.000 firms with less than 
200 employees, which held an impressive 99.5 per cent from the total number of enterprises 
in the country (Fredriksson, 1992). Moreover these companies were employing up to 50 per 
cent of the entire working force in the public field (Lindqvist, 1991 in Fredriksson, 1992; 
Nutek, 1994). The growing trend has been proved over the years, so that in 2008 
approximately 950.000 firms had under 50 employees (Lidgard, 2009), and only 850 
companies can be classified as large ones, with 500 or more employees. Since small firms are 
widely represented, throughout the country are certain regions that comprise a higher per cent 
from the companies with up to 19 employees, among these the county of Västerbotten being 
one of them (Nutek, 1994).   

An interesting point which in the same time is specific for Scandinavian countries, is that 
public organisations still employee a large amount of people. Although, due to a conservative 
government that promotes intensively entrepreneurship, the public sector has decreased in the 
last years, employment being 34 per cent in 2007 of the total one (Lundström et al., 2008b). 
A reason for this can be that the entrepreneurship policies targeted “more new and growing 
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enterprises”, which is similar with the former government focus (Bornefalk and Du Rietz, 
2009).  

A special focus given by Swedish entrepreneurial policies is towards the women that get 
involved in running a business. Even in 1990s (Nutek, 1994:89) when “just under 20 per cent 
of new enterprises were started by women”, Sweden was ranking among the first among 
other European countries. Today, through a ‘group target approach’ enhanced in government 
entrepreneurial programmes, a specially encouragement is given to female entrepreneurs to 
start-up a business (Lundström et al., 2008b).  

HIGHLIGHTS OF EUROPEAN UNION POLICIES FOR SMALL BUSINESS 

After introducing a brief picture on the specific context of Sweden, an overview will be done 
on European Union (EU) policies’ role for small business, since as a member of EU, 
Sweden’s business environment will be closely linked with every action and policy 
developed by the European Commission for enterprise development.  

The EU through its bodies, first acknowledge the need to support small business environment 
in 1970, when industrial policies were highlighted in the Colonna report (Bannock and 
Albach, 1991). Already by 1986, small business environment was receiving a larger attention, 
as policies were designed for “specific initiatives to help directly the creation and 
development” of small businesses (1991:48-49). Furthermore, in a recent article, North and 
Smallbone (2006) talk about a “diverse range and complex structure of programmes and 
policies” (2006:43) which is an outcome of different backgrounds for enterprise in Europe. 

Trying to boost economic development through small businesses, governments adopt various 
dimensions that enhance entrepreneurship as well as the enterprise (Stevenson and 
Lundström in North and Smallbone, 2006:43), while other dimensions are shaped at the EU 
level in order to increase the interdependence between these various policy makers (2006) 
since EU acts as the dominant body for grants and other types of supports. The importance 
given by EU to develop policies for small business environment is also emphasised by 
Bennett et al. (2001) who specifically find out that there is an increasing attention for 
established firms besides the ones that are encouraged in their start-up stage. In the same time 
it is highlight that innovation policymakers within the European governments encounter one 
of their biggest challenge at the moment (Lindholm Dahlstrand and Stevenson, 2007). 
Especially when targeting small business environment, government support needs to promote 
an effective combination between entrepreneurship and technology capabilities. This is even 
so more necessary as the majority of small firms seem to stop at the ‘comfort zone’ level, 
which Kirchhoff (1994, in Lindholm Dahlstrand and Stevenson, 2007) identifies it as 
“economic core”, and where a low business growth rate intersects with a low innovation rate.  

Earlier in this paper we have selected three major challenges that small business environment 
faces: getting funds, access to information, and network support. When looking at EU actions 
directed to overcome this specific challenges, there are facts that show its wide involvement. 
Only between 1994 and 1999, over €21.3bn were spend by EU on projects for small and 
medium-sized businesses, from which the majority took the form of grants (Cave, 2004). This 
should be seen as a necessary action when it comes to improve small firms role as an 
influential stakeholder within economic context. Wittig (2000:15) further recommends that 
governments need to give this subsidies as “preferences” to small businesses.  
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The way EU manages to disseminate and enhance the quality of information is dominated by 
the networks infrastructure. Relying on local contacts, national and regional agencies are the 
ones which spread the message to small business as well as the ones giving advices on how to 
go on with the implementation phase (Bennett et al., 2001; Besser et al., 2006; Cave, 2004). 

Although it cannot be denied that local context plays an essential role, on the other hand, 
there is a visible need for firms to extend their markets beyond the internal regional and 
country area. Therefore EU policy makers have just established in 2008 the Enterprise 
Europe Network, which is trying to encourage an international co-operation and to help 
businesses make the most of wide spread opportunities. This network comprises at the 
present moment almost 600 partners within more than 40 countries from all over the world 
(European Commission, 2009).  

ENHANCING ENTREPRENEURSHIP AND INNOVATION WITHIN SWEDISH SMALL BUSINESSES 

Sweden, like each of the EU countries, has its own specific contributions to the 
entrepreneurial and innovation field. In fact it was at Umeå University where the first projects 
in small business area were initiated by Dick Ramström in the late 1960s (Landström and 
Johannisson, 2001). This coincided with a development of small business policies in the 
1970s, as an answer to the failure of many large companies (Lundström et al., 2008a). 
Furthermore when studies on Sweden small business environment are made, usually authors 
and institutions research comprise the range of all ‘Nordic’ countries (Autio and Klofsten, 
1998; Lundström et al., 2008b; Vinnova, 2008). Therefore it is interesting to look at EU small 
business support policies (Bannock and Albach, 1991), shaped at the end of 1980s, that were 
not anymore formulated only from an administrative point of view, in comparison with the 
ones that Sweden support bodies are incorporating today in their policies (Lundström et al., 
2008b): 

From the 13-point Action Programme (EU): Task for some main actors (Sweden): 

Training 

Information 

Exports 

Encouraging New Firms and Innovation 

Co-operation between Firms and Regions 

Provision of Capital 

Promotion 

Entrepreneurship Education 

Administrative burden 

Financing 

Counselling 

Target groups 

Policy relevant research 

It can be noticed that financial pillars as well as specific regional groups’ policies and co-
operation among them are a ‘must’ within the foundation of support policies. Also training 
and education take primordial positions when defining necessary support for small firms. 
However when looking at the recent approach in the later paper (2008b), it is obvious that the 
expression ‘small business policy’ is seldom used, and instead is being replaced with 
‘entrepreneurship policy’. This strengthens a specific Scandinavian trend of focusing in 
recent publications on the skills and motivation of individual entrepreneur (Lindholm 
Dahlstrand and Stevenson, 2007; Landström and Johannisson, 2001; Lundström et al., 2008a; 
Lundström et al., 2008b) rather than taking a holistic approach of ‘small business’. Hence a 
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definition of entrepreneurship policy has been shaped by Lundström and Stevenson (2005 in 
Lundström et al., 2008b:4):  

“Entrepreneurship policy is primarily concerned with creating an environment and 
support system that will foster the emergence of new entrepreneurs in the start-up and 

early-stage growth of new firms.” 

Still entrepreneurship, through its own nature cannot be entirely separate from innovation. 
Reasons to link entrepreneurship and innovation policies have been formulated in the context 
of a developing business market, from local to a globalise reach (Lindholm Dahlstrand and 
Stevenson, 2007) where traditional economic support policies are not anymore a guarantor 
for reaching performance in a small firm. Consequently political bodies integrate innovation 
within their entrepreneurship policies, as EU has a well defined structure to encourage 
innovation within their Enterprise and Industry policy sector (European Commission, 2009).  

Even so, since entrepreneurship emerged from SMEs policies while innovation finds its roots 
within science and technology, it is recognised that in the formulation stage there should be a 
more clear distinction between the two areas (Landström and Johannisson, 2001). Mainly the 
reason for this is the need of an efficient monitoring over the outcomes of subsidies 
programmes. In Sweden, the Ministry of Enterprise, Energy and Communication handles 
governmental actions towards small businesses, while innovation is directed to both small 
and large companies as an integrated part (2001). Adding to this gap of an effective 
monitoring is also the way support agents keep a track of their ‘investment’. Since most 
public support actors, focus only on the firm but not on the end-user, in case they stop 
financing the company, the business owner has the choice to go along with another financial 
stakeholder, in which case the overall entrepreneurship policy does not develop a clear 
strategy to guide its actions (Lundström et al., 2008b). As in a reaction chain, this inconstant  
flow of investment, has placed Swedish small businesses among the ‘lowest’ to invest in 
R&D from a range of EU countries (Vinnova, 2008). This comes in a strong contrast with the 
overall image of Swedish investment in R&D, which is the second largest in Europe, after 
Germany (2008).  

PUBLIC GRANTS FOR SWEDISH SMALL BUSINESSES 

Following the integration of Sweden in EU in 1995, approximately 250 million euros 
comprised in public funds and private co-financing have been invested in innovation systems 
and cluster development (Lundström et al., 2008a). From all these funds, the greatest impact 
was noticed to be at regional level, where structural funds were directed through programmes 
and projects for small businesses (2008a). These financial assistance was even more 
welcome, since it came after a period of recession for Sweden in 1980s and beginning of 
1990s (Nutek, 1994). Regional grants are also seen as the “largest single item in industrial 
subsidies” that aims to encourage the formation of new enterprise and boosts R&D (Nutek, 
1994; Vinnova, 2008).  

Public funds, coordinated by local authorities, play a key role also when it comes to support 
organisations that at their own turn create a suitable environment for entrepreneurship and 
innovation development, like universities or science parks (Lindelöf and Löfsten, 2006). 

To further contribute at overcoming the gap which Swedish small businesses encounter in 
R&D investments when compared with other European countries, the Swedish government 
has defined six industries in which major investments were directed: pharmaceuticals, 
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biotechnology, automotive, forestry, metals, and telecommunications and information 
technology (The Economist, 2006). Besides, all these subsidies have secondary intentions as 
well, like to try to enhance the means by which small enterprises can take international 
opportunities, or to ensure jobs, services and a good environment (The Economist, 2006; 
Nutek, 1994).  

The major organisations in Sweden through which public support for entrepreneurship is 
enhanced are: The Swedish Agency for Economic and Regional Growth (Tillväxtverket) 
known priory as NUTEK, and ALMI Business Partner; while innovation development is in 
the responsibility of Swedish Governmental Agency for Innovation Systems (VINNOVA) 
(Lundström et al., 2008b). From a research done on more than 1000 small businesses, it came 
out that 77 per cent of the companies have never been in contact with ALMI, although this 
provides besides counselling, financial support that only in 1999 comprised €450 million 
(Boter and Lundström, 2005). However, the encouraging part is that from the firms which 
have used ALMI assistance, the majority declared to be very satisfied of their services and 
continued to keep in contact or develop further projects together (2005).  

INFORMATION AVAILABILITY FOR SMALL BUSINESS IN SWEDEN 

A major focus for small businesses as well as for the support agents is how information can 
be obtained about the available funds and services (Boter and Lundström, 2005), but also on 
needs that small business have in their establishing and development process (Landström and 
Johannisson, 1998), which support actors use in their policies and projects formulation. In 
Sweden, like in other countries, one of the purposes of public or private support bodies, like 
the County Council, is to provide information and advice to projects, including those that are 
funded through EU policies (Boter and Lundström, 2005). Their impact proved to be of great 
use, since from a study on a number of 286 Swedish companies that keep in contact with the 
County Administrative Board, only 16 per cent declared not to be satisfied with their 
information services (2005).  

Further, entrepreneurial policy is given a dominant role nowadays in Scandinavian countries 
and so in Sweden as well. Therefore it is important that policy instruments and measures are 
develop to enhance the policy, among which is included access to information and other 
support infrastructure and services (Lindholm Dahlstrand and Stevenson, 2007).  

NETWORK INFRASTRUCTURE FOR SMALL BUSINESS IN SWEDEN 

Taking up from the idea of entrepreneurship and innovation policies, Lindholm Dahlstrand 
and Stevenson (2007) argue that they have emerged within the small business environment 
also as a reaction to network externalities. This means that many times a small company with 
great capabilities may be restrained to a certain sector, because of a geographic clustering. 
Therefore, new networks like Enterprise Europe Network, integrate the concept of a wide 
spread linkage between different organisations, especially offering information and advice for 
SMEs (Nutek, 2009). At the moment Enterprise Europe Network in Sweden is made up by 16 
businesses and research organisations (2009).  

For the network to deliver at the best information among members, in order to enhance 
collaboration, an infrastructure is required to be in place so that communication is efficient 
and effective. Either that is a business or a social network, entrepreneurship can be better 
enhanced within a contextual network (Johannisson et al., 1995). One such context is given 
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by the science parks and Johannisson et al. (1995) define five reasons for a small business to 
reach performance within this framework, due that it: helps to overcome the liabilities of 
newness, is an environment for proper leaning, provides self-confidence, compensates for the 
lack of resources and enhances a ‘critical mass’ of emerging ventures. Further, MacDonald 
(1987, in Lindelöf and Löfsten, 2006:394) noticed that a Swedish science park has two major 
strengths: is “close to a place of learning” and “provides high-quality units”.  

Science Parks through their nature encourage innovation, and so create a wide potential for 
networks among small businesses and large organisation. A major reason for a large 
corporation to collaborate with small firms is the range of benefits it can receive from 
outsourcing certain products development to their local suppliers (Sehlstedt, 1995:19 in 
Eriksson, 2005:140). This is strengthen by Westhead (1997 in Lindelöf and Löfsten, 
2006:394) who believes that “science parks can provide the catalytic incubator environment 
for the transformation of ‘pure’ research into production”. Swedish Science Parks could be 
given as an example for innovation and entrepreneurship enhancement. From the  number of 
small  and medium businesses which are running their activity every year at a national level, 
3661 were placed in an incubator in 2008, employing over 61400 employees (Swedish 
Incubators and Science Parks, 2009); figure 3.2  highlights the ascending trend by number of 
companies and number of employees within Swedish Science Parks durian a period of four 
consecutive years.  

 

Figure 3.2 Number of companies and employees in Swedish Science Park (Swedish Incubators and Science 
Parks, 2009:11) 

Sweden characteristic of generating innovation through collaborations (Vinnova, 2008) needs 
to play a key role in boosting the amount of small enterprises that continuously invest in 
innovation. Relating to science park influence over networks, an important relationship that 
can be established under its umbrella is the one between business managers and university 
academics (Stankiewicz, 1986 in Johannisson et al., 1995). This relation is even so more 
important as it is known that small businesses can seldom provide by themselves the 
knowledge and infrastructure needed to innovate (Vinnova, 2008). Still, both knowledge and 
infrastructure in product development need to be assisted by financial investments. Therefore 
a clear representation of how support actors manage to provide and enhance these three parts 
for a company is given in the framework of the triple helix (Cornett, 2009) (see figure 3.3). 
The triple helix framework is even so more comprehensive, as it emphasises the key ‘linkage’ 
actors that enhance further an effective collaboration between the small business, government 
and research institutions.  
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Figure 3.3 Triple helix - Partnership of innovation triangle (Cornett, 2009) 

Finally, either that a business network is shaped within a more or less formal context, there 
should be assessed the effect that each business within the network has on local communities 
(Besser et al., 2006). In their paper, Besser et al. (2006:321) state out that “networked 
businesses provide more leadership and support for their communities than non-networked 
businesses”. 

3.6 AN OVERVIEW OF PROJECT MANAGEMENT IN SMALL BUSINESSES 

As in a big organisation, projects in small businesses emphasise the flexibility of operations 
and implementation of firms’ strategies. Nowadays projects and project management are 
widely adopted to improve the performance of small businesses. That is, projects play a 
strategic role in business development of small companies whether in effectively actualising 
business ideas, or efficiently utilising resources. Also, project management style help enhance 
monitoring system and knowledge transfer within the small businesses. With project post-
mortem analysis, the new knowledge, experience and lessons learned from previous projects 
will still stick in the small companies in order to improve future projects and enhance normal 
business operations further. 

However, an interesting point to take in consideration is a recent academic view on corporate 
management and how long-term development is handled. Bengtsson et al. (2007:3) suggest 
that “management has to organise a multitude of different activities,” and so the company 
could adopt a greater flexibility and adjust in a business, technological and social context. As 
the trend of technology development, commercialisation and nevertheless globalisation is 
intensifying (ibid.), we believe that companies, large and small, need to organise and 
implement their projects in such a manner that they enhance development and don’t get 
caught up in rigid structures. 

In this section, the literature review is intended to give the general concept of projects’ 
strategic role in small businesses. Furthermore, as common for research in the project 
management area, the framework of project and project management is developed. This 
section focuses on providing a basic understanding of project management and its general 
context. In brief, the strategic role of projects in small businesses is generally elaborated in 
order to emphasize the importance of projects and project management in small businesses. 
Furthermore, the explanations of projects, project types, and project management are 
separately provided. However, the main focus of this part is placed on projects’ strategic role, 
projects, and project management which can fit in with a small business context. 
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THE STRATEGIC ROLE OF PROJECTS IN SMALL BUSINESSES 

In order to achieve best results, managers administrate their businesses by setting up 
frameworks where efficiency and effectiveness of used resources is best monitored. Even for 
Bengtsson et al. (2007) who support the idea of going beyond formal structures in order to 
enhance sustainability, it is obvious that structural arrangements are applied by most 
organisations as a need to best administrate their resources. On the other hand, same authors 
(2007) believe that this should not be seen as a counterpoint for flexibility, but rather a 
natural way in which individuals and organisations interconnect with each other. Therefore 
we believe that firms, including small businesses, take actions to reach their objective within 
the context of projects.  

As defined by Grundy and Brown (2004:x) a business that aligns projects with its strategy, 
uses “project management techniques” and focuses to deliver ‘organisational breakthroughs’. 
Further the Project Management Institute (PMI) (2004) tries to comprise a short but clear 
definition of projects, which stresses on two main features: temporary nature of actions and 
opportunities and uniqueness of product, services and results. While it is self implied that a 
project is designed to be run by a project team, the team is highlighted in the majority of 
papers as the most important resource which needs to be managed accordingly. Hence a 
project is defined as “a human activity” (Reiss in Atkinson, 1999:338) and so is “outlived” by 
its team (PMI, 2004:5).  

When it comes to small business, both aspects – human resource and strategy – need to be 
clearly asses and carefully managed so that by their combination, the business can perform 
and develop. This is fairly required as the small business has a sensitive character in 
preserving valuable talent. The human as well as other resources are found inside as well as 
outside the business borders, which make the small firms being highly dependent of their 
local context (Pol et al., 2007). Managing projects which are integrated within specific 
context as well as the ability to coordinate and to control the collaboration between different 
stakeholders, is directly related to the skills and enthusiasm of project co-ordinator and the 
commitment of top-level management (Autio and Klofsten, 1998; Pol et al., 2007). 

When talking about strategy and strategic orientation, Allocca and Kessler (2006) mention 
three project criteria: fundamental politics, directions and goals. And as small business 
success depends on innovation capability, the same authors (2006) stress on the importance 
of speed to implement new projects, which can be achieved only through a well defined and 
linked strategy between the overall business and its products or services. For this reason 
adjustments in strategy and goals should be stressed all along the project; while Block and 
MacMillan (1985) emphasis that this needs to be done in the initial phase, Van Der Merwe 
(2002 in Thomas, 2007:526) states that strategies fail mostly during implementation due to 
‘the lack of proper project management’. 

For better understanding, the rest of this section 4 is dedicated to further explain the concept 
of projects, give understanding of project types, and develop the concept project 
management. However, as Kerzner (1995) pointed out, published literature directly 
concerning project management in small businesses is limited especially when compared 
with the project management in large organisations  which the abundance of researchers 
focus their studies on. Interesting, after ten year passed, Kerzner has already deleted this 
statement in his updated editions of the same book (ibid.). Nevertheless, the published 
literature still does not proliferate among academics. Obviously, this is a good sign to show 
that the research of project management in small businesses has not been well established yet. 
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Therefore, the framework needs to be built by using the conventional knowledge of project 
management as the core before going deeply to the project management in the context of 
small businesses in particular. 

THE CONCEPT OF PROJECTS 

A wide range of authors give different definitions of projects. As cited by several authors, 
such as Gardiner (2005), Kemp (2004), Meredith and Mantel (2000), the typical definition of 
a project is “a temporary endeavour, which has a definite beginning and a definite end, 
undertaken to create a unique product or service” (PMI 2004:5). Moreover, apart from a 
classic definition which can be applied in any type of projects, some authors also define a 
specific definition of project in order to more correspond with their studies. For example, 
according to Cadinal and Marle (2006:227), “a project is a transformation process, from an 
initial to an expected final situation, evolving in an often complex and changing environment. 

In order to support further analysis and give better understanding, some authors explain the 
project definition by dividing the whole definition into different characteristics as shown in 
the table 3.1 below. Even though different authors use different words/ phases to explain a 
project characteristic, all characteristics share the same aspects which are a time scale, 
resources, goals/ objectives, and activities. All of these four characteristics are shared in 
every project. 

Table 3.1 Characteristics of Project according to different authors 

Pinto and Prescott 

(1988: p. 6) 

Packendorff 

(1995: p. 320) 

Kerzner 

(1995: p. 2) 

Tonnquist 

(2008: p. 18) 

Preordained 
performance goal or 
set of goals  

A unique, once-in-a-
lifetime task 

A specific objective to 
be completed within 
certain specifications 

Specific goal: a 
unique assignment 

Specified date  for 
completion 

A predetermined date 
of delivery 

Defined start and end 
dates 

Specific time period 

Specified, limited 
budget 

Subject to one or 
several performance 
goals; e.g.: resource 
usage and quality 

Funding limits 
(if applicable) 

Specific resources 

Series of complex or 
interrelated activities 

A number of complex 
and/or interdependent 
activities 

Consuming resources; 
e.g.: money, people, 
equipment 

Unique work: 
temporary 
organisation 

PROJECTS IN SMALL BUSINESS 

For decades, Kerzner has considered a project in small businesses as “a small project” 
(Kerzner, 1995). Also in the view of a practitioner (Kemp, 2006) who owns a small business 
as well, projects are fit well of the small business context. To elaborate, Kemp (2006:XII) 
strongly claims that “Any dream, opportunity, or problem can become a project”. He explains 
further that a project is not only “a dream with a deadline” or aspiring opportunity, but also a 
project is concerned highly with defining the problems and finding good solutions for them 
(Kemp, 2006:3). Therefore, projects do not have specific style. That is, projects can be fit in 
any kind of organisations and projects themselves can be of any sizes (Kemp, 2006). 
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To elaborate on his point, Kerzner (1995:336) points out six main aspects of “a small project” 
as follows: 

Total Duration:  3-12 months 

Total Dollar Value:  $5,000 - $1.5 million (or 35,022 SEK – 10.5 million SEK on 8 
November 2009 with the rate $1 = 7 SEK) 

Communication Style:  continuous communication between team members 

Cost Control:  manual rather than computerized cost control 

Project Manager:  not necessary depends on formal documenting, instead works 
closely with functional managers or personnel on a daily basis 

Work Breakdown Structure:  not complex, normally have level three as the maximum level 

From his perspective, Kemp (2006) clearly separate projects in small businesses into two 
kinds of projects: internal projects and external projects (see figure 3.4).  

Internal projects leading to 
more efficiency and effectiveness
inside a company

External projects
for customers

 

Figure 3.4 The illustration of external and internal projects (adopted and developed from Kemp, 2006:13) 

To elaborate, the internal projects mean the projects which do not bring revenue for a 
company directly (Kemp, 2006). However, these projects play a supportive role for normal 
operations of the organisation. In other words, the projects enable the company to work more 
efficiently and effectively (Kemp, 2006). External projects on the other hand, are for 
customers specifically (Kemp, 2006). That is, when small businesses succeed on these 
projects, the companies earn revenue and satisfy their customers (ibid.). According to Kemp 
(2006:14), a small business focusing on this type of projects needs to work differently for 
each time, and “may work for consumers or for other businesses by offering products, 
services, or solutions”. That is, every work that the company does is unique and customised 
for a specific customer (Kemp, 2006). Therefore, not only working on schedule and within 
budget, satisfying customers is imperative for a small business to succeed in this kind of 
projects (ibid.). 



 
 

Page | 32 

Nevertheless, either that they are internal or external, projects need to be integrated in certain 
processes throughout which the business as a whole looks to achieve its strategy. Therefore, 
also when looking at activities, as part of a project or as a direct part of the business process, 
these can influence the different ways in which a business gets to be organised. In a context 
where boundaries and time are in a constant change and so, a major influencing criteria over 
business projects and activities, Bengtsson et al. (2007) see that networking and virtualizing 
define the activity types in this specific framework, and an entrepreneurial pattern needs to be 
consequently adopted. However, an environment where planning is based on rather constant 
criteria gives the possibility to a company to implement more integrated types of activities: 
sequencing and task forcing (ibid.). Taking this into consideration, the authors (2007) 
emphasis that as each type of activity is different from another one, will further contribute to 
the formation of diverse communities, and so the notion of activity-community.  

PROJECT MANAGEMENT 

The project management field can be traced back to 1950’s.  By reviewing literature from the 
1950’s, Oisen (1971) give the definition of project management as “the application of the a 
collection of tools and techniques (such as the CPM and matrix organisation) to direct the use 
of diverse resources toward the accomplishment of a unique, complex, one-time task within 
time, cost and quality constraints” (as cited in Atkinson, 1999:337). 

According to PMI (2004:8), “project management is the application of knowledge, skills, 
tools, and techniques to project activities in order to meet project requirement”. In brief, 
project management consists of four main aspects which are (1) the identification of 
requirements, (2) the establishment of clear goals and achievable objectives, (3) the balance 
of quality, scope, time and cost, and finally (4) the adaptation of specifications, plans and 
methods to expectations of different stakeholders (PMI, 2004:8). 

To further analyse the project management definition, Gardiner (2005) takes the definition 
from the British Standards Institution (BSI). According to BSI (2000:5 as cited in Gardiner, 
2005), project management is “the planning, monitoring, and control of all aspects of a 
project and the motivation of all those involved in it to achieve the project objectives on time 
and to specified cost, quality, and performance”. From this definition, Gardiner (2005) 
divides and concludes it into two key points which are “managing” and “successfully”. To 
elaborate, “managing” is referred to “planning, monitoring, controlling and motivation” while 
“successfully” is referred to “on time, within cost, to quality and to performance” (Gardiner, 
2005:5). 

However, Kerzner (1995) defines project management and successful project management 
separately. According to Kerzner (ibid.), project management is concerned with project 
planning and monitoring while successful project management is achieving project objectives 
within times and cost, at the desired performance and technology level, and by utilizing 
resources effectively and efficiently. Interestingly, even though these two authors analyse the 
meaning of project management differently, the whole concept of the project management is 
the same, which is to manage and to succeed. 

Apart from that, some authors define project management in their own way according to their 
perception. For example, Turner (1996:6) provides the project management definition as “the 
art and science of converting vision into reality”. Obviously, this definition is also suitable for 
projects in the context of small businesses. 
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3.7 AN OVERVIEW OF PROJECT SUCCESS  

Obviously, project management share the same core in both large organisations and small 
businesses. However, concerning to project success, Kemp (2006:12) claims that “project 
management is even more important for small companies that for big ones”. He explains 
further that large organisations can afford and have much more flexibility in using resources 
when compared with small companies. Therefore, with the scarcity of resources both from 
owners and support providers, project management has great influence on success for small 
businesses (Kemp, 2006). As a small business owner and specialist in project management, 
Kemp makes a thought-provoking statement that, “small businesses need project success just 
because they simply cannot afford to waste money the way big companies do” (2006:13). All 
of these show that when coming to small business, project success requires clear 
understanding and needs to be studied further. 

To do research on project success, it is important to understand the concepts of project 
success first. Also, all of the elements involving project success need to be investigated. 
According to, Müller and Turner (2007), project success are comprised of two components 
which are success criteria and success factors. This section is intended to develop conceptual 
framework of project success by providing the clear understanding of not only project 
success but also project success criteria and critical success factors. 

Almost all of the authors studying project success share the same intention. That is, they 
intend their works to help improve project performance. Obviously, a wide range of 
researchers focus on project success and its surrounding aspects such as the reasons behind 
the project success. However, there are some authors focusing their study on the project 
failure and its causes such as Pinto and Kharbanda (1996), Pinto and Mantel (1990), and 
Kippenberger (2000). In fact, no matter what direction, the ultimate goal of the authors is to 
enhance project management and increase the likelihood of project success. 

PROJECT SUCCESS 

For more than two decades, the project success is defined as “the completion of an activity 
within the constraints of time, cost, and performance” (Kerzner, 1995). Nowadays, the 
definition of project success has been expand to include another four main aspects which are 
(1) the acceptance by the customer, (2) the agreement of scope changes, (3) the 
uninterruption of the company’s main work flow, and (4) the adaptation to the corporate 
culture (ibid.). 

Indeed, the definitions of project success differ among different authors. Even though many 
authors try to define project success, there has been neither agreement on the definition, nor 
well-defined project success (Hyväri, 2006); Shenhar and Wideman, 2002). As explained by 
Shenhar et al., (2001), project success is perceived diffrently according to project success 
assessors. In brief, “success means different things to different people” (Freeman and Beale, 
1992 as cited in Shenhar et al, 2001:702).  

Various stakeholders have different points of view on project success. Lim and Mohamed 
(1999) make clear that project success is based on two main perspectives which are ‘the 
macro viewpoint’ from external stakeholders and ‘the micro viewpoint’ from internal 
stakeholders. Therefore, a solid framework is needed in order to assess project success. In 
line with this, Shenhar et al. (2001) proposed ‘a multi-dimensional framework’ in which 
different interests and different viewpoints of assessors are taken into consideration.  
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The framework consists of four main dimensions which are “(1) project efficiency, (2) impact 
on the customer, (3) business and organizational success, and (4) preparing for the future” 
(Shenhar et al., 2001:712). Additionally, Pinto and Slevin (1987) accept a variety of ways to 
define project success. Therefore the two authors try to simplify the definition of project 
success by proposing ‘the four basic facets’, all of which a project needs to incorporate in 
order to be perceived as a successful project.  To explain, ‘these four basic facets’ are being 
on schedule, completing within budget, achieving all the established goals, satisfying the 
customer (Pinto and Slevin, 1987).   

For the project success in a small business, the emphasis is given to satisfying the customer 
or “delight customer” (Kemp, 2006:10). To explain, Kemp (2006) elaborates on “delighted 
customers” as well as their importance with four main aspects as follows:  

(1) Delighter customers will come back again 

(2) Delighted customers will spread their delight to their friends and colleagues (word of 
mouth). This can make a small business grow. 

(3) Delighted customers play a role as success case studies. This enables a small business 
to apparently show the success cases to new customers in the future.  

(4) Delighting customers is what a small business mainly focuses on. Rather than only 
making profit, some small businesses enjoy from well-done work. This kind of firms 
intends to help customers solve a problem and succeed by helping other people. 

Undeniably, De Wit (1988) provokes the thought of successive researchers. De wit (1988) 
differentiates project management success from project success (as cited in Cooke-Davies, 
2002 and Prabhakar, 2008). In particular, project success and project management are 
distinguished based on the measurement of success (De wit, 1988 as cited in Cooke-Davies, 
2002 and Prabhakar, 2008). To elaborate, project success is measured against the overall 
objectives of the project, while project management success is measured against the 
widespread and traditional measures of performance, which are cost, time, and quality (ibid.). 
However, many authors, such as Belassi and Tukel (1996); Lim and Mohamed (1999); 
Andersen et al. (2006); Pinto and Slevin (1987); Finch (2003), consider project success and 
project management success together as the term ‘project success’. Chua et al. (1999) point 
out that project management success and project success are inseparable. That is, project 
management success is perceived as part of project success, and it contributes to project 
success as a whole (Chua et al., 1999).  Therefore, a holistic approach needs to be adopted in 
order to effectively do research on project success. 

PROJECT SUCCESS CRITERIA  

According to Cooke-Davies (2002:185), project success criteria is defined as “the measures” 
by which project success can be judged. In project management literature, project success 
criteria and critical success factors are usually studied together because they are closely 
linked. To elaborate, Lim and Mohamed (1999) explain that project success criteria are a set 
of principles or standards which is adopted to judge project success and success factors are a 
set of circumstances, facts, and influences which have an impact of project outcomes. That is, 
instead of being bases for judgment as criteria, factors play an important role as influential 
forces which facilitate or impede project success (Lim and Mohamed, 1999). To illustrate, the 
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figure 3.5 shows the relationships of critical success factors, project criteria, and project 
success.  

Critical Success Factors

• Circumstances
• Facts
• Influences

Success Criteria

• Principles
• Standards

Project success

 

Figure 3.5 The relationships of critical success factors, success criteria, and project success (adopted from Lim 
and Mohamed, 1999:244, “pictorial representation of the criteria and factors as applied to project success”) 

Specifically, time, cost, and quality are well known criteria which are perceived together as 
‘the Iron Triangle’ (Atkinson, 1999). There are many researchers put an attempt on 
developing a list of more comprehensive criteria. For example, Atkinson (1999) realises that 
the three criteria or the iron triangle are not enough for measuring success of a project 
nowadays. Atkinson (1999) makes clear that the traditional criteria focus only on the process 
or efficiency which is in the delivery stage. However, the system or effectiveness in the post 
delivery is also important because this is highly related to the customer satisfaction and 
business success. Therefore, Atkinson (1999) gives another three additional categories of 
criteria which are the information system, benefits to the organization, and benefits the 
stakeholder community. These three additional categories of project success criteria and the 
iron triangle are combined in order to develop the new framework, “the Square-Route of 
success criteria” (Atkinson, 1999). This new framework provides totally four main categories 
of project success criteria for judging the project success (Atkinson, 1999). To illustrate, the 
figure 3.6 shows the development of project success criteria from the traditional iron triangle, 
and the table 3.2 gives clarification of sub criteria under each category of the Square route. 

Moreover, several authors also develop project success criteria particularly for their study. 
For example, Lim and Mohamed (1999) divide project success criteria into two main groups: 
(1) the completion criteria and (2) the satisfaction criteria. Interestingly, all of the project 
success criteria under the two groups above can also be categorised in the form of “the 
Square-Route of project success” proposed by Atknison (1999). Also, from ten criteria, 
Andersen et al. (2006) categorise the project success criteria into three categories: (1) 
managerial ability to deliver, (2) project impact, and (3) captured experience. In the view of 
the authors, success criteria reflect the short term and longer term perspectives of project 
success.  

To elaborate, Andersen et al. (2006) consider the project success criteria involving from the 
achievement of pre-determined project goals to the contribution of a project towards an 
organisation as a whole. Apart from that, in order to identify project success criteria, 
Westerveld (2003:412) not only adopts the attainment of time, cost, and quality as a “more 
narrow view of project success”, but also takes the view of Van Aken (1996) who defines 
project success as “the satisfaction of all stakeholders” (as cited in Westerveld, 2003). To 
clarify, the project success criteria of Westerveld (2003) are considered as six result areas 
which are (1) Project results (the iron triangle), (2) Appreciation by the client, (3) 
Appreciation by project personnel, (4) Appreciation by users, (5) Appreciation by contracting 
partners, and (6) Appreciation by stakeholders.  
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Figure 3.6 The development of project success criteria (according to Atkinson, 1999) 

Table 3.2 The sub criteria under each category of “the Square-Route of project success 
criteria” (Atkinson, 1999:341) 

Iron Triangle 
The Information 

System 
Benefits to the Organisation 

Benefits to the Stakeholder 

communities 

Cost 

Quality 

Time 

Maintainability 

Reliability 

Validity 

Information quality  

Improved efficiency 

Improved effectiveness 

Increased profits 

Strategic goals 

Organisational learning 

Reduced wasted 

Satisfied users 

Social and environmental impact 

Personal development 

Professional learning 

Contractors’ profits 

Capital suppliers 

Content project team 

Economic impact to surrounding 

communities 

CRITICAL SUCCESS FACTORS 

For the management field, critical success factors (CSFs) are defined as “those few things 
that must go well to ensure success for a manager or an organization, and, therefore, they 
represent those managerial or enterprise areas that must be given special and continual 
attention to bring about high performance” (Boynton and Zmud, 1984:17). That is, CSFs 
include aspects crucial to the organisation’s current activities and to its future success 
(Boynton and Zmud, 1984). Obviously, in the field of project management, the definitions of 
CSFs are still on the same track of the management field. CSFs in project success are a set of 
particularly significant factors which lead to the success of project (Pinto and Slevin, 1987; 
Lim and Mohamed, 1999; Cooke-Davies, 2002) However, Andersen et al. (2006) consider 
CSFs as only those are under control of project manager. According to Andersen et al. 
(2006:128), CSFs are “elements within the project that can be influenced directly by project 
management so as to increase the chance of achieving success”.  
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In fact, the reason behind their CSF definition is that Andersen et al. (2006) intend to help 
project managers enhance project management and improve project outcomes by effectively 
acting on the factors within their direct influence because project managers cannot intervene 
the factors outside their control such as the political or economic issues. In line with this, 
Westerveld (2003) divides CSFs into two groups which are ‘within the control’ and ‘outside 
the control’ of the project manager. 

Obviously, a unifying framework of CSFs is difficult to identify (Andersen et al., 2006). 
Researchers propose identify CSFs in different way. Some authors propose CSFs as a list of 
CSFs (such as Pinto and Slevin, 1987; Reel, 1999; the Standish Group, 2003; Andersen et al. 
2006; Clarke, 1999). Meanwhile, others authors group CSFs into main categories which 
include various CSFs inside (such as Belassi and Tukel, 1996; Chua et al., 1999; Cooke-
Davies, 2002; Hyväri, 2006; Fortune and White, 2006). According to Belassi and Tukel 
(2006), CSFs have interaction and relationships with one another. Setting categories of CSFs 
not only enables researchers to perceive relationships among CSFs clearly, but also allows 
researchers to compare and contrast CSFs of different projects effectively (Belassi and Tukel, 
2006). Apart from that, there are still a wide range of researchers studying deeply into each 
specific CSF. For example, the characteristics of the project manager and human resource 
factors are investigated by Belout (1998); Belout and Gauvreau (2004); El-Sabaa (2001); 
Muller and Turner (2007). Moreover, the planning is exclusively studied by some authors in 
terms of its relationships with project success ,such as in the articles of  Dvir et al. (2003); 
Dvir and Lechler (2004); Dvir (2005). Also, Christenson and Walker (2008) and Gratton 
(1996) place their research focus on vision as a key element of CSFs. Last but not least, 
Bryde (2008) intends to explore the impact of project sponsorship practices on project 
success. 

In summary, the table 3.3 shows CSF lists from various literature. In addition, categories of 
CSFs are provided in the table 3.4.  
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Table 3.3 Different CSFs lists 

Pinto and Slevin (1987) Reel (1999) The Standish Group (2003) Andersen, et al. (2006) Clarke (1999) 

� Project mission 

� Top management support 

� Project schedule plan 

� Client consultation 

� Personnel 

� Technical tasks 

� Client acceptance 

� Monitoring and feedback 

� Communication 

� Troubleshooting 

� Starting on the right foot: 
- Setting  realistic 

objectives and 
expectations for 
everyone 

- Building the right 
team 

- Giving the team what 
they think they need 
 

� Maintaining the 
momentum (of attrition, 
quality, and 
management) 
 

� Tracking progress 
 

� Making smart decisions 
 

� Doing post-mortem 
analysis 

� User involvement 
 

� Executive management 
support 
 

� Experienced Project 
Manager 
 

� Clear Business Objectives 
 

� Minimizing Scope 
 

� Agile Requirements 
Process 
 

� Formal methodology and 
proper planning 
 

� Reliable estimates 
 

� Skilled staff 
 

� Effective tools and 
expertise 
 

� Using consultants 

� Rich project 
communications  
 

� Stakeholder endorsement 
of project plans  
 

� Well structured and 
formal project approach  
 

� Strong project 
commitment  
 

� Early stakeholder 
influence  
 

� Well understood and 
accepted project purpose  
 

� Clear project constraints  
 

� Project execution 
flexibility  
 

� Influence over on-going 
project processes 

� Communication 
throughout the project 
 

� Clear objectives and 
scope 
 

� Breaking the project into 
`bite sized chunks' 
 

� Using project plans as 
working documents 
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Table 3.4 Categories of CSFs 

Belassi and Tukel (1996) Chua et al. (1999) Cooke-Davies (2002) Fortune and White (2006) 

� The project  
- Size & value  
- Uniqueness of project 

activities  
- Density of a project  
- Life cycle  
- Urgency  

� The project manager and the 
team members  
- Ability to delegate 

authority  
- Ability to trade off  
- Ability to coordinate  
- Perception of his role & 

responsibilities  
- Competence  
- Commitment  
- Technical background  
- Communication skills  
- Trouble shooting  

� The organization  
- Top management support 
- Project organizational 

structure 
- Functional managers' 

support 
- Project champion 

� The external environment  
- PEST 
- Nature 
- Client 
- Competitors 
- Sub-contractors 

� Project characteristics 
� Contractual 

arrangements 
� Project participants 
� Interactive processes  

� Project management success factors 
contributing to time completion  
- Adequacy of education on risk 

management 
- Mature processes for assigning risk 

owners 
- Adequacy of  visible risk- register 

maintenance 
- Adequacy of an update  risk 

management plan 
- Adequacy of documentation of 

responsibilities on the project 
- Project or stage duration below three 

years, preferably below one year 
� Project management success factors 

contributing to budget completion  
- Abiding by scope changes only 

when they pass a mature scope 
change control process 

- Integrity of the performance 
measurement base-line 

� Project success factors contributing to 
successful benefits realization  
- Effective benefit delivery and 

management process  
- Supportive portfolio and programme 

management  
- Good feedback systems 
- Learning from experience 

� Goals and objectives  
- Clear realistic objectives; Strong business 

case/sound basis for project 
� Performance Monitoring  

- Effective monitoring/control; Planned close 
down/ review/acceptance  

� Decision-maker(s)  
- Support from senior management; 

Competent project manager; Strong update 
plan; Realistic schedule; Good leadership; 
Correct choice/past relevant experience  

� Transformations  
- Skilled/qualified/ sufficient team 

� Communication  
- Good communication/ feedback 

� Environment  
- Political stability; Environmental 

influences; Past experience; 
- Organisational adaptation/ culture/ structure 

� Boundaries  
- Project size/level of complexity/number of 

people involved/duration 
� Resources  

- Adequate budget; Sufficient/well allocated 
resources; Training provision; Proven/ 
familiar technology; Good performance by 
suppliers/contractors/; Consultants 

� Continuity  
- Risks addressed/assessed/managed; 
- User/client involvement; 
- Different viewpoints (appreciating); 
- Project sponsor/champion; 
- Effective change management 



 
 

 
  

 

3.8 THEORETICAL FRAMEWORK FINDINGS 

Entrepreneurial decisions need to be taken in any kind of areas where small companies 
owners, and not only, face new criteria in their working environment and which are different 
from the ones they had to manage within a known, comfort zone. This kind of contexts are 
mostly encountered within businesses that base their processes, services or products on 
innovation. Therefore these kind of businesses could be considered necessary for an 
evolutionary life style, and as found, innovation is many times enhanced within small 
business context where a certain process flexibility shapes a suitable ground for innovation. 
Once this small business culture had a solid foundation and proved to be a base for economic 
grow, business owners considered necessary that different actors from society also get 
involved and support their actions. So, Autio and Klofsten (1998) mention that this kind of 
pressure had been a factor that further lead to the expansion of the supportive infrastructure.  

One of the largest and most influential stakeholders that influence the small business context 
is represented by the state agencies, either that they are national ones or coordinated at a 
supranational level, as in the case of European Union. As in 1980s started the growing trend 
of small businesses, also caused to a certain extend by high levels of unemployment 
(Bannock and Albach, 1991), European Union was one of bodies that created a programme 
trying so to comprise all the necessary aspects in which a small company activity and 
development could be encouraged (ibid.). As seen in the theoretical review, the 13-point 
Action Programme wrote in the 1980s by EU, is even today of actuality, and therefore we 
identified three of the six support categories to be further studied in this thesis: provision of 
capital, information and co-operation between firms and regions. 

Nevertheless, as indicated in the specific context of Sweden, there is a new trend of 
approaching small business field as an integrated concept of ‘innovative entrepreneurship’. 
Moreover throughout the country a higher per cent of small companies are found in several 
counties, and Västerbotten is being one of them (Nutek, 1994). This is an encouraging reason 
for us to do study on small businesses that enhance entrepreneurship and innovation within 
the general context of Sweden and even more the specific county of Västerbotten.  

As in large companies, also small companies set up processes in which to organise their 
resources, even if their existence and availability is more limited. Therefore it can be 
highlighted that the projects and activities are influenced by the existent resources, as well as 
project stakeholders, clients, community and competition, and others that could be seen as 
internal and external influences. This leads to the idea that a key element which contributes to 
project success specifically in small business environment is represented by support agents. 
Taking support agents into consideration is even so more important as their assistance can 
drastically change the course of a project by enhancing its financial part and resources 
(Hyväri, 2006). 

In order to have a clear focus on the empirical data, we believe that a specific framework 
should be taken into consideration from within the entire activity a small business develops. 
Therefore we have chosen to study on the support infrastructure in the context of a small 
business project, however according to Bengtsson et al. (2007) many times a company needs 
to focus on a multitude of activities in order to face a challenging environment where 
flexibility is required. As our study is concerned on innovative type of companies, we believe 
that both of these considerations, projects and activities, need to be taken into account, even 
more so as research done so far on small business seldom focuses at a project level. 
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Nevertheless PMI criteria of a project, temporality and uniqueness, should be taken into 
consideration also when it comes to activities.  

Furthermore, Bengtsson et al. (2007) believe that each activity is structured in a specific way 
that will match with the different communities, that could be more or less stable and 
predictable. This is directly linked with the creation of support infrastructure and especially 
support policies, which need to be shaped in different ways according to the various 
geographical regions they address to. More so, usually small businesses will focus on a 
specific type of product or service that is developed throughout a particular process. 
Therefore we believe that for a small business most of the activities are part of their core 
business. While some of these activities will be planned and implemented within a project 
framework, other main ones need to be managed and developed continuously; still the 
different phases of these activities will be delimited by main milestones. So, when a company 
is assisted in their processes, any kind of collaboration with a support agent will have specific 
aims and a timeframe, which will give the possibility to evaluate the invested effort and 
resources.  

As our study wishes to highlight how for a small business different types of assistance from 
the available support infrastructure could influence the success of a project, we will also 
research on CSFs that play an important role as a right starting point or stepping stone to 
study project success. Based on Lim and Mohamed (1999) and Cooke-Davies (2002), there is 
clear distinction between critical success factors and project success criteria. However, both 
of them together constitute project success or at least ‘perceived project success’ from the 
perspective of the party who judges project success. In the view of several researchers, such 
as Lim and Mohamed (1999), Cooke-Davies (2002), Pinto and Slevin (1987), CSFs are 
considered as causes or influences leading project success. Interestingly, project success is 
still in the discussion in terms of ‘how we can decide whether that project is successful’. 
Undeniably, the project success criteria effectively help answer this question because only 
CSFs cannot judge project success. As Lim and Mohamed (1999:243) make clear that 
“although CSFs contribute to the success of a project, they do not form the basis of the 
judgment”.  Therefore, project success criteria are raise to judge project success. According 
to Lim and Mohamed (1999) and Cooke-Davies (2002), project success criteria are defined as 
principles, standards or measures adopted to judge the success of a project. 

In order to get a good understanding on project success, CSFs and project success criteria are 
necessary. The framework of Belassi and Tukel (1996) for CSFs is applied in this research as 
one of the conceptual frameworks to form questions to ask project managers (or small 
business owners) from small businesses in the semi-structured interview. Therefore we 
selected in this study four main categories set by (ibid.): the project, the project manager and 
team members, the small businesses, and the external environment. All of these will play an 
important role as umbrellas under which even other CSFs raised by other authors can be 
included. Moreover, these four main categories are broad enough so that project managers 
will not be constrained by limited criteria when recalling the projects in the past.  

Project success criteria are inevitable for the researchers to judge and study project success. 
Apart from the traditional iron triangle which is widely perceived as project success criteria 
for several decades, the Square-Root framework of Atkinson (1999) is applied in this 
research to decide the success of projects. To elaborate, the Square Root provides the 
researchers with four main pillars to judge the success of projects in small businesses: the 
iron triangle (time, cost, and quality), the information system, benefits to small businesses, 
and benefits to stakeholder communities. These pillars can be fit well with the context of 



 
 

Page | 42 

small business and moreover they focus on customers as well as other stakeholders. As Kemp 
(2006) states, it is important to fulfil the expectations of customers in order to reach project 
success in small businesses, and even more, for some small businesses, helping or satisfying 
customers is the only main focus.  

Nevertheless one of the interesting aspects we found in the literature when it comes to small 
businesses is their general development focused on growth and internationalization. 
According to different reports (The Economist, 2006; Nutek, 1994), support agents also try to 
create policies that will encourage and assist international cooperation among different 
stakeholders. To achieve this small businesses need to take into consideration opportunities 
within and beyond their national borders and further plan and implement projects which will 
contribute at the business development within this globalisation aspect.  

Based on all these main perspectives of our study we would like to set up a framework that 
will emphasise the details of our further research in the context of small companies (see 
figure 3.7). Specifically, the figure 3.7 is intended to enhance that we look at how financial, 
information and network support influence a small business projects or activities. Then we 
will assess which CSFs are affected by each type of support. Furthermore, through success 
criteria we will determine the success of the project. Nevertheless, a special attention will be 
given to the implications of support infrastructures in the business development plans in 
terms of geographical expansion for each small business that will be studied. Once the 
empirical data will be gathered we would like to come back to these points of view and 
reconfigure them based on a close analysis of our findings. 

Business Development at the International Level

Success 
Criteria

Success 
Criteria

Project Success in Small Business

Small Business Core Activity

Support Agents
Financial                      Information                       Network

Activity 1

CSF

Project A

CSF

CSF

Project B

CSF

CSF

Activity 2

CSF

 

Figure 3.7 Detailed framework of the study 
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CHAPTER   IV 

PRACTICAL RESEARCH METHODOLOGY 

Practical research methodology chapter is coming as a second part after the facts on 
methodology theory have been expressed. Here we will explain what kind of way we have 
chosen to gather the empirical data, as well as the involved participants and institutions to our 
study (see figure 4.1). The four subchapters will highlight the further: (4.1) Research sample, 
(4.2) The selection of research participants, (4.3) Interviews, (4.4) Qualitative data analysis.  

Study Outcomes

Gathered information

Our study grounds
Practical Research Methodology: Case study ¦ Interview

Reasons to study
Research question: What is the perceived importance of financial, 

information and network support for small businesses and how do these 

support infrastructures influence project success?

 

Figure 4.1 Main considerations of the practical research methodology 

4.1 RESEARCH SAMPLE 

In quantitative research, a representative sample is given importance as the findings of 
research are aimed to be generalized (Bryman and Bell. 2007).  That is, a representative 
sample has a direct impact on the ability to generalize research findings from the sample to 
the selected population (ibid.). Therefore, probability sampling is usually made because it 
allows researchers to use randomly selected samples which enable generalizations to the 
population (ibid.). To elaborate, Saunders et al. (2009:214) define probability sampling as 
representative sampling “which is most commonly associated with survey-based research 
strategies where you need to make inferences from your sample about a population”. 

However, in qualitative research, non-probability sampling (non-random sampling, 
judgmental sampling or non-random sampling) is taken into consideration (Saunders et al., 
2009) because this kind of research aims to gain understanding and transfer knowledge 
instead of generalization (Bryman and Bell, 2007). In particular, the sample from non-
probability sampling can be selected intentionally, so this sample is not representative and 
cannot lead to inferences (ibid.).  

Additionally, Saunders et al. (2009:243) reiterate that, “non-probability sampling techniques 
provide the opportunity to select a sample purposely and to reach difficult-to-identify 
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members of the population”. As proposed by Saunders et al. (2009), these 5 techniques to 
make sampling are discussed separately as below: 

(1) Quota sampling: “The researcher selects a sample to represent a population in terms of 
the relative proportions of people in different groups, and in combinations of these 
groups” (Bryman and Bell, 2007:201). 

(2) Purposive sampling (or Judgmental sampling):  “The researcher selects a sample that 
meets his research objectives with his own judgment” (Saunders et al., 2009:237). 

(3) Snowball sampling: “The researcher makes initial contact with a small group of people 
who are relevant to the research topic and then uses these to establish further contacts 
with others” (Bryman and Bell, 2007:200). 

(4) Convenience sampling: “The researcher haphazardly selects a sample that is easiest to 
obtain for the study” (Saunders et al., 2009:241). In other words, “this sample is simply 
available to the researcher by virtue of its accessibility” (Bryman and Bell, 2007:197). 

(5) Self-selecting sampling: “Before taking as sample, the research allows each case or 
individual to identify their desire to take part in the research” (Saunders et al., 
2009:241). 

In this thesis 

We decided to use three types of non-probability sampling together, which are snowball 
sampling, convenience sampling, self-selecting sampling. The reasons under each sampling 
techniques are elaborated as follows: 

(1) Snowball sampling: In the writing-proposal process, we made initial contact in person 
with Karl-Erik Johansson, a business coach taking care of European projects and 
international business in Uminova Innovation. He explained about the overall picture of 
Uminova which consists of Uminova Innovation, Uminova Science Park, Uminova 
Invest. Nevertheless, he played an important role when it came to guide us about which 
part of Uminova we should focus on so as to meet research objectives and answer our 
research questions. Therefore, we have decided to focus our study on Uminova 
Innovation Incubator and the projects that small businesses run in this context. Projects. 
Then, we made further contacted with small businesses to carry out the interview. 

(2) Convenience sampling: As Uminova Innovation has a close collaboration with public 
institutions, university as well as other support agents, this environment corresponds 
with all our thesis criteria, which further stress on the influence of financing, 
information and networking. Apart from that, the location of Uminova Innovation in 
which small businesses are situated is convenient for us, being situated in the area of 
Umeå Univesity; so it is accessible to go there whether to find information, to make an 
appointment with small businesses for the interview, or to seek for further clarification. 
The good relationship and close connection that Uminova Innovation and the small 
business owners from there have with Umeå University, has nevertheless enhanced our 
collaboration. They are familiar to work with people from academic filds such as 
students, academics, and researchers. Therefore, they show a wide openness when it 
came to accept giving us an interview and other supporting information. On the other 
side we also took the interview of Uminova Innovation CEO, who has provided us 
another side of the needed information for this research, the point of view of a support 
agent.  
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(3) Self-selecting sampling: We have received consent from each business owner or after 
case the project manager before we conducted an interview. Firstly, we sent an e-mail 
to explain our topic research topic and the scope of our study to each company. The 
next step was to go in person or contact via telephone, in order to get a confirmation if 
their company would like to be represented in our case study. Once we knew that a 
company is agreeing to take part in our research, we collected relevant data regarding 
their specific business activities and projects.  

4.2 THE SELECTION OF RESEARCH PARTICIPANTS  

UMINOVA INNOVATION 

Uminova Innovation, which hosts the business incubator is part of Uminova which also 
consists of two other main parts: Uminova Science Park and Uminova Invest. These three 
organizations are located in the area of Umeå University campus, Umeå being the capital of 
Västerbotten County in the north of Sweden. 

To elaborate, Uminova Innovation intends to commercialise business ideas with the four 
major areas: services coaching, providing an incubator, building up a network, and organising 
training and seminars. Not only Uminova Innovation focuses on commercialising ideas from 
the academic field: researchers, students, hospitals, and other research institutes, but it also 
deals with innovation from existing companies (Uminova Innovation, 2009).   

SMALL BUSINESSES AND PROJECTS 

Based on our research question, the basic requirements for the selection of small businesses 
are listed as follows: 

(1) The small businesses are members or under the supervision of Uminova Innovation, 
which consolidates two main criteria: they all receive at least one type of similar 
support, and they were selected in the first place for their innovation and 
entrepreneurship attributes. 

(2) Individual projects within a small business also get support from other agents. 

Actually, projects from all 12 small businesses in the incubator of Uminova Innovation 
should be studied. However, with the time limitation and the compact schedule of the 
business owners, we managed to study five different projects from five small businesses: 
Avtre, Sustainum, Prema, Blienvinnare, and Karlsson & Novak Medical. 

INTERVIEW RESPONDENTS  

In order to gain quality data, the basic requirements for the selection of respondents are set as 
follows: respondents need to be the project managers which in all cases were also one of the 
business owners, so they understand the overall picture of projects and are the ones dealing 
directly with received support. Nevertheless, the respondents should be fluent in English as 
both researchers have limitation in understanding the Swedish language. 
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4.3 INTERVIEWS 

Interviews are good way to collect data for qualitative research. According to Kahn and 
Cannell (1957, in Bryman and Bell, 2007:318) “an interview is a purposeful discussion 
between two or more people”. There are also different types of interview corresponding with 
research strategy and purposes (Saunders et al., 2009).  Bryman and Bell (2007), categorize 
interview into three types: structured interview, semi-structured interview, and unstructured 
(or in-depth) interview. To elaborate, as mentioned in Saunders et al. (2009), structured 
interview is so called standardised interview or respondent interview. This interview is 
intended to collect quantifiable data, and also considered as “quantitative research interview” 
(Saunders et al., 2009:320). In this case, the interviewer uses a predetermined and 
standardised set of questions from which each question is asked and recorded on a 
standardised basis. 

The other two types of interview: semi-structured interview and unstructured interview, are 
considered as non-standardised interview or qualitative research interview (Bryman and Bell, 
2007; Saunders et al., 2009). The following provides explanation of these two kinds of 
interview. Concerning semi-structured interview, the interviewer has a list of theme or 
questions on specific topics to be covered. The questions can vary from interview to 
interview, allowing researchers to omit or add some questions in each particular interview 
(Bryman and Bell, 2007; Saunders et al., 2009). Obviously, the nature of the semi-interview 
questions is intended to ensure discussion, and the data needs to be recorded by audio-
recording and/or note-taking (Saunders et al., 2009). Unstructured interview or in-depth 
interview, an informant type of interview, is informal and used to investigate in depth a 
general idea in which the researcher is interested (Saunders et al., 2009). In this case, there is 
no predetermined set of questions to ask the interviewees (Bryman and Bell, 2007; Saunders 
et al., 2009). Instead, the researcher needs to have clear understanding about the aspect that 
he wants to investigate, and then he may ask a single question which allows the interviewee 
to talk freely on that topic area (ibid.).   

In this thesis 

Since we would like base our outcomes on a qualitative research, we have chosen to conduct 
semi-structured interview, which can give us flexibility in questions and open discussion. 
Also, this can create a convenient way for the interviewees to explain and talk freely without 
being limited to a formal list of questions. In addition, with this approach, it also gives us, the 
researchers, a chance to handle the scope of the interview and focus on the set of questions 
and thesis topic which we intended to explore.  Further we can cover all of the important 
questions, especially ones that contribute to answer the research questions.  

INTERVIEW GUIDE   

Interview guide is referred in Bryman and Bell (2007:482) as “the brief list of memory 
prompts of areas to be covered”. Interview guide is usually used in unstructured to more 
structured interview as semi-structured interview in order to list points to be addressed or 
questions to be asked in the interview (Bryman and Bell, 2007).  

To conduct semi-structured interview, the formulation of questions which will help 
researchers explore areas of interest is so important that it will influence the success of 
interview (Bryman and Bell, 2007 and Saunders et al., 2009). According to Saunders et al. 
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(2009), there are three main types of questions which are open questions, probing questions, 
and specific and close questions. The explanation of each type of questions is given below: 

(1) Open questions: These questions allow interviewees to define and describe a situation 
(Saunders et al., 2009). Grummitt (1980) points out that these questions are asked in 
order to obtain facts and encourage respondent to either provide an extensive and 
developmental answer, or reveal their attitudes (in Saunders et al., 2009). 

(2) Probing questions: This kind of questions request more particular focus or direction 
than open questions do in order to allow researchers to explore responses that are 
important to the research topic (Saunders et al., 2009). 

(3) Specific and closed questions: The questions are similar to questions applied in 
structured interviews (Saunders et al., 2009). Researchers ask these questions in order to 
obtain specific information or to confirm a fact or opinion (ibid.). 

In this thesis 

We try to set the interview guides as thoroughly as possible to explore the interviewees’ ideas 
and answers (see appendices 6 and 7 for our interview guides). We set the interview guides 
based on the gap and findings from theoretical framework. One of our interview guides is 
intended to be used for all small business interviewees, while another interview guide which 
has the same context but including other specific questions was specifically formulated for 
the Uminova Innovation CEO. Some questions about the nature of the company and project 
needed to be changed in each interview after each specific case. Also, we started with a 
different question in each interview in order to highly make the interviewees feel free to 
answer. Actually, when we conducted the interviews, we did not ask every question which 
we prepared in the interview guide. Instead, we highlighted particular questions by selecting 
the most suitable questions for each interviewee up on the particular small business. Also, 
same key words of questions were used on all interviews even though style of questions was 
changed in each interview.  

PROCESSING OF INTERVIEW DATA 

Because the data gained from interview is important for further analysis, interviews should be 
recorded with a audio recorder (Bryman and Bell, 2007). Bryman and Bell (2007:489) argue 
that audio recording makes “a complete account of the series of exchanges in an interview” 
available for analysis, and it also encourages the interviewer to be “highly alert to what is 
being said”. 

Taken from Bryman and Bell (2007) and Saunders, et al. (2009), there are several advantages 
in audio recording and transcribing. First, it allows the interviewer to concentrate on 
listening, questioning and thorough examining what interviewees say, and of course even 
afterwards the researcher can re-listen the interview and repeat examinations of the answers. 
Each interview can bring improvements which should be further used in later interviews. As 
well other researchers can use and analyse data got from the same interview. Finally, it also 
gives the opportunity for the researcher to counter accusations of the bias in analysis resulting 
from the researcher’s values or biases. 

However, the application of audio recording and transcribing also has some disadvantages. 
Saunders et al. (2009) note that the use of a recorder may have a negative impact on the 
interaction between the interviewer and the interviewee. Interviewees may feel 
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uncomfortable and focus on the recorder instead of the interviewer (Saunders et al., 2009). 
Moreover, the procedure of transcribing is very time-consuming (Bryman and Bell, 2007 and 
Saunders et al., 2009). The interviewer also needs to consider the quality of recording 
equipment and prevent a technical problem (ibid.). 

In this thesis 

We adopted the suggestion of Saunders et al. (2009) by both audio recording and making 
brief note. Apart from that, audio recording gave us advantages as mentioned above, taking 
brief note of keywords from the interviewees’ answers enabled us to stay focus, especially on 
the long answers and explanation. The notes helped us to follow the line of answers and come 
up with the appropriate follow-up questions. We took and jolted down some keywords from 
the answers to further develop the relevant questions. In fact, our interviewees seem to be 
familiar with using an audio recorder, and this helped us to overcome problems as interaction 
because of the interviewees are giving too much attention to the recorder. 

CONDUCTION OF SEMI-STRUCTURED INTERVIEW 

Saunders et al. (2009:336, 339) point out as interviewing competence that when conducting 
an interview, the interviewer need to take in to consideration “recognising and dealing with 
difficult participants and recording interview data”. Also there are other points that 
researchers need to consider in order to be good interviewers and listeners because this will 
have direct impact on the quality of answers given by interviewees. 

In this thesis 

We conducted face to face interview with all interviewees. Before we conducted each 
interview, we tried to inform ourselves as much as possible about each small business and 
each interviewee in order to show him/her our interest and save time to ask some detailed 
questions. In brief, to interview effectively, there are two major aspects which we kept into 
consideration as follows: utilisation of audio recorder, and communication etiquette: being 
good listener, having good personality: 

Utilisation of audio recorder can be done in the first place only with the permission from 
each interviewee. So, we can put more focus on the interview answers, gain clear 
understanding, and ask proper follow-up questions; it allows in the same time to notice 
responding aspects, such as tones, hesitation in answering, feeling, physical expression. 

Communication Etiquette is important in our case as we need to try to be an active listener as 
possible, therefore we intended not to interrupt when the interviewees answered. We allowed 
the interviewees to speak for each questions without interrupting. When it comes to our 
personality, we tried to make the theme of each interview less formal and promote effective 
communication without stress. We put emphasis on trustworthiness. In other words, we 
behaved trustworthy not only to abide by an ethical standard but also to make interviewees 
feel secure to answer the questions. Moreover, in some cases that the interviewees are not 
very influent in English, we could put more emphasis on giving confidence to them. 
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SUMMARY OF THE CONDUCTED INTERVIEWS 

Below in table 4.1 and 4.2 are presented the six interviews that have been conducted, on one 
side looking at the perspective of small business projects, while on the other side we tried to 
understand the points that a support agent is focusing when creating and directing assistance 
towards small businesses.  

Table 4.1 An overview of each interview conducted within small businesses: 

Respondent Small Business Established 

Year 

Project 

Duration 

Interview 

Date 

Interview 

Duration 

Henry Vinroth 
Manager Director 

Avtre AB 
 

2007 5 years 23/11/2009 85 min. 

Project: Expanding the company at the national and international levels 

Thomas Olofsson  
IT Director 

Blienvinnare AB From 2006 
in incubator 

4 years 26/11/2009 70 min. 

Project: Making Bli en vinnare website the most popular of its kind from Sweden 

Bo Hammarström 
Manager Director 

Karlsson & Novak 
Medical AB 

2005 1 year 03/12/2009 60 min 

Project: Klamidia.se - system engineering 

Magdalena Sjöberg 
Director 

Prema 2008 6 
months 

25/11/2009 75 min. 

Project: SPIRA - evaluation phase 

Gunnar Granberg 
Director 

Sustainum AB 2007 1 year 24/11/2009 75 min. 

Project: Web-TV Seminars within SustainumKnow Programme 
 

Table 4.2 Interview conducted with Uminova Innovation CEO: 

Respondent Support Organisation Established 

Year 

Interview 

Date 

Interview 

Duration 

Nils-Olof Forsgren 
CEO 

Uminova Innovation 2003 14/12/2009 110 min. 

4.4 QUALITATIVE DATA ANALYSIS 

According to Saunders et al. (2009), data collection is highly related to data analysis. Data 
analysis should be planned and considered at the time the researcher is planning for data 
collection (Bryman and Bell, 2007 and Saunders et al., 2009).  In order to make data useful 
for the research, the researcher needs to analyse and understand it (Saunders et al., 2009). 

Data is usually categorized into two types. First, primary data is the new data collected by the 
researcher for the purpose of his research (Saunders et al., 2009 and Quinton and Smallbone, 
2006). On the other hand, secondary data is defined as the data that other people have 
collected already whether in the form of raw data or published documents in order to serve 
other purposes (Saunders et al., 2009). 
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To begin with, Saunders et al. (2009) point out two aspects of preparing data for analysis as 
follows: 

Transcribing qualitative data: This part also includes “data cleaning”. The researcher needs 
to correct any transcription errors and make sure that the transcription is accurate by sending 
it to the interviewee for final checking. 

Preparing secondary data: This part is relevant to using electronic textual data including 
scanned documents. The researcher needs to prepare supporting data from emails, web-based 
reports, organisational websites in order to use it together with data from the interview. 

ANALYSIS PROCESS 

Saunders et al. (2009) group analysis processes into three main types as follows: 

(1) Summarising Data: The researcher produce the summary of the key aspects from 
conducting the interview. This process is concerned about putting the meaning from 
large amount of text to few words or sentences. From summarising, the researcher will 
perceive both the principal themes emerging from the interview and the way to use it 
later in later sections. 

(2) Categorising Data: This process includes two kinds of activities. Firstly, the researcher 
develops categories which may be derived from the data or theoretical framework. 
These categories are formed according to the purpose of the research which is expressed 
through research questions and objectives. Secondly, the researcher utilises the data by 
placing relevant chunks of date or ‘units’ of data under appropriate categories. In brief, 
this process contributes to making data more manageable and comprehensible. 

(3) Structuring Data: The researcher integrates data and start analysis by using verbatim 
transcripts or complete set of notes. 

In this thesis  

When we analysed data, we used not only primary data gained from conducting interviews 
but also secondary data (such as supporting documents from the small businesses and web 
sites) to support and strengthen our findings and discussion. All three types of analysis 
processes proposed by Saunders et al (2009) are applied. We set categories (such as CSFs, 
Project Success Criteria, and supports) based on our theoretical framework. Also, we used 
self memos, as suggested by Saunders et al (2009), in order to help us record our ideas and 
remind us about what we did and what we needed to do further.  
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CHAPTER   V 

EMPIRICAL DESCRIPTION 

In the empirical descriptions we will expose most of the data we have received during the six 
interviews we have taken with business owners and the CEO of Uminova Innovation (see 
figure 5.1). Still we prefer to stress on main aspects and further in the next chapter to bring 
further detailed information regarding the practical findings. The three subchapters of this 
part are: (5.1) Overview of Uminova, (5.2) Uminova Innovation Incubator, (5.3) Small 
business within the incubator. 

Study Outcomes

Gathered information

Our study grounds

Reasons to study
Research question: What is the perceived importance of financial, 

information and network support for small businesses and how do these 

support infrastructures influence project success?

Empirical description: Small businesses in an incubator 

 

Figure 5.1 Main considerations of the empirical description 

5.1 OVERVIEW OF UMINOVA 

We have presented earlier on in this thesis different academic points and findings within the 
Science Parks environment. As it has been emphasised, Science parks are meant to provide 
support not only to business ideas, but especially to the ones coming from the university 
background. Particularly looking at the Swedish context, the universities provide three main 
outcomes: education, research and spin-offs, the later being encouraged many times within 
Science Parks. As well, the specific example of Uminova Science Park enhances this 
ideology and under its broad concept several main institutions are gathered together to build 
up an “innovation system” (Uminova Innovation CEO, 2009) throughout which a high 
performing context and support is guaranteed for small businesses. There are four main 
pillars that collaborate and build up a platform for small business development: Uminova 
Innovation, Uminova Innovation Incubator, Biotech Umeå Incubator, and Uminova Invest.  

Uminova Innovation. In 2003 Uminova Innovation has moved from Umeå University 
Campus into the Science Park, and decided to open the incubator (SISP, 2009). Uminova 
Innovation’s mission, which otherwise corresponds with the mission of similar institutions, is 
to give entrepreneurs or innovators the right conditions to develop and build up their business 
(Uminova Innovation, 2009). The institution offers five main services: (1) business coaching, 
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(2) office in the incubator, (3) networks and international business, (4) process for business 
development and (5) education. Uminova Innovation receives every year around 150 business 
ideas that come from its target segment: the academic field, including both researchers as 
well as students. Each of these ideas needs to go through a four phase process: evaluation, 
verification, development and commercialisation; and after each step the number of ‘business 
concepts’ is restrained based on how viable they can be out there on the market. 
Nevertheless, as realistic as possible is each evaluation criterion, as better in the end for the 
future company, as Uminova Innovation CEO (2009) mentions that they are “building 
companies and people”.  

The Incubators. The business ideas which pass the first two phases, or the pre-incubation 
stage, they are eligible to form a company and set up an office within one of the two 
incubators: Uminova Innovation Incubator and Biotech Umeå Incubator. While the first one 
hosts companies from various fields, Biotech Umeå Incubator focuses only on the ones that 
are running an activity within this specific field and which need much more elaborated 
facilities that assess their research development. There is a wide range of seminars and 
projects organised by Uminova Innovation meant to support the companies within the 
incubator, such as: sales training, effective market communication or branding, 
entrepreneurship, IPR (individual property rights), bookkeeping (Renkel, 2007).  

Uminova Invest. There is a period of two to three years that follows, in which companies 
need to prove that they can “grow organic” (ibid.) while facing the market. At this stage is 
when Uminova Invest can get involved as one of the main business stakeholders. Founded in 
1992, Uminova Invest AB is owned since 2004 by several fund companies, and plays the role 
of a ‘seed’ investment company. In order for a company to be financed by Uminova Invest, 
its idea needs to be unique, have a high market potential and come from the context of Umeå 
University or other educational institutions within Västerbotten County (Uminova Invest, 
2009). Therefore Uminova Invest's mission is to help the company grow and achieve success 
within a reasonable time, after which to sell its stake at a profit and further to invest in 
qualified new and promising companies (ibid.). 

The incubation time comprises the last two phases, development and commercialisation. 
During this time it is very important for each company to manage very well the sales part, 
this being a necessary condition for rising up the interest of larger companies from the 
venture capital market, who could invest in the small business. 

Along the entire process besides the different projects and programmes organised by 
Uminova Innovation and Uminova Invest, there are also other companies that offer guidance 
for small businesses and are part of a broad supporting network, among the main ones are: 

Support agent Type of support 

Connect Springboard, business ‘angels’ or experts in different areas, organises 
financial forums 

Innovationsbron Innovation check, entrepreneurship guidance, Venture Capital 

Venture Cup Entrepreneurship guidance, organises business idea competitions 
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As any kind of viable system, there is a strong need that communication and the flow of 
information is enhanced throughout networks. Uminova Innovation is currently and active 
member of four major networks: 

Network Type of support 

Enterprise Europe 
Network (EEN) 

Supports the companies to go global, by providing information and links 
among different stakeholders, like: partners, suppliers, customers; and so 
offers an opportunity for the business to extend at the international scale.  

Biotech Umeå 
and  
Infotech Umeå 

Encourages small businesses within these specific fields to collaborate 
and develop themselves. 

Vinnova Presently Uminova Innovation is involved in the “Key Actor 
Programme” from Vinnova that aims to “develop expertise, methods, 
processes and structures” (Vinnova, 2009). This can be adopted by each 
small company that develops innovative systems and further contribute 
to their business development and enhance collaboration between 
researchers, companies and other interested players in the society at 
large” (ibid.) 

We mentioned above that Universities play an important and active role in business 
development, therefore Uminova Innovation at its own turn looks to create opportunities for a 
broad range of researchers and students through projects that target specific segments. One 
such kind of project is Academic Business Challenge (ABC) which aims to involve students 
from Umeå that study in various fields and are interested in becoming part of a company 
management team. This project is held in English and one of its main objectives is to involve 
as many foreign students as possible in the Swedish small business environment.  

Uminova Innovation and Uminova Invest’s roles will form an integrated part of the analysis 
chapter, where we will emphasise how support agents can contribute at the development of 
small business field.  

 

5.2 UMINOVA INNOVATION INCUBATOR 

There are five main partners that own and support the activities of Uminova Innovation: 
Swedish University of Agricultural Science, Umeå Muncipality, Västerbotten County 
Council, Almi Business Partner North, and one of the major ones, Umeå University. The list 
can continue by including the institutions and networks priory mentioned, among which 
several have financially assisted specific projects: Vinnova, Innovationsbron, Tillväxtverket, 
Länsstyrelsen Västerbotten, Region Västerbotten and European Regional funds (Uminova 
Innovation, 2009). After five years of activity as part of the Science Park, Uminova 
Innovation has hosted 160 start-ups, had 20 patent applications and attracted around 110 
MSEK venture capital (ibid.). 

Uminova Innovation Incubator is seen as one of the most successful incubators in Sweden, 
and it is funded under the Bronze Innovation Incubator Program (IBIP) (Uminova 
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Innovation, 2009). Alone in 2007 the incubator itself encountered a number of 96 business 
objectives run by 134 employees, and attracted 14,1 MSEK venture capital (SISP, 2009).  

One of the main advantages for the entrepreneurs that are running their company activities 
within the incubator is that this kind of environment, by its definition, creates the opportunity 
for exchanges and collaboration with other companies from there. Here small businesses 
benefit of an area for office service, while they are assisted with an active and appropriate 
management support, and links with financial, technological and commercial networks. At 
the present moment there are twelve companies hosted by Uminova Innovation Incubator.  

AlexoTech Karlsson & Novak Medical 

Avtre Prema 

Bli en vinnare Stadskoll.se 

Chria StudenterTyckerTill.se 

CodeMill Sustainum 

Francesco Gentili Uptoit 

Still there are many innovative ideas that get coaching support from Uminova Innovation 
even though they do not have a physical place within the incubator. There may be students or 
researchers who have a business idea that they want to put in practice, but also other 
individuals or companies who find here support to sell the rights for their product or research, 
the so-called licensing (Uminova Innovation, 2009).  

5.3 SMALL BUSINESSES WITHIN THE INCUBATOR  

Uminova Innovation Incubator is hosting twelve companies in different fields of activities, 
from environmental development to data back-up computer systems. The main common thing 
that unites all this companies is the innovative way in which their service or product is 
defined. In most of the cases there is only the owner or owners who run all the business 
activities, while couple of companies also have a small number of employees. Therefore this 
kind of context seemed to be a suitable one for our thesis research, companies fulfilling all 
the establish variables:  

- to be part of an incubator and so receive at least one type of similar support 
- to have innovation and entrepreneurship attributes 
- to have individual projects that also get support from other agents than the incubator 

Further, several facts will be presented from each of the five small businesses that were 
studied for the purpose of this thesis (see tables 5.1 to 5.5). In alphabetic order they are: 

(1) Avtre AB 

(2) Bli en vinnare AB 

(3) Karlsson & Novak Medical AB 

(4) Prema 

(5) Sustainum AB 
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However, before we start presenting the facts, it is needed to explain the choice we have 
made in each case and why we are focusing on a certain company activity or process. As we 
started our thesis, we based our theoretical framework, so that it is a guide for the further 
empirical research regarding support for small businesses, and how this is being directed to 
and incorporated within these companies. We also have selected CSFs that seemed the most 
suitable in a small business environment and through them we can point out main 
characteristics of this specific context: entrepreneurship and innovation. We have then chosen 
the project to be a ‘study platform’ for us, and up on this framework we set up the thesis 
reference points. 

As we have started to collect the data for the companies and then move to the interviews 
phase, we have noticed that small business environment has particular characteristics, and 
these influence to a significant extend, differences in how business is being run in 
comparison with the one of larger companies. This was an important aspect, since research 
done by academics or practitioners, which was also used to structure our theoretical part, is 
most of the times focused on large corporations. Therefore, while in some companies we 
studied for this thesis, we could exactly identify a project, in others it was necessary to take a 
broader perspective, and look at their ongoing core business activity. Still in the latter 
situation, we tried to focus on a segment which seemed significant and suitable to be further 
analysed within a project frame. 

Before looking at each individual company, we will list common facts shared by the five 
studied small companies: 

- Swedish companies based in Umeå 

- Have their office within Uminova Innovation Incubator 
- Venture capital is mainly based on owners’ self investment 
- All were selected as incubator tenants up on their innovative type of business 
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Table 5.1 Description of Avtre AB 

Avtre AB 

Company 
Introduction 

Established in 2007, the company moved to Uminova Innovation in June 2008. It is owned 
and run by three co-partners, each specialised in a certain field and focusing on a specific 
part of the company: 

Henry Vinroth - Manager Director and Sales Director 
Hans Rönnbäck - Technical Director 
Mattias Holmgren - Marketing Director 

Core business 
activity 

 

The company provides an online backup service based on a software that automatically 
monitors changes in selected files and directories. The clients use this facility to save all 
modified versions of their work in case they need to go back in time and restore files from 
past performance.  

Customer 
segments 

Small and medium size business. The software is sold in specialised distributors stores: 

21 dealers in four northern Swedish counties, from which 13 in Umeå 
20 dealers in seven southern Swedish counties, from which 9 in Stockholm 

Communication 
and Monitoring 

Resellers communicate to the company their own problems they encounter in selling the 
product. As they have a technical background, Avtre sales manager acts as a “sales coach” 
and tries to identify the customer issue  behind the technical language.  

Monthly monitoring of sales and new customers 

Quarterly annual board meetings    

Competitors 5 to 6 local competitors that provide own solutions and software. 

Also large companies that buy the software and then sell it under their brand; e.g.: Telia, a 
mobile company. 

Financial support Uminova Invest 

Information 
support 

Uminova Innovation, Internet, Dealers, Business coache knowledge within the IT field, 
Connect 

Network support Distributor channels 

Gathered 
experience 

Technical Director - has 10 years experience as an IT consultant 

Sales Director - had run prior another small business, has worked in sales since he was a 
teenager 

Marketing Director - has music and art background, during the company life time he has 
gathered experience in web programming.  

Business 
development 
plans 

Perspectives to get more sales points at the national level. 

The company is decided to build a solid sales portfolio and attract larger VC investors and 
then to expand on the international market. 

Project 
Description 

 

Expanding the company at the national and international levels 

Objectives: get more distributors, attract larger companies as a customer 

Duration: 5 years 
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Table 5.2 Description of Bli en vinnare AB 

Bli en vinnare AB 

Company 
Introduction 

The co-owners have established the company during their university studies and then 
“money started to come, more money”. From 2006 they moved into the incubator, and 
today besides the two owners, in the company works also one employee.  

Thomas Olofsson – IT Technical Director 
Sven-Anders Bergström – Customer Relation Director 

1 employee 

Core business 
activity 

 

On the blienvinnare.com website all kind of Internet competitions are collected giving the 
opportunity to win things, such as: electronics, travel. The site is also provides a source of 
knowledge for companies that want to start up this kind of campaign. 

Customer 
segments 

Any companies which want to promote their competitions on the website.  Promoted 
companies are from four Nordic countries: Sweden, Norway, Finland and Denmark. 
Therefore customers will also be from within these areas, and according to Statbrain (2009) 
around 1030 visitors access Bli en vinnare website every day.  

Communication 
and Monitoring 

There is a forum for customers where these can give feedback and suggestions of further 
improvement. 
Some companies and marketing agencies ask for their advice when designing and pricing a 
competition.  
Daily monitoring of their online visibility by using Google ranking tools. 

Competitors They are the largest and most well known for this kind of website in Sweden. There are 
couple of other companies trying to start a website like this “but they usually go away after 
some time because it is time consuming”.  

Financial support - 

Information 
support 

Uminova Innovation, Internet, Companies that organise online competitions, Visitors, and 
Marketing agencies 

Network support From around 20 networks, two are main ones that sell advertisings to the companies: one 
national and one European, Internetlänkar 

Gathered 
experience 

IT Technical Director - has graduated in computer science. 

Customer Relation Director - is a PhD in medical field. 

But “to create this website is what they learned after the university”. 

Business 
development 
plans 

To get more visitors in the other Nordic countries besides Sweden where they are the most 
popular of its kind. 

To post competitions that are also taking place in stores, and not only online. 

Project 
Description 

 

Setting up Bli en vinnare website  

Objectives: Get more visibility of the website for competitors and also for 
companies that promote contests.  

Duration: 6 months 
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Table 5.3 Description of Karlsson & Novak Medical AB 

Karlsson & Novak Medical AB (KN Medical) 

Company 
Introduction 

Due to an intense research on Chlamydia, a common sexually transmitted disease, a 
professor from Umeå University and his PhD student have decided to establish this small 
business in September 2005. Today, 23 per cent of the company is also owned by a third 
partner who has bought the shares from Uminova Invest, which initially give financial 
support. 

Daniel Novak - Researcher 

Roger Karlsson - Researcher  

Bo Hammarström - Manager Director 

4 part time employees 

Core business 
activity 

The company runs tests in order to establish if a person has develop Chlamydia disease, 
after which they follow the course of all positive detected people until they get treatment 
from personal doctors. 

Customer segments So far KN Medical has contracts with the County Councils from four Swedish counties: 
Västra Götaland, Västerbotten, Sörmland, Gävleborg. The final beneficiary is any 
Swedish person that wishes to be tested.  

Communication and 
Monitoring 

Their website is used to communicate with patience, it was awarded for one of the most 
innovative ‘system engineering’ at Swedish level as well as at the European one. 

Annual “users meetings” where main stakeholders get together to analyse the prior year 
facts and come with suggestions for improvement. 

Through a data base all tested people with a positive diagnostic will be monitored until 
they get treatment from their doctor. 

Positive detected patients give data that helps identifying other potential infected people. 

Governmental institutions include in official reports the company statistics. 

Competitors Hospitals also run this test for detecting Chlamydia, however they charge for the service 
around 1500 Kr.  

Financial support Vinnova, Uminova Invest  

Information support Uminova Innovation, Vinnova, Umeå University, Biotech Umeå, County medical experts 

Network support Umeåbio, Swedish Trade Council, Enterprise Europe Network 

Gathered 
experience 

Manager Director - prior he was a business coach in Uminova Innovation. He is also one 
of the founders of Umeåbio association.  

The two owners continue to work in the academic field as researchers. 

Business 
development plans 

Get more county councils of Swedish counties willing to collaborate with them. 

Extend in other European countries, such as: Germany and France. 

Contracting private customers as well, like large companies that would cover the test’s 
cost for their employees. 

Project Description 

 

Klamidia.se - system engineering 

Objectives: To provide an easy accessible way for people to be tested for 
Chlamydia; To get as many people willing to test themselves 
for Chlamydia; To reach the people with a high potential of 
being infected. 

Duration: 1 year 
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Table 5.4 Description of Prema 

Prema 

Company 
Introduction 

The business started in 2008 when after participating in the Summer Entrepreneurs Project 
organised by Uminova Innovation, she and her study colleague were encouraged to start up a 
business. Today, Malin Jonsson, one of the co-founders, works as a project manager for Norsjö 
Muncipality. 

Magdalena Sjöberg - Director 

Core business 
activity 

The company has expertise in social psychology and provides consultancy by using external 
and internal evaluation tools within specific projects. 

Customer 
segments 

Local authorities and private companies of various size 

Communication 
and Monitoring 

As a consulting company, Prema offers guidelines and advices on how a project could be 
further followed. 

Her mentor from university keeps in contact and recommends the company to potential clients. 

The company can monitor the events that will be latter evaluated by being involved as 
collaborator from the planning phase itself. 

Competitors N/A 

Financial 
support 

European Social Fund, European Refugee Fund and City Council through TILDA projects 

Information 
support 

Umeå University academic staff, Uminova Innovation, Medlefors Folk High School SPIRA 
project supervisors 

Network 
support 

Governmental Institutions 

Gathered 
experience 

Director - Master of Arts in Social Psychology and History with a focus on evaluation - Umeå 
University  

While she was a student she had established a student association within the department of 
sociology  in the School of Social Sciences 

Business 
development 
plans 

Contracting more private clients. 

Earning revenues together with working for social services. 

Making the company grow with more revenues and profits while still contributing to 
permanent improvement in the society. 

Project 
Description 
 

The Evaluation of the SPIRA project 

Partners: Prema Evaluation & Business Development - carried out the project 
evaluation ¦ Medlefors Folk High School - Project owner 

Objectives: SPIRA project aimed to review, through  internships and study visits, full 
and part-time sick leave, long-term sick over 6 months, unemployed for at 
least one year, as well as foreign born in the need to enter the labour 
market. 
Specific objectives of Prema company:  
The evaluation focused on whether the participants' health and knowledge 
of the labour market have changed as a result the project activities. 

Duration: 6 months - evaluation phase; March to August 2009 
Start date of SPIRA project was January 2008. 
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Table 5.5 Description of Sustainum AB 

Sustainum AB 

Company 
Introduction 

The company was established in 2007 and has run its activity since two years in Uminova 
Innovation Incubator. The director is self-employed and runs the company activities many 
times in co-partnership with other experts or small businesses. Until recently Lisa Redin was 
one of the co-partners, now she teaches at Umeå University in the Ecology and 
Environmental Sciences department. 

Gunnar Granberg - Director 

Core business 
activity 

Sustainum provides consulting services in sustainable development and climate, being 
specialised in trainings and strategic support. The services mainly include: Web-TV 
seminars; sustainability analysis, process management and investigations.  

Customer 
segments 

Governmental Institutions, Universities, Business agents all within Sweden context 

Communication 
and Monitoring 

The Web-TV seminars are a tool throughout which environmental research is communicated 
to social stakeholders. 

Each part of the project gets through an evaluation phase in order to monitor the progress. 
There are rather more unofficial feedbacks between the company and its customers. 

Competitors N/A 

Financial 
support 

Uminova Innovation (ENP), Ongoing application for an Innovation grant within European 
Regional Funds 

Information 
support 

Uminova Innovation, Internet, Motala Muncipality, National Environment Agency, 
University academic personnel 

Network 
support 

National network for scientist within sustainability field, Governmental Institutions 

Gathered 
experience 

Director - is a natural geographer and has a PhD. in soil science and has done research on 
climate issues at Swedish University of Agricultural Sciences. Before establishing this 
company he was a project manager in a governmental agency. Also he is one of the founders 
of the Association of Science for Sustainable Development.  

Business 
development 
plans 

Get more customers within Sweden, but also extend in other countries, like Poland. 

Project 
Description 

Web-TV Seminars within SustainumKnow Program 

Partners: Sustainum; Cajoma Consulting; iKnow - Integrated 
Knowledge AB 

Objectives: Create a full package of web-tv seminars for Motala 
Muncipality 

Duration: 1 year 
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CHAPTER   VI 

ANALYSIS AND DISCUSSIONS 

In this chapter we will try to make the best of the empirical data based on the knowledge 
gained from the theoretical framework (see figure 6.1). The support infrastructures will be 
closely studied in each company case and nevertheless Uminova Innovation’s role as a 
support agent will be one of the main focus points. As well we will stress on the 
internationalisation plans of the small businesses in order to argue if there is a real trend 
within this sector of expanding their activities. The subchapters will be grouped as: (6.1) 
Considerations on projects within small business, (6.2) Overall small business activity 
context, (6.3) Projects within small businesses, (6.4) Business development and expansion, 
and (6.5) Outcomes on the support role and project view within small business.  

Our study grounds

Gathered information

Study Outcomes
Analysis and Discussion: Capital formation ¦ Information support ¦ Networking ¦ 
Business development ¦ Project success

Reasons to study
Research question: What is the perceived importance of financial, 

information and network support for small businesses and how do these 

support infrastructures influence project success?

 

Figure 6.1 Main considerations of the analysis and discussions 

6.1 CONSIDERATIONS ON PROJECTS WITHIN SMALL BUSINESS 

This thesis main aim is focused on how finance, information and network as types of support 
could be assimilated by a small business and integrated in their projects and activities in order 
to lead to project success.  Then critical success factors and success criteria are having the 
role of guidelines so that the three types of support are linked with specific parts and 
outcomes of a project. Our premises were to study individual projects within each of the 
involved companies based on the literature background from the previous academic research 
in the fields of entrepreneurship, innovation and small business. It is needed to mention that 
most of the academic research which focus on projects are done on large companies, while 
studies which regards small and medium business look at companies as a whole rather than at 
their specific projects or activities managed in a defined time framework. This may have 
realistic grounds, as we also have come across an unordinary approach in how ‘projects’ are 
conceived and run by a small business.  
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If we take the definition of a project from PMI (2004), there are two clear reference points: 
the temporary nature and a unique process and outcomes. Although as a concept, these 
guidelines need to be followed by any organisation that wishes to survive and develop on the 
market, within the small businesses we had as a study case we notice that projects take the 
nature of an “organic grow”. We came across this term several times within our interviews 
and the respondents explained that they define “organic grow” as a way of managing and 
developing the core business activity up on the constant feedback from environment and 
customers, as Sustainum Director mentioned “you have to sell and find projects that you can 
do, and then produce them.” 

From all five studied companies there is only one project that has been completed within an 
established time frame: the Evaluation of SPIRA Project done by Prema company. All the 
other four companies have their activities build around a core business concept. The reasons 
for this might be due to the character of Prema which provides services in terms of 
consultancy and research, but does not include any kind of material products. However what 
differentiates her from the other service oriented companies is the type of consultancy that is 
focused on the evaluation part of a project that belongs to a customer. This already implies 
that there is available information on any kind of products, services and outcomes. 

An interesting consideration would however be to look at reasons regarding ‘project’ as a 
notion within the vocabulary of a small business. The activities of a large company are run at 
a larger scale and focus on a wider geographical context, therefore it is also needed that their 
main actions are clearly defined in terms of projects in order to distribute and handle in the 
most efficient way the available resources. On the other hand, small companies have much 
more limited resources and fewer stakeholders who get involved at certain phases in the 
company lifetime. Nevertheless as mentioned above for any company to survive on the 
present market opportunities need to be taken and managed within a specific time frame as 
well as the products and services they offer need to have a unique character in order to be 
attractive to new customers. Moreover as Prema Director mentioned “in Sweden, more and 
more [...] the companies and the public service work in projects [...] because is easier to get 
money that way”. 

Therefore we believe that although companies do not ‘speak’ in terms of projects but use 
terms as: core business activities, we could select and define in each company a certain 
activity that during a specific time created a unique outcome. Still it should not be 
disregarded that each of these actions has been implemented within the more comprehensive 
context of the core business activity and contributed at the business development. Also when 
running the interviews we could notice that many times in the owners perception many 
activities need to be interlinked or to be developed simultaneously. We then consider that in 
the analysis of specific projects, it might be needed to make references to the whole business 
framework, in order to have a deeper understanding on how different facts lead to 
accomplishment of specific objectives.  

The case of an ‘overall effect’ can be described also when referring to specific types of 
support that are directed to and integrated by a small business. Among financial, information 
and network support, the one that could be seen with the most defined targets in a project is 
the financial one. Still it is necessary to have a broader view further in this analysis chapter 
on how these three different types of support were integrated within each specific company, 
how they were handled and what were their perceived influence on project success.  
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6.2 OVERALL SMALL BUSINESS ACTIVITY CONTEXT    

Before we  look at particular projects or main activities, it is required to understand why each 
business decided to include different types of support in their activities. Since we also have 
taken a closer look at Uminova Innovation, one of the a support agents, their implications 
will also be closely analysed.  

FINANCIAL SUPPORT 

Among all the companies there has been noticed a predominance of private investment 
coming from the owners of the company. Still there are several institutions that have 
collaborated with some of the firms and have assisted them with a grand or a seed 
investment. Although the seed investment does not act as a grant, it does differ from a bank 
loan or other investments that take in consideration a larger return up on the perceived risk, 
and small companies are seen among the ones that carry a high risk. Below we will list 
support agents that have financially assisted the five companies. 

Avtre AB Uminova Invest 

Bli en vinnare AB - 

Karlsson & Novak 
Medical AB 

Vinnova, Uminova Invest 

Prema European Social Fund, European Refugee Fund and City Council in 
TILDA projects 

Sustainum AB Uminova Innovation (ENP), Ongoing application for an Innovation 
grant within European Regional Funds 

Although our range of case studies was a relatively small number of five, it is obvious that 
there is a significant number of support agents which have financially contributed to certain 
activities within the small businesses. Among these Uminova Invest which is a ‘seed 
investment’ company has clearly seen a real potential of the companies on the market and 
then decided to get involved and be one of the shareholders. All the other funds have a 
governmental agent as a provider, including the one Sustainum has applied for and is still in 
the evaluation process of the application.  

When looking individually at each of these support agents they could be differentiated in two 
main categories: on one side Uminova Invest and Vinnova as institutions that “will help 
enhance the growth and prosperity throughout the country” (Vinnova, 2009) and on the other 
side organisations that will encourage more social oriented projects, and which usually come 
from governmental agencies. But the specific character of the European and national state 
agents is that they also focus on business development and award funds for innovation and 
entrepreneurship. In this study, this is confirmed by the presence of Vinnova and European 
Regional Fund, both governmental agencies that offer grants throughout which they enhance  
an innovative and entrepreneurial way of doing business. Therefore each support agent could 
be considered a participant towards the development of the company and an active 
stakeholder in the process towards business success. 
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Two facts could be further highlighted as they come as singular examples. First regards social 
oriented funds as they all ‘cluster’ as support agents accessed by the same company, Prema. 
The main reason might be that her mentor from university years has recommended her for a 
couple of her clients. Then other reasons might be due to the owners’ age as she has just 
recently graduated and is the youngest among all the interviewees but also her study 
background in the social science field and nevertheless her extracurricular implications, as 
she has funded a student association. Therefore all these could have an influence in her 
choice of taking projects that focus on social objectives rather than aiming for a larger profit. 
But as any business needs to be able to create financial outcomes in order to survive, herself 
mentions that “because I have my own business, I can’t think about only being kind or nice, I 
still need to have money to nurture my company and continue my work.”  

Second, is the case of Bli en vinnare company that has not received, neither intends to apply 
for any funds or external investment opportunities. This might be explained by the company 
character which runs its core business activity exclusively online. All the information for 
market research is available on the internet as well as the communication with customers and 
other stakeholders can be done most of the times on line. Nevertheless, this type of business 
can prove quite profitable if there is an intense and constant involvement, and as the IT 
Director mentions: “every project that we do, we copy someone else and try to make it 
better.” This outlines not only the innovative character, specific to IT companies in general, 
but also entrepreneurial skills, even if the development is defined within a virtual 
environment.  

There are as well limitations that we could point out. Firstly is the weight of personal 
investment which counterbalance to quite a large extend the amount of financial support that 
was received. One of the explanations could be the four phases a company needs to overcome 
within Uminova Innovation in order to be eligible for the venture capital market. However as 
we focus in this paper on non-refundable or special financial support, these is expected to be 
taken by a company within its first years of development.  

Then, besides Uminova Invest none of the other seed investment companies within Uminova 
Science Park have been a support agent for any of the five studied businesses. One of the 
reasons might be that Uminova Invest tends to focus more than the other similar companies, 
on small businesses that are developed within their familiar environment under Uminova 
umbrella’s brand. Also it might be that some companies did apply for funds, but were not 
selected, as the case of KN Medical, ”we took part in a business plan competition called the 
Venture Cup, but were piped at the winning post. [However] in no time after that we found 
ourselves in contact with people from Uminova” says Roger Karlsson.  

Finally one issue could be linked with the support coming from European type of grants. 
While there seems to be a constant presence of European institutions involvement, when it 
comes to reach the small companies it is noticed that companies either have not got informed 
on what grant opportunities are for their specific case, either there is too much bureaucracy 
and as Sustainum Director mentioned: “is difficult for me to send an application and get the 
answer half a year or almost a year later, if I have a project that I want to do, because all my 
partners have sort of disappeared [by] when you know that you going to get the money.” 

Nonetheless, we believe that Uminova Innovation environment has its own credits when it 
comes to enhancing the chances for a small business to receive financial support. While 
Uminova Invest has been present in two of the five study cases, the implications of the 
hosting organisation have much wider influence. They not only build up the company, but 
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through their programmes and  seminars they bring in inspiring entrepreneurial and 
innovative examples that are incorporated by these present small businesses. This is 
definitely having an important weight for a company presentation when they are taken into 
consideration to be granted or financially supported, as Bli en vinnare IT Director says, “with 
the support of Uminova Innovation, we can do things faster in some sense because the 
incubator helps make the company more structured.” Also among the programmes the 
institution runs we could mention the Entrepreneurship and New Business Programme 
(ENP), that aims to stimulate entrepreneurship and start-ups. In 2007 autumn round, 
Sustainum has been selected as the winner and was financially awarded for the best business 
idea in the competition.  

Even though is not included within a financial support types, we do consider accounting as 
more than a necessary ability for each business owner, as this enhances the awareness over 
the business realities, but accounting books are one of the critical selection criteria when a 
support agent makes the selection for funds awarding. Still this is a challenging thing among 
most of our respondents, as they do not have a background in accounting, Bli en vinnare IT 
Director was even seeing difficulties in working with a specialised company, “to make a 
financial book, it takes a lot of time. We have it outsourced to another private accounting firm 
in the city, but they set one price, and then they took twice the price, so we stopped.” 
Therefore we acknowledge an important support that comes from Uminova Innovation within 
this direction with the accounting seminars they offer for all tenants, “This Uminova 
accounting context helps me very much, I got big help from Uminova Innovation” as Prema 
Director declared.  

INFORMATION SUPPORT 

When getting at the part of information we could mention that gathering data on this field 
was more challenging than for financial and network support. Information can be a very 
broad subject and may include a wide variety of stakeholders and other type of resources. We 
then believe that an input to this study will be to highlight specific examples of different ways 
in which information is being handled among main partners, collaborators and customers.   

Avtre AB Uminova Innovation, Internet, Dealers, Business coaches knowledge 
within the IT field, Connect 

Bli en vinnare AB Uminova Innovation, Internet, Companies that organise online 
competitions, Visitors, and Marketing agencies 

Karlsson & Novak 
Medical AB 

Uminova Innovation, Vinnova, Umeå University, Biotech Umeå, 
County council medical experts 

Prema Uminova Innovation, Umeå University academic staff, Medlefors Folk 
High School - SPIRA project supervisors 

Sustainum AB Uminova Innovation, Internet, Motala Muncipality, National 
Environment Agency, University academic personnel 

Information exchange is primordial for a business survival, as it keeps the company updated 
with the latest trends and changes. As there is many times challenging to set up the best way 
of communication, each company has established certain patterns in order to get or to send a 
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constructive and prompt feedback. Sometimes customers will not have same study and 
experience background, and as in case of Avtre, the Sales Director will try to understand how 
he can further reach and sell to the final consumers by ‘translating’ the feedback from 
resellers expressed in a more technical language, “because [the resellers] aren’t so sales 
focused as I am. So I can see this is a problem, because many of our resellers are technicians, 
so [I] ask them and knowing for myself what the customer asks”. 

Other companies will include a wider range of collaborators who may live at considerable 
distances and so they found it suitable to have a more organised meeting which will get 
together all these stakeholders. Therefore in the case of KN Medical, once a year a two days 
“users meeting" takes place, where the company team gets feedback and presents its future 
plans to county council officers and medical experts from the four partner Swedish counties, 
in order to “try to give a good service.” 

An important source of information proved to be Umeå University staff in Prema’s case, as 
the prior study mentor was recommending the company to potential customers. Medlefors 
Folk High School, the owner of SPIRA project, “wanted someone from the university to do 
the evaluation, and [the professor] came to think about me that I can do it as well.” Umeå 
University also played a major role in the case of KN Medical, since the company was 
funded by two researchers within the Medical branch of the University who have researched 
on Chlamydia Trachomatis bacteria effects. Today they are the ones that answer to many of 
the questions coming from test benefiters, “we have this researchers who are high quality 
people, and they [...] have a lot of questions from people” says the company Manager 
Director (MD). Academic personnel involvement is mentioned also by Sustainum Director 
who himself comes from a university background as a PhD. and keeps in contact with the 
university field, as a lecturer but also when he needs support for the Web-TV seminars as he 
believes that specialised professors “are good at talking about” different issues required by 
customers. 

To gather information on potential customers or even to get a feedback from the present ones, 
some of the companies use the online ways, as Sustainum Director mentions “today it is so 
easy to do communication and very fast through the internet”. Avtre company uses internet to 
find about their competitors, this being even so a more useful tool as they would like to 
extend in more regions of Sweden and as well on European market. Bli en vinnare is by its 
nature a company that deals all its activity throughout internet, from finding customers to 
daily updates of the website that advertise online competitions, and as Avtre they have a 
forum were customers or random visitors can send ideas and comments. KN Medical was 
even awarded in 2007 as the second best official system in Sweden in data system, as their 
entire correspondence. On the other hand, Sustainum company is promoting through Web-
TV Seminars, a concept where information can be disseminated by using this virtual type of 
communication. 

As an organisation that wishes to promote and encourage entrepreneurship, Connect could be 
consider a wide source of information. One of the interviewees has mentioned that he 
participated at a spring board, when presenting the idea of Avtre company, and after the 
meeting “they came to us and said, hej you should be at Uminova Innovation.” Even though 
we have not received information from the other business owners if they have attended a 
spring board, they all knew about the spring board and the way in which Connect could 
support them with information. 
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Maybe one of the most constructive roles Uminova Innovation plays in the matter of 
information is through the entire ‘business education’ part as an integrated service within an 
institution that helps business to get created and to develop. Besides seminars in different 
fields, as: sales, market communication, entrepreneurship, accounting; one of the rich sources 
of information are the business coaches’ experience and relationships. For Avtre, their 
business coach has an IT background and worked in IT consulting companies, therefore their 
coaching could be seen as a direct source of information for Avtre field of work. Also among 
Uminova Innovation members an IT specialist could be considered the CEO itself, who has 
been the Executive Director of the Swedish Office of Science and Technology in San 
Francisco/Silicon Valley.  

Challenges in receiving information within the incubator were encountered in companies that 
run an activity which is rather of a rare kind or focused more on social than business aspects. 
Bli en vinnare company runs such a ‘special activity’ and therefore “for many things about 
our company, [the incubator coaches] haven’t really worked with the business website, I 
think they learn from us more that we learn from them in that sense” explained the IT 
Director. In the case of Prema company which focuses on social aspects “it is kind of  
difficult because I have special branch and my area is so small” says Prema Director. On the 
other hand these challenges are overcome and counterbalanced by the environment within the 
incubator as there are “other companies that you have here and are struggling with the same 
issues, how to build a company, [while] the most important thing in an incubator is that the 
other companies [...] have some level and skills”. As for Prema company, the Director sees 
that even though the coach doesn’t have a background in social field, “instead [he] has more 
business views and guides me to earn money [and] work with projects that can give me 
revenues”. 

NETWORK SUPPORT 

When collecting the data for this thesis on the network support we notices that it can take 
many shapes and while it can be represented by an organised association, connections as a 
meaning can go as far as being represented by a person that acts as a ‘unique resource’ in the 
company relationships. However, we have chosen to highlight in the information part these 
particular individual connections that can give inputs to a company, as they could be seen as 
a main information supporter. For this type of assistance, we believe that a structured analyse 
could be done by focusing on organisations that have the role to link similar companies but 
also institutions that could enhance a business development towards enlargement. Below we 
list the networks which the five companies highlighted the most. 

 Avtre AB Infotech Umeå, Distributor channels, Umeå small business association 

Bli en vinnare AB From around 20 networks, two are main ones that sell advertisings to 
the companies: one national and one European, Internetlänkar 

Karlsson & Novak 
Medical AB 

Umeå Bio, Sweden Bio, Swedish Trade Council, Enterprise Europe 
Network, Biotech Umeå 

Prema Governmental Institutions 

Sustainum AB National network for scientist within sustainability field, Governmental 
Institutions 
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As the above list highlights each company is involved in networks that are within the same 
field of activity or research, and these are also the networks that are found in a larger number 
from the total of the ones mentioned.   

Two of the companies are part of networks in where their customers also are an involved 
actor. For Avtre, the distributors channel is the one from where most of the business 
relationships are created and therefore a vital one for the company. While for Bli en vinnare 
the networks include organisations that create and “sell advertisings to the companies and we 
get information from them”. The IT Director mentions that there are around 15 to 20 
networks they work with in each of the four countries they are active, most of them being in 
Sweden. Still, the co-owner of Bli en vinnare stressed that among them, two are the major 
ones, from which one is spread at the European level.  

From the listed networks, two include small businesses or also other institutions that develop 
their activity in a specific field. The Sales Director of Avtre was involved in an association 
for small businesses from Umeå that acts as a link for “local companies that want to have a 
connection partner”. However for companies like Avtre which have expanded at a national 
level and plan to further go on the international market, this type of association could be for 
Avtre members a “good social organisation”. The other organisation is Umeå Bio, and it 
gathers different institutions from biotech field, including small businesses as well as 
hospitals that run within a governmental system. KN Medical MD is himself one of the 
network’s founders and among the main reasons to have this organisation was that local 
based stakeholders involved in Biotech activities can “together with the society maybe the 
Umeå Hospital [and] we can form programs.” Nevertheless, some companies are also part of 
Swedish Bio association, and KN Medical is one of them. 

Predominant it is also noticed the governmental character of several networks, and one of the 
reasons might be the involvement that Swedish state institutions have in different 
organisations and companies. However, it is most likely that from the five small businesses at 
least four will take the opportunity to collaborate within a governmental type of network as it 
has a wide national spread and this could increase the chances for small companies to expand 
their activity outside local borders. The need to extend nationally as well as internationally is 
widely expressed among the interviewees, as it “is good for society that those companies 
come out and grow and maybe expand to export sector” says KN Medical MD. This and 
other reasons try to explain the need for having small businesses within a field mainly owned 
by the state; and even though it is not disregarded that “Swedish [state own] health sector is 
rather high quality,” the entrepreneurial influence can bring many more advantages, like: 
“employ” a considerable amount of people who at their own turn will be “tax payers.” 

Certainly one of the main credits of Uminova Innovation is enhancing collaboration and 
networking among companies, and this is achieved through is very own structure as a 
business support organisation. This is further confirmed by our respondents who could be in 
the case of Sustainum Director, “I develop some business idea [as] I have worked together 
with other entrepreneurs, connected in this incubator”, or like Avtre Sales Director who 
believes that Uminova has “helped us with networks and helping us developing a market 
strategy, [since] as a new company is a bit confused always, what are you actually [doing] or 
[what is] your mainly niche”. 

Moreover Uminova Innovation is part of four main networks: Enterprise Europe Network 
(EEN), Biotech Umeå, Infotech Umeå and Vinnova; and while each of them is active in a 
different and specific area, all of them have as a central focus on business development 
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through enhancing innovation and facilitating the interaction among companies at national 
and international levels. Even if our study range was consisting only of five companies we 
could identify the involvement within these networks in different ways for some of the 
studied companies.  

Infotech Umeå is managed by one of Uminova Coaches, Martin Wiklund, and this initiative 
focus to market and promote companies within this field in order to attract investors. As 
small businesses in the IT field are considered to carry a high risk, networks like this, which 
enhance the opportunity for venture capital are even so more welcome. We could identify 
Avtre as part of Infotech Umeå as the Sales Director says that “our coach [Martin Wiklund] 
has his network that he could provide to us”. On the other hand within the networks Bli en 
vinnare is active, Infotech Umeå was not mentioned, and this might be due to the ‘special 
nature’ of the company that although works within IT field, their core business is very much 
focused on marketing and IT issues act rather that as support tools. 

Biotech Umeå is “a fast-growing cluster of life science companies and academic research 
groups in Northern Sweden” (Biotech Umeå, 2009), having its structure set up on three main 
pillars: Uminova Innovation, Umeå Biotech Incubator and Financing (ibid.). Like in Infotech 
Umeå, here are engaged with entrepreneurial development characteristics as well as 
opportunities for companies to grow internationally and to prove themselves market attractive 
for potential investors. KN Medical is collaborating within the network and this is a base for 
them to “discuss common problems or issues” or take collective actions as “attend together 
[an] affair in Stockholm.” The other two networks, Enterprise Europe Network and Vinnova 
are both under a governmental administration and focus on linking stakeholders from various 
regions while enhancing innovation concepts within their projects. KN Medical is part or 
EEN, as well as of Vinnova which has been funded and assisted the company in 2006 for 
creating the system engineering of the Klamydia.se website (Vinnova, 2006). 

We could say that companies which are involved in networks, and especially in networks 
with a national and international spread, particularly are interested in growing and expanding 
their business. Besides there is an evident need for small businesses to cluster as they can 
share problems and ideas, but also run projects together. Rather than competing with other 
larger institutions, private or state own, small companies are looking to find ways in which 
they can best collaborate and support each other. While large companies could enhance for 
small organisations opportunities to extend the geographic area of their activity, at their own 
turn small companies could play a key stakeholder’s role and provide specialised service and 
products directly to large corporations or on customers’ markets that the later cannot 
comprise.  

6.3 PROJECTS WITHIN SMALL BUSINESSES 

So far we have analysed the support that was received by the business as a whole in order to 
have a better understanding of how the presence of different types of support infrastructures 
could influence the activities within a young innovative small business. Now we will focus 
more on the project side, as we have chosen from each company a specific activity which we 
further defined as a project following two main criteria: defined time for execution and 
uniqueness among the other business activities. 

We will start by describing each project with highlighting the involvement of three types of 
support infrastructures: finance, information and network. Afterwards we will present all the 
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identified CSFs within the specific projects, and group them according to their correlation 
with each type of support. By doing this we would like to emphasise what CSFs have 
significantly contributed to enhance the efficient and effective use of different type of 
support. We identify this projects on the bases that they had or continue to have an important 
impact on business development and so contributed in a positive way to the overall business 
processes. Therefore, we could state that although there is a small number of case studies, 
still their example can be relevant for small companies which are alike. 

AVTRE AB 

Expanding the company at the national and international levels 

With a good presence on the national market, Avtre company believes that the potential of 
the company can enhance growing and expansion on even a larger scale. These intentions and 
plans have captured the interest of Uminova Invest, that has decided to support the business 
financially and consequently the investment company is now one of the shareholders within 
Avtre AB. The plan is to get resellers within other Swedish counties where so far Avtre has 
no contracts to sell their product, Lockbee. To go international is a later step in their plan, as 
for the moment “will be a suicide” according to the Sales Director, since the company will 
need to strengthen their market and sales in order to attract a larger partner which is necessary 
in the process of going international.  

Finding a partner could nevertheless be enhanced through Enterprise Europe Network, which 
is directly focused on creating collaboration opportunities across country borders. As well, 
ABC project initiated by Uminova Innovation could be seen as a chance of collaborating with 
foreign students that have knowledge and experience in IT field, and probably even 
connections with IT specialists and resellers in their home country. 

BLI EN VINNARE AB  

Setting up Bli en vinnare website  

This project could be considered the fundament of the business, and was implemented from 
the time when Bli en vinnare founders were still students. The invested capital was entirely 
based on private finances, as this kind of business does not require a very large amount. They 
are not the only ones to try and set up an online competition website, however as the IT 
Director says about their competitors, “they usually go away after some time because it is 
time consuming.” The creation of the website was their first business step, however a 
continuous update is necessary and as the owners proved to be ambitious and perseverance, 
their business is the largest of this kind in Sweden. Therefore, in this case as the IT Director 
states, the incubator, as a support agent could actually “learn [more] from us [as] they know 
that we can make money from the webpage.” By this exchange of information there is an 
important gain of knowledge in a new type of business and at its own turn the incubator could 
pass this information to other interested future IT entrepreneurs.  
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KARLSSON & NOVAK MEDICAL AB 

Klamidia.se - system engineering 

KN Medical has not only been financially supported by Vinnova in 2006 to create 
Klamidia.se, but the company has received different European awards for their ability in 
system engineering, the website also being the first of its kind in the medical field. Every year 
the ‘users meeting’ takes place between the company and its main stakeholders, which form a 
strong network that includes county council officers, medical specialist and IT specialist. 
Throughout these meetings the company has the opportunity to present their future plans, also 
connected with system engineering. Therefore their wish to preserve an image of leaders in 
innovative systems is continuously one of the main aims, and so the company tries to update 
and develop constantly new ways of communication and collaboration with their final 
customers. 

PREMA   

The Evaluation of the SPIRA project 

SPIRA project was owned by Medlefors Folk High School which contracted Prema company 
to execute the evaluation part, and the sponsor of SPIRA was the European Social Fund. 
Consequently we could state that in this case European funds acted as a financial support for 
one of the studied small businesses. Information support in this case is having a similar 
importance, as the ex-mentor of Prema’s owner from university has recommended this 
company to be contracted by Medlefors Folk High School. As Prema is a young business 
orientated more in the social field, the support that the company constantly gets from the 
incubator, especially in accounting and business aspects is of major importance. This is 
moreover so, as the business owner realised in Evaluation of the SPIRA project that “I didn’t 
get so much fund,” which nevertheless reflected on the evaluation process and available 
resources that could be considered and further utilised. 

SUSTAINUM AB 

Web-TV Seminars within SustainumKnow Programme 

Web-TV seminars are an innovative way of keeping informational sessions that are suitable 
within an accelerated working environment. There are three partners running this project and 
as they have equally invested, they also split work as well as outcomes and benefits in an 
equal matter. On the other hand, support came in another way than as a financial one, and 
involved mainly network and informational contacts. Sustainum business owner has found 
the opportunity to first approach and sell the Web-TV service and product to organisations 
with which he has priory collaborated as a researcher. As in Avtre example, Sustainum also 
plans to take this project outside national Swedish borders, and therefore we believe that 
getting in contact with potential partners from EEN or giving opportunities for foreign 
students to bring inputs in the company plans will be important business steps.  

In table 6.1 are highlighted the categories of critical success factors proposed by Belassi and 
Tukel (1996) and tick the ones that have been found in each project. To have a complete 
picture, we also have incorporated the critical success factors stated by Pinto and Slevin 
(1987), Fortune and White (2006), and Chua et al. (1999). On the other hand the critical 
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success factors proposed by Standish Group (2003), Andersen, et al (2006), Reel (1999), and 
Cooke-Davies (2002) are highly relevant to the formal and structured projects. Therefore, we 
decided not to incorporate them into our analysis, as the context of our study is rather based 
on unpredictable communities which require more flexible planned activities which can 
better adjust and are ready to deal with emergent situations. In the case of an empty cell it 
means that no relevant CSFs have been identified based on the interview questions we had. 
Concerning N/A, we have different reasons to put it in each critical success factor. One of 
them is the decision of keeping confidential the information regarding the value of a project, 
while in other cases like “well-allocated resources” we have noticed that in a small business 
case the resources are not meant to be involved in one activity at one time only, but rather 
they are constantly available for different business activities depending on their need in a 
certain momentum. Nevertheless not all the CSFs have been the focus of our thesis, and 
therefore we also decide to not include them in our analysis, like: “good leadership” or “top 
management support”. 

For a better visualization of the table 6.1 we will list separately each project name belonging 
to one of the five companies, following that in the table we give only the small business 
name.   

Avtre AB Expanding the company at the national and international levels 

Bli en vinnare AB Setting up Bli en vinnare website  

Karlsson & Novak 
Medical AB 

Klamidia.se - system engineering 

Prema The Evaluation of the SPIRA project 

Sustainum AB Web-TV Seminars within SustainumKnow Programme 
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Table 6.1 CSFs identification within the five small businesses projects  
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1. Project 

Size and value N/A N/A N/A N/A N/A 

Uniqueness  �  �  �  �  �  

Goals and objectives �  �  �  �  �  

Density of a project     �  

Life cycle – Realistic schedule   �  �  �  

Urgency   �    

Performance monitoring �  �  �  �  �  

Good communication and feedback �  �  �  �  �  

Strong update plan �   �  �  �  

Adequate resources �  �  �  �  �  

Well-allocated resources N/A N/A N/A N/A N/A 

Contractual Arrangement �  �  �  �  �  

2. Project manager and team members 

Ability to delegate authority �  �  �  �  �  

Ability to trade off  �  �  �  �  

Ability to coordinate �  �  �  �  �  

Perception of his role and responsibilities �  �  �  �  �  

Competence �  �  �  �  �  

Past relevant experience �  �  �  �  �  

Commitment �  �  �  �  �  

Technical background �  �  �  �  �  

Communication skills �  �  �  �  �  

Trouble shooting �  �  �  �  �  

Good leadership N/A N/A N/A N/A N/A 

Skilled/ qualified/ sufficient team �  �  �  �  �  

Effective change management �  �  �  �  �  

3. Organisation 

Top management support N/A N/A N/A N/A N/A 

Project organisational structure    �   

Functional managers’ support N/A N/A N/A N/A N/A 

Project champion �   �  �  �  

Organisational adaptation, culture and structure �  �  �  �  �  

4. External Environment 
PEST �  �  �  �  �  

Client and user involvement �  �  �  �  �  

Competitors  �   �  �  

Sub-contractors N/A N/A N/A N/A N/A 

Consultants �  �  �  �  �  
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In addition to the CSFs checklist for all projects, we include in appendices 1 to 5 separate five 
tables (A1 to E1) for the five projects. In doing so, we adopt the view of Lim and Mohamed 
(1999) that CSFs have causal relationships with success criteria, and this will be finally 
linked with the project’s outcomes. Therefore we will correlate the priory chosen CSFs with 
the success criteria proposed by Atkinson (1999). A conclusion of the tables is that there is 
one kind of support which can clearly influence different critical success factors. On the other 
hand, the different support infrastructures can also influence the same critical success factors. 
Critical success factors together directly affect project success criteria. To achieve project 
success, a project needs to reach all four major project success criteria: (1) the iron triangle 
(time, cost, quality), (2) information system, (3) benefits to the organization, (3) benefits to 
stakeholder communities. Therefore, from the attached five tables, it is possible for us to 
conclude that each of the support infrastructures have or continue to influence the most 
probable successful outcome of each of the five projects we studied.    

6.4 BUSINESS DEVELOPMENT AND EXPANSION 

In the theoretical framework we have emphasised the trend of small businesses to grow and 
extend at the national and international level. Most of the reasons small businesses 
established are linked with a local opportunity or a visible gap in responding to a local need 
from the other companies. However, staying local will not be sufficient for the business to 
develop and at the best it might be enough only for survival. We have come across in our 
case studies over the same general expanding trend when we looked at the companies’ future 
plans. From all the information we have received regarding business development, we would 
like to highlight the main expansion plans each company takes in consideration. 

Avtre AB Perspectives to get more sales points at the national level. 
The company is decided to build a solid sales portfolio and attract 
larger VC investors and then to expand on the international market. 

Bli en vinnare AB To get more visitors in the other Nordic countries besides Sweden 
where they are the most popular of its kind. 

Karlsson & Novak 
Medical AB 

Get more Swedish county councils willing to collaborate with them. 
Extend in other European countries, such as: Germany and France. 

Prema - 

Sustainum AB Get more customers within Sweden, but also extend in other countries, 
like Poland. 

Among the five study cases, except Prema company, four have clearly expressed their 
intentions of consolidating their activities at the national level and further expanding at the 
international level, represented so far by the European market. KN Medical and Avtre are 
already selling their products and services in more Swedish counties, as the first one has in 
four counties the county councils as customers and “hopefully we will at least sign a contract 
with the new county in December”, while Avtre network of resellers expands within eleven 
Swedish counties. Moreover, Bli en vinnare has already established themselves as the largest 
business of their kind within Sweden and are an important business player within other three 
Scandinavian countries. For companies that would like to expand outside their existent areas 
the reasons are mainly based on opportunities they identify on other markets, as the KN 
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Medical MD says that in other countries “the problem is that they have a lot of [Chlamydia] 
but they don’t know it.” 

In order to have an international presence each of the small businesses outlines guiding 
strategies and takes certain actions. As in Avtre example, the marketing plan includes a 
gradually, “first phase right now [is] to build a solid customer base in Sweden with resellers, 
then we have a plan to go out to market in Scandinavia and then at the last phase we want to 
take it out on a broad market, but in that case we will probably need to have an international 
partner.” Also in the case of Sustainum, the Director mentions that “we have some discussion 
to maybe use it in Poland [but till then] we are sort of in a phase that we are building it up 
nationally and we have couple of examples that we can show how it works.” Building a clear 
structure for business development highlights that these small companies have access to a 
broad information and moreover, there is a solid knowledge of management and market 
strategies. This could be very much due to the specific educational and practical environment 
that Uminova Innovation provides, but also to other factors such as, personal experience, 
partners support. 

The actions taken in the implementation phase of the strategy, further strengthen the idea that 
a skilled management pattern is maintained along the whole project lifecycle within the small 
business sector. Trying to expand on the European market, small companies study the 
potential areas before, as KN Medical has “started a special subsidiary [...] trying to get 
international contacts” and “they attended some meetings, [...] made presentations, and 
people were: yes, they thought there were good ideas.”  

However, there are a number of reasons why companies, and even more so, small businesses 
are reluctant or find it difficult to take this growing step for the moment. For Avtre and 
Sustainum which are young companies there is an acknowledge need of getting a solid 
project portfolio which could further attract international partners, customers and investors. 
As Avtre states, “if they [the international investors] would consider our product they want to 
see that you can handle more the sales marketing then the actual technique around it.” On the 
other side, KN Medical, an experience company finds challenging to go outside Swedish 
borders due to facts that depend “on how the legislation is in those countries” and “therefore 
it’s not so easy to take out a model and put it into another country.”  

From all these, it could be emphasised that one of the necessary conditions for a company to 
manage on the European market will be venture capital investment and suitable international 
partners. This could be enhanced by the company involvement in different partnership 
networks, while a proper flow of information is required in order for the company to know 
about the different opportunities and customer needs. 

In the business development process, Uminova Innovation could be considered as one of the 
key stakeholders for each of the small businesses that get counselling, guidance and other 
type of support from Uminova. The entire range of seminars, projects but nevertheless 
physical environment provided through the incubator, contribute in different and particular 
ways at enhancing the company expansion. However, we would like to emphasise in this part 
of the thesis one of Uminova Innovation projects that aims to encourage business 
internationalisation with the close support from the international students environment. The 
Academic Business Challenge project, as priory mentioned, has as a main goal the building 
of international teams that could take the lead of a potential Swedish company, and therefore 
Uminova Innovation focuses on involving foreign students from Umeå. The constructive 
logic of this target is that besides the students’ concern in the business field, foreign students 
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could give a considerable amount of inputs regarding market opportunities and administrative 
ways from their home country context. 

Another central aspect throughout which Uminova Innovation handles is international 
business, is the ideology of supporting ways in which companies could export their 
technology or products, while providing access to “fully developed technology as a cost-
effective way of expanding” (Uminova Innovation, 2009). Uminova Innovation tries to find 
and link suitable partners, by using their personal contact networks, and afterwards, they will 
also assist the negotiation process. Therefore, as one of the most spread and large networks in 
which Uminova Innovation is part of, Enterprise Europe Network (EEN) plays even more so 
an important role for each individual small business within the incubator. While the 
stakeholders that are involved in EEN are a good source of partnership, another significant 
benefit of being in this network is that it both informs on the EU’s rules and regulations and 
provides advice on opportunities and possible consequences (Uminova Innovation, 2009). 
And as in the case of KN Medical, but not only, this type of support is mostly welcomed. 

6.5 OUTCOMES ON SUPPORT ROLE AND PROJECT VIEW WITHIN SMALL 

BUSINESS 

As we have concluded in the theoretical framework, there are several main aspects we have 
based our empirical study on and further developed the analysis and discussions. To name 
them, this main aspects have been the following: three types of support infrastructures, 
finance, information, network; CSFs and critical success criteria that were closely connected 
with project success, and nevertheless an overview of business development towards the 
international area. We therefore, go back to the study frame shaped in the conclusions on the 
theoretical framework and try to reconfigure it according to our thesis outcomes. 

In terms of the three types of support, financial is an important and necessary one for each 
small business, however as it showed, it is not easy to gather capital from the venture capital 
market, while seed investment companies remain one of the few options. However project 
success in small businesses with an innovative character is obvious and from analysing the 
data we have noticed a considerable influence that the other two types of support, information 
and network, play in the lifecycle of a small business. Therefore, making the best out of other 
resources and connections than financial ones, might be a necessary characteristic for small 
companies. In the context of innovative companies where entrepreneurship is one of their 
primarily abilities, it is quite understandable that business owners will try to best incorporate 
any kind of opportunity for their business.  

Nevertheless, businesses play an active role within the process of information flow and 
network collaborations, and so it is a natural outcome that the companies will also benefit 
more of these type of support infrastructure than they can from the financial support in which 
creation they have little or no involvement. So, information as well as network enhance to a 
considerable extend an understanding of the market and ways of increasing sales, the 
formation of suitable partnerships, while all together these factors contribute to business 
development.  

Talking about projects and activities, these notions can sometimes be differentiated within a 
small business but most of the times they will be seen as synonyms by the business owners. 
The project term is mostly used when the project sponsor directs the funds for an entire chain 
of activities and the small business brings its contributions as an important stakeholder rather 
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than the owner of the project, as in Prema’s example. Otherwise small business owners will 
describe their business lifecycle more by considering activities and core business as a 
necessary way of keeping the business flow going on. 

As each business is formed by a small team, where many times the business owners are the 
only ones which run business activities in all the phases, we could say that our observation on 
the critical success factors is therefore even so a more important tool when the 
communication and collaboration with the business external environment needs to be 
emphasised. Therefore, although we could underline many CSFs utilised by the project 
manager and team members in the coordination of internal activities, we consider that it is 
even of a greater interest to look at the CSFs like the ones that enhance business adaptation to 
the market context, or involve client as an active stakeholder in the product and service 
development. Here the notion of ‘organic grow’ could be once more highlighted, as it is 
adopted by Uminova Innovation in their coaching activities and further adopted by small 
businesses within the incubator. Having these mentioned, we would like now to illustrate the 
developed study framework (see figure 6.2), which is taking into consideration all the study 
pillars priory presented in figure 3.7, and tries now to highlight the specific role of each study 
aspect and how these influence each other. 

Business Development at the International Level

Success 
Criteria

Success 
Criteria

Project Success in Small Business

Small Business Core Activity

Support Agents

Activity 1
CSF

Project A

CSF

CSF

Activity 2

CSF

Financial Information Network

Activity 3
CSF

 
Figure 6.2 Developed study framework 

For an ample understanding of figure 6.2, we will further detail on several main aspects. First 
it is emphasised that information and network support, underlined with green colour, are 
available and enhanced by different support agents to a larger extend than finance. Then 
small companies will rather consider to organise their work in different activities which act 
like pats of a whole chain and together enhance the business process. Although in a smaller 
number than activities, projects are also present in a small business, however they are better 
defined when their outcomes are linked with a specific project sponsor, and so financial 
aspect, highlighted in orange, is much more emphasised.  
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Nevertheless success criteria is an important aspect when evaluating both aspects, activity 
and project, within a company. Looking at project success within a small business, we would 
like to mention that the word ‘project’ takes the meaning of the most representative way in 
which a business organises its resources and processes, therefore this could be a project as 
such but also the group of activities, or the core business activity. Whichever way is 
approached by a company this is defiantly enhanced by information and network types of 
support, while financial support can play a significant role, but not sufficient. However when 
it comes to business development, and the specific target to expand at the international level, 
we believe that the roles of each support infrastructure are much more balanced. While it is 
important to get market information and set up collaborations by the use of networks, at this 
stage venture capital investment or financial support is vital. 
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CHAPTER   VII 

CONCLUSIONS 

In the conclusions chapter we would like to highlight mainly the information that confirmed 
what we have studied in the theoretical framework (see figure 7.1). Besides there is data that 
shapes new outcomes, which were not necessarily emphasised within the readings we have 
done for this study. The three subchapters are as follows: (7.1) General conclusion, (7.2) 
Implications of the study and (7.3) Study strengths, limitations and future recommendations.  

Our study grounds

Gathered information

Study Outcomes
Conclusion: Verified information and new outcomes ¦ Study limitations ¦ Future 
study recommendations

Reasons to study
Research question: What is the perceived importance of financial, 

information and network support for small businesses and how do these 

support infrastructures influence project success?

 

Figure 7.1 Main considerations of the conclusions 

7.1 GENERAL CONCLUSION 

More than half a century ago, Kaplan (1948) has described small business as a “symbol of 
society.” Along with the passing of the decades, this concept still preserves its meaning, as at 
the present time we have come across small business owners like Magdalena Sjöberg from 
Prema company, who affirmed that running a small business “is more exciting.” 

As the theory highlights there is all over a continuous increase in small businesses number, 
and so it is in Sweden where in the case of Science Parks every year the number of the hosted 
companies is growing (SISP, 2009). This trend stays true also in our study as we have found 
Uminova Science Park and all the institutions that run programmes and projects under 
Uminova’s name, to be main actors that are enhancing small business development within the 
county of Västerbotten. As a result, in its five years Uminova Innovation has given 
consultancy for more than 900 business ideas and helped 160 small companies to be 
established (Uminova Innovation, 2009).  

As Bengtsson et al. (2007) underline, any activity needs to be implemented throughout a 
certain process that can best respond to the particular business community or context. This is 
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even more so in the case of a small business which is highly dependent on its local context, 
and therefore, many times it can be very challenging to run activities while facing the 
potential risks. This also means that support agents who promote entrepreneurship and 
innovation are necessary for small businesses and they need to shape their measures and 
policies according to the local context. In this sense Uminova Innovation can be given as an 
example, as the organisation continuously looks to develop suitable projects for the specific 
environment of Västerbotten county and particularly for the one of Umeå town. Among them 
one is directly addressed to foreign students who are in a very large number studying here, 
and through the project entitled Academic Business Challenge, Uminova Innovation has 
found a way to involve these students from various fields in the local businesses. 

Financial resources are necessary for a business to start and run its activities, and through 
Uminova Invest, a seed investment company, the small businesses get the opportunity to 
absorb capital and materialise their market potential. However, financial support is limited 
and as we have seen, most of the small business owners are investing their personal money to 
start up a company. Therefore information and network play a central role for organisations, 
and especially for small ones. This is further consolidated by the fact that before increasing 
their size and invest more resources, it is necessary for entrepreneurs to master the knowledge 
of how to chose and handle their market, how to increase their sales, or other aspects that can 
keep a business running. 

Moreover, CSFs as defined by Boynton and Zmud (1984:17) are “those few things that must 
go well” and it is important that they are perceived and developed by small business owners. 
As the outcomes of our study highlight, there is a strong consideration for the external 
environment from all the five small companies, which makes us consider that each owner 
gives their clients the opportunity to get involved in the development of products and 
services. This kind of collaboration brings the small businesses one step closer to their project 
success. 

Further, we would like to underline the aspect of our study unit, which was ‘the small 
business project.’ As we have come across in literature, many companies will base their 
processes on a set of activities that at their own turn need to concord with the particular 
communities from where companies gather resources. Then, our analyses have shown that the 
five small businesses we interviewed base their business process on a set of activities rather 
than in a project frame. Further it is noticed that a project is a way used to do business when 
there is an external project sponsor who will invest the resources only on the base that there is 
a ‘particular set of actions’ run in a timeframe and with specific outcomes.  

Eventually, the support infrastructures also have a direct impact on small business. We could 
say that the way a business is organised is directly influenced by the availability and 
accessibility to the different types of support for the business owner. In the case of a financial 
assistance or external investment a defined project framework is required. On the other hand, 
when business owners need to invest their own financial resources, accessibility to 
information and networks will enhance an ‘organic grow’ of the service and products. 
Nevertheless, all three support infrastructures: finance, information and network, are much 
needed when a business decides to expand on an international scale. We could mention that 
while venture capital is a must, a small business cannot fully succeed in a foreign market 
without the suitable information and the support of partnerships coming from networks. 
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7.2 IMPLICATIONS OF THE STUDY 

The main aim of this thesis is to get a developed understanding over the implications that 
financial, information and network support have within a small business and on the company 
projects. Then several objectives have been framed and looked into highlighting which is the 
most needed support among the three ones priory mentioned, while another intention is to 
identify the CSFs which are mostly influenced by each type of support, and nevertheless we 
want to see how all this support infrastructures can impact the development trend within a 
small business. Based on the research aim and objectives, the implications of our study intend 
to be addressed to the following parties: the small business - or support receiver, the support 
agent - or support provider, and any small business stakeholder. 

To begin with the small business, the study places these companies in connection with the 
three major types of support: finance, information and network. These support infrastructures 
prove in this research to be important for the small business and the success of its project. 
Authors like Kemp (2006) and Hyväri (2006), highlight that support and adequate resources 
are critical for the small company, and therefore, the small business should also focus on 
these major support types and try to make the best use of them. Further, the small business 
should apply the project management tools and techniques in order to achieve the project 
success and reach business development. In other words, the company may divide the core 
business operation into several activities and projects. In doing so, the small business can 
better control and monitor the progress, while the success of each project will play an 
important role as a ‘stepping stone’ paving the way to the company progress. 

Secondly, support agents can consider as general guidelines some of the implications this 
study brings in. We found that in the case of a small business these support agents should 
take into consideration the need of a company and then provide the most suitable support for 
it. Obviously, there is the preconception that funds are critical for small businesses, so it is 
expected that the support agents should place as a priority financial assistance. However, 
from the semi-structured interviews, the study finds out that is challenging for small 
businesses to receive financial support, while some may not even need it. For example, 
Blienvinnare, a company that advertises competitions online, relies mainly on the business 
owners’ expertise and time dedication. Due to this, it does not require any financial 
assistance. On the other hand, the company depends highly on the information in order to 
keep update, catch up with the market as well as competitors, and strongly relies on the 
marketing agencies and networks within which all the advertising for competition is done. To 
summarise, before the support agents decide to enhance support policies for small businesses, 
they need to consider the nature of the companies they address, in order that these external 
resources are as efficient as possible.  

Finally, a deeper understanding of how resources are managed within a small business should 
be taken into consideration by any stakeholder dealing with this environment, who for 
example could also be students, academics, clients, business partners. As it was noticed, not 
always there is a clear project frame within a small business, and as many times the business 
process is enhanced by a set of connected activities, the resources are also allocated among 
these activities. Therefore, each company may not have a clear framework in terms of the 
resource consumption, time, and scope which may vary according to the business owner who 
also plays a role as the project manager. Also, the availability of support that needs to be 
included within companies processes has a great influence on the success of the entrepreneur, 
small business, and each project. For example, as in the case of Prema, the business owner 
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mentioned that she had difficulty in receiving adequate funds to successfully complete one 
project assigned by the customer. Also, in another project, due to her young age she founded 
challenging to gain acceptance from the customer in terms of participating and following her 
advice, although the scientific experience she has accumulated is impressive. All these factors 
can be seen as significant obstacles project success.    

7.3 STUDY STRENGTHS, LIMITATIONS AND FUTURE RECOMMENDATIONS 

This study was intended to be done within an incubator environment and on small companies 
that develop innovative products and services while enhancing entrepreneurship in each part 
of their business process. The incubator is not only a suitable study context but is even more 
encouraging for us to know that Uminova Innovation is placed within the county of 
Västerbotten which is one of the Swedish regions where small business sector is widely 
represented. Further, this research outcomes show that support infrastructures are critical for 
small businesses and influence the success of business activities and projects. From the 
gathered literature we based our theoretical framework, we could not clearly identify a 
research where there is an implication of both aspects: support and projects in a small 
company. Therefore, not only this research represents our own interest in small business and 
project management, but we hope that this thesis could be taken as a good ground to explore 
similar subjects in the small business context. 

RESEARCH METHODOLOGY STRENGTHS AND WEAKNESSES 

Obviously, the strength of the research is concerned mainly with the data collection. The 
location of the incubator is a great benefit for us. The Science Park and the involved 
organizations are in the area of our university. Therefore, this allows us to conduct face to 
face interviews with all the respondents. In brief, not only does face to face communication 
enable us to notice the tone and expression of the interviewees, but also the accessibility to 
the location gave us the opportunity to observe the ongoing business activities of the studied 
five small companies. 

Moreover, as most of the respondents are closely related with the university and educational 
field as professors, lecturers, or graduate students, they could easily perceive what we want 
and how they should effectively provide us with clear understanding, data and supportive 
information. For example, some respondents even draw figures in order to illustrate in a more 
clear way how the organisation activities are constructed, or revealed us service and product 
samples. Relevant reports were also handed to us if these could further contribute to our 
study. Furthermore, with the permission got from the all respondents, we can also collect data 
and ask for clarification after the interviews via e-mail or telephone. 

Although our study does not intend to generalize the data, this could be considered as a 
weakness of our research. The study of five small businesses is still little for the research to 
be generalized as unavoidably, it is influenced by the subjective viewpoints of the 
respondents. However the gathered information could be further used in a more ample study, 
with the consideration that quantitative approach is also applied if the research wishes to 
reach outcomes and conclusions that could be generalised. Conducting together semi-
structured interviews and questionnaires could effectively help eliminate subjective points 
which a qualitative research tends to involve. 
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LIMITATIONS AND FUTURE RESEARCH 

We have chosen to study and take interviews to several companies within one incubator, and 
afterwards we focus our attention to the incubator management. A future thesis could go the 
other way around, and first get in contact with the incubator management and find out in 
more detail about the services and types of support that are available to its tenants. Based on 
the obtained information an even more structured bases can be further created for the 
interviews taken to small companies owners. Nevertheless, a larger number of small 
businesses within the same environment can bring only inputs to the analysis part.   

For future research, we would like to recommend a study on more Swedish incubators which 
are established in various regions, as the varied data could emphasise even better how local 
context influences the small businesses processes and activities. Moreover, a shift in the case 
study focus, to independent small companies that develop their activities outside the 
incubator, could better highlight the role of a support agent like the Swedish Science Parks in 
generating and assisting these companies. In other words, a hypothesis might be set in order 
to see if a Science Park may be an important factor in making support critical and influential 
on project success. Therefore a future research on support for small business and its 
perceived influence on project success, could have as a case study topic such as, ‘A 
comparative study between small companies that are hosted and guided by a Swedish Science 
Park and the ones that run and develop their activities independently of the incubator 
institution’. Additionally, because the variables related to culture and location have been 
fixed on the Swedish context, they have an influence on the research. Therefore, taking this 
research beyond the Swedish cultural boundary in other countries which have unique and 
different culture may also give different and interesting results.  

Further, we have taken in our literature review in account the involvement of three main 
support agents that are closely link with the development of a small business: the incubator, 
the university and the governmental agencies. When gathering the empirical data, our focus 
was mainly on the incubator environment; however, we believe that many more 
representative outcomes on the specific subject of support infrastructures for small businesses 
could be collected if the university as well as a suitable governmental agency are taken as 
empirical study cases. 

Not the least, this thesis has purposely tried to concentrate on small businesses only, without 
including data from medium enterprises. However most of the literature in this field is 
addressed to SMEs which sometimes made it challenging for us to separate the aspects that 
would especially emphasise on the small companies. Still, there seems to be an increase in 
the support policies directed towards small businesses that incorporate both aspects, 
innovation and entrepreneurship. Based on this appreciations, we would like to suggest to 
further students, to stress even more on looking for data from available reports and 
presentations generated by the business support agencies, which sometimes are posted on the 
organisations’ websites or magazines rather than in specialised academic journals. 
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CHAPTER   VIII 

RESEARCH QUALITY 

In the eighth and last chapter we will describe the main aspects we have taken into 
consideration in order to make the best use of our research and the outcomes exposure. It is 
nevertheless important to gather and present the facts in a way that does not bring any 
prejudices to the small businesses involved in the case study. The following two subchapters 
will detail on each aspect: (8.1) Quality of research and (8.2) Ethical considerations.  

8.1 QUALITY CRITERIA 

The criteria for assessing the quality of research are used differently between quantitative and 
qualitative research (Bryman and Bell, 2007). According to Bryman and Bell (2007), 
reliability and validity play an important role in establishing and assessing the quality of 
quantitative research. Even though some authors suggest applying both reliability and validity 
in qualitative research, Lincoln and Guba (1985) and Guba and Lincoln (1994) propose the 
two major criteria especially for assessing qualitative research which are trustworthiness and 
authenticity (Bryman and Bell, 2007 and  Quinton and Smallbone, 2006). In particular, the 
major reason for the unease about applying quantitative research criteria (reliability and 
validity) is that “the criteria presuppose that a single absolute account of social reality is 
feasible” (Lincoln and Guba, 1985 as cited in Bryman and Bell, 2007:411). Instead, Lincoln 
and Guba (1985) explain that, “there can be more than one possibly several accounts” 
(Bryman and Bell, 2007:411).  

However, Bryman and Bell (2007) disagree with Guba and Lincoln (1994) about authenticity.  
That is, Bryman and Bell (2007) point out that the authenticity criteria have not been 
influential and are still controversial. Therefore, in order to establish and assess the quality of 
our thesis which is considered as qualitative research, we adopt the trustworthiness criteria. 
As proposed by Guba and Lincoln (1994), trustworthiness consists of the four sub-criteria 
which are credibility, transferability, dependenability, confirmability (Bryman and Bell, 2007 
and Quinton and Smallbone, 2006). 

CREDIBILITY  

The importance of credibility is highly relevant to the acceptability of the research. 
According to Bryman and Bell (2007:411), “it is the feasibility or credibility of the account 
that a researcher arrives at that is going to determine its acceptability to others”.  Moreover, 
Bryman and Bell (2007) suggest two major ways to establish credibility. First, the researcher 
abides by the principles of good practices when carrying out the research (Bryman and Bell, 
2007). Second, the researcher submits the research findings to “the members of the social 
world” whom the researcher studied in order for them to confirm that the researcher “has 
really understood that social world” (Bryman and Bell, 2007:411).  

In this thesis. We have followed the suggestion of Bryman and Bell (2007), and so we have 
followed the standards of good practices by taking into consideration the concepts and 
principles proposed in several books concerning how to do research in the social world such 
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as Saunders et al (2009), Bryman and Bell (2007), Quinton and Smallbone (2006), Adams et 
al (2007). Additionally, we decided not to submit the transcripts of the interviews because we 
realised that the respondents were really busy before the Christmas holiday. However, after 
we conducted the finding, analysis, and discussion parts, we submitted it back to our 
interviewees for them to confirm our accurate understanding and assure credibility of our 
research. Actually, the reason of us in doing so is not only for credibility which is one of the 
main parts making up of trustworthiness of our research but also for ethical consideration 
which we will discuss about later.    

TRANSFERABILITY 

According to Bryman and Bell (2007:413), transferability is important to qualitative research 
because “qualitative findings tend to be oriented to the contextual uniqueness and 
significance of aspect of the social world being studied”. In fact, Kalof et al. (2008:162), 
sharing the same opinion with Guba and Lincoln (1994), define transferability as “the extent 
that results can be applied to other settings or situations”. Additionally, the transferability is 
“the alternative version of generalisability”. (Kalof et al., 2008:208). That is, while 
generalisability is more applicable to quantitative research, transferability is more applicable 
to qualitative research (Kalof et al., 2008). In order to establish transferability, Quinton and 
Smallbone (2006) mention that is important for the researcher to test and assure that the data 
is rich enough for other researchers to be able to judge about the possibility of transferring it 
to other contexts. 

In this thesis. Even though we did not intend our research to be generalized, our findings and 
discussion showed that we can also transfer the results to other small businesses which have a 
similar nature as the companies we investigated. For example, the support and its influence 
on innovation-oriented small business or knowledge-intensive firms can also be applied and 
have an implication to this kind of businesses in other countries. However, we have to admit 
that the degree of generalization is limited by some specific aspects involving in our study 
such as the culture, the facilitators, the support infrastructure, and the projects’ natures, all of 
which we set as the fixed variables at the beginning. However lack of generalisability does 
not imply that our research lacks transferability. We intend through our thesis to deliver 
substantial inputs to all the involved parties: the small businesses, support agents, but also 
other stakeholders which are overseeing small business and entrepreneurship. Also, we intend 
to give a broader understanding over the importance of financial, informational, and 
networking support for small businesses and the success of their projects.    

DEPENDABILITY 

As mentioned earlier, reliability is not suitable to assess qualitative research. Therefore, 
dependability is proposed by Guba and Lincoln (1994) to apply the concept of reliability and 
judge “how accurate the data are” (Kalof et al., 2008:163). In other words, Kalof et al. 
(2008:163) make clear that, “dependability reflects how truthful the researcher is.” 
Obviously, establishing dependability involves widely the data collection, the process of data 
presentation and the way research is conducted (Kalof et al., 2008). Bryman and Bell (2007) 
suggest the researcher to reach dependability by making the help of peers who play a role as 
auditors. That is, not only may these auditors check every part of the process during the 
course of the research, but also they need to audit at the end of the research process in order 
to assure that the research is correctly carried out or the researcher has been followed research 
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procedures (Bryman and Bell, 2007 and Quinton and Smallbone, 2006). In addition, Kalof et 
al. (2008) point out that it is also the responsibility of the researcher to ensure the adequacy of 
both relevant theoretical concepts and the amount of data collected. 

In this thesis. We fortunately have the supervisor who not only guide the direction and 
sharpen our ideas but also play an important role as our major auditor.  The supervisor has 
been involved in our thesis since the beginning, so he can check and assess all of our research 
process both via emails and face-to-face discussions. Also, we have our peers who are our 
direct opponents to audit the theoretical framework part during the thesis course and the 
completed thesis at the end.  Concerning the adequacy of our data and theoretical concepts, 
we always keep in mind the following aspects:  

(1) Literature review: We made an effort to use from the original to the most updated 
literature in order to cover all relevant topics and key words which we study about. 
Additionally, we took into consideration academic and practical literature because we 
realize that we do research in the business field which is concerned highly with practical 
issues. Therefore, we intend to balance the academic and practical views by taking 
information from both sources of literature.  

(2) Data collection: We conducted interviewed with both the support provider (CEO of 
Uminova Innovation) and the small business owners. That is, we tried to take all 
perspectives and incorporate both sides of opinions to answer our research questions and 
fully achieve the aim of our study.  

CONFIRMABILITY 

Corresponding with dependability which considers the help of auditors, confirmability is 
considered as one of the objectives of the auditors (Guba and Lincoln, 1994 as cited in 
Bryman and Bell, 2007). According to Kalof et al. (2008:164), “confirmability is the degree 
to which others can confirm the results” and so, confirmability is important due to the fact 
that qualitative research is unavoidably related to subjective aspects because it depends 
heavily on the researcher’s notes and interpretations (Kalof et al., 2008). Therefore, 
confirmability needs to be established so as to ensure that “the researcher has not overtly 
allowed his personal values or theoretical inclinations manifestly to sway the conduct of 
research and findings deriving from it” (Bryman and Bell, 2007:414). In order to abide by the 
confirmability criterion, Kalof et al. (2008:164) propose that the researcher needs to have an 
“audit trail” which is “a carefully documented trail of the data” such as data sources, specific 
dates of data collection, notes, audio files, and transcripts. In particular, the audit trail will 
allow the auditors to check whether the researcher biases the research findings (Quinton and 
Smallbone, 2006). Also, the researcher can increase confirmability of his research by 
incorporating and checking the findings with other additional supporting data (Kalof et al., 
2008). 

In this thesis. An input is brought by our working experience in small businesses, as well as 
by our recent studies on entrepreneurship during the first master semester in Scotland. 
Therefore, we need to avoid biasing our research as much as possible by trying not to involve 
our subjective views. In doing so, we gave importance to our audit trail as suggested by Kalof 
et al. (2008). Not only do we have short notes and transcripts of our interviews, but also we 
try to confirm our findings through secondary data such as information from the internet or 
from the documents received from the interviewee. Furthermore, all the interviewees gave us 
the possibility to re-contact them in case we needed any further clarifications on the obtained 
data.  
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8.2 ETHICAL CONSIDERATION 

According to Saunders et al. (2009), research ethics relates to every part of research from 
formulating the research topic to writing up the findings and analysis. The researcher needs to 
ensure that the way research is designed is both “methodologically sound” and “morally 
defensible” to all participants (Saunders et al., 2009:184). In the view of Saunders et al. 
(2009), ethical issues in research are considered and explained along the five stages of 
research: formulating and clarifying the research topic, designing the research and gaining 
access, collecting data, processing and storing the data, analysing the data and reporting 
research findings. This all means that in each stage of research, there are relevant ethical 
issues for researchers to consider. 

However, according to Bryman and Bell (2007), ethics in business research are considered in 
terms of the overall research instead of being separately considered step by step as noted in 
Saunders et al. (2009). To explain, Bryman and Bell (2007:132-142) give four main ethical 
principles which researchers need to keep in mind along all the processes of conducting 
research, and these are as follows: 

Harm to participants: Harm can consist of various aspects such as physical sides, 
development or self-esteem, stress, and career prospects or future employment. To 
consider this ethical principle, the researcher needs to put emphasis on maintaining the 
confidentiality of records and anonymity of accounts. 

Lack of informed consent: This principle is relevant to giving as much information as 
participants may need in order to make decision whether to participate in the research or 
not. 

Invasion of privacy: The researcher needs to consider the questions leading to 
interviewees’ private areas or the sensitive questions that the respondents do not want to 
reveal in the public 

Deception: Concerning this principle, the AoM Code of Ethical Conduct partly states that 
“the researcher must provide a full and accurate explanation to participants at the 
conclusion of the study, including counselling, if appropriate.” In brief, the deception 
occurred when the researcher represents the research different from what it really is. 

In this thesis. We adopted all the principles proposed by Bryman and Bell (2007). For 
example, we asked permission from each interviewee first before we used an audio-recorder. 
Also, before we revealed the names of interviewees, companies, and projects, we received the 
full permission from all respondents with the condition that we send them the report for any 
comments before its publication. Moreover, we did not insist on receiving information which 
the interviewees wanted to keep it confidential, like in the case of certain investments or 
some other financial aspects. Also, before we conducted every interview, we sent email to 
inform all participants to brief them about our study and our research scope and focus.  

In addition, apart from the four principles, we also adopted other ethical considerations, 
proposed by Bryman and Bell (2007:143-144), which are “data protection” and “reciprocity 
and trust”. That is, before using all the supporting secondary data about the small businesses 
and projects, we received full permission from all interviewees. Last but not least, we 
intended our research to be beneficial for all participants whether this means us as students, 
small business owners, or support providers. 
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APPENDICES 

APPENDIX 1 - AVTRE PROJECT 

Table1 A1. Avtre AB - Expanding the company at the national and international levels 
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CSF Success Criteria 

F
in

a
n

c
e 

Project 
Goals and objectives 
Adequate resources 
Performance monitoring 
Good communication and feedback 

Organisation 
Project champion 

External Environment 
Economics (in PEST) 

Cost (in the iron triangle) 

Benefits to the organisation 

In
fo

rm
a

ti
o

n
 

Project 
Goals and objectives 
Good communication and feedback 
Contractual arangement 

Project manager and team members 
Ability to delegate authority 
Ability to coordinate 
Effective change management 

Organisation 

Organisational adaptation, culture and structure 
External environment 

Client and user involvement 
Consultants 

The iron triangle 

Information System 

Benefits to the organisation 

Benefits to the stakeholder community 
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Project 
Goals and objectives 
Good communication and feedback 

Project manager and team members 
Skilled/ qualified/ sufficient team 

Organisation 
Organisational adaptation, culture and structure 

External environment 
Technology (in PEST) 
Client and user involvement 
Consultants 

The iron triangle 

Information System 

Benefits to the organisation 

Benefits to the stakeholder community 
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APPENDIX 2 - BLI EN VINNARE PROJECT 

Table A2. Bli en vinnare AB - Setting up Bli en vinnare website 
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CSF Success Criteria 
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N/A N/A 
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n
 

Project 
Uniqueness 
Goals and objectives 
Performance monitoring 
Good communication and feedback 
Contractual Arrangement 

Project manager and team members 
Ability to delegate authority 
Ability to trade off 
Ability to coordinate 
Perception of his role and responsibilities 
Effective change management 

Organisation 
Organisational adaptation, culture and structure 

External environment 
Client and user involvement 
Consultants 

Quality (in the iron triangle) 

Information system 

Benefits to the organisation 

Benefits to the stakeholder community 

N
e
tw
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Project 
Goals and objectives 
Performance monitoring 
Good communication and feedback 

Project manager and team members 
Ability to trade off 
Ability to coordinate 
Commitment 
Effective change management 

Organsation 

Organisational adaptation, culture and structure 
External Environment 

Technology (in PEST) 
Client and user involvement 
Consultants 

Quality (in the iron triangle) 

Information system 

Benefits to the organization 

Benefits to the stakeholder community 
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APPENDIX 3 - KN MEDICAL PROJECT 

Table A3. KN Medical - Klamidia.se - system engineering 
S

u
p

p
o

rt
 

CSF Success Criteria 

F
in

a
n

ce
 

Project 

Goals and objectives 
Performance monitoring 
Good communication and feedback 
Adequate resources 

Project manager and team members 
Commitment 

Organisation 
Project champion 

External Environment 

Economics (in PEST) 

Cost (in the iron triangle) 

Benefit to the organisation 

In
fo

r
m

a
ti

o
n

 

Project 

Goals and objectives 
Realistic schedule 
Performance monitoring 
Good communication and feedback 
Strong update plan 
Contractual arrangement 

Project manager and team members 

Ability to delegate authority and to trade off 
Ability to coordinate 
Perception of his role and responsibilities 
Commitment 
Skilled/ qualified/ sufficient team 
Effective change management 

Organisation 
Organisational adaptation, culture and structure 

External environment 
Social (in PEST) 
Technology (in PEST) 
Client and user involvement 
Consultants 

Time (in the iron triangle) 

Quality (in the iron triangle) 

Information system 

Benefits to the organization 

Benefits to stakeholder communities 

N
et

w
o

rk
 

Project 
Goals and objectives 
Realistic schedule 
Performance monitoring 
Good communication and feedback 

Project manager and team members 
Ability to trade off 
Ability to coordinate 
Commitment 

External environment 

Social (in PEST) 
Technology (in PEST) 
Client and user involvement 

Quality (in the iron triangle) 

Information system 

Benefits to the organization 

Benefits to stakeholder communities 
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APPENDIX 4 - PREMA PROJECT 

Table A4. Prema - The Evaluation of the SPIRA project 
S

u
p

p
o

rt
 

CSF Success Criteria 

F
in

a
n

c
e 

Project 

Goals and objectives 
Realistic schedule 
Performance monitoring 
Good communication and feedback 
Adequate resources 

Project manager and team members 
Commitment 

Organisation 
Project champion 

External environment 
Economics (in PEST) 

Cost (in the iron triangle) 

Benefit to the organization 

Benefit to stakeholder communities 

 

In
fo

r
m

a
ti

o
n

 

Project 
Goals and objectives 
Realistic schedule 
Performance monitoring 
Good communication and feedback 
Strong update plan 
Contractual Arrangement 

Project manager and team members 
Ability to trade off 
Ability to coordinate 
Perception of her roles and responsibilities 
Commitment 
Trouble shooting 
Skilled/ qualified/ sufficient team 
Effective change management 

Organisation 
Project organisational structure 
Organisational adaptation, culture and structure 

External environment 

Consultants 

Time (in the iron triangle) 

Quality (in the iron triangle) 

Information system 

Benefit to the orgaisation 

Benefit to stakeholder communities 

N
et

w
o

rk
 

Project 
Goals and objectives 
Performance monitoring 
Good communication and feedback 
Strong update plan 

Project manager and team members 
Ability to coordinate 
Commitment 

External environment 
Politics (in PEST) 
Society (in PEST) 
Client and user involvement 
Consultants 

Quality (in the iron triangle) 

Information system 

Benefit to the organisation 

Benefit to stakeholder communities 
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APPENDIX 5 - SUSTAINUM PROJECT 

Table A5. Sustainum - Web-TV Seminars within SustainumKnow Programme 
S

u
p

p
o

rt
 

CSF Success Criteria 

F
in

a
n

ce
 N/A N/A 

In
fo

r
m

a
ti

o
n

 

Project 

Goals and objectives 
Realistic schedule 
Performance monitoring 
Good communication and feedback 
Strong update plan 
Contractual arrangement 

Project manager and team members 

Ability to delegate authority 
Ability to trade off 
Ability to coordinate 
Perception of his role and responsibility 
Commitment 
Trouble shooting 
Skilled/ qualified/ sufficient team 
Effective change management 

Organisation 
Project champion 
Organisational adaptation, culture and structure 

External environement 

Client and user involvement 
Consultants 

Time (in the iron triangle) 

Quality (in the iron triangle) 

Information system 

Benefits to the organisation 

Benefits to the stakeholder communities 

 

N
e
tw

o
r
k

 

Project 
Density of the project 
Goals and objectives 
Performance monitoring 
Good communication and feedback 
Strong update plan 

Project manager and team members 

Ability to coordinate 
Commitment 
Effective change management 

Organisation 
Organisational adaptation, culture and structure 

External environment 
Client and user involvement 
Consultants 

Information system 

Benefits to the organization 

Benefits to stakeholder communities 
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APPENDIX 6 - INTERVIEW GUIDE FOR SMALL BUSINESS OWNERS 

1. COMPANY BACKGROUND 

What is your position within the management team your organisation? 

Since when has the company been established? 

How many people are owning and employed in the company? 

How long has the company been the member of Uminova Innovation? 

2. PROJECT BACKGROUND 

Do you have any project that was entirely or partially funded by a support agent? 

What is the name and the scope of this project? 

How many people (as the project team members) did participate in this project? 

Are there any external people/ institutions involved in the project? 

What was the initial schedule of the chosen project? What is the actual duration? 

Who are the main customers and users of the project? 

Where is the project located?  

Did you have past experience of project management before? 

Did you also apply specific project management tools and techniques such as Microsoft 
Project, formal project management plan? If so, from where did you get the skills? Did 
you have experience in using them before?  

What was the planned and is realised budget to complete this project? 

3. FINANCIAL SUPPORTS 

What kind of financial support has you company received and for which purpose? 

What was the process throughout which you applied and received the funds? 

Was there a monitoring system during the funds implementation? If so, how did you 
facilitate the above monitoring system? How did you prepare the response to the 
monitoring? 

Besides the financial support you received, how else did you fund your activities and 
projects? 

4. INFORMATION SUPPORTS  

What kind of information is most necessary for you in order to develop your business 
activities and projects? 

When it comes to the project chosen above, did you received enough information to 
clarify the project's expectation from involved parties (including customers and users) in 
order to set up the project plan and manage the project until the completion? 

What are the main information bases that you make use of? Or Who are you major 
information support providers? 
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How was the information flow channelled from the university to your business in terms of 
enhancing innovative ideas for the project? 

Do you perceive who your competitors are? How have you informed yourself about new 
coming competitors and kept track of your competitors' action? 

What are the means you use to inform involved stakeholders on the outcomes of your 
core business activity ? 

5. NETWORK SUPPORTS  

Is your company a member of particular networks, like: Enterprise Europe Network, 
business network, social network, academic network? 

How do this networks contribute to your business activities and projects? 

Which of the mentioned networks were directly involved in the particular chosen project?  

What is the role and contributions of your company in each of the networks? 

6. UMINOVA INNOVATION AS A SUPPORT INFRASTRUCTURE 

How does the Science Park, and particularly Uminova Innovation, acts as a support 
infrastructure? 

In which of the project developed by Uminova Innovation for small businesses have you 
been involved? 

Could you elaborate on the role Uminova Innovation plays in enhancing the process of 
the particular chosen project? 

Is there a constant monitoring on your business development you receive from the 
incubator management?  

7. PROJECT OUTCOMES 

Are you satisfied with the quality and performance of your project? 

What do you find most challenging in this project? 

If you could go back to perform this project again, what would you like to improve? 

Have you kept a record, report or database relevant to the project? In which form? After 
the completion, have you ever retrieved the information to use in other situations? 

How could you describe the overall effect this project outcomes had on your business? 

Have you gained the customer base or acceptance according to the completion of this 
project? 

Did you receive any feedback on the project? If so, from whom and in which manner?  

8. BUSINESS DEVELOPMENT 

Do you have any plans to extend your business at the national and international level? 

What are the opportunities for deciding to sell your products and services abroad? 

What are the challenges you encounter in the business development process? 
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APPENDIX 7 - INTERVIEW GUIDE FOR UMINOVA INNOVATION MANAGEMENT 

1. COMPANY BACKGROUND 

Since when is Uminova Science Park established? 

What are the main institutions that run their activities under Uminova name? 

2. UMINOVA INNOVATION AND UMINOVA INVEST 

What is the specific role of Uminova Innovation? 

What projects and activities does Uminova Innovation develop as a small business 
support organisation? 

How has Uminova Invest contributed to the development of small businesses within the 
incubator? 

What role play the owners of Uminova? And among them, what are the specific 
implications of the two universities? 

Which are the main networks that Uminova Innovation is part of? 

How does Uminova Innovation contributes to the small business process of expanding at 
international level? 

3. OTHER STAKEHOLDERS 

Which other companies within Uminova Science Park can directly contribute to and 
enhance business development for the small companies within Uminova Innovation 
Incubator?
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