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Examinants: Fredric Bill and Richard Nakamura 

Purpose: The intention with this report is to investigate the impact regional clustering and 

social networks has on start-up businesses. The author aim to consider factors, generated from 

the network phenomenon, which can be perceived as supportive characteristics for a start-up 

business in the phase of entering the marketplace. 

 

Problem formulation:  

� What characteristics in cluster environments are resources for supporting 

establishment of start-up businesses? 

 

Methodology: Epistemological standpoints and semi-structured interviews. 

 

Conclusions: Motivation, knowledge and relationships are main factors supportive for a start-

ups establishing on a market. Vital motivation and specified knowledge – only interpreted through 

relationships, gives the entrepreneur a competitive advantage to meet the demand on the market 

and encourage of being creative. The relationship combines vital, tangible and intangible, 

resources with people. A supportive climate is generated, built on trust and interaction, created 

in networks – shaped through cluster culture. These three fundamental factors, together, 

engender a climate with encouraging competition, support and business development, 

generating sustainable competitive advantages. 
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ABSTRACT 

 

The report is aimed to stress the support of start-up businesses that exists in the environment of 

cluster regions. The author will introduce the reader to the conceptions of cluster regions and 

different shapes of social capital. The empirical study is based on two specific networks operating 

in two cluster areas – contributing with a broader aspect of the conception of integration. The 

districts are the region of Gnosjö in southern Sweden and Silicon Valley in southern San 

Francisco, USA. The author explore relationships between actors within the two networks and 

highlight two different approaches the networks use dealing with different perspectives as 

supporting start-up businesses. She emphasizes the importance of nurturing relations in the 

regional environment, with stand in natural routines and informal meetings. This will be 

illustrated through examples of intimate interaction in Gnosjöandan and Silicon Valley, through a 

perspective of regional advantage, facing global markets. The analysis is based on theoretical 

support with foundation in several themes of conditions for a start-up business to establish on 

the market. With basis in theoretical frameworks and empirical facts the report has generated an 

interesting argumentation of critical conditions for establishment of start-up businesses. The 

discussion is based on different perspectives due to the dissimilar cases used in the study. 

Consequently, start-up conditions, generated in cluster atmospheres, are highlighted through 

three interesting aspects. 
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1. INTRODUCTION 

This chapter will introduce you as a reader to the conception of cluster, globalization and network. Also presented 

is the subject of focus and purpose with the report.  

 

What is it that makes one region richer of knowledge-spreading than another? How valuable is 

regional knowledge for a company’s success?  

 

Michael E. Porter (continuously called Porter) (1947), professor in “Competitive Advantage” at 

Harvard Business School1, introduced the conception of “cluster”. Porter argues the importance 

of these questions by saying: ”paradoxically, the enduring competitive advantages in a global economy lie 

increasingly in local things- knowledge, relationships, and motivation that distant rivals cannot match2”. 

 

The importance for companies and start-up businesses to have above questions in consideration 

will be argued further in the report, due to often made underestimations of face-to-face 

interactions. Many prognostications of new communication technologies undervalue the local 

approaches of spreading knowledge.3 Two approaches to gather and spread knowledge are the 

phenomenon’s “cluster” and “network”. 

 

1.1 Background 

Globalization4 and the present information society we live in have increased the approachability 

between products and services around the world. The advancing contact between companies and 

the short lead-times, which are a result of above circumstances, have generated new consumer 

needs. Consumers have become more active and aware of what alternatives that exist, due to new 

circumstances on the world market. Exhibition of the marketplace, as a result of the information 

era, has made the consumers more demanding.5 21st-century market with continuous turbulence 

and technical development6 has led to consumers demanding that arising problems has to be 

solved in the same time they occur. A way to meet these expectations is to build business 

relationships over one’s own business boundaries. This is an eminent method to generate new 

knowledge, at the same time of producing new ideas. It is an ideal approach to deal with 

problems on a daily basis by interacting with other companies, experiencing similar problems, or 

                                                 
1 Webpage: Harvard Business School, May 10th 2008 
2 Porter, 1998, p. 77 
3 Lee et al, 2000, p. 39 
4 Friedman Ph.D, 2007, Worldwide economic interaction resulting in a dynamic global market, p. 283 
5 Norman, 2005 p. 340 
6 Karlsson et al, 2007, p. 7 
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willing to help to attain experience. Integration on a personal level open up for intuitive actions 

and are often extremely valuable for the process of solving problems within the company. 7   

 

1.2 Problem discussion 

As mentioned earlier, globalization has contributed to companies bounding outside their 

geographical boarders. From a political perspective; the developing countries had deregulations 

which led to increasingly freedom in exporting capital and goods through borders. The develop 

in the area of telecommunication and computer technology have contributed to effective and 

faster flows of information and the transfer of financial capital between different countries and 

regions. Due to the communication growth a fast advancement has been made of the transport 

area, where freeways, networks of air routes and fast rail-stations have been important milestones 

for the positive development. Another changing area is the knowledge spreading, which is a 

circumstance to above changes. Due to these expansions, the pace of the world economy has 

evolved. For one example; the product-cycles has become incredibly shorter.8 These are examples 

of advantages with globalization for companies on the current market, but there is also another 

side of the coin. Companies not only have local competition to handle anymore, but also 

competition of above presented opportunities. These are furthermore, the same opportunities 

that companies all over the world are fighting for. It is significant that companies gather 

information about the global market to comprehend early influences of changes to survive on the 

marketplace. The golden rule is to be first on the market. 9 

 

What is the recipe for success in handling this global competition then? As the globalization 

expands regions act by increasing innovation and collective competitiveness. It is in the context 

of this scenario that the conception of clustering and networking is given an increasing 

significance. Depending on what companies want to gain from being a part of a network, they 

can join both global and local networks; the key word in the matter is relationships.10 Local 

districts use regional collaboration and it is through regional learning and tacit knowledge11 the 

success of regional advantage is attained. The phenomenon of actors clustering together has been 

given a completely new meaning due to above circumstances as a drive of local collaboration.12 

Local anchoring is a vital resource for small businesses due to increased globalization 

                                                 
7 Johannisson, Lindmark, 1996 p. 128 
8 Karlsson et al, 2007, p. 6 f. 
9 Karlsson et al, 2007, p. 10 
10 Karlsson et al, 2007, p. 14 
11 Rosenfeld, 2003, Knowledge existing in the minds of people and in the routines of a business, which is 
communicated through interaction on a personal level. P. 361 
12 Karlsson et al, 2007, p. 14 ff  
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Collaboration creates the force of development, competition and vitality. 13 Clusters affect the 

“competitiveness within countries as well as across national borders. Therefore, they affect the work structure of 

business executives, not just those who compete globally14”. That is why clustering together and the 

phenomenon of network not merely plays an important role for individual companies but for 

market economy. Individuals integrating within networks create an atmosphere, which gathers 

creative knowledge and competencies. This is significant for all companies on 21 century 

markets, due to the focus knowledge (in companies) have been given, in the process of 

competitive advantage. The consistently network functioning on a daily basis between individuals 

in organizations are tool for gathering valuable knowledge. 15  

 

Having a deep anchoring in the local market and nurturing business relationships in a network, 

facing the global market is much easier.  Another important factor is start-up businesses. They 

play a significant role on the market today, by introducing new innovations on the marketplace, 

creating employment-opportunities, productivity and economic growth.16 A start-up business, 

facing the new economy, will need support from its surrounding and from companies which can 

share information and knowledge. The business will not be able to grow without it. Therefore, it 

is important to nurture start-up businesses to constructively affect the economy today. 17 

 
 
1.3 Problem formulation  

What characteristics in cluster environments are resources for supporting establishment 

of start-up businesses? 

 

1.4 Purpose 

Intention with this report has been to investigate the impact social networks within clusters has 

on start-up businesses. Characteristics, generated from the social network phenomenon, which 

can be perceived as support for a start-up in the phase of entering the market, will be uncovered. 

 

The study is not primary a comparable study between GT Group and Silicon Vikings, instead, the 

purpose is to gain constructive knowledge to explain the reason behind start-ups high rate18 in 

                                                 
13 Norman, 2005, p. 35 ff 
14 Porter, 1998, p.78 
15 Corno et al, 1999, Knowledge creation within industrial systems, p. 379  
16 Karlsson et al, 2007, p. 13  
17 Karlsson et al, 2007, p. 29   
18 See quotes in chapter 1.5  
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Gnosjöandan19 and Silicon Valley. The goal has been to attain better comprehension of activities 

in the regions, as it is important for entrepreneurial regions to continue develop through using 

competitive advantages. Furthermore, it is essential to spread the knowledge to regions with lack 

of these characteristics, especially in perspective of the nature the market has today, as an effect 

of globalization. 

 

1.5  Former research 

Both Gnosjöandan and Silicon Valley are legendary examples of creative regions. Gnosjö is ranked 

as one of Sweden’s most vital industry regions and is sometimes called the “Small firm Mecca”. 

The district is symbolized of a high rate of start-ups within the industry of; rubber-, plastics- and 

metal-production. The average company in the region has five to six employees. 20 The cluster of 

Silicon Valley has also been defined through many different quotes and one of them; the “start-

up Mecca of the Bay Area”.21 Start-ups in the field of computer and IT are characteristics of the 

high speed in the region. They are also representing the ever-changing technology progress, 

competition, visions, and the effort to become a name on the market.22 

 

The start-up reform started in USA in the 1980s and later on to Sweden in the 1990s, this is a 

period where the start-up businesses started to attract attention from its surrounding and the 

expectations that the start-ups could contribute to growth and innovation increased.  A start-up 

business (i.e. a small business) in Sweden is defined as having fewer than 200 employees, while in 

USA it is defined as having 500 employees. 23 

 

Many start-up businesses are a product of competitiveness which often is the generator for 

establishment and development. In the process of surviving the competition, small businesses 

(i.e. start-ups) are important sources. They have the ability to be flexible to adapt to the 

conditions of the market24 (which has become an increasing need, due to effects of globalization, 

to be able to meet the changes that have aroused on the market25). 26 

 

                                                 
19 A region containing the Swedish cities; Gnosjö, Gislaved, Värnamo and Vaggeryd (Webpage: “Gnosjö 
Industriförening”, May 13th 2008) 
20 Serarols i Tarrés et al, 2007, p. 241 
21 Hjort et al, 2004, p. 5 
21 Hjort et al, 2004, p. 5 
22 Hjort et al, 2004, p. 5 
23 Lindholm Dahlstrand, 2004, p. 37  
24 Johannisson, Lindmark, 1996, p. 22 f 
25 Karlsson, 2007, p. 7 
26 Johannisson, Lindmark, 1996, p. 22 f 
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The keywords for the success of Gnosjöandan is; informal networks, trust and communication. 27  

“The most crucial aspect of Silicon Valley is [also] the networks. There is no proposition so 

universally agreed upon and so little studied”28 

 

A joint revolt took place in Silicon Valley in the 1980s in shape of employees quitting their jobs 

and creating their own start-ups, towards the well set up semiconductor companies, as a reaction 

to the old semiconductor companies’ neglect of customers and the fact that they no longer 

develop their technology the way it has been promised. The new Semiconductor companies had 

high performance, valuable components which could be produced both customary and semi 

customary, all this just to please the customer. 29 

 
1.6  Selection 

The reason behind chosen areas of investigation is because a) the existence of former studies of Gnosjöandan and 

Silicon Valley cluster, but with lack of focus on the subsistence of social networks. There is a lack of studies 

focusing on social networks within the two cluster regions. 

 

1.6.1 The snowball method for selection 

The snowball approach is a “non-probability” selection where the researcher establishes an initial 

contact with a minor number of individuals, who are relevant for the formulation of the problem 

questions which are the basis of the study. The researcher is given the opportunity to establish 

contact with further individuals who also are relevant for the study. 30 

 

This methodology is especially appropriate for a qualitative study with focus on relationships and 

linkage between the respondents.31 The initial contacts of GT Group were Claes and Alexander Josefsson 

and Kent Håkanson for Silicon Vikings. They introduced us to further contacts which have been important 

sources for our empirical data (see respondents in section three and four). 

 

Initially, all of GT Groups and Silicon Vikings members was planned to participate as respondents in our 

empirical study. But after four interviews and two more meetings with members of Silicon Vikings and after 

attending one of their events satisfaction was found with the response. Given that the results were not differing from 

                                                 
27 Sjöstrand, 2004, p. 64  
28 Gustafsson, 2001, p. 110 
29 Saxenian, 1990, p. 92 
30 Bryman, Bell, 2003, p. 126 ff. 
31 Bryman, Bell, 2003, p. 126 ff. 
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a broad perspective decision was made to settle down with that information and continues with other parts of the 

study.  

 

1.7 Delimitation 

Focus, when gathering information, has been on attaining constructive data, with perspective on 

integration, regardless line of business. When constructing the question scheme, consideration 

has been taken not to generate answers about critical factors of cluster regions and networking. 

Although, aroused answers containing critical factors will be demonstrated further below, 

together with the other data.  But the constructive features of GT Group and Silicon Vikings will 

be highlighted, due to the matter of issue about supporting a start-up business.  

 

1.8 Contemplation 

The process of studying a network can be a bit paradoxical. The type of actors clustering together 

is both infinite and in some perspective even intangible due to the paradoxical conditions of 

demarcating the phenomenon of a network.32  Consequently, it has been critical for our study to be able to 

recognize and apprehend reactions and environmental acting of our respondents. Natural routines of GT Group 

and Silicon Vikings, has been studied, through observing their unique manner of integration. This is the basis for 

chosen approach of the study (see section 3). Furthermore, half of our study has been performed in Småland, 

Southern Sweden (Gnosjöandan) and the other half in Palo Alto, Southern San Francisco, USA (Silicon 

Valley). 

                                                 
32 Hultgren, 2000, p. 93 
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2 DEFINITION OF CONCEPTIONS 

This section will introduce you as a reader to important conceptions that is essential for our study.  

 

Cluster – A geographic concentration of interconnected companies and institutions in a particular 

field. 33 

 

Network – A group of companies where a relationship of dependence has evolved between the 

actors.34 

 

Business Relationships – is the relationship between companies on a market and within industries. 

Companies create, preserve and evolve positions with help of their own, but also from other 

companies’ recourses, which is a result of the business relation. 35 

 

Start-ups – New business venture, the earliest stage at which a venture capital investor or 

investment pool will provide funds to an enterprise.36 

 

Globalization – “Worldwide economic interaction resulting in a dynamic global market”.37 

 

Gnosjöandan – The brand name which characterizes the successful region in Gnosjö, Southern 

Sweden with its small businesses. There are especially 220 companies that the brand name prefers 

to. 38 

 

GT-group – A producing and supplying company located in Gnosjö where the production occurs 

in-house between the owning companies Burseryds Mekaniska, Falks Metall and Gnosjös 

Automatsvarvning. 39 

 

Silicon Valley – The region in Southern California which is famous for its many successful 

companies leading the world in IT and technology. 40 

 

                                                 
33 Porter, 1998, p. 78 
34 Hultgren, 2000, p. 69 
35 Svensson, 1996, p. 23 
36 Friedman PhD., 2007, p. 634 
37 Friedman PhD., 2007, p. 283 
38 Webpage: “Gnosjö Industriförening”, May 13th 2008 
39 Webpage: GT Group, May 13th 2008 
40 Shavinina, 2004, p. 4 



 - Methodology -  

 - 14 - 

Silicon Vikings – A nonprofit association with its basics on networking for companies within the 

technological sector.41 

 

Social capital – Refers to the social relationships that people invest in, whether consciously or 

unconsciously, to enhance their ability to achieve desired goals.42  

 

Tacit Knowledge – Knowledge existing in the minds of individuals and in the routines of a business, 

which is communicated through interaction on a personal level. 43 

 

Venture Capital (VC) – Important source of financing for Start-up companies. 44 

 

Institutions – There are both formal and informal institutions. The first mentioned is for example 

constitutional laws, regulations and collective labor agreements. The informal institutions are 

conventions and traditions.45 

 

 

 

                                                 
41 Webpage: Silicon Vikings, April 7th 2008 
42 Glanville, 2008, Religious involvement and educational outcomes: The Role of Social Capital and Extracurricular Participation, 
p.105 
43 Rosenfeld, 2003, Expanding opportunities: Cluster Strategies that reach more people and more places, p. 361 
44 Friedman Ph.D., 2007, p. 713 
45 Karlsson, Nyström, 2007, p. 31 
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3 METHODOLOGY 

Since the report is investigating two, on the surface, dissimilar objects (GT Group and Silicon Vikings), it is 

essential to use a well-thought method. The ambition has been to find a veracious reflection of the business 

relationships within the networks. It has been substantial to use a method with right requirements to find truthfully 

answers equivalent to answer issued question. This chapter will describe chosen methods. 

 

3.1 Chosen approach  

The study is based on a deductive approach, which has foundation in theoretical framework with 

aim to generate interest and questions. These questions will base for collecting the empirical data. 

The result of collected data is combined to answer raised questions and the theory will be 

examined based on the result of the study. 46   

 

3.2 Epistemological standpoints 

A qualitative interview focuses on the interviewee’s interest while a quantitative interview focuses on the 

interviewer’s interest. A qualitative method has been applied to gain an opinion about the field of research. 47  

 

While working with a qualitative approach the researcher has to have an epistemology as a base. 

The epistemology is applied on interpretation and aimed to create an understanding for social 

reality.  This is possible by focusing on how the respondents understand and interpret social 

reality in a certain environment. Social qualities are developed by a natural interaction between 

the participants and the study is not based on incidents that occur around us. In summation, 

qualitative studies focus on how individuals’ internal reality is formed, by studying their feelings 

shaped of experiences.48  

 

3.2.1  Semi-structured interview  

The empirical data has been collected through semi-structured interviews. A question scheme, 

constructed ahead, has been applied. Same questions have been used for all respondents with aim 

to find possible similarities and discrepancy. By using this approach answers can be evaluated and 

compared in a perspective of validity. 49 

 

                                                 
46 Bryman, Bell, 2003, p. 23 
47 Bryman, 2002, p. 300  
48 Bryman, Bell, 2005, p. 97  
49 Bryman, Bell, 2005, p. 135 ff. 
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Reactions, from the individuals being interviewed, has a significant, and in a sense, settling value 

for this study. Purpose for using standardized question scheme is to gather reliable data50. 

Although, attendant questions has been used with purpose to develop interesting areas, occurring 

during the interviews. This as a complement has been used with consideration to the 

intangibleness of the study object (everyday basis activities and social networking) and the perspective of 

the respondents (as perceiving these as their natural routines). This type of follow-up approach is 

encouraged as it can reduce the risk of misunderstandings, as well as it can comprehensible 

uncertain questions, which may rise in any interviews. It is essential to be able to comprehend 

correct reactions from interview objects. These reactions are the spine, where understanding and 

apprehension of the respondents’ answers has its value. 51 

 

The reason for choosing a method that excludes telephone interviews is because of the reduction 

of observing the respondents during the interview, in other words, a loss of reactions. Significant, 

for the study, has been to comprehend environmental factors, which breathe in GT Group and 

Silicon Vikings. Furthermore, of personal drive, another purpose of the study was to meet 

entrepreneurs face-to-face. 52 

 

3.2.2  Semi-structured interview questions  

The questions of a “semi-structured” scheme can vary and the formation are broad (comparing 

to a “structure-method”), which generates room for more embodied answers and less controlled 

reactions. 53 

 

Usually the questioner only has a few themes to construct the questions from. In the case of this 

study, the same method is applied, except the questions have been prepared ahead. The questions 

are asked in the same order as on the questioning scheme. Still, the method has given us space to 

compliment with questions, valuable at special interesting situations. The emphasis, while using 

the method, is on how the interviewer perceives explanations, comprehension of incidents, 

patterns and behavior.54  

 

 

 

                                                 
50 Bryman, Bell, 2005, p. 135 ff. 
51 Bryman, Bell, 2005, p. 147 and 161 
52 Bryman, Bell, 2005, p. 140 f 
53 Bryman, Bell, 2005, p. 138 
54 Bryman, Bell, 2005, p. 301  
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Following respondents has been empirical sources: 

� Claes Josefsson, Chief Executive, Gnosjö Technical Group   

� Alexander Josefsson, Key account, Gnosjö Technical Group  

� Per Falk, Chief Executive, Falks Metall  

� Solweig Fransson, Chief Executive, Gnosjö Automatsvarvning 

� Håkan Carlsson, Chief Executive, Burseryds Mekaniska   

� Richard A. Horning, President and Secretary for Silicon Vikings and Principal, Fish & 

Richardson PC  

� Kent Håkanson, Director for Silicon Vikings and Managing Director Private Client 

Services, Silicon Valley Bank  

� Kjell Olsson, Chairman for Silicon Vikings and Vice President Engineering, Byte Shield, 

Inc.  

� Svante Rödegård, Director and Business Development for Silicon Vikings and COO & 

Director of Operations, Pendulum Instruments Inc.  

 

3.3  Micro-ethnography 

When gathering and summarizing the empirical data, “micro-ethnography” has been used as 

methodical support. The purpose, with using the method, has been to attain a broad perspective 

of the culture existing in the areas of Gnosjöandan and Silicon Valley. The method is used to 

study behaviour and learn about cultures in the area being studied. The study, in this research, is 

focusing on people’s natural routines in their daily life. With consideration to the short amount of 

time for the investigation (three weeks gathering empirical data from each cluster), the method 

will be implemented on these short time-conditions. In regular, is ethnography used on a research 

where the study is for a longer time period, e.g. one or several years. The method is used through 

interviews, observation, and by being a part of the study objects life and activities.55 

 

3.4  Reliability, replication and validity  

The concept of reliability is the matter of consistency, in other words; would the same results be 

attained if the same study was reversed? The answer to that question would uncover if the study 

is based on random or occasional premises. 56  

 

                                                 
55 Bryman, Bell, 2003, p. 336 and 551 ff 
56 Bryman, Bell, 2005, p. 48 
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In the case of this study, above question is measured through using a deductive approach. Earlier 

studies made in the same area will be an indicator of the reliability of the result of this study. In 

addition, a meeting with Örjan Sölvell57 (continuously called Sölvell) has been supportive in 

measuring the reliability of this study. Sölvell (in collaboration with Porter) introduced the 

conception of “cluster” to Sweden. As mentioned above, the subject in query is not in any matter 

revolutionary, instead, it have been priory studied. Intention with this research is not to repeat 

prior studies – or do a replication. 58 

 

Another aspect is to measure the output of a research, in other words, the validity. This study is 

based on internal validity; the fact that the conclusions of collected theoretical and empirical data 

is reliable or not. The trustworthiness of the inference is depending on the occasion where the 

study was being made. 59 Our perspective of validity is based on face-to-face interviews made in 

the Region of Gnosjö and Silicon Valley.  

 

3.5 Evaluation Models 

In this section chosen procedure for valuation of gathered empirical and theoretical collection will be presented. 

Important has been to use a method that is, in large extension, tied to the study’s problem formulation; ”What 

characteristics in cluster environments are resources for supporting establishment of start-up businesses?” 

 

To analyze gathered material two methods has been chosen which help demarcates the empiric 

collection throughout the analyzing-process. This will contribute with facilitation on the process 

of answering the problem formulation as well as it will be easier for the reader to understand the 

important characteristics of the two networks. The method contains the two steps in figure 1.1 

(further description can be find in section 4.8). 

1. Gemeinshaft/Community and 

Gesselshaft/Society

will set the structure of summarize

the characteristics of the GT Group 

and Silicon Vikings networks. This 

will be in shape of separated profiles 

of the networks.

2. Start-ups presumptions,

Subjects representing the conditions 

for a start-up business, will be the base 

for analyzing Silicon Vikings and GT 

Groups resources to aid a new 

business in the start-up period.

 

                                                 
57 Professor of Business Economics and International Business at the Stockholm School of Economics, Sweden and 
Senior Institute Associate at the Institute for Strategy and Competitiveness (ISC) at Harvard Business School 
Boston, USA 
58 Bryman, Bell, 2003, p. 48 
59 Bryman, Bell, 2003, p. 48 

Fig. 1.1 Two-step model for evaluation of empirical data 
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4  THEORETICAL FRAMEWORKS 

Theoretical areas, which are the frame for analyzing the empirical data, with base in great presumptions, are 

presented below.  

 

4.1  Cluster 

The conception of cluster can be defined as a “geographic concentration of interconnected 

companies and institutions in a particular field”.60 Accordingly it means a group of related 

business assemblage gathered in the same geographical area. Through its closeness, the 

companies obtain a valuable exchange of services, which can result in important financial profits. 

Involved actors in the exchange are gathered by shared techniques and knowledge and compete, 

as much, as they collaborate in the same demarcated area. They transact information, knowledge, 

ideas, logistics and interaction in different situations when one or more companies are in need of 

help, which is a fundament within a cluster. In the practice, this can be illustrated as following; 

one company has an occasional load with a big order intake, then another closely related 

company, is hired to help out, solving the problem. This generates a win-win-situation61, where 

the two companies exchange knowledge and ideas, mutually attaining experiences.62 Being a part 

of a cluster, is a valuable advantage for a company’s independency on line of business and 

market. There is a distinct connection between the significance of location, for the global 

economy, and companies’ frequency of competitive advantage.63 A cluster, containing a big 

number of companies, will generate higher economies of scale, in comparison to companies not 

included in a cluster. 64   

                                                 
60 Porter, 1998, p. 78 
61 A situation where both parts should find a mutual way to increase their profit (Lindholm, Dahlstrand, 2004, p. 
251). 
62 Lindholm, Dahlstrand, 2004 p. 172 
63 Porter, 1998, p. 78  
64 Brown et al, 2000. p, 165 
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Specific presumtion for a cluster

Initial size and state of 

development

The attendance of cluster motors

Extent of strategic inetraction

Number of new companies

History and tradition

Supportive capacaties

Strategy and vision

Private- and society networks

Support from society and politician

External presumtions

Demand from customers

Localisation and communication

A rich and meaningful life

Cultural presumtions

 
 

 

 
 

 

4.1.1  Presumptions for a successful cluster  

Although it is important for companies 

to expand on the global market, the local 

environment plays an important role in 

developing the business. Characteristics 

of a dynamic cluster are the never-

ending capacity of innovation and 

improvement. Other examples of 

presumptions contributing to high 

standard clusters are competition, the 

entering of new companies, spin-offs, 

constant developing of specialized goods 

and services and the intimacy with 

demanding customers and linkage to 

technological related business.65 

 

 

4.2 The meaning of clustering 

together 

What makes a region creative? This question can be answered with support in five 

preconditions, which contributes with innovativeness, within a certain area. The preconditions 

are following; “high levels of competence, many fields of academic and cultural activity, good 

possibilities for internal and external communications, widely shared perceptions of unsatisfied 

needs and a general situation of structural instability, allowing synergies.66” The significance, 

when answering above question is not; nor specialization or related industries clustering 

together, instead, the substance is the latter one; the synergies. The everyday closeness which 

evolves between actors in a region with above preconditions creates unplanned interaction. This 

leads to new ideas, which are representing the regional variety of skills and competencies. 67 

Natural integration through social networking is one example of achieving above idea-exchange. 

                                                 
65 Lindholm Dahlstrand, 2004 p. 181 
66 Malmberg et al, 1996, p. 88 
67 Malmberg et al, 1996, p. 88 

Fig. 2.1 Presumptions for a successful cluster 
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Furthermore;” the entrepreneur’s circle of contacts is the most significant resource for a 

company’s establishment and development68” and “with support from a well-balanced social 

network the entrepreneur become teachable and the company flexible69”. The driving force of 

the entrepreneur, as well as the entire company is not only based on business, but existential and 

social reasons. Generally the exchange between companies is based on long term business 

connections e.g. engagement, anchored in mutual trust. Moreover, it is essential for 

organizations with different driving forces to have satisfying personal relationships. 70   

 

4.3 Start-ups 

The process of establishing a start-up business always has a risk of vulnerability due to the 

liability of newness. Important for a company’s early development-phase is the perception of; 

credibility and networks. As soon as the company enters the marketplace they will be forced into 

relationships with other actors (e.g. customers, suppliers, employers, bankers, investors, 

competitors, governments, surrounding supporting organizations, R&D71 partners, retailers and 

other cooperative partners) in the environment. It is, in several cases, essential to be considered 

as a member in a network, and as a credible actor, to survive on the market. 72 

 

While dealing with consequences of mistakes or misconducts within the line of business, small 

businesses are forced to solve it. Established companies, on the other hand, can choose not to 

deal with the consequences due to changed presumptions or limitations within the marketplace.73    

 

Nowadays, companies have the ability to reach success earlier in their lifetime than before, as a 

result of globalization and the internet-age. Start-ups have great opportunities to become potent 

competitors, with less depending on size of the organization. 74 Local anchoring expands as a 

vital resource for small businesses. 75 Company expansion demands formalization. In some 

cases, small businesses tend to settle at a given volume and stop growing due to financial 

                                                 
68 Johannisson, Lindmark, 1996, p. 33 
69 Johannisson, Lindmark, 1996, p. 33 
70 Johannisson, Lindmark, 1996, p. 124  
71 “Research and Development” 
72 Lindholm, Dahlstrand, 2004, p. 236  
73 Johannisson, Lindmark, 1996, p. 124 
74 Lee et al, 2000, p. 148 
75 Johannisson, Lindmark, 1996, p. 23 
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requirements.76 The small business entrepreneur perceives oneself as central in the context of 

one’s social networking. 77 The circle of contacts is used to act powerful in situations where 

others feel uncertainty.  Professional operations, on the other hand, use their social networks to 

reduce insecurity on the marketplace.78 

 

As many start-ups have difficulties with establishing on new markets, formal and informal 

meetings are important for a future success;79 (e.g. specialized workforces, suppliers, specialized 

information, complementarily, institutions and support and motivation). 

 

Difficulties with establishing on the market lies, in large extension, in the lack of needed 

resources. Therefore it is vital for the company to integrate and attain support from other actors 

in the local environment. By doing so, the chances to attract recourses, vital for a company’s 

growth, will increase. The localization within cluster regions can create closeness with future 

customers who enable knowledge spreading and increases customer interaction.80 

 

4.4  Local advantage and resources 

There are several formalities within cluster areas; e.g. joint ventures, Venture Capitalists and law 

firms crucial for the survival of the cluster. However, these formal relationships are not valued as 

high as informal relations.81 It is important to nurse natural spontaneous that breeds in the 

everyday life, between companies interacting on an interpersonal level. By doing so, companies 

will build continuous learning, vital for surviving on current markets. The creativity can be 

transformed into business opportunities. If there is a positive response for new innovations and 

products on the local market, these possibilities will generate advantage on the global market.82 

For a company, highly educated employees are not a critical factor, thus they can be and are 

requited globally. However, the mid-skilled technical labor force is more crucial – locally 

educated and less geographically mobile. 83 

 

                                                 
76 Johannisson, Lindmark, 1996, p. 83 
77 Johannisson, Lindmark, 1996, p. 126 
78 Johannisson, Lindmark, 1996, p. 124 
79 Lindholm, Dahlstrand, 2004, p. 187 
80 Lindholm Dahlstrand, 2004, p. 186 ff. 
81 Brown et al, 2000. p, 166  
82 Lindholm Dahlstrand, 2004 p. 177 
83 Rosenfeld, Stuart A. 2003, Expanding opportunities: Cluster Strategies that reach more people and more places, p. 360 
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The interchange between companies is often based on long term business connections with 

mutual trust, tied to the companies’ interest.  The parties are engaged in the relation, with not 

only a strategic drive, but to be a part of a personal relationship, built on mutual dependence. 

Two companies, combined, can create the perfect essence. 84 

 

4.5  Tacit Knowledge 

The entrepreneur is stimulated through experiencing unpredictable happenings which makes her 

use own initiatives through socially interact with others. 85 The scenario illustrates the importance 

of the entrepreneur (and all employees) feeling as a member of the organization. Furthermore, it 

illustrates the meaningfulness of social interaction in the business world, as well as the value that 

trust-based relationships possess. Tacit knowledge, the conception used to define the outcome 

of the process presently described. This kind of knowledge is not only subsisting in the minds of 

the employees, but in the routines of the business. This engenders the complexity in the 

procedure of transforming tacit knowledge, from information in the mind, to actions. Behind 

the converting lies unplanned personal interaction, this is the only technique for tacit knowledge to be 

communicated.86  

 
 
4.6 Start-ups conditions 

The reason behind the rate of start-ups within a cluster is highly depending on in which 

extension support is given in the phase of entering the market. It is therefore not purely 

depending on financial and infrastructural support; instead it has a close connection to the 

attitude against entrepreneurship that is floating in the region. It is essential for the company to 

nurture the relation with its surrounding and be focusing on already existing companies’ 

activities; their knowledge, experience and existing networks in the community.87  

 

Networks and relationships – A network can be characterized by a group of companies where a 

relationship of dependence has evolved between the actors.88 It has wide focus on putting 

                                                 
84 Johannisson, Lindmark, 1996, p. 124  
85 Malmberg et al, 1996, p. 88 
86 Rosenfeld, Stuart A. 2003, Expanding opportunities: Cluster Strategies that reach more people and more places, p. 361 
87 Lindholm, Dahlstrand, 2004, p. 184 
88 Hultgren, 2000, p. 69 
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envisioned market opportunities into practice.89 Having a personal network is vital for small 

companies, due to the risk reduction it provides .90 The centre of a network is characterized by 

its informal structure of relationships. These bonds manage the relation between actors in the 

district and are superior the formal organization-systems. Relationships are without any purpose 

of responsibility and non-connected to systems of regulations, making them informal, thus 

highly depended on trust. 91 

The importance (which is critical for the definition) is the knowledge-spreading, existing in 

the relations between the actors and their activities and resources.92 Interaction founded on 

consistently and cultural basis generate opportunities for the company to evolve intangible assets 

(e.g. knowledge creation and competencies). A network is one of the most efficient approaches 

to create competencies-spreading by enhance relationships within the network system (even 

though the possibility of losing vertical coordination exists).93 

 

Knowledge and innovations – Knowledge is a presumption for a successful start-up business. New 

companies gain information from established companies that have been on the market for a 

long time. Knowledge tends to stay within the region. 94  

 

Know-how and the transfer of knowledge – Relationship can be perceived as main factor in achieving 

competitive advantage. One type of a relationship is the interrelationship – a mutual relationship 

where two actors meets in a win-win-situation transferring knowledge and skills, in other words 

called know-how. The transference can be from one existing business to a start-up or vice versa. 

Know-how can be information about the demand on the market, superior ways to manufacture 

or other experience which gives the company a competitive advantage against other businesses 

on the market. 95 

 

                                                 
89 Andersson, 1999, p. 28  
90 Johannisson, Lindmark, 1996, p. 124 
91 Corno et al, 1999, Knowledge Creation within Industrial Systems, p. 379–394 
92 Hultgren, 2000, p. 69 
93 Corno et al, 2000, Knowledge Creation within Industrial Systems, p. 379  
94 Karlsson et al, 2007, p. 29  
95 Porter, 1985, p. 351 
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The market and the demand – Start-ups is a consequence of the demand of new products on the 

market.  Increased demand will generate an increased investment activity, and in some cases 

start-ups. Branch accumulation is the most specific factor that will generate start-ups. 96   

 

Terms of competition – The terms vary, e.g. the technological obstacles; like scale economies and 

intellectual capital; as patent. This can limit the presumptions for a start-up business on a new 

market. 97 

 

Capital access – Includes both financial and social capital. The latter one can be described as an 

intangible asset and can be hard to define. Moreover, physical resources are travelled all over the 

world, thus social capital can only be found in local cultures and institutions. In these 

appearances relationships are formed and social capital is being shaped. Resources can be static 

but tend to reinforce in cluster atmospheres, as a result of the local structure. 98   

The need for financial assets varies depending on in which face a company is presented in. 

Banks, also called Venture Capitals (for more information see further down), can finance 

entrepreneurs which they consider having good presumptions to integrate their innovations on 

the market. Together with a strong juridical support this promotes good conditions for start-

ups.99  

 
 

4.7 Gemeinschaft/community 

Tönnies social science theory influenced by Karl Marx and Rodbertus about the evolution from old communities to 

the modern society.   

 

Gemeinschaft or community is based on three primal concepts which are blood, place and 

neighborhood. Furthermore, it includes the areas of friendship, family, common work, common 

beliefs, Christian congregations and religious oblige. A common unselfishness and altruism is 

typical for a community. There is a mutual acknowledgement of privileges and duties. Members 

                                                 
96 Karlsson et al, 2007, p. 25  
97 Karlsson et al, 2007, p. 26  
98 Sölvell et al, 2003, p. 21: “…resources tend to be static. On the other hand, in the right business environment, resources and 
capabilities tend to upgrade in a mutually reinforcing process. As Michael Porter has shown, cluster dynamics play a crucial role in this 
process.” 
99 Karlsson et al, 2007, p. 27  
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in the district remain united in spite of conflicts and other factors that might separate the 

community. Members in the community lives peacefully, side by side and the motivation is to, 

when needed, be supportive. 100 

 

Characteristics of a community:  neighborhood, friendship, barter, custom, tradition, habit, 

customary law, religious, man as social animal, value absolutism, fusion of ends- means, natural 

will, communal ownership of land and means of production, labor power. 101 

 

Gesellschaft/society  

Society is based on association and union. Modern economy enterprises are moving away from 

friendship and moral and legal relations that it is based on into rationality and calculation. 

Individual self-interest and insensitivity to common needs is typical for a society. As the labor 

market evolved from the rustic society, into an industrial society, more productiveness evolved. 

Thus can a strict and rational society generate alienation and a need for communion and 

common beliefs to be able to accommodate. 102 

 

Within Gesellschaft it is also frequent to act with own winning-interest, built on rationality and 

calculation. The relations to other members of the society are tensed and the members are 

fundamentally separated due to all uniting features. 103 

 

Characteristics of a society:  anonymity of relationships, monetary exchange, contract, 

innovation, progress, novelty, legislative law, secular, atomistic individualism, value relativism, 

separation of ends-means, rational will, private ownership. 104 

 

4.8  Extrapreneurship  

Extrapreneurship is a spin-off of an existing company made by a former employee, approved by 

the employer. The spin-off is a result of the employee’s knowledge and competency that is 

acknowledged by the employer and surrounding markets and the spin-off can focus on, e.g. 

                                                 
100 Blunt, 1888, Gemeinschaft und Gesellschaft, p. 6 f 
101 Blunt, 1888, Gemeinschaft und Gesellschaft, p. 6 f 
102 Blunt, 1888, Gemeinschaft und Gesellschaft, p. 7 f 
103 Blunt, 1888, Gemeinschaft und Gesellschaft, p. 7 f 
104 Blunt, 1888, Gemeinschaft und Gesellschaft, p. 7 f 
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developing products or ideas based on the original company. The actors will no longer be 

employer and employees, but business-partners. 105 The employee has gained flexibility and 

possibility to use competencies from former employer and has reduced responsibilities against 

the former employer.  The relationship between employee and employer is based on trust; as the 

spin-off has created a mutual entrepreneurship.106  

 

4.9  Venture Capital in USA and Sweden 

A Venture Capital (continuously called VC) company invests competence and risk capital in 

companies with potential for development that is not yet listed on the stock exchange. VC 

investments consist of common equity and borrowed funds which can be convertible loans, 

debentures with option to underwrite stocks. A VC investor can be a part-owner in the invested 

company and is expected to be a part of the committee. 107 It is common to focus on high tech 

start-up companies in USA; it is also common with other type of risk capital to finance start-up 

businesses that is not listed on the stock exchange.108 In Sweden, on the other hand, there is a 

lack of VCs. Therefore; companies with a bigger scale tend to get founded much easier than 

small companies, such as start-ups. Start-ups often strike credit rations, in other words; low 

guaranties on their loans. 109 

                                                 
105 Morris et al, 2008, p. 11 
106 Johannisson, 2002, Entrepreneurship as a collective phenomenon, p. 19  
107 Isaksson, 1999, ”Ett PM om Venture Capital i Sverige och USA” (”A paper about Venture Capital in Sweden and the 

United States”) p. 2  
108 Lindholm Dahlstrand, 2004, p. 289 
109 Karlsson et al, 2007, p. 27  
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5  EMPIRICAL FINDINGS  

The intention with this chapter is to present empirical data gathered from interviews with respondents from GT Group 

and the Silicon Vikings. The same question scheme has been used throughout the interviews (see section 7). Different 

areas, from the interviews, have been highlighted in the summaries presented below, due to repetition of responses from 

the interviewees. First sections, of presented data from Gnosjö and Silicon Valley, are case specific information to 

facilitate the comprehension of the empirical data.  

 

5.1 The Gnosjö cluster 

The bedrock, which the region of Gnosjö is founded on, 

consists of gneiss, which might be the reason why the 

agriculture never had any success. As a lack of productive 

agriculture people had to be productive in other ways, 

which generated several small enterprises in the region110. 

The Gyllenfors Ironworks was founded in 1743 and lead 

the way to the industrial enterprise-evolution in 

Gnosjö111. The company was an important part of the region, as a provider of material to all other 

companies. The drawing mill industry begun to expand and more people started their own 

enterprises and the outset of competition was born. 112   

 

There were six prime companies in the district; Mofors, Töråsholm, Melins Börsfabrik, Espekullen 

and Svaravaretorp. They were all founded during 1900th century and were indicators to an industrial 

evolution, which has set the standard for many other companies in Gnosjö.113 Plastic, rubber and the 

chemical-technical industry have always played a substantial role for the companies and have been 

seen as an example for other companies during the 1900th century. The “Polymer – Technical 

Centrum” foundation is one example, influenced by the industry.114  

 

                                                 
110 Gustafsson, 2004 p. 75  
111 Gustafsson, 2004 p. 77 
112 Gustafsson, 2004 p. 78 
113 Gustafsson, 2004 p. 78 
114 Gustafsson, 2004 p. 80 
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Historically, people in the region had a strong belief in their capacity to succeed. This mentality still 

lingers today.115 There are many different factors that contribute to stronger communion.116 Social 

networks, for an example exist throughout the region and play a substantial role, keeping the Gnosjö 

cluster alive and growing. The social interaction proceeds outside work as well, through Christian 

congregations, sports-associations and in the everyday life. This makes Gnosjö strong and 

successful.117 

 

The population of Gnosjö is 9 657 inhabitants118, with 1300 successful companies, with own 

qualifications and experiences. 119 The county of Gnosjö was registered as Gnosjöandan as a brand 

name in the year of 1997.120 The brand characterizes many small businesses, entrepreneurship and 

informal networks that keep the region competitive on the global market. It is commonly for 

companies in Gnosjö to specialize their production to stay attractive on the market.121  

 

5.2  GT Group Profile 
 
Founders: Per Falk, Håkan Carlsson and Solweig Fransson 

GT Group is a collaboration of one retail company and three producing companies which are the founders.  

Foundation: 2005, Gnosjö 

Chairman: Claes Josefsson 

Purpose: The companies in GT Group collaborate to manufacture and supply products to the 

motor vehicle and engineering industry in Sweden, as well as on the global market. The companies 

share information, support each other and expand their business relationships to be able to face the 

ever-growing global market. 

Target group: Industries within Europe. 

Companies included: Falks Metall, Gnosjö Automatsvarvning, Burseryds Mekaniska and Claes 

Josefsson. 

                                                 
115 Webpage: “Gnosjö Industriförening”, April 7th 2008  
116 Serarols i Tarrés et al, 2007, p. 241 
117 Josefsson, Claes and Alexander, oral interview, March 13th 2008 
118 Webpage: Statistiska centralbyrån, March 18th 2008 
119 Gustafsson, 2004, p. 80 
120 Webpage: “Gnosjö Industriförening”, April 7th 2008  
121 Webpage: “Gnosjö Industriförening”, April 19th 2008  
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5.3 “…we are sharing experiences” – Interview with Claes and Alexander Josefsson 

(Chief Executive and Key account for GT Group) 

 

Gnosjö, March 13th 2008 

We122 met father and son Claes and Alexander Josefsson at GT Group (continuously called 

Josefsson Sr and Josefsson Jr), located on the second floor inside Gnosjö Automatsvarvning in 

Gnosjö. We sat down at the coffee table, which they share with Gnosjö Automatsvarvning and 

Chief Executive Solweig Fransson. Josefsson Sr told us about how the GT Group collaboration 

started.  The purpose was to collaborate to be competitive against China. 

 

The network is operating around small villages were nobody is a stranger and with purpose to gather 

experiences and knowledge from e.g. prior jobs. He explained that Josefsson Jr and he are not 

depending on the other companies in GT Group, they can manage themselves, yet the collaboration 

is effective. It simplifies for all included companies, still the companies are free to do business on 

their own, outside the collaboration. To quote Josefsson Sr:  “it is a win-win situation, as we are 

sharing experiences”.123  

   

According to Josefsson Sr, entrepreneurs in Gnosjö have long working days and it is not unusual to 

work on weekends. The entrepreneurs are owners of their companies and venture their own money, 

which motivates them to work hard.  People in Gnosjöandan devote their lives into their creations. 

Josefsson Sr values loyalty very high and it is important for him to be able to trust and relay on the 

members within GT Group. 

 

Josefsson Sr told us that informal meetings are higher valued than formal meetings. These meetings 

usually occur around the coffee table, talking about future collaborations. The social capital is very 

essential to nurse, according to Josefsson Sr.   

 

                                                 
122 Referring to me and two other students in my class, doing the interview. 
123A situation where both parts should find a mutual way to increase their profit (Lindholm. Dahlstrand, 2004, p. 251). 
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We asked if education is an important aspect in the region of Gnosjö. The respond was that 

education is important depending on the character of the job. Josefsson Sr takes turnery as an 

example of work where the workers have to be able to do a good job. The social capital and people 

skill is more critical for operating the turnery machines and to accomplish the job. Josefsson Sr 

mentioned that there is a need for more young people in the region, as they tend to move to larger 

cities.  

 

5.4 Interview with Håkan Carlsson (Chief Executive of Burseryds Mekaniska) 

 

Burseryd, March 18th 2008  

We met Håkan Carlsson (continuously called Carlsson) at his office in Burseryd, 18 miles from 

Gnosjö. Burseryd is a small urban community with small residential areas, the local general dealer, a 

few industrial enterprises and a school surrounded by green nature. Burseryds Mekaniska gives the 

impression of somewhat ordinary and modest from the outside, but breathes another feeling inside – 

closeness. 

 

We began the interview by asking Carlsson about the benefit of being a part of a network, such as 

GT Group. Carlsson described the region as rich in the sense of companies’ willingness to support 

other companies when needed and to share e.g. workforce and knowledge. According to Carlsson 

the entrepreneurs in Gnosjö are skilful in the technical area, manufacturing and processing.  Carlsson 

continues: “Although we could be better to launch ourselves and our businesses”. 

 

Being a part of GT Group is lucrative, Carlsson says. It increases knowledge to Burseryds 

Mekaniska. According to Carlsson a company has to build its business on a network to survive on a 

marketplace. Initially when 30 companies were invited to join GT Group, the idea was to create a 

cluster project. Main purpose was to become more competitive on the market, both locally and 

globally. Carlsson describes the network, which the ideas resulted in, as friendly. “All included 

companies are helping and supporting each other” and valuable information is being shared among 

the members. There is openness about what occurs within the company, both positive and negative 
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aspects. Interestingly, he said, all members of GT Group are competitors, as a consequence of the 

situation that the company which is most suited for a specific order, will be given it. 

 

When we asked Carlsson about the advantages of being a part of GT Group he claimed that 

everything is much more open inside the collaboration. There is no enviousness between the 

members due to the legitimate profit that the companies are given. It is their assignment to distribute 

every specific order. It can occur that the companies in GT Group gain profit, even though there is 

another company within the network that is distributing the order.  

 

Compared with other collaborations, the network is on a more intimate level but the relations 

between the entrepreneurs are on a businesslike basis. Carlsson continued with explaining; if there is 

a need for help it is easy to pick up the phone and call someone in the network, due to the informal 

structure of the majority of companies in Gnosjö. To quote Carlsson; “it is about giving and taking”. 

i.e. what you give is also what you will be given back in return. He indicates that informal meetings 

that occur naturally on an everyday basis are the most important. Furthermore, the network 

strengthens the safeness in the company.  

 

We asked what important qualities they desire when striving for a new partner in GT Group. 

Carlsson answered that social competence is a crucial criteria in a new co-worker. The personal 

chemistry also plays a significant role. He explained that they demand a degree of intelligence and 

skillfulness with the hands and it is essential that the new co-worker has willingness to learn.  

 

If the owner conditions would change in one of the companies within GT Group this could be a 

reason to end the collaboration, according to Carlsson. Disloyalty could be another reason to end it. 

He highlighted that it is the people behind the production and the relation to them that make things 

happen and creates the right atmosphere of supporting each other.  

 

Burseryds Mekaniska is currently having collaborations with the high school in Gislaved. Carlsson 

stressed that there is a need for more people with an academic background in the region, and is 

positive for all forms of collaborations with universities. While collaborating with universities both 
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companies and students will gain experiences and knowledge. Carlsson express the advantages by 

describing the opportunity for students to integrate in the regions entrepreneurial climate and it can 

be helpful if e.g. the student wants to create a start-up in the area. Although, education is not a, on 

paper, written criteria to attain employment. 

 

When asking Carlsson about conflicts within the network, there was a clear indication of what would 

happen if it occurred. The conflict would be discussed directly to Claes Josefsson Sr, which has the 

primal responsibility to solve the conflict. Carlsson ends the interview by saying that he personally 

believes that a crisis would strengthen the network. The collaboration is valuable for each company 

and they have all taken several steps further in their progress as individual companies, as well as a 

unitized group.  

 

5.5  “There is a different mentality here” – Interview with Per Falk (Chief Executive 

Falks Mekaniska) 

 

Gnosjö, May 13th 2008   

We met Per Falk (continuously called Falk) on a warm day at 

his office in the center of Gnosjö. We sat down around a 

large table and started the interview, while an ongoing 

renovation was surrounding us.  

 

Falk started with telling us that he has been involved in several networks during the years of 

operating in Gnosjö.  To be a part of a network is something Falk values greatly and he puts it the 

following way: “the most successful networks, through the years, were the informal ones”. Falk 

continues with explaining; “where the atmosphere is relaxed and where most people involved can 

get together in a more informal context to discuss everyday issues, will generate best resources for 

the company”.     

 

Falks opinion is that the foundation of a good cooperation, within a network, is built on a natural 

connection between its members.  Falk for one example knew Solweig Fransson (continuously called 
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Fransson), Chief Executive at Gnosjö Automatsvarvning, before they were involved in GT Group. 

Their history made it natural for them to progress their relationship to another level.  

 

According to Falk, one factor that makes GT Group successful is Josefsson Sr. As possessing the 

role of Chief executive; Josefsson Sr has the ultimate responsibility when it comes to distributing 

orders to the companies. Falk explained that Carlsson, Fransson and himself can make their voices 

heard during the committee meetings they have every third month, but beyond that, Josefsson Sr has 

the responsibility and power. Falk highlighted the open dialog existing within GT Group, not always 

on a daily basis, but very often.  

 

When asking what it is that brings success into a network Falk mentions GT Groups foundation 

which is “to build trust” and allow the other members to earn money. Falk goes on with explaining 

jealousy as a factor that can be shattering for a good cooperation – however not existing in GT 

Group. 

 

There have never been any serious conflicts between the members of GT Group. Although, if it 

would arise a conflict, Falk hope that they will be able to solve it by discussing it between the four of 

them. He proceeds by saying, “You can always respect people’s opinions but that does not 

necessarily mean that you have accepted them”.  

 

Falk explains the conception of strength; as GT Group’s long-term view on the network, the 

relationship. He continues with explaining that everyone in the group is willing to take their 

responsibility if something is going wrong. When asking Falk about his opinion of expanding the 

network with new members, he gets a serious face. His spontaneous reaction is not to expand. He 

feels that the risk it could cause, would be superior the profit. The risk of conflicts was another 

reason.  

 

When it comes to agreements among the members in GT Group and the network and its customers, 

Falk explains that Falks Mekaniska does not have any special legal bounding contracts. He continued 

by explaining that the reason of not using legal bounding has its spine initially in a memory from 
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when Falk had just graduated from the University of Lund. At the university they were taught to 

always use contracts when doing business regarding what was written in Harvard Business Review. 

When Falk started in Gnosjö he got laughed at. The reaction he got was, to quote Falk: “if you 

cannot do business without a written contract it doesn’t make sense to do any affairs at all, because if 

we don’t trust each other from the beginning why would we do it just because of a piece of paper? – 

A handshake should be enough for doing business”. Furthermore, Falk indicated that everything 

that has been taught from Universities cannot be applied in the reality in Gnosjö. “There is a 

different mentality here” – “a handshake is really as important as a legal contract”.  

 

There is one agreement in GT Group; if one of the owners would sell their company the other 

members of GT group have the right to buy out the new owner, in case they feel that the new 

member misfits in the group.  

 

Falk told us about the difficulties of establishing a new company, without knowing anyone in the 

region. The key that lies behind the success of a company in Gnosjöandan is the conception of 

integration. Falk said that it can be hard to get integrated into the social systems without knowing 

anyone in region. If someone came up to him and asked him about the success he would tell them to 

use supportive systems like GT Group or Gnosjö Industrial Association (Gnosjö Industriförening124) to 

establish contacts with other companies.  Falk said; “by using both your business contacts and your 

social contacts you will gain vital help to get started in the region”. Another advantage is the 

discount GT Group can provide from suppliers. 

 

Altogether, Falk indicates great satisfaction with his membership in GT Group; he says that he is 

looking forward to more successful years together with the members. 

 

                                                 
124 Gnosjö Industrial association (Webpage: Gnosjö Industriförening, May 20th 2008) organization that gather companies 
in the region to gain a positive development   
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5.6 Interview with Solweig Fransson (Chief Executive Gnosjö Automatsvarvning) 

 

Gnosjö, May 14th 2008  

We met Solweig Fransson (continuously called Fransson) in the same office as GT Group, 

combined with Gnosjö Automatsvarvning. Our first encounter was two friendly dogs greeted us 

welcome at the entrance. When entering the coffee room Josefsson Sr and Josefsson Jr were having 

breakfast with Fransson and some other people of the staff. Fransson points out that these informal 

meetings occur on an everyday basis. We started the interview in a sofa in her room with similarities 

to a living room. There was a very friendly environment and Fransson says that the business partners 

within GT Group are open and honest. Fransson perceive loyalty as an extremely important 

component within a network.  She defines the conception as following: “what is being told within 

GT Group stays within GT Group”.  Furthermore, it is essential to be able to trust each other. 

Fransson continued by informing us that there never been any jealousy or conflicts within GT 

Group. The network had from start created regulations to occurrence of conflicts, and the fact that 

each company has their own specialties’ to prevent them from interfering in each other field of 

work.  

 

Advantages of being a part of GT Group, according to Fransson, are the possibility to share and 

borrow information, tools and machines. The actors in GT Group support each other and share 

competitiveness as a group. Fransson indicated that she and the other companies have great impact 

to influence the work within the network even though Josefsson Sr, owns 28% and the other 

companies only owns 24% of GT Group. She did point out that she identifies herself with Gnosjö 

Automatsvarvning, primarily. But perceives GT Group as great support and opportunities to 

communicate about problems with actors that can identifies with the same problems. She is not 

open to the idea about letting a new member into the network. One reason is that the risk for 

conflicts will increase with an expansion.  

 

Fransson is a part of other networks in the region too, with the purpose to establish new contacts 

and share valuable information. 
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There is no significant importance of academic education in the region, according to Fransson. 

Instead they administer a different kind of education where they learn from each other and share 

knowledge. Fransson finished high school and started her own business and a few networks. When 

she first started to develop her new enterprise in Gnosjö she was given the advice to join e.g. the 

local church, accompany her daughters to the horse stable, and join local unions. With purpose to 

gain new contacts and attain support for the new business, contacts are valuable and Fransson 

learned that the most important factor for a start-up business is the access to several contacts and 

networks.  
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5.7      The Silicon Valley cluster 

Silicon Valley is known for being the location or the 

mother of many successful IT-companies, as for 

example Hewlett-Packard (HP) and Yahoo!. These 

two companies’ founders have at least one thing in 

common; they all studied at Stanford University. The 

start-up point for HP was an electronic measuring 

device created in the garage of one of the two classmates. This was the year of 1939. The year of 

1994 two other students at Stanford started to work on what would result in the first leading web 

search engine, Yahoo!. These two successful companies have led Silicon Valley into revenues, HP 

with $47.1 billion and Yahoo! with $70 billion.125 Consequently, the phenomenon of Silicon Valley 

has played a big role in development of technology, science and economy for regions in many 

different countries. Current market economy is based on knowledge where innovations occur 

continuous.126  

 

Silicon Valley is still an area of fostering new companies with specialty on IT127. The 

entrepreneurship, the Venture Capital, collaboration with universities and other social and 

technological networks are prominent factors constituting the foundation for Silicon Valley.128 The 

cleverness and competence is something that can be seen throughout Silicon Valley. The businesses 

are always seeking to obtain this, which for example shows through the eminent technology that 

exist and decentralize the organizations.129 It is also common with informal networking in Silicon 

Valley, which contributes to increased confidence between the entrepreneurs within business 

relationships in the area. Silicon Valley contain firms which are embedded in social and institutional 

relationships that shape, and are shaped by, their strategies and structures.130 The relationships 

generate shorter decision making process and faster exchange of information.131  

                                                 
130 Shavinina, 2004 p. 3  
130 Gustafsson, 2001, p. 76 
131 Shavinina, 2004, p. 4 
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Silicon Vikings Profile 
 
Founders: Kjell Olsson and Håkan Lind with inspiration and support from the technical attaché. 

Foundation: 1997, Palo Alto 

President and Secretary: Richard A. Horning 

Purpose: To change ideas132, to effectively communicating valuable information of interest to its 

members.133 

Target group: People that has interest in finance and economic policies.  

Companies included: Silicon Valley Bank, Fish & Richardson and Byte Shield, Inc. and Pendulum 

Instruments Inc. 

 

5.8  Silicon Vikings 

Silicon Vikings is a nonprofit association with basic on networking for companies within the 

technological sector. Main purpose is through collaboration and sharing of ideas, gives support to 

the members to achieve success both on a professional area as well as on a personal level. The 

network was initially founded in 1997 and is operational in the area of Silicon Valley but also with 

companies in the Scandinavian region (Sweden, Denmark, Finland, Iceland and Norway). The 

business was strategically placed for companies in Silicon Valley to integrate with high technological 

development existing in Scandinavia. The network has increased from a few lunch-meetings, in the 

start-up phase, to around 15 events per year. Among things they arrange, they organize debates 

between business executives, with themes based on technology and economy. These are, as 

mentioned, valuable both on a professional and personal level. These social gatherings open up the 

possibilities to engage in integrations with people in other companies in Silicon Valley, as well as the 

Scandinavian region. 134  

 

 

                                                 
132 Håkanson, Kent, oral interview, April 1st 2008  
133  Webpage: Silicon Vikings, May 19th 2008  
134 Webpage: Silicon Vikings, April 12th 2008  
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5.9 “Networking is the heart and soul in Silicon Valley” – Meeting with Richard 

Horning (President and Secretary for Silicon Vikings) 

 

Redwood City, April 8th 2008 

 “Networking is the heart and soul in Silicon Valley”, 

quoting Richard Horning, (continuously called 

Horning) when describing the atmosphere in the 

cluster. He continued with an example of “Thursday 

night gatherings” on parking lots where a group of 

people in the area meet up for beer and pizza with the purpose to network.  

 

Google has done these events in the past and their purpose was to create a community and to 

express their values to the surrounding.  Horning brought up another example about committee 

meetings, which contained live music, beer, a disco spinner and pizza, to gather people and create 

interest. He continued by illustrating a personal experience he gained in Stockholm, Sweden, where 

business people used to meet on Tuesdays for a drink and share elevators pitch at Café Opera or Spy 

bar. Silicon Vikings have arranged similar activities with pub nights on Fridays (in the McGarten 

Park in Palo Alto between 6-8 o clock pm). Unfortunately Silicon Vikings had to end these kinds of 

gatherings due to responsible volunteers, not able to arrange the gatherings anymore.  

 

There are endless of opportunities in Silicon Valley and Horning gives an example with Venture 

financing flowing in the area. Although, there is also another aspect with these ongoing possibilities 

and competition; one day the “best” people in a company will leave for the company across the 

street.  

 

Horning describes the value of knowledge in people within businesses in Silicon Valley by saying: 

“knowledge passes through the economy and lifting all the boats”. He continues by explaining 

indicators behind the regions success; “we have the glue and the attractions…”. 
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Horning told us the history behind Silicon Vikings volunteer organization and said that the purpose, 

which is to support their members with professional and personal accomplishments. The 

organization was founded by Kjell Olsson (continuously called Olsson) and Håkan Lind 

(continuously called Lind) with support from the Technical Attaché and with main target in the 

technology sector. The reason behind the interest in starting a network had initial beginning when 

Olsson (present: Chairman for Silicon Vikings) was working at HP back in 1997. He observed the 

wide group of Swedish immigrants in the Silicon Valley. Olsson gathered, in collaboration with Lind, 

people with interest in the idea of starting a new network at a café, which made the starting-era of 

Silicon Vikings. 135 

Continued growth of the network had its roots in monthly meetings at an inexpensive restaurant in 

Mountain View. More detailed, the second Wednesday per month was reserved for Silicon Vikings at 

the restaurant and at that time of month the group of people started to create a network.  

 

During the years, the organization have been collaborating with many actors; Innovation Center 

Denmark, FinNode Innovation Center, Enterprise Estonia, Innovation Norway, Stanford-Sweden 

Contact Center, and VINNOVA of Sweden.  Horning explained that the most common public at 

their events are middle level engineers in the area of software and market people.   

 

There is a wide range of compeers (e.g. they invite global leaders) as well as topics (e.g. 

entrepreneurship, IT, both Soft- and Hardware, Venture Capital, Life Sciences etc) presented at the 

events Silicon Vikings arrange although the purpose for many guests is to attend to meet new people 

both of individual interest as well as to develop on a professional level.   

 

There are no policies within the network, but there is a regulation; to present business propositions 

for the entire board. Impulsively when speaking of environmental factors affecting Silicon Vikings, 

Horning mentions the IT-bubble, which has affected the network past the years. Horning marks the 

day as the 12th of March (2000) and says that he could hear the sound of air coming out of the 

                                                 
135 For more information about the establishment of the network see section 4.3 “Interview with Svante Rödegård 
(Director and Business Development in Silicon Vikings), at Barnes & Noble in Emeryville, April 7 th)” 
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bubble that day. This was going to be illustrated through a huge change of the nature of economy 

but also in the course of several immigrants leaving Silicon Valley. Due to this, Silicon Vikings lost 

some of their members. When the economy started to float again the attendees of Silicon Vikings 

gatherings was rising with people that were all “lookers”, as Horning call them. In other words; they 

were looking for job. The paradoxical perspective of this picture is that there were no companies 

that had the need for employing new people.  

Silicon Vikings does not have any competitors, except that there is an ongoing rivalry with   the 

American-Swedish chambers, which they earlier tried to arrange events together with. There is 

competition, due to Silicon Vikings interest in the Nordic region and in large part in Sweden. Thus 

the rivalry, Silicon Vikings has never been neither external nor internal in conflict within a formal 

context. Silicon Vikings are open to gain more members and see the nationalities within the network 

as valuable assets. 

The heart of Silicon Vikings beat the uniqueness of Silicon Valley in their organization routines and their way of 

working. This is also promoted on the website of Silicon Vikings: “The enormous concentration of 

entrepreneurship and capital here is built on contacts and on networking. Silicon Vikings works in that 

tradition.”.136 

5.10  “We know people” – Interview with 

 Kent  Håkanson (Director for Silicon 

 Vikings) 

Silicon Valley Bank, Palo Alto, April 1st  

When arriving in Palo Alto Square, a business area 

where Silicon Valley Bank (the only nationwide 

provider of banking services to support emergence of 

stage technology and life science companies137) is located in, we found ourselves walking in a district 

surrounded with Venture Capital, capital investing and consulting businesses. We also noticed other 

                                                 
136 Webpage: Silicon Vikings, April 15th 
137 Lee et al, 2000, p. xvi 
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bankers placed in the same area, one close to a lawyer firm. As we were going to be told later, Palo 

Alto Square contributes with support for start-ups and other businesses facing adversity. The area is 

structured like an own little cluster of companies supporting new establishments on markets. We 

walked through the business landscape and entered Silicon Valley Bank in the end of the area. The 

office was created with a reception where you were not allowed to pass through without introduce 

your commission for the receptionist.  

 

A guard informed us that Kent Håkanson (continuously called Håkanson) were busy in a phone call 

but it did not take long time until he came, introduced himself and gave us a round tour in the office 

landscape. He gave us an efficient presentation of the other employees and brought us to a near 

restaurant. The conversation about Silicon Vikings was in wide range about how they build their 

relationships within the network. Håkanson told us that there is an active contact with almost 

everyone in Silicon Vikings. They see each other very often, almost every day through, talking 

events, by phoning each other. 

 

He continued by telling us how they build their relationships on 

likings. Their motto is to have a good time together. These 

enjoyable gatherings is a product of a two step strategy they use: 

first they are getting to know what their partners/clients found 

interesting or fun, then they invite them to an activity that is 

entertaining in the area of interest. When we asked Håkanson to 

tell us about some examples of what they do he brought up examples right from his agenda. He 

started by telling us about the past weekend when he went to a Red Sox game with a new partner. 

He continued with some other examples that were coming up and we were about to experience even 

more examples a couple of days from that meeting (see further above). 

 

Another interesting matter that Håkanson mentioned about their procedure of building relations was 

the importance of getting to know what the business partner really want. To achieve successful 

connections to their collaborators, they look at their hobbies or at the activities that they like; to 

quoting Håkanson, “We know people”. This is something you can see as a foundation both in their 
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relations to other companies as well as to their own clients. They are trying to invite their business 

partners to events they know they will appreciate, in a way that can create trust and actionable 

operations.  

 

The purpose of the social gatherings is according to Håkanson to create an atmosphere of changing 

ideas. – There is “a lot of handshaking”, to quote Håkanson. He painted the picture of a group of 

people, gathered to share different thoughts about a subject they all find interest in. There are no 

policies within the network; the only rule, in an amusing way, is to socialize. We got the feeling of 

the relationship-procedure being similar to a form of marketing-process and Håkanson agreed with 

us. He told us that it is all about negotiating. People act like sellers. Since they are not knowledgeable 

for everyone in the Silicon Valley area, they need to promote themselves, which is another approach 

to meet and initializing new business partners.  

 

An important part of all relationships is, in general, for most people, the conception of loyalty. When 

we spoke with Håkanson he mentioned that loyalty can be important but not necessary the most 

significant issue within Silicon Vikings. He continued with telling us that they value loyalty as in 

“doing a good job” and adding value from it. From this subject Håkanson did a connection with 

academic education. If you are educated the conditions of doing a good job, is easier. 

 
Håkanson finished our meeting by adding, “it is more of a place of mind, than a location”, 

describing Silicon Valley. 

 

Only a few days after the interview, did we meet Håkanson again. First at a Silicon Vikings gathering 

at Stanford University, but furthermore, in his house on April the 5th when he invited us to eat 

breakfast with his family. Håkanson and his wife showed us great hospitality and the invitation made 

us comprehend the significance of having fun together, as Håkanson mentioned earlier, about their 

belief of building relations with their partners. The event on Stanford University (see below) was 

another example of events that they arrange to get together in a fun way. Yet the business meetings 

were a concert that Håkanson and his colleagues went on together. 
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5.11  Silicon Vikings event; helping Nordic VC-Backed Companies Expand 

 

On the 2nd of April we were invited to a fundraiser dinner at Stanford. It was 

an event organized by Silicon Vikings, with Silicon Valley Bank, Fish & 

Richardson and the Swedish Venture Capital Association as sponsors. Main 

purpose of the arrangement was in general to network. There were around 

fifty people, with a mixture of Americans, American-Swedes and Swedish 

people. The program was held in the Wallenberg hall, which was a suited 

location, referring to Swedish connections. The program was entitled 

“Financing Global Expansion: Helping Nordic VC-Backed Companies 

Expand” with Silicon Vikings as the arrangers. Guests came from the Swedish Venture Capital 

Association, other Venture Capitalist from USA and Sweden local financiers and entrepreneurs from 

Silicon Valley. The program was supposed to start at 6 pm but there were an intensive mingle 

outside the doors by the food and wine, which made the agenda forty minutes late. The mixed group 

of people was exchanging their business cards without restrain over the place, shaking hands and 

exchanging a lot of words with each other.  

 
When we sat down there were an eminent panel list existing of: 

� Michel Wendell, Nexit Ventures (Helsinki, Stockholm, Saratoga) 

� Linus Lundberg, Vision Capital (Geneva and Burlingame) 

� Terrence Phillips, Senior Vice President, Silicon Valley Bank (Palo Alto) 

� Magnus Ryde, Mars Capital Group LLC (Atherton) 

� Martin Hauge, Creandum (Stockholm) 

� Representative from Industrifonden (Stockholm) 

 

There were a fascinating discussion about Nordic attitudes of entering the American market and 

what conditions that exists in “entering the American market”-scenario. Horning, the audience to 

the gathering by starting off with showing a photo of the tiny garage where Hewlett and Packard 

started to create their electronic measuring device company. Next to the photo Horning showed us a 

text which said “we help the technology start-up grow from this…”, then he changed photo to the 
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Hewlett-Packard sign as it is today with the text “to this”. This was 

one of many other signs of how Silicon Valley is a brand name that is 

being used over and over again in many different situations and ways.  

 

Something we noticed during the event was that the conception of 

“risk” is perceived as a challenge for people in Silicon Valley. When 

we spoke to Svante Rödegård (Director and Business Development in Silicon Vikings, continuously 

called Rödegård) he told us that risk is approached as an asset for people in Silicon Valley. 

Throughout the evening we could confirm our prejudice ideas about people being more open in 

Silicon Valley compared to Sweden.  

 

Through discussions during the socializing we could draw 

the conclusion that there is a different kind of mentality 

in Silicon Valley. The individuals are social interacting 

with friends as well as strangers.  There is a need of being 

innovative and willing to take risks to be successful in 

Silicon Valley, according to Rödegård.  ”You can never say that you are short of time, it is all about 

prioritizing” Olsson interposes. Håkanson said in return; ”if you think it is hot, it is too late”, while 

referring to how products establishes on markets. 

  

Our conclusion of the evening was that ”At the end of the day it’s all about people” as Håkanson 

expressed the business climate in Silicon Valley. Businesses are built by the people behind the 

company, through communicating with other people and competitors.    

 

Silicon Vikings managed to gather $1000 in fundraising finances to the organization, through the event that evening. 
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5.12  Interview with Svante Rödegård (Director and Business Development in Silicon 

Vikings) 

Barnes & Noble in Emeryville, April 7th 

We met Svante Rödegård (continuously called Rödegård) in the city of Emeryville and before we sat 

down for a cup of hot chocolate, Rödegård told us the story behind the city. Emeryville is located in 

between the suburban cities Oakland and Berkeley with the bay bridge between itself and San 

Francisco. The Silicon Valley area is positioned southern of San Francisco and is therefore placed 

with far distance from Emeryville. Although, the revenues of Silicon Valley has been contributing to 

the success of Emeryville’s economy. The history of the city is built as an artificial community, which 

was planned to be a shopping district with big malls.  Everything is adaptable, Rödegård said. He 

compared Emeryville with Las Vegas where the mafia created a city from nothing in the middle of 

the desert and said; “Americans tend to create big things from just their ideas and by doing that, 

challenge their fears”. 

  

We entered Barnes & Noble café and Rödegård told us that as a circumstance of the ”dotcom” era138 

a new need aroused and created work opportunities. A lot of newcomers came to the area and 

needed to be integrated in the cluster of Silicon Valley and in some kind of network, as well, to attain 

support.  

 

The strength of Silicon Vikings, according to Rödegård, is the freedom and uniqueness pulsating in 

the atmosphere. This can be shown in the meetings they arrange. Silicon Vikings have around a 

thousand of members with thirty to forty persons active in events and sharing news of the network. 

The members have a special interest to fulfill, it can be Venture capitalist, Swedish people, and those 

people who has an interest in the subjects that is being discussed at the events.  They reach their 

members by using the website to publish news, events and other relevant information as well as 

email thought using a mailing list of members the members.  Rödegård describes Silicon Valley as: “a 

young and integrated community” but continues with indicating that the picture only describes the 

outside of the cluster. When looking inside the region, there are many ethnical groups, such as 

                                                 
138 The new IT-start 
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French, Chinese, farmers from Cambodia and people from New Zeeland. The culture connections 

are strong. 

 

The networking-culture illustrates how the people are characterized, by being open and not afraid of 

getting in contact with new people and explores new opportunities. A network can replace some of 

the social parts in a human’s life, according to Rödegård. 

 

A common picture of Silicon Valley and the networks within, is that it is very integrated outlook, but 

rather segregated from an internal perspective.  

 

Due to Silicon Vikings non-economical interest, there are not any conflicts. There is nothing to 

loose as a member, in terms of money. Thus Rödegård points at that the only issue that can be 

aroused is if someone has responsibilities, but does not complete them. One question, which 

Rödegård perceive as interesting, concerning Silicon Vikings future, is what new members could 

contribute with and how to integrate them into the network. 

 

5.13  Interview with Kjell Olsson (Chairman for Silicon Vikings) 

 

Santa Clara, April 8th 2008 

We met Olsson at a famous restaurant called the Fishmarket, in Santa Clara, Silicon Valley. Olsson 

usually brings visitors there. When we asked Olsson to tell us about the Silicon Vikings he started by 

telling us about the purpose of the network. He said that it has its main target in people with interest 

in business and finance but also in the Scandinavian market.  

 

Olsson described how he is using contacts more nowadays, both within the network and the ones 

that Silicon Vikings social gatherings generate. He continued by telling us how he know several 

individuals that have established work by being involved in Silicon Vikings business and events.  

 

He do believe that the network has requirements to evolve and that it can be improved by e.g. to 

engage in events that includes a more social part with the individuals families. He believes that they 
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should strive for something that ties them together and create a fun time for everyone which will 

create closer bands. He mentioned an example of a cooking night with Swedish theme, to invite the 

entire families. Olsson described their events and their encouraging power as a wide range of 

exchanging information. Silicon Valley citizens are seeking to meet with people and interact about, 

from their own perspectives, interesting subjects. Therefore, “Silicon Vikings arrange events which 

attract their target group” – Olsson said that there has to be an interesting subject on the agenda for 

the event and it has to be something that the audience can relate to.  

 

There is no lack of ideas in Silicon Valley, which is the main reason to why people are willing to 

share their ideas. At Silicon Vikings events there are all kinds of people with some interest in the 

ideas of the network. However, the people will only show up if they are in need of something and if 

they can be assure that they will gain something useful from the gathering.  

 

Silicon Vikings divides their target group into two units that they call “doers” and “connectors”. 

Doers are the groups of people which make things happen. They work hard and engage in different 

projects. The other group, connectors, is the ones who connect the people who make the things 

happen. They have several connections and a big personal network, which they use frequently. Their 

goal is to gather people who can be creative and accomplish great things together as they cooperate. 

They also aim to increase Americans knowledge about the Swedish culture.  
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6  ANALYSIS/CONCLUSION 

This is the closure of the report, where conclusions, gained from material gathered in Gnosjöandan and Silicon 

Valley, will be identified. To answer the problem formulation, a general analysis and conclusion will be presented, 

with stand in data from meetings with people in GT Group and Silicon Vikings. Through discussing valuable 

and interesting perspectives, a closing will tie the argumentation together.  

 

There are endless of opportunities floating in cluster areas, such as Gnosjöandan and Silicon 

Valley. However, there is a paradoxical angle. As Karlsson et al (2007) describes, in the context 

of continuous opportunities and ever-changing climate (referring to above clusters), there is a 

form of complexity in the process of start-ups entering markets. Companies all over the world 

are fighting for the same opportunities and due to the constantly changing atmosphere; time and 

product must be accurate when entering the marketplace. Moreover, to reach success on the 

marketplace, start-up businesses need to have a competitive advantage to survive against other global 

actors.  

 

Karlsson et al (2007) mentions several conditions symbolizing the success of a start-up business. 

The demand on the market is one essential factor, which triggers businesses to establish on the 

marketplace. Another encouraging factor is the recognition of competition in the local 

environment, encouraging start-ups to establish. Access to capital – financial and social, is 

especially vital in the early start-up phase of a business. The latter one, social capital, is essential 

for the new business to be considered as member of a system and as a credible actor, it can 

contribute with access to valuable information. These fundamental conditions can all be 

identified in cluster regions, such as Gnosjöandan and Silicon Valley. Clusters have a competitive 

climate, where information about the demand on the market is pulsating throughout the area. 

Support is frequently given from VC’s or from other businesses as an effect of local trust and 

social networks. In Silicon Valley, the high development of technology is based on their access 

to VC’s. While in Gnosjöandan, this can be illustrated through investing own capital and sharing 

and lending machines, tools and workforce.  

In Gnosjöandan and Silicon Valley (and typical for cluster regions) there is a general 

situation of structural instability and shared needs, requiring support and collaboration. One type 

of collaboration is social networks. This phenomenon can be illustrated as main key behind a 

working system where win-win-situations, as Lindholm and Dahlstrand (2004) describes it, is 
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generated. Through spreading knowledge and innovation within the networks, intimacy between 

companies is created (Hultgren, 2000). The phenomenon can be acknowledged far and wide 

cluster regions with characteristics like Gnosjöandan and Silicon Valley. In fact, this particular 

phenomenon is a milestone for their growth and has led to the perceptions of Gnosjöandan as 

“Small firm Mecca” (Serarols I Tarrés et al, 2007) and Silicon Valley as “start-up Mecca of the 

Bay Area” (Hjort et al, 2004,).  

 

Although Gnosjöandan and Silicon Valley are different in many ways and not related as 

branches, several similar factors, supportive for a start-up business, can be identified. Start-up 

businesses are, commonly, suffering from a lack of resources and are therefore depending on 

exterior support. Closeness to other operational companies in the local environment is extremely 

important. Commonly for both Gnosjöandan and Silicon Valley, support and information is 

transferred from one actor to another, on an everyday basis. In Gnosjöandan, for one example, 

knowledge is transferred through relatives in generations. Experiences are shared through 

informal meetings.  

As presented in the section of theoretical framework, there are two conceptions, 

Gemeinschaft and Gesellschaft (Blunt, 1888), illustrating two types of groups; community and 

society. A community combines people through relation, locally closeness and neighborhood. 

There is an open mind of sharing resources and being supportive by socially interact. This can 

be associated with Gnosjöandans mentality, where sharing is a natural part of the routines on an 

everyday basis. The exchange of information is, in Gnosjöandan, illustrated through discussions 

around the coffee table, telephone calls, meeting in church or the lending of tools. The region 

has a strong intercourse influenced by family enterprises, Christian congregations, traditions and 

openness to sharing – both knowledge and tangible products. Silicon Valley, on the other hand, 

can be defined as a society, where high innovation and novelty, with intangible interchange, sets 

the environmental structure.  The climate is fast pace and the citizens are not afraid of trying 

their ideas, made of creativity. The key behind interactions in both Gnosjöandan and Silicon 

Valley is, as Johannisson and Lindmark (1996) mentions, the relationships. In Gnosjöandan, 

meetings are built on long-term relationships, where people are willing to share their 

experiences. They are confident that they will achieve support back in return, when needed. In 

Silicon Valley, on the other hand, every transaction arises with a purpose to be fulfilled in a short 

amount of time. The time period is significant, thus the ever-changing climate in Silicon Valley 
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forces people to move from one workplace to another, generating an individual competition. 

This type of transaction is built on characteristics assembling the definition of society. With 

consideration to the fast pace of transactions, there is more anonymity in the relationships in 

Silicon Valley (in comparison to Gnosjöandan). There is a monetary exchange and individualism, 

existing in the area. The Siliconaires139 are acting in their own self-interest, having an 

unambiguous individual goal. Thus, this is needed to survive in Silicon Valley’s continuously 

changing atmosphere.  

 

Central, in this discussion, is that entrepreneurs operational in either of above cluster regions 

recognizes the utmost importance of social capital. Both regions discussed above possess high 

levels of specified competence, and intangible tools, in the shape of networks and relationships, 

to spread the competence throughout the areas.  

There are many studies made on cluster environments, and as Porter (1998) among other 

professors has illustrated the success, it is greatly connected with the intangible phenomenon of 

informal everyday communication. Malmberg et al (1996) have reached a similar conclusion 

where they describe the value in the synergies – unplanned interaction. As, for an example, the 

discussion by the united coffee table in Gnosjö or at the restaurant in Silicon Valley, where a 

group of people shake hands, laugh and share information. The essential is, as Falk puts it, that 

the interaction is built on natural routines between the individuals. The culture in cluster regions, 

where actors are sharing unsatisfied needs and working in a general situation of structural 

instability, encourages the entrepreneurs to connect with others. The integration is created 

through natural routines, which generates uncomplicated approaches, which in turn leads to new 

relationships – the heart of valuable communication. 

 

Although, when studying the above occurrence, I found that there is a more complex layer. The 

idea of cluster regions has developed into the shape of a product. Moreover, a phenomenon 

where the focus is on the overall arrangement, almost becoming an institution. The concept has 

grown large and people are being compared with being chess players in a system.  

GT Group and Silicon Vikings identify themselves as cluster members, which can be 

nurturing in a way, but it is also vital to recognize the network as an independent actor, without 

the cluster structure. It is important to perceive the individuals behind the concept and to 
                                                 
139 Nickname for young dot-com entrepreneurs in Silicon Valley. 
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distinguish the knowledge and potential the network embrace in itself. I believe it is essential to 

have this in mind when, for example, studying Porters and the authors mentioned above in 

terms of their studies about cluster regions. I consider this area as unexplored still – an area 

which has led to a paradoxical situation.  

A true win-win situation is based on unplanned interaction, which we know is a typical 

occurrence in cluster regions. In this study the relationships have been studied in detail – the 

unplanned interaction has been distinguished into prototype activities, to identify the essence of 

the problem formulation. Exposed is that the unplanned interaction, to one point, can be 

expected (as experiencing it on an everyday basis in an entrepreneurial atmosphere) and in fact 

are planned sometimes. This makes it crucial to decide whether the relationships are accurate or 

arranged. A new part of the studying process of cluster regions has therefore been generated; the 

analysis of defining and valuing the interaction. 

Both GT Group and Silicon Vikings have given the impression of defining their cluster 

membership as a factor underlying their success. They portray that it is important to nurture 

their entrepreneurial role. But in the process of doing this, it may occur methods with purpose 

to support and in some cases create “unplanned” interaction, to the point it becomes planned. 

The marketplace has an ever-changing climate and new companies entering the market need to 

be attractive in order to establish and to survive. The natural interaction may be misunderstood 

by new actors, who are enthusiastic to experience the cluster spirit and success. Methods are 

used by the newcomer for marketing the new business. Other tools may also be used by new 

actors that are eager to experience the often described phenomenon of networking in cluster 

regions. This way of being integrated in the cluster and included in the structure of success, may 

work initially. Although, true competitive advantage are founded on natural routines, and can 

not be planned nor achieved through constructed activities or by buying a concept or a product. 

Cluster stands for creativity and unexpected activities rather than institutional structure.  

The more the conception of cluster is becoming well-known and studied, more crucial it is 

to determine natural routines and unplanned activities in comparison to intended interaction. 

Companies and business people alike are becoming interested in entering the entrepreneurial 

world, eager to find success, choosing the clustering path and perceiving it as an easy and fast 

way.  From this perspective there has evolved a whole new procedure when analyzing the 

competitive advantage built in cluster regions. 
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I believe that this process is invaluable when analyzing relationships and factors behind 

competitive advantages, generated in a cluster. Although when observing a cluster region, Sölvell 

et al (2003) has made an interesting case, defining the concept as an important role of a 

reinforcement process. They portray resources as static, thus in cluster atmospheres they tend to 

reinforce. Sölvell et al (2003) describes it the following way; “…in the right business environment, 

resources and capabilities tend to upgrade in a mutually reinforcing process. As Michael Porter has shown, cluster 

dynamics play a crucial role in this process.140” This phenomenon can be illustrated through the 

transference of know-how within interrelationships or as Rosenfeld (2003) describes another 

type of valuable resource; tacit knowledge – also transferred through relationships.  

 

In cluster regions, with Silicon Valley-characteristic (where the approach to survive is to leave 

one company for another company across the street) the process of spreading know-how is 

pulsating throughout the region. In Gnosjö, this culture is being transferred through relatives in 

generations and networks, such as GT Group, where the purpose is to gather experiences and 

knowledge from e.g. prior jobs. Another way of sharing know-how, studied by Morris et al 

(2008) and Johannisson (2002) and often recognized in both Gnosjöandan and Silicon Valley, is 

when the employer motivates an employee to start an own business, a spin-off. Essential is that 

the entrepreneur recognizes durable innovations. The novelty is supported through encourage, 

given the individual without perceiving the innovation as a threat. The achievement is instead, 

perceived as valuable for the entire region.  

 

For a start-up business, with low assets, the reinforcement environment is vital to achieve 

information that makes the company grow and survive on the marketplace. It enhances the 

productivity and strengthens the entrepreneurs confident to try out ideas. This form of social 

capital is also facilitating for businesses’ creativity to be attractive on the market. It creates 

unplanned activities, which activates the entrepreneurs’ tacit knowledge and make them use their 

own initiatives. This can only be achieved through local anchoring and generates a competitive 

advantage, giving the start-up business success! 

 

                                                 
140 Sölvell et al, 2003, p. 21 
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Do you remember the quote from Porter (1998), which you were introduced to in the first 

chapter? ”Paradoxically, the enduring competitive advantages in a global economy lie increasingly in local things- 

knowledge, relationships, and motivation that distant rivals cannot match141”. 

The latter one, motivation, can be associated with the unique culture recognized in cluster 

regions, where a helping hand, while finishing an incomplete product is no hard to find. Or 

where there is economical support in shape of VC, and where the phenomenon of 

Extrapreneurship exists through former employers support. Moreover, the entrepreneurs own 

their companies and venture their own money, motivating them to work hard and devote their 

lives into their creations. But to succeed and be attractive on the marketplace, there is also a 

need of possessing specified knowledge – acknowledged as tacit knowledge, know-how and the 

exchange of valuable information and experiences. These factors enhance superior development 

(Norman, 2005) of a start-up business and the production of appealing products. Although to 

attain right information, there is a need of having the key behind the transference of knowledge 

– social interaction and trust, based on a relationship. One type of relationship is the 

interrelationship where the communication is built on a win-win-situation. This mutual 

phenomenon can be identified within a network, or as exchanging favours with a neighborhood 

business. A relationship is, as Corno et al (1999) describes it, the centre of a network and 

enhances competencies-spreading. Glanville (2008) illustrates it as a factor improving the 

entrepreneur’s ability to achieve desired goals. In Silicon Valley, for example, the relationship 

engenders shorter decision making process and faster exchange of information. The relationship 

is the input to vital support, in the process of reaching the marketplace, by e.g. being the 

foundation of Extrapreneurship, as Johannisson (2002) illustrates the phenomenon. In GT 

Group, the long-term view on the network has its basis in great relationships.  

 

6.1  Conclusion 

Motivation, knowledge and relationships are main factors supportive for a start-ups establishing 

on a market. Vital motivation and specified knowledge – only interpreted through relationships, gives 

the entrepreneur a competitive advantage to meet the demand on the market and encourage of 

being creative. The relationship combines vital, tangible and intangible, resources with people. A 

supportive climate is generated, built on trust and interaction, created in networks – shaped 

through cluster culture. These three fundamental factors, together, engender a climate with 
                                                 
141 Porter, 1998, p. 77 
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encouraging competition, support and business development, generating sustainable competitive 

advantages – probably interpreted by a new entrepreneur in Gnosjöandan or Silicon Valley in 

this very moment. Making great presumptions for a start-up business, breathing newness and 

feeling secure, while taking its first steps on a global market. 
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8  ENCLOSURE 

 

8.1  Appendixes 

 

8.1.1  Appendix A: Interview guide; Silicon Vikings 

1. What is typical for networking in Silicon Valley? 

2. How is the process of being integrated into the cluster like? 

3. How is Silicon Vikings operating? 

4. What is the purpose of the network? 

5. What kind of interchange do you gain? 

6. What is the personal reason for being a part of Silicon Vikings? 

7. How does the members co-operate within the network? 

8. Are meetings both formal and informal? 

9. What impact do informal meetings have on your business relationships? 

10. What sort of informal meetings do you encounter on a daily basis? 

11. Have you ever experienced any conflicts with other companies or business partners within 

the network?  

12. How are conflicts handled and being solved if they occur within the network? Are there 

any guidelines?  

13. Would you be open to the rest of the members with what occurs in your company, e.g. 

financial or similar problems?  

14. In case of a conflict would you entrust someone in-house the network or externally?  

15. Do you think a conflict would affect the relationship between you and the rest of the 

members?  

16. Are there any special policy’s members have to adopt for interacting within the network? 

17. Have you ever experienced a member being excluded from the network, due to e.g. 

misbehavior of some sort?   

18. In what way do you co-operate with Stanford University and how does it affect Silicon 

Vikings as a network?  

19. Is an academic educational background important when working with business partners?  
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8.1.2  Appendix B: Interview guide; GT Group 

1. What is typical for networking in Gnosjöandan? 

2. How is the process of being integrated into the cluster like? 

3. How is GT group operating? 

4. What is the purpose of the network? 

5. What kind of interchange do you gain? 

6. What is the personal reason for being a part of GT Group? 

7. How does the member co-operate within the network?  

8. Are meetings both formal and informal?  

9. What impact do informal meetings have on your business relationships? 

10. What sort of informal meetings do you encounter on a daily basis? 

11. Would you be open to the rest of the members with what occurs in your company, e.g. 

financial or similar problems?  

12. Have you ever experienced conflicts within GT Group?  

13. How do you solve conflicts if it occurs and are there any guidelines?  

14. In case of a conflict would you entrust someone in-house the network or externally?  

15. Have you ever experienced a member being excluded from the network, due to e.g. 

misbehavior of some sort?   

16. Are there any special policy’s members have to adopt for interacting within the network? 

17. Do you think a conflict would affect the relationship between you and the rest of the 

members in GT Group?  

18. Are you open for a collaboration with a University and how would this be valuable? 

19. Is an academic educational background important when working with business partners? 
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Social interaction creates great things!  

 

 


