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Abstract 
Purpose - This paper aims to analyze different groups, such as venture capitalists’, banks’, 
governmental support agencies’ and incubator managers’ attitudes toward business plans.  

Approach – The interviews have been conducted within the following institutions: 
Jönköping Business Development (JBD, Handelsbanken and Swedbank, Jönköping, ALMI 
and NyföretagarCentrum (Government Support Agencies (GSAs) and Business Incubator 
Science Park Jönköping (BISPJ). The author has chosen to conduct the study within this 
the previous mentioned institutions because those are the ones who mostly demand a for-
mal written BP from firms or potential businesses.  

Findings – it was found that all the institutions interviewed thinks that a formal written 
business plan is very important for the entrepreneurs to clarify goals and raise funds. They 
don’t see any direct negative sides with a business plan.  It was also found that the majority 
were of the opinion that a business plan does not need to be long. The funding decision is 
mostly based on the personal characteristics of the entrepreneur; it can be very hard for 
start-ups manager to convince the funds providers that they are the right people. The type 
of resources provided to the venture determines the need of follow-ups. It is done mainly 
based on the financial aspects while those who provide advice or assistance tend to not en-
gage in follow-ups. 

Limitations - the study was conducted in the period when the many of the potential 
people to be interviewed were on holiday. The language was sometimes a limitation since 
English is not the first language neither for the interviewer nor the interviewees. 

Key words – business plan, venture capitalists, commercial banks, government support 
agencies and business incubators.  
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1 Introduction 
This chapter discusses the background of the business plan, the problem discusssion in attempt to  introduc-
ing the reader to the topic. This section  regards as well the relevance of the chosed topic and ends up with the 
purpose of the research.  

 

1.1 Background 
In today’s business environment there are two expressions which are mainly used, entre-
preneurship and business plan (BP). This paper will be discussing the BP. Therefore it is 
relevant to answer the question: what does PB mean? And this answer will be given in the 
problem discussion. 

According to www.virbusgame.eu, Peter Drucker is regarded as the father of the modern 
management and responsible for the exhaustive use and expansion of the BP within the 
field of business management. In the recent years thousands and thousands of universities 
all over the world are administrating educational programs within these areas and the ten-
dency is an increasing number of institutions giving such courses in the future. The BP is 
also the primary and the most important requirement for those who want to start business 
or be entrepreneurs (Barringer, 2009). 

The BP is a terminology that originated during the Second World War period. The expres-
sion of BP derived from the long term planning strategies which in that period was mainly 
used by big firms (Karlsson, 2005). In that period the document of BP was highly confi-
dential and with limited audience. It was then, during the 80s, that the first articles discuss-
ing issues behind BP emerged. From that decade the BP were mainly used when talking 
about new or small companies (Karlsson, 2005). This may be the reason that very often 
when the expression of BP is mentioned the first image that crosses peoples mind is start-
up businesses, which is not true since all types of firms are supposed to have a formal writ-
ten BP (Barringer, 2009).  

Nowadays the primary and the most important requirement for those who want to start a 
new or expand an existing business is to develop a BP. In these days, it is also the basic re-
quirement for firms wanting to raise finances to produce such document. However much 
of the books discussing on how to write a BP fail in emphasize that different resources 
providers look at the BP from different perspectives (Monson and Mathew, 2004). Partly 
because the document of BP is elaborated with different purposes and the fact of various 
actors dealing with it can require different formats and structure. For example, the Swedish 
government encouraged the entrepreneurs and business people in general to produce BPs 
following the rules, regulations and formats or templates from e.g. ALMI and Nyföretagar-
centrum (Karlsson, 2005).    
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1.2 Problem Discussion 
Despite the increasing interest in the BP and many studies taking place within this field, the 
question “to write or not to write a BP” is still diverging opinions (Karlsson, 2005 and 
Karlsson and Benson, 2009). Before carrying on, it is useful to clarify the concept of BP. 
There are many definitions of BP but they all have the same the essential elements. Barrin-
ger describe it as a “written document that carefully explains every internal and external as-
pects of a new venture” (Barringer, 2009, p. 1) while Ford, Bornstein and Pruitt (2007, p. 8) 
define it as “document designed to map out the course of a company over specific period 
of time”. It is argued that the BP is a dual purpose document. It is dual because it is used 
inside and outside the firms. On the internal side of a firm the BP serves as the guide line 
in the execution of the firm´s strategies and plans. On the external side of a firm, the BP 
acts as a communication tool between the firm and the potential investors and other stake-
holders (Barringer, 2009).  

This topic of BP is divergent because despite a lot of researches that have been conducted 
within this field, the efficiency of the BP still hasn’t been proved empirically. The word ef-
ficiency in this particular circumstance means that it has not been proved that the BP will 
help a new venture in succeeding. On the other hand, it has been proven that there is no 
relationship between BP and performance. The formal composition of a BP has its relev-
ance within the institutions providing financial support (Karlsson, 2005, Karlsson et al., 
2009 and Wickham, 2006).  

The time that is needed to produce a formal written BP, many business people or entre-
preneurs defend that would be better spent on pushing the new venture forward instead of 
writing a plan that no one will read (Wickham 2006 and Allen 2006). This might be true if 
we take into consideration that the venture capitalist or the firms that provide finance to 
businesses receive piles and piles of BP and have no time to read them all. Furthermore, it 
is a fact that if you want your BP to be noticed by investors, the chance is greater if you get 
a personal introduction, instead of approaching them on your own (Barringer and Gree-
sock, 2008). Based on the above statement the author perceive that it is not about having a 
good or a bad BP for it to succeed, but about knowing the right people. The author also 
believes that many times when a venture capitalist or bank manager receives a BP from a 
stranger, he /she will not find time to read the papers just because he/she might have a po-
tentially good BP. Moreover, the author’s personal experience affirms that the higher bu-
reaucracy that normally characterize these institutions inhibits people to get in touch with 
the individuals who make the important decisions. In order to get in touch with such indi-
viduals one have to identify himself and clearly say who he wants to meet.. Like the content 
of the Mozambican proverb “you get to know the important people easy if you are impor-
tant”. The author brought here the proverb to emphasize the importance of network raised 
by Barringer. It demonstrate that it is not that easy and simple to create a network as some 
people may perceive, especially for start-ups. It requires that one should already have cer-
tain contacts within the area of interest. This can discourage the emergence of new busi-
ness people since they may not have such contacts. 

 The BP became a way for the investors for example to merely avoid saying we do not pro-
vide funds and instead use the BP to complicate and test commitment. Even in the situa-
tions where it is being used its benefits are more in the process than in the outcomes (Kir-
by, 2003 and Bolman & Deal, 2008). 

The other divergence within the field of BP is concerning the importance that the financ-
ing/funding institutions place on the management team in comparison to the proper busi-
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ness idea and the potentialities of the market. This is supported by the popular thinking 
that “you can have a good idea and poor management and loose every time” or “you can 
have a poor idea and good management and win every time” (Kaplan, Sensoy & Strom-
berg, 2009, pg 76). This might not be true since a poor management team can easily be 
changed while a poor or ineffective idea may be difficult to change. Although, these writers 
do not ignore the importance of the good management team (Kaplan et al., 2009).  
 
Despite the importance placed on the topic, still in practice, many people start a new busi-
ness without any formal BP (Barringer, 2009; Barringer et al, 2008 and Mazzarol, Reboud 
& Soutar, 2009). For example Kaplan et al (2009) question the persistency in using the BP 
especially when it “frequently disappoints”. Chambers (2008) also discusses on the useless-
ness of the plans but at the same time claiming that it is indispensable. For instance Wick-
ham (2006) says that BP apart from the time and the energy it demands, it ties the entre-
preneurs and the business staff closer together. It should be seen as a kind of investment in 
the venture. 

As can be noticed there are many divergences. These divergences are the heart of author’s 
motivation to conduct this study. The author believes in the relevance of this investigation 
and its outcomes. It will increase the interest for the topic of BP among students, potential 
and future writers of BP, individuals and public in general, by enable the understanding of 
the attitudes of the institutions demanding a written BP. 

1.3 Purpose 
The purpose of this paper is to analyze different groups, such as venture capitalists’, banks’, 
governmental support agencies’ and incubator managers’ attitudes toward business plans. 
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2 Theoretical Framework 
In this chapter the author presents different theories that will later on be used in analyzing the data. Among 
these theories are the functions of the BP, sources of venture finance and the driving forces as well as the is-
sues that groups interested in the BP (Venture Capitalists, Banks, Government Support Agencies and 
Business Incubators) look at during the decision making process.  

 

There are several forms and ways of writing a BP. According to Wichham (2006), Kirby 
(2003), Allen (2009) and (Berringer, 2009) there are no fixed rules about what the BP 
should include since it depends on the objective of its elaboration and the need of the ven-
ture to which it is for. BP is a document that serves two groups of people. Within the 
company the BP is a useful tool for the firm’s employees as it works as a guide. It clarifies 
the company`s vision and the future desired stage but also direct the employees toward the 
actions to undertake in order to accomplish these goals.  
 
Externally, the BP is used by investors and other external stakeholders. The external stake-
holder’s category includes investors, potential business buyers or partners, potential cus-
tomers, government and potential workers. Because each of the mentioned stakeholders 
has its own interest in the business, BP should be produced taking into account all of these 
stakeholders. For example investors may be interested in seeing the potentiality of the 
business in terms of return of the capital and how the risk will be minimized. This thesis 
will be looking at the BP in the perspective of its external users. 

Formal written BP is much recommended for a start-up business as it ties the employees 
together, which is crucial for a new firm because it can help decrease uncertainty. Depend-
ing on the level of the firm’s development and the purpose for which the BP is elaborated, 
the format but also its users may vary. For instance a BP for a start-up business wanting to 
raise funds may somewhat differ from that of a business in expansion or from one de-
signed to establish the feasibility of a venture. On the other hand, a BP can be produced 
merely to persuade a potential buyer. These different purposes ensure that each actor have 
their own focus or issue to which they put more attention to. For example start-up firms 
may/cannot give importance to company history or past successes (Berringer, 2009 and 
Kirby, 2003).   
 
According to Kirby (2003) a BP is a useful and important document as it helps in increas-
ing the understanding of a business by setting out clear paths through which commercial 
long term viabilities can be ensured. The BP per se does not only entail advantages. Like 
any other issue, it has “another side of the coin”. Among the possibly negative aspects of 
the BP, three can be highlighted such as: 

The quality of the analysis within the BP may not be good enough in order to assure that 
the entrepreneurs or the proposer claims are viable. Usually, the producers of the BP do 
not consider the weakness in their business, instead they tend to make it look more positive 
then it is in the reality. The over-estimated demand projections often noticed in BPs are ex-
ample of this. The issue is that the BP is only being used as a mean of acquiring funds. The 
outcome of this kind of procedure is that after the funds are acquired no one makes use of 
the BP again. In most of the times the BP is used as an instrument of control and restric-
tion, therefore many times business opportunities are missed and venture loss the ability 
and chance in accompaniment of the changes in the business market (Kirby 2003).  
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2.1 Business Plan Structure 
All BP have some sections or chapters that are considered the most important but their 
disposition can vary. The conventional format of the BP is one that includes the following: 
executive summary, company description, industry/market analysis, management team and 
company structure, operation plan, product or service design, development plan and finan-
cial projections. The final chapter of the BP is the appendix, it includes the feasibility analy-
sis and customers reaction to the product or service, the research that have been underta-
ken in order to support the industry analysis and finally the resume of the management 
team experience and skills (Allen, 2009 and Berninger, 2009). While Kirby (2003) talks 
about the normal format BP. He discusses the same issues but gives them different names 
as well as organizes them in another way. For instance Kirby does not mention appendix as 
a chapter in the BP, therefore it is not represented in the structure.  

In order to make the BP more comprehensible and attractive in the eyes of its main users, 
specially the fund provider institutes, it is recommended to start the compilation of the BP 
with a cover page and a table of contents (Allen, 2009 and Berninger, 2009). The following 
are two examples of BP structures: 

 
BP Chapters 

Executive summary 
Company description 

Industry/market analysis 
Marketing plan 
Management team and company structure 
Operation plan 

Product or service design and development 
plan 
Financial projections 
Appendix 

Figure 1:  “Entrepreneurship and Business Planning” ( Berninger., 2009, p. 84) Figure 2: “Entrepreneurship”  (Kirby, 2003, p. 237) 

 

2.2 Functions of the Business Plan 
The formal writing BP will be dependent on the type of business and the purpose for it 
(Ford et al, 2007). Kirby (2003) and Ford et al (2007) identified the following three func-
tions of the BP: to determine the establishment and the viability of the future business, to 
help the entrepreneurs to determine or evaluate the accomplishment of the business goals 
and finally the raising of financial resources. The first two functions are concerned as its in-
ternal functions while the third is regarded as its external function. 

 

 

 

BP Chapters 
Executive summary 
Description of the business 

Key personal and their roles 
The market and market plan 

Operation and production plan 

Human resource plan 
Capital resource plan 
Financial plan 
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2.2.1 Determine the Viability of the Future Busines s 

A BP is a document that contains information that is used by the firm to refine its vision 
and generate the company’s mission statement upon which the firm will be based on and 
directed by. The BP is a kind of guide that the firm uses as a checklist that ensures the di-
rection for the venture in terms of its achievability and its capacity of reward. It is synthesis 
because of its ability to turn the vision into a strategy and in turn convert it into specific ac-
tion to meet the strategy (Wickham, 2006). Ford et al. (2007) emphasize the Wickham ar-
guments by saying that a BP is a directive tool and it helps the firm and its managers to vi-
sualize how the enterprise should be conducted. Further, it makes it easier for the managers 
to refine the strategies by testing the viability and sustainability and give the path to follow 
in order to achieve the desired goals. Firms that possess of a formal written BP are also 
able to see the amount of resources required and what necessary actions to make in order 
to achieve the goal. It is an instrument that diagnosis the company in all its main compo-
nents, specifically in the marketing, operation and financial perspective (Ford et al, 2007). 

 

2.2.2 Determine/Evaluate the Acoumplishment of the Business Goals 

As a communication tool it enables the firm to communicate internally with the employees 
and externally with potential investors and other stakeholders. Its main aim is to inform 
potential investors or buyer about the business opportunity and its feasibility (Wickham, 
2006). Therefore the BP should be able to demonstrate to any person who reads it the 
firm’s performance or desired performance over a certain period of time. Due to this ad-
vantage of depicting the firms past performance, a formal written BP also function as the 
base for future plans (Ford et al., 2007). 

 

2.2.3 Raising finance 

When talking about BP, the first thing that crosses many people mind is that of raising 
finance. The raising of money is the last purpose of the BP (Ford et al 2006). It is a fact 
that raising and providing money involves risk. The business people should not underesti-
mate this but should engage in minimizing the risks by doing an exhaustive market research 
(Wickham, 2006). There are several institutes and even individuals that the entrepreneur 
can approach in order to obtain the necessary financial capital to carry on with the business 
(Barringer et al., 2008). Depending on the type of business the process of raising finance 
might differ, for example, for a start-up the first option may be personal funds while for a 
firm that want to expand its business, personal funds may not be recommended. 

There are many ways that business people use to get the money to finance their enterprises. 
According to the level of enterprise’s development the type of finance can vary from per-
sonal to those given by investors or fund institutions (Barringer, 2009). Due to the purpose 
of these paper which is “to analyze different groups’, for example banks, incubator manag-
ers, governmental support agencies and venture capitalists, attitudes toward business plans” 
the author will not address much attention to the personal source of funds but will just 
mention it superficially for better understanding. 
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2.2.3.1 Sources of Finance or Funds 

The personal sources of finance can be of three types namely, personal funds, finance de-
rive from friends and family and bootstrapping. The personal funds are the primary source 
which the businessman would search first, depending on the stage of the business, for ex-
ample it is effective for a start-up business. Personal funds include both the entrepreneur’s 
physical financial resources and also the effort and time (“sweat equity”) that the business 
starter put into the new venture. The second form of personal funding is through friends 
and family – this funding form can normally be considered as loans or investments and its 
particular distinction is that of being free of interests but also the entrepreneur benefitting 
from reduced or free rent. Due to the difficulties faced by many businesses in finding in-
vestors for their new venture the bootstrap is an alternative. Bootstrapping is about avoid-
ing the need of the external financial funding and therefore driving the new business with 
as tied resources and minimal personal costs as possible. Some examples of bootstrapping 
are that instead of the entrepreneur buying new equipment he/she buys second hand, lease 
equipment instead of buying, obtains payments in advance, and many other forms (Barrin-
ger et al., 2008).  

The second category of raising finance is the equity.  This category includes the business 
angels (BA), venture capitalists (VC) and the initial public offering (IPO). Each of this 
three fund providing institutions has their own ways of acting and their own requirements. 

Business Angels (BAs) are well educated individuals´ who previously were successful en-
trepreneurs and now provides their own financial resources directly to a start up business. 
This kind of fund providers is of big importance because they allow even small invest-
ments. In order to get funding from BAs it is needed a BP for the proposed new firm. Be-
fore the firm being acquired or turned public, it should ensure 30 percent to 40 percent po-
tential growth yearly. Usually BAs owe part of the shares giving them the right of having a 
seat in the board of the firm they invested (Barringer et al., 2008).  

Venture capitalists (VC) are wealthy individuals, pension plans, university endowments, 
foreigner investors and many other fund sources that invest money in start-ups and small 
business that have potential to grow, usually during a period of three to five years. VC is 
distinguishable from the BAs by their late investment in firms. Barninger et al. (2008) dis-
tinguish two kind of venture capital: traditional (TVC) and corporate (CVC). “TVC firm 
are limited partnerships of many managers who raise money in funds to invest in start-ups 
and growing firms” (Barringer et al, 2008, p 292).  CVC are similar to TVC, the difference 
is on the source of money which in this case comes from corporations that invest in start-
ups regarding to their area of interest. Normally, VC profit, called carry, comes from earn-
ings generated from the annual management fee which is about 20 percent to 25 percent of 
the profit gained by the fund.  

The repeated disapprove of the entrepreneurs BPs, even when it is well elaborated, by VCs 
act as discouragement of the new business creators.  This is due the fact that the VC are 
looking for “home run” business which means, firms that are able to easily achieve break-
even.  
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Venture Capitalists Finding Process 

The funding, when approved by the venture capitalist, is made through a kind of process 
according to the level of development of the firm. The first process is the follow-on fund-
ing which entail the following stages: 

 

Stages or Rounds Purpose of the funding 

Seed funding Is the early investment made in the venture´s life to fund the 
development of the prototype and for the feasibility analyzes 

Start-up funding Investment that is done in order to the new venture exhibited 
in case of its existence commercial sales, usually in this phase 
product and market research are considerable developed. 
Management is in place; the business model has already been 
completed and defined. In this stages the firm is waiting for 
the funds in order to initiate the production 

First-stage funding It occurs during the on-going production and sales but the 
firms needs additional financing to increase its production ca-
pacities 

Second-stage funding Occur when the firm is successful selling still needs to expand 
both its production capacity and its markets. 

Mezzanine (meddle?) fi-
nancing  

Is the investment that is made in the firm with the objective to 
provide further expansion or to bridge its financing need be-
fore launching an IPO or before it is sold? 

Buyout funding Is the fund given to one firm as a help to acquire another. 

Figure 3: stages or rounds for venture capital funding (Barringer et al, 2008, p293). 

 

The second is the due diligence process which the new business with needed requirements 
for funds should conduct in order. This is done to ensure good fit between the entrepre-
neurs and the venture capitalist that the firm intends to work with. The due diligence 
means investigating the merit of the potential venture and verify the key claims made in the 
BP. VC use the due diligence with the aim to reduce risk by considering all aspects related 
to the investment opportunity (Lehtonen and Lahti, 2009).  

 It is suggested that the entrepreneurs ask the five following questions to themselves before 
accepting the funds from the VCs: is the VC experienced in the industry? does the VC take 
an active or passive role in the management?; are the entrepreneurs’ and the VC’s personal-
ities compatible? Does the VC have enough capacity to fund or does it have a large net-
work within the venture capital industry in order to provide follow-on rounds of financing? 
The question of the fairness of the percentage required by the venture firm in exchange of 
the investment is also asked. The advantage of having the business funded by a venture ca-
pitalist is that they have a well established business network for example with customers, 
suppliers and government representatives which is helpful for the new firm since they can 
provide assistance (Barringer et. al., 2008). 
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The third form of getting funds is by doing the first sale of the company stocks publicly by 
establishing an initial public offering (IPO). In order for firms to go public they should 
demonstrate their viability and potential future growth. There are many reasons why firms 
decide to go public. First, it is the way to raise venture capitalist to fund current and future 
operations. Second, it is a form of raising firm´s public profile, making it relatively easier to 
attract high-quality customers, alliance partners, and employees. The third reason of IPO 
“is a liquidity event that provides a mechanism for the company´s stockholders, including 
the investors, to cash out their investments” (Barringer et al., 2008, p 294). The finally rea-
son is that, firms going public gain the advantage of creating a kind of new currency that 
can be used to help them to grow. This new currency is not actually physical money, it is 
“authorized but not yet issued stocks” that can be used to acquire another company. 

There are steps to be followed when a firm intends to go public and the first one is to hire 
an investment bank. Investment bank is an underwriter institution or agent that acts as the 
firm´s advocate and adviser and helps it through the process of becoming public. There-
fore both should agree upon the amount of capital the firm need, type of stocks the firm is 
going to issue, their price and the costs to the firm to issue the securities. the process of Se-
curity and Exchange Commission (SEC) is done by issue a preliminary prospectus or red 
herring- describe the offering to the general public and the final prospectus- which state a 
date and price of the offering this sub-step is taken after the approval of the SEC. The 
second step is the private placement which is defined as the “direct sale of an issue of se-
curities to large institutional investors”. 

Debt financing involves getting loan or selling corporate bonds. There are two different 
types of loans single-purpose loan and line of credit. The Single-purpose loan is the 
amount of money that is borrowed and that should be paid in a fixed period of time and 
with charge of interest. The Line of credit is the second form of loan in which a borrowing 
capital is established and the borrower firm or individual can use the credit at their discre-
tion. This loan has periodic interest payments. The advantage of having a loan is that none 
of the ownerships is surrendered and the other is that of the interests paid is tax deductible 
in contrast to dividends payments made to the investors. The disadvantages of this kind of 
funds or financing are that of paying back. As a new business the entrepreneurs does not 
have money during a period of a year or more. The second disadvantage is the imposition 
of the strict loan condition by the loan provider and the insistence in ample the protection 
of their investments, for example by asking for incorporation of the borrower assets as 
guarantee for the loan (Barringer et al., 2008). 

The commercial banks (CBs) are the most common debt financing but for long they 
have not been perceived as a source of finance for start up business because of the higher 
grade of risk involved in this kind of business. CBs are more interested in financing com-
panies that have strong cash flow, low leverage audited financials, good management and 
those who have healthy balance sheet, because banks are risk averse. The BCs usually have 
regulations that inhibit them to engage in loans with greater degree of risk. The other rea-
son is the considerable risk for low profitability compared to the gains that can be earned 
in providing loan to a big firm. The firm´s size plays a very important role in the process of 
acquiring financing, although it tends to reduce. The charge of high interests to the start-
ups by the banks is also one reason (Barringer et al., 2008). 
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2.2.3.2 Small Business Administrators (SBA) Guarant eed Loans 

The second debt financing that the new business can benefit from is the SBA Guaranteed 
Loans which is commonly available in form of 7(A) Loan Guarantee Progam. The 7(A) 
Loan Guarantee Progam is a fund program in which the private sector provide loan for 
start-ups that faces difficulties of getting financial resources from lending firms, such as 
venture capitalists, which in their turn should be guaranteed by the SBA. Normally all firms 
are eligible although they should follow specific requirements of the private sector (lender) 
and of the SBA to apply for a guaranteed loans. The SBA Guaranteed Loans are usually 
asked in order to enable the firms to copy with the day-by-day operations (working capital) 
but also to be able to expand the existent or new firms. It is disadvantageous since the en-
trepreneurs should commit their assets as a guarantee for the given loans (Barringer et al, 
2008).  

 

2.2.3.3 Creative Source of Financing and Funding 

It is recommended to businesses even after they have obtained funds for new venture to 
continue to look for other ways of finance. The optimal alternative is the use of the crea-
tive sources. Normally creative sources are less expensive compared to the traditional ones. 
There are three forms of creative source of financing/funding which entrepreneurs can use 
to raise capital: leasing, strategic partners and government grants (Barringer et al., 2008). In 
the present paper the author will focus on the government grants, therefore for the other 
two will only be touched superficially in order to improve the readers understanding.  

 “A leasing is a written agreement in which, owner of a piece of property allows an individ-
ual or business to use the property for a specific period of time in exchange for payments” 
(Barringer et. at., 2008, p. 299). There are many gains that a firm can take from this and the 
remarkable one is that of the leasing involve little or none financial resources during the ac-
quisition or purchasing of assets from the buyer firm, in this case start up business. The 
payments are made monthly according to the duration of the lease. The disadvantages of 
leasing is that it is very expensive compared with cash payment and at the end the firm 
does not keep the lessened property or equipment. 

Strategic partner is a kind of agreement by which two or more firms agrees to share cost 
and benefits, for example a licensing agreement between two companies where the one 
who produce a certain material gets financial support from another firm in order to launch 
or develop a product. The advantages of this that the new firm gets access to resources that 
do not dispose off in exchange the other gets the entrepreneur’s ability (Barringer et al., 
2008). 

 

2.2.3.4 Government Grants  

The government grants can be defined as the early stage and free or none payable funds 
provided by the government agencies to the start up business. Its advantage is that the en-
trepreneur or firm benefiting from this kind of funds does not need to pay the grant back 
and will keep the ownership or rights to the intellectually property of the developed firm or 
equipment.  

Grants can be found in two forms, the Small Business Innovation Research (SBIR) and the 
Small Business Technology Transfer (STTR) and are provided to business starters who 
work within specific areas and their difference is on the requirement the participation of a 
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researcher working at university or other institutions which should also be employed by the 
new firm. The SBIR is a competitive grant program that provides financing/funds to small 
business in their earlier development stage which is done in three different phases:  

Phase I- in this phase the firm is supposed to demonstrate the feasibility of the innovation 
the duration of this period up to six months. 

Phase II- this phase is about developing and testing the entrepreneur’s ideas and validating 
phase I and it usually takes up to two years. 

Phase III- is the marketplace phase, the entrepreneur should find investor to finance or 
funding the commercialization of the product or service. In this phase the entrepreneur 
does not benefit from the government grant that is why he/she must search for other 
sources of capital, for example venture capitalist. Barringer have also noticed that “….less 
than 15 percent of the phase I proposals are funded, and about 30 percent of all phase II 
proposals are funded. The payoff for successful proposals, however, is high” (Barringer et 
al., 2008, p301). The STTR is another kind of SBIR which involve the start up business and 
research organization (university) in a collaborative manner (Barringer et al., 2008). 

 

2.3 Interest Groups in BP 

2.3.1 Venture Capitalists (VCs) 

According to Chen, Yao and Kotha (2009) after a BP is elaborated, the entrepre-
neur/management team have to sell the venture to investors. This process of selling the 
new venture is done through a process called persuasion process.  “Persuasion involves at-
titude formation and change in a recipient (VC) as result of exposed information associated 
with an appeal (PB presentation)”, (Chen, Yao & Kotha., 2009, p 202).   

During the persuasion process the issue of passion is crucial. The entrepreneur passion is 
defined as “intense affective state accompanied by cognitive and behavioral manifestation 
of high personal values” (Chen et al., 2009, p 209).  It is considered as critical to convince 
the individuals or firms to which a BP is presented to, because it indicates how the entre-
preneur/team is motivated, his/her persistence in hard times, how the new venture vision 
is being articulated. The passion can also be noticed through the ability to influence, per-
suade and lead people in growing new venture possessed by the founder. 

The VC decision of funding a new venture suggest four primary criteria’s, new venture idea 
or opportunity, the market, the management team and marketing. Although, VC decision is 
based on the “gut feelings”. This gut feeling derive from the following factors:  personality 
and entrepreneurs background, management team characteristics and interpersonal chemi-
stry (entrepreneurs vs. VC). The evaluation of the venture based on the entrepreneurs per-
sonal qualities (passion) are subjective but psychologically functional since it boost’s the in-
vestor’s confidence concerned to the BP (Chen et al., 2009). 

VC investment decisions tend to be no routine, complex and challenging. This is due the 
market and technical, financial and personal characterizing the ventures seeking resources. 
Therefore VC produces the due-diligence in order to accumulate data concerned to the 
proposed business. The most important thing during the presentation of a BP the VC as-
sess or observe is the presenters’ passion and preparedness. The entrepreneurs/team pas-
sion is observed through the form he/she display emotions (affections), the presentation of 
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evidences regarding to his/her reasoning (cognitive) and the action that the entrepre-
neur/team have engaged on (behavior).  

The term affective manifestation includes both verbal and non-verbal expression. For ex-
ample the use of the word “I´m excited about the business opportunity” and or the use fa-
cial or body language. Cognitive manifestation refers to the BP  quality which is considered 
as the marked need and segmentation, expected market share, present and future competi-
tors, expected return on the investment, and the difficult that the entrepreneur may en-
counter during the working phase. The way by which the entrepreneur responds to the 
question of the potentials VC also is important (Chen et al., 2009).  

 

2.3.2 Banks 

According to Manson and Stark (2004) because of little or no existence of information 
concern to the entrepreneur competence, commitment and probability of the new venture 
success. Also due to the difficulties faced in interpreting them economical bank encounter 
two risks. The first potential risk might be lending money to entrepreneurs/teams and or 
firms with low chances to succeed. On the other hand, the risk might be to refuse lending 
money to firm with great potential to go on. The second risk is the inability of banks to 
monitor the entrepreneurs/teams and or firms after lending the money in order to secure 
that he/she is not deviating from the initial purposes.   

Banks decisions to lend money are mostly based on the financial aspects like margins, cash 
flow forecast, gearing ratio, asset management ratio and financial control. Banks loan deci-
sion is also emphasized on the guarantees or collaterals (personal in case of start-ups) that 
the entrepreneurs/teams and or firms can give. This kind of approach in many cases hind-
ers the full evaluation of the proposed venture and addresses less attention to the personal 
characteristics of the proposer.  By asking for collaterals or guarantees and the acceptance 
of the entrepreneur/teams the banks believes that this shows the confidence, ability and 
the likely success of the venture. The banks also believe that taking collaterals is a form of 
aligning the banks and the venture founder interests (Manson et al., 2004). 

  

2.3.3 Government Support Agencies (GSAs) 

There is no legal instrument coercing or obligating the entrepreneurs to write a BP, what 
exist are formalized pressures forcing the ventures to do so (Karlsson and Benson, 2009). 
The elaboration of the BP is associated with the formalities (Mazzarol et al, 2009). The in-
creasing interest in the BP derived from the institutional theory which tends to turn institu-
tions similar one to another. Therefore, GSAs pressure the entrepreneurs by mandating 
that specific resources for example finance or other forms of assistance only can be pro-
vided with a formal written BP. The possession of formal BP is perceived as a form of di-
minish uncertainty provides legitimacy, demonstrate professionalism but also depict that the 
entrepreneur/management team are serious people (Karlsson et al, 2009).  

According to Kirby (2003) and Barringer et al. (2008) the different GSAs dealing or aiming 
to help the new business or existing business are: the Small Business Administrators, Small 
Business Innovation Research and the Small Business Technology Transfer. The support 
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given by these agencies includes provision of finance, physical infrastructures, training, ad-
vices or consultancy but also the provision of grants and awards.  

Due to the limited viability of resources the governments are now directing their scarce re-
sources to the business that shows evidences and potential to grow. Potential to grow em-
braces the convergence of the entrepreneur/management team ambitions, intensions and 
competences, internal organizational factors, the core resources, external relationships and 
networks configurations. Therefore, the positive driven of the need, desire, and the ability 
to overcoming challenges are intended as the evidences of the pro-grow ventures. In the 
other side, the GSAs lock to the potentialities that the proposed venture has in generating 
employment (Morrison, Breen & Ali, 2003 and Mazzarol et al, 2009). 

 

2.3.4 Business Incubators (BIs) 

In the process of producing or compiling a BP apart of the entrepreneur or the manage-
ment team there are many other actors and one of those is the business incubators. The 
business incubator is “an organization that provides physical space and other resources to 
new firms in the hopes of promoting economic development in a specific area” (Barringer, 
2009, pg 4). The support given by incubators can vary from assistance in developing busi-
ness and market plan, creating the team of management, raising the capital and helping the 
business or the entrepreneur to build the network with the specialized professionals. Incu-
bators are like public institutions which function with the public financial support. It pro-
vides support and assistance until a certain period when it is believed that the company has 
gained sustainability and independence.  In another words, when the degree of failure is 
considerable decreased (Grimaldi & Grandi, 2005). Therefore, the management of BIs is 
generally more concerned with the aggregated socioeconomic gains when evaluating a BP. 
This socioeconomic factor are measured based on the potential job creation, community 
development, transference of the know-how as well as the improvement of the level of life 
of the minorities (Rice, 2000).  
 
Grimaldi et al. (2005) and Bollingtoft and Ulhoi (2005) identified four different forms of 
business incubators. The existence of the four different incubators is due the distinctive 
services (mission and goals) which are cause by the incubator customer-base but also the 
resources disposed by each community. The main types of incubators are: the business in-
novation centers (BICs), university business incubators (UBIs), independent private incu-
bators (IPIs) and the corporate private incubators (CPIs). 

 

2.3.4.1 Public Incubators or Business Inovetion Cen ters (BICs) 

The Business Innovation Centers (BICs) have as their main objective to reduce the cost of 
doing business through provision of a range of services. The range of services or activities 
provided includes the disposition of space, infrastructures and facilities, access to the tech-
nical and managerial expertise, assistance in the production of the BP, provision of infor-
mation about the internal and external financing opportunities and etc. The financial re-
sources that enable the BICs to operate mainly come from the services provided to the 
people who need their help due the payment of fees, public funds from the local, national 
and international schemes (Grimaldi et al., 2005). 
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2.3.4.2 University Business Incubators (UBIs) 

The University Business Incubators (UBIs) are the second type of incubator. The UBIs are 
created by universities with the objective to provide support and service ventures by plac-
ing more importance to the transference of the created knowledge from the educational es-
tablishments to companies. The UBIs comprise two types of services. The first service cat-
egory includes the sharing of office services, assistance to business, access to capital, devel-
opment of business networks and rent breaks. The second category includes the faculty 
consultant, students employees, university image conveyance, library services, 
labs/workshops and equipment, mainframe computers, activities concerned to the R&D, 
technology transferring programs, employees educational and training, and many other so-
cial concerning activities (Grimaldi et al., 2005). 

The internet revolution and the rapid changes in the market have proportionate the re-
shipment of the incubators by leading to the emergence of the private incubators with 
more focus on the generation of profit. The private incubators generate their revenues by 
charging fees from the companies for whom they provide assistance. Another way by 
which these institutions make profit is by taking a certain percentage of the revenues gained 
by the incubated firm or liquidity events of incubate. The main objective of the private in-
cubators is to rapidly support the development of the venture in order to as quickly as 
possible get a portion of equity from it as fees.  
 
Typical activities of private incubators are provision of pre-seed, seed and other early in-
vestment (as business angel and VC), guidance; facilitate the business to get in touch with 
their business network actors, which is important, specially for the start-ups. It also offers 
or teaches the abilities to management an office, the hiring and the payroll ability. Apart of 
those the other main activities of the private incubators are counseling the entrepreneur or 
management team to the efficient business model to acquire, providing skilled and compe-
tent operational staff. The private incubator also helps in the construction and validation of 
the business idea and mastering the relationship with the key partners. Private incubators 
can be found in two forms; independent private incubators (IPIs) and corporate private in-
cubators (CPIs) (Grimaldi et al., 2005). 
 

2.3.4.3 Independent Private  Incubators (IPIs) and Corporate private incubators 
(CPIs) 

The Independent Private Incubators (IPIs) are groups of people or even individuals who 
invest their own money in a new business in exchange of certain percentage of equity 
stakes. The IPIs do the intervention in business after the venture has been already launched 
and when it needs an additional capital or know-how. 
Corporate private incubators (CPIs) are normally owned by big firms aiming to support the 
emergency of new decentralized business units as a form of diversification of the service or 
product in offer. Usually the mother company owe equity stake as a way to exercise control 
over the new formed venture. The corporate incubators get involved in the new venture 
during phase of the definition of the business concept (Grimaldi et al., 2005). 
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2.4 Summary of Framework 
In order to increase the understanding of the readers of this paper the author decided to do 
a summary of the theoretical framework. The summary is based on the material concerning 
the groups that have interested in the BP. As can be seen the summary is done in the form 
of a table divide into three parts. In the first part the groups that demand a formal written 
BP are listed. The second part is the driving forces. With this term the author means mo-
tives or purposes of these groups for supporting/providing resources through the BP to 
the firms and entrepreneurs. The third part of the table is regarding to what these groups 
look for in the BP when making the decision to provide the resources desired by 
firms/entrepreneurs.   

 

Table 1. 

Interest Group  Driving force What to look at 

VC - Revenue driven 

- Gain profit 

- Personality and entre-
preneurs background,  

- Management team cha-
racteristics,  

- Interpersonal chemistry 
(entrepreneurs’ vs VC). 

- Passion/emotions (af-
fections),  

- Entrepreneurs reason-
ing (cognitive), 

-  Entrepreneur/team 
engagement (behavior). 

(Chen et al, 2009) 

Banks - Reduce risk 

- Make money 

- Collaterals and guaran-
tees, 

- Financial aspects (mar-
gins, cash flow fore-
cast, gearing ratio, asset 
management ratio and 
financial control.)  

- Less attention to the 
personal characteristics 
of the entrepreneur 

(Manson et al., 2004) 

GSAs - Stimulate economic 
growth 

- Potential to grow (en-
trepre-
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- Generating em-
ployment 

neur/management 
team ambitions, inten-
sions and competences, 
internal organizational 
factors, the core re-
sources, external rela-
tionships and networks 
configurations) 

- The positive driven of 
the need, entrepreneur 
desire and the ability to 
overcoming challenges 

(Morrison et al, 2003 and Maz-
zarol et al, 2009). 

Business Incubators - Earning profit  

- Reduce the cost of 
doing business 

- Promoting econom-
ic development 

- Creating jobs 

- Potentials of the busi-
ness idea  

- Management abilities 
and skills 

- Networks  

- Aggregated socioeco-
nomic factors 

(Grimaldi et al. 2005 and Rice, 
2000). 
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3  Method  
In this chapter the author presents the research approach, the strategy as well as the type of studies made. It 
is also presented in this section the technique of data collection and analysis, and degree of reliability and re-
search.  

 

3.1 Research Approach 
In order to accomplish this paper the author needed to decide on a type of research ap-
proach to undertake. There are two research approaches that one can use; the deductive 
and inductive approach. The deductive research is about developing a theory or hypothesis 
which is then tested in order to see its conformance with the reality or hold assumptions. 
Depending on the outcomes the theory can be changed based on the new findings. While 
inductive research approach is referred as deriving from observations/findings and gene-
rates the theory. Due to these differences, the author of this paper believe that the deduc-
tive approach is not appropriate for this research because it  is more suitable for quantita-
tive data, which is not the case of this study. The aims of this paper is to analyze the atti-
tudes toward the BP, therefore, inductive approach is adequate since it is more likely and 
effective to be used in the qualitative data (Bryman and Bell, 2007 and Saunders, Lews and 
Thornhill, 2007). The other thing that makes inductive approach suitable to this research is 
the fact that the theory that possible will be generated will be the result of the material and 
information obtained from the language and ideas produced by the study (Riley, Wood, 
Clark, Wilkie & Szivas, 2000). 

3.2 Research Strategy 
Regarding the research strategy, Saunders et al. (2009) says that there are three types of re-
search strategies, exploratory, descriptive and explanatory, which should be chosen based 
on the purpose of the study. In some situations the descriptive and explanatory research 
strategies can be combined in one study. Exploratory studies are valuable in situations 
where the focus is to bring up new insight or increase the understanding regarding to cer-
tain issue or phenomena. The exploratory research can be undertaken using three different 
paths: through research based on the literature, expertise interview and trough conduction 
of focus group interviews. The descriptive study is about explaining the phenomena or 
matter of research but without telling the reasons to why a certain phenomena or problem 
is as it is. While the explanatory study is to establish relationship between variables by giv-
ing the reasons to why a certain phenomena or problem is as it is. 

In this thesis the author will use exploratory research approaches. The reason to why this 
research strategies was chosen is because it is more concerned with questions like what, 
when, how and who (Saunders et al, 2007 and Riley et al, 2000) which in the authors un-
derstanding will be useful in investigating attitudes.  It is also due to the fact that explanato-
ry approach is more accurate for deductive studies which earlier have been mentioned to 
be used in the research (Saunders et al., 2007).  
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3.3 Qualitatitve or Quantitative Research 
The other issue that the author of this paper needed to do was deicide on the method to 
use in order to successfully achieve the research purpose. Therefore the decision regarding 
qualitative or quantitative research had to be made. Saunders et al. (2009) defined qualita-
tive data as those using non-numerical data and generated from the interviews. On the oth-
er hand, the quantitative data can be referred as the verse of the qualitative. In other words, 
quantitative data are numerical and usually acquired through administration of question-
naires. The quantitative data are represented in forms of graphs and statistics since they are 
numerical while qualitative are for example in form of words, pictures and video clips.  

It is acknowledged by the author the difficulties and the amount of work demanded by this 
kind of research if compared with quantitative research. Among those difficulties can be 
mentioned the personal involvement and interpretation which may increase the occurrence 
of errors and bias. The disadvantage of qualitative data is also due to the fact that some-
one´s behavior cannot be manifested again in the same way if another researcher does the 
similar study whereas in the quantitative studies there are formal fixed rules governing the 
research and analysis (Riley et al, 2000). 

According to Riley et al., (2000) the only way to investigate feelings, attitudes, values, per-
ceptions and motivations which aid in explaining human behavior is through words.  As 
Saunders also said talking about words in a research, is the same as referring to the qualita-
tive method.  That is why this study will be carried out using qualitative research, since the 
author pretend to analyze the attitude by interviewing key individuals in institutions that 
demand a BP. This research strategy will allow the author to explore the topic as compre-
hensive questions can be made. Furthermore, qualitative research is in conformance with 
the inductive research approach that the author mentioned earlier.  

 

3.4 Data collection  
One of the preliminary issues when conducting a research is gathering secondary data 
which will be complemented by the primary data. One would ask, what does secondary and 
primary data mean? Saunders et al, (2007) define secondary data as both written and non-
written material which can be qualitative or quantitative that in most cases are used both in 
descriptive and explanatory researches. Secondary data are grouped in different types: do-
cumentary, surveys and multiple sources. The secondary data for this thesis has been ga-
thered through literature and academicals journals. Primary data are concerned to that col-
lected through interviews with managers or experts of certain area of matter. In this thesis 
the author will obtain the primary data by conducting qualitative interviews. The qualitative 
interviews comprise both unstructured and semi-structured interviews. These interviews 
will be administrated to Handelsbanken, Swedbank, ALMI, Nyföretagarcentrum and 
Science Park and Incubator Managers. 

 

3.4.1 Interview Technique 

In order to obtain the primary data the author conducted qualitative interviews. The qualit-
ative interviews comprised both unstructured and semi-structured interviews. The reason 
to the unstructured and semi-structured interview is their feasibility regarding the qualita-
tive study. The author believes that with this approach a lot of information can be acquired, 
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mostly as it allows the interviewer to explore the investigated topic deeper by taking advan-
tage of body language the interviewee can demonstrate, the face-to-face interaction which 
cannot be done within the structured and standard interviews or questionnaires. The main 
concern with this kind of data collection is the tendency of the interviewee saying what 
he/she thinks the interviewer wants to hear (McBurney & White, 2007). 

It is important to say that all the interviews will be conducted in English. The author have 
also chosen to record all the interviews as an attempt to ensure that all information given 
by the interviewees will be correctly understood and that this procedure will lead to a good 
and fear interpretation of the data. It will be helpful in the examination of the interviewee’s 
answers since the information can be assessed several times, as well as the acquired data 
can last longer.  

The interviews have been conducted within the following institutions. Jönköping Business 
Development (JBD) is a venture capitalist at the Science Park. The material regarding to 
the banks have been collected from Handelsbanken and Swedbank, while the data concern-
ing to the business incubators gathered from Business Incubator Science Park Jönköping 
(BISPJ). It is also for great importance to highlight that in this study the authors is consider 
as government support agencies (GSAs) the institutions that are partly financed by the 
government or public funds. Thereby in the study ALMI and NyföratagarCentrum are re-
garded as such institutes. Although, acknowledging that in Sweden almost all institution in 
some way has government financial support. The author have chosen to conduct the study 
to the previous mentioned institutions because those are the one who mostly demand a 
formal written BP from firms or potential business. The interest and value they give to the 
BP as well as the relevant role they play in the provision of resources to ventures were the 
most considerable aspect that “weighed” more for their selection. It can also be added that 
these institutions were chosen due to the relatively easy accessible location, nearby the uni-
versity which facilitated the mobility of the author.  

The author has decided to not use the real names of the people interviewed, instead, he will 
be using the institutions or firm names where the interviewees work. This is indented as 
way of secure anonymity. Below are the dates, time and locals where the interviews have 
been conducted. 

 

First Round  

In the first two interviews conducted the author did not have previously formulated ques-
tions since the idea was to have a kind of an informal conversation with the interviewees. 
This approach proved to not be helpful because some of the questions have not been 
asked. Therefore in the other interviews the author had previously formulated some ques-
tions that have been used as a guide during the conversations. In the table 1, bellow is the 
information regarding the interviews. The information includes the dates and times the in-
terviews were conducted, the names and the positions of the interviewees as well as the 
names of the companies they work for. 
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Table 2.  

Date Time Inteviewee´s 
name 

Organization Position 

11 - 06 - 2009 8 am Andreas Karlsson ALMI Business Consultant 
11 – 06 - 2009 11 am Maria Nordström NyföretagarCentrum Business Adviser 
16 – 06 - 2009 2 pm Ola Eriksson Swedbank. Office Manager of the En-

terprises market (chef före-
tagsavdelning) 

25 - 06 - 2009 3 pm Ulf Nilsson Handelsbanken. Manager of the Enterprises 
Department (chef företa-
gargruppen) 

 

Second Round 

In the beginning of September there was a need of conducting a second round of inter-
views. One reason for this was to clarify unclear issues of the first interviews, special the 
first two interviews. It is important to mention that at the NyföratagarCentrum the second 
round has been undertaken interviewing a different person from the first one. 

The other reason for the second round of interviews was to interview representatives of 
those institutions which were not included in the first round. The exclusion of some of the 
institutions from the first interview was due to the fact that the period in which the study 
was conducted many of them were on vacation, which made it difficult to get in touch with 
all potential interviewees. The following table presents the information regarding the inter-
views: 

Table 3: 

Date Time Interviewee’s 
name 

Organization Position 

15 – 08 - 2009 10:30 
am 

Albert Bernardson BISPJ  Business Incubators Manag-
er 

01 – 09 - 2009 14:00 
pm 

Jonas Johanson NyföretagarCentrum Business Adviser 

03 - 09 - 2009 10:00 
am 

Emanuel Blomq-
vist 

JBD  Investment Analyst 

 25 06 - 2009 3 pm Ulf Nilsson Handelsbanken.  

 

3.5 Data Analysis 
In analyzing qualitative data, researcher creativity and imagination play a big role because it 
is what will determine the structure and the way the outcomes of the study will be recorded 
and analyzed (Riley, 2000). However, choosing the way of recording, preparing and method 
to be used in the analysis have to be done priory. The process of analyzing is done in three 
phases. The first phase is data reduction which means classifying and summarizing the em-
pirical material obtained from the study. The second phase is to organize the data which is 
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about organizing the reduced data in logical manner that facilitate to do the comparisons. 
The third and last phase of the data analyzing process is to draw the conclusion (Riley et al, 
2000 and McBurney et al. 2007). 

In this particular research the author followed the process of analyzing data. The findings 
are result of the summaries of the interviews conducted, which means data reduction. The 
author proceeded in this way with the objective of reducing the material to be analyzed by 
taking away irrelevant information. As can be observed the findings have been categorized 
and organized in the following manner VCs, Banks, GSAs, and BIs based on the frame of 
reference. The author did the data analyze by matching the information gathered from the 
secondary data with the material obtained from the interviews, primary data. The main rea-
son of presenting the data in this structure was to facilitate the readers’ understanding as 
well as easily compare the theory with the findings. The third phase of the process resulted 
in the thesis conclusion based on the analysis of the different categorized data.   

 

3.6 Reliability 
The issue of reliability is very important when conducting research because it gives the ba-
sis for replication of the study. Zikmund (2000) defines reliability as the degree to which 
the research is free from errors and thereby leading to trustful outcomes.  The author be-
lieves that the outcomes of this research are reliable. First of all, many of the institutions 
being investigated operate nationally (in Sweden) which means they have general work pol-
icies and judgment criteria’s. Although, it should be admitted that despite of having general 
policies different people may evaluated the same issue in different ways due to behaviors 
and points of view. Since institutions are driven based on the policies the author doesn’t 
see the individual differences as a risk of undermining the study. Second, in order to in-
crease the reliability but also the validity of the study, questions were sent before hand to 
the interviewees as an attempt to get them into the subject. The objective was to get them 
prepared and allowing successful data collection.  The fact that all the interviews were rec-
orded also provides a higher degree of reliability as the information can be accessed several 
times in order to interpret it accurately (Riley, 2000 and McBurney et al. 2007). 

 

3.7 Validity 
McBurney et al. (2007) defines validity as the fact that the conclusion drawn from a certain 
research is true or correct. This means that the research outcomes correspond with reality. 
Once a research meets the feature of validity, it can be generalized. Riley (2000) and 
McBurney et al. (2007) talk about different kinds of threats to validity that can be noticed, 
among them is that of the interviewees tending to give answers that he/she thinks are the 
ones that will please the interviewer. Another threat could be misunderstandings. That is 
the reason of recording the interviews. The author also have assured that the interviews 
were given the same amount of time, sixty minutes each,  also as an attempt to ensure 
enough time for the comprehensive questions.  

Moreover, all of the researched firms have been asked the same questions and using the 
same features. The other issue that enhance the validity of this study is the guarantee of 
anonymity given by the author which in enabled the interviewees to fill free in responding 
the interview without reservations or fear of reprimands from their superiors in the case of 
having given sensitive information 
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4 Empirical Findings 
Here you will find the summaries of the interviews conducted in five institutions in Jönköping city. In order 
to enhance the readers comprehension the analyzing of the findings has been divided according to the frame of 
reference in use. 

 

The author of this paper has chosen to present the empirical data based to the structure of 
the theoretical framework. The reason of this procedure is to make it easier for the readers 
to understand and see the connection as well as the author believes that it helps when 
doing the analysis. Therefore, the empirical findings are represented in the following order: 
Venture Capitalists (VC), Banks, Government Support Agencies (GSAs) and finally the 
Business Incubators (BIs).  

 

4.1 Venture capitalists (VC) 
Emanuel Blomqvist, investment analyst at Jönköping Business Development (JBD) Science 
Park was interviewed. According to Blomqvist the possession of a formal written BP de-
pends on what the entrepreneur wants to do. Perhaps it is not needed in the early begin-
ning phase of the venture creation process. However, a BP is an important document as it 
helps the entrepreneurs’ to understand and to get as good picture as possible of what needs 
to be done and how it should be done in the near and far future in order to reach the de-
sired goals. The BP document is also needed because is a tool that aids a lot in the different 
types of evaluation.  

They do not see any negative aspects concerned to the BP per se, but what is observed in 
many of the cases is that once the entrepreneurs have produced the BP they do not make 
use of it. The entrepreneurs think that “everything is home saved”. This is the negative as-
pect of it. The time that is spent producing BP is not and should not be perceived an nega-
tive issue because first of all, a formal written BP does not need to be long, therefore not 
time consuming. Second, because a formal written BP is a result of already known informa-
tion and it is the process of gathering information that of course is time consuming. There-
fore it is not the BP itself but the process of developing a company that takes long time.  

According to Blomqvist in the investor´s perspective the decision to fund is mainly taken 
based on the competence and the history of the management team concerning its ability 
and probability to achieve the goals. It is also placed a great importance to the market, are 
the potential customers willing to consume such a product or service, how big it is the 
market, etc. Parallel to this the investors also look if there is any opportunity of exit after 
some years, as well as the amount of investment needed and when it should be provided.   

As the primary objective of the VCs when investing in a firm is to make money and one of 
the characteristics of this kind of investment is high risk, VCs need some kind of docu-
ment, like a BP, to base their decisions on. They commented that even in the situation 
where the entrepreneur finances his/her venture with his/her own resources, it is needed 
to write down what and how to achieve the desired goals. Therefore, they do not find the 
BP an instrument that inhibits entrepreneurship. 

One of the ways used by VCs in order to guarantee that the management team follows the 
BP as well as an attempt to ensure good management practices is that the VCs require, as 



 

 
23

condition for investment, be part of the company’s board of directors. As Blomqvist said 
“if it is stated in the BP that for strategy reasons an office should be opened in Mullsjö af-
ter two years” the board will appoint this in case of the manager/s not doing so. 

 

4.2 Banks 
In order to obtain the empirical material concerning the banks, managers at Swedbank and 
Handelsbanken in Jönköping were interviewed. At Swedbank I met with Ola Eriksson, Of-
fice Manager of the Enterprises Market (chef företagsavdelning) and at the Handelsbanken 
the interview was made with Ulf Nilsson, Manager of the Enterprises Department (chef 
företagargruppen). 

The conversation started by questioning the interviewee’s about the necessity of a BP. The 
only possibility of having a loan from the banks is to present a formal, written BP which 
should be feasible not just in short term but also in the long run. That is why “without a 
written BP we even do not discuss with you” (Nilsson). The BP provides crucial informa-
tion for the banks evaluation and loan decision but in most of times it helps the entrepre-
neur or founder to understand the functionality of the pretended market as well as to ac-
knowledge the points of success of the venture. Therefore banks do not see BP as negative, 
“It is just for good” (Eriksson). A BP does not necessarily need to be long, “it can be one 
page but contain the relevant and necessary information” (Eriksson) and the time it take to 
be produced is necessary as the entrepreneurs need to mature their ideas. Furthermore, the 
banks believe that those entrepreneurs who are not prepared to spend the time developing 
written BP demonstrate that they have no idea of the amount of work and effort needed to 
run a business. 

The most important aspect within the BP for the banks is the person or management team 
behind it. Their experience, competence and background enhance the probability of the 
venture’s success. According to Eriksson and Nilson an inexperienced manager/founder 
does not guarantee that he/she will manage the venture properly. They carried on saying; a 
bad business idea can be rearranged by an experienced manager while an inexperienced 
manager might face difficulties in doing so. The bank’s decision is also made considering 
the entrepreneurs commitment, the capacity of the entrepreneur or venture to pay back the 
loaned amount as well as the industry branch pretended. This is due to the high risk some 
branches may represent. 

The probability of a new venture (start-ups) to get a loan from the banks is minimal, on 
one hand because it is hard for this entrepreneurs/founders to convince the banks that 
they are the right people to manage the venture successfully on the other hand is due the 
incapacity of this entrepreneurs to provide guarantees.  The entrepreneurs or firms which 
are denied the loan because their BPs are not considered feasible should thank the banks as 
they have been prevented of committing a error of losing they money and effort. 

The banks do not see BP as an inhibitive or restrictive instrument but as a document that is 
demanded mostly to help the entrepreneurs to consider different scenarios in creating a 
venture. The process of venture creation entails rules which in many cases are ignored by 
entrepreneurs. At the same time it have been admitted that the banks are not prepared to 
consider other forms or instruments to judge the likelihood of a venture’s success than a 
BP. The banks also believe that without requiring a formal written BP, they would be dis-
cussing everyday with people with “great ideas” and they do not have that time. When 
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asked about those entrepreneurs who did not return to them after informing them to ela-
borate a BP, they said they believe that during the process of thinking and imagining differ-
ent aspects the entrepreneurs realize that they were not clear about their business idea and 
they withdraw.   

There are regular follow-ups after the provision of loan depending on the kind of venture, 
for example within the start-ups it can be done even monthly. For the follow-ups the banks 
look mostly at the financial performance but also to see if the BP is being updated. How-
ever, according to Eriksson there is no need to go back to the BP because the entrepre-
neurs or management team knows already the vision and goals aiming to achieve. 

 

4.3 Government Support Agencies (GSAs) 
As previously mentioned, interviews have been conducted within two GSAs with three in-
dividuals: Andreas Karlsson, Business Consultant at ALMI, Jönköping; Maria Nordström 
and Jonas Johanson both Business Advisers at NyföretagarCentrum in Jönköping.  

The interview started with Karlsson saying “you can have the BP in your mind but you 
need to put it on paper”. Doing so is helpful for the entrepreneurs because he/she can 
consider every aspects concerning starting a business. GSAs see BP as necessary first as the 
entrepreneurs’ guideline and second as a key source for acquiring resources. Therefore it is 
an advantage to possess a written BP. The interviewees did not see BP as negative as “90 
percent of the time spent on it is worth it” (Karlsson). Karlsson and Nordström went fur-
ther saying it may take long time to be produced but a BP is a document which is not sup-
posed to be written in one evening. “I worked several months with my BP before I started 
my company” said Nordström. In Karlsson’s opinion a very long BP is of course time con-
suming. Longer BPs is mostly produced by university students. This reveals that they have 
misunderstood the idea of the BP, since it can be written in a few pages.  

The individuals questioned in this investigation in presentation of GSAs elected the person 
(experiences and qualifications) as the most important aspect within the BP while admitting 
that the business idea is also important but it goes hand and hand with the person. In a way 
of emphasizing, Johanson said “a super idea in the hands of the wrong person is zero while 
a weak business idea in the hands of a competent and dynamic person is super success”. It 
have been tried several times to replace the person or encourage partnerships but it showed 
to be difficult as a business idea usually is “married” to the entrepreneur. Thus, the net-
works and the characteristics of the market are taken into account when evaluate the BP.  

Regarding the aspect of a formal written BP being considered an inhibitive instrument, 
Karlsson answered that he believes that the VCs sometimes do exaggerate the importance 
of a BP but ALMI does not do that. A BP is not an inhibitive instrument, he remarked.  
While Johanson reserved himself saying he did not know if BP inhibited people because 
their market share in relation to the number of start-ups was small, but he meant that a BP 
is recommend simply to help the entrepreneurs to structure and organize their thoughts. 

According to Karlsson, ALMI does follow-ups, during which they discuss the development 
of the venture, evaluate the achievements but also improve some aspects within the BP 
when it is needed. While the NyföratagarCentrum, regarding to Nordström, does not do 
follow-ups because the BP is for the entrepreneurs and NyföratagarCentrum duty or job is 
simply to give advice. 
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4.4 Business Incubators (BIs) 
The empirical data concerning the business incubators have been gathered by interviewing 
Albert Bernardson, Manager at the Business Incubators Science Park Jönköping (BISPJ). 
According to Bernardson, a BP is a necessary short and long term goal setting tool for the 
entrepreneurs. It is through the BP that the entrepreneurs structure their ideas, get to know 
their strengths and weaknesses but also the characteristics of the market. The possession of 
a formal written BP is necessary as the entrepreneurs can save a lot of time discussing with 
finance providing institutes, lawyers and other stakeholders concerning the venture. There-
fore, a BP is very important and Bernardson thinks that no one would invest in company 
which does not possess a BP. 

Bernardson did not see a formal written BP per se as negative but the way the entrepre-
neurs, people in general, use it. For example a BP that has been produced in high season 
may not be useful in low season because is not adjusted to the current situation. When 
questioned about the time spent in producing the BP the interviewee answered saying “of 
course a four centimeters thick BP produced with lawyers from London and accountants 
from Sweden takes long time and a lot of energy”. He continued saying “I have raised a lot 
of money with just a twelve pages power point BP”. So it is more about the kind of person 
you are, for instance when working with university students or people who have studied at 
university it tends to be a lot of paper work. The BP does not need to be long, it should be 
more practical, meaning keeping it as simple as possible but addressing the important is-
sues. A BP is not required in order to inhibit people. Business proposers (entrepreneurs) 
are free to accept or not accept to produce it but then they will not be able to raise funds. 
The BISPJ hold the opinion that the production of a formal BP is worth the amount of 
money required by entrepreneurs to move on the business. 

Regarding Bernardson, the BIs do not invest in the BP and therefore the investment deci-
sion is taken based on the person/entrepreneurs that proposes and will run the venture. He 
carried on arguing “I would not work with two entrepreneurs with very good business 
ideas and a BP if I see that they would rather go to the beach on a sunny day than work”. 
The incubators try to see if that person will be able to manage and grow the venture in two 
– three years. Naturally the potentials of the business idea are also considered during the 
decision making process. 

Concerning the issue of follow-ups, the interviewee said that BISPJ does not do it because 
the incubators believe that the BP that was produced in year zero cannot be used in year 
three/five. Also due to the fact that after two years the entrepreneur/firm leaves the incu-
bator. Even during that time within the incubator, follow-ups are not done by reading the 
BP, e.g. “you said after one year you said you would be five people but you are still three, 
how come?” Bernardsson explained further why they do not do follow-ups with the BP as 
a guideline “because once you are on the “ship” you get updated”.  You have many other 
instruments to use during the way and also, when the BP is updated, it is done in some 
parts of it, not the whole document.  
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5 Anlysis 
In this chapter the author analyzes the empirical findings by confronting it with the theories. Therefore the 
analysis is structured taking into account the disposition of the theoretical framework as well as sthe struc-
ture of the findings. 

 

5.1 Venture Capitalists (VCs) 
Jönköping Business Development (JBD) considers that a BP may not be necessary in the 
beginning of the process of a venture creation since that phase is more regarded to the ga-
thering of information. This can be seen as contradictory to the opinion defended by Ber-
ringer (2009) and Kirby (2003) which says that a BP glues-up the employees especially in a 
new venture. Although, the JBD still think that the BP is an important instrument as it en-
able the entrepreneur to take and make different decisions and evaluations, to aid the ven-
ture founder to oversee the future, to get a whole understanding of the industry pretended, 
to be targeted as well as helping the entrepreneur to raise funds. This is all coherent with 
what Kirby (2003) and Ford et al (2007) discussed regarding the three purposes of writing a 
formal BP as to determine the establishment and the viability of the future business, to 
help the entrepreneurs to determine and evaluate the realization of the business goals and 
finally to raise funds. The interesting thing with this is the fact that both the JBD and the 
writers above referred, only talks about the advantages with a BP for the entrepreneur and 
in no circumstances refer that the VCs also make use of the BPs. 

According to the JBD the main advantage of possessing a formal written BP is to have a 
structured view of the future regarding to the activities and how these activities have to be 
conducted in order to achieve the desired goals. Kirby (2003) in his discussion regarding to 
the positive aspects of the BP says that it helps a lot in increasing the understanding of the 
venture as well as to clarify the direction to achieve long term commercial viabilities. So 
taking into account these arguments the findings are coherent with the literature in use. On 
the other hand the interviewee at JBD finds that the BP per se does not have negative as-
pects, but the way it is being used is sometimes negative. For example the entrepreneurs in 
many cases after having produced the BP, thinks the venture is “home saved”, that BP will 
solve all the problems. While Kirby (2003) says the proper BP is disadvantageous as the 
analyses within it are not of high quality. Thereby they cannot assure the viability claimed 
by the entrepreneurs. The failing in considering the business’ weaknesses in its potentials as 
well as over-estimated demand projections constitute some of the disadvantages of the 
document of a BP. 

It came out from this study that the time is not a negative aspect of the BP. It is the gather-
ing of information that can take long but not the proper writing of the BP, it should not be 
time consuming since it does not need to be long.  

Chen et al (2009) says that the VCs investment decisions are based on four criteria’s for 
funding new ventures: venture idea, market, management team and marketing but in most 
of the times the decision is mainly taken based on the “gut feelings” (personality, and en-
trepreneur background, management team characteristics and interpersonal chemistry) 
demonstrated during the persuasion process. The research outcomes shows that JBD’s de-
cisions are mostly based on the competence and history of the management team. This is 
in agreement with the “gut feeling” claimed by Chen. The opportunity of exit, the type of 
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investment and the need of additional investment in the future are other criteria’s used by 
JBD to evaluate BP. These are aspects not discussed by Chen et al. (2009).  

BP is not an inhibitive instrument, but it is demanded because the JBD investment is for 
high risk and therefore there is a need of a formal written BP. On one hand, it is for the en-
trepreneur to know and remember how and what to do in order to accomplish its goals. 
On the other hand, is because JBD need a kind of document to judge and base its decisions 
upon. This contradicts with Kirby (2003) who says that BPs are simple used by the entre-
preneurs to acquire resources and after this objective is achieved no one uses it again. 
Moreover, Kirby says the BP is an instrument used by the key resources holder (provider) 
in order to control and restrict people.  

It was found that in order to guarantee that the follow-ups but also good management JBD 
agrees or one of the conditions for investment is to own a seat in a board of the new ven-
ture. Thereby based on the goals settled within the BP the board directs the manager. 
While Kirby (2003) says that after the acquisition of finance by the entrepreneurs no one 
uses the BP.  

  

5.2 Banks 
According to the Swedbank and Handelsbanken formal written BP is important because it 
helps the entrepreneur clarifying his/her goals but also the path to follow in order to reach 
these goals. The possession of a formal written BP is necessary because only ventures with 
this instrument may be legible for loans from the banks. The legibility to the loan is the 
main advantage of BP. This finding confirms the claims of many writers such as Kirby 
(2003) who also state as the importance of the BP being that of helping clarify paths to be 
followed in order to achieve the goals as well as the main reason why the entrepreneurs 
produce it is only to get funds.  

Kirby in his book with the title “Entrepreneurship” talks about three main disadvantages of 
the BP saying that the analysis contained in it are of poor quality and do not assure viabili-
ty, that BPs are written in order to be as positive as possible and that the projections are re-
sults of over-estimated demands. Taking this into account and looking at the findings, there 
is a clear discrepancy since the banks enquired did not see any negative aspect of a formal 
written BP.  

It was interesting to find out that the banks hold the opinion, that the time it takes to pro-
duce a BP is needed as the venture creators need that time to mature their ideas as well as 
to think on every aspects of the proposed business. Moreover, that the BP does not need 
to be long, “it can be one page” but contain the relevant information. It was also found 
that the banks believe that the entrepreneurs who are unprepared to produce a BP signalize 
that they are not the right people to be given the loan. Although it have been admitted that 
the people outside the banks may perceive the producing time as a negative aspect.  

The findings reveals unanimous answers from the banks concerning the most important is-
sue within the BP when it comes to the decision to give the loan or not and to the evalua-
tion of it. Both Swedbank and Handelsbanken elected the person behind the BP as the 
most important criteria. The other issue that the banks consider when making a decision to 
lend money to ventures is the capacity or ability of the entrepreneur to pay back the loaned 
amount and the provision of guarantee (collaterals). However, these findings are contradic-
tory to those of Manson et al., (2004) in two aspects. First, because he says that the banks 
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pay little attention to the person behind the BP when deciding to lend money.  Second, be-
cause he claims that the bank’s decision to lend money is mainly based on the financial as-
pects such as the margins, cash flow forecast, gearing ratio, asset management ratio and fi-
nancial control. Although, this does not meaning that the Swedbank and Handelsbanken 
do not consider the financial aspects in their decision since looking at the capacity of  pay-
ing back, is done by looking to the margins, cash flow and etc.  

The study brought out another important issue, the branch.  It was found that the branch 
plays a role in the decision and evaluation process of the BP as some have higher risk than 
others. In a situation of a high risk branch, the banks very often do not give loan. This out-
come is interesting as the author of this paper did not find this aspect in any literature re-
viewed. 

The findings demonstrate that the banks do not see BP as an inhibitive instrument but as a 
necessary one. By demanding it they help the entrepreneurs to oversee and judge the feasi-
bility of the business. Thereby, the entrepreneur should be grateful as the banks are pre-
venting them from losing their money and effort. The banks admitted that without a for-
mal written BP they would be meeting with many entrepreneurs saying that they have 
“good business ideas”. By admitting this, the banks are validating the idea defended by 
Kirby (2003) that BP is demanded with the simple purpose of controlling people.   

The banks provide little or no loans for start-ups because it is considered hard for founders 
of new ventures to convince them that they are the right people but also due the fact that 
banks prefer to work with companies who have been working with them for long time. 
This is discussed by Monson et al, (2004) when talking about the two risks encountered by 
banks as one of lending money to ventures with low chance to succeed and refuse to those 
with potential to go no. It was also found that the incapacity of start-ups/entrepreneurs to 
provide guarantees is another reason why the banks often do not provide loans. As the 
banks believe that the acceptance of collaterals by the management team of start-ups is an 
evidence of confidence and the likely success of the venture because it aligns the founder 
and the banks interests (Monson et al, 2004). It is important to highlight this, despite of 
almost no possibility of getting a loan the banks still encourage and recommend people to 
produce BP. 

Kirby (2003) says BP is only being used as a mean of acquiring funds and after this no one 
makes use of it again. This idea has also been defended by Monson et al. (2004). According 
to the findings there is no need for the banks to do follow-ups regarding the BP because 
the entrepreneurs have already memorized the goals and objectives to be achieved. The fol-
low-ups that the banks engage on are financially oriented, however, in a case of a new ven-
ture, they evaluate the financial performance of the venture more often, it can be done 
monthly, quarterly and annually, depending on the kind of business.  

 

5.3 Government Support Agencies (GSAs) 
According to Kirby (2003) and Ford et al. (2007) the necessity of a formal written BP is to 
determine the establishment and the viability of the future business, to help the entrepre-
neurs to determine or evaluate the accomplishment of the business goals and finally the 
raising of the financial resources. The same arguments have been given by the GSAs inter-
viewed. In the GSAs point of view the possession of a formal written BP is necessary and 
important. That is why it should be the first thing the entrepreneurs do because it helps in 
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structuring and thinking in different aspects which many cases are ignored by the venture 
aspirants otherwise. A BP is created with the objective to aid and direct the entrepreneur 
but also to judge the feasibility of the business idea. Formally written BP is also used to 
raise funds.  

The findings show that for the GSAs the BPs are advantageous as a help in clarifying and 
establishing the ideas. It helps in remembering the goals but also to compare the achieved 
goals with the pre-established ones. The ability to attract other investors was found as 
another advantage of having a formal BP. The GSAs reasoning is converging with the idea 
defended by Kirby (2003). 

The GSAs recognized the fact that it takes long time to produce a BP. However, they be-
lieve that in 90 percent of the cases it is worth the effort. This means that the time that it 
takes to produce a formal written BP is compensated by the final result. The outcome of 
the interviews was that the formal BP does not necessarily have to be long. The university 
students are the one who usually write the longer BPs and this is a problem because it re-
veals that they have misunderstood the idea of the BP. 

According to Morrison et al., (2003) and Mazzoral et al, (2009) the GSAs criteria’s for deci-
sion of providing support to firm or entrepreneurs are: the potential to grow, which em-
braces the convergence of the entrepreneur/management team ambitions, intensions and 
competences, internal organizational factors, the core resources, external relationships and 
networks configurations as well as the potential of the venture to generate employment. It 
is notable the correlation with the outcomes of the study. It was found that GSAs make 
their decisions mostly based on the experiences and qualifications of the entrepre-
neur/management team. The business idea is also being considered very important but it is 
not mentioned straightaway because it is believed that it is married to the found-
er/entrepreneur. The other issues that weigh a lot in the GSAs decision are the networks 
and the characteristics of the market.   

The enquired institutions did not see a formal written BP as an instruments that inhibit 
people to come up with new ideas but a document that aids the entrepreneur to structure 
and organize his/her ideas. This is incoherent with Kirby (2003) who says that the three 
main disadvantages of the BP are the poor analysis, the under-estimation of weaknesses 
and the over-estimated demand projections.  

The study finds that depending on the kind of support provided there might be a follow-up 
or not. NyföretagCentrum does not do it because they only act as advisors while ALMI 
does follow-ups using the BP in the cases where they give financial support. This finding is 
not in concordance with those of Kirby (2003) which says that after the provision of funds 
no one use the BP again. 

 

5.4 Business Incubators (Bis) 
According to Business Incubators Science Park Jönköping (BISPJ) a formal BP is a long 
and short term goal setting tool used to communicate with the internal and external envi-
ronment. It is necessary because it gives the entrepreneur the whole picture of the business 
while aligning the different actors (group of entrepreneurs) ideas. The possession of BP al-
so saves the entrepreneur’s time when he/she comes to fund raising as it is very often re-
quired by resources providers. Therefore without a formal written BP no investor will be 
willing to put his/her money in such venture. It is correlated with the idea defended by 
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Kirby (2003) and Ford et al, (2007) who say that the function of a formal written BP is to 
determine the establishment and the viability of the future business, to help the entrepre-
neurs to determine/evaluate the achievements of the business goals as well as to raise 
funds. 

BISPJ feels that there is no disadvantage in possessing a formal written BP. But the way 
people use the BP could be negative. For example a BP that is not being updated might be 
a negative tool to use as the business environment is constantly changing. The BP has to be 
accompanied by these changes. The nature of the entrepreneur is an important thing be-
cause it affects how the BP will be elaborated. For instance the university students usually 
produce long BPs, involving lawyers and accountants during its production. This consumes 
a lot of time and energy. The BP should be kept as simple as possible. It is notable the dis-
crepancy from the outcomes and the theory of Kirby (2003) who says that the main disad-
vantages of the BP are poor analysis, under-estimation of weaknesses and over-estimated 
demand projections.  

It was also found that the importance given to the different aspects within the BP can vary 
according to the investment purposes, for example BISPJ says “we do not invest in the BP, 
we invest in the person”. This is true if we take into account the different purposes, such as 
revenue driven, boosting the economy or reducing the cost of the business, discussed by 
(Grimaldi et al, 2005 and Bollingtoft et al, 2005). According to the findings, BISPJ would 
not engage in a business even if the entrepreneur is in the possession of a genial business 
idea but lacking motivation. That is why, during the evaluation of the BP, the skills, compe-
tency and background of the proposer and the capability to achieve the venture goals is 
much considered apart from the proper business idea. This is not in agreement with Rice, 
(2000) who says that the incubator managers in general are more concerned with the aggre-
gated socioeconomic gain during the decision making process. On the other hand it is cor-
related to the idea of considering the business ideas, management expertise and business 
network actors defended by (Grimaldi et al, 2005).  
 
Kirby (2003) says that BP is an instrument demanded with the unique objective of control-
ling and restricting people. The investigation found that BISPJ do not consider BP as in-
strument for control and restriction but as a standard procedure and the entrepreneur’s 
simple need to accept it or not. The consequences of not coupling with this requirement is 
to not be able to get the desired resources since the elaboration of formal written BP weigh 
the money necessary to take the venture ahead. As can be inferred the above findings does 
not match with the theory. 

The BISPJ does follow-ups but only during the time the venture is in the incubation. This 
finding contradicts with Kirby’s point of view which says that after the provision of desired 
resources no one look at the BP again. On one end it proves that the statement of Grimal-
di et al, (2005) is correct. He says BIs provides support and assistance until a certain period 
when it is believed that the company has gained sustainability and independence. Although, 
there is no need to do changes directly to the BP because they believe that along the 
process of running a business there many instruments to be used and it is not reasonable to 
bring back a document that was elaborated for example two or three years ago. However, is 
important to have a formal written BP to give a picture of the company to those who are 
not familiar to it.    
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6 Conclusion 
In this chapter the author gives the conclusion which is based on the results of the research. This section also 
shows the degree of fulfillment of the thesis purpose. 

 

After doing the analysis the author has come to the following conclusions. The recourse 
providers see a formal BP as needed and very important since it helps the entrepreneur 
structuring, planning and above all to get know the all aspects involved in creating a com-
pany. Without a formal BP entrepreneurs/firms cannot raise funds. The majority of the in-
terviewees regard the importance of a formal BP just for the entrepreneurs’ or ventures’ 
sake.  

The institutions investigated do not see any negative aspects with a formal written BP. The 
BP is just for good, but the way entrepreneurs’ use of it can be negative. They also admit-
ted that the time aspect can be seen, by external people, as one disadvantage of a BP.  

The formal written BP should not be long, therefore it should not consume a lot of time to 
be elaborated. The tendency of writing long BPs is noticed among university students.  

The resources providers evaluate the BP taking into account the management team person-
al characteristics, past management performance and the passion demonstrated by the en-
trepreneurs of the venture. The business idea is less regarded when the decision to provide 
finance, loan or support is made. Many of the interviewees justified their procedure using 
what I call the “classical argument” “a super idea in the hands of wrong person is zero 
while a weak business idea in the hands of a competent and dynamic person is super suc-
cess” (Johanson). Moreover, the resources providers believe that start-ups managers hardly 
will convince them that they are the right people to manage the new venture.  

After provision of resources there is no follow-ups to the BP per se because the resource 
providers believe that: the entrepreneur already know the purposes and goals to be 
achieved; during the way there are many other instruments to be used; the resources pro-
viders also believe that the BP used in the beginning of the venture (first year) cannot be 
the same one used after three years.  

The type of resources provided to the venture determines the need of follow-up, for ex-
ample those who provide financial resources tend to do a kind of follow-ups which is 
mainly based on the financial aspects while those which provide assistance tend to not en-
gage in follow-ups.  

This suggests that the BP is useless after requiring the support as the resources providers 
admitted that along the way there are many other valuable instruments to be used to eva-
luate the venture. So why to spend big amount of time producing such a document? The 
answer, I believe, is that the BP became a standard document required for venture creation. 

The overall conclusion that can be inferred from this study is that the resources provider 
institutes posses a positive attitude to the formal written BP. 
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7 Discussion 
In this chapter the author discusses on the outcomes as well as on the implications of the study for practition-
ers, potential BP writers and the institutions demanding a formal written BP. 

  

I found it interesting the fact that the majority of the interviewees regard the importance of 
a formal BP just for the entrepreneurs’ or ventures’ sake. In my point of view this can be 
accepted with some reserves. Reserve or caution because if we take into account that with-
out the formal elaboration of this instrument the VCs, Banks, GSAs and BIs would not 
have any material to base their decision on. Therefore it might not be correct to say that 
the BP only helps the entrepreneurs but it aids all the stakeholders interested in a certain 
venture. Moreover, it is not just the firm or the entrepreneur who benefits from the finance 
or a loan, but those who provide funds take advantage from for example taxes and fees 
from it. In case of investing in a wrong venture (which does not go on) it is not the entre-
preneur/the management team only that loses but also the resource providers as they will 
not be able get back their investments. Therefore, the spirit of “we are only helping the en-
trepreneurs” might not be the correct one, as it is a win-win situation.  

There is nothing negative with a formal written BP per se. I agree with this point of view, if 
seen in perspective of knowledge never occupies space and that there is not bad know-
ledge. Planning may help the founder of a venture to evaluate the outcomes of the actions 
but also to avoid or minimize certain risks as they may be uncovered during the process of 
planning. But it can also be looked upon from another side. As the saying the “coin always 
has two sides”. This was an aspect that the interviewees refused to recognize, to look at the 
BP from another perspective and this is what Kirby (2003) is arguing for. I am of the opi-
nion that if a BP is advantageous, it might also have its potential disadvantages and this has 
to be acknowledged by the resource providers. 

I personally think that the absence or the incapacity of these institutions demanding for 
formal written BP to see the weak side of it, is a disadvantage in itself. As these institutions 
cannot reduce or minimize something which is not acknowledged. The example of this is 
when some of the interviewees first said that BP is just for good. They said there were no 
negative aspects with the BP but later on admitted that the time aspect can be seen by 
people as one of the disadvantages of BP. This inconsistency in the interviewees’ responses 
might reveal that there is a need for a more profound knowledge in the issue of BP.   

The formal written BP should not be long, therefore it should not consume a lot of time to 
be elaborated. This is arguable, I think it is vague. What is meant by not being long? One of 
the interviewee said it can be written in “one page” and another one said that he has 
“raised a lot of money with a twelve pages power point BP”. I see the arguments as unrea-
listic since just a simple Curriculum Vitae (CV) would not be less than two pages and what 
about a detailed market research? I doubt that it is possible to elaborate a BP using for ex-
ample one of the structures represented in chapter 2, and making it less than twelve pages.  

Moreover, if the resources providers have already decided that start-ups managers hardly 
will convince them that they are the right people to manage the new venture. Of course 
they will not convince them because the way one think and believe affects his/her reaction 
and action. 

The resources providers evaluate the BP taking into account the personal characteristics 
and past management performance. In my point of, this kind of assessment or evaluations 
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are dangerous because it has been proved that good management team is not synonymous 
with success and the example of Enron elucidate that. Mr. Lay and Mr. Skilling, managers 
at Enron, were competent, had high management skills and were passionate about making 
Enron the world´s leading company, but they collapsed (Bolman, 2008). This means pas-
sion, motivation, experience without a good business idea will not always take you some-
where. The preference of the interviewees on good managers in determent to good busi-
ness idea is not reasonable. As good management practices can be acquired but business 
ideas like the ones of Bill Gates or Ingvar Kamprad one does not find every day. Further-
more, placing great attention to the person behind the BP, marginalize those who never 
occupied a management position and suggesting that they are unable to create prospective 
business ideas and manage ventures successfully. A BP should be evaluated based on the 
likelihood of its business idea to succeed. Judging it by taking into consideration the back-
ground and experience of the management team discriminates and enforce the trend that 
BP is an instrument for control and restriction.  

This study is relevant because of the increase in interest for the topic of BP among students 
and potential BP writers or start-ups. The paper will enable them to understand the atti-
tudes of the institutions demanding a written BP in the Jönköping area. For the institutions 
demanding a BP, this study may play the role of elucidate that there is a need of looking at 
the BP in another perspective. 
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8 Recommendation  
In this chapter the author gives recommendations and provides further research suggestions. Moreover, the 
section also states the limitations encountered during the study. 

 

The author is of the opinion that a close and constant contact between educational institu-
tions and the firms demanding for BP is necessary. As the interviewees blame the academi-
cals for producing long and complicated BPs, it shows a need of approximating the aca-
demic world to the working environment.  

Further research 

Considering the number of institutions interviewed but also taking into account that the 
investigation took place during a finance crises which devastated many economies and 
made many people unemployed, the results might have been influenced; for instance it 
might have happened that the number of people looking for help in these institutions had 
increased and boosted the optimism of these organizations. Therefore, it would be useful 
to conduct a similar study within a different financial environment as well as including 
more organizations. 

During this research I have acknowledged that e a great number of people have looked for 
support from these institutions and they have been recommended to produce BP but they 
did not produce it and a lot of them did not return. The resource providers believe that 
they did not return or carried on with the ideas because they have realized that the sup-
posed “wonderful ideas” was not feasible. I found it interesting to investigate the real rea-
sons behind their not return, what happened? 

Limitations 

Among many issues that in some way hindered this investigation, two were remarkable. 
The first difficult the author faced was regarding the time. Time in the sense of the study 
was conducted in the period when the majority of the potential people to be interviewed 
were on holiday. This has been the main reason why the research took a long time.  

The second hinder was the language. As was mentioned previously, the research have been 
conducted in English but all of the interviewees have Swedish as their native language and 
the majority wanted (preferred) to speak in Swedish but I couldn’t conduct it in that lan-
guage. Therefore, I had the impression that if the interviews were in Swedish, a lot more in-
formation would have been gathered as sometimes we got “stuck” as neither the intervie-
wee nor the interviewer could clarify some aspects properly.  

The third difficult, was that despite several attempts to get in contact with a representative 
for Science Park Jönköping I never got a response and therefore could not conduct an in-
terview with them.  
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Appendix 

Interviews Guideline 

In order to facilitate the collection of data then there was a need of designing a guideline 
for the interviews. The aim of the guideline is ensure that the information is acquired on 
the same bases. The questions to be asked to the interviewees were the following: 

1. Do you think it is necessary for companies to have a Business plan? 
2. What are the purposes of the BP? 
3. What are the advantages of having a BP? 
4. Can you see any negative aspect of having a BP? If seen in terms of time needed to 

produce a BP? 
5. What is the most important issue in a BP? When it comes to the funding decision: 

is it the business idea or the person behind it or the network?   
6. What are the criterias to evaluate a BP? 
7. Can a BP be seen as an instrument that inhibits business people and or a potential 

business to emerge? 
8. After the loan is provided is there a follow up? How is it done? 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


