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Abstract 

Background: Foresight is a vague concept with several definitions. There is barely any existing 

practical evidence of how it should be conducted or what effect it could have on a company’s 

performance. Due to the lack of research done, a study within the field was justified. 

 

Purpose: The purpose of the paper is to investigate and measure if, and how, foresight practices 

influence company’s financial performance. 

 

Method and theory: A theoretical framework was established in order to compile knowledge 

about the field. These theories were used as a basis for upcoming in-depth interviews. To make 

foresight measureable the foresight maturity model was applied in order to assess the company’s 

foresight practices and to compare it with financial performance. The financial performance was 

assessed by doing an archival analysis on the company’s annual reports. 

 

Findings: The study indicated that foresight practices were limited within the studied companies. 

However, all the companies used it to some extent.  

 

Conclusion: The practices of foresight are greatly contextual and a clear relationship between 

how the foresight practices affect financial performance is difficult to map out and is need of 

further research. Tendencies of foresight practices influencing financial performance were 

however noticed. These tendencies indicated that there is a positive relationship between 

foresight practices and financial performance.  

 

Keywords: Strategy, Foresight, Foresight practices, Performance, Financial Performance, 

Foresight maturity model 
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1. Introduction 

This introductory chapter provides a background for the thesis. The concept of foresight is 

presented and the problems within the area is discussed, which ultimately leads to a purpose. 

Lastly, delimitations of the study are presented as well as an outline of the thesis. 

1.1 Background 

It is of importance that companies have a clear and well-defined strategy. Having a clear strategy 

could possibly help companies to better understand how to conduct business in the future (Fink et 

al. 2005). Strategy emerges from inter alia foresight and the field of foresight has evolved to 

incorporate several activities over time (Rohrbeck, Arnold & Heuer 2007). From being an 

activity that mainly used data from the past in order to research the future and how to deal with it, 

foresight has evolved into an activity that involves the entire organization (Rohrbeck, Arnold & 

Heuer 2007).  

Andriopoulos & Gotsi (2006) argues that foresight consists of three time dimensions, these being 

the past, present and future. Foresight emerges from building on the past and considering the 

present while looking into the future (Andriopoulos & Gotsi 2006). There is a common 

misunderstanding that foresight is the act of predicting the future. This could however be seen as 

a simplification and generalization of the concept. Foresight is rather about looking at possible 

future outcomes in a range of areas and deciding what actions the organization can take today, to 

create the best possible future (Horton, 1999).  

Brown & Eisenhardt (1997) conducted a study which compared companies within the product 

innovation industry and concluded that successful firms were supported by a series of direct or 

indirect probes. Direct probes were based on actual hands-on experience while indirect probes 

came from internal meetings where the future was assessed. The research illuminates and 

indicates that foresight could give companies a competitive advantage in the market. Therefore it 

is recommended that companies investigate and probe possible futures, while still having the past 

in mind, to gain organizational benefits (Brown & Eisenhardt 1997). 
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1.2 Problem discussion 

Foresight consists of many different activities and tools which in turn leads to several definitions 

of the subject. Some would argue that foresight is the act of reducing the uncertainty of the future 

(Vecchiato 2012; Fink & Schlake 2000). With this is mind, there is two possible ways to handle 

the uncertainty, these being adaptation and planning. The planning approach emphasizes the need 

for analysis and prediction of changes in the surrounding environment. Companies with this 

approach tend to generally outperform organizations with the adaptation approach (Vecchiato 

2012). The adaptation approach tends to focus more on events that emerge rather than future 

possibilities (Vecchiato 2012). This might create a problem for companies that have to choose 

whether to plan or adapt for this upcoming uncertainty.  

 

Since there are various definitions of foresight the perception of what it really is might vary from 

company to company, resulting in an abstract and somewhat intangible description of the subject. 

The importance of having a common understanding of the concept among researchers is crucial 

in order to move the field forward (Grim 2009). It is also important for employees within a given 

company to have the same understanding in order to ensure its success (Nováky & Tyukodi 

2010). If the definition of foresight differs between employees, it could affect the whole work 

process and general success for the business (Nováky & Tyukodi 2010; Brown & Eisenhardt 

1997). However, it is not said how the act of foresight should be carried out in order to ensure the 

best possible outcome. Therefore research is needed to see which activities and to what extent 

these are used in order to have a successful result.  

 

There is a lack of a generally accepted way of measuring foresight (Grim 2009). Researchers 

within the field argue that the future is difficult to evaluate since it is too far out there, however 

Grim (2009) suggests that foresight should be measured by using the Foresight Maturity Model. 

Furthermore, measuring foresight may also be troublesome since it is measured in many different 

ways and it is not commonly defined in non-empirical work (Hemmasi et al. 2010). However, 

Amsteus (2011) justifies that the success of foresight should be measured in terms of 

performance. The general problem with performance as a measurement could be the wide array 

of calculations and ratios available. This in turn could make the act of actually measuring 

performance highly heterogeneous, hard to define and therefore also difficult to replicate. 
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Foresight is a concept that is hard to grasp and performance is a term with various definitions 

depending on the context it is taken from. This could make it difficult to measure and it might be 

troublesome to put it in relationship with performance. Due to the lack of research when it comes 

to measuring foresight and performance, research is needed in order to see if and how foresight 

determine a company’s financial performance. 

1.3 Purpose 

The purpose of the paper is to investigate and measure if, and how, foresight practices influence 

company’s financial performance. 

1.4 Delimitations 

The study is limited to business-to-business companies, more specifically operating within the 

manufacturing industry. Geographically, the southern region of Sweden is where all the 

companies were located.     

1.5 Outline of thesis 

1. Introduction 

This chapter consists of a description of what foresight, performance and strategy usually are 

defined as. This leads to a discussion of what the general problems with foresight and 

performance are through a problem discussion which covers the issues of foresight being an 

abstract and intangible concept. After this a purpose is stated for the thesis as well as adding 

delimitations how the study will be conducted. 

2. Literature Review 

In this chapter theoretical implications of foresight and performance are reviewed through the 

help of academic literature in order to establish a well-founded frame of references on which to 

base the study on. This leads towards a formulation of the research gap and research questions. 
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3. Methodology 

The methodology chapter will in-depth inform and explain how and why the data needed for the 

study will be collected as well as different methods which could be excluded in this particular 

study. 

4. Empirical Data 

This chapter includes all the data collected from the four different companies interviewed with 

the help of the chosen methodology.  

5. Data Analysis 

In the data analysis chapter the empirical data recorded is analyzed with the help of the 

theoretical framework. 

6. Conclusion 

The conclusion chapter presents the conclusions of the study by answering the stated research 

questions. 
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2. Literature review 

This chapter reviews literature covering foresight and performance. Concepts, theories and 

definitions are presented in order to establish a theoretical framework. The chapter ends by 

presenting a research gap and relevant research questions for the study.   

2.1 Foresight 

There are several different definitions of what foresight is and the definition depends on what 

context it is taken from. Foresight in a strategic context is described as a process that designates 

the activities that decision makers takes in the task of deciding the company’s future course of 

actions (Vecchiato 2012; Voros 2003; Amsteus 2008). The general consensus within the research 

field is that in order to ensure and maintain a prosperous business model as well as competitive 

advantage companies and managers needs to prepare for the inevitable future (Bezold 2010; 

Ringland 2010; Amsteus 2008; Rohrbeck, Arnold & Heuer 2007; Bootz 2010; Fink et al. 2005). 

Habegger (2010) defines foresight as a deliberate attempt to broaden the boundaries of perception 

and to expand the awareness of emerging issues and situations. These emerging issues can be 

identified by using so-called weak signals or early warnings (Rohrbeck, Arnold & Heuer 2007; 

Fink et al. 2005). Weak signals are early indicators of upcoming trends which in turn could help 

identifying new business opportunities (Yoon 2012). Fink et al. (2005) claims that what 

companies might perceive as sudden events could be prepared for by identifying weak signals at 

an earlier stage, thus giving the company a chance to react to threats and take advantage of 

upcoming opportunities. 

 

If a company decides to implement foresight practices, it is crucial that the employees are aware 

of what it means and that the staff gets educated within the subject (Ratcliffe 2010: Ringland 

2010; Voros, 2003; Nováky & Tyukodi 2010). According to Ringland (2010) it is not a common 

practice to educate employees within the field of foresight. Nutt (2006) also states that the 

implementation phase of foresight practices within an organization has a greater impact on 

success than evaluation. There are some parts of a company that needs to evolve during the 

implementation. These could be values, insights and awareness (Ringland 2010; Ratcliffe 2006). 

This shows that both the organization itself and the employees should be taken into account when 

implementing foresight practices. 
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Another important concept when managing foresight is the use of scenarios. The actual definition 

of scenarios is described with a variety of concepts (Ringland 2010). Bootz (2010) define 

scenarios as something used to build an image in front of which the decision-makers react by 

elaborating action plans and making decisions. What is generally regarded as a wider definition 

of scenarios could be the use of tools needed to ensure endurance of strategic foresight and 

planning (Bezold 2010; Ringland 2010). 

 

In order to gain a better understanding of possible future outcomes or possibilities scenarios are 

usually not restricted to the use of one specific, but rather a set of different scenarios bundled 

together (Bezold 2010). The actual number of scenarios or sets of scenarios used is depending on 

which organization is implementing it, thought up ideas or how to build up routines (Bezold 

2010). Similarly, scenarios could be conducted within varying degrees of fields ranging from a 

few qualitative studies all the way to heavily quantitative (Bezold 2010). 

2.2 Foresight maturity model 

Measurement is a fundamental component of scientific query and today there is no generally 

accepted way of measuring foresight (Grim 2009). There is a need for such a measurement 

system since it could help define what would be best practice, add credibility to the field and also 

to evaluate the practice of foresight in order to move the field forward (Grim 2009). 

The foresight maturity model uses a set of disciplines to help define best practices within the 

foresight field. For the sake of clarity, the definitions of these disciplines are taken from Grim 

(2009):  

1. Leadership: Helping the organization translate foresight into action on an ongoing basis. 

2. Framing: Helping the organization identify and solve the right problems. 

3. Scanning: Helping the organization understand what is going on in its immediate 

environment and in the world at large. 

4. Forecasting: Helping the organization consider a range of future possibilities. 

5. Visioning: Helping the organization decide what they want in the future. 
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6. Planning: Helping the organization develop plans, people, skills and the processes that 

support the organization’s vision. 

The model includes five stages of maturity levels; these definitions are adapted from Grim 

(2009): 

1. Ad hoc: The organization is not or marginally aware of processes and most work is done 

without plan or exercise. The initial stage of any practice.   

2. Aware: The organization is aware that there are best practices in the field and is learning 

from external input and past experiences. 

3. Capable: The organization has reached a level where it has a consistent approach for a 

practice, used across the organization, which delivers an acceptable level of performance 

and return on investment. 

4. Mature: The organization has invested additional resources to develop expertise and 

advance processes for practice. 

5. World-class: The organization is considered a leader in this area, often creating and 

disseminating new methods. 

These levels develop over time and the process of going from one level to the next is sequential. 

It is only after an organization has mastered the previous level that it can move on to the next. 

Grim (2009) provides some guidelines in how to move from one level to the next. In order to 

move from Ad-hoc to Aware, the organization should establish education. For the next step, 

Aware to Capable, it is suggested that the organization should establish capability in single 

group, in-depth education and to share experiences within the group. Capable to Mature is 

achieved by sharing knowledge across the group, having the right information, plans on 

education and support, and internal reviews for consistency and quality. In order to become 

World-class the organization should create and publish new methods and having timely feedback 

loops. However, it might not be necessary for companies to aim for world-class right away. It is 

more important that the organization asses how important the practice is, and investments should 

be placed accordingly (Grim 2009).  

The foresight maturity model has several uses, at the most basic level it gathers the best practices 

and makes it a reference for the field (Grim 2009). Secondly it provides snapshots of what 
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practices looks like when in matures from the most basic level to being industry leader (Grim 

2009). This provides an outline of how organizations can evolve and become more efficient 

(Grim 2009). Lastly the foresight maturity model provides a numerical assessment of the 

maturity process and current practices. This assessment can then be used to provide an initial 

baseline for organizations to monitor improvements (Grim 2009). It will also allow for making 

more informed decision-making in various foresight practices. In addition, it will also define 

what incremental steps a specific organization will need to make in order to improve its foresight 

practices (Grim 2009).     

2.3 Performance 

Performance, or organizational performance, is a measure of effectiveness within an 

organization. According to Rickard et al. (2009) it can generally be divided into three different 

areas. Financial performance is the first area and it may incorporate return on assets, return on 

sales and various ratios (Rickard et al. 2009). This is followed by market performance which 

consists of sales and market share. The last area is stakeholders performance, this uses 

shareholder return and economic value added (Rickard et al. 2009). 

There are several aspects to review in terms of how maximum performance or profit is achieved. 

Seeing as there are multiple choices when it comes to measuring financial results only one aspect 

could logically be maximized at a time (Harrison & Wicks 2013). In some way economist will 

have to learn to live with the absence of absolute clarities in finance, the financial environment is 

more often than not both irrational and unpredictable which makes a theory of explaining 

everything almost impossible (Krugman 2009). Since financial performance is only showing 

historical performance it could possibly be manipulated by managers in order to appear more 

attractive. This in turn might not show the present performance of the company. It should also be 

taken into account that the measure procedure within the financial performance may differ 

between companies (Ars, Aybard & Kutlu 2010). 

2.4 Research Gap 

A lack of research that compares foresight practices between companies in the business-to-

business environment was noticed during the literature reviewed. Furthermore, a lack of 
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empirical evidence on how successful foresight practices influence financial performance was 

found. 

2.5 Research Questions  

How does the use of foresight practices differ between companies in the business-to-business 

environment? 

Is there a tendency for companies with higher use of foresight practices to be in greater financial 

health? 
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3. Methodology 

This chapter reviews and explains the research approaches, different data collection methods 

and strategies. Furthermore it motivates and justifies the chosen alternatives. For more 

information regarding the different data collection methods see appendix 1. 

3.1 Research Approach 

3.1.1 Inductive vs. Deductive Research  

When a research problem is approached, there are two different ways of acquire new knowledge. 

There is the inductive approach which is a theory building process that begins with observations 

of specific instances while seeking to establish generalizations about the phenomenon under 

investigation (Hyde 2000). 

The other research approach is the deductive approach. This approach is made out of the authors’ 

hypothesis and is then tested empirically. As a result the theory will be confirmed or rejected 

(Bryman & Bell 2007). 

The major difference between an inductive and deductive method is the outcome of the research. 

The inductive approach aims to develop an existing or a new theory. The deductive approach 

builds on what other researchers have done and therefore aims to test a theory against a 

hypothesis. Finally the theory will be accepted or rejected (Ali & Birley 1999). 

The deductive approach was chosen for this study. The subject of foresight is treated in this study 

and the purpose is not to develop new theories. The use of already existing theories justifies the 

choice of a deductive study. 

3.1.2 Qualitative vs. Quantitative Research  

A research can be carried out in two different ways; qualitative or quantitative. The qualitative 

study can be carried out in several ways or methods. There are interviews, focus groups and 

content analysis. All three generate qualitative data that is hard to measure in numbers and 

statistics. This makes the qualitative research a method that is used when in-depth understanding 

is needed. It might reveal information otherwise not available since the respondents are free to 

elaborate on thoughts regarding the subject. Qualitative methods are more time consuming than a 
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quantitative method (Bryman & Bell 2007). However researchers are agreeing that there is no 

need to separate the two different methods, both can be combined and integrated (Bryman 2008).  

The quantitative method may only be carried out in one way; surveys (Bryman & Bell 2007). 

This method is preferred when a broader understanding is needed and its strength is the amount 

of respondents it may generate. Generalizations are made from a sample of the population. 

Generalized conclusions make it very different from qualitative conclusions, which are grounded 

in beliefs and attitudes (Bryman & Bell 2007). There are limitations with the quantitative 

approach since it can only help a researcher to test if a statement is true or not, or to what extent. 

It does not show other unanticipated factors that may exist which in turn might have affected the 

result (Hyde 2000). 

The study carried out in this paper compared if there was a relationship between financial 

performance and foresight practices. Since foresight is a concept that is in some ways unclear, it 

was more appropriate to use a qualitative study. With this approach, the authors could find out 

underlying factors and minimizing the chance of misunderstanding of the concept. 

3.2 Research Design 

Research design is a frame for collection and analysis of data. It is used to uphold a structure and 

directs how to use a certain research method (Bryman & Bell 2007). 

There are three different designs; Exploratory, Descriptive and Causal (Bryman & Bell 2007). 

Causal design is appropriate when the study’s purpose is to see if one variable causes or 

determines the value of another variable (Bryman & Bell 2007). Descriptive design answers the 

questions; how, who, when, what and where. Finally, there is the exploratory design, which 

commonly is used as a design when the research problem is somewhat unclear. It is often used in 

an early stage of a study (Bryman & Bell 2007). 

Since this study investigated whether foresight determines the value of performance, the study 

was conducted with the help of a descriptive design. 

3.3 Data Sources 

There are two different kinds of data, primary data and secondary data. Primary data is extracted 

for the purpose of solving the specific problem at hand. Secondary data already exists, but not for 
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the sole purpose of solving the research problem (Bryman & Bell 2007). Furthermore, it can be 

divided into two different types; internal and external, also called private and public (Marshall 

1995). Private data could be annual or financial reports from a company. Public data is often 

collected by government agencies and are of good quality (Marshall 1995). Both may provide 

validity to the primary data and help clarify the purpose and research direction (Marshall 1995). 

In this study both primary and secondary data was used. The primary data consisted of material 

acquired from the conducted interviews. It was then compared to the secondary data, which were 

extracted from the company’s financial reports. 

3.4 Research Strategies  

Research strategies are ways of planning the work process, based on the data collection method. 

Some are more appropriate to qualitative approaches while others are more appropriate to 

quantitative approaches. The first is experiment, which is a methodical procedure carried out with 

the goal of verifying, falsifying or establishing the validity of a hypothesis (Bryman & Bell 

2007). If the purpose of the study is to quantify, then a survey strategy is appropriate. It creates 

statistical data from the sampling of individuals from a population. 

Archival analysis is a method where the researcher examines documents or archives and it is 

similar to the historical study, where historical documents are examined (Bryman & Bell 2007). 

The last strategy is the case study, which is an analysis of an individual unit stressing 

developmental factors in relation to the context and relevant theory (Bryman & Bell 2007). 

For this study, a combination of archival analysis and case study will be used. The financial 

reports require archival analysis and since interviews were used, case study was an appropriate 

strategy. 
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3.5 Data Collection Method 

3.5.1 Archival Analysis 

The archival data collection is a primary research method which includes reviewing and 

extracting information from archival records (Bryman & Bell 2007). This method is usually more 

complex and requires much more time than regular internet or library research (Bryman & Bell 

2007). A more commonly used way of using archival data collection is by conducting a content 

analysis which can be referred to as any technique for making inferences by objectively and 

systematically identifying specified characteristics of any form of communication (Bryman & 

Bell 2007). It usually classifies a textual material into more specified parts or sentences in order 

to make the data more manageable which then can be described with the use of statistics (Bryman 

& Bell 2007). 

3.5.2 In-depth interviews 

An in-depth interview is a qualitative research method which can be described as a normal 

conversation but with a clear purpose in mind (Ritchie & Lewis, 2003). However, there is other 

major differences between an in-depth interview and a regular conversation, one of the more 

important being the actual objective the researcher wants to accomplish (Ritchie & Lewis, 2003). 

The interview should combine structure with some degree of flexibility (Ritchie & Lewis, 2003). 

A personal interview can be conducted by using three different methods depending on what end 

result the interviewer is aiming for.  

 

First off is the structured interview, in which the interviewer closely controls the interview and 

the questions being asked (Bryman & Bell, 2003). The interviewer’s role in this method is of 

high importance since the conversation needs to be kept within the framework of questions being 

set up (Bryman & Bell, 2003). Secondly, semi structured interviews can contain open ended 

questions which in turn makes is possible for the interviewee to develop answers and express 

opinions (Bryman & Bell, 2003). The third and often least used method is the unstructured 

interview method in which all questions are open ended (Bryman & Bell, 2003). 
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3.5.3   Focus Groups 

A focus group is qualitative research where a specific group of people are brought together and 

asked about attitudes, beliefs, opinions and perceptions regarding a specific product or service 

(Morgan 1998; Bryman & Bell 2007). Focus groups are similar to personal interviews but in a 

group environment. A typical focus group usually consists of six to ten participants from similar 

backgrounds with somewhat similar knowledge of the subject (Morgan 1998; Bryman & Bell 

2007). The time required to conduct the interview should be approximately one to two hours and 

this should be enough for four to five key topics. The moderator works from a predefined set of 

questions and topics. The moderator needs to be well trained in the subject of focus groups since 

it require certain personal and social skills in order to be successful (Morgan 1998). 

3.5.4 Surveys 

A survey (or questionnaire as it is also referred to) is in its basic sense just a set of questions the 

respondents answer themselves (Brace 2008).  

One of the more important aspects of conducting a survey is formulating the questions (Bryman 

& Bell 2007; Brace 2008). During a personal interview or focus group, if the respondents or 

members do not understand the question or need further information regarding the subject the 

moderator is available as support in order to explain it (Bryman & Bell 2007; Brace 2008). As 

this is not the case with surveys, the information must be easy to find and understand for all 

future respondents. This ensures a valid result and avoids misleading questions and answers 

(Brace 2008).   

3.5.5 Justification of Data Collection method 

This study aimed to gain a deeper understanding and underlying reasons rather than a broad 

understanding about the subject of foresight. Therefore in-depth interviews were chosen as the 

data collection method. However, to gain information about performance, the decision to use 

annual reports were made. This makes archival analysis the most relevant method.  

The study used a combination of archival analysis and in-depth interviews. 
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3.6 Data Collection Instrument 

3.6.1 Table of operationalization, measurement of variables and Interview Guide 

Concept Conceptual Definition 

Foresight Degree of analyzing present contingencies and 

degree of moving the analysis of present 

contingencies across time, and degree of 

analyzing a desired future state or states a degree 

ahead in time with regard to contingencies under 

control, as well as degree of analyzing courses of 

action a degree ahead in time to arrive at the 

desired future state (Amsteus 2012). 

Performance To the extent to which goals relevant to the 

specific organization are attained (Lim 1995). 

 

Operational Definition Key Variables 

A measurement that reflects foresight in 

context of business environment. 

 Uncertainty (Vecchiato 2012; Voros 2003) 

 Signals/Early Warnings (Amsteus 2012; 

Rohrbeck et al. 2007; Micic 2010, 

Habegger 2010; Fink et al. 2005; 

Farrington et al. 2012). 

 Time (Bezold 2010; MacKay & 

McKiernan 2004; Alsan & Oner 2003). 

 Scenarios (Ratcliffe 2006; Bootz 2010: 

Costanzo 2004; Bezold 2010; Ringland 

2010; Fink & Schlake 2000; Fink et al. 

2005). 

 External/Internal processes (Fink & 

Schlake 2000; Fink et al. 2005; Micic 

2010; Amsteus 2012; Voros 2003). 

A measurement that reflects 

performance within a company with the 

help of financial variables. 

 Financial, (Ars, Aybard, Kutlu 2010; Lee 

& Zheng Zhou 2012; Rickard et al. 2009). 

 Market, (Murray, Ju & Gao 2012; Lee & 

Zheng Zhou 2012; Rickard et al. 2009). 

 Stakeholder, (Harrison & Wicks 2013; 

Rickard et al. 2009) 
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Interview Questions Concept(s) 

Are you aware of the concept of foresight? Foresight 

To which extent do you use the activities of 

foresight? 

Foresight 

Foresight Maturity Model 

How would you say that the use of foresight 

affects your company? 

Foresight 

Performance 

Do you use specific factors when you want to 

see indications on how the future may turn out 

to be? 

Weak Signals and Early Warnings 

How do you process the information you 

receive from the signals and warnings? 

Weak Signals and Early Warnings 

Is your organization continuously gathering 

and analyzing a wide range of inputs? 

Weak Signals and Early Warnings 

Foresight Maturity Model 

Do you actively work to reduce the 

uncertainty? 

Uncertainty 

How do you reduce the uncertainty of the 

future? 

Uncertainty 

Internal and External Processes 

How far into the future does your organization 

typically look? 

Time 

How far into the future do you as a person look 

into the future? 

Time 

Foresight Maturity Model 

When you plan for the future, do you typically 

see several possible futures or alternatives or 

do you go for ONE certain alternative? 

Time 

Scenario 

How do you create/view possible future 

outcomes? 

Scenario 

Internal and External Processes 

Do you have guidelines or education within 

your organization which you use when 

planning for the future? 

Internal and External Processes 
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Do you use any external or internal processes 

to plan or adapt for the future? 

Internal and External Processes 

Once you’ve identified your vision, how will 

your organization nurture and develop it? 

Internal and External Processes 

Foresight Maturity Model 

How is your organization developing a breadth 

of foresight leadership? 

Foresight Maturity Model - Leadership 

 

Does your organization have the focus and 

structure it needs to deliver successful foresight 

projects? 

Foresight Maturity Model - Framing 

Is your organization continuously gathering 

and analyzing a wide range of inputs? 

Foresight Maturity Model - Scanning 

Are you watching for road signs that indicate 

which of several possible futures may be 

unfolding? 

Foresight Maturity Model - Forecasting 

Once you’ve identified your vision, how will 

your organization nurture and develop it? 

Foresight Maturity Model - Visioning 

How many moves in advance is your business 

planning? 

Foresight Maturity Model - Planning 
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3.6.2 Pretest 

Pre-test is a method used by researchers to test interview questions and survey questions. In order 

to make sure these questions are well written and important it should be reviewed by experts 

within the field. By doing this, problems or errors might get identified and can be corrected 

before the actual interview or survey is carried out (Bryman & Bell 2007). 

 

It is common practice to highlight pretesting and point to its essential value in the development of 

interview questions within existing marketing literature (Reynolds & Diamantopoulos 1998). In 

the pretesting phase, three different experts from two universities were contacted to review the 

interview questions. The experts’ main research areas were within methodology, foresight and 

industrial marketing. The main task was to see if the conceptual and operational definitions were 

correctly written. Besides the definitions, the questions for the interviews were tested so the 

experts could assess the validity for the study. 

3.7 Sampling 

According to Bryman & Bell (2007) the sampling process consists of several steps. The first step 

is to define the population. Population is defined as everything within the same geographical area 

and belonging to the same group. The second step is creating a sampling frame. A sampling 

frame is the tool from which the source material is extracted. It contains all the individuals within 

a specific population that can be drawn for a sample (Särndal, Swensson & Wretman 1992). The 

last step is to decide the sample size which in short can be described as the size or number of 

observations recorded.  

 

In order to ease the communication and company visits, the southern region of Sweden was 

chosen. Business-to-business manufacturing companies were selected due to the high density of 

those companies within the southern region. 

The elements used to find the samples were different commercial data providers. Foreg was used 

since the webpage compile information regarding available companies and the specific area the 

company operated in. By doing this it was possible to sort out all business-to-business 

manufacturing companies. Allabolag were used to gather contact information about the chosen 

companies. 
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Lastly, the sample size was supposed to be six but due to the lack of response from companies, 

four samples were decided to be used. 

3.8 Data Analysis 

3.8.1 Quality Criteria 

Quality Criteria measures the quality of the research conducted by means of credibility, reliability 

as well as validity (Bryman & Bell 2007). A study will never get better than the level of quality 

implemented in the actual research. 

3.8.2 Content Validity 

The operationalization table and interview guide were sent to several different experts within the 

relevant field of study. These experts were chosen to review and make sure the validity of the 

study was on par with the purpose in relation to the questions being asked. By doing this the 

overall validity of the paper was increased with the help of feedback from the responding experts 

(Ghauri & Grønhaug 2005). 

3.8.3 Contruct Validity 

In order to ensure construct validity, measures needs to be taken (Ghauri & Grønhaug 2005). 

First of all the actual interview guide was tested beforehand with a pretest, after this the interview 

questions were also sent out to the respondents before the actual interview. Doing this reduces the 

risk of misunderstandings and ambiguities regarding the questions being asked. As the last action 

of ensuring construct validity the interviews were recorded using mobile phones during the whole 

sessions in order to make sure that nothing was missed when analyzing the results. 

3.8.4 External Validity 

External validity determines if the performed study easily could be repeated or more generalized 

in other contexts at a later time (Ritchie & Lewis 2003). A qualitative study is therefore usually 

much harder to generalize than a quantitative one and needs to be conducted several times to be 

generalized (Ritchie & Lewis 2003). In order to strengthen this study the same interview guide 

was used during all of the interviews enabling it to be replicated and analyzed in the best possible 
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way. Several already conducted case studies were also reviewed as literature during this research 

which further improves the external validity. 

3.8.5 Reliability 

Reliability refers to how accurate and consistent a result is over time (Nahid Golafshani 2003). 

To maximize the reliability of a study, certain things increase the reliability such as; multiple case 

studies, a variety of sources and different data collection methods (Bryman & Bell 2007). The 

main purpose of this is to reduce the amount of errors and false data. 

 

To increase reliability in the study, different sources were used throughout the whole paper. Also, 

the interviews and its questions were reviewed several times during the work process. This was 

done both by the authors as well as experts within the field in order to ensure reliability. By doing 

this the risk of differences in interview performance were minimized. 

3.9 Financial performance definitions and justifications 

Return on sales – Provides insight into how much profit is being produced per dollar of sales.  

- Formula: Net income (Before interest & taxes) / Sales (Investopedia 2013a). 

 

Return on assets - Gives an idea as to how efficient management is at using its assets to 

generate earnings. 

- Formula: Net income / Total Assets (Investopedia 2013b). 

 

Solvency – The ability to meet long-term financial obligations. Solvency is vital in order to stay 

in business. 

- Formula (Solvency Ratio): After Tax Net Profit + Depreciation / Total Liabilities 

(Investopedia 2013c). 

 

Quick Ratio – A measurement of a company's ability to pay off its short-term obligations. 

- Formula: (Current Assets – Inventories) / Current Liabilities (Investopedia 2013d). 
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Net turnover – Change in total net turnover from previous year. 

- Formula: This year’s net revenue / previous year’s net revenue (Allabolag.se) 

 

With the help of these ratios several indications can be observed: 

 

Return on sales as well as return on assets calculates how efficiently money received from assets 

and sales are spent. This is done by calculating how much per dollar the company gets in turn of 

return from sales and assets. Solvency and Quick Ratio shows how well a company can pay off 

short and long term debts respectively. Finally, the net turnover ratio shows how the company’s 

net turnover has improved from previous year. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



  20/5/2013 

27 

 

4 Empirical Data 

In this chapter the empirical data gathered from the interviews will be presented. Firstly, general 

questions about the companies’ foresight practices were asked. Following were questions 

covering the Foresight Maturity Model, this was done in order to gain a deeper understanding 

and to provide a way for measuring foresight practices. The interviews were finished up by 

asking for financial statements in order to assess the companies’ financial health. The four 

companies interviewed in this study asked to be anonymous.  

4.1 Company 1 

The first company interviewed was a manufacturing company. The interview took place at the 

organizations office in Växjö. The company produces and sells, among other things, silos and 

retaining walls to the industry. The organization has around ten employees and was founded in 

2009. To get things started we asked if the company was aware of the concept foresight. In this 

case the person we interviewed, the manager of the company, said that they were not aware of the 

concept as a practice but they had a general idea of what it meant. After explaining a bit more 

about the foresight practice the interviewed person agreed that having practices within foresight 

could be vital for any company. He justified his answer by claiming that having an open mind 

and planning for the future might have an important role in the overall success for the business. 

However, he also said that planning too much might prove dangerous. As we asked him to 

expand on this thought he told us that for them it was more important to adapt to current market 

trends, economic climate and customer needs. Since the company would be defined as a small 

company with not many employees, adaptation comes natural to them. It does not involve a lot of 

hierarchical steps to get changes through and every employee has a say in what is going on in the 

company. 

In order to get an understanding of how the company used foresight we asked what kind of 

indicators and signals from the market they were looking for when planning for the future. In this 

particular case, it mostly revolved around information from clients. Up to 90% of the information 

used for foresight came from clients, and he justified this by saying that contact with the 

customer is the most important in their kind of business. By seeing to customers’ needs they 

could plan ahead and make sure they were prepared for future demand. Other sources of 

information emerged from conjecture reports and newsletters from the industry. The information 
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they get from these sources are then applied to the entire organization. Production is planned after 

the data and the sales team gets guidelines in how to continue from there on. 

 

Since the uncertainty of the future is a big part of the foresight concept we asked how they 

worked in order to reduce the uncertainty. The company has a set of practices to reduce it, but 

they do not have a real analytical framework for this practice. Instead, they have meetings every 

two weeks with the sales team, using software as Skype, where they have a progress report. They 

also try to spread their investment so if one big client disappears it won’t affect the organization 

to much. A good example was given from the manager as he said they used to have a client that 

had 25% of their entire business. After the client filed for bankruptcy it took a big hit to the 

company, thus making them more careful for having too much invested in just one company. 

 

In general, the company plans ahead for about one year in budgeting and their long-term planning 

reaches about three years. The long-term planning involves looking for possible business 

opportunities, or threats, that might affect their specific industry. These could be upcoming 

legislations or possibly new products to add to their product line. The company always strives to 

work with the best products in the world, and with that comes a need for staying updated on 

market trends and industry news. The company generally plans after one set goal, but they adapt 

and change this goal as new information becomes available.  

 

After finishing up on the general interview question, we applied question based on the foresight 

maturity model. The first discipline within the model covers the aspects of how well the 

organization is developed within leadership practices. The manager told us about how the 

company works really well with this practice. They are flexible and check up on progress 

continuously. The one negative thing we found about this part was that the processes are 

somewhat informal and not very well documented. Aside from that, the manager would rate their 

leadership programs on a world-class basis, thus a five. 

 

When it came to framing, they did not quite reach as high. They mostly build on one explicit 

possible future; however they might revise it as new information becomes available. The 

foresight projects usually build on clearly stated problems or opportunities, thus not giving the 
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opportunity to plan for several different scenarios. Overall, the final assessment with this practice 

reached a capable level three. 

 

The organization rates at close to top of the scanning discipline, world-class. The company uses 

methods to provide timely and continuous collection of information; however it is a bit 

unsophisticated. After gathering information they analyze the data and put it to good use.  

Within the forecasting discipline the company rates at a three. They do consider a range of 

alternative futures. When it comes to the sources of forecasting they do have some customer 

prognoses but the information used for these mostly comes from secondary data sources.  

 

The company does not have any stated vision; however it is often discussed at sales meetings. In 

short-term they have a vision of continuous growth and they strive to always deliver the best 

product on the market. It is a formal long-term vision that the organization is lacking, and they 

are working on having a set vision and value proposition in the near future. It was clear that the 

company is very keen on keeping their stakeholders involved and updated on what is going on in 

the company. This is done in order to create an organizational loyalty. Overall, they rate 

themselves at a three, capable. 

 

The last discipline is planning. Within this practice the company rate themselves at a four. They 

have a systematic process and they are continuously revising strategies as new information is 

available. 
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4.2 Company 2 

The second company was active in the manufacturing business. It consisted of 30 employees and 

the business started 2010. The interview was held with the company’s vice president over the 

phone. It began with the general questions about foresight and after some explanation about the 

concepts the foresight maturity model-questions were completed.  

 

While interviewing the company’s manager we could acknowledge the fact that he was not aware 

of the concept of foresight even though he was working with foresight practices within several 

aspects of the company. The approximate ratio of planning to adaptation was estimated to be 

around 60 to 40. It was also said that the actual market decides how well the company will 

perform but the majority of the processes were planned rather than adapted. 

 

Most, if not everything, that was done by the manager was said to affect the company to some 

degree. It was said that the actual planning process as well as how it was carried out often led to 

results close to what was originally planned. A customer meeting was taken as an example of 

when things would not always go exactly as planned. In this case it is ultimately up to the 

customer if he could come to the meeting, which the manager has no control over. However 

when this occurs it could easily be solved by just scheduling a new meeting with the specific 

client. To make sure orders went through and customers remained happy was said to be most 

important factor to consider even though the planning would not always work out exactly as 

planned. 

 

The manager said that it was of vital importance that he was available to his customers, to some 

degree through mail and telephone but mainly in person. Therefore he was careful to point out the 

great importance of logistics and how this was managed in order to meet as many clients as 

possible. Another aspect that was thought of when scheduling his availability and transport was 

what kind of client or company he was visiting; size, location and market was mentioned as a few 

of this aspects.  

 

When searching for new customers, planning meetings or visiting companies he explained that it 

was planned through a selection of factors. These were what kind of markets the clients would be 
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active in, the actual persons he could manage to get a meeting with at a given company and the 

geographical location of the company. The majority of business conducted was done locally and 

regionally in order to be able to stay close at hand to most of his customers. Examples were given 

to explain the difficulty of dealing with both large and small organizations. When trying to 

establish good contacts with larger companies it might prove difficult to get hold of the actual 

person who decides if an investment will be implemented or not. If the person he gets in contact 

with does not have the final decision in the matter it might prove more difficult to finish the deal. 

The problem when dealing with very small companies is usually the fact that they are more easily 

affected by external environments and financial situations. It was also said that this specific line 

of business was not as dependent on the overall economic climate as many other businesses are. 

To some degree the service provided might even be needed even more in less economical 

flourishing times.  

 

On the question of how far ahead he was planning in an overall situation he said that it is usually 

based on a one year premise of what could and possibly will happen. However, there was also a 

long-term planning where the company is heading on a three year basis.  

 

In order to reduce uncertainty within the business climate of the company he kept as many clients 

in as many industries or markets as possible. He explained; “Some industries are more dependent 

on the financial climate and could possibly not be able to continue their business if times are 

rough and money is short. By conducting business with several different actors I can maintain a 

higher degree of financial safety for my own company.”  

 

When dealing with plans and scenarios for the future he said that he usually works towards one 

specific goal, not several. If something were to happened along the way it would be easier to 

manage by just adapting or changing it to a lesser degree rather than having several different lines 

of possibilities. As with all companies the planning is not always equal to what actually will 

happened and you always have to be prepared for this.  

 

They were not specifically working with a given educational tool or guidelines within the 

company but rather focused on overall goals. He said that their goals is the starting point of how 
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the foresight practices will be conducted and this is maintained by an internal process in order to 

achieve the highest and most accurate result.  

 

When discussing the vision for the business it was said that if he plans for a long-term vision he 

usually sets up several strategies depending on the varying information and choices made. These 

being geographical region, size of the clients business and the manager he was in contact with. 

Again he pointed out that he was working mostly with long-term goals and milestones. For every 

region and goal you set several milestone checkpoints and deadlines to make sure that the 

activities will be conducted and ultimately achieved. As a final step of the vision he analyses the 

final result in order to see if everything worked out as planned or if changes were made.  

 

After finishing up on the general questions regarding foresight we continued by asking questions 

based on the Foresight Maturity Model. This was done in order to get a deeper understanding on 

how the company works within each discipline.   

 

Leadership was said to be very good within the given company. They were working quite a lot 

with leadership and continuous improvement. This is achieved by setting goals for all employees 

in order to improve everyone’s involvement in the business. By doing this it was said they 

achieved a higher degree of learning organization which in turn motivated a five out of five on 

the leadership scale.  

 

On the concept of framing, the manager emphasized the use of best possible praxis through an 

adaptive approach. The actual processes involved are not always planned ahead but is managed in 

a way that ultimately leads to good and meaningful results; a weak four. 

 

When searching for and gathering information regarding possible opportunities or threats 

(scanning) the company did not usually use a specific program or software. However, they 

received information indirectly from several sources such as industry magazines and websites. 

This in turn led to better understanding and an improvement of when and how to act regarding 

upcoming changes within the market. A general approach of gathering information but with a 

high degree of analyzing led to strong four on the scale. 
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The subject of forecasting was said to be low prioritized since most of the company’s’ processes 

were more focused on an adaptive solution rather than planning. Goals and milestones are 

important but not definite, if changes need to be done it is possible to change these during the 

work process depending on results. They did not use several different scenarios; instead they had 

one specific goal and were more flexible with changes during the course of action. Planning and 

therefore forecasting were low prioritized it resulted in a score of one. 

The company’s vision was well known within the organization and closely related to their values 

as a whole. “To live as we learn” was said to be their value statement and this pervades 

throughout the whole organization. A very strong three within the scale with some attributes from 

a four.  

When defining their planning the interviewee came back to the fact that they saw themselves as a 

highly adaptive and learning organization. When people ‘grow’ so does the organization and vice 

versa which in turn makes the company stronger as time passes. Their planning process of today 

may and probably will change in the future due to previous and future experience. They use 

information from a wide array of sources in order to both better plan but more importantly better 

adapt to upcoming events. All this combined resulted in a strong four on the scale. 
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4.3 Company 3 

Company 3 is a company that manufactures and creates solutions within the market of 

automation components. The company has existed since 2003 and has about 20 employees. 

The interview was held by phone with the purchaser of the company. It started with some general 

questions regarding foresight and ended up with questions about foresight maturity model. 

 

The company was aware of the concept of foresight and they used some of its practices, however 

it were not stated within the organization exactly how the work with foresight were conducted. 

The use of these activities could improve the delivery time towards the customers since it helps 

them to possibly predict orders. By doing this they get a chance to stay one step ahead. However, 

they do not only plan for the future. Rather a combined strategy of adaptation and planning is 

applied and is in some sense needed in their market. They have large businesses as customers that 

require continuously deliveries and planning, but also smaller customers that demands small 

orders from time to time. Finally there are some situations where companies, without any 

premonition, needs spare parts.   

 

To make the process of planning and adaptation as efficient as possible, the company 

continuously searches for signals that can tell them what the future might bring. Their primary 

source of information is mainly other companies’ projects. They scan the environment for these 

projects to see where their products might be needed. The information gathered will be analyzed 

and processed into statistical data before contacting the leader of a project that might be in need 

of the products. By doing this they reduce any eventual lead times. 

Reducing uncertainty is something they work continuously with. They ask their larger customers 

for a prediction or an estimated volume for the upcoming year. By doing this, they can plan and 

thus eliminate the risk of late deliveries. Finally, they try to spread out the bigger projects 

throughout the year so they keep an equal workload. 

The time horizon shifts depending on the size of the project. The larger projects extends one year 

into the future, while smaller projects only lasts a couple of months. They work in a business area 

that requires flexibility so they need to have alternative futures and scenarios in mind if the plan 

deviates. Furthermore, the sales team put a lot of time and effort in order to create solutions to 
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their customers, but also to have alternatives if needed. They also try keeping current market 

trends, such as the state of the conjecture, in mind.  

To make all foresight activities as effective as possible, all sales people have meetings once a 

month where planning and discussion of the future takes place. To communicate this strategy and 

its activities through the company, they try to work very close as a tight team where helping each 

other and communicating is standardized.  

After finishing up on the general questions regarding foresight we continued by asking questions 

based on the foresight maturity model. This was done in order to get a deeper understanding on 

how the company works within each discipline.   

 

The first discipline was leadership and according to them they belong somewhere between level 

two and three. The sales people create and plan projects for the future and then inform the rest of 

the employees about the upcoming situation. This was followed by framing, where they did not 

place themselves high. Level two were reached, since they had the people on projects working 

together and somehow discuss the goals with the rest of the company. Next up was scanning, 

which were the discipline they performed worst on, a mere level one. They take their largest 

customers, clients’ plans and projects into consideration. However, the information never gets 

compiled and analyzed.  

 

They mentioned that they get forecasts from the larger customers so they, in the best possible 

way, can meet the demands from them. This is done to their own suppliers as well. This gives 

them a combination of level two and three in forecasting. Next discipline was visioning, which is 

where they performed best. A combination of level four and five was reached. They had a clear 

vision and value propositions and it is communicated to all employees within the company. It is 

also important that the new employees share this perspective since it is needed in their way of 

working. 

 

The questions ended with planning, where a combination of level two and three were reached. 

They have action plans and strategies to work with in order to achieve their goals. 
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4.4 Company 4 

Company 4 was active within the manufacturing industry, and more specifically selling products 

to waste management companies. It has been active since the 1950's. The amount of employees 

in the organization was approximately 80. The interview was held over the phone since it worked 

out best for the company. The interviewee was senior vice president for the company. The 

interview began with general questions and then followed up by foresight maturity model-

questions. 

 

The company recognized the concept of foresight; however it is not something they use to a large 

extent. This is because their market is slightly different, the majority of the products, services and 

maintenance they provide have a process of one to thirty years and there are several other factors 

such as political forces which influence the market. Because of this long time span it is more 

relevant for them to plan instead of adapt. However, it might emerge events or accidents that 

would require them to quickly adapt. Besides the four to thirty year projects, they have some 

projects that last one to four years, and those require adaptation to a higher degree than the larger 

national projects. They have an attitude towards time that the future is slowly approaching them 

and the planning process is generally about getting a network of people in the business. 

 

However, they still need to search and scan for information and signals about the environment 

and research within the area. This is done by checking specific business magazines, contact 

networks and suppliers. They say that there are very few interesting things within the business, 

but the few things that are interesting might be able to set some trends on the market. 

Generally it is a stable market so it barely exist any uncertainty unless a large event or accident 

happens.  

 

Even though the market is stable they always start up projects with a main track or future, while 

having other alternatives in mind. The further the projects elapse, the more alternatives fade 

away.  

 

When it comes to planning, there are both internal and external processes about how the work 

progresses. They put much emphasis on action plans, so the employees know what the company 
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is striving for and how the upcoming future will look like. They continuously do follow-ups 

within the company to check that everything is going according to the plan. 

 

After finishing up on the general questions regarding foresight we continued by asking questions 

based on the foresight maturity model. This was done in order to get a deeper understanding on 

how the company works within each discipline.  

 

Within the leadership discipline Company 4 scored a high 2, with tendencies of a 3 so their final 

score was 2.5. The interviewed person said that management did not always communicate 

leadership well throughout the organization; it mostly stayed within a few selected persons that 

were in charge of the projects. 

 

Company 4 was average scoring in framing, 3. When foresight practices are held, the participants 

regularly check out on progression and they adapt to information as becomes available.  

 

They said to have a process or framework to scan the market for different signals and warnings, 

but since the market is stable it is not a process that is used to frequently. Though there is not 

standardized process of analyze and compile the information it gave them 2,5 at the score at the 

scanning discipline. 

 

The company were good at future forecasts, they scored a 3,5. Since a lot of their projects has a 

further time horizon than usual, the company has developed skills within the forecasting field. 

However, they said that there is the forecasts only contain the most possible futures. 

 

Visioning was said to reach 4 out of the maximum 5 on the scale since the company continuously 

work closely according to their vision. The manager also said that the company’s expressed value 

is constantly growing with the help of previous experiences as well as the employees growing 

knowledge of the business. 

 

When it came to the planning aspect of the foresight maturity model the manager claimed to be 

slightly above level 4. He said that the company usually uses a systematic process where new 
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information as well as analysis of previous actions is evaluated in order to achieve greater success 

with planning as time elapses. 
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5 Data Analysis 

This chapter analyses the gathered data and puts it in context with the literature reviewed. Since 

there today is no generally accepted way of measuring foresight, the authors decided to 

implement the Foresight Maturity Model in order to get a graspable result where the companies 

would rate themselves according to the disciplines involved. These results would then be put in 

relation with their financial performance to understand if there is a tendency for companies who 

score higher on the foresight maturity model to be in greater financial health.  

5.1 Analysis Company 1 

As stated in the literature review, researchers within the field agree that in order to ensure and 

maintain a prosperous business model companies have to be prepared for the inevitable future 

(Bezold 2010; Ringland 2010; Amsteus 2008; Rohrbeck, Arnold & Heuer 2007; Bootz 2010; 

Fink et al. 2005). Company 1 agreed on this statement, saying that being prepared and staying 

updated on market trends is crucial for overall success. In the company’s particular field of 

business, most of the market indicators came from direct contact with customers and to some 

extent the information also emerged from industry newsletters and conjecture reports. These 

market indicators, or weak signals, can be used by companies when identifying new business 

opportunities and possibly even threats (Yoon, 2012). Fink et al. (2005) also states that by 

identifying these weak signals as early as possible companies might handle it correctly. It was 

clear that Company 1 understood the importance of this. The organization had picked up on a 

possible upcoming legislation that would ultimately benefit the specific field of business that the 

company operated in. However, it would require some planning and preparation from the 

company’s part in order to capitalize on this opportunity. 

 

When it came to handling the uncertainty of the future the companies had different approaches to 

handle it efficiently. Company 1 had internal meetings where progress reports and information 

about possible upcoming threats or opportunities were discussed. Companies needs to be 

prepared for the inevitable future in order to stay in business (Bezold 2010; Ringland 2010; 

Amsteus 2008; Rohrbeck, Arnold & Heuer 2007; Bootz 2010; Fink et al. 2005), something that 

Company 1 clearly was doing. Another strategy implemented in order to reduce uncertainty is 
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that the Company 1 spreads business investments in order to not be dependent on one specific 

company. 

 

Nováky & Tyukodi (2010) points out the importance of that every employee within an 

organization should be aware of what foresight is in order to ensure its success. In the case of 

Company 1, the manager was not aware of foresight as a concept, but he had a general idea of 

what it meant. This is something that Company 1 could be better at since foresight is not clearly 

discussed within the organization. 

The use of scenarios is not widely spread within the organization. Planning occurs in accordance 

to one set goal or for a specific problem. This could be the result from having a heavily 

adaptation influenced strategy. Vecchiato (2012) says that adaptation refers to the process of 

maintaining and evolving decisions with the help of the current business environment, which is in 

line with Company 1’s overall strategy. 

5.1.1 Foresight Maturity Model results 

Discipline Score 

Leadership 5 

Framing 3 

Scanning 5 

Forecasting 3 

Visioning 3 

Planning 4 

Overall score 23 

 

Company 1 scored a total of 23 out of 30 possible points within the foresight maturity model. At 

leadership and scanning the company claimed to have world-class practices. In the rest of the 

disciplines, the company scored average, or a bit over, making it one of the higher scoring 

companies in this study.  
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5.1.2 Financial Key Ratios 

Ratio Result 

Return on sales 42,6% 

Return on assets 20,7% 

Quick ratio 93,9% 

Solvency 17,9% 

Net turnover 70,2% 

 

Overall, the company is in good financial health. The return on sales shows that for each sale, the 

company gets 42,6% back in profits. A ratio of 20,7% on return on assets results in over 1 SEK in 

profits for every 5 SEK invested in its assets. This can be regarded as being in a healthy financial 

situation, especially if the ratio keeps increasing.  

With a quick ratio at 93,9%, which is close to 100 these are good numbers. It means the company 

can pay off almost all of the short-term debts. The company could possibly benefit from having a 

higher solvency ratio. As of now, there is a small risk that the company would have some 

problems with paying back long-term obligations and debts. A solvency ratio over 20% is usually 

considered a good sign. Another indicator that the company is performing well is that the net 

turnover is 70,2%. 

5.2 Analysis Company 2 

The concept of foresight was not well known by the interviewee, however when it was explained 

he understood what it meant and was defined as. 

 

The consequences of the future can never be predicted and is rather uncertain. It is therefore 

important to be able to be flexible within all businesses being conducted (Bezold 2010; Bootz 

2010; Ringland 2010). Planning could be considered as an important part of a company’s growth 

and success, specifically in small and medium sized companies, but just as important is the ability 

to adapt (Vecchiato 2012). The manager said that the company plan and adapt approximately the 

same amount and what influences the actual decisions is closely related to the market situation. 

When preparing for the future it was more common for the management to plan for a situation 

where one specific action was chosen rather than several different scenarios. This could have 
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both positive and negative effects for foresight practices. Having several lines of different future 

possibilities increases the chance of a correct prediction but at the same time it means spending 

more time and effort on qualified guesses which could, ultimately lead to nothing (Bezold 2010; 

Bootz 2010). 

 

Planning were and continues to be a vital part of the company’s’ success. The most important 

factor to consider when doing business both now and in the future was according to the manager 

to maintain and keep customers happy. Keeping clients happy and satisfied was seen as a way of 

minimizing uncertainty as well as keeping track of early warnings and signals of what might 

happen (Rohrbeck; Arnold & Heuer 2007; Fink et al. 2005). 

 

When it came to expanding the business and searching for new customers the company used a 

combination of external and internal signals mentioned by both Fink & Schlake (2000) and Voros 

(2003). These different signals or factors included: markets; both for the company itself as well 

as where the clients were active, who he came in contact with and lastly the actual geographical 

location of the clients business. The majority of the business conducted was done locally since 

physical availability was one of the more essential aspects for several of the clients. Since almost 

all the customers are kept close at hand it was said to be easier to detect signals regarding 

upcoming opportunities or threats at an earlier stage. This can be connected to what Fink et al. 

(2005) says when discussing how companies identify and handles signals and early warnings; 

earlier access to information leads to better management. Smaller businesses was said to 

generally utilize adaptation to a higher degree than larger corporations since changes are easier to 

accept in smaller businesses. As Yoon (2012) explains this could lead the company to more 

effectively use signals and early warnings and thereafter in this specific case adapt depending on 

results rather than planning. 

 

Another important factor when dealing with clients was to maintain business with as many clients 

as possible within several different markets. This is done in order to further reduce the 

uncertainty of the future and to provide better financial stability. It also allowed for more possible 

signals and early warnings since there was a wider array of information available. This is in line 

with what Rohrbeck, Arnold & Heuer (2007) says. 
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An overall planning period was set to approximately one year within the organization, while the 

long-term planning was set on a three years basis. Time as a perspective becomes more important 

as the planning period extends (Bezold 2010; MacKay & McKiernan 2004). This in turn makes 

time as a factor less important in this specific company since the planning period is usually set to 

one year. 

 

The company’s’ vision was constructed as a scenario solution. Several different visions and 

strategies are set up long-term depending on information currently available. It is thereafter 

revised depending on changes and adaptations, just as Fink et al. (2005); Ratcliffe (2006) and 

Bezold (2010) describes in the definition of scenarios. These ‘scenarios’ are regarded as goals 

and consists of several milestones but are in no way final and is therefore in a more or less 

constant state of change. 

5.2.1 Foresight Maturity Model results 

Discipline Score 

Leadership 5 

Framing 4 

Scanning 4 

Forecasting 1 

Visioning 3 

Planning 4 

Overall score 21 

 

Company 2 scored a total of 21 out of 30 possible points within the foresight maturity model. 

Company 2 exceeded specifically at leadership but also performed well at framing, scanning as 

well as planning. Visioning within the company was seen as average while the forecasting 

discipline were not focused on resulting in a mere one; ad hoc. 

 



  20/5/2013 

44 

 

5.2.2 Financial Key Ratios 

Ratio Result 

Return on sales 11,0% 

Return on assets 71,6% 

Quick ratio 68,9% 

Solvency 57,0% 

Net turnover 44,8% 

 

Return on sales is used to understand the organizations operational efficiency. The return on sales 

ratio for Company 2 is a bit low, only 11%. If this number continues to drop, the company might 

experience financial problems. A return on assets at 71.6% should be considered as a good 

indicator of the company’s’ financial health. A result between 15% and 25% is considered 

normal, however the higher ratio the better; meaning more efficiently use of assets. The company 

has a quick ratio of 68,9%, which is the lowest of all companies and means that it can only pay 

off three quarters of its short-term debts. The solvency ratio of 57% has to be considered as very 

good. The company will probably not have any trouble with long-term obligations and debts. Net 

turnover has increased by 44,8%. This is very good and shows that the company is expanding and 

thriving. 

5.3 Analysis Company 3 

Company 3 try to reduce the uncertainty of the future by asking the larger customers to deliver 

and present estimations on the amount of products needed for the upcoming year. By doing this 

the amount of uncertainty were reduced to some extent which is in line what Fink et al. (2005) 

states to be necessary. 

 

The company works with both planning and adaptation. Vecchiato (2012) says companies that 

have a planning approach generally outperform companies with an adaptation approach. The 

company is continuously searching for indicators and signals that might give away hints about 

the future, which in turn could facilitate the work with planning and adaptation. According to 

Yoon (2012) and Fink et al. (2005) the use of early warnings and weak signals might turn into 

business advantages if used properly. Scanning the market for signals and indicators is something 



  20/5/2013 

45 

 

the company is continuously doing. With these signals, the company found leads and contact 

companies that might need the offered products. This makes it clear that the use of signals and 

early warnings is widespread within the organization. With the help of signals, the company 

attempts to make predictions about possible futures with available information. Company 3 

works with the future that is most likely to occur and use the other scenarios as alternatives if the 

main future should not work out as planned. This way of using scenarios is not what Ringland 

(2010) advocates, but more how Bootz (2010) would define the use of scenarios. Bootz (2010) 

suggests using these as underlying material for the decision making within the company.  

 

Ringland (2010) says that implementation has a greater impact on success than evaluation. But 

for an implementation to work, things as insights and values might need to evolve. The company 

said it is of importance that new employees share the same values and insights in order to work as 

smoothly as possible. This is what both Ringland (2010) and Ratcliffe (2006) advocates, and also 

to some degree necessary in order for foresight to work out. 

 

The company was graded on the disciplines from the foresight maturity model and the final 

scores are then put in relation to financial performance. 

 5.3.1 Foresight Maturity Model results 

Discipline Score 

Leadership 2.5 

Framing 2.5 

Scanning 1 

Forecasting 3.5 

Visioning 4.5 

Planning 2.5 

Overall score 16.5 

 

Company 3 scored a total of 16,5 out of 30 possible points within the foresight maturity model. 

Visioning was seen as the best performing discipline within the model while the majority of the 
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disciplines were recorded as sub-average to average. Scanning were the lowest performing 

attribute within this company resulting in a total score that is average at best. 

5.3.2 Financial Key Ratios 

Ratio Result 

Return on sales 41,40% 

Return on assets 81,90% 

Quick ratio 116,26% 

Solvency 17,20% 

Net turnover 1,95% 

 

Return on sales for Company 3 is high and shows that the organization operates efficiently. It 

places the company as the second best in this category. The return on assets ratio is at a high 

81.9% indicating highly efficient use of assets and could be seen as a state of good financial 

health. The quick ratio is above 100 which mean that all short-term debts could be paid off and 

there would still be money left. This ratio of 116,26% is the best of all companies in the study. 

The solvency being under the 20% means that Company 3 might have trouble with long-term 

obligations and debts. The net turnover is not that high compared to other companies in the study 

but since it is still a positive number of 1,95% it should be considered as a good sign. 

5.4 Analysis Company 4 

The company was aware of the concept of foresight even though it is not openly used within the 

organization. This could be seen as odd since usually this is a natural part for most company’s 

business models (Bezold 2010; Ringland 2010; Amsteus 2008; Rohrbeck, Arnold & Heuer 2007; 

Bootz 2010; Fink et al. 2005). Instead it is used more as a process that designates the activities 

that decision makers takes in the task of managing the company’s future course of actions, which 

is how Vecchiato (2012); Voros (2003); Amsteus (2008) defines foresight. Since the market is 

stable and does not require adaptation in a large scale, planning is the main strategy. However, 

the company needs to be prepared for accidents that might happen, therefore adaptation is needed 

to a small extent and as Habegger (2010) describes it; foresight attempts to widen the boundaries 

of perception and to expand the awareness of emerging situations. According to Nováky & 
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Tyukodi (2010) it is necessary for everyone within the company to understand what foresight 

practices means in order to be successful. As previously mentioned, foresight was not used within 

the business model and therefore no education concerning foresight practices existed. Nutt (2006) 

state that it is not common for companies to educate staff within foresight practices. 

 

Since the market is stable the company does not continuously search the market for signals and 

warnings. However, industry newsletters are sometimes scanned in order to stay updated. 

According to Yoon (2012) weak signals indicates upcoming trends, but as the company said, 

there are no direct trends on the market. This makes it unnecessary to scan the market for signals. 

However, Fink et al. (2005) state that signals might help companies to prepare for sudden events 

and be more proactive.  

With a stable market where the business processes often can be up to 30 years, scenarios 

functions as Bootz (2010) describes it. Bootz (2010) describes scenarios as underlying material 

for decision makers.  

Company 4 did not really try to reduce the uncertainty for the future since the market was highly 

stable. However, Fink et al. (2005) says that it is necessary to reduce the uncertainty of the future 

to stay competitive. 

 

 

 

 

 

 

 

 



  20/5/2013 

48 

 

5.4.1 Foresight Maturity Model results 

Discipline Score 

Leadership 2,5 

Framing 3 

Scanning 2,5 

Forecasting 3,5 

Visioning 4 

Planning 4 

Overall score 19,5 

 

Company 4 scored a total of 19,5 out of 30 possible points within the foresight maturity model. 

Visioning and planning was regarded as the best performing disciplines while the remaining 

attributes scored average resulting in a better than average total score. 

5.4.2 Financial Key Ratios 

Ratio Result 

Return on sales 19,60% 

Return on assets 13,90% 

Quick ratio 90,30% 

Solvency 36,30% 

Net turnover 4,50% 

 

The return on sales is quite low for the company and has only half of the return compared to the 

two top companies. A return on assets of 13.90% should be regarded as below average. This 

shows a sub-par efficient use of assets which in turn could indicate a less than good financial 

standpoint. 90,3% of the company’s short-term debts could be paid off if needed. Generally, this 

is a good indication of a company’s health but in this study it could be seen as an average ratio. 

Company 4 has a healthy solvency ratio. The company will probably not have any problems with 

the long-term obligations and debts. The net turnover ratio is at 4,50%. It should always be 

considered a good sign when this number is positive. 
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5.5 Analysis summary 

Most of the managers interviewed were not aware of foresight, however once the concept was 

explained all managers understood what it was and claimed to have practices that covered the 

foresight areas.  

 

Handling of the uncertainty varied between the companies. Company 1 and 2 had a similar 

approach where spreading the businesses over several customers would reduce the possible risk 

of losing business. This was done because having too much invested in a specific company would 

make the companies to dependent on a specific customer. Company 3 worked together with 

clients in order to be prepared for the uncertainty by asking for estimations on upcoming orders. 

Company 4 did not work with reducing the uncertainty of the future since the specific market the 

organization operated in was seen as very stable.   

 

The ratio of planning versus adaptation differed between the four companies; however all of the 

companies used a combination of the two. Company 1 tended to lean against an adaptation 

influenced strategy while Company 4 mostly worked after a planning strategy. Company 2 and 3 

claimed to have an equal amount of both planning and adaptation. Vecchiato (2012) claims that 

companies with a planning approach usually seems to outperform companies with an adaptive 

approach. However, Vecchiato (2012) also states that adaptation could prove to be a more vital 

aspect for smaller businesses since such companies to a larger extent need to be able to react to 

upcoming changes. 

 

When it came to scanning the market for signals, three of the four companies interviewed said to 

have practices covering this aspect. Scanning is the company’s capability to understand the 

immediate environment surrounding it but also the ability to understand the world at large (Grim 

2009). In some cases, these signals emerged from customer contact, while in other cases it was 

industry newsletters and conjuncture reports that were the most important source of information. 

These companies are continuously scanning the market for signals in order to gain organizational 

benefits. According to Fink et al. (2005) it is of great importance that companies are aware of the 

surrounding environments so that opportunities and threats can be tackled correctly. Company 1 
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was the only company that claimed to have world-class practices in this specific field, making it 

the highest scoring company within this discipline of the foresight maturity model.   

 

When it came to leadership, Company 1 and Company 2 claimed to have world-class practices. 

The remaining two companies did not score that high on this particular discipline. Grim (2009) 

says that leadership is how well the company translates foresight activities into action, something 

that would seem quite important.  

 

Framing is the discipline that helps the organization to identify and solve the right problems 

(Grim 2009). When it came to framing, Company 2 outperformed the rest, but only by a small 

margin. Company 2 had the most successful structures when it came to deliver foresight 

projects.   

 

Company 3 and 4 was the highest scoring within the forecasting discipline. Although not very 

high, 3,5 were enough to be the best in this study. Forecasting recognizes that there is more than 

one possible future, and that each future has unique practical implications (Grim 2009). 

 

When it came to visioning, Company 3 outperformed the rest. The company had a clear vision 

which was shared within the entire organization. Furthermore, focus was emphasized on training 

new employees in order to share the same visions and values within the organization. Grim 

(2009) says that visioning is about being clear with where the company wants to be in the future 

and this is something Company 3 agreed on. 

 

In the last discipline, planning, Company 1, 2 and 4 had equal scores. The companies did all 

perform very well within this practice. These organizations developed plans, trained staff and had 

processes that would benefit the company’s vision, just in line with what Grim (2009) define 

planning as. 

 

Overall, Company 1 had the highest combined score within the foresight maturity model with 23 

out of 30 possible points. Second was Company 2 with 21 points, third was Company 4 with 19,5 

points and lastly came Company 3 with a score of 16,5 
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When it came to financial performance Company 1 excelled at return on sales and net turnover 

meaning the company have the highest operational efficiency as well as providing over 70% of 

its assets own value. This placed Company 1 right above Company 3 with the best recorded result 

in the study regarding return on sales as well as a clear first place on net turnover with a result of 

70,2%. Company 2 did well on return on assets (71,6%) which was close to the first place result 

of Company 3’s 81,9%. This means the company have a highly efficient use of its assets while 

also scoring the overall best recorded ratio of solvency within the study, well ahead of Company 

1 and 3 but also quite well beyond Company 4’s result. Company 3 was the only company of the 

four which achieved a quick ratio of above 100% even if both Company 1 and 4 were close with 

over 90%. A quick ratio of 100% or above means a company could pay off all of its short term 

debt which could be seen as a good indicator for financial health. 
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6 Conclusion 

The conclusion chapter aims to answer the purpose of the paper with the help of the research 

questions from the theoretical chapter.  The conclusion will present the main findings observed 

from the data analysis. 

 

Is there a tendency for companies with higher use of foresight practices to be in greater financial 

health? 

 

The result from the study indicates that there is a tendency for companies who use foresight 

practices to a higher degree to slightly outperform those with less focus on foresight practices in 

terms of financial performance. This could be seen in the data presented in the analysis. Company 

1 clearly outperformed the rest of the companies within the foresight maturity model as well as 

general foresight practices; further the company was also in best financial health. The positive 

relationship between foresight and financial performance was further strengthened by the results 

from Company 3. There was a tendency discovered that foresight and its practices had a positive 

effect on long-term and overall financial health. Company 1 and 2 both rated themselves at the 

top of the leadership scale on the foresight maturity model and were also the companies in the 

study with the best recorded overall financial result. This indicated that focusing on leadership in 

relation with foresight practices could lead to better financial performance.  

 

How does the use of foresight practices differ between companies in the business-to-business 

environment? 

 

The practices of foresight varied to a great extent between the studied companies. One aspect 

which separated the selected companies was how the future was approached. The company who 

performed best in both terms of foresight maturity model and financial performance had an 

adaptation influenced strategy. This could indicate that adaptation to some extent outperforms a 

planning approach. The two best performing companies had the same method of reducing the 

uncertainty of the future. The method used was to allocate the business on several customers and 

markets, thus not relying on a single market or customer. 
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A majority of the studied companies acknowledged the practice of scanning the market for 

signals. Some mostly relied on customers for indicators and potential for new businesses. Others 

looked at the surrounding economic environment, such as extracting information from industry 

newsletters and conjuncture reports.  

 

Only Company 2 and 3 claimed to have internal processes where the staff was educated within 

foresight practices. Neither the best nor worst performing company in terms of financial health 

had any education within the field of foresight. However, the best performing company used 

meetings as an internal process where uncertainty and foresight practices were discussed.   

 

The purpose of the paper is to investigate and measure if, and how, foresight practices influence 

company’s financial performance. 

 

With help of the research questions the purpose of the paper has been answered. The practices of 

foresight are greatly contextual and a clear relationship between how the foresight practices affect 

financial performance is difficult to map out and is in need of further research. Tendencies of 

foresight practices influencing financial performance were however noticed. The tendencies 

found indicated a positive relationship between foresight practices and financial performance. 

6.1 Discussion 

This chapter discusses the thesis and provides theoretical and managerial implications. It also 

suggests a framework for further research and presents the limitations of this paper. 

 

Since a lot of different factors determine a company’s financial health it is somewhat difficult to 

pinpoint the factors that are crucial for success. One factor that could have affected the result of 

this study was that two of the companies was recently founded, which in turn could provide a 

somewhat biased picture of the financial statements. The optimal study would be conducted with 

companies that operates in the same market, have the same size and with the same volume of 

sales. An isolated study where all things equal would be preferable, but sadly no such thing 

exists. This thesis has provided a basis for how a study measuring foresight in relation to 

financial performance could be conducted.  
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6.2 Theoretical and Managerial Implications 

The thesis have taken available theories and knowledge about foresight and put it in context with 

financial performance. The use of the foresight maturity model as a base for interview questions 

proved to be a good and efficient way to measure a company’s foresight capabilities. One 

interesting thing discovered in the study was that Vecchiato (2012) stated that planning 

companies tend to outperform adapting companies. This study however indicated that the 

companies with more adaptation influenced strategies outperformed the rest. 

By conducting this study, the authors have contributed knowledge to the identified research gap 

found during the literature review:   

“A lack of research that compares foresight practices between companies in the business-to-

business environment was noticed during the literature reviewed. Furthermore, lack of empirical 

evidence on how successful foresight practices influences financial performance was found.” 

At the end of the study, the authors’ added knowledge to how foresight practices differs and is 

conducted at four studied companies within the business-to-business environment. The gathered 

data was analyzed in order to understand how foresight practices influence performance. 

This study aimed to investigate the relationship between foresight practices and financial 

performance. Our suggestion is that managers use this study as a basis to gain an understanding 

of what foresight means and the effects it could have. By practicing foresight the managers may 

contribute to a better financial health for a company. 

 

- Managers may consider using foresight practices as a tool to extract information and to ease the 

creation of future strategies. Besides of strategy creation, foresight practices seem to have a 

positive relationship with financial performance since the results implicates that better use of 

foresight practices may result in better financial health. 

-  Managers should consider having an equal combination of adaptation and planning. The 

study’s results point towards tendencies that an equal combination of those two benefits the 

financial health more from just focusing on one. 
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6.3 Limitations 

Due to the limited time of this study as well as difficulties with response time and empirical data 

collection from some of the companies the number of cases is somewhat limited. A limited time 

perspective also meant that financial calculations had to be limited to a few key figures. Using a 

greater number of financial ratios could possibly have given a better overview of a given 

company’s financial health. 

 

There were also some limitations regarding the respondents understanding of the subject. Even 

though all the concepts and questions were explained during the interviews some information 

could have been lost due to the fact that foresight and surrounding concepts were not well known 

by managers in the studied businesses.  

 

The qualitative study approach in this case could also have resulted in some limitations. With a 

combination of both qualitative and quantitative research a more conclusive study could possibly 

have been made.  

 

One possible limitation could be seen with the use of foresight maturity model as the manager’s 

personal scale of measurement. The results given were subjective to each managers own 

standpoint which could result in a biased or offset scale of measurement.  

 

Finally, absence of previous research within the field, specifically the relation between foresight 

practices and financial performance could be seen as a limitation. 

6.4 Suggestion for Future Research 

For further research, we suggest a quantitative study, based on the foresight maturity model, 

together with companies’ financial statements. By having a larger sample size it would be easier 

to see what factors are the most important in order for it to have a successful outcome. However, 

the qualitative studies are still needed in order to get an in-depth understanding of how the well-

performing companies are applying foresight practices. 
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Appendix 1. 

Data Collection Method 

1. Archival analysis 

The archival data collection is a primary research method which includes reviewing and 

extracting information from archival records (Bryman & Bell, 2003). This method is usually 

more complex and requires much more time than regular internet or library research (Bryman & 

Bell, 2003). The more commonly used way of using archival data collection is by conducting a 

content analysis which can be referred to as any technique for making inferences by objectively 

and systematically identifying specified characteristics of any form of communication (Bryman 

& Bell, 2003). It usually classifies a textual material into more specified parts or sentences in 

order to make the data more manageable which then can be described with the use of statistics 

(Bryman & Bell, 2003). Content analysis can be used in a variety of ways, from the examination 

of human interactions and analysis of characters in television or commercials to computer-

counted investigations of word usage in news reports or political speeches (Neuendorf, 2002). 

The commonly used practice of conducting a content analysis is to use computer software to 

count specific words or phrases within a given text sample, thereafter comparing said sample to 

other similar recordings in order to compare the results (Neuendorf, 2002). 

2. In-depth interviews 

An in-depth interview is a qualitative research method which can be described as a normal 

conversation but with a clear purpose in mind (Ritchie & Lewis, 2003). There are however other 

major differences between an in depth interview and a regular conversation, one of the more 

important being the objective the researcher wants to accomplish (Ritchie & Lewis, 2003). The 

interview should combine structure with some degree of flexibility (Ritchie & Lewis, 2003). 

Even if the interview is almost completely unstructured there is usually some general purpose or 

theme that needs to be followed (Ritchie & Lewis, 2003). One way of staying true to the purpose 

is to follow a preset interview guide in which key questions and topics are listed (Ritchie & 

Lewis 2003). By doing this the objective of the interview will be completed while still keeping 

the structure flexible enough to leave room for discussions only partly connected to the topic 

(Ritchie & Lewis 2003).  
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A personal interview can be conducted by using three different methods depending on what end 

result the interviewer is aiming for. First off is the structured interview, in which the interviewer 

closely controls the interview and the actual questions being asked (Bryman & Bell, 2003). The 

interviewer’s role in this method is important since the conversation need to be kept within the 

framework of questions being set up (Bryman & Bell, 2003). Because of how the structured 

interview is being conducted with strict and closed questions, the analysis of said interview is 

easy to compile (Bryman & Bell, 2003). The actual interviewer however requires much more 

training in order to keep the conversation and questions on such a required high level, he or she 

will also require a long time to prepare and learn the interview form to keep the interview subject 

in line (Bryman & Bell, 2003). 

 

Semi structured interviews can contain open ended questions which in turn makes is possible for 

the interviewee to develop their answers and express their own opinions (Bryman & Bell, 2003). 

In similarity with the structured interview it is vital to have well written questions that leads the 

discussion towards the given purpose (Bryman & Bell, 2003). 

The third and often least used method is the unstructured interview method in which all questions 

asked are open ended (Bryman & Bell, 2003). The only way of trying to control the interview is 

to maintain within the field of the base questions and not going too far away from the original 

purpose (Bryman & Bell, 2003). The unstructured interview may be the easiest to conduct as it 

does not require much moderating skills but when the empirical data needs to be analyzed it will 

be immensely time consuming (Bryman & Bell, 2003). 

3. Focus Groups 

A focus group is qualitative research where a specific group of people are brought together and 

asked about their attitudes, beliefs, opinions and perceptions regarding a specific product or 

service (Morgan 1998; Bryman & Bell 2007). Focus groups are similar to personal interviews but 

in a group environment. A typical focus group is usually consisting of six to ten participants from 

similar backgrounds with somewhat similar knowledge of the subject (Morgan 1998; Bryman & 

Bell 2007). The time required to conduct the interview should be approximately one to two hours 

and this should be enough for four to five key topics. The moderator works from a predefined set 
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of questions and topics, he or she needs to be well trained in the subject of focus groups since 

they require certain personal and social skills in order to be successful (Morgan 1998). 

A well carried out focus group required a lot of work from the researchers, first the purpose of the 

research must be well defined and written down in order to create a set of specified questions 

and/or topics that are relevant (Morgan 1998). What also should be defined is how a focus group 

would be helpful for this research, whether it is a corporate change strategy or just to analyze 

opinions regarding advertisement (Morgan 1998). After these parameters have been set up it is 

time to invite the actual participants. There are some requirements in the selection of participants, 

the members of the focus group should in most cases share common interests or work related 

issues connected to the given subject (Bryman & Bell 2007). One of the key factors of inviting 

participants is to make sure they feel comfortable in expressing their opinions in front of the other 

member of the focus group (Morgan 1998; Bryman & Bell 2007. If one or several members of 

the group are not comfortable enough to contribute or feel inhibited by other members the focus 

group will not function correctly (Morgan 1998; Bryman & Bell 2007). After the group members 

have been chosen for the study, make sure to send out invitations well in advance as well as a 

short description of what will be discussed and why (Bryman & Bell 2007). The researchers 

should also send out more invitations than there are spots to fill in the group since a large number 

of respondents most likely will not be able or want to attend (Bryman & Bell 2007). To maximize 

the acceptance to invitations ratio try to give some sort of incentive for coming to the focus 

group, such as refreshments (Morgan 1998; Bryman & Bell 2007). 

During the course of the focus group the moderator should lead the discussion through the 

various key topics and make sure everyone is heard and if there are some participants that are 

more willing to contribute than others (Bryman & Bell 2007). The whole discussion should also 

be recorded and written down for later analysis (Bryman & Bell 2007). As with personal 

interviews the focus group stands and falls with the moderator; a good moderator will bring out 

the best of the participants and make them acknowledge information or opinions they might not 

have thought of themselves (Morgan 1998; Bryman & Bell 2007). After the focus group has been 

conducted the empirical data will need to be summarized and analyzed before writing the final 

report of the study (Morgan 1998; Bryman & Bell 2007). 
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4. Surveys 

A survey (or questionnaire as it is also referred to) is in its basic sense just a set of questions the 

respondents answer themselves (Brace 2008).  

 

Errors that might occur are either sampling errors or non-sampling errors (Brace 2008). In other 

words mistakes regarding either sample size which usually means too small of a sample or failure 

to analyze or prepare the data and information (Brace 2008).  

 

Therefore one of the more important aspects of conducting a survey is formulating the questions 

being asked (Bryman & Bell 2007; Brace 2008). During a personal interview or focus group, if 

the respondents or members do not understand the question or need further information regarding 

the subject the moderator is available as support to explain this to them (Bryman & Bell 2007; 

Brace 2008). As this is not the case with surveys, the information must be easy to find and 

understand for all future respondents. This ensures a valid result and avoids misleading questions 

and answers (Brace 2008). 

 

Another important part of conducting surveys is as mentioned earlier sample size, which can 

easily be described as how many potential respondents the survey will reach (Brace 2008). 

However there is a major difference between the number of people the survey will reach and the 

actual number of people that will answer and return the information (Brace 2008). 

Improving sample size is often a costly matter for the researcher, at the same time the greater the 

sample size achieved the more valid and authentic the results of the study will be (Brace 2008). 

Brace A. (2008) claims that in order to half the sampling error the actual sample size needs to be 

quadrupled which in turn leads to much more time and money spent. The actual number of 

recommended respondents varies depending on things as subject of the study and/or demographic 

(Bryman & Bell 2007). 
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