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ABSTARCT 

Growth and developing of start-ups plays an important role as starting new business is one of the 

indicator that shows the economy level of each country. At that time start-ups need support and one of such 

support institutions is business incubator who can provide all resources that start-ups need.  

Different studies exist about business incubator as a support measure and the role of them for start-

ups, but there is a lack of studies in analyzing this topic in different business environments.  

This thesis aims to provide an analysis of start-up needs, goals and offers of business incubators and 

interaction between them in two different business environments. Sweden and Russia will be considered in 

this study, as it is two different countries with different level of economy, so the level of business 

environment is also different.  

The findings of this study shows that the needs of start-up companies in two different business 

environments are the same, but the goals of business incubator are differing and offers are also differ as 

Russian business environment is weak. Some problems were found out that prevent to develop business 

environment of Russia and that’s why Russian business incubator can’t afford and provide such offerings 

as Swedish business incubator. 
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1. Introduction 
 

In the introduction part the overview about research area is presented. Background 

section begins with a general introduction that directs the research as a funnel-shaped 

approach and indicates where there is a need for further research. Background highlights 

the importance of start-ups and entrepreneurship, start-up problems and how business 

incubator can be a support tool for them. Moreover, two differences countries are 

considered as two different business environments. After background problem statement 

and research purpose with research questions are provided. 

 

Different brilliant and innovative ideas have start-ups, but a lot of failures are 

presented among them, that’s why the need for support measures are in demand. According 

to Cable (2010) start-ups businesses are innovative, extremely risky, high-growth business 

enterprises and support measures at early stages are important. Approximately “90% of the 

new businesses started each year fail within the first five years of operation often because of 

lack of management skills and or capital” (Peters et al., 2004, p.84). 

Different public policy measures for supporting start-up exist and one of them is 

business incubator. “The popularity of incubators suggests that they are effective instruments 

to support start-ups” (Weele et al., 2017, p.18). According to Lesáková (2012) it is possible 

to encourage young entrepreneurs through the incubation of start-ups. According to Peters 

et al. (2004) “business incubators can directly provide some of the resources based on their 

need as well as indirectly provide access to resources via formal and informal networking to 

sources beyond the incubator” (p.84).  

The main idea of business incubators is to create a support environment for start-up 

and emerging companies, thereby contributing to the creation of new local jobs, economic 

development and technology transfer (Peters et al., 2004). Thus, the main objective of a 

business incubator is to support entrepreneurs to create successful start-ups within a 

reasonable period of time. So, business incubators “offer three categories of services: 

infrastructure, coaching, and networking” (Kebbi and Valliere, 2016, p.371). Different 

studies exist about the role of business incubators in entrepreneurship process and how they 

are effective (Albort-Morant and Oghazi, 2015; Peters et al., 2004; Kebbi and Valliere, 

2016) but the study about which goals they have and which offers they provide and moreover 

networking part of business incubator in the term of start-up is missed. Aidis et al. (2008, p. 
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657) claims that “the relatively few individuals who undertake start-up activities in Russia 

are also different in several interesting respects from their counterparts in developed Western 

economies”. And also there is lack of studies about how business incubators works 

especially in Russia and Sweden and it is interesting to see which differences or similarities 

incubators have and what the entrepreneur need from business incubators in two different 

countries as business environments of these two countries are different. Moreover, Aids et 

al. (2008, p.656) claims that “there has been little systematic analysis of how various types 

of institutions affect different forms of entrepreneurial activity”. 

 Although business academic articles have increasingly focused on business 

incubators, only “few of them adopt knowledge based views of the firm or communication 

perspectives to examine the communication networks that serve as the nerve center of the 

incubation process” (Cooper et al., 2004, p.435).  

Two countries, Sweden and Russia is taken for research, as it is two different 

countries with different level of economy. We will see the differences and similarities in the 

objectives of business incubators and offers that they provide and what are the needs of start-

ups from two different perspectives, through interviewing business incubators and on the 

other side conducting interviews with start-ups. 

1.1 Background 

1.1.1 The role and importance of entrepreneurship and startups  

All over the world starting a new business in a way of entrepreneurship means to 

develop the economy of the country, through giving new jobs and taxes (Hernández and 

González, 2016) and today, startups are considered one of the indicators of economic 

development. Business area of each country is evaluated in a way of the successfulness of 

firms that were created from scratch. In addition, each year a growing number of investors 

prefer to search for new directions for the business due to the fact that higher returns can be 

obtained where there is no fierce competition. 

Entrepreneurship is a crucial and main point for economic growth and 

entrepreneurship is important for economic development as it can influence the level of 

entrepreneurial activity in a country (Audretsch and Keilbach, 2008). Countries with high 

level of entrepreneurship haven’t any problems with unemployment, have high levels of 

labor productivity and high levels of development and social equality. According to Stokes 
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(1995), for example, the total labor force of US increased from 71 million to 106 million, 

when small firms began to revive from 1960s which means that new enterprises were giving 

an opportunity for people with offering new jobs and in total it was about 35 million new 

jobs. In 1980s during the boom era 600,000 new businesses has been started each year, so 

growth in employment came from new firms, businesses and different start-ups 

(Stokes,1995). That’s why the importance of entrepreneurship should not be underestimated 

and we should understand that entrepreneurship become more and more important for 

economic development. 

Entrepreneurship is defined as possibility for the career growth with the creation of 

new business and at the same time giving jobs opportunities for population (European 

Commission, 2003). Stevenson and Gumpert has brought out that “entrepreneurship is in 

vogue” (Stevenson and Gumpert, 1985, p. 85) and defined entrepreneurship as the beginning 

of an innovative, risky and creative business in order to become successful and competitive. 

William B. Gartner states that “Entrepreneurship is the creation of new organizations” 

(Gartner, 1989, p. 62), but doesn’t distinguish whether this organization is innovative or if 

this sphere of business has existed before. Entrepreneurship, in other words, is all about the 

creation of new organizations. Otherwise in some way we can call it start-ups or new firms. 

The term "startup" first have used in August 1976 in Forbes and Business Week in 

September 1977 to refer to companies with a short history of operations. But in the 90es of 

the XX century, the term became widespread during the dotcom boom. “Start-ups are 

ventures in the process of discovering, developing and implementing a viable and scalable 

business model to exploit market opportunities” (Ehrenhard et al., 2016, p.1). According to 

Cable (2010) start-ups businesses are innovative, extremely risky, high-growth business 

enterprise, which often require a significant amount of external financing, while some of 

them are self-fund. 

Start-up firms play an important role in nation’s economy. They “boost productivity, 

increase competition and innovation, create employment and prosperity, and revitalize the 

communities” (Bank of England, 2004:23). Joseph Schumpeter (1947) claimed in the last 

century that entrepreneurship and innovation are the key factors in the economic 

development of all countries. 

So, in the last thirty years’ entrepreneurship is considered to be the driving force for 

economy of each country (Kuratko, 2005) and it is also important to acknowledge necessity 
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policies that may promote and support entrepreneurship as a means of promoting economic 

growth and development. And one of policies that can support and develop economic growth 

is business incubator. So, in next sections start-up problems that can arise will be considered 

and the role of business incubators for start-ups will be discussed. 

1.1.2 Start-up problems 

 To start and launch own business is a dream of many people but a lot of problems 

can occur while start new business and that’s why a great amount of failures among start-

ups are accounted. The main problem of failures is that young entrepreneurs don’t have 

enough resources and experience in the first stages of startups’ entrepreneurial process, 

which is called ‘liability of newness’ (Stinchcomb, 1965). “The liability of newness” means 

that new firms or, in another words, startups face with risks such as unclear role of the 

employee, legitimacy, inside coordination and competitive ability concerning old firms 

(Stinchcomb, 1965). Scholars suggest and their study prove that legitimacy which connected 

with lack of institutional support and contact to external resources “such as financing, 

employees, supplies, customer demand and government approvals” can be the main threat 

of all possible threats (Zhang and White 2016; Singh et al. 1986; Baum and Oliver 1991).  

 According to Freeman et al. (1983) some methods exist to decrease or to prevent 

effects of the ‘liability of newness’ and one of them is the rapid growth of firm or business. 

But another problem that arises is that for the fast increase of firm size, the financial 

resources are needed, but it is a crucial problem for every stat-up. So, business incubator is 

one of the assistants who can help with it. 

According to Abatecola et al. (2012), start-ups’ problems that occur during launching 

new firms are: 

• Insufficient financial resources, in part happens because of the absence of the strong 

financial support of the creditors for small companies; 

• The inability for small companies to hire the same skilled labor force that large 

companies can, as large ones are capable to give more opportunities for employees 

as long term employment, career achievements and career growth; 

• Difficulties for small firms to make payments to the highest interest rate and for the 

processing administrative expenses relating to the compliance with governmental 

regulations.  
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So, there are different problems that can occur while start up new business and the need 

of external support is crucial for successful development of business and these support can 

be taken from Business Incubators. The next section will discuss the role of business 

incubators for start-up companies. 

1.1.3 The role of Business Incubators for startups 

Today there are about 5,000 business incubators in the world (National Business 

Incubation Association (NBIA), 2007). According to National Business Incubation 

Association, business incubators are defined as “a business support process that accelerates 

the successful development of start-up and fledgling companies by providing entrepreneurs 

with an array of targeted resources and services” (NBIA, 2007). 

The role of incubators in the entrepreneurial process is permanently discussed. Scholars 

state that there is a growing need for incubation process for start-ups because of “the 

complexity of businesses legal and regulatory issues’’ but Stephen Bent argue with that 

statement and claim that incubation process makes firms too sheltered and another one are 

not protected enough (Cunningham, 1999, p.22). According to Finer and Holberton (2002) 

business incubators models are not so perfect as all the incentives incubators’ managers take 

on themselves but not on the team of start-up. 

Grimaldi and Grandi (2005) states that the idea of business incubation consists in order 

to find an efficient way to link technology, capital and know-how to influence the power of 

entrepreneurial flair, accelerate the development of new firms and consequently expedite the 

commissioned technology. Business incubators give an opportunity for start-ups in a way of 

providing infrastructure and consulting services looking forward that start-up after 

incubation process they become independent and autonomous companies. But Peters et al. 

(2004) consider that services of business incubators are not consist only in infrastructure and 

coaching, but also in networking offered by business incubators. And these three factors 

affect the graduation rate of start-up teams in the business incubators (Figure 1). 

Smilor and Gill (1986) determined four major business benefits for start-up companies 

living in the incubator: increasing confidence, reducing the learning curve, creating faster 

problem solving, as well as access to the business network.  
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Figure 1: Relational model explaining factors affecting the graduation rates of tenants in the 

incubation centers. 

 

 

  

 

Source: Prepared by the author, based on: Peters, Rice and Sundararajan, 2004.  
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vary. In this thesis, Sweden and Russia will be considered as two different business 

environments and in the next section two countries will be discussed. 

1.1.4 Two different business environments (Sweden-Russia) 

The study will be analyzed from two different environments. Russia will be taken as 
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Sweden and Russia are two different countries, as Sweden is a developed country 

and Russia is developing country, but it is interesting to see which support measures for 

start-ups are used in Russia and Sweden and which support measures prefer young 

entrepreneurs in two different countries. 

 Sweden is always associated with high innovative activity and it ranks the second 

country amongst the most innovative countries in the world (The global innovation index, 

2016). While Sweden holds the leading place among the innovation-driven economies, 

Russia is on the 43 place in the global innovation index (The global innovation index, 2016). 

Innovation and entrepreneurship should have a more outstanding role in terms of 

contributing to growth in the Russian economy. 

Sweden is considered to be innovation-driven economy but Russia lags behind in this 

field. Nowadays Russia is trying to become innovative country, through creating different 

innovation centers (such as Skolkovo) and trying to give people an opportunity to realize 

innovative ideas into real life. Based on that growth and developing of startups can provide 

a significant contribution to the innovativeness of a country and it is important for startup 

companies to have external support to become a full-fledged company. 

Startups in Russia are actively developing at least the last ten years, but in many 

niches of the level of competition is still extremely low. Nevertheless, Russia has a number 

of areas, the most attractive for a startup (Inozemtceva, 2014).  

Sweden - a country known for successful business projects. It has a rich track record 

as a leading supplier of innovative solutions and products across the globe. Some examples 

established in Sweden are Skype, Spotify, Mojang (studio, which released Minecraft) and 

King (author of Candy Crush Saga). Sweden is called the most popular after the Silicon 

Valley city for startups notes Wharton management professor of University of Pennsylvania. 

This is not surprising, since the key features of the economy of the state - the openness and 

liberal approach to trade. To date, the country's low level of national debt compared with 

other EU countries, small inflation and a healthy banking system (University of 

Pennsylvania, 2015). 

Experts believe that this contributes to a large number of different factors - including 

infrastructure, government focus on support for technological innovation and a large number 

of large companies have already taken place. In Sweden there are more than 22 thousand 

different technology organizations - all this is the result of years of work. 
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At the same time Sweden continues to grow rapidly. According to CB Insights, in 

2015 the volume of venture capital investments in the city has increased by 338% compared 

to 2014 year (CB Insights, 2015). The share of the Stockholm European investment market 

(by number of investments in 2015) is 15%, this is a good result for the country of Sweden 

scale. 

For startups who have achieved success set the pace for the new projects. In 2005, 

Skype video conferencing service eBay bought the company for $ 2.6 billion. In 2011, in a 

deal worth $ 8.5 billion was transferred to the Microsoft technology. Swedish software 

company MySQL developer was bought by Sun in 2008 for $ 1 billion - now owned by 

Oracle technology (Forbes, 2015). 

Thus, the level of development of the sphere of startups in Russia and Sweden are 

different but it is interesting to ascertain which problems young entrepreneurs face when 

start new business and which support measures they use and is it really effective in both 

countries. 

1.2 Problem statement 

Business start-ups play an important role in economy of each country as it was stated in 

background and according to Kasper and Streit (1998) the entrepreneur is the main who 

drives the economic progress. A lot of different studies exist about the effectiveness of 

business incubators and the needs of young entrepreneurs but there is a lack of analysis of 

how different environments affect various forms of entrepreneurial activity (Estrin et al., 

2013). So, analyzing entrepreneurial activity as interactions of start-ups and business 

incubators in two different environments can make a contribution to the literature.  

Moreover, startups generate new opportunities for business and activities and hence they 

contribute to innovation and the creation of wealth (Atherton, 2007). According to the 

European Commission’s Green Paper on entrepreneurship (European Commission, 2003), 

the motivation of young people to be engaged in entrepreneurial activities and interact with 

experienced entrepreneurs is highly important (Atherton, 2007).  

So, after what we have found that entrepreneurship is important for the economy, 

every government should consider enhancing the level of entrepreneurship that exist in order 

to improve its economy. And business incubator is one of the tools that help young 

entrepreneurs and at the same time indirectly improve economic situation by graduating 
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successful start-ups. So, it goes without saying based on the theory part that business 

incubators make a contribution to start-up companies in their development period. And the 

question that arise is to analyze business incubators goals and needs of young entrepreneurs 

in two different environments. Dee et al. (2011) claim that the issue of how to gauge the 

incubator’s success is one of the most contradictory discussions in scientific research of 

incubators. 

Weele et al. (2017, p.27) who consider the perceptions of young entrepreneurs and 

managers about the significance of the resources of incubators in their study, claim that “still, 

it would be interesting to expand our approach to incubators active in other countries”. This 

is the gap that arises in previous studies gives an opportunity to analyze this theme.  So, this 

study will be analyzed in two different contexts, as levels of economic development of 

countries is different. Sweden is taken as developed country and Russia is taken as 

developing country. Socioeconomic side is different, so the level innovation index is quite 

different, while Sweden is on the 2d place, Russia has 43th place (Bloomberg, 2017). So, 

from this point of view is quite interesting to look through the needs of start-up companies 

and offers of business incubators from two contexts.  

Moreover, Welle et al. (2017, p.27) suggest for future research to analyze “resource 

gaps and develop missing resources”. So, it is interesting to see what is the resource needs 

of Swedish start-up countries and goals of Swedish business incubator and what is the needs 

of Russians start-up companies and goals of business incubator. So the main goal is to 

consider the interaction of business incubators and entrepreneurs from two different 

contexts. 

1.3 Research Purpose 

The purpose of this study is to find out the interaction between young entrepreneurs of 

start-ups and business incubators in two different environments. For figuring out this 

purpose the study will analyze the goals of business incubators and needs of start-up 

companies in developed country such as Sweden as one business environment and also the 

same analysis will be made for developing country Russia, as another business environment.  
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Figure 2. Researching area  
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2. Frame of Reference 
 
This section presents the theoretical part, which then helps to comprehend and analyze the 

results obtained in the empirical part and allow to make comparative analysis. 

2.1 Business incubators and their goals 

Starting new business young entrepreneurs need advice or consultation from people 

or institutions who have experience in order to avoid errors when creating and developing a 

business or start-up (Guzmán-Cuevas, Cáceres-Carrasco and Soriano, 2009). Moreover, 

Milliken (1987) states that new entrepreneurs are faced with uncertainty as they understand 

that they do not possess enough information needed to start and run companies. And one of 

such institutions which provide support services is business incubator. Currently there are 

approximately 7,000 incubators all over the world, most of which are supported by local or 

national governments (Weele et al., 2017). According to Bøllingtoft and Ulhøi (2005) 

business incubators vary “in their purpose, organizational structure, operating policy, and 

institutional affiliation” (p.271). Incubators also differ in structure, how they offer and 

deliver their services and with what kind of clients they work, through paying attention on 

the main goal of creating and development freestanding companies (Aernoudt, 2004; 

Karatas- Ozkan et al., 2005). 

Scholars defines business incubators in different studies as innovative tool that 

support the development of enterprise and create new companies (Smilor and Gill, 1986; 

Lalkaka, 1997; Erikson and Gjellan, 2003). Peters et al. (2004) consider business incubators 

as a mean for the development of enterprises, and developing innovative organizational and 

legal form. Moreover, Aernoudt (2004) mentions that business incubators encourage the 

growth and development of young firms when they are most assailable through the help of 

surviving and growing during the start-up period.  

The American National Business Incubation Association defines business incubation 

is a dynamic process of the development of new companies, that supports and accelerates 

companies for successful development of start-ups in a way of providing recourses and 

services for them (NBIA, www.nbia.org). According to Adkins, Sherman and Yost, 2001 

business incubation is a process of company development, where workers of business 

incubators help and nurture young entrepreneurs in special conditions to grow and survive 

in the start-up phase. 
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Regarding economic side, companies which are developing and flourishing stimulate 

economic activity, equity growth, employment growth and moreover speed up regional 

economic development (Greenwood, 1996; Matlock, 1996; Bøllingtoft and Ulhøi, 2005). 

So, business incubators in some way contribute to economic development of each country.  

Albert and Gaynor (2001) made a chronological review of the definitions of 

‘incubation’ and ‘incubators’ where is shown how the definition has been changing and has 

supplemented over times. A big debate is about the exact definition of business incubator 

exist between a lot of scholars (Duff, 1994; Tornatzky et al.,1996; Kumar and Kumar, 1997; 

Sherman and Chappell,1998; Rice, 2002) for many years, but my point of departure is that 

the most suitable definition for business incubation is provided by Sherman and Chappell 

(1998). According to Sherman and Chappell (1998, p.315) “Business incubation is an 

economic development tool primarily designed to help create and grow new businesses in a 

community by providing flexible space, shared equipment and various support services, such 

as assistance in developing business and marketing plans, building management plans, 

obtaining capital and access to a range of other more specialized professional services”. The 

definition of business incubator from my point of view is best demonstrated in British 

Council (2001, p.61) and determined as “any organization that helps start-ups develop in an 

accelerated fashion by providing them with a bundle of services, such as physical space, 

capital, coaching, common services and networking connections”. Definitions of business 

incubator and business incubation were provided and now key resources of business 

incubator will be highlighted. 

2.1.1 Key resources and support measures of business incubator 

After clarifying what business incubator and business incubation is, it is important to 

mention what business incubator provide. Major distinctive features of business incubators 

consist in provision of managed workspace for carefully selected start-up companies, shared 

objects, practical management assistance, business environment, education, access to 

finance, commercial and technical support needs and access to mentors and investors 

(Lalkaka, 1997; Cassim, 2001). According to NBIA incubators provide management 

recommendations, technical support, consulting and coaching for star-up companies, 

funding support, equipment, basic business services.  

Major opportunities and key resources of business incubators are summarized in the 

study of Bøllingtoft and Ulhøi (2005) and consist in providing an environment that is 
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protected for growing and developing companies (Allen and Rahman, 1985); helping start-

ups indirectly by putting them in the business environment by providing resources 

(network), and also psychological support; on the other side helping start-ups directly 

through office space, services, and equipment, also helping start-ups with obtaining 

legitimacy, moreover business incubator increase visibility and credibility of start-up 

company and also helping with financing by investing in start-ups or by providing investors 

Bøllingtoft and Ulhøi (2005). 

Different types of support measures provided by business incubator besides space 

and equipment include such services as “assistance in developing business and marketing 

plans, building management teams, obtaining capital and access to a range of more 

specialized professional services” (Grimaldi and Grandi 2005, p.116). So, business 

incubators play the role of support, assistance and advice services for young companies, and 

these services company on early stage can not afford (Bøllingtoft and Ulhøi, 2005; Karatas-

Ozkan et al., 2005). According to Aernoudt (2004) business incubators not only provide 

services but give an opportunity to enter new markets and access to know-how.  

Peters et al. (2004, p.85) claim that “the role of the incubator in the entrepreneurial 

process has changed from being just a business center with office facilities to one offering 

training, networking and consulting in all areas of expertise to startup firms”. Karatas-Ozkan 

et al. (2005) agree with that claim, when mention in their study that “business incubators are 

not the concept of a shared office and workspace facility but business incubators strength 

entrepreneurship skills, give access to business services, can improve operating environment 

and opportunities for business networking” (Barrow, 2001, p 5). 

2.1.2 Main Goals of Business Incubator 

 Scholars assume that primary goals of business incubators are creation of enterprises 

and stimulating growth, culture of entrepreneurship, job creation, economic development, 

innovation and commercialization of technology; to secondary goals scholars include 

empowering the diversification of economic base of a region, using an existing or available 

funds, generating income for the incubator, create business reputation in the community and 

institutional cooperation (Allen and McLuskey, 1990; Cassim, 2001). Aernoudt (2004) 

summarize and conclude that the main-general goal of business incubators is “to produce 

successful firms that will leave the incubator financially viable and free-standing within a 

reasonable delay” (p.128). 
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2.1.3 Measurement of BI success  

Aernoudt (2004) states that good business incubator can be measured by the “number 

of new, young enterprises with growth potential, an optimal rotation rate, a high survival 

rate of graduates, a positive impact on the perception of entrepreneurs and on the creation of 

an entrepreneurial culture, a positive impact on the perception of entrepreneurs and on the 

creation of entrepreneurial culture, strong links with industry, R&D centers and universities 

and finally a structure facilitating access to financial markets” (Aernoudt, 2004). But Peters 

et al. (2004) claim that the graduation of young entrepreneurs depends on the level of 

income, incubators ‘deadlines and rent payment that incubators increase for start-up 

companies that are not active to leave the incubator. Scholars consider that the average time 

for start-up companies to grow up is about 3 years when they become independent and self-

sustaining businesses (Aernoudt, 2004; Peters et al., 2004; Grimaldi and Grandi, 2005).  

As it was mentioned earlier business incubators services consist in infrastructure 

coaching and networking and each factor affect the graduation rate of start-up teams in the 

business incubators, but the number of graduation also depends on the type of business 

incubator (Peters et al., 2004). 

2.2 2.2 Stages of regular business 

Before we will analyze the needs of start-ups, first we will consider what are the 

stages of regular business and find out on which stages start-up can have problems and need 

support. A lot different opinions of business scholars exist about how many stages are in 

business, but it always varies from 3 to 6 stages. According to Markova and Petkovska-

Mircevska (2009) four main stages that every company has on its path are presented in Table 

1. 

Table 1. Stages in the regular business. 

               
Source: Prepared by the author, based on Markova and Petkovska-Mircevska (2009) 

Expanding	stage	

Early	stage	

Seed	stage	

Start-up	stage	
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1. The first stage is start-up stage when company is not formally existing and 

entrepreneurs should persuade people in a way of demonstrating their ideas to 

potential human resources and prove that the company will be successful in 

business. 

2. The second stage is seed stage when entrepreneurs make plans, sketches and 

prototypes but production has not been started, so in this stage the company just 

enter the market.   

3. The third stage, early stage is when company began to expand and their products 

or services are produced and delivered but the company can be not yet profitable. 

4. And the last stage is expanding stage when firm is still growing but it is profitable 

and mature and it can become public. 

All of these stages are presented in the business and young entrepreneurs at all of 

these stages may need support and such support can be taken from business incubators. In 

next section start-up needs will be discussed. 

2.3 Start-up needs and support of business incubators 

Start-up companies do not possess the same resources as official company, so the 

resource base of startups is incomplete and still evolving, which promotes "liabilities of 

newness" of such firms that was mentioned in background part (Weele et al.,2017). Business 

incubators in terms of resource based view, are considered as a solution to "liabilities of 

newness" as they provide resource-rich environment that allows start-ups to complete their 

resource base (McAdam and McAdam, 2008). So, incubators or incubator’s networks can 

provide all resources that start-up companies need. Weele et al. (2017) lists the most 

important resources that are necessary for startup’s surviving, developing and growing 

(Table 2). Weele et al. (2017) distinguishes two types of recourses: tangible resources and 

intangible resources. Tangible resources include physical capital and financial capital, and 

intangible resources include knowledge, social capital and legitimacy. 
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Table 2. Start-up resource needs and incubator support.   

         
Source: Weele et al.,2017, p.20 

Tangible resources  

• Physical capital for start-ups companies is not easy to find, and expensive for them 

at this level of development. Barney (1991) wrote that physical capital consists of 

natural technology used in the company, company's factory and equipment, location 

and access to raw materials. And Bergek and Norrman (2008) assume that incubators 

can business incubators can provide physical capital in a way of giving space for 

share office, equipment, meeting rooms and etc. Moreover, incubators who cooperate 

with universities can provide universities libraries and research labs (Mian, 1997). 

• Financial capital includes all funds required for starting new business and for start-

up companies always are required a big amount of money for the expensive research 

and development at early stages (Westhead and Storey, 1997). Start-up companies 

have to prove that their idea brings afterwards profit to obtain the necessary capital 

from investors. All because investors believe that the start-up companies have a high 

level of risk since of the novelty and complexity of the technology (Carpenter and 

Petersen, 2002). Costa-David et al. (2002) assume that incubators can be helpful in 

a way of providing financial capital for start-ups in return for shares, or they can help 

indirectly, in a way of finding external investments by connecting startups to external 

sources of financing. 

Intangible resources  

• Knowledge can be determined in different ways but Weele et al. (2017) maintain 

Scillitoe and Chakrabarti (2010) and Sullivan and Marvel (2011) who differentiate 

between two types: the technological and business knowledge. Sullivan and Marvel, 
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(2011) affirm that start-up teams always posses strong technological background but 

they lack the entrepreneurial and management experience, that’s why business or 

entrepreneurial knowledge is not well developed in start-up companies. Rice et al. 

(2002) claim that business incubators can help start-up companies in a way of 

provision training programs or coaching sessions by proficient businessmen. 

Coaching sessions instead of training programs where general knowledge is 

provided, is adapted to the real start-up situation and start-up teams always can 

participate in the discussions and get specific feedback (Rotger et al., 2012). 

• Social capital play important role for start-ups as it provides networks and it is a main 

recourse for start-ups that give an opportunity to find resources that they do not 

posses (Stam et al., 2014). But start-ups companies lack social capital as they have 

no time for building stabilized relationships (Hughes et al., 2007). That’s why 

incubator can play an assistant role since business incubator can provide start-ups 

with connections to external stakeholders (Soetanto and Jack, 2016). So, incubators 

empower start-ups to link with “venture capitalists, local governments, potential 

clients, or service providers” (Weele et al., 2017, p.20). Business incubators can 

organize different networking events, as incubators have partners such as universities 

or investors (Patton and Marlow, 2011). Furthermore, start-up teams can cooperate 

with each other in ‘community’ of incubator and business incubator can stimulate 

such interactions: they can co-locate start-up companies in the shared office of 

incubator and organize social events or make introductions (Cooper et al., 2010). 

• Legitimacy defines as company’s “right to exist and perform an activity in a certain 

way” (Bruton et al., 2010 p. 427). Legitimacy is necessary for engaging the company 

with recourses as social and financial capital. Bruton et al. (2010) claim that 

legitimacy is a lack point in start-up companies, as they don’t posses an established 

network or track record. Scholars assume that start-up companies can receive 

legitimacy in a way of being connected with business incubator which has a proven 

track record for support of successful enterprises or which is connected with 

prestigious organization such as famous university (Bøllingtoft and Ulhøi, 2005; 

McAdam and McAdam, 2008). 

2.4 Conclusive picture 

Concluding this chapter on frame of references, we can easily say that start-ups need 

business incubators for their successful growth and faster developing. Business incubators 



 22 

can provide all recourses that start-up companies are required. So, theory proves that 

business incubators can play a significant role in the developing process of start-ups. Main 

offerings of business incubator were shown and goals were discussed. The major goal of all 

business incubators is to produce full companies from start-ups, though secondary goals also 

exist. Stages of regular business were discussed which shows that business may need support 

at all stages. Moreover, each need of a start-up was considered, which consist in physical, 

financial and social capitals, knowledge and legitimacy, where we can see that all of these 

resources are important. So, business incubator can be a support tool for start-up companies 

since business incubators posses all of these resources that need start-up companies. 

3. Methodology  
 
This section provides the methodological approach of this study which shows the choice of 

methodology that influences the collection and analysis of data and explains why it was 

chosen. 

3.1 Summary of Methods  

Research Philosophy  Pragmatism 

Research Approach  Inductive and Deductive approach 

Research Design  Multi-method qualitative study 

Strategy Case study 

Time Horizon  Cross-Sectional  

Data Collection Methods  Semi-Structured Interviews Document 

Analysis  

Data Analysis Technique  Qualitative Analysis  

3.2 Research philosophy  

Research philosophy could be considered as the key point of research, which involve the 

development of knowledge within the limits of a particular area. According to Saunders et 

al. (2012) research philosophy is encompassing term that refers to the “development of 

knowledge and the nature of knowledge” (p.127). Although the knowledge that is advanced 

is not dramatic but the goal that arise which need to answer the problem in specific field 

result the growth and developing of new knowledge (Mkansi and Acheampong 2012; 

Saunders et al., 2012). Picture 2 present the research ‘onion’ which demonstrate graphic 

representation of research philosophy that include the types of research philosophies, 



 23 

approach, methodology, strategies, time zone and techniques (Saunders et al., 2012). 

Picture 2. The research ‘onion’ 

 
Source: Saunders et al., 2012, p.103 

From Picture 2, it can be deduced that the types of research philosophies consist of 

positivism, realism, interpretivism and pragmatism (Saunders et al., 2012). Positivism, 

according to Saunders and Lewis (2012), defines as a research philosophy that are used 

in philosophical viewpoint of the natural scientist. Remenyi et al., (1998, p.32) states 

that positivism is defined as “working with an observable social reality and that the end 

product of such research can be law-like generalizations similar to those produced by the 

physical and natural scientists”. Another type of philosophy is realism, a philosophical 

attitude that what the senses disclose us as reality is the truth, thus objects exist by 

themselves, so their existence is independent of knowledge (Saunders et al., 2012). In 

accordance with Saunders et al. (2012) interpretivism, a philosophical posture that 

explain the need of realizing the distinction in human’s character as social actors. 

Pragmatism is another philosophical type which claims that the research questions and 

objectives are the key determinant factors of research philosophy (Saunders et al., 2012). 

The choice of the philosophy is important part of method as the research strategy and 

the methods will depend on decision. Against this background, the most suited 

philosophy type is pragmatism for this study. Since the focus of the thesis on the issues 

of business incubators that is used by start-up companies, the subject that is investigated 
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goes from the business side. The main point of this study to overview the concept of 

business incubator in two different countries from two various approaches (from start-

up entrepreneur’s side and incubator) that helps to find out what is missed by incubator 

in terms of start-up teams. 

Tashakkori and Teddlie (1998) affirm that pragmatism is an attractive type of 

philosophy since it avoids nonsensical discussions about truth and reality. Moreover, 

Tashakkori and Teddlie (1998) claims to “study what interests you and is of value to 

you, study in the different ways in which you deem appropriate, and use the results in 

ways that can bring about positive consequences within your value system” (p.30). So 

the author can study what is interesting and suitable for him. 

Concerning ontology, which means the view of reality in the study, to answer the 

research question the external and multiple view will be selected. Practical applied 

research will be taken into consideration. Different perspectives will be combined for 

analyzing data in an experienced way. Regarding axiology which represent the view of 

the role of values in research, objective and subjective standpoints will be adopted in this 

study. So values play a significant role in interpretation of results. Data collection 

techniques that will be used consist of qualitative method. 

3.3 Research Approach  

The choice of research approach is important point in the study. According to Easterby-

Smith et al. (2008) it gives the researcher to take more informed decision about research 

design, research strategies and choices that will be suitable for analyzing the study. 

Two different research approaches exist such as deduction and induction. The 

differences between these two approaches concern the theory that the author use from the 

literature (Saunders et al., 2012). According to Saunders et al. (2012) deductive approach 

make clear theory at the beginning of the study, while induction develops theory from the 

emerging explanations. Deduction is a research approach which test the theoretical 

proposition “by using a research strategy specifically designed for the purpose of its testing” 

(Saunders et al., 2012, p.108). On the other hand, induction is a research approach where 

theory is developing in a way of analyzing the data that have been already gathered 

(Saunders et al., 2012). In other words, inductive approach relies on the based theory, 

wherein a new theory is obtained from empirical data (Dubois & Gadde, 2002).  
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Based on this background it can be suggested, that for this study both approaches are 

suitable. On one hand, a lot of literature in term of business incubators as support 

measurement for entrepreneurs or start-ups were written, so theoretical aspects are touched 

deeply in the theoretical framework in this subject, which refer to deduction. But on the other 

hand the research contains interviews that can lead to some conclusions and as the aim of 

inductive research is to find new knowledge, so this thesis has an opportunity to find 

something new (Saunders et al., 2012). Both of these approaches together provide a lot of 

advantages in the research process (Saunders et al., 2012). 

So, after summarizing and comparing these two research approaches, my choice fell 

on mixing deductive and inductive approaches, as it is more appropriate for my study. 

Deductive approach will help with analytical framework for empirical data collection and 

inductive will make it possible to process the received data from numerous interviews and 

draw the right conclusions. Qualitative data will be used in this study and usage of different 

methods for collecting data for establishing various views of phenomena of my subject will 

play not less important role (Easterby-Smith et al., 2008). 

3.4 Types of study 

Three types of studies exist such as explanatory, descriptive and exploratory studies and 

one of them will be taken for this research (Saunders et al., 2012). Regarding my research, 

it is going to be exploratory. Exploratory studies are where the researcher tends to look for 

new ideas, to ask new questions and evaluate the topic in a new light. According to Robson 

(2002, p.59) exploratory type of study means to find out “what is happening; to seek new 

insights; to ask questions and to assess phenomena in a new light”. Moreover, exploratory 

type involves interviewing ‘experts’ in subject, so new insights will be detected after 

interactions with real practitioners of business incubators (Saunders et al., 2012). The main 

questions in exploratory study, according to Baxter and Jack (2008), are ‘why’ and ‘how’. 

In my study all research questions begin with ‘how’ and to answer my research questions 

the research will be focused on exploring business incubators and start-up companies from 

two different business environments and involved people. This type of study allows us to 

throw light on this phenomenon from a new perspective. That’s why a good and reliable data 

is required. So, the most suitable research method for this study is qualitative research as it 

helps to can get a deep understanding of interactions between business incubators and young 

entrepreneurs of start-up in two different environments. Qualitative research enables us to 

become closer with our research interests and gives an opportunity to understand the reality 
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from our points of view (Bansal & Corley, 2011). 

3.5 Research strategy - Case study   

Research strategy plays an important role since the choice of the strategy will allow to 

answer the specific questions and fulfill the research objectives of the study (Saunders et al., 

2012). Different strategies exist and one of them is ‘case study’ which I will employ for my 

study, as my study contains analyzing two different business incubators and their tenants 

who are in these business incubators. Questions for two business incubators are the same 

and for all tenants also (Appendix 1). So, after empirical data collection will be made, two 

business incubators will be compared and analyzed. According to Robson (2002, p.178) case 

study is “a strategy for doing research which involves an empirical investigation of a 

particular contemporary phenomenon within its real life context using multiple sources of 

evidence”. Two different business incubators will be analyzed with same research questions 

to see “whether the findings of the first case occur in other cases and, as a consequence, it 

becomes necessary to generalize from these findings” (Saunders et al., 2009, p.147). Since 

I will use two sources of evidence as the interview will be taken from the start-up’s 

entrepreneurs and from managers of business incubators and also from two different contexts 

in two different countries, the most suitable research strategy for my study is case study. 

Researchers often use case study strategy for exploratory type of study as it helps to find 

answers for questions ‘how’ and ‘why’ (De Massis & Kotlar, 2014). Such qualitative case 

study especially appropriate with understanding of person’s perceptions, concerning my 

study, perceptions managers of business incubators and young entrepreneurs of start-up 

companies; moreover, case-study let me to get a deep understanding of phenomenon and 

give an opportunity to develop new theory about start-up’s incubation process in two 

different contexts (Eisenhardt, 1989). Moreover, this type of strategy gives an opportunity 

to explore the business incubation through several lenses as business incubators staff and 

start-up’s entrepreneurs will be involved (Baxter & Jack, 2008). 

Furthermore, triangulation of multiple sources of data can increase the quality of study, 

as the “triangulation refers to the use of different data collection techniques within one study 

in order to ensure that the data are telling you what you think they are telling you” (Saunders 

et al., 2012). So, it provides the deeper analyses and gives a richer view of the study 

phenomenon (Eisenhardt, 1989). Concerning my study, semi-structured interviews from two 

different points will be taken and secondary data, such as information about business 

incubators, so it will be a multi-method qualitative study. 
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3.6 Research Methods 

 Multi-method qualitative study will be chosen for this research, as it was mentioned 

above, since the data will be collected by interviewing business incubator’s managers and at 

the same time intertwining start-up’s entrepreneurs who are in these business incubators and 

second method of collecting data will be annual reports and official documents of business 

incubators for more detailed analysis. 

Semi-structured interviews often cited as a qualitative research interviews (King, 

2004). According to Saunders et al. (2012, p. 320) “in semi-structured interviews the 

researcher will have a list of themes and questions to be covered, although these may vary 

from interview to interview”. Hesse-Biber and Leavy (2010) describe a semi-structured 

interview as type of interaction, which is similar to conversation. Semi-structured interview 

includes open questions, which are asked through the interviewing but the interviewer can 

vary, change or add some questions for finding more details, so this type of interview gives 

a flexible approach. Regarding my study, I will interview business incubator’s managers and 

start-up’s young entrepreneurs.   Moreover, all the interviews in my study will be recorded 

on a Dictaphone.  

Secondary data will be used in my study for collecting more information about 

business incubators and their goals and what they are offering. The type of secondary data 

will be a documentary as business incubator’s annual reports, official documents and official 

websites will be used. According to Saunders et al. (2012, p. 258) “documentary secondary 

data are often used in research projects that also use primary data collection methods”. 

Moreover, the study will evaluate different articles about two specific business incubators 

in Moscow and Sweden. 

In my thesis for deeper understanding the interaction of business incubators and 

entrepreneurs of stat-ups in two different environments, two principles of interview will be 

done. One principle of interview focuses on young entrepreneurs of start-up’s companies, 

who participate in business incubation and another principle address to manager of business 

incubators. Questions were elaborated to get the rich data and deep understanding about the 

interaction of business incubators and young entrepreneurs (Appendix 1).  

In the first principle managers of business incubators will be interviewed and in the 

beginning the personal information will be get. Managers will introduce their selves and 

their role in business incubator, then they will be asked to tell more about the main goals of 
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business incubators, what is the most valuable resources they provide in their opinion, what 

is the interaction between business incubator and entrepreneurs and so on. In this case I will 

get more information about business incubators and the process of business incubation. 

In the second case young entrepreneurs of start-ups will be interviewed for better 

understanding of which resources they need at early stages and business incubation from 

their point of view, what advantages they have and what is the missing gaps. So, I will 

analyse business incubation from two different points of view, as managers of business 

incubators can tell one thing, while entrepreneurs can tell something another. 

So, these two principles of interview will be done in two different business 

environment, and then analyzing it, we will see how it differs, and what is the main point. 

3.7 Time horizons 

According to to Saunders et al. (2012, p. 155) “The ‘snapshot’ time horizon is what 

we call here cross-sectional while the ‘diary’ perspective we call longitudinal”. 

Notwithstanding that the longitudinal study can obtain the valuable data and due to this give 

a strong understanding of developments, but due to lack of time in my study I will use cross-

sectional study design. Moreover, my study concentrates on current events with business 

incubators at this time and what is actual for today. So, I prefer cross-sectional study design 

for answering my research questions. 

3.8 Data collection 

In order to investigate differences in the needs of perceived resources, a distinction 

was made between the analysis of data coming from entrepreneurs of start-up companies 

and the data from the incubator staff. Two incubators have been chosen: from Russian side 

is Plekhanov Business Incubator (Moscow) and from Swedish side is STING (Stockholm 

Innovation and Growth). Both are located in the capitals. Hence, founders and owners of 

start-up companies in Sweden and Russia were also interviewed from these two business 

incubators.  

The interviews were conducted during one month in the period from 10th March to 

10th April. All the interviews were conducted personally and each of the participants was 

notified in advance by interview questions and a permission was also asked to record an 

interview on the recorder. Workers from the two Business Incubators agreed, but not all the 
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start-up companies agreed to record the interview with them as they wanted to be incognito, 

that’s why the answers of all the companies who asked not to be recorded were written down 

in the note. In Russia, the interview was conducted in the native language in order to make 

the interviewee feel comfortable and calm and much to say, and in Sweden was conducted 

in English, but all Swedes speak brilliant English, so there was no problem. 

Besides conducting interviews, secondary data were analyzed which consisted of 

annual reports of business incubators, official documents, newspaper articles and indexes 

for further evaluate the outcome of the interviews and the data. 

Table 3. Overview of Respondents from Russian Side 

# Company Name Position Date Duration Format 

1 Business Incubator 

Plekhanov 

Ruslan 

Mamedov 

Director 20.03.17 67 min Personal 

2 Company A Roman CEO 21.03.17 45 min Personal 

3 Company B Anton  CEO 21.03.17 42 min Personal 

4 Company C Filip CEO 23.03.17 35 min Personal 

5 Company D Julia CEO 15.03.17 - Via e-mail  

6 Company E Konstantin CEO 23.03.17 32 min Personal 

7 Company F Ilya CEO 18.03.17 45 min Personal 

Table 4. Overview of Respondents from Swedish Side 

# Company Name Position Date Duration Format 

8 STING (Stockholm 

Business Incubator) 

Raman 

Ramalingam 

Head of 

Recruitment 

03.04.17 56 min Personal 

9 Company G Daniel CEO  03.04.17 35 min Personal 

10 Company H Thomas  CEO 02.04.17 44 min Personal 

11 Company I Jonas CEO 04.04.17 37 min Personal 

12 Company J Kristian CEO 08.04.17 39 min Personal 

13 Company K Jakob CEO 28.03.17 - Via e-mail 

14 Company L Nicholas CEO 09.04.17 - Via e-mail 
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3.9 Data analysis   

Qualitative research was selected for the analysis of this study. According to Shenton 

(2004) qualitative research which is done with the help of interviews needs to assess its 

trustworthiness, since validity and reliability can not be equally interpreted in naturalistic 

work. Guba (1981) interpreted it in another way and in his study which is was made by 

interviews, claims that the high validity of the research may represent reality in the best 

possible way or to the contrary, the results may lead to spurious conclusions. Regarding the 

qualitative part in my study, the analysis structure was established in accordance with the 

previous frame of reference which allowed conducting a comprehensive analysis that is able 

to answer the research questions and carry out the research tasks. 

For data analysis process theoretical part were considered where the main goals of 

business incubators and start-ups needs were discussed, which give the ground for analysis. 

First of all, the main point is to structure the obtained data from representatives of business 

incubators and start-ups owners as interviews were conducted from two business incubators 

in two different countries, one from Russia is Plekhanov BI, another one from Sweden- 

STING and start-ups who are tenants of these incubators. In Russia, interviews were 

conducted in native (Russian) language so that all participants could easily answer questions 

and not encounter a language barrier, do not feel uncomfortable and could tell more. In 

Sweden, all participants were interviewed in English, since the researcher of this study does 

not speak Swedish very well, but all participants felt free, as English is popular in Sweden, 

and all Swedes know it well. 

 Figure 3. Data analysis structure 

 

Source: Prepared by the author. 

Analysis conclusion

Interaction between start-ups and BI

Comparative analysis of start-up needs

Comparative analysis of BI goals

Comparative analysis of problems in two business environments

Comparative analysis of Business Incubators
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Two business incubators are analyzed and comparative analysis of two business 

incubators is done from the data that were achieved. After analyzing data that were achieved 

from business incubators and tenants, problems were found of business environments that 

hamper the development and growth of it. Further, comparative analysis of business 

incubators was made and compared with theory. Then, comparative analysis of start-up 

needs was made based on the table Weele et al. (2017) from theoretical part. And after goals 

of BIs and needs of start-ups were analyzed, the comparative table of interaction between 

start-ups and BI were made. After all of it the researcher came to analysis conclusion, where 

the problem was found of different offers of business incubators. 

3.10 Trustworthiness 

  In this thesis four main elements such as “Сredibility (in preference to internal 

validity); Transferability (in preference to external validity/generalisability); Dependability 

(in preference to reliability); Confirmability (in preference to objectivity)” (Shenton, 2004, 

p.64) suggested by Guba (1981) were adopted for making a trustworthy research, that prove 

the quality of this study.  

  The guarantee of Credibility according to Lincoln and Guba (1985) “is one of most 

important factors in establishing trustworthiness” (Shenton, 2004, p.64). First, for the 

credibility of research and the achievement of deeper results in this work, triangulation is 

used, which makes it difficult to collect data from different sources (Yin, 2013). In this case, 

the collection of information occurs not only from the incubators but also from the owners 

of start-ups who participate in the business incubator. Moreover, this research is conducted 

and is considered in two different business and institutional environments. Secondly, 

“prolonged engagement” offered by Guba (1981) between researcher and participants is 

presented in this study “in order both for the former to gain an adequate understanding of an 

organization and to establish a relationship of trust between the parties” (Shenton, 2004, 

p.65). So, each incubator and start-ups companies that participated in the study were 

carefully studied before, so the investigator during the interview could concentrate especially 

on the main purpose of the study. Thirdly, the participation of supervisors and students who 

also read this work and gave different feedback and criticism of this thesis also helped the 

researcher to expand the vision of the study and strengthen the research arguments.  

  Transferability shows that the results, finding and conclusions of study are suitable 

and can be adapted to a wider population and another situation (Shenton, 2004). Since the 
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topic of entrepreneurship, and especially start-ups is very popular nowadays and actual for 

today, so this study can be useful for future entrepreneurs. 

 Dependability is proof of the reliability in the qualitative research Shenton (2004). 

Stenbacka (2001, p. 552) claims that ‘the basic reliability issue concerns a measurement 

method’s ability to produce the same research over and over again’. During the study, each 

individual step was taken into account. First step includes detailed introduction which 

includes background main purpose, problem and research questions. Then a frame of 

reference was provided where were focused the main topic and shown a wide picture of the 

topic. Afterwards, methodology part of current study is presented in details. Chapter Method 

where the methodology of this study is explained proves the reliability of this study. Finally, 

empirical findings and analysis with conclusion were provided. It's still a contentious issue 

since the different periods of time study may give different results. Nevertheless, Guba 

(1981) notes in his work that such changes may be present. 

Confirmability is another proof of the reliability in the qualitative research Shenton 

(2004). The empirical findings in this thesis which include semi-structure interviews that 

implies the experience of the interviewees, web-sites and official reports, prove the 

conformability of this study. Moreover, all interviews were recorded on the Dictaphone and 

written and all information about interviews, questions, names, notes is available, and most 

of them can be found in the appendix. 

3.11 Research Ethics  

Ethical problems that may arise should be taken into account in the thesis, since the 

master's thesis must meet certain requirements, since ethics play an important role (Preissle, 

2008). 

First of all, all interview participants were informed in advance of the purpose of the 

research, questions and tasks, everyone had the right to leave the study at any time. Also, all 

participants received an email with all the details concerning the process and structure of the 

interview before conducting it. Moreover, the anonymity of owners of start-up companies 

was provided to those who participate in a business incubator in an interview. To do this, 

letters and nicknames were assigned instead of using their real names. Also, the data was 

anonymized as it is necessary to obtain an honest and meaningful report from the 

interviewees in order not to lose their trust so that they do not think that their applications 

can be tracked and not transferred to third parties. Therefore, nothing from the initial data 
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obtained through the interview can be presented or disclosed to any third party. The finished 

thesis will be sent to all participants after its evaluation. 

4. Empirical Findings  
 
This chapter provide the findings that were obtained through interviews with Russian and 

Swedish business incubators and with owners and CEO of start-ups. 

4.1 Plekhanov Business Incubator in Russia  

Plekhanov Business incubator is among the five best incubators in Russia, according to 

Forbes Russia 2015. Plekhanov Business incubator was opened in June 2009 by employees 

and teachers of the faculty of management, whose idea was supported by the rector of 

Plekhanov University Victor Grishin. The main advantage of the incubator is the close 

cooperation with private and corporate investors, technology parks (including Sistema-

Sarov), as well as with incubators of physic technical universities (an agreement on work 

under the scheme: specialists + economists from the RER = team). According to the official 

documents of Plekhanov business incubator is a structural subdivision of the REU 

Plekhanov, whose main task is to support start-up entrepreneurs and students of the 

University. 

According to the leaders of the Ministry of Education and Science, Rosmolodezhi, RF 

CCI, Business Russia, the Russian Federation, the State Duma deputies and the Moscow 

City Duma, representatives of investment funds and colleagues from business incubators, 

young teams of business projects developing in Plekhanov Business Incubator, are now 

commercially successful and promising companies. Organization of work of the Business 

Incubator and its effectiveness is one of the best examples of the work of such structures in 

Russia.  

Additional services: 

• Promotion of services and products of start-up companies; 

• Marketing and research activities, conducting surveys and examinations; 

• Introduction in the educational process of the university of innovative educational 

technologies that have been approved in the REU. 
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Efficiency: 

Each year the incubator unites around 40-45 projects. For a year and a half, six start-

ups have been released, three of which already make a profit. Examples: student advertising 

agency milkshake, companies LemonTree (production of accessories for mobile devices) 

and BinConnect (development of cloud services, CRM-systems). 

Areas of activity: 

• Experimental evaluation and selection of promising student projects for placement 

in BI REU; 

• Providing the participants of the Business Incubator REU with complex consulting, 

organizational and information services necessary for the successful conduct of 

entrepreneurial activities; 

• Organization of continuous training and advanced training of Business Incubator 

participants in the field of theory and practice of business management; 

• Methodical support of the work of Business Incubator REU; 

• Resource support of the work of Business Incubator REU; 

• Assistance in the passage of students in industrial practices and internships, including 

abroad; 

• Attracting funding from various sources for the development of the infrastructure of 

the Business Incubator REU, as well as the implementation of joint projects of 

students, graduate students and teachers of the University. 

• Holding exhibitions, conferences and seminars in order to popularize the 

achievements of participants in the Business Incubator REU and to demonstrate the 

most successful projects; 

• Marketing and research activities, conducting surveys and examinations; 

• Introduction of innovative educational technologies that have been approved in the 

Business Incubator REU, in the educational process of the University. 

Ruslan Mammadov, who was interviewed, is the CEO of the Plekhanov Business 

Incubator from 2010. The incubator was created on the initiative of students and initially in 

2008 it was just a social project for the university so that students could more thoroughly 

approach the training and implement the acquired skills and knowledge in their business and 

was supported by the university's rector. At the moment, the management of the incubator 

consists of four people. The annual budget of the incubator is 2 million rubles a year. At the 
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moment there are 21 companies in the incubator. 1000 applications per year are received. 

60% of companies in six months go on self-sufficiency and develop and work fully on the 

market. Residents of this incubator should consist of 50% of the Plekhanov University. 

This incubator does not specialize in a particular industry. For this incubator, the 

technological novelty is not the main point, but the uniqueness of the market, namely, 

the unique innovative business model the most important thing. 

The Advisory Board is available in this incubator, which consists of 60 active consultant 

experts and partners who are connected to the residents of the incubator and assist them in 

any matters free of charge. Employees of the business incubator find their residents 

specialists who better understand the incubator's employees in one or another issue and this 

expert suggests. 

Main goal 

The main goal of the business incubator is to develop the entrepreneurial competence of 

students and entrepreneurs and to entice them into business. 

Efficiency 

The effectiveness of a business incubator is estimated in self-sufficiency and income 

generation. “But until the income is not what I would like to see. Points of profit are not 

always clear and in this activity”. Also, the efficiency is measured in terms of the quality of 

the produced projects. Sometimes guys from different incubators unite and do something 

together, some close economic competences, and others like technical competencies. Also, 

the effectiveness of the incubator is estimated in the fact that 60% of all incubator residents 

exit the incubator with a positive financial flow. 

Services 

"People who apply to our business incubator think that the most important thing they 

will receive is a free office, but in fact the most valuable thing is that we give the development 

of project according to our methodology, we give our consulting expert support with each 

individually that is in our opinion the most important, we also help in the PR of the project. 

We are also attracting investments, since we give expert evaluation and after our expertise 

our investment partners look at the project somewhat differently than if the start-up come to 

them from the side. Also we help in the receipt of the first order, since it is very important”. 
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About networking measures CEO did not mention until I asked about the existence of 

such events. To which the answer was received that 100 network events are held per year, 

but almost all events are done for everyone, but rarely only for residents of incubators.  

Services that are provided are not always used by all residents. Someone does not use 

offices, and only comes for consulting support, and someone on the contrary uses only the 

office and consulting only the first three weeks, since everything becomes clear. 

The need of business incubator 

When a question was asked to the CEO of the business incubator, why startups need 

your business incubator, the director replied that “We are working with ideas quite early, 

with projects of quite early development, when they still do not understand what the market 

is exactly who the client is, what for this client is valuable and how properly convey this to 

the client and how to calculate everything correctly. Therefore, we have a methodology that 

allows us to systematize business processes in 2-3 months, systematically approach to the 

project, to evaluate the market, so, the guys need our help for startup projects to adjust their 

system, to understand what they are doing and how they should do it and in general is there 

any potential in their business and what they expect." The methodology about which the 

director of the incubator spoke implies various methods that are actively used by American 

incubators, but adapted specifically for the Russian market. 

Start-up problems 

Startup owners come up with such problems that they can not attract investments 

independently and develop, but they can not attract investments and develop on the market 

without investments because they do not understand their client. "Startup companies come 

thinking that they will be helped to attract investment and otherwise they are all well, but in 

fact they come and we let them know that they do not understand their client, with the 

understanding of he market, do not fully understand what value they carry for their clients, 

do not correctly communicate it and think about technologies and marketing strategies not 

as effectively as it might be, and we help them to twist it and then they become more effective 

and are more likely to attract investments or o develop without investments.” 
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Return from the startups 

Initially, the business incubator did not take anything from start-up companies, then they 

began to conclude consulting contracts with projects that had reached self-sufficiency and 

could pay 5-7% of their income to pay for business incubator services, then they refused it 

for various bureaucratic reasons for the most part. Now this is the concept: "We do not 

take anything at the start, but if they successfully pass the 4-month incubation program, we 

see a certain potential in them, and they see the need to continue to cooperate with the 

business incubator at the end of the program, then they allocate from 5 to 15% of the share 

of their company and the business incubator comes into the share of the project. " The 

second model exists, that the incubator receives the commission from the involved money. 

General entrepreneurial climate in Russia 

When I asked about the general entrepreneurial climate in our country, Ruslan answered 

that the general business climate is good enough for small businesses to start own business. 

The climate is comfortable, the climate allows to find quite competent people for fairly small 

resources, hire them as employees. There is an opportunity to get an office for an inexpensive 

or conditionally free, open experts are available, you can not spend money on expensive 

consultants, since many consult as mentors for free. “In general, everything is fine, but 

rather weak entrepreneurial and financial literacy in the whole population, including the 

founders of projects. It just leads to the fact that they have a problem with financing, as they 

think, in fact, this problem is not worth it if you dig deeper and also the problem with the 

infrastructure as they think, in fact everything is just not how they drew themselves, in fact, 

everything exists but in a different form. There are difficulties with credit money, because 

they are stupidly expensive, but they are expensive given the refinancing rate.” 

But when the question was asked how to compare the business climate in Russia with 

Europe, the CEO of the business incubator said that the potential for growth in the 

development of start-ups and dynamics of small business development in Russia is slightly 

higher than in Europe, but not so high as in USA and Asia but higher than in Europe “since 

we have a higher rate of profitability”. 

Certain steps to create a business 

The general model of this business incubator "You can not go selling until you have 

formed a value proposition." But for each start-up there is an individual approach and is 
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worked through personal consultations. The ideology of this incubator is that an entrepreneur 

should know, respect and love his client, be a client oriented. 

Governmental support for business incubators and start-ups 

At the moment in Russia there are no programs to support business incubators and start-

ups. It was 2 years ago the program of supporting business incubators at universities and this 

business incubator took part in this program and received a small amount of funding and 

with this help issued 40 companies during the year. 

All startups should be supported by an incubator? 

"Depending on what is considered a start-up, if it's just an opening for example a food 

point, then the guys can do it themselves, if we talk about some unique business, it's much 

more effective to develop with a business incubator who missed through a lot of projects and 

understand where the wind blows in the market and with what mistakes it is better not to 

interfere." 

Graduates of Plekhanov Business Incubator 

Graduates of Plekhanov Business Incubator are about 20 companies that were ordinary 

start-ups and became full-fledged companies that generate revenue and exist without the 

help of a business incubator. 

4.2 Residents and Graduates of the Business Incubator 
Plekhanov 

The main motive for applying to a business incubator 

For all companies and start-ups that were interviewed, the main motive for entering the 

business incubator was to get an office or space where they can work and meet with 

colleagues. Also some of them stated that financial problem also played a role for CEO of 

one company said that “The most important thing in an incubator is that you "brew" among 

your own kind and are charged with their energy. Also, you believe more in your success, 

because others get / others also decided on a start-up. If you compare with the fact that you 

are sitting at home and trying to build a project (because there is no money for renting the 

office yet), and around friends and family who do not understand this and drag you to the 

bottom with their unprotected. Also important are the activities carried out by the incubator, 
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to which it was necessary to prepare / study your project / answer new questions for yourself 

and others”. 

The owner of Start-up noted: "I consider my most important in business incubator is a 

mutually beneficial communication and exchange of experience with other startups. In 

addition, our project has the opportunity to rent a free office in the center of Moscow”.  

The CEO of another company said that "Our interest was to sit all three together and 

work, for this we needed space like an office" 

"The support was tremendous, because we were given an office space when we passed 

the qualifying stage and won the competition, provided various consulting services, and the 

business incubator team also introduced us to our first client" 

An important service for us that are provided in the business incubator, the first is the 

office space, and the second is consulting services that help to understand the real market" 

"The key role of the business incubator for us is the provision of space, that is, the 

systematization of activities where the team focuses on the project." 

Some of respondents told me that they need people who believe in their ideas and start-

ups. And one of the companies said that "There was a difficult period, we did not have 

financing, we did not have an office, there were no clients, we had only an idea and we 

needed someone to help shape our idea and make it real". 

 All interned companies and startups stated that the atmosphere is an important factor 

in the business incubator and this incubator this incubator has a wonderful friendly 

atmosphere and all companies still maintain friendly relations with the director of the 

business incubator. “In addition to the formal meetings of the business incubator, informal 

evenings were held with games (from the mafia to poker). I do not know if this is appropriate 

in the context of this interview, but it was useful. The collective rallied and solved some tasks 

in parallel in the process of closer communication”. So, atmosphere plays an important role 

in business incubator. 

Atmosphere is an insanely important part in a business incubator for Russian 

entrepreneurs. One of the owners of start-up said that the main thing in business incubator 

for them is that somebody can motivate you in a way of that they believe in you. "There 

were people who were interested in our success and were ready to answer any questions and 
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were open to suggestions"- noted one of the owners of stat-up. Moreover, the relations with 

the staff of incubator are friendly and one of the owners of the start-up said that they can 

"Contact at any time and director of the incubator will answer immediately and help you, 

always help you find connections and right people" Also it was mentioned by the owner of 

the start-up "The main thing is that they believe in you, which is very important". 

Networking programs are/were not interesting to the majority of respondents, since 

they are/were more focused on work. Respondents said that networking activities are not 

often conducted and many did not even know what it was. So social activities and different 

meeting are not interesting for them. "Events are not for me, I'm not a fan of this, I'm an 

amateur to work and said one of the owners of the company. 

Furthermore, when the question was asked about which services were provided by 

business incubator, but not used by residents, majority of respondents claimed that some 

events or networking programs were provided but they didn’t visit such events. One CEO of 

the company said that "Master classes were but not so much, but at that time we were not 

interested" or "Different activities were not interesting to us though they were provided by 

business incubators" said one owner of start-up. 

Investments 

For some companies, Plekhanov business incubator has found investors who have 

invested in their projects, but not all. 

Problems  

One CEO of one start-up company said that they had a problem and for solving this 

problem, they resorted to illegal measures: “We had a problem with the establishment of a 

legal entity, namely with a legal address. Because It was not possible to rent an office and 

the business incubator did not provide "on paper" the official address, we had to buy the 

"left" address. Both expensive and ugly. Conclusion - if the incubator will provide a legal 

address for the startup, it will be great”. Problems that arise for entrepreneurs in Russia are 

resolved illegally. 

What is missed in business incubator? 

“It would be great if the incubator could provide services: legal, accounting and on 

the creation of the site." This will dramatically reduce the beginner's time costs. This is the 
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key point. After all, I remember for myself how long it took to solve small problems in areas 

where the newcomer. And money at the time of start was not ready to pay for it”. 

Importance of a business incubator 

All of the respondents believe that the business incubator plays an important role in 

the development of the company especially when it is just a startup at an early stage. "The 

business incubator has brought the benefit of our company for sure, since the team has the 

moment to focus that is very important" noted the CEO of one company. But about this, 

whether the business incubator has played a key role for some companies is unclear as they 

do not know what would happen if they did not go into the business incubator "Whether a 

key role in the team's success has been played, it's impossible to say" but others on the 

contrary state that “I do not even know what would have happened if we had not come in 

business incubator". 

"Do I have to go to the incubator? 100% it is necessary if you are a beginner since it will 

unfold the brains in the right direction but this is not the main condition for the success of 

the company" claimed the CEO of one big company. 

4.3 Business Incubator in Sweden- STING 

STING (Stockholm Innovation and Growth) is Swedish business incubator and 

accelerator which was founded in 2002 and which supported over 100 startups. STING at 

KTH is one of the most successful business incubators in the world and one of the few 

European incubators on the list ranked forth incubator in the world in 2013 (UBI Index, 

2013). According to the words of co-founder of researcher UBI Index, Dhruv Bhatli, STING 

is on the list of the most effective incubators that are successful in incubating at an "early 

stage". STING is contributing to the success of future technology companies in Sweden, 

helping them to develop and compete internationally and receiving export revenues to 

Stockholm. 
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Services: 

• Qualified coaching in business development; 

• business angel network; 

• venture capital fund; 

• recruitment service; 

• international network of investors; 

• business contacts and experts. 

Offerings: 

• Office space and co-working spaces (Kista�SUP46 (Stockholm City), THINGS 

(KTH Campus Valhallavägen); 

• PR / media relations support (The help of communications coaches for getting 

publicity); 

• Network (Worldwide network of investors, experts, potential customers and 

partners); 

• Business angels (40 private investors); 

• Propel (32k EUR invests in startups with the help of business angels); 

• Business coaches (The help of qualified business coaches for the development of 

startup); 

• Talent management (The help of coaches to build a winning team). 

Vision: 

The vision of STING is to be the best business incubator in the world in a way of 

involving the best and innovative start-ups, and also making a clear contribution to the 

successful creation and development of fast-growing companies of the future. 

Raman Ramalingam who was interviewed is the head of Recruitment (head of talent 

management) and working with tech recruitments for startups in STING. He tries to help 

and coach start-ups in STING which means to help start-ups to build teams and make them 

attractive workplaces. Raman also tries to connect universities, schools and talent pools with, 

and have them join, STING’s startup world. Raman also builds relationships with 

universities, schools and talent pools through different activities, workshops and other 
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collaborative events and invites them to join STING business incubator, the start-up world 

of STING.  

At the moment, the management of the incubator consists of 15 people. The annual 

budget of the incubator is about 2.4 million euro per year. 

At the moment there are 28 companies in STING incubator. 500 applications per year 

are received and all the companies who passes the qualifying round and gets into STING 

business incubator continue their business and work fully on the market.  

Main offerings: 

 

The need of business incubator 

“I consider that there are three main points why business incubator is important for 

start-ups: one is that when start-up in the business incubator is much easier to attract the 

other group of people like investors, media and etc. (Network), the second point is they can 

find the right people in 8 months what is much faster than they can make themselves, so all 

resources are provided by business incubator will quicken the time of start-up, the third 

point is business coaches, who are experts in different fields and will help start-ups in any 

question”. 

Main problem start-up faced 

Finding and apply a correct business model is the most popular problem among the start-

up companies, from the words of Raman. “How to connect product with customers and 

customers with money, just what is the need of the customer, how to scale that your company 

will increase, so it’s all about building the business model and scaling the business” said 

Raman on the interview. 
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Entrepreneurial climate in Sweden 

The entrepreneurial climate in Sweden, from the words of Raman are very good for start-

ups as government makes all the conditions for this. Extremely a lot of possibilities to start 

business in Sweden, in Stockholm is more than 2000 start-ups. “From the governmental 

bodies the legal system is so acclimating and so helpful, that it much easier to start-up 

business in Stockholm”. 

When the question was asked about the entrepreneurial climate with the comparison it 

to other European countries Raman noted that just by the brands of Sweden, Sweden is 

higher respected in start-ups area that others countries since a lot of start-ups like Skype, 

Spotify and other global companies were produced in Sweden. “Sweden is high innovative 

country, so it is a big advantage to start your business in Sweden”. 

Weaknesses in Swedish entrepreneurial climate were also mentioned by Raman. 

Weaknesses is in the structural sphere, which means for example when European students 

come to Sweden to build companies there are a lot of structural problems which are 

preventing international entrepreneurs to start a company in Sweden. “Some kind of legal 

structural problem for international people who wants to start their business, such as 

taxation, legal regulation or registration. So Swedish environment is not very friendly for 

international entrepreneurs” 

Main goal of business incubator STING 

Raman claimed that the Main goal of STING is “to make Sweden more entrepreneurial 

and help every start-up to realize their ideas into companies and build companies that will 

grow global”. So the main concept of this incubator is to turn start-ups into global 

international companies with big revenue. Moreover, Pär Hedberg who is the founder and 

CEO of STING noted that "through our model we can help startups to reach quickly 

international success". 

Evaluation of success 

The success of this incubator estimates in a way that 75% of all STING’s companies still 

exist after 15 years and for example only 10-20% of normal successful start-up companies 

outside of STING business incubator will exist more than 15 years. 

STING is the biggest Nordic business incubator and they do not compare it with others 
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as it is the best business incubator in Scandinavia and “in Europe STING can be compared 

with only with London BI or Berlin BI who has the equal market”. 

The main services 

“The most important services, of course the investors, that we have, so when it comes to 

start-ups, the investments have to be in different levels, so pull of investors and capital 

connections are the key services in STING” 

Return from the startups 

Share of the company is what STING Business Incubator has from the start-ups and in 

consequence share of large companies which make a huge profit. 

The most popular services for start-ups 

There is list of services that is attractive for start-ups in STING:  

• Business coaching, where the different coaches who are responsible for their fields 

advice stat-ups in different areas. 

• Office space for each industry is different, so start-ups from the same industry are in 

the same space 

• Coaching sessions, that means that STING has sales workshop, workshop for 

recruitment, workshop for PR and communications, workshop for business process 

living, workshop for budget and accounting, workshop for shareholder’s equipment, 

workshop for sum brazing.  

“So these workshops, I think the most popular among start-ups companies” said Raman. 

Investments from STING 

 STING invest in companies but the amount is not big that’s why they don’t consider 

it as the main point of investments. “We do investments in our start-ups but it is extremely 

small, it is 300 000 SEK. 

 Government support  

Generally, all the companies in Sweden can have support from the government, 

which means you can get the investments from the government. “STING is a public and 
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private funding business incubator which means that we get lot of funding for our operations 

from the Stockholm community and Sweden government, state, from public university KTH 

and European Union. We are supported by the EU and Stockholm state”. 

Tenants 

Tenants come from inflow channels: universities or students’ incubators who help 

realize students their ideas into the start-ups. “All the universities in Sweden has their own 

business incubator and we have strong connections with them” “We also have cd workshop 

where all people in Sweden who has an idea can come to our workshop and built their idea 

to the the first basic level of start-up”.  

STING has a team-oriented approach. “All people in STING are entrepreneurs, no 

matter if is it investor or coach, mentor or start-up owner” Everybody is a part of STING- 

entrepreneurial network. 

Events  

STING regularly arrange different events, both inside the incubator for giving 

startups entrepreneurs a deeper knowledge in different areas and also externally, with the 

help of linking startups with investors and other important people that can help them to 

develop their businesses. Moreover, STING has their own event calendar where start-ups 

can find all events. 

“To our start-ups, STING organize inspirational lunches with industry experts; 

breakfast seminars in financing, recruiting or tax matters, sales training and other 

workshops tailored after the startups’ needs. Once a year we organize STING Day, a key 

event which connect 65 of Stockholm’s most interesting startups with 150 investors from all 

over the world. Every autumn, STING Night is held, an event for exclusively invited investors 

and startups within a special area. Twice a year we arrange STING Demo Day when our 

companies leave the incubator. We also organize the matchmaking event Join a Startup 

(within both tech and business) which brings together handpicked companies with talents 

that are looking for work in a startup”.  

All startups should be supported by an incubator? 

“Every start-up needs support and support can come from community, from state, 

from university or from government, but I think Business Incubator is much more stable form 
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in which all resources are presented and put in one package where start-ups can quickly 

accelerate their growth, and start-ups need rapid growth and for it business incubator is the 

best choice” 

Graduates of STING 

STING has more than 135 graduate’s companies who actively works. “Since 2002, 

we have backed 181 startups. Seventy- two percent of these are active and developing and 

generated a combined revenue of 122 MEUR in 2015” (Annual Report 2015). 

4.4 Residents and Graduates of the Business Incubator 

The main motive to apply to the incubator 

All the interviewed start-ups of the companies that were and are in STING allotted 

different motives for joining Business Incubator, but the main one that all the companies 

allotted was the financial side. One of the start-up company noted that the main motive was 

to “Help with financing and know-how of start-up growth”.  Moreover, all companies agreed 

that STING can provide all resources that startup needs at early stages. One company 

claimed that “We did not apply, we got the question from STING during a pitch event in 

November. We found the STING offer relevant for our needs”. So start-ups in Sweden know 

that STING can help them in a short time to become a big company with a big profit. 

Investments 

All the companies get investments in STING. So, companies that graduated from 

STING received investments from Business Incubator fund and also from investors that 

STING has. 

Stage of the start-up when entered into the Business Incubator STING 

Most companies entered STING at early stage before the launching of the company. 

CEO of one company said that “We joined just before market launch of the MediCheck 

service and in pre-seed financial faze”. But I was surprised when I heard that one of the 

companies came to them when it was already launched and even profitable, as CEO said 

“We were fully launched and profitable”. So then I understand that the company wanted to 

become international and more known as STING has strong networking resources. 
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The most important offerings for start-up 

The most important offerings that STING has provided for start-up companies were 

coaching and strong network of STING. One CEO of the company said that “The 

Coaching and STING’s network” is the most important for them. Another one claimed also 

that “Coaching and increase the number of contacts” are the most important things for 

almost all start-up companies. So, the vast availability of various contacts can be found in 

the STING, that also plays a crucial role for start-ups. 

CEO of another company highlighted that financing was also the key point for their 

startup company, he said that “Support with Recruitment and Financing” are the main 

offerings for them. Moreover, external financing was also mentioned by one of the 

companies “Preparing us for external financing. Knowledge and know-how”. 

One CEO claimed that “It is important to get a little bit of everything. Starting up 

your business you need help with almost everything from legal, sales, marketing, 

recruitment, financials and many other things. It saves time to know who to ask for help”. 

So, saving time is another main point for start-up companies in Sweden. 

Another not less important point that was mentioned by one company was 

“Confidence that we have an amazing product and team”. So, faith in start-up companies 

and their ideas also plays a key role. 

The importance of Business Incubator STING 

Statements that were made by companies when they were asked how important is 

business incubator for start-ups success were great. All of the companies were grateful to 

the business incubator STING and claimed that it was the best choice for their company. 

• “Crucial, without them we would not have been able to successfully close our seed 

round”.  

• “One of the best decisions was to join STING.  

• “It is gold what we got from STING” 

• “We would never have come this far for such a short period of time” 
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5. Analysis  
 
This section provides a comparative analysis of business incubators, goals and offers of 

business incubators, and the needs of start-ups and interaction between STING and 

Plekhanov business incubators in two different business environments. 

 

5.1 Comparative analysis  

Table 5. Summary of Russian and Swedish Business Incubators 

Business Incubators/ 

Services 

Russian Business Incubator 

Plekhanov (since 2010) 

Swedish Business Incubator 

STING (since 2002) 

Program duration 4-6 months 6-18 months 

Admission 20-23 start-ups per year  12-15 start-ups per year 

Industries All but preferably: 

- IT 

- New materials 

- Devices and equipment \ 

robotics 

- Wearable electronics\ gadgets 

- Smart home systems 

- Internet/media 

- ICT 

- Health 

- Sustainability 

The annual budget 85 000 EUR 2.4 MLN EUR 

The entrance and 

services in BI 

free free 

Investments from BI No own investments 31 000 EUR 

Government support No Yes 

Tenants 50% students + 50% outside All people in Sweden who 

has idea 

Events and activities Rarely in BI, but university has A wide variety 

Graduates (actively 

work)  
20 companies More than 135 companies 
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Support in finding 

financing and 

investors 

Can help with investors Access to STING Business 

Angels; Access to STING’s 

international network of 

investors. 

Office space Free Free 

Methodology Individual method for Russian 

market; 

"You can not go selling until you 

have formed a value proposition." 

“Lean Startup”   

“Lean Canvas” 

“A milestone plan which is 

continuously adjusted 

during the program” 

Partners No partners, but a variety of 

experts 

STING- member of the 

GAN (Global Accelerator 

Network), a community of 

the world’s most respected 

accelerators that provide 

startups with the resource to 

create and grow businesses. 

Source: Prepared by the author, based on theoretical framework and empirical findings. 

From the table above we can see the differences of two business incubators in 

different countries with different level of economy. After interviewing two different business 

incubators from two different countries with different business environments, we can say 

that Russian business incubator differs from Swedish. And we can see from the table above 

that the main difference between these incubators is that the Swedish BI has support from 

the state, and the Russian does not have. That’s why Russian BI can’t afford as much as 

Swedish one. 
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5.2 Problems of business environment development 

Table 6. Problems of business environment development 

Plekhanov Business 

Incubator 

• Bureaucratic problems; 

• Illegal actions; 

• Weak entrepreneurial and financial literacy in the 

whole population; 

• High rate for credit. 

STING Business 

Incubator 
• Not very friendly for international entrepreneurs. 

Source: Prepared by the author. 

In Russia there are some problems that hinders the development of this environment. 

One of them is connected with corruption and illegal activities. As was noted by the director 

of the incubator in Russia, the bureaucratic problems that arose in the Plekhanov business 

incubator were associated with money operations. Another problem was noted by the CEO 

of one start-up company, that Business Incubator in Moscow did not help them with the 

problems that arose and they had to resort to illegal actions, namely, registering the company 

illegally. This is also a big problem that hinders the development of entrepreneurial activity 

in general in Russia. Another problem that was noted by the Plekhanov business incubator 

director is that weak entrepreneurial and financial literacy in the whole population. For 

example, start-up companies in Russian BI do not understand their client, that’s why they 

can not attract investments. Also, in Russia a big problem for entrepreneurs and people in 

general with credit money, as the the the interest rate is very high and unprofitable to take 

out a loan and for future entrepreneurs and young companies there are no privileges. So, in 

Russia there are a lot of problems that hamper the development and growth of 

entrepreneurial activity and therefore the business environment in Russia is weak because 

of the problems that were listed above. 

 As for Sweden, only one problem was mentioned that Swedish environment is not 

very friendly for international entrepreneurs, that’s way international start-ups have 

problems with starting a business in Sweden. 



 52 

5.3 Goals of business incubators 

To answer the first research question I made a table where you can see the main goals 

of two Business Incubators in two different countries and business environments (Table 7). 

After making the interview in Russia and Sweden we can see the differences in the goals, 

though one same goal that they have is to help start-up implement their idea into real business 

or company. 

Table 7. Main goals of business incubators 

Plekhanov Business 

Incubator 

• Develop the entrepreneurial competence; 

• Support start-up entrepreneurs; 

• Implement start-ups into business. 

STING Business 

Incubator 

• Realize start-up ideas into companies; 

• Make start-ups global companies. 

Source: Prepared by the author, based on empirical findings. 

Goals of Swedish business incubator STING are much broader than that of the 

Russian business incubator Plekhanov (Table 7), although both of that incubators are one of 

the best with its country and they are both situated in the capital of these two countries. At 

that moment as the Russian business incubator's goal is just to develop entrepreneurial 

competence, the goal of the Swedish business incubator is to bring the company to the global 

market. So we can see Russian weak development of business environment even on the basis 

of the set goals of business incubators. While in Russia BI is trying to attract entrepreneurs 

for business, Sweden is already trying to make these startups into international companies. 

According to the Aernoudt (2004, p.128) the main goal of all business incubators is 

“to produce successful firms that will leave the incubator financially viable and free-standing 

within a reasonable delay”. So, as to Aernoudt (2004) Russian business incubator and 

Swedish business incubator adhere to the same purpose as the CEO of Plekhanov BI and 

STING BI said that they create from start-ups full-fledged companies that are already 

developing themselves and have a profit. Both business incubators have the goals which are 

provided by Allen and McLuskey (1990) and Cassim (2001) who assume that the creation 

of enterprises and stimulating growth, job creation, economic development, innovation and 
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commercialization of technology are the primary goals of business incubators. The 

uniqueness of the market, the unique innovative business model is the most important thing 

for Business Incubator in Russia but the technological novelty is not the main point. At the 

same time the innovativeness is the main point in Business Incubator in Sweden. 

5.4 Needs of start-up companies  

Needs of start-ups in two different business environments are almost the same (Table 

8). When start-up companies were interviewed in Russia they mentioned that ‘providing 

office space’ in business incubator is the most important service for them, as they can sit 

together and focus in the work. However, the director of business incubator claimed that the 

key service that BI give to the tenants is consulting expert support, though start-ups who 

apply to business incubator think that the most important thing they will receive is a free 

office. Also atmosphere in business incubator is important factor for Russian start-ups, when 

they feel like at home. 

For Swedish start-ups the main need is to find investors, and financing part is the 

most important for them, also business coaching is also important part that plays a key role 

in the growth and developing. 

The same needs of Russian and Swedish startup companies consist in the fact that 

start-ups need people who believe in their idea and in their startup thereby motivating them. 

Namely business incubators give a huge motivation for start-up companies and it was 

missed in the theory part, so it is interesting factor that start-ups consider business incubator 

as a motivation tool. 

According to Weele et al. (2017) who lists the most important needs that are 

necessary for startup’s surviving, developing and growing are Physical capital, Financial 

capital, Knowledge, Social capital and Legitimacy. These resources are presented in the 

Table 8 and this table shows the needs of start-ups in two different countries that were 

analyzed after conducting interviews. 
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Table 8.  Needs of start-ups in different countries 

Start-ups 
needs/BI 

Plekhanov start-ups STING’s start-ups 

Physical capital ü “…to rent a free office in the 
center of Moscow”; "Our 
interest was to sit all three 
together and work, for this we 
needed space like an office" 

ü Were not mentioned, but they 
need office space for working 

Financial capital ü  “Financing plays a significant 
role”; “…to find investments is 
the main point” 

ü “Help with financing and know-
how of start-up growth”; 
“Preparing us for external 
financing” 

Knowledge  ü “…consulting services that 
help to understand the real 
market" 

ü “The Coaching and STING’s 
network is the most important” 

Social capital  - “Master classes were but not 
so much, but at that time we 
were not interested" or 
"Different activities were not 
interesting to us” 

ü “…increase the number of 
contacts”; “STING’s network 
played a key role for us” 

Legitimacy  ü “It would be great if the 
incubator could provide 
services: legal, accounting…” 

ü “Starting up your business you 
need help with almost 
everything from legal, sales…” 

Source: Prepared by the author, based on theoretical framework and empirical findings. 

So we can see from the table above that the needs of two business incubators are the 

same and is fully consistent with the theory of Weele et al. (2017). According to Bruton et 

al., (2010) obtaining legitimacy is important factor for attracting resources, such as social 

and financial capital. But social capital is not interesting for Russian start-ups because 

Plekhanov BI doesn’t provide such events as external events where start-ups can find 

investors and another necessary people for rapid growth and development of start-up. 

Concerning internal events, such events are not interesting for start-ups as they see nothing 

useful in it. So, Russian start-ups do not understand the importance of Social capital, as 

Plekhanov business incubator does not provide them with such events where they can find 

potential people who can help them.  
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5.5 Interaction between start-ups and business incubators in two 
different countries 

To see the interaction between business incubators and start-ups in two different 

business environments, the main offerings should be considered. Table 9 presents the main 

services of each business incubator. 

Table 9. Main offerings of Business Incubators  

Offerings/BI Plekhanov  STING  

Business 
coaching 

“Consulting expert support” (CEO) • Weekly coaching sessions 
• Training sessions 
• Breakfast seminars 

Pull of investors 
and capital 
connections 

Assistance in finding investors • Business Angels 
• Propel Capital 
• STING Capital 
• International network of investors. 

 

“Start-ups STING jointly received 2.5 billion 
Swedish kronor from business angels and 
venture companies” (annual report, 2014). 

Coaching 
sessions - 
different 
workshops 

Personal meetings • Business model canvas and Product 
market fit 

• Sales training 
• Budget and administration 
• Financing 
• Pitch training 
• IPR 
• Recruitment and talent management 
• Marketing and Communication 

Office space + In the university + For six months 

Expert support A wide range of experts from 
different industries 

A member of the GAN, a community for the 
best BIs and accelerators that provide 
resources for startups to create and grow 
businesses. 

Events University events 

Internal events 

A lot of different events, internally for giving 
entrepreneurs a deeper knowledge in different 
areas; externally for connecting startups with 
investors and other important people that can 
help them grow their businesses. 
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Help with 
obtaining 
legitimacy 

- • Advokatbyrån Delphi 
• EdmarLaw 
• Delphi 

Partners - • Stockholm County Council 
• KTH 
• Vinnova 
• SEB 
• Delphi 
• Brann 
• PwC 
• Swedbank 
• EdmarLAW 

Source: Prepared by the author, based on theoretical framework and empirical findings. 

So, from the table above we can see offerings that two business incubators provide and 

clearly shows how they differ. 

• So, we can see that both of them provide business coaching in their own interpretation. 

Plekhanov has personal coaching sessions, while STING has a variety of different 

workshops which are presented in the table.  

• As regards the financial side both of them provide investors but Plekhanov BI only 

offers help to find investors on internal level, while BI STING provide international 

network of investors, moreover STING has business angels and STING’s Capital.  

According to Bøllingtoft and Ulhøi (2005, p. 25) business incubators help start-ups 

with financing, “either by investing in the ventures themselves or by arranging contact 

to investors”.  

• Both of them provide office space, but STING has limit time that start-up can use it 

for free, only 6 moths. Both of them provide expert support, but STING has support 

from experts of leading international companies as STING is a member of the GAN. 

• Events are holding in two business incubators but in Russian BI events are general, 

that means that they are for all students where entrepreneurs come and tell students 

about their business path and so on, and internal events are also provided by the 

incubator but not so much. At the same time STING has internal and external events. 

Internal events are good for giving entrepreneurs a deeper knowledge in different 

areas but external events are also necessary as these events connect star-ups with 

potential investors and other important people who can help them in rapid growth and 
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development of start-up companies.  

• Business incubators “help the entrepreneur obtain legitimacy, as a well-known 

incubator enhances the tenant’s visibility and credibility” Bøllingtoft and Ulhøi 

(2005). STING help with obtaining legitimacy through providing law companies for 

start-ups who gives legal advice. Concerning Russian BI, legal advices are not 

provided in Plekhanov business incubator. Moreover, CEO of company C said that 

they had a problem “We had a problem with the establishment of a legal entity, namely 

with a legal address” and that’s why they acted illegally.  Scholars suggest and their 

study prove that legitimacy which connected with lack of institutional support and 

contact to external resources “such as financing, employees, supplies, customer 

demand and government approvals” can be the main threat of all possible threats 

(Zhang and White 2016; Singh et al. 1986; Baum and Oliver 1991). 

After the objectives and offers of two business incubators (Plekhanov- Russia; STING- 

Sweden) and the needs of start-ups of two countries were thoroughly disassembled, we can 

see the interaction of business incubators and start-up companies (Table 10). 

Table 10. Interaction of business incubators and start-up companies 
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Source: Prepared by the author, based on theoretical framework and empirical findings. 

From this table above (Table 10) we can see that needs of start-up’s in Sweden and 

Russia are the same, only social capital for Russian start-ups is not in high demand, but the 

problem is that Russian business incubator provide these events without necessary people, 

that can be helpful for start-up growth. Offers that provide two business incubators are 

different though recourses that they provide are the same, besides obtaining legitimacy in 

Russia is missed which is important recourse for start-ups. So, interaction between start-ups 

and business incubators in Russia and Sweden are different as STING provide a wide range 

of offers, and in Russia a range of offers is weak. 

5.6 Analysis conclusion 

So, after all interviews conducted and analyzed the goals, offerings, services of 

Business Incubators and needs of start-ups we can say that the needs of start-up companies 

in two countries are the same, except for Russian start-ups in the need of social capital, as 

Russian start-ups do not understand the value of this resource, as business incubator does 

not provide it for them. But in general the needs of Russian start-up companies and Swedish 

are the same. 
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Figure 4. Comparative analysis of Russia and Sweden 

 

 

 

  

Source: Prepared by the author, based on theoretical framework and empirical findings. 

Goals of two business incubators also differs, though they have one similar goal that 

is implement start-ups into business. The main goal in Plekhanov business incubator is to 

develop the entrepreneurial competence. Meanwhile in Swedish BI STING goal is more 

extensive, they want to make global international companies from start-ups. 

Offers that are provided by Business Incubators Plekhanov and STING are different 

and after analyzing two incubators you can see how services of Plekhanov business 

incubator are weak. Meanwhile Swedish Business Incubator STING has a huge range of 

resources and these resources are represented more extensively than in Russian BI. STING 

has a serious approach to each resource that it provides and every resource that is provided 

by STING is well thought out. So, offers that Russian Plekhanov Business Incubator provide 

is weak since Plekhanov BI does not have support from government and many other 

problems that were discussed. So after making a comparative analysis of two business 

incubators, we can see and conclude that business environment in Russia is weak. 

Russia has another environment than Sweden. The style of entrepreneurship is quite 

different in this two countries. Russia that suffers after post soviet period has another 

business environment rather then in Europe. After 2000 Russia began to achieve 

macroeconomic stability when Putin became a new president. Today Russia has a private 

sector, but juridical regulations are enforced in selective manner, and the consequence of 

this is the lack of companies’ stability (Aidis and Adachi 2007; Aidis et al., 2008). Moreover, 

limitations of Soviet system have led to corruptive environment in Russia (Gel’man, 2004). 

Still today the business environment of Russia has negative issues as corruption. Scholars 

(Gerry and Nivorozhkin, 2008; Buccellato and Mickiewicz, 2008) claim that in Russia exist 
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the lack of general property rights which lead to wrong revenue sharing, so Russia is suffered 

from the highest social differences.  

The development of entrepreneurship was a new phenomenon for Russia the same as for 

the economies which move out from Soviet system. The new regulation of business support 

were created in 1995 but it was not effective as 80 percent of this law were never used 

(OECD 2000). Only in 2007 the law on SME development appeared in Russia which include 

support measures for companies, and business incubator creation were mentioned in this 

law.  

Tovstiga et al. (2004) claim that the business environment in Russia is weak. Moreover, 

even those young entrepreneurs who are trying to start their own business constantly lacks 

the basic business skills that are necessary for the development of a successful business 

(Mickiewicz et al, 2007). So young entrepreneurs in Russia face with weak business 

environment which is described by weak supremacy of law and high level of corruption and 

fail of formal structures (Mickiewicz et al, 2007). 

Chadee and Roxas (2013) claim that the key critical elements of Russian environment 

are “regulatory quality, rule of law and corruption” as these three elements describe and 

characterize Russian business environment. Poor system of regulations negatively effects on 

business start-ups, growth and survival of business (Aidis et al., 2008; Puffer et al., 2009) 

Concluding, we can see that the business environment of Eastern Europe (Russia) is 

quite different from Western Europe at whole, and of course from Sweden as well.  

6. Conclusion and Discussion 
 
This section provides the overview of results that were obtained and what was found. 

Practical implications, limitations and recommendations for future research are also 

presented in this chapter. 

Startups companies play an important role for the development of the economy and 

business environment of any country. The support of such startup companies is necessary 

for the growth and development of companies and one of the ways to support it, is a business 

incubator that can help in a short period of time make a full company out of a startup. Two 

different business incubators and start-ups were analyzed in this thesis in two completely 

different business environments to find out the goals of business incubators, needs of start-
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ups, offers of and interaction between them. Analysis were made from the data that were 

collected in my case studies through interviewing business incubators and their tenants. We 

found out that Russia faces with problems that’s why the business environment is so weak 

in Russia while in Sweden only one problem exists for young entrepreneurs. 

One of the biggest and most serious problems in Russia that were detected are such 

problems as the lack of state support for start-ups, bureaucratic problems and illegal actions 

that play an important role for the development and growth of business environment. As for 

Sweden, were founded that one problem that may arise concerns international students or 

future entrepreneurs from other countries who are hard at starting their own business, since 

the business environment for international entrepreneurs is not very friendly. 

Goals of business incubators in two different business environments are not the same 

though one goal that both business incubators have, is to make a full company out of the 

start-up. While in Russia the main goal of the business incubator is to develop 

entrepreneurial competence and support future entrepreneurs, the main goal of business 

incubator in Sweden is to turn startups into global international companies. That’s why the 

offers that both of them provide are different, although the needs of start-ups are the same, 

only Russian start-ups underestimate the importance of all events that are provided in 

Plekhanov Business Incubator. But this also has an explanation, they do not need this as they 

are not provided for a lot of new contacts, so their network resource is not strong as in 

Sweden. It should also be noted that it was found that in Russia and Sweden one of main 

need for a startup is to support and believe in their idea, so the business incubator plays a 

role as a motivation tool for start-ups. That’s why all start-up companies who was conducted 

noted that atmosphere in business incubator is important factor for them. So it can be a 

contribution to theoretical part, as it was not found in the theory. 

6.1 Practical Implications  

 Empirical findings can be useful for future entrepreneurs who has start-ups and wants 

to start their own business. Start-up companies can see the difference in two business 

environments. A set of goals, offers that are highlighted in analysis can help future 

entrepreneurs to understand which offers provide each business incubator and what goals 

each BI pursue in different business environments and countries. On the other side these 

practical implications can be useful for business incubators to see which needs are most 

important for start-up companies in two different business environments. Moreover, this 
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thesis will be sent to business incubators and that information can be useful for them, 

especially for Russian business incubator Plekhanov, where they can see how offers of 

Swedish business incubator are extensive. 

6.2 Limitations and recommendations for future research  

 Although the purpose of this thesis has been achieved, and the obtained results can 

be used in practice, it should be noted that the study has some limitations that need to be 

taken into account, but which also provide directions for future research opportunities. 

First limitation is that only two business incubators were taken for analysis purposes 

in two different business environments, and this can give a fuzzy picture. Therefore, future 

research can analyze several business incubators in one country and another country for a 

clearer picture. 

Also, for deeper analysis cultural differences can be taken into account and can be 

analyzed between two countries in further research. 

Another limitation of this work is that only Russia and Sweden were taken into 

account, which also limits the study. For future research, other countries can be taken into 

account, so business incubators and start-ups can be analyzed among different countries. 
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