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Abstract 

Background - Planning occupies an important position in business literature. It is a 

well-investigated area with a long and extensive research tradition. However, the 

findings of the research are not consistent. In the planning literature there is a strong 

debate among researchers which results in two opposing points of view. On the one 

hand, proponents of planning in business, also known as the planning school, claim that 

planning plays an important role and has a positive impact on companies. On the other 

hand, opponents challenge these claims and suggest that a company should instead 

focus on flexibility, learning and resource utilization. These claims may be of particular 

interest in new ventures. The environment in which new ventures usually operate may 

be turbulent with a high degree of uncertainty and a lack of resources. This setting may 

create problems for the application of planning procedures and can contradict 

suggestions in existing literature. In addition, the entrepreneur plays a crucial role in 

every new venture. He or she is the one who founds the new venture and is the main 

decision-maker. Planning activities compete for resources and time, which are scarce 

commodities in new ventures and can cause entrepreneurs to allocate less time to the 

business itself.  

Purpose - The purpose of this thesis was to investigate the changes in business planning 

in new ventures. In addition, we endeavored to explain the reasons why these changes 

occur and what sparks them. Our aim was to gain in-depth understanding of the 

business planning change phenomenon in new small-sized firms and add additional 

knowledge to the existing planning literature. 

Method & Theory - Semi-structured interviews with six entrepreneurs in the 

Jonkoping region were conducted to collect the empirical data on business planning 

within the service industry. The collected data was analyzed together by applying the 

theoretical frame of references.  

Conclusion - The thesis concluded that three main business planning situations occur in 

new ventures. These were at first a smooth or volatile increase during the beginning 

period of new ventures and resulted in the presence of the stabilised business planning 

pattern in the later stage of new ventures. This study also observed three main drivers 

behind those changes: business planning experience, economical factors and customers.  
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1 Introduction 

The aim of this chapter is to introduce the reader to the topic of business planning 

activities in the context of new ventures. This chapter will also introduce the problem 

and purpose of the thesis followed by research questions. 

1.1 Background 

Planning occupies an important position in business literature. Most of the business-

related literature incorporates planning in its content at different levels of detail. It is 

also strongly embedded in business education at every level and there exist many 

courses entirely focused on planning problems (Karlsson & Honing, 2009; Lange, 

Mollov & Pearlmutter, 2007). Further, it is a well-investigated area with a long and 

extensive research tradition (Brews & Hunt, 1999). However, the results from research 

are not conclusive. Researchers differ in their findings, which creates ambiguity and 

inconsistencies (Delmar & Shane, 2003). 

Among researchers there is a continuing strong debate about planning and its influence 

on firms (Grubber, 2007). To simplify, we can identify two dominant sides of this 

debate. One side, referred to as the planning school, claims that business planning plays 

an important role for firms in their business endeavors and that it significantly affects 

their performance. Moreover, it asserts that more planning is connected with superior 

performance and better outcomes for the firms (Brinckmann, Grichnik, & Kapsa, 2010; 

Grubber, 2007). The planning school believes that business planning facilitates the 

decision-making process as well as helps the firm with better utilization of the 

resources. Planning is recommended to allow for better structure in business activities 

and to improve the management of these various actions by specifying clear goals and 

objectives. It also boosts the creation of the means to achieve these goals. Finally, an 

additional advantage of planning is that it enables a firm to detect deviations in the 

firm’s activities from the predetermined direction and allows the owners to 

communicate their goal to their stakeholders (Delmar & Shane, 2003). However, on the 

other side of the debate, other researchers oppose these claims and suggest that firms 

should instead focus on flexibility, learning and resource utilization. Studies that 

criticise planning claim that it creates cognitive rigidities, organizational inertia, limits 

strategic flexibility and negatively affects scarce time dedication (Brinckmann et al, 

2010; Grubber, 2007).  

These claims may be of particular interest in new firms. The emergence of the new 

ventures topic is becoming increasingly important. Nowadays, new ventures play an 

important role in the development of new products or services, processes, and 

innovative technologies. New ventures gain considerable attention because they cause 

new managerial problems and create new questions that need to be answered (Delmar & 

Shane, 2003; Kazanjian, 1988). Moreover, the environment in which new ventures 

usually operate may be turbulent with a high degree of uncertainty and a lack of 
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resources. This setting may create problems for the application of planning procedures 

and can contradict suggestions in existing literature (Bhide, 2000). 

Entrepreneurs in new ventures need to be flexible in order to survive and adjust to 

changes in their environment. Planning activities compete for resources and time, which 

are scarce commodities in new ventures, and can cause entrepreneurs allocate less time 

to the business itself (Covin, Slevin, 1989; Shrader, Mulford, & Blackburn, 1989).  

Regardless of the cost aspect of planning, some researchers point out that even when 

firms actually do create business plans, they do not use them as recommended by the 

planning literature. Instead, they use them only as a symbolic gesture to satisfy the 

expectations of stakeholders. After the business plan is completed entrepreneurs often 

make no effort to follow what was written in the plan, much less update or modify it 

(Karlsson & Honing, 2009). 

 

1.2 Problem discussion 

This inconsistency between the theory and use of planning in the existing literature 

aroused our interest, which led us to a more in-depth exploration of the planning area in 

research.  

As mentioned above, extensive research has been done concerning business planning. 

Many researchers focused on issues regarding business planning, such as the 

relationship between business planning and the performance of companies, the different 

forms of business planning, business planning and cultural context, and many others 

(Brinckmann et al, 2010). Nonetheless, research associated with changes in business 

planning in new ventures over time is still not very well investigated.  

Some researchers in their studies covered the topic of planning development. However, 

these studies were concentrated on the development of planning in terms of the formal 

and informal manner (Robinson & Pearce, 1984; Shuman, Shaw & Sussman, 1985). In 

addition, in literature concerning the planning topic, some researchers had already 

focused on planning in small firms.  

Yet, other scholars claim that research concentrating on planning in small companies 

did not take into account the differences between new companies and established 

companies. There is evidence showing that these two types of small firms possess 

distinct characteristics and are affected by different contextual factors. This fact is 

oftentimes overlooked in previous research, due to the fact that studies concentrating 

specifically on business planning in new companies are very scarce (Brinckmann et al, 

2010). 

This circumstance poses a number of questions. Is there any change in business 

planning efforts in new ventures over time? If there is any change in planning efforts, 

then what are the reasons behind this change? What led the new ventures to change their 

efforts regarding business planning? 



 

 
3 

Some indications of expected effects and changes in planning activities can be derived 

from the existing literature. For instance, scholars claim that planning is beneficial for 

companies, e.g. it increases the performance, improves decision-making and enhances 

the utilization of resources (Burke, Fraser & Greene, 2010; Grubber, 2007; Timmons, 

1999). It also serves entrepreneurs as a guideline with predetermined sets of goals and 

objectives and a path to achieve these goals (Lange, et al, 2007). Accordingly, these 

advantages connected with planning led us to assume that planning activities could be 

expected to increase over time. 

Nevertheless, other scholars assert that planning is an intensively time- and resources- 

consuming activity, and requires more experience of planners in order to be efficient 

(Bhide, 2000). In addition, planning can potentially cause cognitive rigidities, 

organizational inertia and limits strategic flexibility (Brinckmann et al, 2010; Grubber, 

2007).  

Furthermore, due to the turbulence in the environment which new ventures usually 

inhabit and a lack of resources, it can be problematic to apply planning procedures as 

suggested in existing literature (Bhide, 2000). This leads us to a competing assumption 

that planning activities in firms may decrease over time. 

In conclusion, we see the need to investigate business planning changes on the new 

venture level and the reasons behind the changes. Therefore, in our study, we will focus 

on changes in business planning that would be represented by how involvement in 

business planning activities evolves over time. In addition, being aware of the 

differences between new and established firms, we focus on business planning changes 

over time in new ventures or at the new venture development stage. 

 

1.3 Purpose/research questions 

The purpose of this study is to examine and understand how and why new ventures 

follow certain development paths of business planning over time. By doing so, we aim 

to extend the existing research into planning activities in new ventures. 

Thus, the main purpose of our research can be expressed in these research questions: 

 

RQ1. How does business planning change over time in new ventures? 

RQ2. Why do certain changes in business planning occur in new 

ventures? 
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2 Theoretical frame of reference 

This part of the thesis will focus on theories related to business planning and new 
ventures, followed by positive and negative impacts of business planning. The main focus 
of this section is to collect relevant theories and studies which will be supportive in 
answering the research questions. 

2.1  Business Planning 

Business planning is defined as those efforts by a firm’s founders to gather information 

about a business opportunity and to specify how that information will be applied in 

order to create a new organization to exploit the opportunity (Castrogiovanni, 1996). 

Researchers in the planning field define several key components of business planning 

(Ansoff, 1965). These components include definition of goals, creation of paths to 

achieve these goals, and evaluation and decision of alternatives, as well as 

implementation and control. 

In the planning literature, there can be identified two concepts. On one side the outcome 

of business planning, on the other the process of business planning (Boyd & Reuning-

Elliott, 1998; Pearce et al., 1987a,b). The outcome of business planning represents the 

amount of written documentation. For example, the business plan, as the product of 

business planning, reflects the procedures of gathering and analyzing information, 

defining risks and strategy, and evaluating required tasks (Castrogiovanni, 1996; Sexton 

& Bowman-Upton, 1991). 

If we consider business planning as a process, we shall then understand what is involved 

in this process. As described by Glueck (1980), planning first begins as a mental 

concept by taking the future into consideration, either consciously or subconsciously. 

This is followed by the decision-making process, which requires a rough estimate of the 

potential effects of decisions on the organization and the environment. Next, ideas are 

transformed into concrete action plans based on formalized procedures and perceived 

consequences. Moreover, the so-called programming step further explains the 

phenomenon of moving toward a more in-depth level of thoroughly familiarizing 

oneself with the objectives as opposed to a superficial understanding, which is regarded 

as essential preparation for the implementation of plan. 

Ultimately, the last step in the planning process is occupied by evaluation. Evaluation is 

that phase of the planning process in which the top managers determine whether their 

decisions as implemented are meeting the objectives of the enterprise (Glueck & 

Snyder, 1982). Although it is said that evaluation can be seen as the end of the process, 

it also can be viewed as a new beginning. Information obtained in the evaluation 

process is used to make decisions about the appropriateness of the firm's objectives, 

strategy, and implementation plan' (Glueck & Snyder, 1982). 

In addition, Mintzberg (1994) established that planning can occur in a form of emergent 

patterns. These patterns can be divergent, unstructured, and do not necessarily follow 
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any predefined explicit or formal plan. However, it is worth mentioning that business 

planning is not simply ‘taking the future into consideration’. To define it in a more 

appropriate and specific way, it is 'those activities which are concerned specifically with 

determining in advance what actions human and physical resources are required to reach 

a goal. It includes identifying alternatives, analyzing each one, and selecting the best 

one' (Glueck & Snyder, 1980). A business plan includes activities such as, industry 

analysis, customer analysis, resources analysis, business strategies, risk and opportunity 

analysis, financial analysis and forecasting (Vaughan, 2012). Since the creation of a 

business plan involves, varies activities therefore, according to (Berman, Gordon & 

Sussman, 1997), the sophistication of planning can be defined by the level of detail of 

the planning activities, such as frequent planning meetings and detailed analysis, e.g. 

market, competition or forecasting. 

For the purpose of this study the business planning involvement represents the 

company´s involvement in business planning activities which were described above, as 

well as the effort spent on these activities which represents the company´s time and 

resource dedication.  

 

2.2 Entrepreneur 

Entrepreneurs are seen in today’s society as an engine of the capitalistic economy 

(Shoon & Duckworth, 2012). Shane (2008) argues that one becomes an entrepreneur 

based on previous experiences and socio-demographic factors. A variety of situations 

and skills has a strong impact on the personality, which can lead to an entrepreneurial 

path. In addition, more personal factors like individual characteristics and contextual 

input was examined to define the creation of an entrepreneur (McClelland, 1987; 

Holland, 1985). 

It is recognized that the role of the entrepreneur, especially in small firms, is crucial as 

the entrepreneur’s characteristics and goal setting will, to a large extent, affect the 

development of the business. Carland, Carland and Aby (1989) defined the role of 

entrepreneur as the individual responsible for planning in a small firm. The entrepreneur 

is engaged in competitive analysis, planning the allocation of resources, and the 

institution of procedures for control and coordination within the firm (Berry, 1998). 

Knight (1921) mentioned that entrepreneurship entails evaluation and action in a risk 

and uncertainty context. Hayek (2002) described uncertainty in such a way that the 

outcomes and situations cannot be easily quantified. Consequently, entrepreneurs are 

seen as risk takers who look for challenges (Brockhaus, 1980).  

An entrepreneur uses his or her own creativity for the benefit of his or her business and 

strives to survive in the marketplace by using innovative ideas. It is the person who is 

the main leader, the founder, the primary decision maker and has a strong impact on the 

company (Gartner, 1988). 
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2.3 New Ventures 

The development of new venture has been an issue of interest to the society due to the 

reasons that it improves the economy situation of a society by means of creating jobs, 

innovation and globalization (Barringer & Ireland, 2006). New venture is an 

organizational entity that develops over time through the various stages (Ruhnka & 

Young, 1987). Forlani and Mullins (2000) define new venture as a firm which “do not 

have a flow of historical returns for entrepreneurs to examine, however, the risk-as-

variability perspective may still be germane”. Each new venture is affected by different 

environmental forces which influence its survival. A new venture usually faces high 

level of uncertainty, lack of resources and support (Zimmerman & Zeitz, 2002). The 

new venture, in its environment, is forced to look up resources and usually faces fierce 

competition in its market (Gartner, 1985). It is researched that, new ventures usually 

face high percentage of failure that is caused mainly by liability of newness problem 

(Stinchcombe, 1965). During the first two years of new ventures usually 40 percent of 

them fail (Small Business Administration, 1999). 

New ventures are usually launched by individuals, entrepreneurs and are highly affected 

by them during the existence of new venture. Entrepreneur usually gets inspirations 

from some ideas and then he or she translates the ideas into specific products and 

services. New venture development is associated with various activities in terms of 

creating certain business which is going to be competitive on the market (Morse & 

Mitchell, 2006). To create a new venture entails the eagerness of the individual to have 

focus on the goal (Fowler, Fowler & Thompson, 1995). Moreover, factors such as the 

intensity of the venture formation, experience, the entrepreneur’s knowledge, culture 

and other distinctive attributes are crucial when it comes to the new venture 

(Sarasvathy, 2001). 

According to the Cooper (1971) entrepreneurs are driven to start a new venture by three 

general factors which primarily affect the decision to found new firm. They are: (1) the 

entrepreneur, incorporating his or her own background which exerts influence on the 

motivations, perceptions as well as the abilities and expertise. (2) The organization in 

which the entrepreneur had previously been working. Regarded as a symbol or criteria, 

it is likely that the characteristics of the previous organization will have an effect on the 

formation and the nature of the new venture. The experience, specific skills and know-

how will also lay the solid foundation for the entrepreneur to start the new venture. (3) 

The environmental factors external to the entrepreneur and his or her organization, 

making it feasible to start new venture. 
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2.4 Two sides of business planning advantages and 

disadvantages of business planning 

Mainstream research asserts that business planning plays a crucial role in firms´ 

activities and positively affects their performance. It is important for the existence of the 

company and it should be embedded in its regular activities (Brinckmann et al, 2010). 

Researchers examined the benefits of planning based on the performance of firms, and 

concluded that planning gives positive results (Ackelsberg & Arlow, 1985; Karger & 

Malik, 1975). This provides evidence of a positive relationship between planning and 

the performance or success of companies. It should help firms enhance their 

performance (Boyd, 1991). On the other hand, research shows a moderate or low 

relationship between planning and companies´ performance (Robinson & Pearce, 1984; 

Bracker, Keats, & Pearson, 1988; Lange et al., 2007). The given results can explain why 

many entrepreneurs create business plans, in terms of business planning involvement, as 

a symbolic act to increase their credibility for obtaining investment support for their 

business, as Karlsson and Honing (2009) argue. They discovered that the creation of the 

business plan occurs as a result of institutional pressure and not as a means to achieve 

better performance. Entrepreneurs most likely generate a written plan under institutional 

pressure, which is extensively utilized as a tool to catch investors’ and bankers’ 

attention in order to obtain financial support (Lange, et al, 2007). A written business 

plan can be considered as the blueprint which mirrors the early stage of a company’s 

development. It articulates the founding strategies and resources for the new venture 

creation in depth (Lange, et al, 2007). On the other hand, we can find evidence that, a 

number of entrepreneurs don’t establish business plans at all (Robinson & Pearce, 

1984). From the Karlsson & Honing (2009) study, it emerges that only 60 percent of 

entrepreneurs engaged in written business plans. A similar conclusion was proven in 

studies by Lumpkin, Shrader and Hills (1998) and Bhide (1994), which show that even 

fewer than 60 percent of entrepreneurs use a business plan. They pointed out the 

valuable finding that formal plans may not be as crucial as has been presented. 

Looking beyond the business plan as formal outcomes in a written document, scholars 

conducted research in a different direction to show that there are additional values in 

planning other than creating a formal business plan. By engaging in business planning, 

entrepreneurs can facilitate achievement of the organization’s goals achievement as 

once the goals are clearly defined, business planning enables people to dedicate 

themselves to working, to cope with various issues cautiously, and to minimize the 

occurrence of being fruitless (Shane & Delmar, 2004). In addition, business planning 

plays a role in coordinating as well as strengthening teamwork. Taking this further, 

business planning activities can develop important questions closely related with the 

new venture they work on (Timmons, 1999).  Questions stated during the planning 

activities are very helpful with the opportunity evaluation. That, according to Burke, 

Fraser and Greene (2010), has strong impact on the decision, e.g. whether to enter the 

market or not.   
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With such a positive impact on business planning, what causes entrepreneurs to avoid 

business planning? The possible disadvantages of planning may identify planning as a 

negative factor for the development of the firm. Time as a scarce resource has to be 

allocated by the entrepreneur in certain directions, such as planning related to 

organizational actions or creativity related to product creation. Therefore, business 

planning may take time away from actions which are more important for the company 

(Carter, Hannan, & Reynold, 1996). In other words, business planning can rob 

entrepreneurs of their valuable time which can be used in discovering profitable 

opportunities or managing and improving their business (Bhide, 2000). Allisons, Chell 

and Hayes (2000) talk about entrepreneurial intuition. They claim that entrepreneurs 

perform better under the flexible strategy rather than long-run planning. This is based 

on the spontaneous reactions rather than set plans. Intuition might support quick 

decisions which were unforeseen in the planning. Scholars also neglect the benefits of 

business planning due to the fast-changing entrepreneurial environment (Bird, 1988). 

Planning may be inefficient if situations will be changing faster than the implementation 

of the planning, which will require frequent updates that lower the value of the 

planning. The given considerations can be some of the reasons why entrepreneurs don't 

plan or limit themselves with the planning. 

Researchers expand the view on business planning to a wider spectrum and examine the 

correlation with different markets and uncertainty. Bhide (2000) for example, argues 

that impact of business planning varies depending on a stable or unstable market. In a 

stable and predictable market business planning will likely generate positive impacts, 

whereas in an unstable market with high uncertainty the impact may be weaker. The 

situation can also be seen from a different angle when we think about the effect of 

planning processes on the entrepreneur. Due to market uncertainty, entrepreneurs often 

struggle with the new venture, hence planning can encourage them to think more 

effectively during the process (Matthews & Scott, 1995). Furthermore, entrepreneurs 

also learn during the business planning process. They learn about the business 

environment as well as about the consequences of alternative actions. Such knowledge 

allows them to evaluate every step before they make a decision about it. Arora and 

Fosfuri (2005) call this "diagnostic information", which they argue is beneficial in 

uncertainty situations and helps to spot the  validity of the encouraging or discouraging 

indicators needed to proceed with the step under consideration. 

 

2.5 Business life cycle 

Firms and organisations go through different stages during their existence. Different 

scholars developed various models with more and less detailed stages. Lippitt and 

Schmidt (1967) developed a model with 3 stages: birth, youth, and maturity. By 

contrast, Adize (1979) developed ten stages of the organizational lifecycle dynamics. 
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Churchill and Lewis (1983) developed five stages of small business growth and focused 

more on the growth stages rather than the declining ones. The mentioned models, 

despite the differing number of stages, were developed for the whole life of the firm or 

organization starting from establishment up to the end of the firm. 

Stage I - Existence 

At this stage, the main focus is to obtain customers and provide them with the product 

or service. At the same time, there is also a focus on keeping the company in business. 

Since the company is newly developed, its structure is small and less complex. Under 

this situation, the owner of the company is usually in charge of everything, operates all 

the significant tasks, and is the main leader in directing the company. 

Stage II - Survival 

After existence, at this stage, the company is regarded as a workable entity.  Potential 

customers are reached and they are satisfied with the company’s offering. Thus, the 

main focus has shifted from obtaining customers to finances. The company is more 

concerned about whether the financial return is sufficient to cover its costs in order to 

survive. In the survival stage, the structure of the company is still considered small and 

simple due to the limited number of employees; however, this does not mean that the 

company is not growing. In fact, the company may grow both in size as well as in 

profits as it approaches the next stage. 

Stage III - Success 

When companies reach this stage, the owner is confronted with the choice of proceeding 

with expansion and growth or keeping the company stable and profitable as it is. If the 

owner chooses to pursue a growth strategy this will be accompanied by more resource 

utilization and more involvement in formal planning activities. To be specific, the 

owner needs to reinvest and assume greater risks in favor of financial growth. In 

addition, since the company is becoming increasingly mature with a correspondingly 

complex structure, the owner is no longer capable of dealing with everything alone.  

Hence, the company needs to hire an experienced manager to assist with business 

administration and planning for the future.  

Stage IV - Take-off 

At this stage, the company needs to consider how to grow rapidly and how to finance 

growth. Often, those who bring the company into the Success stage fail to survive the 

Take-off stage as rapid growth often overtakes available funds, which can lead to 

bankruptcy. Moreover, when the company develops to this stage, the owner might be 

unable to manage the daily operation as it is too big and complex to control. However, it 

is not impossible to pull through this stage. The company at this stage is more or less 

decentralized. The owner can pass responsibilities to other competent managers to 

handle the fast growing and complex business environment. There are two possible 

consequences of this stage: either the company becomes even stronger and more 

profitable or the owner seeks to sell the company at a profit. 
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Stage V - Resource maturity 

At this stage, the company has the advantage in size, various resources and managerial 

competency. There are two main issues concerning this last stage. Firstly, the company 

needs to strengthen control over the financial gains that occurred due to rapid growth. 

Secondly, the end of the fast growth stage might cause the company to lack 

entrepreneurial inspiration and the motivation to be more creative. 

 

2.6 External environmental factors 

Business environment has been described in many ways through the years. Duncan’s 

(1972) description of environment states ‘environment is thought of as the totality of 

physical and social factors that are taken directly into consideration in the decision-

making behavior of individuals in the organization’. Osuagwu (2001) defines business 

environment as all factors which influence or have impact on operations or performance 

of the company. Fernando (2011) in his book makes a deep analysis, identify and group 

factors which influence business environment (Figure 1). 

 

Figure 1 The Factors that Affect a Business Environment (Duncan, 1972) 

Financial resources – This internal factor, which provides goals and objectives for the 

company which mostly identify purpose to create profit for the company's shareholders, 

was introduced by Adam Smith and Milton Freidman. Nowadays, next to profit the 

social need are taken into the account of goals and objectives. However, profit still plays 

a central role and difficulties surrounding it most likely influence the performance of 

entrepreneurs. Wruck (1990) argues that, if the lack of the financial resources persist in 

company financial distress occur. Furthermore, it is said that financial distress creates 

the impetus for companies to increase and improve their efficiency in order to reach 

better performance and resolve their problems (Jensen, 1989). 
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Economic systems- this factor is related to the connections among companies and the 

resources used by them. This means that the action of every unit will have an impact on 

the other units or a market as a whole. Therefore, companies need to monitor the market 

to be sensitive to the pressure around it (Haperberg & Rieple, 2001). The pressure is 

related to exchange rates and scarcity of resources, as well as political and social 

decisions. The world has witnessed the negative aspects of political decisions such as 

regulating oil prices and the resulting crises. These crises have a very strong impact on 

firms from an environmental perspective. 

 

Customer - Customers as a stakeholders occupy a significant position at the heart of 

any business (Fernando, 2011). Customer strategy involves examining potential 

customers and defining which type of segmentation is the most suitable to categorize 

customers. In that sense, the company is required to take into account the subdivision 

for customer segmentation, which contains macro, micro and one-to-one segmentation 

approach (Rubin, 1997). 

From a company’s perspective, it is quite beneficial if the company is able to transform 

customers into closer relationship types, as well as retaining these customers. For 

example, it is considered that a relationship developed upon trust is more solid and 

reliable. As a result, customers are less likely to switch to other brands (Morgan & 

Hunt, 1994) and this is vital because it will be more costly to acquire new customers 

(Reichheld & Teal, 1996). In addition, it is important to maintain long lasting 

relationships (Becker, 1960) rather than focusing exclusively on searching for new 

customers (Raphel, 1991). 
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3 Method 

The chapter explains the techniques used for data collection, case selection and 

analysis. We also discuss the research approach that was adopted, the research design 

used as well as the trustworthiness of the research and ethical considerations.  

To get a better understanding of business planning processes and its development over 

time, qualitative research was conducted. Primary data were obtained from six 

companies through semi-structured interviews.  Secondary data were attained from the 

companies’ webpages and national databases of companies which consist of descriptive 

information about researched firms. The following section describes the research 

approach. 

 

3.1 Research approach 

3.1.1 Research philosophy 

The research philosophy provides scholars three main philosophies: positivism, realism 

and interpretivism (Figure 2). This is very important in order to describe the point of 

view from which the writers of this paper see the world. 

 

 

Figure 2 Research philosophies. 

 

This thesis focused on business planning where entrepreneurs will play the central role 

in describing this phenomenon. Due to complexity and differences in responses among 

individuals, the authors of the thesis lean toward interpretivism to achieve the most 

relevant results. Saunders and Lewis (2012) argue that "to understand the differences 

between humans in their role as social actors" interpretivism is appropriate to employ. 
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 Each of our interviewers represented different backgrounds and experiences which 

necessarily cannot follow the same template. Therefore, the uniqueness of each sample 

unit will require deep analysis and interpretation of the given empirical data, which is 

applicable with interpretivism, according to Kelliher (2005). 

The way the authors of the thesis view the world is best represented by interpretivism 

and, as a consequence, this research philosophy was adopted for this paper. 

 

3.1.2 Abductive approach 

Inductive approach, deductive approach, and abductive approach are the three main 

research approaches (Hyde, 2000). 

In this thesis, we employed the third approach, i.e. the abductive. The abductive 

approach involves observation, followed by the hypothesis that takes observations into 

consideration, and seeks to obtain the likeliest interpretation (Lamma, Mello, Milano & 

Riguzzi, 1999). Our study began by reviewing the conceptual knowledge, which not 

only laid solid groundwork for the subsequent empirical observations but also enabled 

us to gain some insights into our topic.  

Subsequently, in order to gain deeper understanding of our study and to determine the 

answers for the research questions, we conducted interviews to collect empirical data, 

which contributed to observing the patterns of changes in business planning in a real-

life context.  

By applying theory and practice simultaneously, this thesis was conducted in an 

abductive manner. As Hyde (2000) said, the intention of using this approach is to find 

the likely explanation for certain observations by taking advantage of theoretical 

knowledge and empirical observations.  

In addition, the abductive approach is frequently used in many studies that are based on 

the case-study method. It allows us to profoundly investigate the cases and discover the 

existing patterns by a combination of theory and practice (Alvesson & Sköldberg, 

2009). 

The abductive approach does not purely follow the inductive approach or deductive 

approach (Hyde, 2000). This is because the inductive approach starts from empirical 

data collection, followed by pattern observation, and ends up with the theory 

development as the result of the data analysis (Saunders et al, 2009). In contrast, the 

deductive approach describes a study in which a conceptual and theoretical structure is 

established and subsequently tested by practical observations. This approach thereby 

seeks to determine if the general theory can be applied to specific cases or not. In other 

words, it is regarded as the process of moving from the general toward the particular 

(Saunders et al, 2009). Moreover, the limits of deductive and inductive approach lies in 

unilaterality. The manner of how they investigate a given problematic can limit the 

depth of understanding of researched topic (Alvesson & Sköldberg, 2009). 



 

 
15 

In conclusion, we chose to use the abductive approach as the study was carried out by 

utilizing the theory and the practice simultaneously instead of purely starting from 

either the theory or the practice. 

 

3.1.3 Qualitative approach 

This thesis will be conducted under the qualitative approach since we determined that 

the qualitative method would be the optimal selection. Firstly, Cooper and Schindler 

(2014) recommended that scholars use qualitative research in order to acquire a deeper 

understanding of the problem. To do so, researchers should design data collection to 

find out ‘how’ and ‘why’ the problems occur. Due to the lack of numerical values, the 

relationship between the variables was explained in text and words. Based on 

interviews, the rationale behind the actions was explained and therefore the quantitative 

approach is not appropriate because the data collected cannot be precisely measured 

(Saunders, Lewis & Thornhill, 2009). This is in line with our research as we intended to 

comprehensively understand how business planning develops over time and the reasons 

why certain developments in business planning occur. Secondly, Cooper and Schindler 

(2014) pointed out that the data collected in a qualitative manner enabled the 

respondents to present and express their personal viewpoints and experience. We 

recognized that qualitative research would contribute to strengthening understanding of 

business planning changes over time in a more profound and precise way. Thirdly, on 

condition that the quantitative method had been adopted, we might fail to fully 

comprehend or misunderstand the intent of the respondents, which would in turn worsen 

the subsequent research work. 

Consequently, we deemed that qualitative research would be appropriate to our 

inquiries, as a result of utilizing literature review as theoretical frames of reference and 

semi-structured interviews as sources of empirical data. 

 

3.2 Research design 

There are three types of studies in research, i.e. exploratory research, descriptive 

research and explanatory research, which determine the research questions that 

researchers wish to answer and the way in which they want to answer them (Saunderset 

al, 2009). This thesis adopted explanatory research rather than descriptive or 

exploratory as we attempted to explain what is behind the specific occurrence through 

the observation of changes in business planning over time. 

Taking the choice of qualitative research into consideration, the case study research 

strategy was used. A case study research strategy serves to achieve profound 

comprehension of various phenomena in the real-life context. It helps describe in depth 

the specificity of the studied phenomena. The case study approach tends to answer the 

questions of ‘what? ‘why?’ and ‘how?’, which matches our study as we seek to 
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understand how business planning changes over time and the reasons behind the 

changes (Yin, 2004). 

As Yin (2004) mentioned, the case study is especially beneficial when the researchers 

intend to obtain deeper understanding of the given problematic. In the case study, 

interviews, observations, questionnaires, and archives are regarded as the sources for 

data collection (Yin, 2004). Interviews were conducted as our primary empirical data 

source to contribute to our analysis based upon the given problematic. However, we 

were aware of the drawback of case study that there is a lack of clear rules of data 

collection and data analysis, which may turn out to be time consuming and generate 

biased outcomes (Yin, 2004).  

According to the case study, this approach can focus on the single case or on multiple 

cases. A single case will be appropriate if researchers are looking for a comprehensive 

description of the problem in the particular case and the case can be seen as interesting 

and sufficient to research itself (Eriksson & Kovalainen, 2008). The multiple case study, 

on the other hand, focuses on generating general findings from the studied cases, rather 

than stick to one specific case. The findings from the multiple case study provide richer 

knowledge about the studied phenomenon and go beyond the case itself. Therefore, the 

multiple case study is capable of enabling the researchers to explore, investigate and 

explain the researched problematic. (Eriksson & Kovalainen, 2008). The multiple case 

study was in line with our study because we wanted to obtain general explanations of 

how business planning changes over time in new ventures and why certain changes 

occur. Therefore, we need to explore, investigate and observe how business planning 

changes in multiple cases in order to articulate general explanations of why certain 

changes occur in these cases. Consequently, the multiple case study is more appropriate 

for us to study this complex phenomenon. 

 

3.3 Selection of cases 

In order to answer the research questions empirical data must be collected. To obtain the 

empirical data specific cases were selected. In this thesis, we define cases to mean 

entrepreneurs managing companies during the new venture stage, which was defined in 

the theoretical frame of references section. The cases selection can be done in several 

different ways, e.g. simple random sampling, systematic sampling, purposive sampling, 

convenience sampling and many others. Due to the need for specific information to 

answer the research questions and for pragmatic considerations, the convenience 

sampling technique (Eriksson & Kovalainen, 2008) was used from the population of 

Jönköping municipality. Convenience sampling includes the non-probability sampling 

technique. The main advantage of this sampling method is the ease of obtaining the 

cases for the sample. It allowed us convenient accessibility and proximity to the 

selected cases. The process of case selection is done as a continuation process until a 

sufficient sample size is attained. The decision to choose convenience sampling in this 
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thesis was based on the advantage of this technique, which lies in access to required 

cases.  Nonetheless, we were aware of the disadvantage associated with this type of 

sampling. The disadvantage lies in the probability of biased outcome and uncontrollable 

influences which can affect the collected data. This can also negatively affect the 

subsequent generalization of empirical findings. 

To be specific with sampling criteria, in this thesis, the population from Jönköping 

municipality was chosen due to the constant increase of entrepreneurial activities in the 

area. For this same reason Jönköping International Business School settled in 

Jonkoping: “This city was selected because it was known as a cradle of 

entrepreneurship and one of the most industrialised regions in Scandinavia.” (JIBS, 

2015). Another criterion was to collect companies not older than seven years since 

registration, due to the retrospective nature of our study, in order to obtain adequate 

responses from the entrepreneurs. Entrepreneurs who manage firm for more than seven 

years may experience difficulty in appropriately describing the activities in the firm 

during the new venture stage. For the purpose of this study, it was important to 

interview entrepreneurs who were with new ventures from the beginning in order to 

properly explain the planning processes and activities in the firm. 

 

Process of selecting cases 

Accurate sample units were crucial to collecting necessary empirical data, therefore case 

selection required three steps to create the needed sample from the population. 

Firstly, databases such as Retriver Business, Amadeus, Confederation of Swedish 

Enterprise, Science Park and Statistics Sweden, were scanned for potential sample units 

based on the criteria from the sampling section. It was convenient to use several 

databases since not all the information was covered in one database. Therefore, a greater 

number of sources provided us with more complete data for screening the companies. 

The second step was to gain more information from the webpages of the companies. At 

this stage five companies were eliminated due to a lack of entrepreneurial evidence in 

their activities. The contact information on the companies' webpages was inadequate, 

therefore we assumed that the companies did not continue with business activities any 

longer. 

The next step was to send emails to the companies to inquire if they would be willing to 

participate in our research. The emails contained a few questions regarding business 

planning to give potential participants an idea about the content of interview. At this 

step nine companies were eliminated due to a lack of response and availability because 

of their schedules. After this step the final sample was created with six companies 

(Table 1) and those companies were participating in interview as a source of empirical 

data. 
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Table 1 List of the interview companies. 

Name Age in years Industry Employees 

Anonymous 1 7 Graphical design 1-3 

Anonymous 2 3 Website development 2 

Exoro 7 Industrial automation 2 

IniQ 5 IT 5 

Fraktjakt 6 Shipping 7 

Divcon 4,5 Consulting 9 

 

3.4 Data collection 

For the data collection, secondary data sources were used at the beginning. To identify 

samples we used time series bases where filtration allowed the use of the company 

registration date. Additional information was also collected from databases such as 

Retriver Business, Amadeus, Confederation of Swedish Enterprise, Science Park and 

Statistics Sweden. The given data bases as a source of organized records were very 

useful as we focused on a specific time period of 7 years or less. In case of incomplete 

information about a sample unit in one of the databases, the webpage of the company 

was used. This information was mostly allocated for communication purposes with the 

sample units, which was crucial to start primary data collection. As for primary data, we 

used interviews with entrepreneurs managing new ventures as our cases. 

Since it was expected that planning processes may vary among sample units, a more 

flexible approach was needed to sufficiently research the given problematic. Therefore, 

the semi-structured personal interviews were appropriate for this task. According to 

Bryman and Bell (2011), the semi-structured interview is more flexible compared to the 

structured interview as it allows interviewers to ask questions spontaneously in addition 

to the designated questions. All interviews were conducted in person and recorded at the 

same time. The questions were mainly focused on the open-ended type and, since it was 

semi-structured interview, we therefore asked a few questions spontaneously in order to 

gain more insights and understanding about certain issues. To be consistent with all the 

questions, we created a model with the instructions preceding the questions. The semi-

structured interview consisted of "yes" or "no" questions to introduce the topic and 

open-ended questions asking for details and examples afterward. The first set of 

questions was tested at the trial interview to make sure that the questions were 

developing constructive and useful answers that could be analyzed and used to answer 

the research questions of this thesis. Afterward, some modifications were implemented 

and the changes were tested again. The final interview was divided into three sections: 

planning processes during the genesis of the company, planning processes at the end of 

the new venture period and additional questions. The first section’s primary aim was to 
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identify whether any planning was conducted at the beginning, which was necessary to 

provide data for the first research question and, secondly, to show the purpose of this 

behavior in support of the second research question. The next part focused on the 

ending period of new venture. In addition, this section also provided many "why" 

questions to support the second research question and to measure the level of 

involvement in business planning in the examined companies. The last section of this 

data collection focused on the additional questions about the entrepreneur as an 

individual. This section aimed to outline some personal perspectives on planning, which 

was helpful to obtain background information about the case in general. All the 

interviews lasted approximately half an hour, were conducted between 13 and 20 April, 

and all the interviews were conducted in English. The model consisting of interview 

questions can be found in the Appendix 1. 

 

3.5 Approach to data analysis 

In light of the abductive approach, the procedures for analyzing qualitative data can be 

categorized into three perspectives, which incorporate data reduction, data display and 

conclusion drawing (Miles & Humberman, 1994). 

Firstly, data reduction stands for the process of “summarizing and simplifying the 

collected data and/or selectively focusing on some parts of this data” (Miles & 

Humberman, 1994). In relation to our thesis, by taking advantage of a voice recorder, 

we could replay the recording so that we could reformulate our notes and selectively 

choose the information that was considered useful for our research questions.  

Secondly, data display “involves organizing and assembling your data into summary 

diagrammatic or visual displays” (Miles & Humberman, 1994). With regard to our 

thesis, since we intend to investigate the development of business planning in new 

ventures, we decided to translate the empirical data into a diagram for each of the 

companies so that we could straightforwardly visualize the tendency of the planning 

changes and identify the potential patterns of the development.  

Lastly, when it came to conclusion drawing where the empirical findings from data 

display should be compared with the conceptual knowledge provided in the frame of 

reference, the findings can give rise to the development of a new concept or some 

contributions to the existing literature. We attempted to graphically observe how 

business planning changes in new ventures over time as well as the mechanisms behind 

the occurrence of such a development. 

 

3.6 Trustworthiness of the collected data 

The trustworthiness of the collected data represents, according to Saunders and Lewis 

(2012) that the research conclusions ought to be trustworthy. The results of a research 
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approach based on the qualitative method are usually sophisticated and affected by 

subjective explanations (Saunders & Lewis, 2012). To achieve the trustworthiness of 

the data the appropriate research design is needed. The trustworthiness of the research is 

based on the level of scientific methods used in research to avoid self-deception and 

subjective interpretations in research. To enhance the trustworthiness of the research 

two issues need to be taken into account, reliability and validity.  

Reliability is defined as “the extent to which data collection methods and analysis 

procedures will produce consistent findings” (Saunders & Lewis, 2012). According to 

Saunders and Lewis (2012), it is one of the key perspectives to ensure the 

trustworthiness of findings. 

With regard to the validity of data, according to Saunders, Lewis and Thornhill (2009), 

it is determined by the appropriateness of the chosen measures to test a given research 

problematic. In other words, the collected data should indicate the answers of the 

research questions. In this thesis, the authors expected to see how business planning 

develops over time.  

To achieve the reliability of data the same structure of interview questions was used in 

every interview that was conducted.  In addition, after acquiring permission from the 

interviewees, we used a voice recorder to record the entire interview so that we could 

guarantee access to the interview as often as needed in order to minimize 

misunderstanding and uncertainty, which implies that we all sought to gather accurate 

information. This leads to a higher degree of reliability in data collection. 

According to the validity of our data, the literature review was used to develop 

appropriate questions related to given problems in business planning development.  

Also, the semi-structured interview enabled us to ask the interviewees additional 

questions which were relevant to the research and helped us gain more insights and 

deeper understanding on the specific issues.  

Moreover, to enhance the trustworthiness of the collected data, each of the authors 

individually analysed the results of the interview. We then reviewed the results again in 

order to diminish incoherence and misunderstandings. 
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4 Empirical findings 

This chapter is divided into two parts. Firstly, we presented the outcomes from each 

interview, followed by the analysis of empirical data by applying the theories developed 

in the Frame of reference. 

4.1 Interview results 

The six interview results are presented in this section. As for each company case, we 

started with the brief introduction, followed by the detailed presentation. The 

presentation is divided into three parts; background, interview summary and additional 

questions which is presented in the appendix 1. 

 

4.1.1 Company 1 

Background 

The company is about seven years old. The number of employees varies depending on 

the market demand. The company offers graphic design and illustrations for companies. 

Sometimes additional employees are hired for more specific tasks, however, the number 

of employees stays around three. 

Interview summary 

The company started with the goal to serve customers using the creativity of the owner. 

The purpose was to help customers with visual promotion. There was no economic goal 

and no written business plan. The owner stated that the general plan structure was 

created in his mind, not on paper.  

The majority of the planning was associated with the activities related to starting up the 

business. The owner said, “At the beginning, I did a fairly good analysis of my market 

to discover the best customers to start with.” 

However, after reaching the initial customers the entrepreneur didn´t want to allocate 

much effort into administration of planning since serving the customers and art creation 

activities were more important. The owner stated, “My main focus is my creativity. 

Without creativity I can´t do what I like and satisfy my customers.” The entrepreneur 

mentioned that occasionally additional analysis about current fashions in certain 

industries of their customer base is needed.  

Moreover, the entrepreneur indicated that for her it is important to keep the company 

rather small. As she said, during the early stages the growth of the company caused an 

excessive increase in business planning activities, which limited her time. 

Consequently, this caused her to lose focus on the art creation activity which was 

crucial for her and her company. When the company grows it creates a lot of problems. 

She said, “You have to start checking on your employees to see if they are working or 

just wasting time. You can´t do what you like. If too much attentions is paid to other 
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stuff, it will affect your creativity and inspiration.”  The main strategy of the company 

was to keep planning and the size of company constant.  

In addition the entrepreneur also indicated that planning processes were not the same all 

the time but they varied. This is due to the economic performance of the company. She 

stated that if the red numbers in the accounting books occur, she had to increase 

planning activities in order to increase profit. “When my bookkeeper comes and shows 

me the bad results, I start to stress a little bit. It’s like now I need to move.” This is 

related to finding more or better paying projects. Once profit becomes positive, 

planning activities decline until red numbers occur again. 

At the moment, the company is operating guided by the same rules as in the beginning. 

No formal business plan was created, even though the owner believes that it could help 

with the company’s survival. The aim is still to keep the company small and have ample 

space for creativity rather than checking on employees. This entrepreneur believes in 

networking as a tool to build the customer portfolio. However, networking is built on 

the professional work, created by the owner, and buzz marketing, rather than frequent 

meetings and social activities. Based on networking, customers are still approaching the 

company, which does not require any additional planning involvement. The 

entrepreneur said, “You wouldn´t believe that but almost all my customers came from 

my initial 20 that I reached.” 

Additional questions 

The entrepreneur is a spontaneous person and doesn't keep a structured plan for herself. 

The main goal is artistic work, not activities related to the company. This entrepreneur 

has difficulties with planning and blames the business environment for this. Sometimes 

one big project can take two months of constant work while at other times there is no 

work for weeks. Due to such an unpredictable environment, the owner claims planning 

is very hard. 

The entrepreneur has very basic knowledge about planning and no education in this 

field. The company did not use any outside consultants with planning; the owner claims 

that this business has no need for planning since it is so small. What she learnt was 

mostly based on collaboration with her customers in the sense of analysing and 

discussing the customers´ plans. 
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4.1.2 Company 2 

Background 

The company was registered about three years ago by two business partners. This young 

firm offers business-to-business services in website building and development. Also, 

consulting for existing web pages is available. 

Interview summary 

The entrepreneurs started with a general planning framework, saying “When we started, 

we had in a sense a clear concept of what we wanted to do and how we wanted to do 

it.” The entrepreneurs said that previous business experiences were very beneficial 

when they were starting.  

In response to the question whether a business plan was created at the beginning, the 

entrepreneurs replied negatively. They did not perceive it as helpful or needed given 

their previous experiences, as well as the good knowledge they possessed about their 

business. This knowledge was gained through their education with the young 

entrepreneurship projects, where they had to open small companies for the purpose of 

business education and learning skills. 

Continuing, they stated that flexibility and customers are the main focus of the 

company, “For us, the customers are the essence of this company.” Planning was 

conducted mostly to create strategies for attracting customers.   

The owners had individual strategies assigned to each individual customer. One of the 

owners asserted that this planning consumed a large amount of effort since it addressed 

the individual customer. The owners followed their own pattern by familiarizing 

themselves with the backgrounds of customers, analysing their needs, deciding what 

improvements could be made on the customers´ web sites, and then creating a 

customized strategy on how to proceed with the client.  

In some cases, they noted that planning was not necessary since customers were very 

interested in the business cooperation and, therefore, planning strategies to attract new 

customers to the service was not needed. After customers were reached and their needs 

were satisfied, the entrepreneurs provided their customers post-purchase services in 

order to keep their website design updated. 

In the later stages of developing a company, entrepreneurs have been advised to create a 

business plan; however, in their opinion, there was no need for it. “It takes too much 

time, and since only two of us were working [at the time], it would be easier to just talk 

to each other about what to do and stuff like that.” The entrepreneurs added that the 

creation of a business plan would not only consume a lot of their time but would also be 

expensive as well. Their opinion about the business plan was that, for them, the costs of 

business plan creation would outweigh the benefits. 
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The company did not engage any consulting or outside support regarding planning. The 

owners did not believe that they needed additional direction since they felt comfortable 

in their field. 

The company continues to operate without a formal business plan while also planning 

the individual strategies assigned to the customers.  

One of the owners said he does not believe that they put more effort into planning now 

but they maintain it on the same level.  

They stated that the business has stabilised and that they did not experience any 

problems in the company. Their main focus continues to be the customers and 

maintaining their post-purchase services. 

The company also continues with customization and provides its services to each 

customer based on the individual’s requirements. 

At the moment, the company has reached the stage where demand has slightly increased 

the supply. However, the entrepreneurs decided to keep the company small and do not 

accept more customers than they can sufficiently satisfy due to their limited time. They 

mentioned that if they grow further it will be necessary to hire additional employees, 

which would create problems for them. Mainly, this would decrease their focus on 

doing what they like and they would have to resolve the problems/ issues inside the 

company. “For us, [it] is more like passion, we like to create good stuff and serve our 

customers.” 

Additional questions 

Both of the owners stated that they plan their time by maintaining an organized calendar 

and keeping track of their daily schedule. They see this as very beneficial and important 

for everyday activities. However, in their opinion, personal planning is different than 

business planning and they recognize them as two different things. 

 

4.1.3 Exoro 

Background 

Exoro was founded in 2008 and provides automatisation services for companies, 

programming of industrial robots, as well as creating monitoring programmes. The 

company works with large business customers such as Husqvarna and Siemens but also 

with small and medium sized companies. The size of the company is set at two 

employees but the expansion process will engage up to four employees. 

Interview summary 

Before the company was launched, the entrepreneur was working as a teacher in the IT 

domain and, in addition to teaching, he was an independent programmer and 

collaborator with private companies to solve their IT problems. This activity 

increasingly consumed more time so he decided to quit his teaching job and devote his 
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time and energy to starting up his own IT company. The idea of being self-employed 

was spontaneous and he called it a “let’s give it a try” approach. This entrepreneur had 

no knowledge about business planning or any business activities. No goals or written 

business plan were created. The owner simply said “it was happening”. The start of the 

company was driven by customers and the technical knowledge he already had. Later, 

the company joined the incubator program at the Science Park in Jonkoping. There, the 

owner was introduced to the benefits of business planning and having a written business 

plan. The business plan was created with the help of a consultant. From the beginning, 

creating a business plan was considered boring, which had a very negative impact on 

the entrepreneur. However, the investor changed his point of view when the business 

plan attracted investors. The use of business planning took a lot of effort and activities 

but it was beneficial for the company as a whole. The next important step in business 

planning exploration was participating in a business competition at Chalmers 

University. The company didn't win but the process helped the owner gain valuable 

business experience. Participation also demanded a lot of planning activities. 

Unfortunately, when crises occurred in 2008, the owner turned away from business 

planning. The established business plan wasn´t made to address a crisis situations, thus 

it was useless to the entrepreneur at that point. The entrepreneur decided to focus only 

on survival and support for loyal customers, adding, “But we had our big customers that 

still had needs to be satisfied. so we focused on that. We didn't care about planning 

anymore.” The owner claims that at this point all planning processes were minimized 

due to the lack of money and all resources were allocated to maintaining big customers 

and providing them the best service. 

After the crises and economic stabilisation, the company consolidated and the 

entrepreneur decided not to grow because of his focus on improving his services in 

order to satisfy his customers´ needs. The entrepreneur mentioned that growth would 

cause problems for him. He said that if the company grew he wouldn´t be able to focus 

on improvements of his product and instead he would have to focus on more planning 

issues in order to control the company. “For me the customers are in first place. it 

would be too harmful for the company to lose them,” he said.  However, after some 

time, the entrepreneur changed his mind. He stated that he realised his age and the need 

to decide what he wants in his life indicated where the company should lead. At that 

time, he was dealing with the decision whether to expand and grow or maintain the 

small size of the company. The decision was made to expand and create a new business 

plan in order to obtain investment for growth. The company is now in the process of 

creating a new business plan. The entrepreneur mentioned that his experience with the 

first one is helping him to create it. The entrepreneur said that he was thinking about 

retirement, therefore he wants to expand the company and sell it at the right time. 

Additional questions 

The entrepreneur claims that he is a planning person and he likes following a daily 

schedule. He didn't have any knowledge about business planning at the beginning of his 

company and the idea was spontaneous. He says that he gained a lot of knowledge 
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during the incubator program and the business competition at Chalmers University. The 

entrepreneur previously didn't see the importance of business planning but now he can 

see its benefits. 

 

4.1.4 IniQ 

Background 

This company is approximately five years old. The number of company personnel at 

present is 5. This company is focused on information technology (IT) and its main 

business is programming. 

Interview summary 

At the start, the company prepared a business plan. According to the entrepreneur, the 

motive was to f clearly state the goals of the company and to map their market in order 

to know their customer base and competitors. The creation of the business plan was 

based on extensive knowledge of entrepreneurship in their business field. The 

entrepreneur mentioned that they did not use any external help as it was not necessary, 

saying “I had a precise idea of how to do it. We didn´t need [a business 

plan].”Moreover, in the beginning, the manager said that business planning was quite 

time consuming and labour-intensive to create. The knowledge concerning business 

plans and business planning was obtained by the entrepreneur from his previous 

business experience. He said, “I´m doing business the whole of my life.” 

Compared with the early stage, the company has become more mature. The 

entrepreneur mentioned that their planning activities have stabilised and that business 

planning in the company occurs on a regular basis, such as important planning meetings 

that take place at least twice a year. During these meetings, the discussion focused on 

the main business issues related to the company. The frequency of the conferences is 

contingent on the situation of the market and the company itself. Despite the fact that 

the company has not suffered any serious crisis, it continues to modify its planning. In 

the entrepreneur’s point of view, he stated that “in my opinion, this is what you have to 

do. And I think this is also the strong thing within a small company that actually you 

have the opportunity to change quickly. Especially in the IT industry, things change 

quickly, you have to be flexible. We change and modify our business planning all the 

time. It doesn’t have to be big changes though.” 

Additional questions 

The manager declared that it is good to do business planning, but not to spend too much 

effort and time on it. As he said, what really matters is to find the balance, the planning 

itself is not the golden rule. At the same time, the entrepreneur mentioned that they also 

needed to be attentive to the business environment and stay open minded to cope with 

the unexpected. As for the manager himself, he likes to do planning but he also 

emphasized that his philosophy is “don’t start loving your planning so badly.” 
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4.1.5 Fraktjakt 

Background 

This company was established in 2009 and mainly offers shipping services and agency 

services for large shipping companies such as DHL, UPS, Schenker, etc. The current 

staff of the company consists of nine employees. 

Interview summary 

In the beginning, the company was launched in a spontaneous way. “We started as a 

kind of project, just trying something new. We had only a vision of what we wanted to 

do,” the entrepreneur said. The entrepreneur indicated that he did not have any 

particular business-related experience or knowledge when the company was started.  

The entrepreneur mentioned that the business plan was created in 2009 right after the 

company was started with the intention of attracting investors. The motivation was to 

obtain the necessary financial resources in order to facilitate the launch of the company. 

The business plan was created with the assistance of the Science Park, a start-up 

incubator, and this was regarded as helpful because the entrepreneur obtained efficient 

advice, feedback and instructions regarding the creation of the business plan. 

Nevertheless, after the business plan was accomplished, the entrepreneur refused to 

accept offers of investment to avoid having investors take a large share of the company. 

However, the entrepreneur and employees discovered some benefits in making a 

business plan. The entrepreneur said, “However, it was beneficial for us because we 

discovered lots of issues that we should take into consideration which we wouldn’t have 

looked up or realized otherwise.” In general, the entrepreneur abandoned some 

activities, such as precise forecasting, excessively long-term predictions and strictly 

economic goals. They recognized that these activities were not necessary for running 

the business. The entrepreneur commented on planning activities, “I think it is, let’s say 

pretty much highly speculative.” 

However, the company proceeded with some of its business planning activities, which 

were encountered during the creation of business plan, such as short-term forecasting 

and goal setting as well as finance analysis, i.e. cost and sales. Moreover, the company 

held regular meetings to discuss firm performance, ensure coordination of employee 

activities, as well as review follow-on actions that needed focus. During the meetings, 

the entrepreneur and employees also evaluated their own actions. Evaluation was 

conducted based on what had been done and what they were doing.  

In addition, the entrepreneur and employees regularly monitored whether the goals were 

reached, as well as constantly adjusted and modified their plans. The entrepreneur also 

mentioned that their main long-term goal is the growth of the company and its focus on 

customers.  
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Additional questions 

Although the manager himself did not strictly conduct planning and largely preferred to 

use an ad hoc method of dealing with issues. As for the company, he still asserted that 

“I think it would have been good to plan more for the company. Everybody is 

synchronized. But, until now our company has been slightly ‘loose’. We should keep 

planning.” 

 

4.1.6 Divcon 

Background 

This company is in the market for four and a half years and has nine employees. Divon 

is involved with the product development and system development for other companies.  

Interview summary 

The entrepreneur of the company said that Divcon was not his first business experience. 

He described himself as an experienced businessman who gained from his previous 

business activities, which were closely related to the current company´s industry. He 

said, “I came from the high business world of the big corporations.” From the 

beginning, the entrepreneur had a clear picture about the business. He mentioned that he 

had a whole concept of where the company should go, what the company should look 

like, and its market, just to mention a few examples. He also stated that based on his 

previous business experience, he created a precise system of monitoring business 

performance using an Excel programme.  

The company didn't create a business plan or any other written document because of the 

entrepreneur’s previous experience. He stated, “We didn´t need it, for us it had no 

meaning because I know what I want.” However, the strategy of approaching customers 

was created. According to the entrepreneur, the company conducted analysis of 

potential customers and offered them directly their services, which were suited to their 

needs. After the first customers were reached, the company stabilised as was mentioned 

by the entrepreneur. The planning activities were mainly based on regular meetings, 

monitoring the performance and analysis of customers.  

In addition the entrepreneur stated he is thinking a lot about the company and its 

strategy during working hours and beyond. He is constantly modifying and adjusting the 

strategies according to the situation in the market as well.  

The owner mentioned that now the company has reached a stable stage. The main goal 

for the company now is to provide the best services to its customers and to keep going 

in this direction.  

Additional questions. 
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The entrepreneur mentioned that he is a planning person. He likes to have a structure 

and a good plan. He believes that it is very important and that it helps the achievement 

of goals and objectives. “It´s good to have structure in your work. You are [sure] that 

you are going where you wanted, not where you didn´t.” Furthermore, in his previous 

work he was known as a goal-driven person. He pursued the set goal until it was 

achieved. He claims that previous experience and education in the business field is very 

important to him and he runs Divcon on that basis. 
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5 Analysis 

5.1 Graphs represents new venture only 

Analysis is based on the graphs prepared for each company to visualize the changes in 

business planning over time. This change is measured based on business planning 

involvement described in the theory part, section business planning. Thus, the horizontal 

line of the graph represents the period of existence of the company. The time is measured 

from the idea of starting the business, which in many cases occurred before the company 

was formally created. This is important, since some entrepreneurs started their planning 

activities related to the business before the idea was turned into the business. The vertical 

line represents the degree/level of involvement in the planning activities. High involvement 

represents participation of the entrepreneur in many activities such as customer analysis or 

maintaining customer loyalty. In addition, some activities such as creating a business plan 

are considered high involvement since this activity sums up many activities, e.g. market 

research, competitors analysis and targeting the customer. 

Points on the graph represent the main events in the company’s life as described by the 

entrepreneur. The points are located on the graph based on the chronology obtained during 

the empirical data collection. Distances between the points based on the timeline are 

approximate since this is irrelevant for this research. The height of the points depends on 

the involvement of the entrepreneur to achieve the event; in other words, what business 

planning activities were conducted between two mentioned events. The distance between 

the points on the vertical line are approximate since business planning events were not 

represented by a numerical value. The horizontal line “Limitation” represents the degree of 

unwillingness of company to grow in size. This line is not related to business planning 

involvement but it serves to highlight limitations on the company´s growth in size. The 

purpose of the graph creation is to provide a simple visualization of the whole situation 

rather than provide values. 

 

5.2 Analysis of the companies 

5.2.1 Company 1 

Company 1 started with increasing involvement in business planning. The entrepreneur 

said that from the beginning the firm was in need of new customers, therefore, market 

and customer analysis were conducted. This is in line with Fernando’s (2011) claim that 

the customer as stakeholder occupies a significant position at the heart of business. 

Especially, when the company is newly born, the company is faced with the lack of 

financial resources. Wruck (1990) asserted that if the lack of financial resources persists 

in the company financial distress occurs. Thus, in order to survive the existence stage, 

the company needs to attract customers as a source of financial resources to purchase its 

products or services (Gartner, 1985). This is consistent with what Churchill and Lewis 

(1983) stated in the life cycle model.  
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It was also said that the owner had no experiences with the business field, therefore, the 

curve on the graph starts from the origin point. It was stated by the owner that business 

planning activities were implemented using the method of learning by doing. In 

addition, no written business plan was created. The peak point represents the moment 

where the entrepreneur realised that business planning activities consumed more time 

than the entrepreneur wanted to dedicate to it. The entrepreneur also noticed that this 

negatively affected her contribution to creativity. This is described by Bhide (2000), 

who states that entrepreneurs are being robbed of time dedicated for entrepreneurial 

activities by business planning activities. Later on, the entrepreneur decided to focus 

less on business planning. However, some business planning activities were still 

proceeding. This situation continued until financial distress occurs and entrepreneurs 

increase planning activities to gain new customers. Economic distress is one of the 

factors encouraging entrepreneurs to think more effectively (Matthews & Scott, 1995). 

In this case, it is related to the focus on finding new customers. The next part of the 

graph shows the increase in business planning activities and where a certain number is 

reached to achieve satisfaction with the profit level. It was stated, however, that high 

profit is not the priority of the goals for the company. Based on the interview responses 

it is easy to conclude that building relations with customers was more important rather 

than seeking many customers and having a profit focus. This concept is in line with the 

beneficial aspects of customer relations (Becker, 1960; Raphel, 1991). Later, the curve 

implies a decrease which shows lower involvement in the business activities due to the 

word of mouth marketing (Justin & Paul, 2006). The owner explained clearly that it is 

important to provide a high quality product and reach for customer satisfaction, which 

will stimulate the word of mouth marketing because customers trust other customers’ 

comments and experience, as well as recommendations, more than that of 

advertisements (Sen & Lerman, 2007). Since the idea of word of mouth marketing is 

used by the entrepreneur the business planning activities related to reaching new 

customers weakens and business planning involvement decreases over the time. Some 

of the activities related to reaching new customers can be abandoned since they were 

replaced with pass marketing. This decrease continues until economic distress occurs 

again. We can notice these actions repeating cyclically, creating a pattern of 

stabilization.  

The entrepreneur emphasized that growth in size is not the company objective since this 

will require more business planning involvement and this is not what the entrepreneur 

wants to focus on. Unwanted growth creates a limitation for the company and this is 

represented by the horizontal line on the graph. In addition, it was mentioned by the 

owner that an increase in size will increase complexity and the volume of decision 

making, which is also unwanted. The visualization in presented in figure 3. 

To conclude, we can state that after the first customers were achieved the cyclical 

pattern creates a stable trend, which fluctuates between financial distress and 

satisfaction with the profit level. 
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Figure 3 Company 1. Business planning involvement chart. 

 

5.2.2 Company 2 

The graph below (figure 4), shows one cyclical pattern. This company started with a 

positive level of business planning involvement, related to the experience of the 

entrepreneurs. Empirical data exposed that owners who were experienced in the 

business field didn't see a reason for business plan. This is consistent with Robinson and 

Pearce (1984) who claim that entrepreneurs don't plan at all. Moreover, Bhide, (2000) 

argues that entrepreneurs prefer to improve their business rather than create a business 

plan. The owner of company 2 stated clearly that the company started with a general 

framework which required planning activities. This is the reason why the graph does not 

start from point zero. 

From the beginning we observe a positive increase in business activities involvement 

which suggests an increase in business activities involvement. Entrepreneurs were clear 

that from the beginning customers were playing a central role in the business (Fernando, 

2011). Moreover, from the beginning entrepreneurs were working very hard to build 

fruitful relationships with customers. To achieve new customers, analysis of the 

potential customer was made. Besides, the entrepreneur needed to create the website. 

Thus, the given activities were increasing involvement in business planning.  

Once a customer was obtained most of the mentioned activities were no longer 

conducted with this customer. Only the maintenance of the service and the relationship 

with the customer was needed. By dropping some activities the involvement in business 

activities decreased as well to the point when the decision of reaching new customers 

arises and the model repeats again. 

Entrepreneurs strongly agreed that maintaining customer relations and satisfying their 

customers with services has a much higher value for them than very high profits. They 

also claim that growth in size is not in their interest. Based on that we can conclude that 

they create an invisible ceiling limitation on planning involvement. By limiting their 
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planning they will decrease the stimulation of growth in size. Although growth would 

increase complexity on one hand, it would also most likely increase profit on the other. 

 

 

Figure 4 Company 2. Business planning involvement chart. 

 

5.2.3 Exoro 

Exoro was built on the previous experience of the entrepreneur. However, his 

experience was not connected with the business field but with technical knowledge the 

entrepreneur previously possessed. In addition, some customers were already 

cooperating from the beginning of the company. This is why the curve does not start 

from the origin of the graph. The lack of business experience and some customer 

involvement led the company to not engage in any other business planning activities. 

Instead, the entrepreneur focused on using technical knowledge to provide the service to 

the customers. The entrepreneur stated that his business planning knowledge was 

increasing when he joined the incubator program for new ventures. This created 

institutional pressure to create a business plan (Lange, et al, 2007), which in turn 

increased the level of business planning involvement. The goal of creating the business 

plan was also to attract investors (Castrogiovanni, 1996; Sexton & Bowman-Upton, 

1991). Moreover, empirical data suggests that the entrepreneur started to see benefits 

associated with business planning and he started to explore the business planning 

concept more deeply. We believe that the consequence of this was due to participation 

in the entrepreneurial competition at Chalmers University. The participation increased 

involvement in business planning activities, such as customer analysis in a more 

detailed manner, a plan of market expansion and a more detailed financial plan (Berman 

et al., 1997). 

After the competition, we can notice the decrease of the involvement since the 

entrepreneur spared less time for business planning. Instead, he focused more on the 

business itself. On top of that, the global crisis hit the market and the major focus of this 
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company was allocated to big, loyal customers. The company experienced strong 

financial difficulties during the crises (Haperberg & Rieple, 2001) and the decision was 

made to focus on service quality to satisfy customers. After some time, the company 

achieved stability in the business planning involvement. The entrepreneur emphasised 

that he does not want the company to grow in size since, in his opinion, more business 

planning activities will be required as the company grows and this will distract his 

attention from work, which in turn will affect the quality of the service. As a result, it 

will also directly affect the relationship with customers.  

The entrepreneur set a new goal based on the customer relationship and service quality. 

This stable phase lasted until a new decision was made concerning the future of the 

company. Since the entrepreneur is approaching retirement age, he decided to focus on 

creating and raising more value for the company. He also stated that the written 

business plan was considered a blueprint with some updates, which again increased 

business planning involvement (Lange, et al, 2007). The visualization is presented in 

figure 5. 

We can conclude that after changes in business planning involvement connected with 

the environment the company stabilised with its business planning involvement. This 

stabilisation was mainly an effect of the goal to maintain customers and maintain stable 

relationships with them. In addition, we can conclude that the decision about growth 

represents one of the stages in the life cycle.  However, that is not a focus of this thesis. 

 

 

Figure 5 Exoro business planning involvement chart. 

 

5.2.4 IniQ. 

The starting point does not begin from the origin of the graph because it is represented 

by the entrepreneur´s claim that he has rich experience in the business field.  

As Shane (2008) mentioned, experience enables entrepreneurs to better assess and 

understand the environment where their new business will compete. Later on, 

involvement in planning activities were increasing since the entrepreneur spent time on 
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creating a business plan, which included company goals as well as the strategies to 

achieve the goals. Such an activity is commonly practiced by new ventures and research 

by the scholars what? (Fowler, Fowler & Thompson, 1995). During the interview, the 

owner of the company stated that in the beginning stage of the company high 

involvement in the business planning was implemented. Subsequently, the company 

was still proceeding with a high level of business planning involvement due to the fact 

of maintaining the business plan. Because IniQ operates in an unstable industry, the 

entrepreneur constantly modifies and adjusts the business plan due to the changes in the 

business environment. The entrepreneur claimed that he continually increased business 

planning involvement, however, it is on a very stable level. Bhide (2000) argues that 

business planning in unstable market can provide weak impact. The visualization is 

presented in figure 6. 

Although the business planning involvement experienced the fast increasing stage, the 

stable pattern can be found in this company.  Over time, business planning in this 

company does not change a lot. A strong increase is followed by the stabilisation 

pattern. 

 

 

Figure 6 IniQ business planning involvement chart. 

 

5.2.5 Frakjakt 

The Fraktjakt curve of business planning involvement started from the origin. The 

reason is that there was no business planning involved at the beginning of the company. 

The absence of business planning was caused by the fact that the entrepreneur had no 

particular business-related experiences and business knowledge.  
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After that, the curve went up sharply, which indicates that the company increased its 

business planning. The purpose of the increase can be explained by the creation of a 

business plan. Ansoff (1965) claimed that business plan creation incorporates a vast 

number of planning activities, such as market analysis, setting the mission, vision and 

goals of the company, cost analysis and others. The entrepreneur stated that the reason 

to create the business plan was to attract investors, which is in line with Karlsson and 

Hong’s (2009) research. In addition, participation in the incubator program for new 

ventures created institutional pressure (Lange, et al, 2007). Participation in such a 

program aims to increase business knowledge and the awareness of business planning 

which the entrepreneur was lacking from the beginning.  

The creation of a business plan demanded high involvement in business planning 

processes since it combines many activities at the same time (Castrogiovanni, 1996; 

Sexton & Bowman-Upton, 1991). The upward tendency to the peak in the graph 

represents the process of business plan creation with the goal of getting investors. 

However, the company refused to accept investments because investors will take shares 

away from the company. Due to this reason, after the entrepreneur finished with the 

business plan creation, business planning activities involvement decreased because 

some of the planning activities were abandoned, such as precise forecasting and strict 

economic goal analysis. On the other hand, the entrepreneur discovered the benefits of 

business planning and proceeded with some planning activities, such as setting goals in 

the short term and customer analysis. This move is a clear effect of gaining business 

experiences during the incubator program as well as creation of business plan. This 

explains why the curve did not drop so drastically. Based on gained experience the 

company maintained some business planning activities and benefited from its results. 

Later, the company started focusing on increasing profits, slow growth in size and 

customers. All goals require a slow and stable increase in business planning activities 

(life cycle model). In addition, regular meetings and monitoring maintain the stable 

curve of business planning involvement. The visualization is presented in figure 7. 

To conclude after changes in business planning involvement, planning activities 

involvement stabilise and follows a slowly increasing pattern. We can also conclude 

that this case is a typical example of life cycle model. However, this subject is not the 

focus of this thesis. 
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Figure 7 Fraktjakt business planning involvement chart. 

 

5.2.6 Divcon 

Divcon is a company operated by a very experienced entrepreneur as he described 

himself. He was regularly engaged in the same business area, therefore, he has plenty of 

business experience and knowledge related to the service the company is offering. 

Based on this previous experience, the entrepreneur followed a system he developed in 

the past and used Excel to create a general framework, which was not in written form 

but helped him with business planning in general from the beginning. This is the reason 

why the curve does not start from the origin on the graph. All those factors and 

interview information indicate that business planning involvement was on a certain 

level from the beginning and it increased because the entrepreneur created customer 

strategies to meet the specific customer’s demand and increase customer satisfaction. It 

was stated during the interview that no written business plan was created. Moreover, the 

entrepreneur claimed that he did not want to create such a formal plan since he preferred 

to rely on his experience and keep planning in his head. Later on, the stabilisation stage 

in business planning involvement occurred. At this stage, the entrepreneur mainly 

focused on regular company meetings, customer analysis, and looking for new 

customers. The entrepreneur was constantly thinking about the company and developing 

strategies to improve performance. This indicates some business planning involvement, 

however, we do not believe that this will give rise to the strong increase in business 

planning involvement as the activities mentioned above are the issues which the 

entrepreneur spent time thinking about. The entrepreneur said that it is important to 

provide customers with service that is exactly what is needed and desired rather than 

have a universal offer for the general customer segment. It was also mentioned that 

maintaining good relationships with customers and assuring the quality of service is the 

priority. This explains why business planning involvement stabilised. In addition, based 
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on the interview we can conclude that Divcon is a customer-oriented company rather 

than a profit-oriented one. The visualization is presented in figure 8. 

The company reached the stabilisation stage after obtaining a certain number of 

customers. The stabilisation is related to maintaining the customers and providing 

customised service. 

 

 

Figure 8 DivCon business planning involvement chart. 
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6 Conclusion 

In this chapter, we will restate the purpose of the thesis and provide the answers for the 

proposed research questions. Furthermore, we also provide our additional observations 

on the stabilisation pattern of business planning compared with two streams of thought 

and the cultural perspective. 

6.1 Changes business planning and the reasons 

The purpose of this thesis is to examine and understand how and why new ventures 

follow certain development paths of business planning over time. By answering the 

research questions, we have fulfilled the purpose of our study. 

Firstly, we asked “How does business planning change over time in new ventures?” 

The results of analysis conclude in a finding of the stabilisation pattern of business 

planning and changes before stabilisation. 

The second research question concerns the reasons for the changes, “Why do certain 

changes in business planning occur in new ventures?” Therefore, after the changes are 

identified, the reasons for the changes are elaborated afterward. 

This stabilisation pattern was observed in every case, therefore, we consider it as a 

change and elaborate about it to answer our research questions. From the visualisation 

of the analysis we can clearly see that the stabilisation pattern occurs after two 

situations. Situation one (Figure 9) shows many changes in business planning 

involvement before stabilisation (Exoro, Fraktjack) and companies are led by 

inexperienced entrepreneurs. The second (Figure 10) situation shows a smooth 

transition from the initial increase to the stabilisation of business planning involvement 

(Company 2, IniQ, Divcon). In addition these companies were led by experienced 

entrepreneurs. The last part of this section will elaborate increasing changes in business 

planning involvement at the beginning of a new venture. 
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Figure 9 Many change before stabilisation. 

 

 

Figure 10 Smooth transition before stabilization. 

 

How does the business planning involvement curve change before stabilisation 

under the leadership of inexperienced entrepreneurs? 

The first situation in our study shows many changes in business planning at the 

beginning period of new ventures. After the analysis of all new ventures, i.e. cases in 

our study, there were observed similar patterns in two companies which are reflected by 

the Exoro Company and the Frakjackt Company. For both companies, the curve of the 



 

 
41 

business planning involvement has a similar shape. Initially in the Exoro and the 

Frakjakt case, the business planning involvement curve started from the origin point and 

continually increased up to a certain level of business planning. But then, it was 

followed by some degree of decrease in business planning which led to the stabilisation 

pattern.  

Company 1 can be categorized in this situation as well, however, this company is an 

exception in our study since the business planning curve does not have intense changes. 

The company´s business planning smoothly transited from the initial origin to the 

transition.  

 

Why do changes in business planning involvement occur before stabilisation under 

the leadership of inexperienced entrepreneurs? 

We believe that these changes are mainly the result of a combination of lack of business 

experience, the business environment and institutional pressure.  

In the case of Exoro, for example, the entrepreneur´s business experience was affected 

during the period of assistance from the business incubator. Although this situation 

occurred as a result of institutional pressure (Karlsson & Honig 2009), the entrepreneur 

‘learnt by doing’ during the process of business plan creation, which strengthened and 

improved the entrepreneur’s skills in performing business planning. Simultaneously, the 

entrepreneur discovered the benefits associated with business planning, which also 

enabled the entrepreneur to develop a deeper understanding of business planning. 

Consequently, it also contributed to implementing business planning in the company´s 

business activities. 

However, when the global crisis arrived, an inexperienced entrepreneur was not able to 

confront such a situation and decided to focus on survival rather than take a more active 

approach to business planning. Keeping in mind that many companies did not survive at 

all, Exoro managed well and remained in existence to the present.  

Fraktjack reveals a similar situation, in which lack of experience and institutional 

pressure increased business planning involvement although it was also an outcome 

produced by expectations rather than the needs of the company. In this case, the effect 

of the business environment on business planning was very low because the company 

did not experience any intense economic changes in its environment. 

Both entrepreneurs (Exoro, Fraktjact) appeared to have followed suggestions by their 

business consultants without having a deep understanding of the reasons for the 

suggestions. Each of the companies also said that the main reason to create a business 

plan was to attract investors, which indicated that there was an increase in business 

planning involvement. Nonetheless, the decrease of business planning involvement 

afterwards indicates that the entrepreneurs were not fully benefiting from involvement 

in planning processes and that is why some business planning activities were 
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abandoned. However, the increase of entrepreneurs´ experience led them to continue 

with business planning and not to abandon it entirely. 

In our study Company 1 is an exception because the entrepreneur managed a smooth 

transition to stabilisation without big changes in the business planning processes 

beforehand. It was easy to detect that this entrepreneur has a very strong passion for her 

artistic work and the business planning aspects are considered to be in the nature of a 

few planning activities that are not worth much time and effort. It was also apparent that 

building relationships with customers was more crucial for this entrepreneur. It is clear 

to us that Company 1 did not make many changes before stabilisation since the 

entrepreneur intended to focus on the artistic work instead of formulating systematic 

business planning activities for the future. The company also did not experience any 

drastic economic changes in the beginning. Thus, there was no impact on business 

planning which would result in a change in business planning. During the transition, the 

entrepreneur also increased her business experience as a result of doing business and 

serving her customers. This positively affected the subsequent continuation of business 

planning so that the business planning wasn´t abandoned at all. The smooth transition 

was also helped by the absence of institutional pressure because the company didn´t 

participate in a business incubator program. These factors ensured that the transition to 

the stabilisation pattern was smooth for Company 1.  

 

How does the business planning involvement curve change before stabilisation 

under the leadership of experienced entrepreneurs? 

The second situation in our study represents a stable transition of business planning 

from the beginning of company to the stabilisation pattern. This situation is also 

reflected by a higher starting point for business planning involvement. The result from 

analysis showed that business planning in three companies behaved according to these 

observed changes. The business planning in Company 2, Divcon, and IniQ smoothly 

increased from the origin without any drastic changes in the stabilisation pattern. In all 

three companies, the same undisturbed rise was observed. In each of the three cases the 

curve of the business planning origin point began at a higher level, as well.  

 

Why do changes in business planning involvement occur before stabilisation under 

the leadership of experienced entrepreneurs? 

The higher level of the business planning origin point was determined by entrepreneurs´ 

business experience. This business experience resulted from their previous business 

activities. Due to this reason, the entrepreneurs have already created a systematic 

framework of business planning in their minds before their companies were launched. 

Therefore, the business planning involvement curve started from a higher level as the 

entrepreneur carried out business planning activities. This business experience also 

guaranteed that entrepreneurs in all of our cases were aware of the benefits of business 
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planning, which led the entrepreneurs to proceed with business planning and not to 

abandon it at all. Accordingly, no decrease business planning was observed.  

The initial increase of business activities in the case of IniQ was mainly affected by the 

creation of the business plan. However, the reason behind this was not to obtain 

investment but to use the business plan as a roadmap to clarify the company goals, 

structure, and customer base so that it might better motivate the employees and lead 

them in the right direction. Therefore, the business plan served as a blueprint for the 

company with a clearly defined direction for the future. In addition, teamwork and 

coordination contributed to goal achievement. Due to the absence of institutional 

pressure, no sharp increase or decrease in business planning involvement was observed 

during this stage. The entrepreneur was aware of the benefits of all the activities 

included in the business plan and he continued to use all of them. Furthermore, because 

of the entrepreneur’s previous business experiences and awareness of the benefits of 

business planning, no decrease occurred. 

For Company 2 the initial increase was caused by business planning activities in order 

to reach and satisfy customers. The main focus of planning activities was on customers. 

The entrepreneur needed to create the strategies needed to approach them as well as to 

analyze customers’ needs. After identifying customers, we can observe a mild decrease 

in planning activities caused by the abandonment of the planning activities that were 

used to attract customers after the fulfillment of their purpose in reaching customers. In 

addition, the mild decrease was also caused by entrepreneurs’ previous business 

experiences as was mentioned above. They knew the benefits of business planning so 

they still kept some level of business planning. This resulted in a cyclical pattern which 

was repeated as new customers were reached. However, the cyclical pattern, as the 

company proceeded, fluctuated around the same level, which again resulted in a 

stabilised pattern in the long-run. 

In the case of Divcon, the increase occurred as the result of business planning activities 

related to the company's customers, as well as their adjustments and improvements. 

However, the initial increase again led to a stable pattern as the business planning 

involvement itself stabilised. No decrease in business planning was observed in this 

case either, due to the experienced entrepreneur.  

Furthermore, in the cases of Divcon and Company 2 no business plan was created. 

Because of that, no intense increase and consequent decrease was observed as a result of 

institutional pressure. In addition, none of the three cases experienced any intense 

economic changes, which also resulted in no decrease in business planning. 

 

Stabilisation pattern as a change. 

After the two situations mentioned above, the business planning involvement became 

stable and resulted in the stabilisation pattern. This change was the most common 

occurrence in business planning involvement and was observed in all cases in this 
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thesis. After the stabilisation of business planning and the achievement of the 

stabilisation pattern, in only one case was a break in this pattern observed. In the case of 

Exoro, after a period in the stabilisation pattern another change was observed. Business 

planning again increased. 

 

Why does the stabilisation pattern occur? 

We observed that all companies entered the stabilisation of business planning when they 

decided to focus more on their customers. However, in two cases, Company 1 and 

Company 2, were observed fluctuations in the stabilisation pattern but those fluctuations 

are cyclical and all together create a stable pattern in the long-run. Moreover, those 

cyclical changes are also related to the focus on customers, to adequately satisfy their 

needs and develop close relationship.  

We concluded that the stabilization of business planning occurred when companies are 

most likely satisfied with the financial outcomes and have a good operational 

foundation. In addition, the main focus is on maintaining a good relationship with 

customers. In all cases, we did not observe any strong economic changes after they 

reached the stabilisation pattern of business planning. Thus, the result was the 

preservation of this pattern and no changes occurred. 

Moreover, as mentioned above, the entrepreneurs´ business experiences either 

previously possessed or gained during the existence of the company caused the business 

planning involvement to continue and it wasn´t dropped absolutely. Again, this fact 

ensured that the business planning stabilisation pattern wasn´t broken. 

As it was mentioned, only one company, Exoro, broke the stabilisation pattern in 

business planning and this is due to the important internal decision about the initiation 

of growth. Based on the empirical data, we believe that this pattern would have lasted 

longer if not for the decision about growth. To conclude, we see the stabilisation pattern 

of business planning as very important for the company since this allows the company 

to focus on the area which is most important to it. 

 

How does business planning change at the beginning of the new venture? 

During the beginning stage, in all cases in this thesis, we observed an increase in 

business planning. In some cases this increase was more volatile than in others. 

However, we can conclude that business planning for all companies in general rose at 

the beginning.  

 

Why does business planning involvement increase at the beginning of new 

venture? 
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Throughout all cases involved in this thesis, we observed that there is a common 

upward tendency occurring at the beginning of all the new ventures. This upward 

change occurred because of the fact that all companies were newly established. Their 

newness was accompanied by a scarcity in resources. However, this is not uncommon. 

It is a general problem which every new venture needs to deal with in the early stage of 

its existence (Gartner, 1985). The each needed resources in order to survive. This need 

forced the company to seek and gain customers or investors as a source of resources to 

support its survival. For this reason, the entrepreneur needs to conduct business 

planning on how to reach customers and investors, taking into account these activities. 

Therefore, all the graphs started with the increasing pattern. 

 

6.2 Stabilisation in business planning compared with two 

streams of thought 

Business planning was elaborated in the theoretical frame of references in “two sides of 

business planning advantages and disadvantages”. Just to remind, one school claims that 

proceeding with business planning most likely will bring with it positive results in 

performance (Ackelsberg & Arlow, 1985; Herold, 1972; Karger & Malik, 1975; 

Schwenk & Bruce, 1993). The opponents, however, argue that conducting business 

planning may result in moderate or even low outcomes (Robinson & Pearce, 1984; 

Bracker et al., 1988; Lange et al., 2007). Logically, an increase in business planning 

should increase the performance of company and, in contrast, a decrease in business 

planning involvement may be beneficial as well in some cases, according to opposing 

argumentation. Therefore, it is very interesting that empirical data supports the 

stabilisation pattern. If participating in more business planning activities may increase 

performance, then why did the examined cases develop the stabilisation pattern? Also, if 

a reduction in business planning involvement may be beneficial, why did the examined 

cases maintain stable involvement in business planning activities over the time? In 

general, we would like to elaborate what are the limits shaping the stabilisation based on 

the views of proponents and opponents of proceeding with business planning (Figure 

11). 
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Figure 11 What creates stabilisation. 

 

Companies stabilize business planning involvement mostly due to the maintaining tactic 

of the customers, as was previously elaborated. During the interviews, entrepreneurs 

stated that they do not want the company to grow in size (Company 1, Company 2, 

Exoro, IniQ and Divcon). Therefore, this unwillingness to grow creates a problem of 

scarcity of resources which has a direct effect on business planning involvement. 

Entrepreneurs often complained that business planning might take more time than they 

are willing to devote to it. Planning activities consume resources, therefore, an 

extension of the available resources is crucial. We see mostly a lack of additional time 

that entrepreneurs are willing to use for activities not related to planning, such as artistic 

creativity by Company 1. The solution would be to increase human resources which 

would provide crucial additional time. This, however, leads to the company’s expansion 

and growth. Therefore, we see that the limitation of growth has an indirect impact on 

business planning involvement. Growth limitation also limits available resources and 

entrepreneurs cannot increase their business planning involvement even while being 

aware of its benefits. From the graphs we can see that in some cases, business planning 

is higher than during the stabilization pattern, which indicates more resources were 

used. However, these resources were taken from other activities on account of business 

planning. Higher involvement in business planning was a result of the institutional 

pressure which was required by entrepreneurial programs in which the companies 

participated (e. g. incubator programs). To summarize, entrepreneurs are aware of the 

benefits of business planning, therefore, business planning involvement is kept on a 

certain level. However, due to the growth limitation, resources cannot be allocated to 

additional planning activities and thus limits participation in business planning activities 

and stabilizes involvement in business planning. 

We described a logical explanation of the reason why involvement in business planning 

does not increase, which is due to a scarcity of time. Since entrepreneurs need time for 
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activities which are not business planning-related, why do they keep business planning 

involvement on a stable level and use valuable time for business planning? As 

opponents of conducting business planning claim, from a logical perspective, less 

business planning can be better than more. Moreover, less business planning will 

increase valuable time for the activities not related to business planning, which is so 

important for entrepreneurs. However, empirical data show that entrepreneurs develop 

this stable level of business planning involvement and it appears that they want to stick 

to it. As it was elaborated in the previous section, the stabilization pattern occurs when 

entrepreneurs focus on customers. The relationships and quality of service becomes 

very important for them. To build and keep good customer relationships requires some 

activities with customers, such as proper analysis of the market or of customers. In 

addition, to provide good quality service product analysis of the customer is important 

to fulfill the needs. We believe that maintaining the customers is the factor keeping 

business planning involvement in the stable stage to not fall down. Entrepreneurs made 

it clear that with the time good relations with the customer are beneficial and this what 

push them to allocate the time to maintain it. 

All of all, Entrepreneurs are willing to allocate crucial time and resources for 

maintaining customers which doesn’t allow the business planning involvement to drop 

even researchers provide accurate results that less planning might be better. 

Entrepreneurs cannot increase business planning involvement without sacrificing other 

activities, even academia emphasis it as beneficial since the unwillingness to growth 

limits the resources and involvement in business planning activities at the same time. 

 

6.3 Culture and business planning relation 

Business planning in the cases of this thesis was limited indirectly by the unwillingness 

of the company to grow in size, which was elaborated in the previous part. During the 

analysis process and debate afterward, we found additional explanations of the 

limitation. Logically, expansion of the company in size most likely should lead to an 

increase in profit in general. During the interviews, we noticed the strong implication 

that entrepreneurs do not focus much on profit maximization. For example, Company 1 

mostly focused on artistic creation, whereas Company 2 and Divcon focused on 

customization of service and customer satisfaction. Interview respondents implied that 

the profit is satisfying as long as it is not negative. Other companies either did not 

mention or de-emphasized profit maximization as the priority of their business 

activities. This not driven by profit tactic was very interesting for us after being familiar 

with capitalistic firms striving for the highest profit. The further discussion in the group 

brought us to the conclusion that this must be an effect of Swedish culture. 

Based on this we noticed an indirect relationship between the culture and business 

planning limitations in the involvement in business planning activities (Figure 12). We 

assume that a more capitalistic point of view with a profit maximization driver could 

spark both growth of the company and business planning involvement. 
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Figure 12 Indirect relation between culture and Business planning. 
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7 Discussion 

In this part we are going to highlight the most important findings from our study. The 

part is divided into three subsections: findings, future research and limitations. 

7.1 Findings 

This thesis focuses on business planning changes over the time in new ventures and by 

analyzing empirical data we wanted to observe: What are the changes in business 

planning activities and what causes those changes? 

The analysis of empirical data with the support of the theoretical frame of references 

brought us to the conclusion that three major situation leads to certain business planning 

changes. These situations are affected by three different factors: business planning 

experience, economical factors and customers. Situation one includes companies with 

inexperienced leaders. The lack of business planning experience and economical factors 

have the main impact on the volatility of business planning changes that occur during 

the beginning period of new ventures. The second situation is reflected by new ventures 

in the early stage, which are possessed by entrepreneurs with previous business 

planning experience. In this situation business planning shows a smooth increase over 

the time and transits into the stabilization pattern. In this situation, the main drivers 

behind this smooth transit are higher business planning experience and the absence of 

economical factors. The third situation is characterised by the stabilization pattern in 

business planning of new ventures in the later period of existence. The third situation 

appears after both of the above-mentioned situations. In this situation, which is 

characterised by the stabilisation pattern of business planning, it occurs mostly due to 

maintaining the customers and building strong relationships between the entrepreneur 

and customers. In addition, the stabilisation pattern is also affected by a higher level of 

business planning experience either initially possessed or gained during the existence of 

new venture. The stabilisation factor of business planning in the third situation is 

characterised by the absence of economical factors, as well. 

Another interesting finding about the stabilization pattern is based on the proponents’ 

and opponents’ views of conducting business planning. We observed that entrepreneurs 

do not follow the aforementioned sides, rather they chose to stay in the middle of the 

extremes. Moreover, entrepreneurs prefer to reach a stable level with business planning 

involvement which allows them to precisely allocate resources and at the same time 

keep building strong relationships with the customers. 

 

7.2 Future research 

The analysis of the thesis also shows an indirect relationship between business planning 

involvement and the background culture of the entrepreneur. Cases used in this thesis 

showed clearly that profit is not the main priority, which is related to Swedish social 
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influences. We are raising a question whether a company with a leader which has a 

capitalistic background would also develop the stabilization pattern in business planning 

involvement? We see this as a good direction for future research where relationships 

between culture and business planning involvement can show different changes and 

reasons behind it. 

 

7.3 Limitation 

All the cases were representing Swedish culture in this thesis, therefore we realized that 

changes in business planning involvement might differ if entrepreneurs had different 

cultural backgrounds. Therefore, we see the culture as a limitation in this thesis. 

Another limitation for us was the time which we were able to use. We are aware that, to 

give more precise answers for the first research question  “How does business planning 

change over time in new ventures?” a proper scale should be developed. Therefore, 

approximate measure of volume was used in this thesis. By having more time, we 

would be able to investigate further this question. 

Moreover, we are aware of limitation in retrospective nature of our study. For the 

purpose of this thesis, longitudinal approach would be probably more appropriate. 

However, the time limitation which we faced didn´t allow us to employ this approach. 

 

 

 

 



 

 
51 

8 List of references 

Ackelsberg, R. & Arlow, P. (1985). Small businesses do plan and it pays off. Long Range 

Planning, 18(5), 61–67. 

Adizes, I. (1979). Organizational passages: diagnosing and treating life cycle problems in 

Organizations. Organizational Dynamics, 8(1), 3-25. 

Allisons, C., Chell, E. & Hayes, J. (2000). Intuition and entrepreneurial behavior. European 

Journal of Work and Organizational Psychology 9(1), 31-43. 

Alvesson, M., & Sköldberg, K., (2009). Reflexive Methodology: New Vistas for Qualitative 

Research. (2nd ed.). London: SAGE Publications Ltd. 

Ansoff, H. I. (1965). Corporate Strategy. McGraw Hill, New York. 

Ansoff, H. I. (1969). Business Strategy. Reading 1, Penguin Books, Harmondsworth. 

Arora, A. & Fosfuri, A. (2005). Pricing diagnostic information. Management Science, 51(7), 

1092-1100. 

Barringer, B. R. and Ireland, R. D. (2006). Entrepreneurship: successfully launching new ventures. 

Upper Saddle River, N. J.: Pearson Prentice Hall. 

Becker, H. S. (1960) Notes on the concept of commitment. American Journal of Sociology 

66(1), 32-40 

Berman, J.A., Gordon, D.D., Sussman, G. (1997). A study to determine the benefits small 

business firms derive from sophisticated planning versus less sophisticated types of 

planning. Journal of Business and Economic Studies 3(3), 1–11. 

Berry, M. (1998). Strategic planning in small, high‐tech companie. Long Range Planning, 31, 

455‐66. 

Bhide, A. (1994). How entrepreneurs craft strategies that work. Harvard Business Review, 

72(2), 150-161. 

Bhide, A.V. (2000). The Origin and Evolution of New Businesses. Oxford University Press, New 

York, NY. 

Bird, B. (1988). Implementing entrepreneurial ideas: the case of intention. Academy of 

Management Review, 13(3), 442-453. 

Boyd, B.K. & Reuning-Elliott, E. (1998). Research notes and communications: a 

measurement model of strategic planning. Strategic Management Journal 19(2), 181–192. 

Boyd, B.K., 1991. Strategic planning and financial performance: a meta-analytic review. 

Journal of Management Studies 28, 353 – 374. 

Bracker, J.S., Keats, B.W. & Pearson, J.N. (1988). Planning and financial performance 

among small firms in a growth industry. Strategic Management Journal, 9(6), 591–603. 

Brews, P.J. & Hunt, M.R. (1999). Learning to plan and planning to learn: resolving the 

planning school/learning school debate. Strategic Management Journal 20(10), 889–913. 



 

 
52 

Brinckmann, J., Grichnik, D. & Kapsa, D. (2010). Should entrepreneurs plan or just storm 

the castle? A meta-analysis on contextual factors impacting the business planning–

performance relationship in small firms. Journal of Business Venturing, 25, 24-40 

Brockhaus, R. H. (1980). Risk taking propensity of entrepreneurs. Academy of Management 

Journal, 23(3), 509-520. 

Brockhaus, R. H. (1980). Risk taking propensity of entrepreneurs. Academy of Management 

Journal, 23(3), 509-520. 

Bryman, A & Bell, E. (2011). Business Research Methods. Britain: Oxford University Press. 

Burke, A., Fraser, S. & Greene F.J. (2010). The Multiple Impacts of Business Planning on 

New Venture Performance, Journal of Management Studies, 47(3), 391-415. 

Carland, J. W., Carland, J. A. & Aby, C. D. (1989). An Assessment of the Psychological 

Determinants of Planning in Small Businesses. International Small Business Journal, 7(4), 23–

34. 

Carter, N., Hannan, M. & Reynold, P. (1996). Exploring start-up event sequences. Journal of 

Business Venturing 11(3), 151-166. 

Castrogiovanni G. (1996). Pre-startup planning and the survival of new small businesses: 

theoretical linkages. Journal of management 22(6), 801-822. 

Channon, D. (1973). The Strategy and Structure of British Enterprise, Macmillan Press, London. 

Churchill, N.C. & Lewis, V. (1983). The five stages of small business growth. Harvard 

Business Review, 61(3), 30-50. 

Cooper, A. (1971). The Founding of Technologically-Based Firms, The Center for Venture 

Management, Milwaukee 

Cooper, A., (1981). Strategic Management: New Venture and Small Business. Long Range 

Planning, 14(5), 39-45. 

Cooper, D. & Schindler, P. (2014). Business research methods. New York, NY: McGraw-

Hill/Irwin. 

Covin, J. G. & Slevin, D. P. (1989). Strategic management of small firms in hostile and 

benign environments. Strategic Management Journal, 10(1), 75–87. 

Creswell, J. W. (2007). Qualitative Inquiry and Research Design: Choosing Among Five Approaches 

(2nd ed.). London: Sage. 

Delmar, F. & Shane, S., (2004). Legitimating first: organizing activities and the survival of 

new ventures. Journal of Business Venturing, 19(3), 385–410. 

Delmar, F. & Shane, S. (2003). Does business planning facilitate the development of new 

ventures? Strategic Management Journal 24(12), 1165–1185. 

Duncan, R.B. 1972. ‘‘Characteristics of organisational environments and perceived 

Environmental uncertainty’’. Administrative Science Quarterly, 17(3), 313-327. 



 

 
53 

Eriksson, P., & Kovalainen, A. (2008). Qualitative methods in business research (1st ed.). 

Thousand Oaks, CA: SAGE Publications. 

Fernando, A. C. (2011). Business Environment.Pearson: Delphi 

Forlani, D. & Mullins, J. W. (2000). Perceived risk and choices in entrepreneur’s new 

venture decisions. Journal of Business Venturing, 15(4), 305-322. 

Fowler, H. W., Fowler, F. G. and Thompson, D. (1995). The concise Oxford dictionary of current 

English (9th ed). Oxford: Clarendon Press. 

Gartner, W. B. (1985). A Conceptual Framework for Describing the Phenomenon of New 

Venture Creation. The Academy of Management Review, 10(4), 696-706. 

Gartner, W. B. (1988). Who is an entrepreneur? Is the wrong question. American journal of 

small business, 12(4), 11-32. 

Glueck, W. (1980). Business Policy and Strategic Management, McGraw-Hill, New York, 1980. 

Glueck, W. & Snyder, N. (1982). Readings in Policy and Strategy from Businessweek, McGraw-

Hill, New York. 

Gruber, M. (2007). Uncovering the value of planning in new venture creation: a process 

and contingency perspective. Journal of Business Venturing 22(6), 782–807. 

Haperberg, A. & Rieple, A. (2001). The Strategic Management of Organisations. Harlow, 

England. 

Hayek, F.A. (2002). Competition as a discovery procedure. The Quarterly Journal of Austrian 

Economics 5(3), 9–23. 

Holland, J. L. (1985). Making vocational choices. A theory on vocational personalities and work 

environments. Englewood Cliffs, NJ: Prentice–Hall. 

Hyde, K., (2000). ‘Recognising deductive processes in qualitative research’, Qualitative 

Market Research, an International Journal, 3(2), 82-89. 

Jensen, M. C. (1989). The Eclipse of the Public Corporation. Harvard Business Review. 67(5), 

61-74. 

JIBS. (2015). UN Principles for Responsible Management Education. Jonkoping: Jibs press. 

Justin, K. & Paul, M., (2006). Connected Marketing: The Viral, Buzz and Word of Mouth 

Revolution. (1st ed). Oxford: Butterworth-Heinemann, 148-150. 

Karger, P. & Malik, R. (1975). Long range planning and organizational performance. Long 

Range Planning, 8(6) 61-64.  

Karlsson, T., & Honing, B. (2009). Judging a business by its cover: An institutional 

perspective on new ventures and the business plan. Journal of Business Venturing 24, 27-45. 

Kazanjian, R. K., (1988).  Relation of Dominant Problems to Stages of Growth in 

Technology-Based New Ventures. The Academy of Management Journal, 31(2), 257-279. 

Knight, F.H. (1921). Risk, Uncertainty and Profit. Houghton-Mifflin, New York. 



 

 
54 

Lamma, E., Mello, P., Milano, M. & Riguzzi, F. (1999). ‘Integrating induction and 

abduction in logic programming’, Information Sciences, 116, 25-54. 

Lange, J.E., Mollov, A., Pearlmutter, M., Singh, S. & Bygrave, W.D. (2007). Pre-start-up 

formal business plans and post-start-up performance: a study of 116 new ventures. Venture 

Capital, 9(4), 237–256. 

Lester, D.L., Parnell, J.A. & Carraher, A. (2003), Organization life-cycle: a five-stage 

empirical scale, The International Journal of Organizational Analysis, 11(4), 339-354. 

Lippitt, G.L. & Schmidt, W.H. (1967). Crises in a developing organization. Harvard Business 

Review, 47, 102-112. 

Lumpkin, G.T., Shrader, R.C., Hills, G.E. (1998). Does Formal Business Planning Enhance the 

Performance of New Ventures? Frontiers of Entrepreneurship Research. Babson College, Wellesley, 

MA. 

Matthews, C. & Scott, S., (1995). Uncertainty and planning in small and entrepreneurial 

firms: an empirical assessment. Journal of Small Business Management, 33(4), 34–52. 

McClelland, D. C. (1987). Characteristics of successful entrepreneurs. Journal of Creative 

Behavior, 21, 219 –233.  

Miles, M. B. & Huberman, A. M. (1994). Qualitative Data Analysis (2nd ed). Thousand Oaks, 

CA: Sage Publications. 

Mintzberg, H. (1994). The Rise and Fall of Strategic Planning. The Free Press, New York, NY. 

Morgan, Robert M. & Shelby D. Hunt. (1994). The Commitment-Trust Theory of 

Relationship Marketing, Journal of Marketing, 58, 20-38. 

Morse, E. A. & Mitchell, R. K. (2006). Cases in entrepreneurship: the venture creation process. 

Thousand Oaks, California: Sage 

Osuagwu, L. (2001) Small business and entrepreneurship management. Greay Resources Limited, 

Lagos. 

Pearce, J.A., Freeman, E.B. & Robinson, R.B. (1987a). The tenuous link between formal 

strategic planning and financial performance. Academy of Management Review, 12(4), 658–675. 

Pearce, J.A., Robbins, K. & Robinson, R.B. (1987b). The impact of grand strategy and 

planning formality on financial performance. Strategic Management Journal, 8(2), 15–134. 

Raphel, M. (1991). Stop mailing to everyone…. Direct Marketing, 53(10), 53. 

Robinson, R. B. & Pearce, J. A. (1984). The relationship between stage of development and 

small firm planning and performance. Journal of Small Business Management, 45-52  

Robinson, R.B., Pearce, J.A., (1984). Research thrusts in small firm strategic planning. 

Academy Management Review 9(1), 128–137. 

Rubin, M. (1997). “Creating Customer-Oriented Companies,” Prism, 4(4), 5–27. 

Ruhnka, J.C. & Young, J.E. (1987). A venture capital model of the development process 

for new ventures. Journal of Business Venturing 2, 167–184. 

http://books.google.com/books?hl=en&lr=&id=U4lU_-wJ5QEC&oi=fnd&pg=PR5&sig=1dfZv8OzmYJKBRuayF2JGwG3LoQ&dq=Qualitative+Data+Analysis&prev=http://scholar.google.com/scholar%3Fq%3DQualitative%2BData%2BAnalysis%26num%3D100%26hl%3Den%26lr%3D


 

 
55 

Sarasvathy, S. D. (2001) Causation and effectuation: Toward a theoretical shift from 

economic inevitability to entrepreneurial contingency. Academy of Management Review, 26(2), 

243-264 in Morse, E. A. & Mitchell, R. K. (2006). Cases in entrepreneurship: the venture creation 

process. Thousand Oaks, California: Sage 

Saunders, M., & Lewis, P. (2012). Doing research in business and management. An essential guide to 

planning your project (1st ed.). Essex: Pearson Education 

Sen, S. & Lerman, D. (2007). Why are you telling me this? An examination into negative 

consumer reviews on the Web. Journal of Interactive Marketing, 21(4), 76.  

Sexton, D. & Bowman-Upton, N. (1991). Entrepreneurship: Creativity and Growth. Macmillan: 

New York. 

Shane, S. A. (2008). The illusions of entrepreneurship: The costly myths that entrepreneurs, investors, 

and policy makers live by. New Haven, CT: Yale University Press. 

Shane, S. A. (2008). The illusions of entrepreneurship: The costly myths that entrepreneurs, investors, 

and policy makers live by. New Haven, CT: Yale University Press. 

Shoon, I., & Duckworth, K. (2012). Who Becomes an Entrepreneur? Early Life 

Experiences as Predictors of Entrepreneurship. Developmental Psychology, 1719-1726. 

Shrader, C. B., Mulford, C. L. & Blackburn, V. L. (1989). Strategic and operational 

planning, uncertainty, and performance in small firms. Journal of Small Business Management, 

27(4), 45-60. 

Shuman, J., Shaw, J. & Sussman, G. (1985). Strategic planning in smaller rapid growth 

companies. Long Range Planning, 18.(6), 48-53  

Small Business Administration. (1999). The state of small business: A report of the 

President. Washington, DC: U.S. Government Printing Office.  

Stinchcombe, A. L. (1965). Social structure and organizations. In J. G. March, (Ed.), Handbook 

of organizations: 142-193. Chicago:Rand McNally.  

Timmons, J. A. (1999). New venture creation; Entrepreneurship for the 21st century (5th 

ed), McGraw-Hill. Boston 

Vaughan, E. (2012). Financial Times. Essential guide to Write a Business Plan. New York: 

Pearson. 

Wruck, K. H. (1990). Financial distress, reorganization and organizational efficiency. Jurnal 

Of Financial Economics, 27(2), 419-444. 

Yin, R. (2004) Case study research: design and methods, Sage Publications Inc., Thousand 

Oaks, California. 

Zimmerman, M. A. & Zeitz, G. J. (2002). Beyond Survival: Achieving New Venture 

Growth by Building Legitimacy. The Academy of Management Review, 27(3), 414-431. 

 

 



 

 
56 

 

 

 

 



 Appendix 

 
57 

Appendix 1Interview Questions 

 



 Appendix 

 
58 

 



 Appendix 

 
59 

 

 

 

 


