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Abstract
In the previous decades, immigration has increased significantly from non-EU countries to Western countries including
Sweden. Due to different backgrounds, immigrant´s economic integration is even more important for their financial
support and the economic growth of the host country. Consequently, the rising unemployment rate poses a threat
requiring multiple efforts to integrate immigrants into the labor market. One way immigrants tackle unemployment is
by opting for entrepreneurship. However, most prior studies within the field of immigrant entrepreneurship focus mainly
on disadvantaged immigrants who face high entry barriers and limit themselves to labor-intensive and low-productive
traditional sectors that are not fast-growing nor boost economic growth. This disadvantaged view on immigrants is
challenged, and subjected to reassessment, especially in the urban context, due to which I shift the focus to highly educated
and skilled first-generation immigrant entrepreneurs from non-EU backgrounds. To understand what facilitates this group
of immigrants, I use a consolidated view of opportunity creation and discovery namely opportunity development which
is at the core of the entrepreneurship process. Furthermore, opportunities are considered to originate from a business idea
making it indisputable that recognition and evaluation of a business idea are vital in their development. Hence I use IPA to
analyze data from 30 interviews, cross-checked with secondary data collected through online sources, and contribute with
a model, that provides empirical evidence and theoretical perspective within immigrant entrepreneurship literature on how
weak and strong social ties, prior work experience, and education of highly educated and skilled first-generation immigrant
entrepreneurs influence them to recognize and evaluate business ideas during opportunity development in knowledge-
intensive sectors.

Results show there was not a specific stage of opportunity development when either of the two social ties was more or less
relevant, as knowledge flowed through both that helped bridge social distances. To persevere and overcome their foreign
status, immigrants sought out weak social ties to get more acquainted with their host country. While they avoided involving
some strong ties directly in business matters, however, they were equally important in providing emotional support and
motivation. This resulted in increased self-efficacy in their capabilities and confidence in the feasibility, credibility, and
legitimacy of their business ideas that helped overcome fears to make informed assessments, educated investments, and
suitable adjustments. Furthermore, some weak ties turned into strong ties with time, such as ex-colleagues and clients
who became lifelong friends, business partners, and advisors. Social ties also had a stronger impact when paired with
the immigrant´s high human capital from pre-existing sources of specialized knowledge i.e., prior work experience and
education as well as new knowledge gained through a systematic search with the help of social ties. Therefore, social
ties are a source of new knowledge, while prior work and education are a source of social ties. A marginal number of
immigrants felt frustrated with weak ties and as an alternative they relied on social networking websites, to connect with
a wider global pool of potential business partners, clients, and skilled people.
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Sammanfattning 

 

Under de senaste decennierna har invandringen ökat markant från länder utanför EU 

till västländer, inklusive Sverige. På grund av olika bakgrunder är invandrarnas 

ekonomiska integration ännu viktigare för deras ekonomiska stöd och den ekonomiska 

tillväxten i värdlandet. Följaktligen utgör den stigande arbetslösheten ett hot som kräver 

flera insatser för att integrera invandrare på arbetsmarknaden. Ett sätt för invandrare att 

hantera arbetslösheten är att välja entreprenörskap. De flesta tidigare studier inom området 

invandrarföretagande fokuserar dock främst på missgynnade invandrare som möter höga 

inträdeshinder och begränsar sig till arbetsintensiva och lågproduktiva traditionella 

sektorer som inte är snabbväxande eller stimulerar ekonomisk tillväxt. Denna missgynnade 

syn på invandrare utmanas och omvärderas, särskilt i urbana sammanhang, vilket gör att 

jag flyttar fokus till högutbildade och skickliga första generationens invandrarföretagare 

med bakgrund utanför EU. För att förstå vad som underlättar för denna grupp av 

invandrare använder jag en konsoliderad syn på skapande och upptäckande av möjligheter, 

nämligen utveckling av möjligheter som är kärnan i entreprenörskapsprocessen. Dessutom 

anses möjligheter ha sitt ursprung i en affärsidé, vilket gör det obestridligt att erkännande 

och utvärdering av en affärsidé är avgörande för deras utveckling. Därför använder jag IPA 

för att analysera data från 30 intervjuer, dubbelkolla med sekundärdata som samlats in via 

online-källor, och bidra med en modell som ger empiriska bevis och teoretiskt perspektiv 

inom invandrarföretagarlitteratur om hur svaga och starka sociala band, tidigare 

arbetslivserfarenhet och utbildning hos högutbildade och skickliga första generationens 

invandrare påverkar dem att känna igen och utvärdera affärsidéer under 

möjlighetsutveckling i kunskapsintensiva sektorer.  

Resultaten visar att det inte fanns något specifikt skede i utvecklingen av möjligheter 

då någon av de två sociala banden var mer eller mindre relevant, eftersom kunskap flödade 

genom båda som hjälpte till att överbrygga sociala avstånd. För att hålla ut och övervinna 

sin utländska status sökte invandrare svaga sociala band för att bli mer bekanta med sitt 

värdland. Även om de undvek att involvera vissa starka band direkt i affärsfrågor, var 

dessa dock lika viktiga för att ge känslomässigt stöd och motivation. Detta resulterade i 

ökad tilltro till den egna förmågan och till att affärsidéerna var genomförbara, trovärdiga 

och legitima. Detta hjälpte dem att övervinna rädslan och göra välgrundade bedömningar, 

investeringar och lämpliga anpassningar. Dessutom förvandlades vissa svaga band till 

starka band med tiden, till exempel före detta kollegor och kunder som blev livslånga 

vänner, affärspartners och rådgivare. Sociala band hade också en starkare inverkan när de 

kombinerades med invandrarens höga humankapital från redan existerande källor till 

specialkunskap, det vill säga tidigare arbetslivserfarenhet och utbildning samt ny kunskap 

som erhållits genom en systematisk sökning med hjälp av sociala band. Därför är sociala 

band en källa till ny kunskap, medan tidigare arbete och utbildning är en källa till sociala 

band. Ett marginellt antal invandrare kände sig frustrerade över svaga band och som ett 

alternativ förlitade de sig på webbplatser för sociala nätverk för att få kontakt med en 

bredare global pool av potentiella affärspartners, kunder och kvalificerade personer.  
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Chapter 1. Introduction 

 

My mom always said, “If you walk with confident steps, you walk as a king”.  

 

Mahdi is a Syrian, who left his country in the wake of the war in 2013 to start a new 

life in Sweden. When he left, he was well aware that moving to a new country was going 

to change things dramatically. By qualification and experience Mahdi was a sustainability 

engineer, but, as the war began, he took up the role of a war correspondent to draw 

attention to the horrific events that were unfolding around him. Due to his qualifications 

and pursuit of new challenges, he was soon able to secure a job in Sweden as an engineer. 

However, even though his life from outside appeared settled, Mahdi´s personal battle was 

far from over. He was soon diagnosed with post-traumatic stress disorder, which changed 

his life completely. He was now expected to wait in line for eight months before he could 

get any assistance from the public health center. The wait seemed too long, as he struggled 

to battle his emotions, which led him to take matters into his own hands. He indulged 

himself in studying psychology to understand his condition and help himself.  

As Mahdi came to understand his condition, he became more concerned. He realized 

that he was among the privileged few who had health insurance, and the ability and tools to 

help himself. His mind kept wandering off to the children he had seen suffering and fleeing 

the war. How difficult it must be for the health care system to provide psychiatric help for 

each one of these displaced and abused children. What would become of them? What did 

their future look like? These questions bothered him more than his own condition and he 

knew he had spotted a dire problem for which he was also capable of finding a solution 

due to his personal experience and knowledge. This is when he resolved to quit his job, and 

devote all his time to working for a resilient and a mentally strong world, through his new 

business by providing mental support to every emotionally traumatized child by means of 

games and storytelling.  

Mahdi is one of the 30 immigrant entrepreneurs who started their businesses in 

knowledge-intensive sectors in Sweden, and who are part of this study1. He describes 

himself as a resilient optimist, who has evolved from being identified as a war survivor and 

refugee to an award-winning innovator and social entrepreneur in his new home, i.e., 

Sweden. He was awarded Sweden’s royal entrepreneurial prize, Årets Nybyggare, in 2018, 

and in the same year was named the Change leader by Reach for Change. With his 

business idea, Mahdi eventually felt that he had found his real purpose, which finally made 

him feel at home. In his own words:  

“I feel, like hey! I’ve made it”. 

  

 
1 Refer to chapter 5, for the rest of the 29 informant´s descriptions. 
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1.1. Background to the study: Immigrant influx 

 

It is common practice for a researcher to seek inspiration from their surroundings, 

either through observations, or popular news and trends in the society (Belk et al., 2012). 

In 2015, around the same time I started my PhD, a vast pool of immigrants flooded the 

news amid the refugee crisis. Social media and news media were splashed with headlines 

and images of distressed immigrants, which was followed by heated debates about the 

challenges of integrating them into the host country´s society and labor market. In previous 

decades, there has been a significant increase in the number of immigrants that have 

moved from Asia, Africa, Latin America and Eastern Europe to Western countries, 

including Sweden, and who pose a large threat to economic stability (Bird and Wennberg, 

2016). Consequently, host countries are required to make multiple efforts to integrate 

immigrants into the labor market (Kremel, 2016).  

From 2015 to 2018, the total number of residence permits granted by Sweden to 

immigrants from EU as well as non-EU countries, for reasons such as asylum, family 

reunification, work or study increased in total by 15.2% (migrationsverket, 2019). 

Furthermore, as of 2010, 1.33 million people or 14.3% of the inhabitants of Sweden were 

of foreign origin. Of these individuals, 859,000 (64.6%) were born outside the European 

Union and 477,000 (35.4%) were born in another EU member state, showing a larger 

number of immigrants had moved in from outside EU. A further, increase of 0.86% in the 

number of immigrants in the Swedish population was seen from January 2019 to January 

2020. Simultaneously the unemployment rate in Sweden also rose to 8.2 percent in 

February of 2020 from 7.3 percent in the same month of the previous year (Statistics 

Sweden Population, 2020). The rising immigration, which has been followed by rising 

unemployment, poses a threat to the Swedish government and economy. This is especially 

true when a large number of immigrants arrive from outside the EU, which could imply 

major differences in their cultural backgrounds, education qualifications, and social ties, 

among other things, making economic integration for them even more important for 

financial support, and as a contribution to the economy of their new host country. One of 

the many ways through which immigrants attempt to achieve this integration is by creating 

suitable entrepreneurial opportunities for themselves (Evansluong et al., 2019). Immigrants 

opt for entrepreneurship as a means of economic mobility and for a decent source of living 

(Raijman, 2001, Iyer and Shapiro, 1999, Aldrich and Waldinger, 1990, Sanders and Nee, 

1996) and immigrant entrepreneurship is also seen as a major contributor toward economic 

growth (Hammarstedt, 2001), since immigrant-run businesses have the potential to create 

employment opportunities for other unemployed immigrants (Kremel et al., 2014). 

Therefore, research on immigrant entrepreneurship is important due to the undisputed role 

of such entrepreneurship in the growth of the country´s economy.  

1.2. Disadvantaged immigrants versus high-skilled and educated 

immigrants 

 

Interest in immigrant entrepreneurs is fairly recent within the field of entrepreneurship 

and hence there is a need for more research on the topic (Slavnic, 2013, Collins and Low, 

2010). Some prior studies connect the propensity for entrepreneurship to the maturity of 

the immigrants, which can be estimated by the length of time they have been living in the 

host country (Yasemin and Torgeir, 2015, Baycan et al., 2007, Sanders and Nee, 1996).  
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As immigrants attain permanent residency it lowers or completely eradicates their 

prospects of returning to their countries of origin, and as their roots become strongly 

embedded in the host country, this equips them with confidence that propels them toward 

self-employment (Aldrich and Waldinger, 1990), while simultaneously enhancing their 

survival needs as they focus more on plans to increase their livelihood (Shinnar et al., 

2009, Sanders and Nee, 1996). Likewise, as their families grow in size, immigrants who 

are underemployed in low-skilled, low-paid occupations are pushed by their spouses to opt 

for a more flexible mode of work to cope with the increasing expenses (Paul and Gerard, 

2016).  

Feeling already underpaid and unable to utilize their full potential, they find 

entrepreneurship more attractive (Kahn et al., 2017). However, other studies also focus on 

immigrants arriving relatively recently in developed countries who also show a greater 

tendency to become self-employed (Levie, 2007). This preference toward 

entrepreneurship, among newly arrived immigrants may be attributed to their pursuit of 

better economic rewards and opportunities, as they struggle in the labor market. However, 

the majority of the studies mainly focus on immigrants who have resided in the host 

country for longer periods of time, and are viewed as disadvantaged (Pettersson and 

Hedberg, 2013, Fray, 2013, Liargovas and Skandalis, 2012, Hammarstedt, 2001), which 

also influences their business decisions (Brettell and Alstatt, 2007, Yasemin and Torgeir, 

2015). Consequently, there seems to be a lack of focus on highly educated and skilled 

immigrant entrepreneurs in the knowledge-intensive sectors.  

These studies assume immigrants are disadvantaged due to multiple reasons including 

various structural inequalities. Reasons may also include discrimination in the labor 

market, low wages, growing unemployment, underemployment, insufficient access to basic 

necessities, unfriendly political scenarios (Boyd, 2000, Ivan, 1972, Baycan et al., 2007, 

Dimitratos et al., 2016), difficulty in obtaining promotion at work (Fray, 2013), a long-

term struggle to attain permanent residency in the host country (Liargovas and Skandalis, 

2012, Boyd, 2000), lack of knowledge of the native language, absence of a proper 

educational background, as well as inadequate career skills (Boyd, 2000, Hedberg and 

Pettersson, 2012, Barrett et al., 1996). These are some of the deficiencies that hinder their 

successful integration into the labor market and push them into entrepreneurship to 

improve their circumstances (Matricano and Sorrentino, 2014). This group of immigrants 

often experience high entry barriers in comparison to their native counterparts who easily 

exploit entrepreneurial opportunities, especially in the mainstream market (Bates, 2011). 

This is one of the main reasons why the majority of immigrants are expected and also 

observed to limit themselves to low-margin and highly competitive traditional sectors such 

as the ethnic food industry, catering, textiles, personal and laundry services and retail to 

name a few. This trend is also observed, in the official data collected in Sweden and 

reported by Tillväxtverket (2019), in which a total of 11,053 immigrant entrepreneurs set 

up businesses in knowledge-intensive sectors such as energy and the environment, 

information and communication, finance and insurance, the education system, health care, 

social services and the civil authorities. In contrast, a much larger number (77,202) of 

immigrants preferred to set up businesses in traditional sectors such as agriculture, forestry, 

fishing, manufacturing and extraction, construction, trade, transport and storage, hotels and 

restaurants, personal and cultural services.  

However, this view of immigrants being disadvantaged has been challenged and 

criticized for not considering their capacity to act independently and make free choices. 

Hence, it has been subjected to reassessment, especially in an urban context (Pettersson 

and Hedberg, 2013, Liu, 2012).  
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While there has been much research on what pushes a necessity-driven, disadvantaged 

immigrant who has weaker status in society toward entrepreneurship (Pettersson and 

Hedberg, 2013), on the other hand there is a lack of research on highly educated and 

skilled immigrants who develop entrepreneurial opportunities in the knowledge-intensive 

sectors, rather than in the traditional sectors. In general various factors influence 

immigrants to explore entrepreneurial opportunities (Baycan et al., 2007, Dimitratos et al., 

2016, Shinnar et al., 2009). While some push them, as discussed earlier, others represent 

the attractive features of entrepreneurship that pull the immigrant toward entrepreneurship 

(Yasemin and Torgeir, 2015, Khosa and Kalitanyi, 2015, Husam, 2011). For instance, 

entrepreneurship can be desirable to immigrants due to their innate desire to challenge 

themselves, to work on their own ideas, and their need for achievement, autonomy, 

increased self-worth, social prestige, and of course the desire to make more money 

(Husam, 2011, Sanders and Nee, 1996, Wei, 2016, Dallalfar, 1994). In other situations, an 

opportunity presents itself in such a manner that makes it difficult for the immigrant to turn 

it down.  

For instance, government policies geared toward promoting start-ups, or the 

inspiration gained from the culture of the host country are some additional pull drivers for 

motivation (Basu, 2010, Buchanan et al., 1991, Iyer and Shapiro, 1999, Bogan and Darity 

Jr, 2008). An environment that is made conducive to a positive attitude toward 

entrepreneurship, with many role models to look up to, can serve as a source of 

encouragement (Krueger Jr and Brazeal, 1994). Due to these antecedents, self-employment 

is seen as a ladder toward greater economic stability for advantaged immigrants, rather 

than a way out of unemployment (Liu, 2012), and hence they are different from 

disadvantaged, low-skilled immigrants with businesses in traditional sectors and need to be 

studied separately.  

Furthermore, immigrants who immigrate due to work or higher education are believed 

to be more entrepreneurial, as they have a stronger thirst for personal achievement, due to 

which, in the face of workplace discrimination that hinders their progress, they find more 

incentives to start entrepreneurial ventures, in contrast to their native counterparts, (Hart 

and Acs, 2011). For instance, middle eastern immigrants are more likely to enter self-

employment in the face of increasing unemployment compared to natives (Miao, 2020). In 

fact, the further away from Sweden the origin of the immigrant is, the more entrepreneurial 

they are found to be (Rauhut and Rauhut Kompaniets, 2018). Moreover, female 

immigrants with validated education in highly qualified occupational areas are observed to 

more frequently start new businesses compared to native-born women (Urban and Schölin, 

2017). However, this does not mean that they do not face obstacles and barriers in 

recognizing high-tech opportunities. Some of these barriers facing immigrants in 

knowledge-intensive sectors are the limitations in being able to rely on their own resources 

or those of their colleagues and society. This ultimately depends on their social ties and the 

level of trust they are able to establish, which are either limited or absent, due to their 

relatively recent arrival in the host country (Hart and Acs, 2011). These initial challenges 

in the early years of their company´s existence are referred to as the ‘liability of newness’ 

and are believed to be more challenging, e.g. immigrant entrepreneurs do not know how to 

access resources due to a lack of knowledge of local markets, policies and rules set by the 

government, consumer behavior, or access to established business social ties. Ultimately, 

this lack makes it difficult for them to convince potential investors, consumers, suppliers, 

and experts to trust them to form relationships (Barth and Zalkat, 2020), hence, making 

resources such as social ties, work experience and education important factors that 

influence entrepreneurial opportunity development for them.  
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Studies outside Sweden, e.g. in the USA, show the crucial role immigrants play in 

founding some of the most important high-technology businesses that help sustain the 

country’s 21st century prosperity (Hart and Acs, 2011). However, studies also show that 

some Western countries such as Australia and Canada, which granted business visas to 

immigrants in the hope of promoting economic growth, unfortunately were not successful. 

These visas did not imply the formation of innovative businesses, since out of convenience 

immigrants mostly either set up businesses in traditional sectors or acquired existing 

businesses that did not promise any innovation (Collins, 2003, Le, 2000, Rametse et al., 

2018).  

Hence, how immigrants are influenced to take the required action toward the 

development of innovative entrepreneurial opportunities is an important phenomenon 

(Yasemin and Torgeir, 2015) and crucial for the overall promotion of self-employment and 

economic growth for host countries. However, these underrepresented groups of 

immigrants, who are seen as the engines of the economy, and who create innovative 

opportunities for a society to thrive on, are rarely discussed in the literature on immigrant 

entrepreneurship. Only some studies highlight their importance in Sweden by discussing 

how policies that support high-skilled immigration are introduced to find a solution to 

labor market shortages, structural problems and unfavorable demographics (Cerna, 2014). 

Research on opportunity development by immigrants lacks a unified focus and uses varied 

terminology that does not investigate highly educated and skilled immigrants in 

knowledge-intensive sectors; therefore this study argues that the research focus should be 

shifted to these under-studied groups of immigrant entrepreneurs.  

In the next section, I touch upon the literature on immigrant entrepreneurship in 

Sweden to highlight the research gap further. 

 

1.3. Immigrant entrepreneurship in Sweden 

 

The research context cultivates innovative analysis by placing the research questions, 

and findings in a unique and natural setting, while integrating its surrounding attributes, 

which influences the nature and outcomes of the social behavior under study (Zahra et al., 

2014). Adding attention to the empirical context is expected to add more value to the 

entrepreneurial research interpretation, by giving readers a better sense of what is 

observed, felt and thought (Zahra, 2007). Until now, most of the research in Sweden has 

reported on traditional ethnic businesses such as tuck shops, and the hotel and restaurant 

industry (Slavnic, 2013). In this section, I discuss the existing studies on immigrant 

entrepreneurship that have been conducted in Sweden, which is the context and the host 

country of the selected immigrant entrepreneurs of this study.  

Individual panel data in Sweden shows that profit increase with self-employment 

experience is faster and the number of employees is also higher on average for firms 

owned by non-EU immigrants than those owned by natives, and for these sets of 

immigrants, experience also seems to be more valuable in comparison to natives (Neuman, 

2021). However, this study, just like many others, is on immigrants in more labor-intensive 

sectors, where they often hire people from similar cultural backgrounds on lower salaries. 

Studies conducted in three western towns in Sweden also show that immigrant 

entrepreneurs are over represented in labor-intensive and low-productive start-ups that 

might provide them with meager financial support. These businesses are not fast-growing 

and require lower qualifications and skills, do not create new jobs or boost economic 

growth, consequently stinting the regional development of these regions (Rauhut and 

Rauhut Kompaniets, 2018).  
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The propensity of immigrants to start such businesses is also observed in other studies 

that describe the challenges faced and overcome by immigrants in the Swedish agri-food 

industry in the early years of their businesses in order to survive beyond the startup stage 

(Barth and Zalkat, 2020), or how refugees are challenged by legislative hurdles, technical 

problems and insufficient financial support at various stages of their entrepreneurial 

process in rural areas within the agri-food industry, (Barth and Zalkat, 2021) or the 

advantage of ethnicity as a resource for immigrant entrepreneurs to overcome the liability 

of newness and foreignness while using digital artifacts and platforms (Evansluong et al., 

2023).  

Other studies tend to explore the role of embeddedness and bonding ties within an 

immigrant community which promote a propensity toward self-employment among fellow 

immigrants by providing them with knowledge about the institutional context of the host 

country (Tavassoli and Trippl, 2019). For example, middle eastern immigrants are largely 

convinced by their own communities to switch from unemployment to self-employment, 

an inspiration they do not find from other entrepreneurs of different backgrounds or native 

Swedes, hence suggesting the importance of role models from among themselves 

(Andersson et al., 2021). Similarly, individuals, especially from Asian backgrounds, who 

grew up in similar ethnically segregated neighborhoods, with entrepreneurial neighbors are 

seen to be more prone toward becoming self-employed (Wixe, 2019). Furthermore, social 

ties that are both proximate and distant including family and country of origin have been 

studied in the development of rural immigrants’ business ventures in the restaurant 

industry, showing that these groups of immigrants maintain emotional and material ties 

through transnational connections (Eimermann and Karlsson, 2018b). Other studies take a 

gendered approach to understand the business activities of Thai women who start 

businesses in restaurants, massage spas and small shops (Webster and Haandrikman, 

2017).  

Immigrants who are highly qualified, but not accepted due to their foreign education 

suffer from entrance blocks to employment, leading them to opt for self-employment as an 

alternative (Urban and Schölin, 2017). Furthermore, research on the outcome of the 2008 

policy aimed at granting residence permits to anyone coming to Sweden for 

entrepreneurship, show that the probability of starting a business in the ICT sector i.e., a 

high-threshold segment, increased, mainly due to refugees and students. They were more 

likely to engage in entrepreneurship due to the introduced policy than migrants who 

received a residence permit specifically for starting a business (Kazlou and Urban, 2023), 

making this group of first-generation immigrants important contributors to the economy of 

the host country and consequently crucial to study further. 

 

In line with the discussion above, I argue and take the position that while current 

literature on immigrant entrepreneurship within Sweden provides valuable insights on 

immigrant entrepreneurs in low-skilled, low-productive businesses, it fails to provide 

enough guidance on how highly educated and skilled first-generation immigrant 

entrepreneurs are influenced in developing opportunities in knowledge-intensive sectors 

outside the traditional sectors. Furthermore, since 2000, more diverse research questions 

have emerged revolving around topics such as immigrant women entrepreneurship, young 

immigrants and immigrant entrepreneurs in knowledge-intensive sectors (Slavnic, 2013). It 

is to the latter question that this study aims to contribute.  
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The title of this thesis is in line with this research aim, as the oyster represents 

traditional, labor-intensive and low-productive sectors that the first-generation skilled and 

educated immigrants aspire to look beyond to explore knowledge-intensive sectors. This 

may appear more challenging, scary and outside their comfort zone, but at the same time it 

does not limit their world inside the oyster; rather it opens it up to many more opportunities 

outside it. Therefore, while the idiom “the world is your oyster” means you can do 

anything in life and go anywhere you want, in this research the oyster depicts limitations. 

Immigrants who want to develop opportunities in the knowledge-intensive sector find 

freedom and break away from traditional sectors and fears by entering a world that is not 

limited to the oyster, instead they go outside and beyond it.  

1.4. Who is being studied? 

 

Since I emphasize the chosen set of highly educated and skilled immigrant 

entrepreneurs, it is important here to clarify what this research means by them, especially 

since gaining knowledge in any research field is determined by addressing questions such 

as what is the unit of analysis? Or what is the object of study? (Grünbaum, 2007). Before 

describing the nature of the informants, it is also important not to take for granted and to 

explain the basic term “entrepreneur” and what I mean by it for the purpose of this study.  

1.4.1. Who is the immigrant entrepreneur here? 

 

According to Venkataraman (1997), just like economists do not follow the tradition of 

describing their subjects as resources, neither do sociologists describe what they mean by 

society. Perhaps then it is also not necessary for entrepreneurship researchers to assign a 

definition to the term ‘entrepreneur’? I agree with this argument as the term ‘entrepreneur’ 

is not vague, and its general meaning is well understood by any person. However, to 

inform the research purpose of this study, it is necessary to briefly explain early on what I 

mean by immigrant entrepreneurs. Commonly, an entrepreneur is described as an 

individual who owns, launches and manages a business venture or takes ownership of an 

existing venture, (Greve and Salaff, 2003). Since I study the phenomenon of opportunity 

development, I first and foremost refer to Shane and Venkataraman (2000), who provide a 

consolidated view of entrepreneurship as “the scholarly examination of how, by whom and 

with what effects opportunities to create future goods and services are discovered, 

evaluated and exploited”. The focus in this definition is on who creates the opportunities, 

and how?  

 

Hence, the entrepreneur is someone who is held responsible for discovering, 

evaluating and exploiting entrepreneurial opportunities, with the help of certain resources. 

However, for the purpose of this research it is crucial to acknowledge that while explaining 

the origin and essence of entrepreneurial opportunities, entrepreneurs are generally referred 

to as actors who pursue unmet needs in an attempt to create wealth (Alvarez et al., 2013). 

The word ‘attempt’ is in focus here since not all entrepreneurial opportunities yield a 

profit, especially in the initial years after their foundation, but this does not imply that in 

the future they will not generate wealth (Tasavori et al.). Since entrepreneurial 

opportunities arise explicitly as a result of a market imperfection, and not by the realization 

of wealth alone, it is safe to assume that in order for an opportunity to be considered 

entrepreneurial it is not essential that wealth has to be created (Alvarez et al., 2013).  

 

  



 16 

 

This understanding is meaningful for this research since some of the informants were 

in the early years of their start-ups and most were not yet earning an income; hence, for 

this research, earning wealth from the entrepreneurial opportunity was not a criterion for 

the selection or definition of entrepreneurs. This research considers an entrepreneur to 

develop opportunities, irrespective of whether wealth is created immediately in the process 

or not. Instead, it is more important to see entrepreneurs as leaders with significant self-

confidence and a desire to challenge the existing norms of the society or their workplace, 

and who pursue opportunities that resonate with them, irrespective of the resources at their 

disposal (Krueger Jr and Brazeal, 1994). Therefore, the immigrant entrepreneurs chosen 

for this study, are in the first few years of establishing their businesses, and are not yet 

earning any income. Instead, in most cases they are seeking investment and spending their 

personal savings to support their businesses. Hence, this research does not limit 

entrepreneurship in terms of profit generation. Based on these discussions, for this research 

I define an entrepreneur as:  

 

“A person who is alert to his or her surroundings and has the skills, 

knowledge and confidence to respond accordingly to changes by developing 

entrepreneurial opportunities that may or may not generate wealth in the initial 

years of the startup” 

 

Defining the term ‘entrepreneur’ sheds light only on a partial aspect of the informants 

selected for this study. It is only natural to proceed toward defining what this research 

implies by the term ‘first-generation highly educated and skilled immigrants’ who develop 

entrepreneurial opportunities in the knowledge-intensive sectors. Since, responses in 

qualitative studies need to be rich, perceptive and insightful, only those informants were 

selected who truly represented the desired group of people needed to understand the 

research phenomenon, and who provided authentic knowledge (Alvesson, 2010) rather 

than settle for a large number of informants who might or might not do justice to the 

research purpose. However, since the number of immigrant entrepreneurs in the 

knowledge-intensive sectors was limited, it restricted me from being too selective when 

choosing informants. Instead, I increased the variation among them by including 

immigrants belonging to different countries of origin.  

According to (Hjerm, 2004) an ethnic minority entrepreneur, abbreviation 2EME is 

someone who belongs to a community of migrants from the same country of origin. 

Selecting only one ethnic group would mean adhering to one specific group of individuals, 

who cater to specific markets through traditional businesses. This group of informants 

would not include immigrants who develop innovative opportunities in the knowledge-

intensive sector, such as in software, e-commerce, IT services, alternative energy and 

mobile-wireless products and services (Basu and Virick, 2015) to name a few. Therefore, 

to avoid getting stuck in the particularities of only one group, I decided to extend the 

analysis beyond nationalities. Ruling out one specific EME was relevant to get a better 

understanding of how an immigrant who lacks support from conventional sources such as 

their country of origin can develop opportunities for him or herself in knowledge-intensive 

sectors. I focus on first-generation immigrants arriving in Sweden who have at least a 

master’s degree from a well-reputed university, and moved to Sweden, either for work-

related reasons, or for higher education, or they accompanied their spouses and partners 

who came due to similar reasons. 

 
2 EME: ethnic minority enterprise 
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A major portion of the Swedish population with a foreign background, are from 

outside the European Union. Therefore, for my study I chose to focus on first-generation 

immigrant entrepreneurs from non-EU or southern European, or Mediterranean European 

countries such as Greece and Italy. From the pilot studies it was evident that EU 

immigrants coming from northern and western European countries often had an existing 

social network in Sweden, or found it relatively easy to create one. Similarly, it was easy 

for them to gain trust and consequently find funding, or form a board of directors in 

collaboration with Swedes. They were often perceived as one of the locals due to their 

appearance. These observations could also be attributed to the economic and political 

integration and shared values among these European Union countries. According to the 

web article: The most similar countries to Sweden, (n.d., 2022), Sweden is considered to be 

similar to many countries in Northern Europe, with the top five being Norway, Finland, 

Denmark, Germany, and the Netherlands that border the Baltic sea or North sea, while 

others include Austria, Iceland, the United Kingdom and Switzerland, which also have 

relatively cool climates, and share similar demographics, culture, infra-structures and 

geography.  

These are also some of the most democratic countries in Europe, where most of the 

people speak a Germanic language and tend to be either protestants or irreligious. 

Similarly, according to an EU-funded project called Northern Europe, Passport to trade 2.0 

(n.d., 2023), all six countries i.e., Denmark, Finland, Ireland, the United Kingdom, Iceland 

and Sweden are similar. They use a good level of English, in their business 

communications, while the use of emotions, lively gestures or touching is deemed not so 

appropriate, facts and technical details are appreciated, and the adoption and penetration of 

internet technology is the highest in Europe, thereby making their ways of doing business 

quite similar to one another. Lastly (Smith, 2023) from YouGov collected data in Sweden 

as part of a political research study where people were asked to rate how similar they 

considered their own country in comparison to 38 to 47 different countries. The results 

show that 83% of Swedes consider their country to be very similar or fairly similar to 

Norway, 82% to Denmark and Finland, 73% to Germany, 65% to Iceland, 64% to 

Netherlands, 59% to Austria and the United Kingdom, 58% to Belgium and 57% to 

Switzerland.  

Therefore, to avoid unnecessary heterogeneity that would only complicate and drive 

the research away from its main purpose, I decided that the sample of informants would 

mostly filter out immigrant entrepreneurs from these aforementioned culturally similar 

northern and western European countries. Having laid out the criteria for informant 

selection for this study, I find it crucial to give a definition of an immigrant for this study. 

According to OECD (2018), ‘migrant’ is an umbrella term that groups several definitions 

into a single common category. It is used for people who move from their country of origin 

to another country with the intention of staying there for a good period of time. Similarly, 

the United Nations defines a long-term migrant as someone who lives in a country other 

than his or her usual country of residence for at least a total of 12 months. The following 

three categories are taken from OECD (2018) to narrow the definition of a first-generation 

immigrant in accordance with this research:  

1. A person who came to Sweden from a non-EU or southern European, or 

Mediterranean European country (foreign-born) for work purposes or for higher education. 

2. Children who have been born in another non-EU or southern European, or 

Mediterranean European country but who have been raised and brought up in Sweden by 

one or two immigrant parents. Tillväxtverket (2019), defines a foreign-born person as 

someone who may be domestic-born with two foreign-born parents. 

3. Individuals with prior work experience who fled their country of origin seeking 

international protection.  
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Therefore, a first-generation immigrant is anyone who belongs to one of the above-

mentioned categories and is pursuing entrepreneurship in Sweden. They are involved in 

knowledge-intensive sectors, are educated and develop new opportunities, and do not work 

in traditional businesses in which they only cater to consumers, or hire a workforce that 

belongs to their country of origin (Barrett et al., 1996, Chrysostome and Lin, 2010).  

1.5. Factors influencing opportunity development 

 

As an abductive research study, based on the literature and data collected, I chose 

three factors namely social ties, prior work experience and education to study their 

influence on the recognition and evaluation of business ideas during opportunity 

development by first-generation highly educated and skilled immigrant entrepreneurs 

working in knowledge-intensive sectors. In the following sections I briefly discuss the 

importance of social ties and prior work experience and education for immigrants.  

 

1.5.1. Social ties 

 

Prior entrepreneurship research shows the importance of an entrepreneur 

understanding their surroundings, and it is through social ties that immigrants get 

acquainted with their environment, and build upon their expertise (Gielnik et al., 2012, 

Von Hippel, 1994b, Von Hippel, 1994a). Consequently, social position established by an 

immigrant determines the types of opportunities and learning resources that are at their 

disposal to benefit from (Hedberg and Pettersson, 2012). For instance, empathy is 

considered an important antecedent and intellectual capital of an individual for becoming 

an entrepreneur as it helps to compassionately empathize with the emotions of others (Mair 

and Noboa, 2003, Shepherd, 2015). Empathy is fostered when an individual understands 

the perspectives and needs of those around them, which in turn helps them trust in the 

feasibility of their business idea (Krueger et al., 2000) because only then are they certain 

about its relevance to people. This is why social ties are an important source of knowledge 

as well as necessary for better judgment concerning the business idea. Current literature 

divides social ties into weak and strong ties. Strong ties consist of a multitude of resources, 

while weak ties are not restricted and span multiple classes, groups, settings and levels of 

status (Werbner, 1999). Strong ties are made of close and stable relationships, whereas 

weak ties may be cursory in nature (Granovetter, 1973). Strong ties play an important role 

in the initial stages of the business, whereas weak ties are more useful in the later growth 

stages (Sequeira and Rasheed, 2006). However, a combination of both weak and strong ties 

is seen to open up different opportunities (Yeasmin and Koivurova, 2019).  

Social ties influence immigrants in several ways, such as instilling in them the desire 

to achieve success and a better social status. Entrepreneurs want to prove their worth to the 

world, which gives them an incentive to pursue their business ventures (Grant and Gino, 

2010, Aldrich and Waldinger, 1990, Berry, 2001). For instance, when immigrants are 

socially excluded they find self-realization, by understanding how their ethnicities define 

them, which often leads them to pursue a business idea within their community of people 

who share the same country of origin, as part of a social setting that also helps them sustain 

their own cultural identity (Evansluong et al., 2019). Furthermore, self-employment is 

considered as a means of attaining political power and social security (Hedberg and 

Pettersson, 2012).  
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Furthermore, prior research shows that immigrants prefer to start businesses within 

communities they share with people from the same country of origin, due to their devotion 

to taking care of each other (Szkudlarek and Wu, 2018), which also fulfills their desire to 

seek a better status and be positively perceived, especially by prominent members of 

society (Krueger et al., 2000), such as their parents or spouses who often also act as role 

models and a source of support (Shim and Eastlick, 1998).  

Furthermore, due to their close affiliation with their own community, they find it 

easier to understand the needs of co-ethnic consumers (Tienda and Raijman, 2004, Paulus 

Rudolf, 2015), and also successfully address these needs with the help of cheaper resources 

that are available to them through the community (Brettell and Alstatt, 2007, Raijman, 

2001), while also creating jobs for the security of relatives and peers (Le, 2000, Raijman 

and Tienda, 2003). This further increases their respect within the community, helping them 

accomplish social upward mobility (Brettell and Alstatt, 2007, Raijman, 2001). Therefore, 

the desire to gain respect in their co-ethnic community is an important factor that 

influences them to start businesses within it (Tienda and Raijman, 2004, Paulus Rudolf, 

2015), and is linked to their drive for achievement (Husam, 2011, Sanders and Nee, 1996, 

Wei, 2016, Dallalfar, 1994).  

However, these same reasons are also why some immigrants prefer not to set up 

businesses outside their communities, since they do not want to abandon the needs of their 

family and friends over their own desire to break away (Waldinger, 1989, Yuengert, 1995). 

While these studies shed important light on social ties that influence immigrants who are 

viewed as disadvantaged and who aspire to position themselves in their communities that 

share the same country of origin, they fail to address immigrants who wish to develop 

opportunities outside these communities. Therefore, I do not see these results and 

assumptions as applicable with certainty to highly educated and skilled first-generation 

immigrants who develop opportunities in knowledge-intensive sectors. Furthermore, these 

research findings are unable to clarify what types of strong and weak ties are formed by 

highly skilled first-generation immigrant entrepreneurs. Consequently, research is needed 

to understand how different sets of social ties enable this group of informants, and this is 

where my research aims to contribute.  

1.5.2. Prior work experience and education 

 

Not all immigrants are low-skilled and dependent on communities from their country 

of origin for survival. Even immigrants with secure jobs can have a reason to start their 

own businesses. These reasons could include e.g., negative experiences in their workplace 

or personal lives which limit their performance, ultimately driving them to quit work and 

start an entrepreneurial venture within the same industry as their old jobs (Kwak, 2013). 

Entrepreneurship promises them an escape from their toxic workplace hierarchies 

(Pettersson and Hedberg, 2013), where they feel limited and hindered. At this time their 

confidence in their own expertise, and potential to act as agents of change, triggers them to 

develop entrepreneurial opportunities (Hedberg and Pettersson, 2012). Therefore, I believe 

that it is worth exploring how work experience and the workplace influence these sets of 

immigrant entrepreneurs.  

For instance, prior studies show that highly educated and skilled immigrants consider 

entrepreneurship as a means to attain full value from the credentials of their education 

degrees received in their country of residence or country of origin (Feldman, 2006, Moon 

et al., 2013). This holds true in situations where their education credits are considered 

invalid by the host country, which hinders them from utilizing their expertise to its full 

potential.  
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However, my research includes those immigrants who receive higher education from 

the host country itself or from a well-reputed international university. Despite being 

considered part of a highly skilled workforce, they are still motivated toward developing 

entrepreneurial opportunities, which makes them an interesting group of immigrants to 

study. 

Furthermore, since expertise and knowledge resources assist them in their opportunity 

development (Casson and Wadeson, 2007, Zahra, 2008, Maine et al., 2015b, Bhave, 

1994b, Bhave, 1994a) entrepreneurs can also explore and exploit opportunities based on 

the knowledge they possess from prior experience (Shane and Venkataraman, 2000a). For 

instance, for the creation of entrepreneurial opportunities it is essential to have some 

specific knowledge about their consumers (Shane, 2000b). This understanding of consumer 

perceptions makes entrepreneurs more alert to different opportunities (Prandelli et al., 

2016, Zahra, 2008).  

Therefore, initial choices regarding the entrepreneurial opportunity may be made 

based on pre-existing knowledge acquired along the individual entrepreneurial journeys 

(Maine et al., 2015a). It is assumed that based on the complex knowledge immigrants have 

acquired from their past their opportunity development process will also be unique 

(Aliaga-Isla and Rialp, 2012), hence making both prior work experience and education 

important. Therefore, in this study, I aim to explore the influence of these two factors i.e., 

past work experience and education, on highly educated and skilled first-generation 

immigrants as they develop opportunities in knowledge-intensive sectors.  

1.6. Research Aim 

 

In my research I shift the focus, from disadvantaged immigrant entrepreneurs to highly 

educated and skilled first-generation immigrant entrepreneurs working in the knowledge-

intensive sectors, to understand how they develop entrepreneurial opportunities. This shift 

is also observed in recent literature that changes its focus from immigrant entrepreneurs 

working in traditional sectors such as trading merchants, dealers, shopkeepers, restaurants, 

laundries, greengrocers, liquor stores, nail salons etc. to those who are more engaged in 

highly skilled, non-traditional and mainstream industries that cater to non-ethnic 

consumers (Bates, 2011, Saxenian, 2002). Similarly, policymakers are also introducing 

programs engineered toward providing support to immigrant entrepreneurs in breaking 

away from traditional sectors and moving toward mainstream sectors that are more 

innovative and progressive for the host country (Bagwell, 2008). It is worthwhile to study 

how this group of immigrants, irrespective of their uncertain future, are influenced to 

develop entrepreneurial opportunities in knowledge-intensive sectors.  

The key features of research questions are their focus on personal sense-making of a 

shared experience by the informants in a particular context. The primary research questions 

or aims are always open and exploratory (Smith et al., 2009). My primary research aim is 

to understand “How highly educated and skilled first-generation immigrant entrepreneurs 

are influenced to develop entrepreneurial opportunities in knowledge-intensive sectors”. 

Within opportunity development I only focus on the recognition of the business idea, i.e., 

how they come across it, notice or observe it, as well as its evaluation, i.e., understanding 

and assessing it. This main research question is recommended to be broken down into sub-

questions to examine subtopics (Creswell, 2007), that complement the major research 

questions’ specificity and clarity (Miles and Huberman, 1994). Therefore, the overarching 

research aim is explored with the help of two focused sub-research questions based on the 

factors of social ties, prior work experience and education.  
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1. How are highly educated and skilled first-generation immigrant entrepreneurs 

influenced by their social ties to recognize and evaluate business ideas during opportunity 

development in the knowledge-intensive sector? 

2. How are highly educated and skilled first-generation immigrant entrepreneurs 

influenced by their prior work experience and education to recognize and evaluate business 

ideas during opportunity development in the knowledge-intensive sector? 

 

The principal outcome and contribution of my study is the model in chapter 9 that 

answers these two sub-questions. By combining the creation and discovery view on the 

origin of entrepreneurial opportunities, I conceptualize the data building on 30 interviews 

and adopting an abductive approach, I create a model that offers an important theoretical 

perspective within immigrant entrepreneurship literature by explaining how the social ties, 

prior work experience and education of the informants influence them in recognition and 

evaluation of business ideas during opportunity development in knowledge-intensive 

sectors.  
 

1.7. Outlining the structure of the thesis 

 

The overall structure of this thesis takes the form of ten chapters, including this 

introductory chapter, which introduces the background to the research study and the 

selected topic based on existing literature and current world views. Chapter 1 argues for 

the selected informants for the study. Chapter 2 introduces the concept of entrepreneurial 

opportunity in depth. First, I establish the importance of opportunities within the process 

and research field of entrepreneurship, before giving a definition of the term 

‘entrepreneurial opportunities’ as used in this research study. Then different views on the 

nature of opportunities are presented in order to argue for the consolidated view that I have 

chosen. This in turn lays the foundation for the factors that are chosen in this study to 

understand the phenomenon of opportunity development by selected informants. Chapter 3 

presents the chosen factors and their role within mainstream entrepreneurship as well as 

specifically in immigrant entrepreneurship literature to point out the research gap. Chapter 

4 is the methods chapter, where I discuss the chosen research design, data collection 

methods, and interpretative phenomenological method of data analysis. Chapter 5 

introduces the background of the informants and gives a short description of their business 

ideas. Chapters 6, 7 and 8 present the empirical results from the analysis of the data. 

Chapters 9 and 10 present a discussion and conclusion of the results, tying up the various 

theoretical and empirical strands, giving recommendations and suggesting possible 

research implications.  

 

 

  



 22 

Chapter 2: Entrepreneurial opportunity:  

 

In this chapter, I organize literature on entrepreneurial opportunity to first shed light 

on the importance of studying the phenomenon within the overall entrepreneurial process, 

followed by the definition used to describe the concept in this research project. This is 

followed by a discussion on the existing views on the origin of entrepreneurial 

opportunities in which I argue for the consolidated view that I have chosen for this study. 

This consolidated view in turn also influences the factors that are selected to study their 

influence on entrepreneurial opportunity development by first-generation highly educated 

and skilled immigrant entrepreneurs in knowledge-intensive sectors. This is then followed 

by a brief discussion of each factor to argue for their importance and role within existing 

literature on understanding entrepreneurial opportunities.  

 

2.1. Importance of opportunities within the entrepreneurship process 

 

To understand the relevance of opportunities, it is important to view different 

definitions of entrepreneurship which as a field is concerned with the discovery and 

exploitation of profitable opportunities (Shane and Venkataraman, 2000a). In the words of 

Shane and Venkataraman (2000):  

  

“Entrepreneurship is the study of sources of opportunities, the processes 

of discovery, evaluation and exploitation of opportunities, and the set of 

individuals who discover, evaluate and exploit them.” 

 

Other, wholesome definitions also focus on the study of how, by whom and with what 

actions opportunities are created, discovered, evaluated and exploited in future goods and 

services (Bhave, 1994a, Venkataraman, 1997). According to Shane and Venkataraman 

(2000) there are three sets of questions that guide scholars within entrepreneurship. These 

include, 1: why, when and how opportunities for the creation of goods and services come 

into existence, 2: why, when and how some people and not others discover and exploit 

these opportunities, 3: why, when and how different modes of action are used to exploit 

entrepreneurial opportunities, hence showing that entrepreneurship as a field is centered on 

the nexus between individuals and opportunities (Shane, 2012a). Even though 

entrepreneurship may be an iterative process consisting of various stages, at its core it is 

largely concerned with the study of sources, and the recognition and development of 

opportunities (Tocher et al., 2015, Shane, 2003, Tang et al., 2012b). Similarly, in order to 

understand the process of new business development it is important to study how an 

entrepreneur evaluates opportunities through the resources at his or her disposal (Edelman 

and Yli–Renko, 2010, Zahra, 2008). If entrepreneurs perceive the opportunity positively 

they feel more enabled as this evaluation is based on their interpretation of the associated 

uncertainties about their business ideas (Edelman and Yli–Renko, 2010), thus making it 

indisputable that recognizing, evaluating and exploiting opportunities is not just a critical 

aspect of the entrepreneurial process, but is also a central and influential topic around 

which the field of entrepreneurship gathers and unites (Short et al., 2010, George et al., 

2016, Zahra, 2008, Alvarez and Barney, 2020).  
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Based on the selected definitions, this study assumes that understanding 

entrepreneurial opportunity development is the basic and pivotal starting point of 

understanding the entrepreneurial journey also for highly educated and skilled first-

generation immigrant entrepreneurs in knowledge-intensive sectors. Next, I elaborate on 

the existing literature on entrepreneurial opportunities to clarify the concept, while also 

establishing how I view it for this research study.  

 

2.2. What is an entrepreneurial opportunity 

 

Opportunities are not a new concept within entrepreneurship; however according to 

research it was not until the year 2000 that researchers identified it as a central concept in 

entrepreneurship research, and as an umbrella term with an array of definitions (Alvarez 

and Barney, 2020). Few researchers have provided an explicit definition of opportunity, 

and most of them construct one for their particular research depending on the theoretical 

context and objectives of the study, but this seldom resembles previous definitions (Hansen 

et al., 2011). Due to this lack of consensus, the concept of entrepreneurial opportunities has 

been criticized in recent studies that make claims of its redundancy (Davidsson and 

Tonelli, 2013, Davidsson, 2021). However, others argue that a definition can neither be 

right nor wrong since what matters more is its theoretical and empirical relevance (Alvarez 

and Barney, 2020), therefore criticism may be unnecessary and misguided and does not 

provide enough justification to dismiss the concept. In fact, avoiding work on a key 

concept due to a lack of consensus on its definition can be destructive (Alvarez and 

Barney, 2020). Therefore, I build upon existing theoretical and empirical studies on 

entrepreneurial opportunity, to define the term and depict which stages of its development 

this study focuses on in the context of highly educated and skilled first-generation 

immigrant entrepreneurs in knowledge-intensive sectors. To minimize subjectivity and 

arbitrariness, I select state of the art literature to capture a representative set of definitions 

and understandings of the concept.  

 

In their award-winning article, Shane and Venkataraman (2000), define 

entrepreneurial opportunities as “those situations in which new goods, services, raw 

materials and organizing methods can be introduced and sold at greater than their cost of 

production”. Similarly, Baron (2006) defines opportunity as “means of generating 

economic value i.e., profit that previously has not been exploited and is not currently being 

exploited by others”. While both definitions include the concept of profit as an imperative 

for an opportunity to exist, this traditional outlook on opportunity is criticized for only 

encompassing glorified cases of entrepreneurship (Dimov, 2011). Hence, in 2012, Shane 

reflected back on their article and clarified that the “can” in the definition indicates the 

potential possibility of a profit, and does not imply that it is a definite condition for 

opportunities to exist. Similarly, Dimov (2007), considers the “can” to be subjective, 

implying that when an opportunity “can” be developed is a matter of personal belief, 

depending on when an entrepreneur feels ready, irrespective of any third-party judgment 

(Dimov, 2007b). Furthermore, if profit is taken into account, it will exclude many 

innovative and lucrative businesses that are still developing with no generated income yet 

(Singh, 2001b, Klein, 2008b, Singh, 2001a, Klein, 2008a). Hence, a clearer definition of 

what makes an opportunity entrepreneurial is needed that does not limit opportunities to 

only those that make a profit or show definite tendencies to make a profit (Plummer et al., 

2007).  
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I therefore did not consider profit as a condition while selecting the informants for this 

study, nor while studying the factors that influenced opportunity development. Based on 

the following figure 2.1, I explain the concept of the business idea, its recognition and 

evaluation during the development of opportunities. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
Figure 2. 1. Relationship between the business idea and entrepreneurial opportunities 

(created by the author) 

 

The entrepreneurship process is more than discovering opportunities for profit; it 

involves a business idea that guides the decisions which are made to combine different 

resources to exploit recognized ideas into business ventures (Shane, 2012a) as portrayed in 

figure 2.1. Most definitions of opportunity do not clarify that opportunities indeed originate 

from an idea over time (Vogel, 2017). An idea can be seen as a stepping stone to an 

opportunity (Singh et al., 1999). A business idea is a mental representation of a concept for 

a potential future venture where insights for the idea are usually based on some knowledge 

about the consumer, their needs and the resources available at hand to work (Vogel, 2017). 

Some studies portray an entrepreneurial opportunity as a set of ideas, beliefs and actions, 

that enable either the discovery or creation of goods and services (Venkatarman, 1997; 

Venkatarman and Sarasvathy 2003). Therefore, ideas are considered the forerunner to 

entrepreneurial opportunities by Short et al,. (2010) who define opportunity as “an idea or 

dream that is discovered or created by an entrepreneurial entity and that is revealed 

through analysis over time to be potentially lucrative”. Therefore opportunities are 

considered to be idiosyncratic ideas that capture real life experiences of the entrepreneur, 

symbolizing the intersection between them and their environment (Plummer et al., 2007).  
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An entrepreneur finds solutions at each stage to shape an idea into an opportunity 

(Dimov, 2007b). However, if we do not worry about when to call an idea an opportunity it 

can help in capturing all important essence of the process, which means that we can call 

the entire shaping process of an idea an opportunity development. Therefore it is safe to 

say that an idea can be called an opportunity as long as the entrepreneur is willing to do 

something about it (Dimov, 2007b). While a new venture is created as a result of 

opportunity development as represented in figure 2.1 labeled as new products and services, 

it is assumed here that opportunities have already been discovered and exploited before a 

new venture is created (Shane and Venkataraman, 2000a). This implies that the process of 

entrepreneurship actually begins before a business venture is launched, i.e., when the 

entrepreneur undergoes the practical activities of opportunity recognition and evaluation, 

which often overlap one another (Ardichvili et al., 2003). At the incubation stage, an idea 

is recognized and refined with accumulated knowledge, leading to the evaluation stage 

where its desirability and feasibility are approved in order to move forward with its 

exploitation into a business venture (Vogel, 2017). Hence, in this study, I assume that the 

first stages of opportunity development include recognition (Ramos-Rodríguez et al., 2010) 

after which entrepreneurs carry on to evaluation (Fuentes Fuentes et al., 2010). Evaluation 

is an important stage that helps the entrepreneur understand how attractive, valuable and 

feasible an idea is in order to decide whether to invest resources into it (Nielsen et al., 

2012, pg.65), and once evaluation confirms these benefits, ideas develop into opportunities 

(Short et al., 2010, Baron, 2006). This evaluation entails evolving and recurring pattern 

recognition by the entrepreneur based on his or her experience and knowledge, which 

expands and refines the opportunity (Baron, 2006, Dimov, 2011).  

 

Although entrepreneurship focuses on studying individual choices and efforts made to 

recognize, evaluate and eventually exploit opportunities in new ventures (Shane, 2012a), 

the exploitation stage is beyond the scope of this study. Even though I view opportunity 

development as presented in figure 2.1 as divided into three stages of recognition, 

evaluation and exploitation, the focus of this study is only on the recognition and 

evaluation of business ideas by highly educated and skilled first-generation immigrant 

entrepreneurs in knowledge-intensive sectors. This is because this research is only 

concerned with the initial stages of development, which may not proceed to the 

exploitation stage resulting in a completed product or service that also generates a profit.  

 

Therefore, in this study, I formulate the following definition to describe what 

opportunities are 

 

“Opportunities are considered to develop from business ideas that are 

recognized (discovered or created) and then evaluated by the entrepreneur 

before being exploited in to products and services. These opportunities reflect 

the relationship between the entrepreneur and his or her environment” 

 

While Baron´s (2006) definition claims opportunities are new and have not been 

exploited before, I however claim that opportunities do not necessarily have to be new. I 

agree they can be unique and idiosyncratic, acknowledging the important role of the 

immigrant entrepreneur in the recognition and evaluation of ideas based on different 

resources from their life and surroundings, but this does not imply similar opportunities 

cannot exist elsewhere.  
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This view on the development of opportunities is in line with Dimov (2011) and Baron 

(2006) who claim that the evaluation of the idea depends on the experience and knowledge 

of the entrepreneur, as well as Vogel´s definition, i.e., the evaluation is based on both 

endogenous inner qualities of the entrepreneur as well as exogenous resources from the 

environment, which I refer to as factors and which I discuss in detail in later sections. 

Hence, in line with Short et al. (2010), in this research ideas are considered forerunners to 

entrepreneurial opportunities, but contrary to the definition of Shane and Venkataraman 

(2000) and Baron (2006), they do not need to prove any profitability; instead their 

evaluation during opportunity development should prove that they are valid and credible 

for potential consumers in order to be exploited.  

 

While the concept of opportunity may be theoretically stimulating, empirically it 

might be hard to grasp, since there are questions raised concerning its origin (Dimov, 

2011). The two views of discovery and creation in regard to the origin of opportunities 

have a mutual assumption that opportunities arise as a result of imperfectly met needs in a 

society; however, they differ concerning the sources that enable an entrepreneur to 

understand and recognize these needs (Alvarez and Barney, 2007b). This disagreement 

about the origin of entrepreneurial opportunities is reflected in the multiple theoretical 

views used to study them (Eckhardt and Shane, 2003). These views are inconsistent with 

each another, which creates further ambiguity about nature and the origin of 

entrepreneurial opportunities (Zahra, 2008). In the next section, I briefly elaborate on these 

existing views, to argue for a more appropriate consolidated view on the nature of the 

origin of opportunities selected for this study.  

 

2.3. Consolidating discovery and creation views on the origin of 

opportunities 

 

Existing views that explain how entrepreneurial opportunities come into existence 

imply that either opportunities originate from objectively occurring ideas that exist in the 

world, waiting to be discovered, or they are socially created, constantly evolving through 

an iterative process that is spread over time (Davidsson, 2015b, Dimov and Practice, 2007, 

Singh, 2001b, Davidsson, 2015a, Dimov, 2007a, Singh, 2001a). Going back to 

Schumpeter´s theory (1934) we see that at its core, opportunities emerge when existing 

knowledge and resources are combined in new and different ways, often resulting in 

disruption of the existing balance in the market, whereas Kirznerian opportunities are 

based on using existing knowledge to see how existing resources can be used more 

efficiently to fill holes in the market for restoring equilibrium making them less innovative 

than the former. While Kirznerian opportunities are considered objective in nature, i.e., 

they are part of the environment waiting to be discovered and not known to all parties at all 

times, Schumpeterian opportunities acknowledge the pivotal role of human action in the 

creation of opportunities. This includes interaction between people, and hence 

opportunities can be seen as socially created through the interaction of entrepreneurs with 

other people, the contexts in which they exist and themselves (Nielsen et al., 2012, pg.53-

59). Hence, I select both existing knowledge of the immigrant from their past work 

experience and education, as well as their interactions with social ties as important factors 

to consider when examining the development of opportunities in this study.  
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While literature differentiates between the two views, some studies connect and 

present an amalgam of them, arguing that even though opportunities may exist objectively 

waiting to be discovered, and exploited, the process of discovering these opportunities is 

subjective, as it is influenced by the individual entrepreneur (Shane and Venkataraman, 

2000a). In order to avoid being confused by their ambiguity, I briefly reflect on these 

views in an attempt to establish an understanding of how each explains the origin of 

entrepreneurial opportunities.  

 

2.3.1 Opportunity discovery 

 

The discovery view is the original and most commonly used view, which states that 

opportunities exist in our surroundings, irrespective of whether individuals are aware of 

them or not (Kirzner, 1973). The presence of opportunities is ascribed to a disequilibrium 

in the society due to reasons that exist outside the control of the entrepreneur, such as the 

introduction of a new technology, evolving needs of more educated, well-informed and 

diversified consumers, or political, social and demographic changes in the system (Shane 

and Venkataraman, 2000b) such as climate change, war, or an unanticipated pandemic.  

These disruptions create new information, which is unevenly distributed, and 

accessible to selected individuals who then utilize it to detect or anticipate resulting 

opportunities (Shane, 2000a). Consequently, entrepreneurs may use different techniques 

such as systematic market research to educate and enable themselves concerning 

opportunities and how to exploit them (Alvarez and Barney, 2007b). However, in a rather 

antithetical assumption, the discovery view contradicts itself, by claiming that 

entrepreneurs are more alert to entrepreneurial opportunities than non-entrepreneurs which 

would imply that not everyone can discover opportunities (Shane, 2003; Kirzner, 1973). 

Not only do I find this to be inconsistent with the view that treats opportunities as objective 

reality, waiting to be discovered by anyone in society, but furthermore, some 

entrepreneurship research critics also think the discovery view cannot adequately explain 

the relationship between entrepreneurs and opportunities (Korsgaard, 2013) as it is unfit 

for empirical studies, which represent the subjective role of the entrepreneur in creating 

opportunities (Berglund et al., 2007; Saravathy, 2001). For instance, it does not consider 

the social ties of the entrepreneur that are shown to play a vital role in many other 

entrepreneurial studies (Fletcher, 2006; Saravathy, 2001). To cater to this void, more recent 

studies have introduced an alternative and different view of entrepreneurial opportunity, 

such as the creation view.  

 

2.3.2. Opportunity creation 

 

Instead of external changes, the creation view considers opportunities to be created as 

a result of an interactive process based on the creativity and imagination of the 

entrepreneur (Alvarez and Barney, 2007b, Tasavori et al., Alvarez et al., 2013, Edelman 

and Yli–Renko, 2010, Klein, 2008a). Since imagination alone cannot subjectively create 

opportunities (Ramoglou and Zyglidopoulos, 2015), the creation view looks at 

opportunities beyond imagination, as a socially embedded process of recognition, 

evaluation and evolution of an idea, based on the initial beliefs, that are altered as the 

opportunity development takes place (Ardichvili et al., 2003, Tocher et al., 2015).  
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Hence, creation is relational, as it is shaped by multiple interactions, conversations and 

understandings formed due to past experiences (Fletcher, 2006, Corner and Ho, 2010). 

Another dominant and alternative entrepreneurial decision-making process which is also 

considered a branch of the creation view is effectuation (Sarasvathy, 2001). It argues that, 

unlike the discovery view, in the creation view decisions are made under uncertain 

conditions because insufficient information exists regarding the opportunity which does 

not exist objectively but is still being created. Hence, even if the entrepreneur has 

commendable analytical abilities, he or she still cannot predict the probability of outcomes 

(Alvarez and Barney, 2007b). Therefore, entrepreneurs who create opportunities do not 

necessarily conduct market research to understand consumer needs; instead, they learn by 

trial and error, and by studying the results of their efforts (Tasavori et al., Dimov, 2004). 

This means that the initial goal set is mostly general in nature (Perry et al., 2012, Read et 

al., 2009), and is altered and socially reconstructed along the way by the entrepreneur 

(Sarasvathy, 2008; Korsgaard, 2013).  

 

2.3.3. Consolidated view on the origin of opportunity 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

 

 
 

  Figure 2. 2 Consolidated view on opportunity development (created by the author) 

 

The differences in the two views lie in how they believe opportunities originate, and 

figure 2.2. depicts the merging of both views into the consolidated view, which is called 

opportunity development. Based on their individual underlying assumptions where the 

discovery view argues for the importance of existing information and market search, while 

the creation view argues for the social construction of opportunities, the factors chosen for 

this research to study opportunity development are social ties, prior work experience and 

education. The discovery view is the result of exogenous shocks that create market 

imperfections. Hence, people who are part of a certain industry where a change or shock 

occurs are more prone to discover an opportunity, whereas others systematically search the 

environment to discover these opportunities (Alvarez and Barney, 2007b). In contrast, the 

creation view advocates that opportunities are socially constructed through the actions and 

reactions of the entrepreneur, who does not actively search for opportunities, but instead 

learns through observing how people respond to their business idea (Alvarez and Barney, 

2007b) which I refer to as evaluation of the business idea in this study.  
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While this may imply that the discovery view is oriented more toward earning a profit 

based on market imperfections, and creation is more consumer-oriented as it develops the 

opportunity through the feedback of others, nonetheless, realistically speaking it is difficult 

to make a profit without targeting consumers (Hansen et al., 2016). Hence, the differences 

between the two concepts may not be as strong as the researchers in previous studies argue 

(Hansen et al., 2016). Opportunities are neither created nor discovered; rather, there is a 

moment of inspiration when the interesting business idea occurs to the entrepreneur and 

this is gradually developed into an opportunity (Corner and Ho, 2010). I see that both 

views give importance to the path that an entrepreneur follows toward opportunity 

development. While the discovery view attaches importance to the role of the existing 

knowledge and information of the entrepreneur, the creation view on the other hand 

believes that the early actions of the entrepreneur lay the foundation for the future of the 

firm (Alvarez and Barney, 2007b). Therefore, we can either assume that opportunities exist 

waiting to be discovered and exploited by entrepreneurs, or we can assume they are not 

waiting to be discovered, but rather are created actively by an entrepreneur through an 

iterative learning process (Alvarez and Barney, 2007b).  

 

Traditionally, entrepreneurship is the nexus of opportunity and agency, where 

opportunities are idiosyncratic to the individual entrepreneurs and business ventures are an 

outcome of their efforts in evaluating different sources or factors concerning opportunities 

in an ongoing process (Sarason et al., 2006). Hence, I see entrepreneurship as a co-

evolving process involving both the entrepreneur and the opportunity, neither of which can 

be understood separately. Entrepreneurs create opportunities as much as they discover 

them, interpreting their world to accomplish a purpose (Sarason et al., 2006), which is why 

the authors propose to examine both the entrepreneur and opportunity together, in other 

words taking into account the subjectivity of the entrepreneur. Similarly, Shane (2012) 

finds the theoretical debate on both views unnecessary since empirically, opportunities are 

affected by both objective realities of the environment as well as the subjective perspective 

of the entrepreneurs with which they interpret objective opportunities (Edelman and Yli–

Renko, 2010). Once an opportunity has been developed, looking back, the actions of an 

entrepreneur can be explained in terms of both the discovery and creation view (Alvarez 

and Barney, 2007b). The underlying assumptions of both views may differ, but in the end, 

the action entrepreneurs take to develop opportunities depends on the context in which 

they exist and operate (Alvarez and Barney, 2007b), due to which I find that both views are 

equally relevant.  

 

Furthermore, some researchers warn that separating the views can result in 

overlooking the contextual factors that stimulate and give meaning to opportunity 

development (Zahra, 2008). Theoretically, both views have importance and neither can be 

rejected, especially when their empirical study is hindered and limited if all relevant and 

tangible factors are not defined and taken into consideration (Dimov, 2011). For example, 

if one sticks to the mixed opinion on the nature of opportunities, this can result in failing to 

consider the progress of an idea through its incubation period where information is 

collected to understand and assess its feasibility before the entrepreneur can decide to 

develop it into a business venture to be launched (Vogel, 2017). Understanding the factors 

that influence opportunity recognition and development also helps us understand the 

eventual exploitation of that opportunity (Plummer et al., 2007), hence making it even 

more desirable to study the role of all factors involved. Furthermore, research in the 

context of immigrant entrepreneurs has found that while native-born entrepreneurs practice 

a mix of opportunity discovery and opportunity creation, immigrant entrepreneurs are 

instinctively more prone to practice opportunity discovery (Moghaddam et al., 2017).  
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I suggest that this difference may be due to the tendency of immigrants to be more 

adept at discovering opportunities within areas they know about, which is why perhaps 

those who are not fully embedded in the host country prefer to start a business within 

communities they share with people from the same country of origin, and whose traditional 

needs they are more aware of (Froschauer, 2001) i.e., existing market needs which make 

them more certain about earning a profit from their businesses.  

 

However, I assume this to be different for highly educated and skilled immigrant 

entrepreneurs who do not cater to any such community of shared country of origin, and 

instead develop opportunities in knowledge-intensive sectors. For them, the creation view 

is also applicable since it takes into consideration the socially constructed, subjective and 

idiosyncratic interpretation by the entrepreneurs (Davidsson, 2015b, McMullen et al., 

2007, Ramoglou and Zyglidopoulos, 2015, Davidsson, 2015a, Dimov, 2011). Therefore, I 

argue that entrepreneurs may engage in a learning process to discover an opportunity 

(Alvarez and Barney, 2007b), when their personal characteristics, can make them more 

alert to changes (Korsgaard et al., 2016b, Maine et al., 2015b). For example, their prior 

work experience, their education, or their social ties can also influence how they explore 

their surroundings to become well-informed (Kirzner, 1997b, Shane and Venkataraman, 

2000b, Casson, 2005, Kirzner, 1997a).  

 

Therefore, in order to avoid any limitation, it is useful to go beyond the different views 

and instead look at the relation between an entrepreneur’s search actions, their 

idiosyncrasies such as their educational background, prior work experiences and their 

social ties (Fletcher, 2006), and how all these factors influence entrepreneurial opportunity 

development. Opportunities reside in the minds of ambitious entrepreneurs in the form of 

ideas that are created from their perceptions, beliefs and interpretations of actual events 

(Dimov and Practice, 2007, Dimov, 2010, Dimov, 2007a). Hence, instead of sticking to 

one view, the research focus should be on understanding what influences the development 

of entrepreneurial opportunities (Klein, 2008a, Singh, 2001a). Therefore, I side with a 

growing amount of literature that states that creation and discovery are complementary 

views and together do a better job of explaining entrepreneurial actions (Tocher et al., 

2015). For this study, I believe a cyclic combination of both discovery and creation exists, 

where the discovery of one opportunity acts as a basis for the creation of many other 

lucrative opportunities later in the process (Zahra, 2008). Neither opportunity discovery 

nor creation necessarily results in a business venture, hence the term ‘opportunity 

development’ is a more accurate way of addressing the process (Ardichvili et al., 

2003).This is why I will use ‘opportunity development’ to depict the consolidated view of 

discovery and creation.  

 

 2.3.4. Factors that influence opportunity development 

 

Entrepreneurship literature has come a long way in helping us understand how and 

why some entrepreneurial activities progress (Fletcher, 2006). Opportunities do not come 

into existence as a result of one Aha! moment, nonetheless our understanding of how they 

emerge is rather limited (Tang et al., 2012b). Research on how business ideas are picked 

up by certain individuals is fairly underdeveloped (Fletcher, 2006, Shane, 2012a). There is 

a lack of knowledge on how ideas are recognized, evaluated and exploited (Shane, 2012a).  
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Entrepreneurship is mostly considered an intentionally planned behavior, whether it is 

a sudden shift in circumstances that propels someone toward it, or whether it has always 

been a hidden long-term desire that eventually comes into existence (Krueger Jr et al., 

2000). Either way, recognizing opportunities is crucial for starting a business and not an 

easy task (Ramos-Rodríguez et al., 2010), which is why I assume the entrepreneur needs to 

plan and work toward it. Opportunity recognition and evaluation are also considered 

intentional where the entrepreneur is influenced by different factors (Krueger Jr et al., 

2000, Fuentes Fuentes et al., 2010). Since not all opportunities are developed, it is essential 

to identify the different influencing factors that enable those that are (Fuentes Fuentes et 

al., 2010).  

 

Therefore, research recommends that the focus of future studies should be on 

understanding when opportunities are recognized and evaluated, as well as the factors that 

influence their development (Dimov, 2011, Zahra, 2008, Tang et al., 2012b). However, due 

to different existing views on the origin of entrepreneurial opportunities, it has been 

difficult to clearly state conceptual and empirical developments in regards to recognition, 

discovery, creation and identification (Hansen et al., 2011, Shane, 2012a). For instance, not 

all researchers explore the same theoretical factors of entrepreneurial opportunity (Hansen 

et al., 2011), depending on whether they chose the discovery or creation view when 

studying the phenomenon. Since I use a consolidated view, I choose from among all the 

factors that influence either of the views on the origin of opportunities. Just as the bricks of 

a house are the basis of its construction, it is the enabling resources at the disposal of the 

entrepreneur that trigger action (Dimov, 2011). These could be internal and external 

sources of information and motivation that alter the initial perceptions of the entrepreneur 

(Edelman and Yli–Renko, 2010, Alvarez and Barney, 2007b, Dimov, 2011), and which I 

assume also influence the recognition and evaluation of the business idea.  

 

Prior research highlights some of the factors that influence entrepreneurs, such as their 

personal attributes including ethnicity, background, experience or the amount of 

information they possess through prior work experience, educational background, and who 

they know i.e., the knowledge they acquire through their social ties (Ardichvili et al., 2003, 

Sarasvathy, 2001, Venkataraman, Venkataraman, 1997, Zahra, 2008). Similarly, in their 

model of elements that influence opportunity, Hansen, Monllor and Shrader (2016) 

shortlisted alertness, knowledge, and willingness of the entrepreneur to scan their 

environment and utilize their social interactions, as of importance in influencing 

opportunity development (Hansen et al., 2016). Being alert, knowledgeable and willing 

includes the ability to not only identify opportunities but also evaluate changes and gather 

information to decide whether it is feasible, to pursue the given opportunity or not (Tang et 

al., 2012b). Similarly, Ardichvili, Cardozo and Ray (2003), argue for the importance of 

social ties and prior knowledge from within the same industry, as well as the level of 

optimism i.e., self-efficacy of the entrepreneur. In their systematic literature review on 

studies pertaining to entrepreneurial opportunity recognition, George, Parida, Lahti and 

Wincent (2016) found six factors that stood out in influencing opportunity recognition, 

mainly, prior knowledge, social ties, cognition/personality traits, environmental conditions, 

alertness and systematic search (George et al., 2016).  

Both intellectual and social capital positively affect the propensity of individuals to 

recognize opportunities (Ramos-Rodríguez et al., 2010). Social capital is considered to be 

important during the stage of contemplation and objectification of business ideas during 

evaluation, whereas competence comes in handy at the stage of launching the business 

(Tocher et al., 2015); hence, social ties are considered as important as the knowledge of the 

entrepreneur (Tocher et al., 2015).  
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Different exogenous factors can change the perception of the entrepreneur toward the 

feasibility and personal desirability of an action, or setting the intentions for it (Krueger Jr 

et al., 2000). In other words, I assume that there is a key connection between exogenous 

antecedents and the actual action, which in this study is the recognition and evaluation of 

the business idea during opportunity development. Credibility is a requirement for a 

behavior to be seen as desirable and feasible (Krueger Jr et al., 2000) and certain events 

can drive the credibility of an action (ibid). When talking about the desirability of a 

business idea we take into account both personal as well as extra personal impacts the idea 

can have (Krueger Jr et al., 2000), whereas perceived feasibility is explained as the degree 

to which the entrepreneurs believe in their own capability to start a business and is also 

known as self-efficacy (Krueger Jr et al., 2000). Gaining knowledge about the needs of 

consumers may allow entrepreneurs to understand the extra personal impact of their 

business idea, which makes them more prone to take action to realize the idea, since they 

also believe in its favorable outcome (Krueger Jr et al., 2000). This makes all such factors 

that help in understanding the needs of potential users in order to make decisions 

iteratively important (Ardichvili et al., 2003, Maine et al., 2015b, Sarason et al., 2006). On 

the other hand, self-efficacy is the conviction that one can successfully execute the 

required action and achieve the expected outcome (Bandura, 1977), making the action 

appear feasible (Krueger and Dickson, 1993). Perceived self-efficacy influences how the 

threats or gains associated with an opportunity are evaluated, which significantly 

influences the intention to pursue it (Krueger Jr and Dickson, 1994). Individuals with high 

entrepreneurial self-efficacy have a strong faith in their chances of success and 

consequently a stronger intention to pursue entrepreneurship (Zhao et al., 2005, Izquierdo 

and Buelens, 2011). If entrepreneurs are willing to take more risks due to high self-efficacy 

they are more prone to following through with innovative business ideas (Krueger Jr and 

Dickson, 1994). The magnitude of self-efficacy influences how persistent is the effort in 

taking action, especially in the face of challenges; hence, self-efficacy plays an important 

role during the evaluation of a decision to engage in any entrepreneurial behavior (Boyd 

and Vozikis, 1994). If a certain action is perceived as beyond the capabilities of a person, 

he or she will refrain from it (Boyd and Vozikis, 1994).  

It is also found that an entrepreneur´s self-efficacy has a positive relationship with 

perceptions about opportunity recognition (Gibbs, 2009), meaning when entrepreneurs are 

confident in their capabilities they are more likely to recognize and pursue opportunities. 

Fear-provoking thoughts about one’s own skills and capabilities can lead to lower self-

efficacy (Bandura, 1977). Therefore, how entrepreneurs frame their thinking is important 

for successfully recognizing entrepreneurial opportunities (Tumasjan and Braun, 2012). If 

they believe in the potential gains that can be achieved from a business idea they view it in 

an idealistic light, and overcome weak beliefs in their own capabilities i.e., lack of self-

efficacy (Tumasjan and Braun, 2012). Rather than feeling loss and avoiding goals they are 

more prone to recognizing innovative opportunities (Tumasjan and Braun, 2012). Since 

self-efficacy plays an important role in recognition and evaluation, it can be improved 

through past successes from personal accomplishments or by entrepreneurs seeing others 

similar to themselves successfully perform activities that may appear intimidating at first, 

giving them the motivation to make an effort (Bandura, 1977, Gibbs, 2009, Boyd and 

Vozikis, 1994). This inspiration and confidence can be gained from having a role model 

(Liñán et al., 2011). Reliance on mentors, informal industry social ties and participation in 

professional forums are three different social ties that provide valuable information along 

with personal extensive experience that facilitate opportunity recognition (Ozgen and 

Baron, 2007). Social ties can develop through professional forums including conventions, 

seminars and workshops (Ozgen and Baron, 2007).  
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Entrepreneurs attend professional forums to exchange information on recent 

developments in their fields, which increases their confidence and helps them judge the 

feasibility of business ideas (Ozgen and Baron, 2007). Additionally, self-efficacy improves 

through learning and formal education that enhances skills and capabilities, creating a 

positive impact (Liñán et al., 2011, Zhao et al., 2005). Similarly, previous entrepreneurship 

experiences are reservoirs of information, giving confidence to aspiring entrepreneurs in 

their own capabilities and consequently improving self-efficacy (Zhao et al., 2005, 

Izquierdo and Buelens, 2011). Based on this, I assume that social ties, prior work 

experience and education increase self-efficacy, which has an influence on recognition and 

evaluation of business idea and hence I select these factors to study their influence on the 

immigrant entrepreneurs chosen for this study. 

 

Additionally, if an entrepreneur is able to establish the legitimacy of a business idea, 

i.e., convince others that the opportunity is valuable/attractive, this has a positive influence 

on opportunity evaluation. Legitimization is essentially considered a social process where 

the challenge is to find key people who support the idea, or who can assist in modifying it 

to be more attractive (Nielsen et al., 2012, pg 70-71). Consequently, feedback from people 

is important in building legitimacy, making it essential for the entrepreneur to network and 

create trust among key people, which helps in accessing resources, knowledge etc. 

Additionally, legitimacy can also be built when the entrepreneur draws upon someone with 

high legitimacy such as a mentor or an advisory board or when the entrepreneur is trusted 

by a well-known organization. The evaluation process to build legitimacy is social, 

interactive, experimental and exploratory. Depending on the feedback, the entrepreneur 

reassesses, adjusts and alters the idea (Nielsen et al., 2012, pg 80-83), which is why in this 

study, I explore the role of startup events, incubators and co-working spaces as platforms 

that provide the immigrant entrepreneurs with an opportunity to build social ties.  

 

Other than the importance of chosen factors as discussed in this section and in the 

sections that will follow, I was also largely influenced by the abductive research strategy 

that I chose to collect and analyze my data. The data collected showed emerging themes 

that were in line with the chosen factors, i.e., social ties, prior work experience and 

education in opportunity development.  

 

2.3.4.1. Prior work experience and education 

 

As the discovery view argues, opportunities can come into existence due to exogenous 

shocks e.g. government policies and demographic changes, which can result in the creation 

of new knowledge or in information asymmetries among individuals (Eckhardt and Shane, 

2003). Consequently, the recognition of opportunities is dependent on the prior knowledge 

of the entrepreneur (Zahra, 2008), which creates awareness within areas that influence 

opportunity development (Corner and Ho, 2010). In this section, I explore the role of prior 

knowledge and its connection to opportunity discovery or creation. Prior knowledge can 

exist as different stocks of information acquired from past experience or volunteer work 

which influences the ability to connect unrelated events and recognize particular 

opportunities (Shane and Venkataraman, 2000a, Baron, 2006, Corner and Ho, 2010). Thus 

experience of entrepreneurs results in idiosyncratic information about an industry or 

market which they process as they actively engage in their search for recognizing different 

entrepreneurial opportunities (Eckhardt and Shane, 2003, Baron, 2006, Buchanan et al., 

1991, Kirzner, 1997a, Sarason et al., 2006).  
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Since opportunity development is based on both the discovery and creation view, I 

assume that the knowledge of an entrepreneur plays a vital role in opportunity 

development, which in turn is dependent on their acquired idiosyncratic knowledge from 

past work experiences in relation to a specific industry that they know well. Prior studies 

encourage systematic exploration and understanding of opportunities and experience 

(Corner and Ho, 2010). For instance, past experience acts as a template that helps connect 

dots, even in unrelated events, and in doing so creates an idea of how a prototype would 

look (Baron, 2006). For example, based on prior knowledge of existing consumer needs 

(Dimov, 2007b) or insights on different problems that need to be resolved, entrepreneurs 

make subsequent evaluation of suitable potential business ideas (Dimov, 2007b) that they 

can develop into promising opportunities.  

 

Since different forms of human capital are useful at different stages of the 

entrepreneurial journey, it is argued that it is also essential to have an understanding of the 

role of different situational factors in entrepreneurial learning to gain an overall 

understanding of opportunity development (Dimov, 2007b). For example, we know the 

important role of human capital, in successful entry into entrepreneurship (Davidsson and 

Honig, 2003), and how information is stored and used to pursue opportunities (Corbett, 

2005). Similarly, while specific human capital related to specialized knowledge of the 

entrepreneur is crucial for initial recognition of the business idea, similarly general human 

capital i.e., being well-informed in general knowledge is found to be useful at the 

exploitation stage when the business venture matures (Corbett, 2007). While the human 

capital perspective toward entrepreneurial opportunity creation relates to the knowledge 

already possessed by the entrepreneur, in contrast the information search perspective 

attaches importance to the role of external sources of information in opportunity 

identification (Ucbasaran et al., 2008a). Therefore, I further claim in line with previous 

research that it is crucial to understand how new knowledge is acquired in connection to 

existing knowledge that further creates knowledge asymmetries among individuals and is 

an important aspect of discovering opportunities, as one should be willing to learn and 

implement new information gained along the way (Corbett, 2007).  

 

Furthermore, while personal circumstances and experiences may help in gaining new 

insights (Bhave, 1994a) the susceptibility to creating different opportunities is not only 

dependent on the possession of knowledge but also on how it is processed over a period of 

time (Goss and Sadler‐Smith, 2018). Since the role of external sources for information is 

crucial (Ucbasaran et al., 2008a) it is safe to say that opportunity development also stems 

from various social experiences (Berglund, 2007). Hence, rather than a single idea, or 

single-person insight, entrepreneurial opportunity development is seen as a social learning 

process whereby new knowledge evolves and shapes the raw idea into a more refined 

opportunity while being influenced by various contextual and social factors (Dimov, 

2007a, Dimov, 2007b, Vogel, 2017, Ardichvili et al., 2003). This indicates to the collective 

actions of multiple actors as they bring in their own awareness and information from prior 

experience (Corner and Ho, 2010), resulting in opportunities being conceived, and socially 

constructed. Therefore, while existing intellectual human capital is important, it is also the 

access to knowledge through external social ties with other entrepreneurs that makes a 

significant difference (Ramos-Rodríguez et al., 2010). In fact, more than knowledge earned 

from prior entrepreneurial experience, it is the information asymmetries stemming from 

social ties that affect opportunity recognition (Ramos-Rodríguez et al., 2010). Social ties 

are also important during the stage of contemplation and objectification of business ideas, 

making them as important as human capital (Tocher et al., 2015). Therefore, other than 

prior work experience and education, I also explore the role of social ties in the 

development of opportunities.  
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2.3.4.2. Social ties and opportunity development  

 

In his empirical study, Corbett (2007) investigates how experiential learning interacts 

with existing knowledge to influence the discovery of opportunities, and concludes that the 

way people learn plays a crucial role in the process. Therefore, while prior knowledge is 

observed to make entrepreneurs more alert to potential opportunities, it is less useful if an 

individual is in complete isolation (Arentz et al., 2013). Business ideas do not emerge on 

their own in isolation; instead, potential entrepreneurs engage in a social process of 

discussion, reflection and interpretation (Dimov, 2007b, Sarason et al., 2006), which helps 

in shaping and refining ideas as part of opportunity development. Fletcher (2006) suggests 

that opportunities are socially constructed, taking into consideration the entrepreneur´s 

subjective knowledge, biography, class, culture, community and identity. The social 

constructionist understanding focuses on relationality rather than staying stuck between the 

division of subjective and objective views of opportunities, namely the discovery and 

creation view. This moves the opportunity development view beyond the singular 

deterministic isolated role of an individual and shifts attention to human relations in a 

social context (Fletcher, 2006). Hence, for this study I support the notion that it is not the 

private space of the individual but the socially embedded iterative process, of engaging in 

information exchange with a social community that helps resolve uncertainty about the 

idea, resulting in re-direction and re-enforcement of existing beliefs (Dimov, 2007b, 

Corner and Ho, 2010, Edelman and Yli–Renko, 2010) and making the role of social ties 

important.  

 

It is highly unlikely that the future of an opportunity is known with certainty at the 

time the business idea is conceived; hence, insights gained during the shaping of an idea 

are fragile and crucial to be considered as they can enable or constrain opportunity 

development (Dimov, 2007b). Business ideas may be considered necessary but are not 

sufficient to be developed into an opportunity. This is because an entrepreneur needs to be 

able to predict the probability that the opportunity will hold a future value, in order to be 

certain that people will be willing to use the product or service (Eckhardt and Shane, 

2003). In other words, confirmation of the idea´s commercial viability for the potential 

market is the first step in opportunity evaluation (Ardichvili et al., 2003). Hence, in order 

to interpret the relevance of a business idea, entrepreneurs engage in exploratory actions 

with third parties to create a shared understanding of the market acceptance of the idea and 

whether they need to build more credibility (Dimov, 2007b, Dimov, 2011). This is also 

called creating legitimation of the business idea, through relationships that provide set 

criteria for evaluating the value of opportunities (Sarason et al., 2006). 

 

Furthermore, individuals who brainstorm over their business ideas, looking for 

feedback, have a higher chance of finding innovative solutions, as social ties provide 

additional insights that enhance the competencies of the entrepreneur (Shepherd and 

DeTienne, 2005). The generation and refining of entrepreneurial opportunities take place at 

earlier stages of venture creation (Dimov, 2007b), and consist of different stages, namely 

preparation, incubation, evaluation and exploitation, each of which requires and makes use 

of different forms of learning and knowledge (Corbett, 2005). Knowledge of any given 

circumstances does not exist in an integrated form; in fact, it is dispersed among all the 

individuals involved in the venture (Hayek, 1945). For instance, prior research claims that 

during the evaluation of a business idea the entrepreneurs engage with their family, friends, 

or even more formal ties such as business partners, consultants, consumers, suppliers and 

advisors to share their idea in order to gain more certainty about their idea and its 

perceived feasibility before the exploitation stage (Dimov, 2007b, Krueger Jr et al., 2000).  
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Hence, more original business ideas can be generated through divergent learning by 

actively seeking out diverse information (Gielnik et al., 2012) through social ties to make 

well-informed decisions in and thereby create opportunities that are more feasible (Corbett, 

2005). Hence, it is essential to understand how knowledge is best utilized by the people 

among whom is it dispersed (Hayek, 1945). However, there is also research that argues for 

restricting information in order to achieve a more convergent focused thinking that is 

beneficial during evaluation of the feasibility of an idea (Gielnik et al., 2012). For example, 

the opinion of people of significance about any planned behavior can also significantly 

affect how the entrepreneur feels toward it (Krueger Jr et al., 2000). 

 

Due to this, empirical studies suggest taking into consideration the role of close social 

ties including family, friends, partners or mentors, as well as ties outside these connections 

that can have a significant impact on the intention of the entrepreneur (Krueger Jr et al., 

2000). Existing social ties promote active searching, e.g. external advisors increase the 

probability of success by promoting an extensive information search among entrepreneurs 

(Cooper et al., 1995). Similarly, university incubators provide a holistic approach toward 

imparting entrepreneurial knowledge and training (Marvel, 2013). In opportunity 

development, collecting information for decision-making is vital to overcome any 

deficiency and to gain insights that help understand entrepreneurial behavior (Cooper et al., 

1995). Specific information that is gathered through market research concerning consumer 

needs, competitors etc. provides an idea of current circumstances and is important for 

opportunity evaluation (Fiet, 1996). For instance, nascent entrepreneurs use systematic 

searches, choosing their information channels based on prior knowledge to reduce 

uncertainty, which results in their success in founding new firms (Patel and Fiet, 2009). 

This is greatly complemented by increasing the use of social ties, which helps them 

understand their surroundings better (Patel and Fiet, 2009).  

 

Since the success of an opportunity discovery depends on how an entrepreneur invests 

in proactive and systematic searching for a higher level of relevant information, while 

combining it with knowledge gathered from previous experiences (Ucbasaran et al., 2008a, 

Fiet, 1996), aspiring entrepreneurs need to diligently seek information about an 

opportunity (Fiet, 1996), which I argue can be done through their social ties. Since the 

business ideas of aspiring entrepreneurs come into realization when they actively engage in 

market relationships (Dimov, 2011), understanding people, spaces, and their interrelated 

meaning is important, as is an overall communal sense-making of the business idea in 

order to get a good grasp of opportunity development (Vogel, 2017). Therefore, social ties 

are an important source of knowledge and means of discussing and refining opportunities 

(George et al., 2016, Baron and Ensley, 2006), allowing entrepreneurs to reflect upon their 

thoughts before taking any action (Shane, 2012a, Sarason et al., 2006). Through this 

learning perspective, knowledge not only matters in recognizing opportunities but also 

helps when reflecting upon them as the entrepreneur continues to learn and adapt through 

the process (Corbett, 2005).  
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Chapter 3. Social ties, prior work experience and education 

in opportunity development: 

 

In this chapter, I present what is known in current literature, which helps to clearly 

define the practical importance of the issue at hand, what we know about it and similar 

topics, in order to argue for the research aim (Boer et al., 2015). I present what is known 

within each chosen factor to study opportunity development across both mainstream 

entrepreneurship literature as well as immigrant entrepreneurship research. It is one thing 

for opportunities to exist, and a matter of greater concern to understand how they are 

developed. Members of a society, have different perceptions on how different resources 

can be efficiently used for opportunity development (Kirzner, 1997a), and this diversity 

among individuals is considered the root cause of development (Bolívar-Cruz et al., 2014, 

Vinogradov and Jørgensen, 2017). Likewise, immigrant entrepreneurs with different 

backgrounds can have multiple reasons for attracting them toward entrepreneurship, as 

well as for working on a certain opportunity (Masurel and Nijkamp, 2004). To find out 

more about opportunity development by highly educated and skilled first-generation 

immigrant entrepreneurs in knowledge-intensive sectors, I attempt to delineate literature on 

chosen factors of social ties, prior work experience and education to discuss the underlying 

assumptions.  

 

3.1. Weak and strong social ties  

 

Most social ties are usually a mix of weak and strong ties (Aldrich and Dubini, 1991). 

I find it necessary to differentiate between these two in order to set limits on the nature of 

social ties discussed in this study, and also because it is important to introduce general 

concepts and what they mean for the entrepreneur (Aldrich and Dubini, 1991). The 

strength of a tie depends on the time spent developing it, the emotional intensity and the 

reciprocal services that strengthen the tie (Granovetter, 1973). Strong ties require larger 

time commitments and are made of close and stable relationships, whereas weak ties lack 

emotional investment and are cursory in nature (Granovetter, 1973). Within strong ties, 

information flows and circulates exclusively among people from the same country of 

origin, close friends and family members, whereas weak ties largely occur between 

members of other communities and groups such as government organizations, NGOs, 

private investment firms, and contacts made at conferences and workshops, incubators, and 

training institutes (Granovetter, 1973). Hence, weak ties are more likely to bridge social 

distances by connecting individuals from different groups. Hence, knowledge flows within 

them, reaching larger distances in comparison to strong ties, providing entrepreneurs with 

more chances of creating and discovering new entrepreneurial opportunities (Granovetter, 

1973, Ruef, 2002). Weak ties provide the opportunity to create mobile ties that lead to 

social cohesion, e.g. when changing jobs, not only do we change workplace but we also 

link the social ties of one organization with another (Granovetter, 1973), hence creating 

ties that are mobile and continue to multiply and be connected from place to place. This 

facilitates a smooth flow of information and ideas while preserving a sense of community, 

(Granovetter, 1973). This also helps the entrepreneur avoid the redundancy that is created 

by long standing ties with strong emotional attachments (Newbert et al., 2013).  
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Weak ties are crucial for integration into communities, whereas strong ties result in 

overall fragmentation (Granovetter, 1973). However, while weak ties can introduce new 

ways of doing business they might not foster the courage to pursue those opportunities 

(Puhakka, 2006). This is where support from strong ties consisting of family, friends, and 

neighbors in business-related matters can increase the chances of opting for 

entrepreneurship (Davidsson and Honig, 2003). Even though there is a clear distinction 

between both ties, it is important to note that weak ties are not always completely devoid 

of emotional investment. For instance, weak ties can turn into future business partnerships, 

opportunities for employment, potential future consumers and so much more (De Carolis et 

al., 2006, Fatoki, 2013). Furthermore, when the legitimacy among weak ties increases over 

time, it makes it easier for the entrepreneur to acquire necessary resources (Newbert et al., 

2013). While strong ties are seen to play an important role in the initial stages of the 

business (Kremel et al., 2014), weak ties become important as the process progresses and 

they give access to specific knowledge which is not available through strong ties 

(Davidsson and Honig, 2003). It appears that ties of different types and the resources 

derived from them are of immense importance, and result in more success for 

entrepreneurs (Newbert et al., 2013). In short, a combination of both weak and strong ties 

can open up different opportunities for business aspiration (Yeasmin and Koivurova, 

2019).  

 

For this research, I consider strong ties to consist of relationships that the immigrant 

refers to as friends, family or community members who share the same country of origin. I 

consider a community of people from the same country of origin as a closely-knit group of 

interdependent social and business ties that already exist in the host country prior to the 

immigrant entrepreneur´s arrival. Here is it important to note that while family and friends 

may belong to the same country of origin they are not considered part of such a 

community. Family includes immediate relatives consisting of siblings and parents who are 

either based back in their country of origin or in the host country or have traveled there to 

acquire higher education. Family can also include extended relatives who were already 

settled in the host country for many years and with whom the immigrants had little to no 

contact, as well as partners due to whom the immigrant moved to Sweden. Similarly, I 

consider weak ties to include formal business ties that are formed through the larger 

business community, such as specialists, that the immigrant is not related to and who exist 

outside the community of people belonging to the immigrant’s country of origin, family 

and friends. The immigrant meets them in a formal business setting, and they are facilitated 

by either employer groups, government organizations, startup competitions and networking 

events that include conferences and educational workshops, co-working spaces, incubators 

and pre-seed startup accelerators, idea foundations, and/or university-led workshops for 

entrepreneurial training purposes. Both strong and weak ties may vary in intensity for 

different individuals, e.g., one person might not be as close to their family as they are to 

acquaintances they meet through work, or friends. However, for the purposes of this study, 

the intensity of connections, emotional investment and personal attachments are not taken 

into consideration.  
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3.2. Social ties in entrepreneurial opportunity development 

 

In this section, I establish the importance of social ties in overall entrepreneurship 

opportunity literature. 

“An important way that people gain access to information is through interaction 

with other people. Therefore, one of the ways that people gain access to information 

about entrepreneurial opportunities is through their social ties”, (Shane, 2003, p.49).  

And,  

 
“entrepreneurship is inherently a networking activity”, (Aldrich and Dubini, 

1991). 

 

Opportunity development is relational, communal and a socially constructed 

phenomenon that replaces the single isolated role of the entrepreneur with a more 

relational role taking into consideration the social context (Fletcher, 2006). Social ties 

provide resources in the form of information, support and ideas, (Puhakka, 2006), where 

information can be on new business locations, potential markets for goods and services, 

sources of capital and innovations (Aldrich and Dubini, 1991). Information can be 

collected from other actors who may be part of existing ties or are sought out as their skills 

match the needs of the entrepreneur. Other studies suggest that relationships stemming 

from the residential area of the entrepreneur, or those that are formed based on human 

capital, play an important role and have a positive impact on recognizing opportunities 

(Arenius and De Clercq, 2005). For instance, information gained from social ties linked to 

prior experiences, such as work or volunteer experiences is important for the entrepreneur 

(Corner and Ho, 2010). Therefore, social ties appear to play an essential role in 

establishing a business and each stage requires a different form of ties (Greve and Salaff, 

2003). For instance, at the beginning, entrepreneurs want a safe environment to discuss 

their ideas, hence they limit discussion to close family and friends, which is why people 

who have stronger ties have a higher propensity to start a business (Davidsson and Honig, 

2003). Whereas during the planning stage entrepreneurs open up, toward the end, close to 

the launch, they go back to rely more on only strong social ties, consequently decreasing 

their networking efforts (Greve and Salaff, 2003). Therefore, different social ties are 

crucial for opportunity development (Aldrich and Dubini, 1991).  

 

Since heterogeneous ties i.e., consisting of both weak and strong are more useful than 

homogenous ties (Newbert et al., 2013) I also study the role of different ties ranging from 

close friends and family to those established through incubators, co-working spaces and 

startup events. Successful entrepreneurs take active steps to work systematically toward 

building social ties that consist of different actors that they could learn from (Aldrich and 

Dubini, 1991). Since social ties and social competence guide the entrepreneur in decision-

making by shaping their cognitive capabilities and behavior, they eventually also become 

the root source of opportunity development (Tocher et al., 2015, De Carolis and Saparito, 

2006) and a crucial part of it. Some entrepreneurs are sure about their specific business 

idea and target consumers from the beginning, whereas others may lack knowledge on how 

to get started, and in order to develop a clear understanding, they need to collectively 

gather information (Vogel, 2017), especially when this entails finding solutions to potential 

problems when the entrepreneur does not know much about the issue at hand (Puhakka, 

2006).  
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Most decisions regarding entrepreneurship are complex and require the entrepreneur to 

engage in different activities to find information from a variety of different sources 

(Arenius and De Clercq, 2005). Initially when entrepreneurs are full of uncertainty, (De 

Carolis and Saparito, 2006) they are more efficient and effective in devoting time for 

building social ties and reaching out to external key players (Aldrich and Dubini, 1991) as 

a means of acquiring information to make forecasts on future trends and to analyze their 

decisions (Puhakka, 2006). Therefore, social ties help in accessing external knowledge, 

which is essential for recognizing and developing new entrepreneurial opportunities 

(Ramos-Rodríguez et al., 2010, Tocher et al., 2015) and especially in order to reduce 

uncertainty, so that innovative and feasible ideas do not face the threat of being abandoned 

(Tocher et al., 2015).  

 

Furthermore, entrepreneurs need to impart information about their business ideas to 

potential and interested stakeholders who are considered the activators of opportunity 

development. This is because only a few ideas would make it to potential business ventures 

if the entrepreneurs did not have the right social ties to assist them at different stages 

(Tocher et al., 2015). Therefore, the quality of social ties matters more than quantity, i.e., 

knowing the right people is more important than knowing many. Only then can the 

entrepreneur gain the needed information required to fuel passion and this helps them 

envision future needs (Puhakka, 2006).  

 

Social ties consisting of both strong and weak ties significantly impact entrepreneurial 

success, as entrepreneurs derive resources from both (Davidsson and Honig, 2003, 

Newbert et al., 2013). In particular, encouragement from them is crucial during the 

incubation period of opportunity development (Davidsson and Honig, 2003). Support is 

found through different relationships, including family, friends, business contacts etc. 

(Klyver et al., 2018) which is why I study them. Prior research shows that while 

relationships provide advice that helps the entrepreneur make sound judgments concerning 

their present competition (Puhakka, 2006), they also provide much-needed emotional 

support (Puhakka, 2006). How effective this support is for the entrepreneur depends on the 

time at which it is extended during the entrepreneurial process (Klyver et al., 2018). 

Research on how emotional support and its timing affects the motivation of an 

entrepreneur shows that it is most relevant in the earlier stages, as it instigates optimism 

and passion to continue the effort by the entrepreneur (Klyver et al., 2018). This need for 

emotional support is due to the lack of confidence that entrepreneurs experience during 

testing times, where they need reassurance to continue their efforts. On the other hand, 

instrumental support that helps tackle the tangible and practical needs of the business is 

important throughout the entrepreneurial process irrespective of the stage (Klyver et al., 

2018) and not only in the initial stages.  

 

Similarly, social ties with other businessmen or business associations positively 

influences the number of opportunities that can be developed and exploited (Fuentes 

Fuentes et al., 2010). It is important to actively maintain and develop formal business 

social ties as these provide strength, and assist in achieving the first sales while earning 

profit in the long run (Davidsson and Honig, 2003). For example, connections with other 

entrepreneurs and their extended social ties help mobilize available resources that also help 

entrepreneurs gain confidence and certainty in their plans, which has a positive impact on 

entrepreneurial opportunity recognition (Ramos-Rodríguez et al., 2010, Aldrich and 

Dubini, 1991).  
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Similarly, shared codes and languages within a group of formal business social ties 

positively affect the entrepreneur´s confidence, as they provide crucial emotional support 

during the tough times faced when setting up a new business that requires time, money and 

resources (De Carolis and Saparito, 2006). Furthermore, the acquired trust is necessary for 

successful business transactions (Aldrich and Dubini, 1991). However, all these studies 

show the impact of social ties on the exploitation of successful business ventures, rather 

than opportunity development, hence more research is needed to study the influence of 

formal business social ties on opportunity development specifically.  

 

Since, the focus here is on first-generation highly educated and skilled immigrant 

entrepreneurs in knowledge-intensive sectors, which include high-technology ventures, I 

refer to Zahra (2008) who draws attention to communication and exchange in the context 

of a technological firm. Employees in such firms are trained to improve their knowledge of 

existing technologies in order to connect unrelated dots in a meaningful manner to develop 

innovative entrepreneurial opportunities. Most of these employees are engineers who do 

not possess business acumen, and hence are trained by business mentors and coaches on 

how to pitch their ideas (Zahra, 2008) or strengthen their relationships with managers, and 

entrepreneurial associations (Fuentes Fuentes et al., 2010). This is necessary to help these 

employees adopt effective communication to sell their ideas to senior management. 

Similarly, immigrant entrepreneurs developing opportunities in knowledge-intensive 

sectors are often highly technical professionals and have complementary educational 

backgrounds, which does not mean they are also have the business acumen that is needed 

to develop their business ideas into opportunities. Research shows incubators provide a 

supportive environment for entrepreneurs who are exploiting new opportunities, as they 

trigger and motivate them to act (Cooper and Park, 2008). They shape the entrepreneur´s 

experience by exposing them to technical and commercial aspects of their businesses and 

in doing so help them gain a better understanding of the applicability of their business in 

the market (Cooper and Park, 2008).  

 

However, while incubators are useful, research also shows that assistant agencies that 

attempt to help set up small businesses often fail to meet set expectations as they do not 

yield any benefit for the incubation period of a new business venture (Davidsson and 

Honig, 2003). In conclusion, social ties are observed to enhance the opportunity 

recognition process for entrepreneurs (Puhakka, 2006). However, the research discussed is 

related to social ties within the general field of entrepreneurs in Western countries, and 

only a few studies examine their role at different stages of opportunity development 

(Tocher et al., 2015) specifically recognition and evaluation for immigrants. In the next 

sections I explore and delineate existing literature on how immigrant entrepreneurs use 

social ties during opportunity development. 

 

3.3. Social ties for immigrant entrepreneurs 

 

Social ties are actual or potential resources that are established based on the norms of 

trust, obligation, and reciprocity (Light and Gold, 2000; Portes, 1995; Portes and 

Sensenbrenner, 1993), and the rate at which entrepreneurs access learning resources is 

dependent on the efforts they make toward building these social ties (Gielnik et al., 2012, 

Von Hippel, 1994b, Von Hippel, 1994a).  

  



 42 

 

Similarly, I agree that social ties determine the types of opportunities and learning 

resources that are at the disposal of immigrants to benefit from (Hedberg and Pettersson, 

2012), therefore the ability of immigrants to build social ties increases their propensity 

toward entrepreneurship (Chukuakadibia, 2018). However, building social ties can be a 

time-consuming process, especially for an immigrant who can face deterrents such as a 

dearth of knowledge about the local language and culture (Clydesdale, 2008), which may 

affect their confidence in approaching natives or the right people for help.  

Despite this, since opportunities arise from meaningful human interactions in which 

knowledge is exchanged through a shared language understood by all the actors involved 

(Berger and Luckmann, 1991), it is therefore imperative for the immigrant entrepreneur to 

build social ties. The type of social ties utilized by immigrants may be different compared 

to other small businesses (Deakins et al., 2007). I argue that an immigrant entrepreneur 

may have multiple social ties from within their community of people from their country of 

origin as well as from the host country’s social and cultural context. These ties are said to 

be different from those of the native entrepreneurs belonging to the host country (Vadnjal, 

2014). Therefore, a wide range of social ties serve as a source of inspiration for immigrants 

who seek information to explore new opportunities (Aldrich and Zimmer, 1986). While 

research has established this importance, it also highlights the difficulty immigrants face in 

developing these ties, due to which additional work is needed to better understand the role 

of social ties specifically in regard to opportunity development (Tocher et al., 2015) within 

immigrant entrepreneurship.  

In the following sections, I explore existing literature on different social ties and their 

role within immigrant entrepreneurship in order to structure current studies to clarify what 

we know so far.  

3.3.1. Importance of strong ties in opportunity development by immigrant 

entrepreneurs 

 

From among strong social ties, the crucial enabling role, especially at the initial stages 

of a business, played by communities of people from the same country of origin for 

immigrant entrepreneurs who work within the traditional sector has been well established, 

(Sirkeci and Zeren, 2018, Guercini et al., 2017a, Sequeira and Rasheed, 2006, Minto-Coy, 

2019). Relationships stemming from such communities serve as prospective sources of 

financial and moral support, business advice, as well as training grounds since immigrants 

often work for other immigrants running businesses before they start their own (In-Jin, 

1995, Minto-Coy, 2019, Guercini et al., 2017a). The current literature on immigrant 

entrepreneurship has established the importance of strong ties but contrasting views on 

them exist, such as how they either enable or hinder the immigrant entrepreneurs.  

3.3.1.1. How communities from the same country of origin enable 

immigrant entrepreneurs 

 

Previous research has established multiple purposes of communities from the same 

country of origin for immigrant entrepreneurs. For instance, nostalgic community members 

who long for their roots, want to consume more ethnic products, which consequently 

increases the demand for businesses set up by fellow immigrants (Sirkeci and Zeren, 

2018), thereby assisting immigrants secure and establish their base in the host country, by 

creating a niche, for ethnic products.  
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This in turn helps to mobilize immigrant entrepreneurs and protects their political 

interests (Thomas and Ong, 2015). Resources such as financial support, and access to 

business expertise from experienced entrepreneurial immigrants fulfills the needs of 

immigrants who wish to start their own businesses within the communities (Sirkeci and 

Zeren, 2018, Paerregaard, 2018).  

For example, aspiring immigrant entrepreneurs have the chance to work for existing 

businesses that cater to the needs of the community, and simultaneously receive training 

that enhances their business acumen, prior to starting their own businesses (Fray, 2013, 

Iyer and Shapiro, 1999, Sequeira and Rasheed, 2006). Similarly, the older generation of 

well-established immigrant entrepreneurs also act as angel investors, and mentors 

(Saxenian, 2002). The dependence of immigrants on such communities is further 

motivated due to their shared identity, language, cultural proximity, and an overall 

understanding with other members (Paul and Gerard, 2016, Paerregaard, 2018), resulting 

in social cohesion and intimate relationships built based on trust (Granovetter, 1985) and 

serving as a solution to social exclusion in the host society. Strong ties provide resources 

that connections with local natives from the host country cannot match, hence increasing 

the tendency of immigrants to seek self-employment (Andersson and Hammarstedt, 2015). 

Hence, I establish, based on prior research, that the security promised by a community of 

people belonging to the same country of origin is beneficial for disadvantaged immigrants, 

who suffer due to lack of business acumen and knowledge of the host market. However, 

this does not show us anything regarding the role of immigrants that develop opportunities 

outside the traditional sector, away from the community. However, it is not only the low-

skilled or less knowledgeable disadvantaged immigrants who utilize social ties from their 

country of origin; there are also immigrants with prior entrepreneurial experience and 

knowledge, who also wish to be more active in such communities (Basu and Virick, 2015).  

Nevertheless, further research is needed to confirm if the role of such communities 

also holds true for first-generation highly educated and skilled immigrant entrepreneurs in 

knowledge-intensive sectors, especially in opportunity development. The findings so far 

appear to either neglect this topic or appear inconclusive and vague.  

3.3.1.2. How communities from the same country of origin hinder 

immigrant entrepreneurs  

 

While communities that consist of members from the same country of origin offer all 

the aforementioned benefits, they are also seen as a hindrance, as they result in the 

saturation of ethnic businesses. This creates immense competition among immigrants to 

win the same consumer base (Andersson and Hammarstedt, 2015). Moreover, even though 

these communities promise security and a variety of benefits, they simultaneously cut 

immigrants off from the mainstream market, with their limited point of view, which 

becomes crippling for the growth of immigrants’ business and stagnates potential 

innovation (Ley, 2006). For instance, in Vancouver a group of immigrant entrepreneurs 

began educating themselves about business and marketing in their own mother tongue, 

which limited their growth potential eventually leading to business downfall and 

unsatisfactory outcomes (Ley, 2006).  
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Similarly, while these communities, provide security in the form of social acceptance 

and better status among themselves, at the same time, some groups of immigrants struggle 

to gain trust, encouragement and support within such communities (Matricano and 

Sorrentino, 2014, Jones-Evans et al., 2011). For instance, there is a risk that younger 

immigrants may leave the community to start businesses elsewhere, while female 

immigrant entrepreneurs are even less prone to get access to funding from within the 

community, since, due to certain beliefs, other members do not trust that they will succeed 

and be able to contribute back (Jones-Evans et al., 2011, Matricano and Sorrentino, 2014).  

 

While these studies suggest the negative aspect of such social community ties they do 

not represent immigrants who come to Sweden with a pre-immigration intention to become 

entrepreneurs, and who have enough human and financial capital to independently set up 

their businesses (Marger, 2001b). Therefore, more research is required to explore the role 

of such communities for highly educated and skilled immigrants developing opportunities 

in knowledge-intensive sectors. Furthermore, while some studies do not support the role of 

such communities, others show the important role of family and friends who may belong to 

the same country of origin but who are not part of any such community. Immigrants 

receive emotional support and motivation from close family and friends, which in 

combination with high human capital is enough for them to bypass taking part in a 

community while embarking on independent business trajectories (Marger, 2001b, Marger, 

2001a). Similarly, a foreign spouse from the host country positively affects entrepreneurial 

activities, (Williams and Krasniqi, 2018), by increasing the chances of the immigrant 

opting for entrepreneurship and decreasing their chances of quitting it (Hjerm, 2004, Block 

and Sandner, 2009). In the next section, I explore current literature on the role of family 

and friends for immigrant entrepreneurs.  

3.3.1.3. Role of family and/or friends in opportunity development by 

immigrant entrepreneurs  

 

A large number of social ties consist of family who in fact are found to be present at 

every stage of the entrepreneurial journey (Greve and Salaff, 2003, Klyver et al., 2018). 

Studies show immigrants in Sweden rely heavily on family resources to enter 

entrepreneurship, e.g. living close to family, lowers the chances of quitting 

entrepreneurship to enter paid employment by the immigrant (Bird and Wennberg, 2016), 

and female immigrant entrepreneurs rely on family ties for basic daily decisions.  

This could arguably also be the case for non-immigrant female entrepreneurs; however 

what sets the two apart are the poor labor market prospects for minority female 

entrepreneurs in contrast to native female entrepreneurs (Collins and Low, 2010). There 

are three crucial sources of motivation due to family that help immigrants set up and 

launch a business, namely, family duty, family trust and family support. Family duty is the 

sense of responsibility toward family that is fulfilled by initiating their own entrepreneurial 

process, which is further sustained by the trust and support of family members 

(Evansluong and Ramírez-Pasillas, 2019). Being close to reliable family members 

improves overall economic decisions made by the immigrant before, during and after 

migration. These decisions may include their choices regarding the place of settlement, 

adaptation and so forth, which also indirectly affect the nature of the businesses 

(Evansluong and Ramírez-Pasillas, 2019). The closer proximity results in better 

interpersonal communication, and exchange of feedback, which increases the chances of 

recognizing potentially good entrepreneurial opportunities (Bird and Wennberg, 2016).  
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Hence, I assume that the family´s presence plays a crucial role in opportunity 

recognition by an immigrant entrepreneur. In many cases, families also provide emotional 

support as they understand the struggles of the immigrants and do not abandon them, 

which consequently stimulates their entrepreneurial activity (Evansluong and Ramírez-

Pasillas, 2019, Eimermann and Karlsson, 2018a) rather than stifling it. The dense network 

of family and friends provides financial support, business advice and employment, way 

before the actual immigration takes place (Vadnjal, 2014).  

Likewise, some studies confirm that having self-employed parents, and the marital 

status of the entrepreneur can predict who enters entrepreneurship, while others state that 

having entrepreneurial parents does not influence the exploitation of opportunities (Fuentes 

Fuentes et al., 2010). Therefore, while family ties provide new ideas, they can also limit 

innovation in some cases (Bagwell, 2008). For instance, even though immigrants can ease 

their immigration process by uniting with family living in the host country to honor family 

values by working for the family business, this also means that out of respect for elders, 

they avoid looking for support from other social ties (Vadnjal, 2014). This can ultimately 

also cut them off from new ideas. However, these studies are conducted on immigrant 

entrepreneurs in traditional businesses, or immigrants and refugees who settle in rural areas 

setting up businesses to fulfill the needs of only those people who are from the same 

country of origin. These studies do not address the impact of these ties on highly educated 

and skilled first-generation immigrants who do not arrive in Sweden through existing 

familial networks or depend on them. Hence, additional research is required to understand 

the role of family and friends within a different context, as well as to confirm if previous 

findings on different groups of immigrants apply to the informants chosen for this study. 

While prior research observes the importance of strong ties for disadvantaged 

immigrants in traditional sectors, it is limited in scope and falls short of studying 

immigrant-owned businesses that cater to the mainstream market (Arrighetti et al., 2014). 

Strong ties are important at both the beginning of a business as well as during the 

operations stage of business creation (Guercini et al., 2017b). Since the nature of the 

business impacts the type of social ties utilized (Mayer et al., 2015), immigrant 

entrepreneurs that cater to the mainstream knowledge-intensive sector may also utilize 

strong ties, which is important to explore further and is the aim of this research.  

3.3.2. Importance of weak ties in opportunity development for immigrant 

entrepreneurs  

 

Social ties can be as personal as the ones discussed in the previous sections or they can 

be business contacts that are important in helping the entrepreneur acquire resources that 

are generally expensive to access through personal means. However, as discussed 

previously, social ties consisting of people from the same country of origin, tend to prevent 

immigrant entrepreneurs from broadening their contacts, consequently hindering their 

long-term growth (Clarke and Chandra, 2011). If strong ties are fundamental for 

development at the initial startup stage (Sequeira and Rasheed, 2006) they are also 

observed to create constraints in the later stages for immigrants whose aspirations may be 

different than immigrants who only start businesses in the traditional sector. Hence, while 

certain strong ties can restrict ambition, weaker ties can help build important connections 

with institutional resources (Deakins et al., 2007). Furthermore, immigrants who lack 

strong ties due to absence or distance from communities of the same country of origin, or 

who are more growth-oriented rely instead on weak ties to grow their businesses 

horizontally into the mainstream market (Sequeira and Rasheed, 2006).  



 46 

Therefore, in the absence of strong ties, immigrants often seek business ties (Bouk et 

al., 2013), which makes weak ties imperative for the immigrant entrepreneur venturing 

outside traditional sectors. Furthermore, being based in a metropolitan area increases the 

chance of being entrepreneurial as they gain access to resources that improve the chances 

of starting business in knowledge-intensive sectors, whereas social ties belonging to 

communities of the same country of origin negatively affect immigrants, causing them to 

start businesses in low threshold sectors (Kazlou and Urban, 2023). Immigrants usually 

build social ties by either engaging with their community or with general members of the 

larger business community, or by approaching specialists, such as the local chamber of 

commerce for guidance on specific business matters (Thai et al., 2013). Groups consisting 

of different social ties maximize the overall innovative capacity of the firms (Martínez-

Pérez and Beauchesne, 2018).  

 

For instance, formal business ties provide immigrants with consumers, suppliers, and 

insights into enhancing the quality of the product (Guercini et al., 2017b) and also guide 

immigrants to make smarter business decisions in a new business setting (Yazdanfar et al., 

2015). Similarly, mentorship programs grant immigrants the opportunity to interact with 

the local community, expanding their social ties to include native connections, and also 

helping them to become more integrated into the host society (Evansluong et al., 2019). 

Even though the significance associated with weak formal business ties is established, 

there still appears to be a lack of studies that address their impact in relation to opportunity 

development (Thai et al., 2013, Guercini et al., 2017b). The limited research that does 

exist, reports fragmented results. In the next section, I explore research that reflects on the 

influence of formal business ties on immigrant entrepreneurs, in order to delineate the 

current literature to see how it connects their role to opportunity development in immigrant 

entrepreneurship. 

3.3.2.1. Role of formal business social ties for immigrant entrepreneurs 

 

Business networking platforms, such as co-working spaces, incubators, pre-seed 

startup accelerators, university-led workshops and startup competitions, and networking 

events all sound familiar since they are popular in the modern day and age, especially in all 

major capital cities of the world where governments invest to keep startup communities 

active and thriving.  

However, building these formal business ties takes more effort and time in a new 

country for an immigrant who needs to integrate first (Yazdanfar et al., 2015). While 

immigrants who have access to business ties are observed to experience a positive impact 

on their confidence and skills (Thai et al., 2013), their ethnicity can have a negative impact 

on the way they can utilize mainstream business ties (Kremel et al., 2014). Moreover, 

immigrants who are less educated are even less prone to approach business social ties due 

to a lack of self-confidence (Yazdanfar et al., 2015). Hence, they are mostly left unsatisfied 

with regard to their needs for strategic or operational business advice to reach their goals 

(Kremel, 2016). This difficulty of accessing or fully utilizing formal business ties, can 

make it difficult for those who want to overcome their liability of foreignness, fear of 

bankruptcy, fear of the unknown and general information on how to start their businesses 

(Raijman, 2001, Yazdanfar et al., 2015). 
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Those who are able to access such weak ties through various platforms are more 

content and satisfied e.g., with the standard of education they receive through development 

programs, consisting of well-planned workshops (Abbasian and Yazdanfar, 2015). 

However, current studies on the role of business ties focus on immigrants based in the 

traditional sector, and how they make sense of their transforming surroundings, which in 

turn affects their embeddedness in different social ties (Bisignano and El-Anis, 2018). This 

means these studies explore the impact of development programs for immigrants who cater 

to their own communities from the same country of origin. Likewise, other studies explore 

the role of privately outsourced services such as advisory consultancy services from private 

accounting firms or local public support offices (Kremel, 2016). However, these 

connections do not include the weak ties that constitute formal business ties discussed in 

this study. Therefore, these findings focus on groups of immigrants that are neither highly 

skilled nor developing opportunities in knowledge-intensive sectors. Similarly, while less 

educated immigrants are less prone to approach mainstream social ties due to a lack of 

confidence (Yazdanfar et al., 2015), I assume this may not apply to the immigrants 

selected for this research study, as highly educated immigrants with prior work experience 

may have received training in networking skills with a diverse group, which does not 

create any confidence concerns. Therefore, while prior research on business ties exists, we 

cannot apply the findings directly to immigrants within another context and who belong to 

another group. Therefore, future research should examine how the wider support 

community such as incubators and small business development centers can help highly 

skilled and educated entrepreneurs (Tocher et al., 2015). A summary of the literature 

discussed in relation to strong and weak ties is depicted in table 3.1. below.  
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Table 3. 1 Role of strong and weak ties for immigrants working in traditional sectors 

 

  

 

Advantaged of Strong ties 

 

• Especially play an important role in initial stages of 

the business 

• Increase chances of opting for entrepreneurship 

• Improve entrepreneurial tendencies, due to 

availability of resources that are not available from 

local people. 

• Intimate trustworthy relationships 

• Moral support/emotional support of 

family/friends/co-ethnics 

• Escape from social exclusion 

• Prospective financial resource  

• Access to shared business expertise/advice from co-

ethnic enclave, family and friends 

• A spouse from the host country has a positive 

influence 

• A foreign spouse motivates one to persevere and not 

quit 

• Gain business acumen of host country from more 

aware co-ethnics  

• Help establish base in host country 

• Create an ethnic niche/realize business in a co-ethnic 

enclave 

• Shared understanding of co-ethnic clients 

• Prior to starting business, get hands-on training while 

working at co-ethnic businesses. 

• Motivated to meet family responsibility   

• Close/reliable family ties help with making better 

economic decisions & recognizing potential business 

ideas 

• Close family ties lower chances of quitting 

entrepreneurship 

• Join family business to honor family values 

• Pre-immigration entrepreneurial intentions to unite & 

earn together with family 

• Provide security to avoid early business failure 

• Older co-ethnics invest and mentor 

• Female immigrant entrepreneurs depend on family 

for daily decisions/ family´s role in crucial decisions 

• Access to cheap labor 

 

Advantages of Weak social ties  

 

• Important as the process progresses and give 

access to specific knowledge 

• Weak ties can turn to strong ties 

• Information more likely to flow through 

weak ties/Knowledge reaches larger 

distances 

• Diverse feedback results in business 

diversification 

• Create mobile ties from past workplace 

• Help avoid redundancy 

• Help boost business in mainstream market 

• Maximize overall innovative capacity 

• Access to expensive yet necessary 

institutional resources 

• Mentors help in making local connections 

• Development programs are educational 

• More global firms rely on weak ties 

• Immigrants with high human & financial 

capital rely more on weak ties 

• Assist in smarter decisions 

• Provided opportunities to learn & better 

integrate into host society 

• Help overcome, liability of foreignness, fear 

of bankruptcy, fear of unknown 

• Participation in business networks has a 

positive impact on confidence and skills 

• Rely on weak ties due to pre-immigration 

entrepreneurial intentions  

• Access to consumers and suppliers 

• Consumer and supplier insights used for 

quality enhancement 

• Source of aspiration 

Role of strong and weak ties for immigrant entrepreneurs 

Issues concerning Strong social ties  

 

• Co-ethnic ties tend to cut off from mainstream 

markets 

• Co-ethnics and family stagnate potential growth 

and innovation 

• Saturated co-ethnic businesses 

• Difficult to gain trust of co-ethnics for some 

groups of vulnerable individuals 

• Biased support offered to selected few who show 

promise of never abandoning the co-ethnic 

community 

• Involving family can be tricky 

Issues concerning Weak social ties  

 

• Found to be absent during initial 

stages of business 

• Time-consuming to build 

• Do not consider weak ties due to 

lack of confidence 

• Ethnicity has a negative impact 

on how they can be 

utilized/makes it difficult to 

approach and build networks 
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3.4. Prior experience and education in entrepreneurial opportunity 

development 

 

The attractiveness of an opportunity is based on its future potential, and how relatable 

it is to existing resources, specifically the human capital of the entrepreneur (Haynie et al., 

2009, Fiet, 1996, Corbett, 2007). In other words, entrepreneurs explore and exploit 

opportunities based on their knowledge from prior experience (Shane and Venkataraman, 

2000a). Human capital can be general knowledge acquired from education or it can be 

more specific knowledge from prior business experience, skills learned in job training or 

self-perceived capabilities such as managerial capabilities (Ucbasaran et al., 2008a, 

Marvel, 2013). The knowledge gained can be scientific i.e., specific in nature, which is 

steady, reliable and often mastered by the experts who study it in depth, or it can be 

dispersed, i.e., general information, which is based on the subjective perception and is 

acquired by an individual through experience (Hayek, 1945) and is not equally accessible 

to everyone at the same time (Kirzner, 1997a). I understand scientific knowledge to be 

what an entrepreneur gathers through formal higher education from educational institutes 

e.g., a master’s degree, a doctorate, or skills learned in job training, whereas dispersed 

knowledge is what we gather from our daily lives, through our experiences and social 

interactions, which is why it is dispersed. I consider that not only are these two forms 

important but so are their sources, i.e., prior work and education in opportunity 

development.  

While it is true that information can be transferred from one person to another, and 

learned through shared experiences and observations (Brown and Duguid, 2001) the 

interpretation of that information is left to each individual. Furthermore, if different life 

experiences are taken into account it makes each individual´s subjective learning styles, 

perceptions of their surroundings and knowledge influence how alert they are to 

entrepreneurial opportunities (Arentz et al., 2013). Therefore, even if two individuals get 

exposed to the same information, the way they perceive and implement it is never going to 

be the same (Korsgaard et al., 2016a, Venkataraman, 1997) and for these reasons, this 

research considers opportunity development to be influenced by the subjective 

idiosyncratic work experiences as well as the education of the entrepreneur.  

Different sources of knowledge that enhance entrepreneurs´ expertise can assist them 

in their opportunity development (Casson and Wadeson, 2007, Zahra, 2008, Maine et al., 

2015b, Bhave, 1994b, Bhave, 1994a). For instance, the more previous experience the 

entrepreneur has with business, the greater the propensity to exploit opportunities (Fuentes 

Fuentes et al., 2010), since prior knowledge on how to serve markets according to 

consumer needs increases the propensity to discover opportunities (Arentz et al., 2013). 

Moreover, the high confidence of experienced entrepreneurs leads them to seek less 

information while inexperienced individuals who are new to entrepreneurship search for 

more information (Cooper et al., 1995). Prior knowledge magnifies the awareness of an 

entrepreneur of their surroundings (Prandelli et al., 2016, Zahra, 2008), especially changes 

that are connected to their personal experiences (Arentz et al., 2013), which makes them 

capable of predicting and understanding external shocks and the consequent changes that 

can result in new demands and needs. Similarly, entrepreneurs with knowledge about the 

needs of their target consumers are more aware of potential innovative opportunities, and 

can evaluate their credibility better (Shepherd and DeTienne, 2005, Tang et al., 2012b). 

Specific knowledge about the market or industry in which the entrepreneurs create 

opportunities is important (Shane and Venkataraman, 2000a), and I assume it is attained 

from prior work experience and education.  
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Some researchers argue that specific human capital plays a more significant role than 

general human capital (Ucbasaran et al., 2008a, Corbett, 2007); others confirm that both 

general and specific human capital are important for recognizing an opportunity (Marvel, 

2013). For instance, entrepreneurs spend considerable time evaluating the value of an 

opportunity prior to exploitation (Ucbasaran et al., 2008a). However, it is not only prior 

knowledge that is important in directing the attention of the entrepreneur to recognize 

opportunities of a certain nature (Arentz et al., 2013). Opportunity development in itself is 

a learning process, where an entrepreneur uses and builds upon his or her existing 

knowledge (Dimov, 2007b). Hence, while initial ideas regarding the entrepreneurial 

opportunity may be based on specific pre-existing knowledge, (Maine et al., 2015b) they 

are further refined and their meaning re-interpreted with the support of different 

complementary sources (Dimov, 2007b). Consequently, the knowledge entrepreneurs gain 

from both past and present experiences influences their ability to recognize and develop a 

business idea into an opportunity (Cooper and Park, 2008, Arentz et al., 2013). This makes  

it important to understand the relationship between both specific and general human capital 

and their role in opportunity recognition (Ucbasaran et al., 2008a, Marvel, 2013). 

 

Human capital consists of the sum of prior knowledge from all experiences collected 

over time (Arentz et al., 2013), including the stocks or reservoir of information obtained 

from education, or skills learned from prior entrepreneurial experience, and not only 

current work status (Ramos-Rodríguez et al., 2010, Davidsson and Honig, 2003, Fuentes 

Fuentes et al., 2010, Ko and Butler, 2006, Fiet, 1996, Marvel, 2013), hence future research 

can include broader professional experience and its influence instead of only focusing on 

the immediate workplace (Arenius and De Clercq, 2005). In order to achieve this, we need 

a broad overview of the entrepreneur´s career history, present experience and the 

environment in which they work to understand the collective impact of the sources of their 

knowledge on opportunity recognition (Cooper and Park, 2008) and evaluation (Haynie et 

al., 2009). However, it is difficult to test all-encompassing knowledge, so it is important 

for the sake of an empirical study to set boundaries on the nature of knowledge (Arentz et 

al., 2013). For this reason, I selected prior knowledge gained from previous work 

experience, including prior industry jobs or entrepreneurial ventures as well as knowledge 

gained through higher education, to study opportunity development by the immigrants 

selected for this study.  

 

Tacit knowledge gained and earned from prior work experience and startup experience 

is more useful for recognizing opportunities (Davidsson and Honig, 2003). Business 

ownership experience or managerial and entrepreneurial capabilities result in more 

opportunities that can be recognized as well as exploited (Ucbasaran et al., 2008a). 

Similarly, individuals who have past work or entrepreneurial experience of creating 

products or services in a particular field are more aware of how they need to package a 

satisfying offer for their clients, and hence will engage in intensive and focused search, to 

gather new information and to find improved solutions (Marvel, 2013, Cooper et al., 1995). 

Some studies show that the relationship between prior knowledge and opportunity 

recognition is stronger for high technology entrepreneurs (Ko and Butler, 2006), as they 

are deeply embedded in the industry, and can gather specific information to offer 

innovative products within the domain of the recognized opportunity (Ko and Butler, 2006, 

Dimov, 2007b). However, ideas for opportunities can occur in different contexts and can 

be influenced by different sources of insight (Dimov, 2007b).  
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To gather insights that are unique and out of the box, the entrepreneur needs to gain 

multiple perspectives that help harness domain-specific knowledge (Dimov, 2007b), 

whereas when it comes to gaining insights that are driven by logical thinking there is a 

need for a disciplined learning approach (Dimov, 2007b). Gathering insights into 

entrepreneurship is linked to the previous and current work experiences of the entrepreneur 

as well as the relationships formed outside the workplace (Aldrich and Dubini, 1991). The 

technical skills earned from work experience appear to reduce risk when pursuing an 

opportunity, hence entrepreneurs with technical backgrounds exploit more opportunities 

(Ucbasaran et al., 2008a). For those who lack these skills and expertise, they can 

compensate for their shortcomings by attracting team members with the necessary skills 

(Ucbasaran et al., 2008a). For instance, it is seen that entrepreneurs often team up with 

previous colleagues, to exploit their accumulated social ties from past workplaces (Cooper 

and Park, 2008) i.e., their workplace or the working environment is conducive to 

developing contacts that help them with opportunity recognition (Arenius and De Clercq, 

2005). Workplaces also help entrepreneurs gain a higher level of awareness and knowledge 

about the market and consumers (Cooper and Park, 2008), or access more knowledge that 

can eventually increase their confidence (Ucbasaran et al., 2008a). Most business ideas are 

established in or are connected to the same sector as where the entrepreneurs worked 

previously (Cooper and Park, 2008).  

 

While prior knowledge and information asymmetries are important, they are not the 

only conditions required to develop opportunities (Dimov, 2007b) since the probability of 

acting on an opportunity also depends on the learning styles of the entrepreneur (Dimov, 

2007b), which may in turn be affected by the situation in which the opportunity and 

entrepreneur exists. Therefore, while entrepreneurs who gather information systematically, 

may have more chances to recognize opportunities, this does not mean they will also 

pursue those opportunities. On the other hand, entrepreneurs who already possess 

information from personal, professional and business social ties do not necessarily 

recognize more opportunities (Ucbasaran et al., 2008a). Therefore, in order to understand 

how some people act upon their ideas or insights rather than sleep on them, it is important 

to understand the role of learning and the intention to learn in a given situation to further 

explore ideas (Dimov, 2007b). People with higher levels of education are more likely to 

recognize entrepreneurial opportunities (Arenius and De Clercq, 2005, Ucbasaran et al., 

2008b). Notably, higher education provides entrepreneurs with a better understanding of 

opportunity development in high-technology companies (Marvel, 2013). It has been shown 

that entrepreneurs who felt the need to search more for opportunities also tended to be less 

educated, while those who did not feel the need to search had higher levels of education 

such as master’s degrees or even doctorates (Marvel, 2013). The knowledge and expertise 

needed to start a high-technology firm comes from years of education and work experience 

in a variety of environments (Cooper and Park, 2008). However, human capital is not only 

university education but also specialized training courses that are not part of traditional 

educational structures (Davidsson and Honig, 2003). For instance, individuals can increase 

their knowledge through education from university or through work experience and more 

specialized adult education (Davidsson and Honig, 2003).  
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Research also shows that students with higher education are more prone toward 

entrepreneurship. Simultaneously, prior research recommends that both established and 

new immigrant entrepreneurs should be provided with housing closer to entrepreneurship 

hubs, and business incubators, in order to introduce them to education programs in addition 

to collaboration with municipality. By doing so not only does it improve their overall 

human capital but in the long run serves as a source of aspiration for more immigrant 

entrepreneurs (Kazlou and Urban, 2023). This is why I included education received from 

but not restricted to an educational institute as well as through platforms that arrange 

training sessions such as incubators, co-working spaces and startup events. It has been 

observed that business education plays an important role in the early stages of 

entrepreneurship, whereas other means of additional business learning along the way help 

to improve entrepreneurial activity (Davidsson and Honig, 2003).  

 

For instance, the credibility of a business idea is evaluated based on its potential to be 

monetarily profitable, taking account of the risks associated with it if it is exploited and 

turns out to be redundant (Fiet, 1996). This threat or weakness regarding the business idea 

can be confirmed through additional information (Ucbasaran et al., 2008a). Hence, both 

prior education and new information allow entrepreneurs to make an informed assessment 

of the business idea, as well as make educated investments and suitable adjustments to 

develop profitable business ventures (Tang et al., 2012b, Fiet, 1996). Entrepreneurs can 

also acquire further training to scan and search the environment unsystematically or 

systematically for information to evaluate the commercial credibility of the business idea 

(Tang et al., 2012b, Marvel, 2013).  

 

Although prior research can predict that knowledge is essential for opportunity 

recognition it is not sufficient for showing the influence different sources of knowledge 

can have in the early stages of opportunity development i.e., during the recognition and 

evaluation of business ideas. Hence, while knowledge is important we are still unable to 

discern the reason for the effect it has on opportunity development (Davidsson and Honig, 

2003). Most prior research has focused on factors that affect the exploitation of 

opportunities (Arentz et al., 2013) instead of recognition and evaluation of the idea. Little 

is known about how individuals wishing to start new businesses can make use of their 

knowledge or expertise (Marvel, 2013), and little evidence exists that connects human 

capital with the discovery of opportunities based on systematic searches (Marvel, 2013). 

Although a body of conceptual and empirical work deals explicitly with the relationship 

between prior knowledge and opportunity recognition (Ko and Butler, 2006), additional 

work is needed to determine and reflect upon the way prior knowledge influences 

opportunity development. Some researchers recommend future studies to explore the role 

of experience in determining the potential an entrepreneur perceives in an opportunity 

(Haynie et al., 2009). In the next section, I explore existing literature, no matter how 

limited it is, on the role of prior knowledge within immigrant entrepreneurship.  
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3.4.1. Role of prior knowledge for immigrant entrepreneurs 

 

A person’s behavior is in part determined by their mental programming, which is 

influenced by their past, and hence actions can only be understood backward, by looking at 

the past of a person (Guiso et al., 2006). Even though it is assumed that immigrants lack 

knowledge of their host country, this does not mean that their knowledge is only limited to 

their own country of origin.  

According to Sirkeci and Zeren (2018) immigrant entrepreneurs are armed with 

knowledge and experience from both their country of origin and country of residence. 

Individuals are supposedly programmed by the places where they have existed i.e., where 

they have grown up, lived or visited and collected life experiences. These places could 

include their close community, family ties, the neighborhood in which they grew up, 

school, youth groups, and previous workplaces. The experiences  range from ordinary 

everyday life routines and practices to actions that are specially taken to refine and civilize 

a person (Hofstede et al., 2005). Hence, knowledge is learned, unlearned, and can be 

enhanced and altered through conscious efforts (Ibid), resulting in a diverse knowledge 

reservoir (Chand and Ghorbani, 2011).  

One way by which immigrants learn a change in perspective is through a comparison 

of the host country´s institutional environment with that of their country of origin (Aliaga-

Isla and Rialp, 2012). Immigrants create a corridor of knowledge throughout their 

immigration period, for instance, the host country, may instill better values, making them 

more conscious of their decisions, and the role they can play to create a positive change 

through entrepreneurship. As they integrate values and good ethics they become more 

conscious of giving back to society as entrepreneurs rather than passive individuals 

(Yeasmin and Koivurova, 2019). 

Our past experiences influence the way we think and act, thereby distinguishing one 

member of the community from another in opportunity development (Lindsay, 2005, 

Berglund, 2007). Personal characteristics of the immigrants such as their work experience, 

education, language skills, and how long they have been in the host country, all positively 

influence how as an entrepreneur they interpret and make sense of their surroundings, 

consequently influencing the entrepreneurial opportunities that are available to them 

(Wang and Li, 2007). This makes the complex knowledge from their past even more 

unique (Aliaga-Isla and Rialp, 2012) since it is acquired from personal experience gained 

from a setting external to the host country and is responsible for the unique manner in 

which they dissect and make sense of their environment (Clydesdale, 2008, Kahn et al., 

2017). Using these distinctive perceptions and interpretations, they either respond 

differently to existing opportunities or actively create their own (Casson, 2005).  

Immigrants' idiosyncratic experiences also enable them to develop opportunities that 

may very well be overlooked by entrepreneurs without that same experience (Aliaga-Isla 

and Rialp, 2012, Shane and Venkataraman, 2000b, Sarason et al., 2006). Furthermore, 

while acknowledging the role of knowledge acquired from previous experiences, it is 

crucial to also include the education and competencies of an immigrant (Ley, 2006). For 

instance, immigrants who have pre-migration entrepreneurial intentions often possess high 

human capital and hence do not rely so much on social ties in order to establish their firms 

(Marger, 2001b). However, if the culture of the host country is very different from that of 

their country of origin then they find it necessary to develop their knowledge pool through 

either effectively utilizing their existing social ties with whom they share the same country 

of origin, or by reaching out to more formal business ties (Williams and Krasniqi, 2018).  
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For example, if their educational qualifications from their country of origin are not 

recognized, then they may opt to receive higher education, and training in their host 

country, and this also would have an overall positive effect on their entrepreneurial journey 

(Williams and Krasniqi, 2018). Furthermore, information is often times easily available to 

those who are in direct contact with the users who tacitly maintain it (Von Hippel, 1994a), 

therefore any prior work experience or education that brings them into direct contact with 

the needs of people may play an important role in understanding the business idea. 

Therefore, it is assumed that information acquired is complemented by prior knowledge 

and experience related to it (Baron, 2009, Engel et al., 2017, Aliaga-Isla and Rialp, 2012).  

Similarly, I assume that the work experience and education of the immigrants would 

have a crucial role in how they process information to recognize and evaluate business 

ideas. Therefore, to understand how an immigrant collects relevant knowledge to pursue 

entrepreneurship becomes an important aspect of their entrepreneurial opportunity 

development (Gielnik et al., 2012). However, the scant studies discussed here are not only 

limited in number, but they also do not adequately discuss the role of prior work and 

education in opportunity development for immigrant entrepreneurs in knowledge-intensive 

sectors. In tables 3.2 and 3.3 below, I present a summary of literature on the role of prior 

work and education on opportunities, as discussed in both general entrepreneurship 

literature as well as immigrant entrepreneurship literature. 
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Role of prior knowledge in general literature on 

entrepreneurial opportunities 

Education: 

 

• Helps decide which opportunity to 

explore 

• Helps decide the future potential of an 

opportunity 

• Gain insights 

• Higher education helps recognize 

more opportunities 

• Extensive formal education gives 

better understanding of opportunity 

development in high technology 

companies 

• Business education is important in the 

early stages of entrepreneurship 

• Additional business learning helps 

improve entrepreneurial activity 

along the way 

• Additional information helps in 

judging the weaknesses or strengths 

of a business idea 

• Helps make informed decisions e.g. 

about suitable adjustments to the 

products/service 

• Make educated investments 

• Understand commercial credibility 

Experiences (work or general life) 

 

• Help decide the future potential of an 

opportunity 

• Increase alertness to innovative 

opportunities 

• Past business experiences increase 

chances of exploring opportunities 

• Tacit knowledge gained from past 

work influences opportunity 

recognition 

• Need to seek less information about 

business 

• Team up with previous colleagues to 

recognize opportunities 

• Work experience in a relevant field 

improves knowledge of consumer 

needs 

o Know where to look for more 

information 

o Gain more consumer insights 

o Prior knowledge on consumers 

helps in discovering 

opportunities 

o Helps evaluate the credibility 

of the opportunity  

• Gives higher confidence 

• Entrepreneurs with technical skills 

exploit more opportunities 

o Technical skills reduce 

uncertainty 

 

Table 3.2 

Table 3. 2 Role of prior work 

experience and education in general 

literature on entrepreneurial opportunities 
 

Table 3. 3 Role of prior work 

experience and education for immigrant 

entrepreneurs 
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Role of prior knowledge for immigrants 

entrepreneurs 

• Prior work provides important insights 

• Complex knowledge from the past makes 

opportunity creation unique. 

• Possess knowledge and experience from 

both home and host country 

o Knowledge gathered from places 

where they grew up, lived or 

have close communities and 

family ties 

o Experiences external to host 

country influence sense making 

• Host country integrates good values and 

ethics 

• Host country instills better values, more 

conscious decisions 

• Comparison of host and home country 

gives new insights and changes 

perspectives 

• Personal characteristics such as work 

experience, education, language skills 

and time lived in host country positively 

influence how immigrants make sense of 

their surroundings). 

o Idiosyncratic experiences enable 

opportunities to be explored 

• Past experience influences how 

immigrants make sense of new setting 

• More knowledge enhances assimilation 

• Higher education and training from the 

host country have a positive impact 
 

Table 

3.3 
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Chapter 4: Methodology  

 

I have adopted a methodology and analysis based on IPA which is an abbreviation for 

interpretative phenomenological analysis, and in this chapter, I provide a detailed step by 

step description of all the methodological activities that were undertaken for this research. I 

begin, by explaining the choice of the underlying ontological and epistemological 

philosophical stance, which sets the foundation and provides a point of departure for 

understanding how this study tries to understand how immigrant entrepreneurs develop 

opportunities through their social ties, prior work experience and education. I explain the 

choice of a qualitative research design, which includes a review of the data collection 

process, including the initial pilot studies. An overview of the pilot studies lays the 

groundwork for understanding the empirical choices that were later made for collecting 

data, and provides the space to reflect upon the challenges faced during the process, which 

further clarifies the choice of informants, and ensures a level of transparency for the entire 

process. Additionally, I reflect upon the empirical takeaways I gathered, as they gradually 

shaped the interview schedules used to guide the interviews. I will discuss how through 

triangulation two different data collection methods were used, namely interviews and 

online data. This chapter will conclude with a description of the analysis procedure and 

how codes and themes and super-ordinate themes were deduced from the raw data using 

the IPA approach and how quality was assured according to IPA standards throughout the 

study.  

4.1. A qualitative research study design 

 

I chose a qualitative research design for this study because quantitative studies are 

found to be unreflective and ineffective in unearthing hidden perspectives of the 

informants. Statistical methods assume entrepreneurs and opportunities exist separate from 

and independent of one another (Lindgren and Packendorff, 2009). This is not in line with 

the social constructionism ontology chosen for this study and expanded on in the next 

section; it also gives us little incentive to dig deeper into the role of an individual 

entrepreneur in developing opportunities. However, qualitative methods offer an effective 

way to understand the phenomenon from the perspective of the participants situated in 

their particular social context (Myers and Avison, 2002). For example, in order to 

understand how social ties influence a first-generation highly educated and skilled 

immigrant entrepreneur in opportunity development, it is essential to probe deeper. This 

understanding of an immigrant’s social world through rich insights into their behavior 

could not be gained by studying causal relationships between different variables or through 

testing a preconceived hypothesis. Therefore, I chose interpretative phenomenological 

analysis, which is a qualitative approach dedicated to helping informants recall and make 

sense of their major life experiences by exploring how they relate to any particular event or 

phenomenon (Smith et al., 2009).  

Qualitative studies do not reject or confirm any previous findings based on a 

preconceived hypothesis, rather they add to a continuous dialog leading to the revision and 

enhancement of the topic under study (Lincoln, 1995), thereby fostering a deeper 

understanding of the research phenomenon. In addition, they are multi-method and 

interpretive in nature, which gave me the space to be creative and open while manually 

analyzing the data. It offers a variety of empirical materials to choose from, such as case 

study, personal experiences, introspection, interviews, observations and in-person 

interactions (Denzin and Lincoln, 2008), which gave me a vast range of methods to 

consider and test before choosing the best.  
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This helped informants open up comfortably to share their experiences on how they 

formulated their reality of developing entrepreneurial opportunities.  

 

4.2. IPA and Social Constructionism as the philosophical stance 

 

In social sciences, before undertaking the research process and knowledge creation, it 

is imperative to establish the predominant understanding of how we as researchers 

understand reality and act upon understanding it (Cunliffe, 2008). Since all research has 

some underlying philosophical assumptions that establish its validity, and consequently 

suitable research methods to carry out the study (Myers and Avison, 2002), I find it crucial 

to establish my philosophical stance, which assisted me in choosing an appropriate 

research approach for my data collection and analysis. 

The intellectual origins of IPA and the history of its development as a technique for 

qualitative research are beyond the scope of this thesis. However, for clarity purposes it is 

important to mention that IPA methodology has been informed by three main areas of 

philosophy of knowledge, namely phenomenology, hermeneutics and idiography. It is 

sufficient to state here that the approach has its origins in phenomenology, which perceives 

humans as more than just individuals who are passively receiving objective reality in their 

surroundings. The philosophical phenomenology approach studies experiences and how 

they specifically matter to us, and how we come to understand them in order to form the 

reality of our lived world (Smith et al., 2009). Hence, how we view our world is not solely 

independent; instead, we conceive our experiences in relation to other people and our 

relationships with them. Additionally, at its core a social phenomenon only exists and is as 

true as someone´s belief about it (Alvarez et al., 2017), in my opinion making it subjective 

in nature. A phenomenological study does justice to understanding how first-generation 

highly educated and skilled immigrant entrepreneurs make sense of their reality in a new 

country through their social ties, which can be both weak and strong, as well as their prior 

work experience and education. It was important for me to understand how the informants 

constructed their realities and narrated them (Brocki and Wearden, 2006), which is why I 

chose, a phenomenological study to access the informants’ descriptions of their 

experiences (Pietkiewicz and Smith, 2014). As this is an abductive study, the factors of 

social ties, past work experiences and education were selected as I iterated between data 

and prior literature. The method most suitable and recommended to clarify the foundation 

of knowledge in everyday life is that of phenomenological analysis, which is a purely 

descriptive method, and can uncover the various layers of experiences (Berger and 

Luckmann, 1991) hence providing me with the opportunity to dig deeper into the accounts 

of my informants.  

Furthermore, the roots of social constructionism, which is the selected ontology for 

this study, are also in phenomenology, where it is assumed that reality is not self-evident or 

taken for granted. In fact, all conscious experiences are intentionally taking place in 

multiple different realities of the world. (Alvesson and Sköldberg, 2017). In order to 

prevent these realities from turning into total chaos, we stabilize them through social order 

and meaningful interactions with others (Alvesson and Sköldberg, 2017). This is 

applicable to immigrant entrepreneurs, who try to make sense of and tame their new reality 

in a foreign country by engaging in social ties and utilizing their past work experiences as 

well as education to develop opportunities within their surroundings.  
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This may even be argued for in the concept of entrepreneurial creation which contends 

that entrepreneurs can be responsible for creating and then exploiting market imperfections 

as entrepreneurial opportunities that then cater to certain unmet needs (Alvarez et al., 

2017). Hence, from a social constructionist standpoint, social reality and the individual are 

not separate entities, but rather profoundly affect and shape each other through everyday 

interactions (Cunliffe, 2008). As social constructionism complements the socially 

embedded concept of opportunity creation, it contends that the true meaning of knowledge 

is constructed and negotiated through the interactions that take place among people 

(Alvarez and Barney, 2007b), each of whom holds a different perspective, values and 

views by which they make sense of a social setting (Burr, 2015).  

 

Therefore, entrepreneurial opportunities may materialize from precedent 

understandings that develop and are negotiated through prior social experiences (Smith et 

al., 2019) such as participation in formal and informal social ties, which may exist as 

incubators, co-working spaces, startup events, social networking websites, and 

relationships stemming from friends and family, or past work experiences and education. 

These social interactions are crucial for the immigrant entrepreneur who is seeking to 

develop opportunities, since reality is not derived from the independent and private sense-

making of a few individuals, but instead departs theoretically and practically from the 

social ties among people, institutions, physical objects and entities and language (Fletcher, 

2006). Fletcher (2006) says: 

 

“The act of realizing a business idea is always relational. It always connects to 

something else that is going on, has gone before or will come again in the future. When 

constructing a self of ourselves, our lives, work and identities, we are also relating to the 

culture and society of which we are part. This is because rules and resources are 

transmitted from our culture through media, education, family and peer influences acting 

as ´structural properties´ shaping how we make sense of things and how we act in social 

settings. Thus, when speaking about the emergence of a business, the accounts 

entrepreneurs give are also an expression of relationship to the culture, society and the 

institutions in which they have been reproduced”.  

 

Even in cases where an independent immigrant entrepreneur solely creates the 

opportunity, he or she has still individually interacted with the social context (Lindgren and 

Packendorff, 2009). For instance, immigrants may observe and learn through their social 

ties in their new host country, meanwhile bringing in their own pre-established knowledge 

whether it is through work experience or education to subjectively interpret their new 

surroundings. In line with this, it is assumed that knowledge is always co-created as a 

result of individuals learning from one another (Anderson et al., 2012), resulting in the co-

creation of one’s own reality through socialization. This interaction is divided into the 

concepts of primary and secondary socialization introduced by Berger and Luckmann, 

(Alvesson and Sköldberg, 2017). For instance, primary socialization takes place as a child 

when we learn the basics of what we hold important from a few significant people in our 

lives, while in secondary socialization learning is more formal and abstract (Alvesson and 

Sköldberg, 2017). Both socialization processes can serve important roles for an immigrant 

entrepreneur based on what he or she has learned while growing up and how they decipher 

their surroundings later on in life. For instance, one way of confirming our subjective 

realities is through conversations with others, which help us become truly aware of our 

own perceptions as well as others’ subjective realities. We become part of a society 

through conversations and exchange with other people.  
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Whether we are able to fully understand their perspective or not, we still engage in 

different social realities that become meaningful to us (Berger and Luckmann, 1991). This 

is why, studying the role of social ties, as well as the education and prior work experience 

of the immigrant entrepreneur is a way to understand the role of these social settings and 

how immigrants in turn internalize these interactions and learning experiences to develop 

opportunities. We do not create meanings by being isolated, but collectively, hence, 

interpretative analysis enabled me to understand the informant´s lived experiences that 

made their realities meaningful to me as a researcher, irrespective of whether there was 

congruence in our perceptions or not. In fact, lack of congruence can be taken as a good 

sign, confirming the minimization of any preconceived notions that could interfere with the 

analysis as I became more aware of my own changing perceptions during the research 

process. 

In secondary socialization, a change of reality is inevitable, as an independent adult 

interacts in new settings, and analyzes his or her past in light of the present (Alvesson and 

Sköldberg, 2017).  

According to Berger and Luckmann (1991, pg 150),  

 

“Primary socialization is the first socialization an individual undergoes in 

childhood, through which he becomes a member of society. Secondary socialization is 

any subsequent process that inducts an already socialized individual into new sectors 

of the objective world of his society”.  

 

Through secondary socialization, immigrant entrepreneurs experience a new 

understanding of their surroundings and their purpose, consequently leading to the 

development of potential entrepreneurial opportunities that are in line with their personal 

interests and strengths and which may be influenced by their pre-existing knowledge. 

Secondary socialization involves the internalization of institutionalized sub-worlds, and 

depends on the distribution of knowledge, which consists of acquisition of knowledge 

based on roles one serves due to the division of labor, which in turn requires us to learn 

role-specific language to engage in routine-based interpretation (Berger and Luckmann, 

1991). For instance, highly educated and skilled first-generation immigrant entrepreneurs 

in knowledge-intensive sectors learn academic language through their education, or prior 

work experiences that polish their skill sets within a certain professional domain. Both of 

these knowledge sources may be utilized to understand their business needs, to pitch their 

business ideas, and to create social ties.  

One of the conditions for secondary socialization is primary socialization, i.e., an 

individual needs to have an internalized formed self before something else can be built 

upon it (Berger and Luckmann, 1991). I argue that secondary socialization in Sweden may 

require the informants to take part in certain institutionally driven co-working spaces, 

incubators and networking events. It is worth understanding how these platforms help the 

informants integrate and make sense of their new world, which is different from the basic 

world they became familiar with in their childhood. This role of primary socialization is 

also crucial for understanding the role of family and friends, and their impact on the lived 

experiences of immigrant entrepreneurs while they were growing up, and how this 

influenced their opportunity development. However primary socialization is not only 

limited to childhood, as its impact may last and influence decisions made much later in 

life.  
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For instance, a problem that Berger and Luckmann (1991) perceive with primary 

socialization is that it tends to persist, due to which old established beliefs on pre-existing 

reality need to be replaced by learning new concepts. This can lead to a problem of 

consistency between the old and the new. However, I do not see this as a weakness. Since 

secondary socialization recommends the integration of different bodies of knowledge, I 

look upon and presuppose the influence of social ties, past work experience and education 

for the opportunity development of the immigrant entrepreneurs chosen for this study.  

I perceive their primary socialization from childhood as their diversity and strength, 

which ultimately also shape the process of their secondary socialization, which is why I 

integrate both these socializations to understand opportunity development by studying the 

influence of strong ties consisting of family including entrepreneurial parents while the 

informant was growing up, and weak ties consisting of social ties formed through 

incubators, co-working spaces and startup events, as well as past work experience and 

education. However, social constructionism does not only consider the collective 

construction of realities by human actors. In fact, Bruno Latour who is considered to be 

responsible for the so-called second wave of social constructionism, also includes non-

human actors as part of the social construction of reality (Alvesson and Sköldberg, 2017). 

Therefore, I consider the role of social media, which is not just a passive platform as it 

influences humans just like humans influence its activities, and in this way, both create a 

reality together. This role of social networking websites emerged from the data where 

social media played an important role in the sense-making and lived realities of selected 

immigrant entrepreneurs.  

 The main assumption of IPA is that the data speaks for itself and tells us how people 

are involved in this world and make sense of it. In other words, IPA attaches immense 

importance to the perceptions and views of informants, which is also reflected in its 

interpretative epistemology (Smith et al., 2009). I assume that the reality of each immigrant 

entrepreneur is subjective and contextual, rather than objective and absolute as they 

actively initiate different interactions and knowledge exchanges, to which they attribute 

their own meaning. Hence, I position myself ontologically as a social constructionist. In 

doing so I also take into account that a social constructionist perspective implies an 

interpretive inquiry into opportunity creation (Lindgren and Packendorff, 2009). 

Interpretative inquiry allows researchers to get close to their own world as well as the 

world of others around them (Spiers et al., 2020), and an interpretative epistemology 

complements social constructionist ontology, as it also assumes reality and knowledge to 

be subjective and socially constructed through the interaction of individuals, such as the 

researcher and informant in IPA (Cuthbertson et al., 2020, Leavy et al., 2014). Hence, the 

understanding of the phenomenon is shaped by both the informants as well as my 

interpretation of their stories, while these interpretations might differ slightly in another 

context or through the perception of another researcher.  

Therefore, as the researcher I deconstructed and understood the studied phenomenon 

along the process of planning the research process under the influence of social and 

situational conditions. This means that I took into consideration my own active role as an 

immigrant in how the research process unfolded, as well as the influence of the social 

context in Stockholm Sweden on the process of data collection and analysis. The social 

context here is taken as the incubators, co-working spaces and startup events for 

entrepreneurs that I had to approach in order to gain access to informants. Therefore, 

neither the data nor its analysis are assumed to be neutral, as this study seeks an 

interpretive understanding of the research phenomenon (Denzin and Lincoln, 2011). I will 

elaborate on how interpretation was used in the later sections that cover the analysis 

procedures. 
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As stated earlier, the origins of phenomenology in social constructionism become 

apparent when emphasis is laid on pure accounts of informants and how they socially 

create their realities. Accordingly, informants should be given full credence for knowing 

best about what they experience and the researcher needs to adopt a humble role of 

listening intently rather than riding a high horse and acting as if they know better 

(Alvesson and Sköldberg, 2017). This co-creation of meaning is known as double 

hermeneutics in IPA research and I practice this in my study by first reflecting on the 

description of accounts by informants, and later analyzing and interpreting the data in 

accordance with theoretical factors. Social constructionism argues for a collectively 

created and negotiable social reality; therefore, the real meaning of the research findings is 

interpreted in a negotiable manner and the data is understood as much as possible through 

the meanings that different people involved in the research assign to it (Myers and Avison, 

2002). The data itself does not hold any true meaning until it is interpreted by the 

researcher. This can be intricate, as we all hold a certain bias toward reality based on our 

past experiences, background and preconceptions (Walsham, 2006). Hence, it is important 

to methodically inform the readers about how the research process unfolded and how the 

findings emerged from the data (Ponelis, 2015), which is what I aim to accomplish in the 

rest of this chapter.  

4.3. Personal bias: a weakness or a strength? 

 

As a social constructionist I wanted to understand the sense-making of reality through 

the perspectives of the immigrant entrepreneurs rather than pursue a detached objective 

truth (Leitch et al., 2009), while as an interpretative reflective researcher, the process 

required me to understand my own self before and after the research was completed. 

Therefore, other than analysis of the research findings, this entire research experience was 

meaningful as it also entailed a critical analysis and an awakened self-awareness toward 

personal transformation (Lincoln, 1995).  

It was only in the third year of my PhD that I fully understood the importance of my 

position as an immigrant researcher and began to strive to understand my role. From the 

initial assumptions and taken-for-granted conjectures and expectations, some of which 

were later proven wrong, to doubt in myself and within the research topic when I could not 

get access to suitable informants to conduct the study, until the end of the research process 

where my own perceptions had changed. I found my old points of view replaced by more 

updated and realistic ones, partially due to the research process, and partially after I read 

more literature which gave me a fresh new perspective with which I analyzed the data.  

IPA does not require the researcher to have an insider´s perspective, but recommends 

one to consider the extent to which they can relate to or imagine the experiences of the 

informants (Smith et al., 2009). It is also true that IPA researchers often pick topics that are 

close to some personal experience, due to which they are recommended to read the 

transcripts multiple times in order to reduce the influence of any preconceived assumptions 

on the analysis (Spiers et al., 2020). I may not be an entrepreneur but I am a first-

generation immigrant who is highly educated with a master's from a well-reputed 

university in Sweden, and currently pursuing a PhD also from a well-reputed Swedish 

university. I also moved to Sweden independently, without any prior established social ties 

and support available. I have thought of starting a business, which gives me the ability to 

study and understand the perspectives of the informants of this study, while still 

maintaining an outsider´s perspective that does not influence the analysis.  
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While all of this largely impacted my research interest in studying immigrant 

entrepreneurs from similar backgrounds aspiring to develop opportunities in knowledge-

intensive sectors, at the same time it raised concerns within me of how I might potentially 

let my own experiences, assumptions and preconceptions interfere with the analysis. 

However, I realized it could also work the other way around, as I collected data and read 

the transcripts I became more aware of my own preconceptions, something which is 

complemented and encouraged by IPA as part of a reflexive and cyclical analysis (Smith et 

al., 2009).  

As per the recommendations of IPA I made sure to read the transcripts thoroughly and 

slowly, multiple times to make sure I understood the meaning with a clear mind, without 

assuming the meaning hastily. Using an abductive research process, I moved iteratively 

back and forth from data to literature which helped me become more aware of where 

preconceived notions may be influencing my own interpretation of the data, which helped 

me as I became more conscious of my process and any hindrances in analyzing the data in-

depth. However, the role of personal bias is not only limited to analysis. For instance, in 

my pilot studies, when I interviewed an immigrant entrepreneur from the Netherlands, I 

found he did not fit into the overall group of informants I had interviewed so far. This was 

a personal judgment as a non-EU immigrant myself which I still stand by. His interview 

was significantly different based on his persona, outward appearance, knowledge and 

experiences. I knew he was not doing justice to the other informant´s experiences and 

according to my perception did not come across as an immigrant entrepreneur who had to 

face challenges in understanding a very different working culture or was perceived 

differently by the natives. This observation led me to include a specific group of 

immigrants, which I explained in chapter 1.  

4.4. Conducting abductive research 

The initial idea for a research project can come from something we have observed, 

read about or are simply curious to understand. From there we try to acquire a focus for the 

research purpose and consequently ponder over suitable data collection approaches (Belk 

et al., 2012). This complements the concept of data reduction which argues that part of 

analysis occurs continuously throughout the research process, even before the data is 

collected, as the researcher has often decided without full awareness which theoretical 

framework to use, which informants to select, the research question and how to collect data 

(Miles and Huberman, 1994).  

This means that any researcher, no matter how unstructured, comes to the field with 

some ideas. Given my immigrant status, I had personal reasons due to which I was 

intrigued by topics around integration and the role of diversity in innovation and 

entrepreneurship. Furthermore, even though everyone in society participates in knowledge 

creation, only a few people are concerned with the theoretical interpretation of everyday 

life. Theory is not only considered to be restrictive for the sociology of knowledge, but 

theory itself cannot be fully understood if it is not placed in the framework of a more 

general knowledge, meaning it cannot exhaust what people know subjectively based on 

their experiences and reality. Therefore, while analyzing reality is important in connection 

to theory, it is important to understand what people know generally (Berger and 

Luckmann, 1991). Therefore, in this phenomenological study and IPA analysis I stayed 

close to the actual accounts of the informants about their lived experiences. While it is true 

that I read a broad category of research, to figure out which phenomenon I was interested 

in studying, I did not start with a predefined theoretical model or lens to analyze the data 

with.  
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A research question that is theory-driven is narrow and needs to be tested by empirical 

evidence. However, phenomenon-driven research allows the researcher to be flexible and 

frame the research agenda more broadly in terms of its importance, even if a clear theory 

or solid empirical evidence does not yet exist (Eisenhardt and Graebner, 2007). Similarly, 

given the lack of clarity on which theory could be used to study the development of 

opportunities by first-generation highly educated and skilled immigrant entrepreneurs in 

knowledge-intensive sectors, instead of using a theory to formulate a research question, I 

initially iterated between data and literature, thereby making the process not entirely 

inductive nor deductive in nature. The research aim was broad and was only narrowed 

down as the data collection and analysis proceeded. 

Qualitative research in general has an emergent design, which means the initial plan 

for research cannot be tightly prescribed and all stages of the process can change after 

researchers enter the field and collect data. For instance, research questions may change, 

methods of data collection may shift, and modification can occur in the individuals that are 

studied and sites visited. In fact, changing research questions is a sign that there is an 

increased understanding of the research phenomenon (Creswell, 2007) which for me 

signifies a better understanding of data in relation to specific theoretical factors. 

Qualitative research is used when inadequate theories exist for a certain population, and 

samples or existing theories do not fully capture the complexity of the problem (Creswell, 

2007). In the absence of a solid theory to guide the research, I believe the researcher needs 

to be well read in a broad range of research areas to understand the theoretical standing of 

the research phenomenon. IPA is mainly driven by the researcher’s engagement with the 

data, followed by going back and forth between different ways of thinking and making 

sense, and hence is considered interrogative as extant literature is subsequently 

incorporated to reflect and confirm the findings of the study (Cuthbertson et al., 2020). 

Similarly, abductive analysis does not require that all preconceived theoretical ideas should 

be put aside during the research project; instead it entails that researchers should enter the 

field with the broadest possible theoretical knowledge and then develop their theoretical 

reservoirs throughout the research process of data collection and data analysis 

(Timmermans and Tavory, 2012).  

Due to this role of prior literature in the final analysis and sense-making, as well as the 

iterative process during analysis where I went back and forth from collecting data to 

searching for similar themes in literature, I found IPA to be more abductive than inductive 

in nature. An abductive research strategy is based on hermeneutics, phenomenology and 

social constructionism, which makes it a version of interpretivism (Ong, 2012) hence 

bringing them all in line with the respective philosophical stances of this research. An 

abductive approach entails going beyond the taken-for-granted everyday accounts of 

informants and establishing the meaning by projecting theoretical concepts on the data for 

interpretation or challenging the meaning as implied by the informants (Ong, 2012). It 

involves mutual interpretation of data by the researcher and the informants. Therefore, 

ARS3  has a social constructionist ontology, as it gives attention to mutual knowledge 

creation, knowing that the social world is understood and interpreted by different social 

actors who negotiate sense-making in relation to their actions, other people´s actions and 

social situations (Ibid). As a researcher, I needed to understand the insider’s view of first-

generation highly educated and skilled immigrant entrepreneurs who experienced the same 

phenomenon through their individual, slightly different experiences. This meant I had to 

look deeper into their idiographic accounts, to interpret beyond their individual experiences 

and find a collective meaning.  

 
3 ARS: Abductive research strategy 
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Some researchers go as far as to argue that abduction rather than induction should 

guide theory construction from empirical material (Timmermans and Tavory, 2012). The 

authors argue that abduction fits well with the traditional grounded theory recommendation 

of iterating between data and theory. In their words, “we show that if we wish to foster 

theory construction, we must be neither theoretical atheists, nor avowed monotheists, but 

informed theoretical agnostics”. I did not begin with a theory; instead there were a 

multitude of theories and concepts that I read before I entered the field. However, the 

anomalous and surprising findings led me to go back to literature to explore the emerging 

themes for their validity. Likewise, in abduction a researcher is led from old to new 

theoretical insights due to surprising empirical findings (Timmermans and Tavory, 2012). 

Furthermore, in abduction the researcher´s cultivated position in regards to prior literature 

and society plays a crucial role.  

Hence, abduction depends on both the biography of the researcher and his or her 

knowledge of the broader literature, which is why unexpected findings only matter if the 

researcher recognizes their potential (Timmermans and Tavory, 2012). This view of 

abduction is in contrast with grounded theory which supports distance from prior literature. 

For me, coding and analysis used a combination of induction and deduction since it was 

impossible to approach the research field with a clean slate. Firstly, as an immigrant 

researcher, there were some aspects of entrepreneurship that I was interested in studying, 

such as the potential role of my social ties, or the use of my education and prior work 

experience. Consequently, while reading literature at the beginning of my PhD, I came 

across the concept of opportunity creation, which caught my attention and interest. 

Secondly at Stockholm Business School one of the first PhD courses consists of problem 

formulation and due to the nature of research and such courses it is practically impossible 

to enter the field without some prior understanding of the literature. Moreover, given the 

style of supervision, where I was always asked to define the research gap, it was necessary 

to read literature before data collection.  

Furthermore, in contrast to induction, abduction requires becoming familiar with 

existing theories at the onset of research and staying connected to literature throughout the 

process, rather than waiting till the end, after data collection. Being aware of scholarly 

literature also helps in recognizing anomalous data insights (Timmermans and Tavory, 

2012). However, it is different from deduction because we do not enter the field to verify 

or falsify an existing theory, but rather to rework or create one through the findings (Ibid). 

Similarly, when I interviewed highly educated and skilled first-generation immigrant 

entrepreneurs in knowledge-intensive sectors, I not only recognized the similarities of their 

experiences to research that had been conducted in another context on a different set of 

informants, but also the divergence of their experiences from prior literature. There was a 

lack of empirical research or dialog in regards to them in existing literature. Being familiar 

with a broader scholarly work also helped me to defamiliarize data by looking at it from 

multiple angles as I tried to understand the stories of informants from different 

perspectives. If the data verifies existing theories, then it is simply deduction, whereas 

forcing the data onto existing theories will result in the creation of misguided concepts.  

However, in the abductive research cycle, unexpected findings or anomalous data 

require the development of tentative new theories that are built on inductive 

conceptualization through intensive coding of the data using existing literature to carefully 

create new relationships between theoretical factors, hence making abduction more 

innovative compared to induction (Timmermans and Tavory, 2012).  
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Based on the study by Blaike and Stacy (1984), Beng Kok Ong (2012) states that 

abductive research has 12 practical steps to follow. The researcher starts with a general 

formulation of the problem to be studied and reads relevant literature even though initially 

its relevance is hard to determine, which is why this is done parallel to fieldwork. This is 

different from an inductive approach, where the researcher enters the field with a clean 

slate. Similarly, as an abductive researcher I entered the field with some concepts in mind, 

but I did not let them direct the research path. Once data is collected, the abductive 

approach requires the identification of important recurring concepts and exploration of 

their meaning, which is exactly what I did when I referred back to literature to confirm if 

the emerging factors from the data were also theoretically relevant. Upon confirmation, I 

thereafter refined the research focus for the rest of the interviews, by either adding or 

altering existing questions in the interview schedule, a practice that is in line with IPA. The 

purpose was to frame the new angle that developed as the analysis proceeded (Smith et al., 

2009). Some IPA researchers agree, such as J.A. Smith, who in his work of 1999 on the 

transition to motherhood, observes that his findings were surprising, which led him to refer 

back to the literature (Brocki and Wearden, 2006). We need to be sure if it is worth coding 

for any particular theoretical construct which is only possible if we have some knowledge 

of the existing literature (Clarke and Braun, 2014). John Creswell (2007) encourages 

researchers to be open to additional codes during analysis even if they use pre-existing 

codes from literature. As I reflected upon larger parts of the data, I simultaneously made a 

preliminary count of emerging themes to check their frequency. I did this to see which 

codes were important to the majority of the informants. I may have used pre-existing 

theoretical factors to label the codes, but I did not let this limit the analysis and kept the 

coding open to the emerging views of the informants.  

Furthermore, since data collection was challenging and took place over a span of three 

to four years this gave me ample time to disconnect from the literature to focus on data, 

and then read more literature to learn whether the emerging theoretical factors were 

leading to any solid contribution to knowledge. In order to show how this abductive study 

unfolded I begin by elaborating on pilot studies, and the challenges in data collection that I 

have mentioned a few times earlier.  

4.5. Pilot field visits 

 

Data collection strategies are dependent not only on the nature of the research question 

but also on the available opportunities given the context and setting the researcher is 

embedded in (Denzin and Lincoln, 2008). My research process was determined in 

significant ways by my status as an immigrant e.g., how I interacted with my surroundings 

eventually played a decisive role in the data collection process. At the beginning, the 

research topic was vague, and I had no clarity on how to conduct the research study, 

especially as an immigrant researcher who had recently moved to Sweden, with little 

knowledge of the country. Since, presence in the research field helps to establish the most 

effective and comfortable research area to work with (Silverman and Marvasti, 2008), it is 

highly recommended to conduct pilot studies prior to the main study (Silverman, 2013a). 

Therefore, I felt it imperative to explore existing literature, while I simultaneously entered 

the research field in 2016 to conduct pilot studies. I began by contacting different 

organizations in Stockholm Sweden to become more familiar with the empirical context, 

such as co-working spaces and incubators, which included university incubators at 

Stockholm University and KTH Royal Institute of Technology, as well as startup events 

where I attended seminars and workshops. Some of the co-working spaces visited included 

Norrsken, Impact Hub, SUP46, The Castle, Open Lab and the Founder´s Institute.  
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I attended workshops and seminars that were aimed at training entrepreneurs, to get 

more information on the trending topics of discussion and to interact with the participants, 

and to get a first impression of their background and reason for being there. I observed that 

the difference between the number of Swedish entrepreneurs versus immigrants was large. 

Moreover, the interactions with entrepreneurs were constrained due to time and space 

limitations. No one wanted to spend their time on a foreign girl, lacking Swedish language 

skills and who looked uncertain about her research project. They were there to enhance 

their business networks with like-minded individuals and I was clearly not serving any 

significant purpose.  

Furthermore, certain co-working spaces and incubators had a strict policy of not 

sharing the personal information of their members, which hindered me from directly 

contacting potential members. However, on persistent inquiry I was recommended to visit 

their official webpage to gain more information on the contact details on their members for 

direct contact. This proved to be a time-consuming practice, as I had to scan through 

hundreds of their current and alumni members, and then look up the name of each 

individual on LinkedIn, to make sure they were of foreign origin before shortlisting them 

as a possible fit for my research. Many times, the name was deceiving and did not provide 

enough criteria to judge a person´s ethnicity, e.g., a name may appear non-Swedish, but 

upon further research, I would find out that the person in question was not a first-

generation immigrant and hence could not be considered for this study.  

Hence, the long and tedious effort of scanning websites for current or alumni 

immigrant members did not prove to be fruitful. I also contacted some government 

organizations that provide small business owners in Sweden with training and development 

such as Tillväxtverket, Almi, Vinnova, IFS 4 , Esbri, företagspartner, and 

Nyföretagarcentrum in Sweden. The interaction was limited to phone calls or emails. IFS 

scheduled a meeting, which provided new insights on the topic of immigrant 

entrepreneurship in Sweden; however, most of their clients were immigrants who utilized 

their home country networks to drive import and export with Sweden, instead of highly 

skilled or educated immigrant entrepreneurs in knowledge-intensive sectors.  

Since I lacked personal connections, getting access to larger organizations and their 

data was difficult. Consequently, I turned to online searching to seek information, and 

came across a plethora of information on the startup ecosystem in Stockholm Sweden, 

where the flourishing ecosystem was often compared and held equivalent to Silicon Valley 

in the USA. I started following a few Facebook pages on different incubators and startup 

platforms and expat communities in Stockholm Sweden, to receive regular updates on their 

events, and trending topics of discussion. I also shared my research agenda and asked 

people to get in touch if they wanted to be part of the study. Overall, pilot studies taught 

me to be less optimistic about accessing informants while also providing clarity on how 

and where to reach them. When, with time, hopelessness regarding the potential of my 

research increased, I reached out to Pakistani acquaintances based in Sweden for help. 

Through these contacts I found my first four initial informants. Two of them were 

interviewed in April 2017, one in October 2017, whereas the fourth was a woman who 

worked as a facilitator of startup events in Stockholm whom I contacted in April 2018. She 

gave me permission to search her contact list on LinkedIn for immigrant entrepreneurs and 

use her name to reach out to suitable candidates. This was quite effective since more 

people were willing to reply to me through her affiliation. After almost three years of 

persistent effort, this was the breakthrough moment.  

  

 
4 Swedish Association of Ethnic Entrepreneurs 
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I shortlisted profiles based on non-Swedish names and consequently their education 

and work history were checked to make sure they were highly educated, with at least a 

master’s degree from a well-reputed university. It was definitely LinkedIn where I found 

the most interviews, which eventually led to more connections through word of mouth. In 

the following sections, I reflect upon some challenges I faced during data collection. 

 

4.5.1. Challenges in data collection  

 

There is not a set method to carry out interpretative research, as it largely requires the 

researcher to make the most suitable choices regarding the methodology based on their 

context, and preferences (Walsham, 2006) or what is required to overcome constraints and 

make use of available opportunities. I used this flexibility to my advantage, as I had to try 

multiple routes and I failed multiple times before I found the required informants for this 

research study. Due to the challenges during data collection, it was difficult to follow a set 

standard of rules from any pretext on methods. 

As an interpretivist researcher, I had to argue for and question my intentions 

throughout the data collection process, to make sure they stayed consistent and aligned 

with the purpose of research, the context as well as the expectations of the participants 

(Leitch et al., 2009). This interpretivist standpoint helped me as a researcher to stay patient 

and resilient in the face of ambiguity by maintaining a persistent research purpose. 

However the interpretative nature of the research methods should not only be limited to 

such vague statements, and the researcher should clearly show and explain all the stages of 

the research process (Leitch et al., 2009), which includes the challenges for data access 

which I briefly elaborate here.  

IPA requires a level of homogeneity in the sample which depends on the degree of 

similarity or differences that can be encompassed in the analysis as well as the pragmatic 

considerations of getting access to informants, or the nature of the phenomenon under 

investigation, including how rare or common it is (Pietkiewicz and Smith, 2014). I have 

already discussed the difficulty of gaining access to organizations, sites and individuals, 

but even more important is to convince informants to participate and to build a good 

rapport with them so that as a researcher I gain their trust and credibility at the field site 

(Creswell, 2007). Ideally, an interpretative researcher needs to have good social skills and 

also be well known and respected in the field. This helps them to persevere in the face of 

constant rejection (Walsham, 2006), which means that if one approach to data collection 

does not work then they are not shy about trying other different methods.  

However, as an immigrant newcomer, I had little to my credit to gain trust. Not only 

were startup event managers unwilling to respond to my emails and calls, but they also 

showed little interest in my research or enthusiasm for it. For example, I spoke to a 

manager of a famous incubator, who had been working as a startup coach for many years 

and was an immigrant himself. He was quite enthusiastic on the phone but when I asked 

him to help me connect with entrepreneurs or other key contact persons, he bluntly 

declined, stating he had an established name to live up to, and was unwilling to risk his 

reputation by asking people to take part in a stranger´s research. As logical as that may 

seem professionally, nonetheless, such responses demotivated me even more, and made me 

doubt the feasibility of the research. In retrospect, I consider it was a good choice to 

conduct pilot studies so early on in the process.  
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As it turned out, it was indeed tedious and time-consuming to find informants, and 

contrary to expectations, trust and credence had to be earned through persistent efforts. I 

may have been taken seriously initially when I introduced myself as a PhD researcher from 

Stockholm University; however, trust was only gained during the interview, by taking a 

genuine interest and showing respect for the interviewees’ work. Many immigrants I 

contacted showed skepticism about my research intentions; they were conscious of their 

image and did not want to disclose any sensitive personal information, or simply declined 

to participate due to their time constraints. Furthermore, I had no remuneration to offer, 

which provided even less incentive for them to take my research seriously. Others had 

doubts due to my non-Swedish name and lack of Swedish language skills. In one particular 

case, I was blocked on LinkedIn by someone who questioned my intentions and identity as 

a researcher in an authoritative and unpleasant tone.  

It is important for me to mention how difficult such interactions were for my overall 

morale and motivation. There were multiple times when I was dismissed rudely, and 

treated disrespectfully, and this made me feel either unfit for the job or hopeless about the 

practicality of the research topic. I opted for overt access where I contacted and attained 

the agreement of the informants well in advance of the interview. In overt access, the first 

impression of the researcher plays an important role in the success of convincing the 

informant to participate (Silverman and Marvasti, 2008). Therefore, instead of introducing 

myself as a PhD student, I said I was a researcher at Stockholm University. Furthermore, 

most of the informants showed confusion by posing questions such as, ‘What is it exactly 

that you are looking for?’ In response to this I made sure to share a concise and attention-

grabbing research purpose stating the potential contributions toward science and society, in 

order to convince them of the importance of the research topic and more so the value of 

their contribution toward it. This created a sense of social responsibility and motivation to 

take part in the research among the informants. 

However, no matter what the challenges, I stayed steadfast to the research topic even 

when it felt impossible to collect data, since some of the required attributes of an IPA 

researcher are open-mindedness, patience, empathy, determination, persistence and 

curiosity (Smith et al., 2009). Even though a total of 30 informants have been included, 

originally a greater number of immigrants were contacted and in total 35 were interviewed. 

The remaining five informants were not included as they did not fit the research criteria. 

The patience paid off, as I started getting interviews, I was recommended to other 

immigrant entrepreneurs through word of mouth, and attitudes changed drastically. 

Immigrant entrepreneurs who participated praised me for my interview skills and the 

relevance of the topic. I got comments such as: 

“Oh, I never thought too much about that. hmmm that’s interesting, yes I can see how 

we can link those together and see their effect”. 

 

“Oh, thanks I can use that in my business pitch. That’s a good thing you pointed out 

to me” 

 

“I can see you genuinely listen to me and are attentive. You are interested in what I 

have to say” 

 

“Perhaps your research will bring about awareness of something crucial which will 

help us later.” 

 

In the following sections, I explain the sampling criteria for this research. 
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4.6. Selection of informants  

 

In some research it is clear who the informants will be from the beginning, whereas in 

other cases, it is not clear how to identify and access them (Alvesson, 2010). Based on the 

vague initial research purpose, I made an estimate of the unit of analysis for this study, 

which only became clearer as the research process progressed and the multitude of trial-

and-error efforts eventually brought clarity on the right fit of informants to study the 

phenomenon. I found that first-generation highly educated and skilled immigrant 

entrepreneurs in knowledge-intensive sectors are a rather unique and limited group of 

individuals who are few in number and fall into a hard-to-reach population. Normal 

strategies used to reach out to informants are infamously inefficient for contacting hard-to-

reach groups (Agadjanian and Zotova, 2012).  

Similarly, since the informants are not present in large numbers, there is also no 

available sampling frame that can be utilized to gain access; they can also be stigmatized 

or hidden in some form, due to which, probabilistic sampling is difficult to apply 

(Lepkowski, 1991, Fogelman and Comber, 2002). Here being an interpretative researcher 

was beneficial since interpretive studies require a relatively small number of total 

participants (Ponelis, 2015). To overcome the difficulty of getting access to the right 

informants and to make data collection possible, I chose non-probabilistic sampling when 

shortlisting and contacting the informants. From among the non-probability sampling 

techniques, I used a mix of purposeful and snowball sampling. Interpretative 

phenomenological analysis also uses purposeful sampling, in a pragmatic manner, to 

narrow down a closely defined group of people who are relevant for the research, hence 

only informants of significance and importance are deliberately selected from the target 

group (Smith and Shinebourne, 2012), which helps in gaining valuable information and 

insights into the research purpose (Maxwell, 2008). This selection criterion within 

purposeful sampling is safe to use as it is also one of the most commonly used methods in 

qualitative research (Miles and Huberman, 1994).  

Since IPA advises the researcher to stay flexible and creative (Pietkiewicz and Smith, 

2014), its use resulted in conceptually driven sequential sampling where one experience 

led to comparison with another situation and eventually I discovered which qualities the 

selected informants needed to have or not have, and which facets to focus more on (Miles 

and Huberman, 1994). IPA differs from other methodologies such as grounded theory, 

since it selects participants to study a particular research interest with full in-depth 

understanding, whereas grounded theory includes theoretical sampling to keep collecting 

data until saturation is reached and no new themes emerge. This means grounded theory 

establishes claims for a wider population, whereas IPA is concerned with examining both 

divergence and convergence for a smaller number of informants, which is why the group 

of informants chosen is relatively homogenous (Brocki and Wearden, 2006). I chose 

homogeneity, among all the first-generation immigrant entrepreneurs in accordance with 

the aforementioned criteria for selection in chapter 1. Even though IPA requires a small 

sample, so that conclusions drawn are specific, I still aimed to seek theoretical saturation in 

my data, in order to do justice to my PhD research process and results, and to make sure 

that I collect a satisfactory amount of data that could provide rich insights.  
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For me, the cutoff point was reached when my analysis provided no more or minor 

changes to the codes and I could no longer detect new insights or themes emerging from 

the data. In the next section I briefly explain how purposeful and snowball sampling were 

practiced especially for determining the number of interviews included in this IPA study. 

4.6.1. Purposeful and snowball sampling  

 

The IPA approach to data collection is open-minded but it recommends a review of 

literature that can help the researcher establish a research gap which can then be addressed 

by a research question but is not theory-driven (Smith et al., 2009). Following this 

abductive research strategy, I also iteratively read literature before my pilot studies, and 

throughout the data collection process, which spanned three to four years. The informants 

represent a perspective, rather than a population, which is why IPA studies have a small 

number of fairly homogenous groups of informants, so that in-depth insights on each of 

them can be gathered (Smith et al., 2009). Similarly, purposeful sampling is used to select 

informants that are uniform both theoretically and socially, but do not need to be treated as 

if they belong to one identity (Smith et al., 2009). Informants can have meaningful features 

in common such as age, gender or socioeconomic status, to make sure that any differences 

found among them are due to their individual differences rather than being a consequence 

of a socioeconomic difference (Spiers et al., 2020). This is also why I selected participants 

from specific countries, that were culturally different from Sweden or were geographically 

distant e.g., on another continent. This made the move to Sweden for the immigrant a 

major life decision since the country was far away from the comfort of their home, family 

and friends. This led me to consider questions during the data collection such as: Where 

are the informants located? How can I access them? How much variance can there be 

among the informants which will not hamper the results and the exploration of the 

phenomenon?  

There is no fixed number of informants stated for an IPA study, and especially for a 

PhD it is difficult to recommend a suitable number due to the longer study time. Generally, 

a number of three to six informants is recommended for undergraduate or master’s level, 

whereas overall the number depends on the research question, the phenomenon under 

study and the quality of data available (Smith et al., 2009). Other sources, base the 

selection on the depth of analysis for each informant, the richness of data for each 

interview, how the researcher compares different cases, and the pragmatic restrictions the 

researcher is working under (Pietkiewicz and Smith, 2014). IPA is distinctive as it asks 

researchers to stick to small and situated samples of participants (Smith and Shinebourne, 

2012) in order to conduct an analysis ideographically before a comparative analysis to 

enable a proficient theoretical perspective to be developed (Cope, 2005). Therefore, the 

number of participants in IPA can range from one to 30 (Eatough and Smith, 2008). 

However, in qualitative studies, there are no practical and generalizable guidelines on how 

many interviews are enough before the saturation point is reached (Guest et al., 2006). As a 

PhD researcher, I decided to select my own number of informants, and kept looking for 

quality interviews until a saturation point appeared to be reached. Studies have been 

published with one, four, nine, 15 and even larger sample sizes, (Pietkiewicz and Smith, 

2014); however, it is rare to have the latter. There are studies that select 30 to 35 

informants (Brocki and Wearden, 2006). However, the number of interviews included also 

depends on features such as practical restrictions, which was an important point of 

consideration in this research (Eatough and Smith, 2008).  
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To keep the data relevant to the research phenomenon, sampling can also change 

during the research process (Creswell, 2007). Thus, I opted for purposeful sampling which 

allowed me to stay flexible and able to drop any interviews that were outliers. There were 

five interviews that were conducted but not included. These consisted of an interview with 

a Dutch entrepreneur, whose answers and demeanor reflected a different story in 

comparison to other informants. He was also the reason I decided to exclude certain 

countries from the sample. There were two interviews that were conducted on Skype, and 

three that were conducted on the phone, which affected the audio recording quality. I 

eventually dropped two interviews that were conducted during early Covid in the year 

2020. One was a Skype interview whose recording and notes got lost due to the Covid 

stress and uncertainty. Another was a phone interview, where I felt the immigrant did not 

have a substantial business venture. He had multiple ideas he wished to work on, and a few 

he had started to work on previously but he had never followed through. Lastly, I had a 

meeting with an employee of an NGO helping immigrants set up businesses in Sweden but 

he was not an entrepreneur himself. Lastly, one of the immigrants not included worked 

within the traditional sector and sold ethnic products.  

However, opting for purposeful sampling does not mean convenience sampling was 

chosen, which is also reflected in the data collection process and the time it took to finally 

get interviews with informants who did justice to the research purpose. Unlike convenience 

sampling, the selected informants were by no means easily available, nor were they found 

with little effort (Fogelman and Comber, 2002). It was relatively easy to find immigrants 

that had set up traditional ethnic businesses, such as tuck shops, tailoring and dry-cleaning 

shops or businesses in the hotel and restaurant industry. Despite few leads, I still filtered 

out most of the informants contacted as they were not the right fit for the study. Once I 

achieved initial access to immigrant entrepreneurs, it opened up further avenues for data 

collection, e.g. when I gained trust and rapport with the entrepreneurs in the Swedish 

startup ecosystem, I was referred to more immigrant entrepreneurs through word of mouth. 

This was similar to snowball sampling, a suitable technique that helps in getting access to a 

group of hard-to -reach individuals (Atkinson and Flint, 2001).  

For instance, I attended a meeting at a Stockholm University incubator where I was 

introduced to the participants by the manager himself. During the meeting, I was able to 

provide some valuable feedback, which created a professionally relevant image that 

resulted in some entrepreneurs adding me on LinkedIn. I also met a Swedish woman who 

worked at SFI (Swedish for Immigrants) as a teacher and mentor for immigrants, and later 

shared my research and contact details with her professional network to reach more 

interested participants. It was through her that I was contacted by one of my Colombian 

informants who was based in Malmö, Sweden. Since I was recommended by a common 

acquaintance, my emails and attempts to get a time for an interview were not ignored for 

too long. Purposeful and snowball sampling also helped when considering the time and 

financial constraints of my PhD study (Malhotra, 2010) which were already challenged, 

given that it took me three years to gather all 30 interviews. These sampling techniques 

provided more control to select the respondents based on their availability, as well as their 

demographics and nature of businesses. Pseudonyms of informants, their ethnicity, 

pseudonyms of their businesses, type of business and the length of the interviews is 

presented in table 4.1. The time of interview encompasses the length of the recordings but 

does not include the conversations that took place e.g., before the interview was officially 

started and permission to record was obtained. Furthermore, for co-partners such as Pasha 

and Sushant as well as Jennifer and Berat the interviews were conducted together, hence 

the time slot is merged.  
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No. Name  
Name of 

business 
Type of business 

Country of 

origin 

Time 

(mins) 

1 Mahdi 
Leading Edge 

Integration 

Media innovation 

lab 
Syria 60 

2 Aaden Pasture Farm 

Sustainable online 

platform for nomads 

and farmers 

Somalia 62 

3 Fotis 
Aficionado 

Gourmet 

Immigrant cuisine 

digital catering app 
Greece 71 

4 Preeti Livable Fashion 

One-stop digital 

sustainable fashion 

platform 

India 60 

5 Zoe Obitrax 
Digital solution for 

women in labor 
Australia 40 

6 Ranbir Indie Nation 

Online discovery 

platform for South 

Asian events 

India 70 

7 Berat Safe Renovation 

Digital consultancy 

for housing 

renovation projects 

Turkey 

65 

8 Jennifer Safe Renovation 

Digital consultancy 

for housing 

renovation projects 

Congo 

9 Dmitry Transporter 

Digital app for 

sustainable small 

business 

transportation 

Russia 60 

10 Kailash Darwaza 

Technology firm for 

cutting-edge logistic 

services 

India 60 

11 Hemal Green Impact 
Energy management 

app for households 
Bangladesh 55 

12 Lailish Tandoor Punjabi 
Food innovation and 

event management 
India 68 

13 Rani Chronicles AB 

Impact 

communication 

strategy consultancy 

India 60 

14 Akash Mindful Senses 
Smart fitness and 

health digital app 
India 60 

15 Nathanial Career Mentor 
Professional career 

consultancy 
Canada 30 

16 Malaika 

Marketing 

communications 

and growth 

coach 

Marketing 

communications 

and growth coach 

Lebanon 60 

17 Soraya Coast to Coast 

Tourism and 

logistics 

consultancy 

Colombia 30 

18 Mustafa We@ther Check 
Weather planning 

digital app 
Turkey 30 

19 Govinda 
Smart Market 

Analytics 

Data transformation 

consultancy 
India 60 

20 Taha 
Zoar 

Technology 

Socio-digital 

solution for urban 

air pollution 

Iran 35 

21 Fawad Adtech 
Marketing 

technology startup 
Pakistan 82 

22 ChenChuang Bridging Gaps 

Integration app for 

newly arrived 

immigrants 

China 45 
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Table 4. 1 Informants for the research study 

 

4.7. Takeaway on methods from pilot studies 

 

In this section, I explain why some strategies were used, while others were ruled out as 

an option, for instance how triangulation was utilized to combine a mix of data collection 

strategies to gather as much information on the immigrant entrepreneurs from both in-

person interviews and secondary online data.  

4.7.1. Why triangulation? 

 

Triangulation involves using a combination of methods or sources of data to examine 

and understand the same social phenomenon, so that the findings can be cross-checked 

(Bryman, 2016) which consequently improves the validity of the research results. 

However, it would be a mistake to expect that triangulation results in a singular research 

proposition from various sources of data. Different methods can either result in 

convergence of similar results, inconsistency or in some cases even contradiction when 

viewed from different contexts, hence providing alternative understandings through 

different domains which further improves the impact and influence of the results 

(Mathison, 1988).  

Hence, triangulation is not problematic, rather it is a means to achieve a stronger 

holistic sense of the research phenomenon (Ibid). In the end, it is the task of the researcher 

to bring together evidence from different sources and contexts to construct a meaningful 

understanding of the research question (Denzin and Lincoln, 2011). Triangulation does not 

only refer to the use of conventional (reactive) techniques, where data needs to be gathered 

through direct interaction with the informant. Instead, the use of unobtrusive (non-reactive) 

methods is also encouraged (Bryman, 2016).  

 
 

5 Since Pasha and Sushant are co-founders and were interviewed together at the same time, their introduction 

section, is done under the same heading. Similarly, their data is analyzed and presented together, in the results 

section. 

 

23 Pasha5 
Smart Housing 

Solutions 

Smart housing 

solutions 
Pakistan 

60 

24 Sushant 
Smart Housing 

Solutions 

Smart housing 

solutions 
India 

25 Vasyl Novisk 

Financial risk 

management 

consultancy 

Ukraine 50 

26 Timur Igol Corp 

Premium content-

promoting digital 

platform 

Kazakhstan 35 

27 Rizwan Danya Telecom 
Digital electronic 

retail and repair 
Pakistan 90 

28 Amir Easy Sell 
Digital marketplace 

innovation 
Pakistan 60 

29 Omar Fastr@ck 

Construction 

management 

consultancy 

Pakistan 60 

30 Leonardo Hoop 
Employee training 

and reskilling app 
Italy 50 
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Unobtrusive methods are explained as any technique in which the researcher is absent 

or distanced from the interactions under study, and observes them from afar (Ibid), such as 

computer-mediated communication through web content. I used one direct method of 

contact with the immigrant entrepreneurs through semi-structured interviews, and validated 

it with online information on them and their businesses. My aim was to utilize different 

sources that may have had different biases and strengths, but that complemented one 

another. This approach of cross-checking findings automatically led to an ongoing built-in 

verification process throughout the data collection journey. In the next section, I present 

the methods that were selected as well as those that were not taken into consideration. 

4.7.2. How was triangulation practiced?  

 

I consulted both primary and secondary data to cross-check, compare and match 

information. Primary data was collected through interviews, whereas secondary data was 

collected through online sources, such as LinkedIn profiles, online blog posts, and 

interview articles published in magazines or online news, YouTube videos, the official 

websites of the immigrant entrepreneurs, as well as information available on them at the 

websites of the incubators and co-working spaces they were members of. Some of my 

informants shared various web links with me before the interview, so I could find out more 

about them and their businesses. This helped me feel more secure and confident in the 

consistency and accuracy of my data as it lowered the risk of missing out any vital 

information that would enhance the data richness.  

However, the decision to only use semi-structured interviews for direct in-person data 

collection was not entirely theoretical, but rather due to practical limitations of the given 

research context. As already discussed, four to five years of PhD studies were not enough 

to collect data given the struggle of finding immigrant entrepreneurs in knowledge-

intensive sectors. The data collection process took much more time and patience, due to 

which the option of conducting a longitudinal study was not possible. Furthermore, the 

selected entrepreneurs were not willing to invest more time for follow-up interviews, and 

felt they had nothing more to say or add to the discussion.  

This was not problematic since I explored opportunity development, entailing them to 

reflect upon accounts from the past that would not have changed in the present. Therefore, 

the use of follow-up interviews was considered futile for the purpose of the study. Since 

having follow-up interviews was not an option, I considered incorporating other methods. 

As an observer, the researcher looks at, listens to and records various activities of 

informants over time (Silverman, 2006). I inquired about the possibility of shadowing 

immigrant entrepreneurs in their daily lives by spending time at their office meetings and 

speaking to other team members. This request was instantly declined; due to their busy 

schedules and struggles with balancing work with family life, they did not want to engage 

full or part-time in any other project. Furthermore, the entrepreneurs who were located in 

co-working spaces had limited privacy and space, which created skepticism about having 

an extra person on board. Given their hesitancy, I did not find it ethical to ask again. 

Furthermore, I wanted to avoid spending long hours in close proximity with the 

informants, as this could have closed them off to speaking on different topics and may also 

have prevented me from becoming easily familiarized with the views of informants, which 

could have led to a loss of my own fresh perspective (Walsham, 2006). Hence, the only 

observations I made were right before, during and right after the interview ended.  
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Similarly, even though diaries provide a first-hand account of the informant´s 

experience, which would otherwise be missed by the researcher, and forgotten by the 

informant, they require much discipline, dedication and commitment, which is only 

possible if the informants get some form of compensation for writing them, or benefit from 

the study in regards to their businesses. Since I was not aiming to carry out structured 

observations of my informants, I avoided collecting data through diaries as this is 

considered an alternative form of structured observation (Bryman, 2016). Immigrant 

entrepreneurs selected for this study were in the first few years i.e., years one to three of 

starting their businesses, and mostly were not making a steady income yet. I was not 

studying their present or future behaviors, since the research focus was mainly on the 

startup stage of opportunity development, which is why I could not instruct them to record 

personal documents in the form of free-text diary writing. Ultimately, it was important for 

me to do justice to the research question and contribution, rather than focus on collecting a 

large quantity of data from various methods.  

Multiple data collection methods are only recommended when we are fully aware of 

the complications that come along with them and the extensive amount of time required 

(Silverman, 2013a). The following excerpts from an interview show how the informant felt 

their time and space should be respected. 

 

 “You are lucky. If you hadn’t pushed me, I wouldn’t, because my life is....I come to 

the office at seven and then leave late. It’s like it has to be... but I do also have the face 

forward mentality” (Malaika- Marketing communications and growth coach) 

 

And when I explained to her how I had avoided a longitudinal study that required 

follow-up interviews with the same entrepreneur because none of the immigrant 

entrepreneurs wanted to be contacted again, she replied with a shrug: 

 

“Well, yes... you also have to respect the individual too I guess” 

 

Even though it was difficult to find alternative methods of data collection, I was also 

aware that triangulation is a frequently practiced technique in qualitative research to gain a 

cumulative view of data (Silverman, 2013a). I needed to verify the reliability and 

authenticity of my data to make sure all informants fit the selection criteria. For this 

reason, I collected information on their businesses from online sources. In the next section, 

I discuss the details of how interviews were conducted.  

 

4.8. Data collection  

 

Once sites are discovered where informants can be found, the next step is to shortlist 

methods of data collection (Creswell, 2007). Social constructionism is rooted in the notion 

that an individual’s reservoir of knowledge and understanding of the world is 

intersubjective based on their experiences, and engagement with the surroundings (Leavy 

et al., 2014). Therefore, I wanted to use techniques that would stimulate the informant to 

reflect on memories and remember different decisions they made in the earlier stages of 

opportunity development. 
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 Interpretative entrepreneurship studies can produce rich data on the informant’s 

personal experiences, including how they view the world, which in turn helps us 

understand their behaviors (Leitch et al., 2009). With interpretative inquiry, informants are 

made to look back into time, to reflect on their own journeys. By doing so, they are bound 

to uncover certain entrepreneurial aspects of their journeys they had never thought of 

before. Therefore, I was able to dig deeper into their journeys by applying interpretation 

and subjective logic to better understand their intersubjective experiences (Johnson et al., 

2006). 

 

According to, Walsham, (2006), 

"Interpretive methods of research start from the position that our 

knowledge of reality, including the domain of human action, is a social 

construction by human actors". 

 

Qualitative researchers should make the procedure of data collection and analysis as 

transparent and definite as possible in order to make theory development and knowledge 

creation more apparent in the research process (Ponelis, 2015). Since the field of 

interpretative inquiry is still developing, it leaves a lot of room for creativity for the 

researcher to explore the topic (Lincoln, 1995), which was a crucial aspect of the 

methodological design that gave me the freedom to explore the research field and be 

flexible in the face of uncertainty. Since an interpretive researcher has the responsibility of 

describing the research process in detail so that the reader gets sufficient information on 

how the study was designed and consequently conducted (Rynes and Gephart Jr, 2004), in 

the following sections I provide a comprehensive account of the different stages of data 

collection, which help explain the consequent choices I made.  

4.8.1. Why in-depth interviews?  

 

A phenomenological study aims to collectively describe and interpret the multiple 

meanings of lived experiences for several individuals, usually a sample size of five to 25, 

who experience a specific phenomenon while showing what they all have in common 

(Creswell, 2007). Therefore, in order to collect rich accounts of their lived experiences, in-

depth interviews and diaries are considered the best ways to elicit interesting stories, 

thoughts and feelings about the researched phenomenon (Smith et al., 2009). Usually, only 

interviews are conducted in a phenomenological study, which can either be single 

interviews or multiple interviews per informant. Since refining the research problem also 

means limiting the amount of data that is gathered (Silverman, 2013b), I found one-on-one 

interviews the best choice, as they were easily manageable in comparison to gathering 

personal diaries. Given the limited availability of my informants based on their busy 

schedules, expecting them to journal their experiences in a diary was not practical.  

In-depth interviews in IPA provide a setting for informants where they feel 

comfortable to open up in detail about their experiences and elaborate on aspects that are 

important to them (Spiers et al., 2020). I wanted to make the most of the time I had with 

each informant since it was challenging to gain access to them. As a researcher, interviews 

allowed me to listen intently and ask questions to probe deeper, while I was also able to 

build a good rapport by showing genuine interest and maintaining a general air of 

friendliness to make them feel important and heard, which consequently helped them open 

up.  
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For example, Malaika seemed a bit cold and distant initially when we first met, and 

kept asking how long the interview would take, while pointing out her busy schedule in a 

serious and distant tone. However, halfway through the interview she relaxed, stating that 

she felt I was not just asking questions but was also taking a genuine interest in what she 

had to say. While interviews are descriptive in nature, providing an understanding of how 

interviewees experience their world (Denzin and Lincoln, 2011), they also create a social 

interaction in which, information is not simply exchanged, but also knowledge is co-

created (Alvesson, 2010), thereby making them interpretative and in line with IPA´s 

requirements. Therefore, from a social constructionist perspective, they help us to 

understand how certain problems or unmet needs are identified (Lindgren and Packendorff, 

2009) in this case by the immigrant entrepreneurs while they developed opportunities. 

Deep insights could not be measured by a scale, or a survey as that would barely depict the 

true picture Instead, interviews are a better fit as they probe inside the minds of informants 

to get a grasp on their perceptions (Silverman, 2013a) and capture their personal details 

that reflect their true journeys. 

 As an interpretative phenomenological analysis, semi-structured interviews allow the 

interview to progress in light of the participant's responses (Smith and Shinebourne, 2012). 

The decision to only conduct interviews was mainly influenced by external factors that 

were beyond my control as a researcher. Often time limitations and high costs are valid 

reasons to weigh all options of data collection and bypass those that do not serve the 

overall research purpose (Walsham, 2006). For instance, when I approached an 

international incubator based in Stockholm, asking for permission to contact some of their 

members, they gave an outright rejection of my request to provide access to their premises 

as well as information on their members. As an alternative, they offered the option to take 

part in a three-month training program at their preseed accelerator, which cost around 9000 

Swedish Kronas. Not only was this not affordable, but I would also have been required to 

spend a large amount of time attending and preparing for the program as an aspiring 

entrepreneur, which would have entailed preparing and working on a business plan, as well 

as implementing the plan in real life, and reporting on its progress. This was a problem for 

two main reasons, firstly, most of the participants were of Swedish origin, hence, I would 

not be interacting one-on-one with enough immigrant entrepreneurs, which would not only 

make the data invalid for understanding the research purpose but would also result in 

inadequate material for the study. Secondly, the study would turn into an autoethnography, 

which was not the aim to begin with. Moreover, I am not an entrepreneur so I could not 

provide any insights on entrepreneurial experiences to help understand how an immigrant 

entrepreneur develops opportunities.  

However, another important reason to avoid close involvement with the informants 

was to prevent myself from becoming too socialized into their views and losing my own 

fresh perspective. I did not want to represent the views of the informants as my own, 

thereby losing the overall value of an outsider’s perspective (Walsham, 2006). I was often 

asked for advice as if I were a consultant, or to share the results of the research in order to 

help them grow their business. Therefore, if I had got access to their everyday activities, 

they would automatically assume that the research results were aimed at helping them with 

business activities. Taking up any such responsibility would be dishonest and unfair to 

them, as that was not the aim of the research. Due to ethical reasons I decided to avoid 

choosing methods that required me to have frequent interactions with the entrepreneur.  

In the post-modern age, interviewing has become a common practice in social sciences 

to the extent that it is often taken for granted and it is no longer felt necessary to justify its 

use. However, interviews are actually a relatively new phenomenon that is less than a 

century old. The first social science interview dates back to the early 20th century (Denzin 

and Lincoln, 2011).  
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Therefore, I feel it is necessary to understand the interview’s relevance as a unique 

method where the respondent is willing to open up in front of a complete stranger. This 

makes the mode of data collection through interviews an art in itself, which requires skills 

to motivate the informant to open up and feel at ease. In the following section, I elaborate 

in detail on how the interviews were conducted, their setting, what guided the interviews, 

their transcription and the nature of secondary data that helped me to study the research 

phenomenon in an all-encompassing manner.  

 

4.8.2. The interview settings 

 

IPA recommends that in order to make informants feel comfortable they should be 

notified about the expectations of them, for example in regards to the time required for the 

interview, or where the interview will take place, and by making it clear that there are no 

right or wrong answers (Smith et al., 2009). Hence, at the beginning of each interview, I 

shared the minimum time requirement of one hour, so that informants were aware of how 

long would be needed. Some were flexible and had no issues with extending that time 

frame, while others were more stringent and kept a time check. In some cases, where the 

informant looked reluctant about the nature of the interview, I clarified the research 

purpose to assure them that they would not be required to disclose controversial or 

sensitive information they were not comfortable sharing. This was important in order to 

break the ice and make them feel less reluctant and more willing to participate. I always 

asked them in advance about where they preferred to meet, so I could make necessary 

arrangements for interviews conducted via Skype or phone call, as well as to make sure 

that the chosen place for a physical meeting was not too noisy or crowded, thereby 

ensuring a smooth interview. Interviews usually took place in co-working offices, cafes, 

shopping malls, or at the interviewee’s office. In some cases, the interviewee and I were 

not based in the same country at the same time, and due to the unpredictable nature of their 

schedules it was risky to wait for an in-person interview. In such cases, in order to avoid 

losing a potential interview, I opted for a Skype or phone conversation instead. Even 

though I preferred face-to-face interviews over Skype, overall, I found no difference in 

them. In fact, during Skype interviews the respondents seemed more relaxed and had fewer 

time constraints as they were either at home or in between locations, which meant they did 

not have to specially commute for the interview. Trust was mostly established earlier on 

either through a first meeting at workshops or incubators or through emails where I 

introduced myself in detail. Therefore, irrespective of whether the interview was in person, 

or via Skype or phone, the process was smooth and comfortable.  

4.8.3. Recording and transcribing the interview 

 

Recording interviews can mentally relax the interviewer during the interview 

(Walsham, 2006), which is why I was able to focus more on what the informants were 

saying, knowing I had the audios to verify data later. Recordings allowed me to be fully 

present in the moment, listen carefully to the respondent, and follow a semi-structured 

interview protocol, probing deeply and making conversation out of the ongoing dialog. All 

the interviews, including Skype, irrespective of their quality, were recorded on an Android 

smartphone and were more reliable compared to the notes I took during the interviews. 

However, handwritten notes were more effective in capturing the implicit elements of the 

interview in the moment it took place, hence, I still opted for them.  
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When it came to making the choice in terms of a voice recorder, I chose convenience 

and my own knowledge and comfort over more advanced expensive technology. The 

researcher simply needs to be well-informed about the external device or hardware that is 

used to record interviews, and make sure the equipment is working properly (Bryman, 

2016). For me, my smartphone was a device I was most comfortable using, and I made 

sure it was properly charged, and functioning before each interview. Moreover, right after 

the interview I made sure I transferred the audio recordings to my Dropbox folder so that 

they were securely available in a cloud storage space for easier retrieval at any time. This 

is also the reason why unfortunately I do not have information on the exact date and time 

of the interviews, since this information only appears on the original file of the recording 

and not a transferred file.  

All audio recordings were transcribed for analysis. Most of the interviews were 

conducted in the English language except for two that were conducted in Urdu. Since Urdu 

is my first language, I was able to directly translate and transcribe these two interviews into 

English. I transcribed 20 interviews by myself, but then due to the time required to process 

the remaining interviews and my own time constraints, I switched to an online 

transcription service by the name of GoTranscript. They were relatively affordable and the 

results were satisfactory. However, I did not completely trust the services, therefore before 

coding, I went through each transcript, while I listened to their interview audio. This 

provided me with more familiarity with my work, and the chance to reflect deeper on the 

emerging and alternative themes, as I was able to recall the tone of the interviewee while I 

confirmed the quality of the transcripts. Listening to audio also allowed me to fix mistakes 

in names, spellings, misheard technical terms, Swedish pronunciations and acronyms or 

simply the inaudible parts of the interview that were not accurately transcribed by the 

company. In IPA, the content of the stories shared by informants is mainly interpreted, 

which is why it is not necessary to transcribe the prosodic parts of the audio recording 

(Smith et al., 2009). Therefore, I did not include the exact length of pauses, sighs, or any 

other non-verbal utterances that did not add any meaning to the text.  

Data analysis does not need to be carried out in a linear manner nor left till the end of 

the research process, when the researcher is left with hundreds of pages to decipher 

(Alvesson, 2010). Jotting down preliminary notes in a memo or as an entry in a data 

journal is highly recommended. This can be done while transcribing interviews, and filing 

documents gathered from the site (Auerbach and Silverstein, 2003). In order to avoid being 

overwhelmed with analysis at the end of the research process, the initial analysis started 

the moment I entered the field to conduct pilot studies. Additionally, I also reviewed the 

notes I took before, during and after the interview. These were added to the transcripts 

during analysis to make sure I did not neglect any details that I could have missed in the 

recordings. Furthermore, raw field notes can guard the analysis from bias (Miles and 

Huberman, 1994) which is true as they stimulated me to recall the interview setting and my 

thoughts, so that I did not get completely influenced by the literature I read between the 

time from when the interview was conducted till the time it was analyzed.  

4.8.4. How were the interviews conducted?  

 

Conducting interviews can be a daunting task, and requires good interpersonal skills, 

including resilience, patience and persistence in ambiguous times and when facing 

setbacks. It is important to be transparent and clearly point out details regarding the 

research to the informant from the beginning (Leitch et al., 2009). Typically, people are 

easily persuaded to share details from their work and life, with reasonable transparency, 

provided they trust the interviewer´s claims of keeping their identities anonymous and the 

overall intentions toward the research topic are clear (Walsham, 2006).  
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Therefore, the identities of the informants were kept anonymous on their request and 

all the names used in this research are pseudonyms. Furthermore, I hold a neutral position 

as a researcher and interpreter and made it clear to the informants that I was not working 

for any organization or group that strongly supported or opposed the cause of the research 

or influenced it in any form, and also, the results from the research were not going to be 

used for my personal consultancy services. Explaining the research purpose at the 

beginning helps informants relax and answer questions more honestly (Walsham, 2006) 

hence, I spent five to ten minutes explaining my personal background, reasons for 

conducting the research, and what I hoped to achieve from it. This also allowed me to gain 

formal consent regarding the rules on confidentiality, anonymity, voluntary participation, 

the option to withdraw at any point, and permission to record the conversation for 

transcription. Furthermore, semi-structured, in-depth, one-on-one interviews are mostly 

one hour or longer, though the time can vary across interviews (Pietkiewicz and Smith, 

2014). Similarly, all of the initial interviews were at least one hour or more in length; 

however, there were exceptions such as Timur, Taha, Mustafa, Soraya and Nathanial, 

whose interviews were 30-35 minutes long. Timur and Taha had telephone interviews, 

Soraya had a Skype interview while Mustafa and Nathanial were interviewed in person.  

I met Mustafa and Nathanial at the incubator during a workshop which allowed me to 

gather information from them before the start of the formal interview. These initial 

conversations were not recorded, which resulted in shorter audio recordings. For Timur, 

Taha and Soraya the interviews reached saturation point earlier than expected; however, 

since they provided valuable insights, these interviews were included in the research. 

Since I wanted to encourage informants to share honest and unprepared accounts of 

their entrepreneurial journeys, I did not want them to prepare answers in advance that they 

could use to create a suitable image of their liking. Hence, in order to retain the 

authenticity of the interview, I avoided sharing interview questions before our meeting. 

Moreover, following a few pilot studies it became clear that interviews could neither be 

structured nor unstructured. I opted for semi-structured interviews to avoid losing out on 

meaningful insights that could not be captured by a structured interview (Denzin and 

Lincoln, 2011), and they also provided me with a wider frame to follow up on the 

interview from different angles. IPA encourages researchers to ask probing questions at the 

beginning of interviews so that informants realize the depth of response that is needed and 

automatically start sharing more by themselves after a while (Smith et al., 2009). 

Therefore, I encouraged the informants to speak more on areas of interest by asking 

follow-up questions, as I used an open interview guide/schedule to navigate the 

conversation.  

The purpose was to have free-flowing conversations that allowed for elaborations and 

digressions to encourage the informants to repeatedly reflect on their experiences and 

practices in a way they had never done before. The flexibility of semi-structured interviews 

also allowed me to explore issues that arose during the interview, and to adjust questions 

for future interviews according to the informant's knowledge (Ponelis, 2015). In the next 

section, I briefly discuss how the semi-structured schedule or guide for the interviews was 

designed.  
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4.8.4.1. How did the semi-structured interview guide evolve? 

 

A vast majority of IPA studies consist of semi-structured interviews which are 

complemented with an interview schedule. However, IPA provides limited guidance on 

how to design an interview schedule or examples of questions that can be used to facilitate 

in-depth interviews, other than the fact that they are meant to be open-ended and non-

directive (Brocki and Wearden, 2006). Mostly I only focused on listening attentively to the 

words of the informants and asked them questions generated along the way as 

recommended by IPA (Smith et al., 2009), which emphasizes more the importance of the 

interviewer’s role as an active listener, who can if necessary abandon the schedule to focus 

more on the concerns of the informants. Hence, I only used a schedule as a framework for 

guiding the interview, especially toward the end when I wanted to make sure all-important 

areas were covered. 

The phrasing of the questions stated in the interview schedule can and may be 

different from how they were worded in real life (Smith et al., 2009), which is why the 

interview guide provided in figure 1 in the Appendix was not followed strictly in order or 

phrasing of the questions listed. Since, research questions are kept broad and open to 

explore the area of concern in a manner that gives the informant the space to express their 

views on their personal and social world (Smith and Shinebourne, 2012), I preferred to ask 

questions in the order that best suited the topic under discussion at that point and thereby 

facilitate an open-ended conversation that gave the informants plenty of room to dig deep 

into their thoughts and me, as a researcher, the comfort zone to listen intently. Prior to 

collection of data, I had read literature; however, the informants did not speak in 

connection to what I had in mind based on my preconceived notions. However, this was 

not problematic since IPA considers the important interpretative role of the researcher in 

the analysis where preconceived notions based on personal experiences and literature play 

an important role (Brocki and Wearden, 2006).  

Generally, in IPA, prior literature or theory is discussed after data collection, therefore, 

not only was the interview schedule developed as the interviews took place, but also the 

literature I read changed and became more diversified. According to (Alvesson, 2010): 

 

“It is often wise to think through the project between interviews, in the beginning 

perhaps even after each interview but even more carefully so between different sets of 

interviews. So, is the case both in terms of the technical aspects- what works and what 

does not, how can introduction, questions, tactics etc. be improved? - and in terms of 

the overall research question and specific themes of study which can need critical 

scrutiny, and revision or simply be made more precise, alternatively opened up and 

broadened” 

 

Furthermore, in relation to consulting and reading more research literature, to explore 

what is written on each emerging theme (Alvesson, 2010) states: 

 

“It is important to learn gradually during the process and later stages need to 

build on, not just add to what knowledge the interviewer has gained previously in the 

project. Reading literature during the process- in particular if preliminary results 

appear to trigger new and unexpected ideas or paths-may also be motivated” 
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Therefore, I did not have a developed theoretical framework or a pre-determined 

hypothesis, prior to the data collection and analysis.  

However, I did have an area of concern, which was opportunity development by 

highly educated and skilled first-generation immigrant entrepreneurs in knowledge-

intensive sectors, and the theoretical model originated from the findings. IPA researchers 

attempt to get answers to the research question sideways, which means they do not ask the 

question directly, but instead facilitate discussion of relevant topics, with the help of the 

interview schedule, which helps the natural flow of the conversation, providing key 

questions and areas for the researcher to focus on (Smith et al., 2009, Pietkiewicz and 

Smith, 2014). The interview schedule was based partially on previous literature, which in 

turn was based on the themes that were emerging from the data along the way. At the 

beginning of the interview, as an interpretative phenomenological researcher I was aware 

that it is recommended to avoid asking a set number of prepared questions regarding the 

topic, instead it is better to start with a broad question (Cope, 2005). Hence, I set a loose 

agenda to guide the interviews and started by asking a general open-ended question to set 

the interview in motion, and from there on I tried to speak as little as possible, letting the 

informant take over the conversation. In the case of unexpected difficulty, the interview 

guide lets the researcher maneuver the interview onto the right path (Smith et al., 2009). 

Therefore, under each of the main themes I selected, I created a few questions, which I 

placed in front of myself during the interview. While open-ended interviews can increase 

the chances of the conversation going astray, this can also turn out to be beneficial in 

gaining additional insights, since private thoughts can be tapped into as they acquire a 

structure through interviews (Silverman, 2013b). In constructionism, interviewers and 

interviewees engage in and forge the conversation mutually (Silverman, 2006). As a 

researcher, I found it of the utmost importance to unearth what my respondents took for 

granted (Leavy et al., 2014), while I was careful not to assert my own opinion by making 

appreciative or critical comments. Having provided details on primary data collection, in 

the next section I elaborate on secondary data collection sources for this study.  

4.8.5. Secondary data 

 

In interpretive studies, interviews should be complemented with another form of data 

collection (Walsham, 2006). Web-based data from emails, websites and different social 

media platforms can be valuable. In order to validate and cross-check information 

collected from the primary source, I turned to a secondary source and I gathered 

information on the immigrant entrepreneurs from their online presence, such as their 

official business websites, LinkedIn profiles, blog posts, articles published on them by 

different online news sources, magazines, co-working spaces, incubators and other open 

discussion forums. These secondary sources gave me an extended insight into their lives, 

and also re-confirmed the consistency with some parts of their interview narratives. 

Furthermore, online information provided details on their background, such as their 

education and prior work experience: where they received their education, which programs 

they were enlisted in and the organizations they had worked for as well as the nature of 

their jobs. This information was often left out in the interviews. Each source manifests a 

different side of the story, providing a fresh, in-depth perspective on the immigrant 

entrepreneur.  
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Similarly, I could find more information on the nature of their businesses from their 

online presence. If the information was too complicated to understand during the interview, 

it was better to avoid wasting time and to gain knowledge from other professional 

platforms such as their official web pages. Furthermore, after the interview, informants 

were given a list of basic questions that they had to answer through emails. This laid the 

basis for further online research on them from publicly accessible websites, which added 

more richness to the data and provided keywords.  

About you:  

1. Place of birth: 

2. Year of arrival in Sweden: 

3. Reason for choosing Sweden: 

4. Educational background: 

a.    Degree from home country 

b.    Degree from Sweden 

c.    Degree elsewhere (if applicable) 

5. Type or nature of working experience (please list all including internships or 

volunteer positions that are in line with your business): 

a)    In home country:  

b)   In Sweden 

c)    Elsewhere (if applicable).  

  About idea:  

6. Can you please share what the business is about in 5-6 lines?  

 

4.9. Data Analysis and Writing in IPA  

It should not be assumed that interviews can provide a strong and sincere indicator of 

social reality. Instead, they should be critically studied, to analyze the extent to which they 

represent the truth (Alvesson, 2010). For this the researcher tries to stand in the shoes of 

the informants, thereby playing an active role in interpreting the real meaning of what 

informants say (Pietkiewicz and Smith, 2014). As an educated immigrant from a 

developing country who moved to Sweden without any existing social support, I was able 

to empathize with the informants and understand their responses in my own way. Together, 

we socially constructed narratives which led to double interpretation analysis consisting of 

description based on the actual account followed by another level of interpretation from 

my perspective that was also supported and verified by pre-existing theoretical concepts. 

From a methodological perspective I wondered how I could explore each informant´s 

perceptions of their experiences embedded in the chosen epistemological and ontological 

assumptions.  

For this, interpretative phenomenological analysis was ideal since it not only explores 

and understands each informant´s account but also recognizes that this exploration is only 

fully and adequately possible through the engagement of the researcher in the 

interpretation process (Cuthbertson et al., 2020). Initially, the research was driven by my 

own intellectual interests, as well as a rough reading of literature on relevant topics linked 

to the topic of immigrant entrepreneurship. Hence, while the analysis and research process 

were to some extent influenced by pre-existing theoretical assumptions, they were largely 

shaped by the data itself, in order to investigate the socially constructed reality of the 

immigrant entrepreneur. I employed IPA on all 30 interview transcriptions. In this chapter, 

I discuss and reflect upon the multiple rounds of analysis and their progression from first 

order codes, to second order codes, and from second order codes to super-ordinate themes. 

The overall data analysis was abductive in nature as I constantly went back and forth 

between theory and data. 
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4.9.1. IPA analysis 

 

In IPA,6 the researcher adopts an active role, to get close to the informant’s personal 

world and get an insider´s perspective. In the beginning, the text is taken in its literal sense 

from what the informant states, followed by the second step where it is looked upon with 

suspicion and the meaning-making considers the researcher’s perspective (Eatough and 

Smith, 2008). Due to this reason IPA analysis is described as a double interpretative 

process, which combines an empathic as well as a questioning interpretation of data (Smith 

and Shinebourne, 2012). Overall, IPA is characterized as moving from a descriptive 

analysis of each informant to a more interpretative understanding of the informant´s point 

of view of their experiences, (Smith et al., 2009) and does not prescribe one way of data 

analysis. I opted for an empathic consideration of the informant´s views and then untangled 

and re-interpreted the meaning subjectively (Pietkiewicz and Smith, 2014) by questioning 

the data from the onset of interviews. I achieved this by using probing techniques 

throughout the interview, and by asking critical questions such as,  

 

“Can you expand on this more? What do you mean by this? What were you trying 

to gain from this? How was this specifically helpful for starting your business? What 

role did this play in helping you? How did this influence you to think of the idea?” 

 

As stated earlier, during the interviews I assisted the informants to go deeper into their 

thoughts to explore, relive and reconstruct memories of their lived experiences they had 

not visited for a long time and which could ultimately also lead to a new interpretation of 

their past experiences. In a way, their memories of their experiences negotiate how they 

perceived their life experiences in hindsight, and how they tried to accommodate their own 

objectives into the conversations that hold personal significance for them. This 

idiosyncratic interpretation is exactly the nature of IPA, which assumes that there is always 

more that exists within the text that goes beyond the face value of the conversation 

(Eatough and Smith, 2008). IPA being idiographic in nature means that each informant 

was analyzed in depth before the general analytical statements were made. IPA shows 

commitment to understanding the first-person perspective to gain subjective insights for 

better in-depth examination of a specific phenomenon rather than generating theory for the 

entire population (Pietkiewicz and Smith, 2014). The interview transcripts were evaluated 

idiosyncratically and then also compared with each other, while keeping the researcher´s 

own changing and expanding preunderstandings of the phenomenon in mind (Eatough and 

Smith, 2008).  

As an IPA researcher, the initial assumptions related to my research were not set in 

stone; rather, I took them into consideration, knowing they might change after the 

collection of data and its analysis (Eatough and Smith, 2008). This was complemented by 

the fact that there is no single definite way of conducting IPA as is also the case with 

overall qualitative research. IPA gives the researcher the creative space to construct the 

best possible way to present their results (Smith and Shinebourne, 2012, Smith et al., 

2009). In fact, the researcher is advised and prompted to be creative and alter the process 

according to their own requirement in order to make as much sense of the data as possible 

(Pietkiewicz and Smith, 2014).  

 
6 Abbreviation for Interpretative Phenomenological Analysis.  
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I carried out the analysis by following the main assumptions held under IPA, while 

altering and adapting them during the process to bring ease and understanding to the 

process. Overall, the analysis ranged from, exploratory commenting, looking for codes and 

then filtering, merging and developing these codes in an iterative manner as a primarily 

abductive process. IPA allowed me to contribute to my area of research through deeper, 

personal, individual analysis that helped shed light on the unique experience of each 

informant, hence improving the chances of transferability, and discussion of similarities 

and differences from a broader standpoint. In the next section, I argue for the choice of IPA 

in comparison to a similar analytical process of thematic analysis. 

4.9.1.1. IPA versus thematic analysis 

 

It was during a webinar I attended called: Common Challenges in Thematic Analysis 

and How to Avoid Them with Virginia Braun and Victoria Clarke, on 11th August 2022, 

that I heard the golden words from the ladies themselves that we do not need to rationalize 

our choice for the methodology we choose for analysis. I have had a similar opinion from 

day one of my PhD process; however, for the sake of explaining the fit of IPA for my 

research, in this section I briefly argue for choosing it over thematic analysis by reflecting 

upon some of their similarities and differences. Thematic analysis is also considered a 

flexible approach just like IPA, and has been used to identify patterns within and across 

informants in regards to their lived experiences, views and perspectives, and has also been 

referred to as experiential research that seeks to understand how participants feel and think 

(Clarke and Braun, 2017), but even more importantly thematic analysis has also been used 

in phenomenological research, (Braun and Clarke, 2021). Even though IPA and T.A7 work 

well together, there are some fundamental differences between the two due to which I 

chose IPA. IPA integrates dual analysis through description and interpretation, in which 

the idiographic focus is first on detailed analysis of each informant before analysis of all 

informants collectively (Braun and Clarke, 2021). Meanwhile, in thematic analysis, themes 

are developed across cases following the coding of the entire data set (Braun and Clarke, 

2021). In T.A., finding idiosyncratic meaning in the experiences of each informant is not in 

focus or given consideration (Clarke and Braun, 2014).  

I find IPA analytically more thorough, as it gathers deeper insights from a smaller 

sample, bringing out the uniqueness of each informant, which was suitable for my research 

purpose, and the challenge of finding a limited number of informants. There are also 

similarities between the two approaches, such as both include note writing in the margins 

of the transcripts. In both approaches these notes can be semantic as they are close to the 

language used by the informant, yet descriptive as they depict the researcher’s point of 

view on the informants’ worldview (Braun and Clarke, 2021). After notes are written, IPA 

continues to create emergent themes for each informant, which is a process that is similar 

to coding in thematic analysis. Once each informant is analyzed, then all emergent themes 

are compared across informants to form super-ordinate themes, also referred to as master 

themes (Braun and Clarke, 2021).  

Thematic analysis is a flexible and popularly attainable method for qualitative data 

analysis, which provides basic skills that can actually be applied to other analysis 

approaches as well (Clarke and Braun, 2014); therefore, I found the concept of coding as 

practiced in T.A. similar to how I created emergent themes using IPA.  

 
7 T.A. stands for thematic analysis 
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For larger samples in IPA, it is important to check for recurrence of themes and super-

ordinate themes across informants. For example, for a theme to be considered relevant it 

should be present in at least a third or half of the interviews (Smith et al., 2009) instead of 

being present in all. In thematic analysis on the other hand, for a theme to be considered 

relevant its presence needs to be more than idiosyncratic (Clarke and Braun, 2014), which 

means that contrary to IPA, a theme needs to be evident across all datasets irrespective of 

whether it has meaningful insights. This is another reason why thematic analysis limited 

the analysis of my data. IPA on the other hand attaches importance to the experiences of 

each individual informant in the given context, in contrast to other nomothetic analytical 

processes which are concerned with making general claims at a group or population level 

(Smith et al., 2009). Due to difficult access to informants, I find each account equally 

important yet unique in its own standing. I did not compromise on the source and nature of 

informants who participated in this study, and in return I wanted to avoid a nomothetic 

analytical approach, which hindered me from accessing or retrieving different perspectives 

that were shared yet were important to be highlighted. This is why I present my analysis 

results informant by informant rather than only presenting an accumulative theme by 

theme result.  

4.9.1.2. Time for analysis 

 

For a new IPA researcher, the analysis of the first interview transcript can take from 

one week to several weeks, while analysis of subsequent transcripts may take days. Then 

the process of comparing across cases will take weeks as well (Smith et al., 2009). This is 

the time suggested for three to six interviews, whereas for this study I analyzed 30 in-depth 

interviews. As a result, the analysis took a longer time, of approximately one and a half 

years. The details of the analytical process are discussed in the next section. IPA 

recommends starting the interview analysis process by considering those interviews that 

are most detailed, complex and interesting to the researcher (Smith et al., 2009), which is 

why I started transcription with Jamal and Mahdi´s interviews, which were the first two 

significant interviews conducted. They were the first two informants, who had proper 

business ventures, and whose popularity was visible on social media and other news 

outlets.  

4.9.2. IPA Coding  

 

In IPA it is advised to look in detail at one interview transcript before moving on to 

others, so that the analysis progresses from particular examples to more general categories 

(Smith et al., 1999). Therefore, the codes that emerged from the first interview were 

initially used to create a broad and tentative list of concepts as shown in table 4.1. which 

were then used to analyze, compare and contrast the remaining 29 interview transcripts. 

Codes were retained not only based on the frequency of their presence in the data but also 

on the richness of the account that depicted them. IPA is an iterative interpretation (Smith 

and Shinebourne, 2012), thus when new concepts emerged as the analysis progressed, I 

went back to review earlier transcripts in light of these new codes. It Is recommended to 

listen to the audio recording of the interview a few times to help immerse oneself in the 

data and recall the atmosphere of the interview setting. As a result, the researcher can make 

notes of any observations they can recall from the time of the conversation (Pietkiewicz 

and Smith, 2014). I too listened to the audio recordings when I started analysis to fix errors 

in the transcriptions. 
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 However, more than that, subtle changes to the tone and speed with which the 

informant speaks can awaken the subconscious, and help in recalling details that can be 

added later to the interpretation (Spiers et al., 2020). Likewise, the audio recordings and 

tone of voice helped me recall the original setting during the interview, such as the body 

language cues, changing facial expressions, various pauses of informants, where they 

stopped to think or when they looked confused, or excited, or when they realized 

something which made them rethink their past experiences. While I read the transcripts for 

the first round of coding I bracketed, underlined and highlighted parts of the text that I 

found had significant meaning. I then used process codes, which meant I wrote a line or a 

word in the margins to capture the action, experience or feeling of the informant (Saldaña, 

2009), and labeled them with the right numbered code. This was somewhat similar to the 

splitting technique where data is split into smaller codable sections, which requires a more 

thorough and careful analysis procedure, resulting in more nuanced codes (Saldaña, 2009).  

Later, these process codes helped to shape, connect and link different primary codes 

(Smith et al., 1999) from within same interview and across different interviews. The 

process codes had a clear phenomenological focus, which meant they were close to the 

actual meaning of what the informants said, to the point that I also used words spoken by 

the informant, taking them at face value to highlight important sections and to remind me 

of the context of the conversation when I returned to each transcript during cross informant 

analysis. Hence, the codes were both descriptive and interpretative (Clarke and Braun, 

2014) as I used some words from the data and some concepts from literature to create the 

themes. They were not an accurate representation of the codes that were finally generated 

but were good enough to help define the concept at hand in this initial laborious stage of 

IPA analysis, where I had to examine the semantic content while maintaining an open 

mind, so that everything of interest was noted and not left ignored (Smith et al., 2009). 

During this process, I preferred to keep a copy of the research question and research aim in 

front of me to maintain focus, while keeping the following questions in my mind: What are 

the informants doing? How do they feel? What are they accomplishing? How do they 

understand the experiences that they share? What do I see going on? Is there a trend I am 

picking up? What do I understand and include from the codes and notes? These questions 

helped me maintain the consistency in coding throughout all 30 transcripts. 

Table 4.2. presents the series of numbered codes. For instance, code series 1 were 

concerned with the role of social ties. They were further split into 1a codes which were 

concerned with weak ties whereas 1b depicted strong ties, 1c related to the role of the co-

founder, and 1d related to the role of potential and current consumers. Code series 2 were 

concerned with past work experience and education. You can see the details of codes from 

2a, 2b,2c,2d,2e and 2f in table 4.2. Likewise, code series 3 were related to general 

motivation depending on the patterns emerging from the data and were split into 

3a,3b,3c,3d,3e,3f and 3g. Even though this resulted in a large number of codes which were 

overwhelming at first, it helped me to examine the frequency of each code occurrence to 

decide on its relevance. Then in the second round of coding I was able to refine and reduce 

the frequently occurring codes by filtering and merging them. In IPA, numeration is a 

concept that is used to assign the relevance of an emerging theme based on the number of 

times it appears in the data across individual and multiple informants. This is an especially 

relevant method in open-ended and unstructured interviews (Smith et al., 2009). Figures 

4.1, 4.2, 4.3 and 4.4 are pictures taken of the actual manual coding process while table 4.3. 

shows the overall frequency of the codes based on the total number of interviews in which 

they appeared and the total number of times they appeared in total transcripts. This 

determined which codes were finally removed from analysis based on their low occurrence 

by appearing in fewer than half of the interviews conducted.  
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An important part of qualitative analysis is to discard themes that do not fit the overall 

analysis, and the emerging structure or have a weak presence in the data (Pietkiewicz and 

Smith, 2014, Clarke and Braun, 2014).  

In IPA, regardless of which method is used, the themes are worked on until they tell a 

well-connected consistent story of the lived experiences (Spiers et al., 2020), which 

implies that some outlying themes can be omitted based on their relevance for the research 

question (Smith et al., 2009), while other themes can be reanalyzed instead of being 

discarded to see if they fit an existing cluster better. Consequently, I discarded themes such 

as 1c: Related to co-founder (skills, guidance, help), 1d: Related to the role of 

consumers/potential consumers, 2f: Work or education changed perception about an 

existing habit/ or social problem, 3b: Desperate time / loss of job/ job dissatisfaction, and 

3f: Missed their own culture / home country. These were not present in an adequate 

number of transcripts to be considered vital for highlighting anything of significance. All 

those codes that were not present in 50% of the transcripts were filtered out; however, 

there could be themes that were absent in most interview transcripts, but stood out due to 

their revealing and interesting nature, which is why they are retained and included in the 

analysis (Spiers et al., 2020). This is apparent in IPA analysis where I was able to include 

themes that emerged from significant experiences of a few informants but provided 

interesting insights into opportunity development such as 3g: Sweden as a new setting 

influenced them.  

 

 Table 4. 2 Series of codes 

Codes What the text is coded for:  

1a Related to the role of weak ties i.e., startup events, formal networking, incubators, 

co-working spaces, 

1b Related to family/friends/people from the same country of origin 

1c Related to Co-founder (skills, guidance, help) 

1d Related to the role of consumers/potential consumers 

Codes What the text is coded for: 

2a Experience from past business ventures/ startup experience 

2b Inspiration from similar past work experience/or current workplace 

2c Got contacts from past work experience 

2d The master thesis or education gave background to the business idea 

2e Past work experience provided the required skills + training 

2f Work or education changed perception about an existing habit/ or social problem 

Codes What the text is coded for: 

3a Motivated due to a desire to contribute positively toward society/ give back to 

Swedish society 

3b Desperate time / loss of job/ job dissatisfaction 

3c Had knowledge and understood how to solve the problem 

3d Gaining more knowledge about the market was a source of motivation 

3e Want to create more awareness about the business idea 

3f Missed their own culture / home country 

3g Sweden as a new setting influenced them 
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Table 4. 3 Frequency of codes 

 

Figure 4.1. shows the tracking of codes 1a (weak ties) and 1b (strong ties) and their 

frequency for each informant. This way of labelling was practiced for each of the 

remaining codes, where in front of each informant´s name I mentioned the page number 

where the code was present as this made it easier to later trace back to the transcripts for 

the actual narrative when I worked on writing the analysis. Similarly, in figure 4.2. I 

pasted post-it notes for each informant for recording the number of times each code 

appeared in the transcripts. This was useful in finalizing the frequency of occurrence as I 

referred to these post-it notes to confirm the presence of codes across each transcript. For 

example, if 1a was present in all 30 transcripts then it was considered relevant; however, 

if 1c was only present in 10 transcripts then it clearly did not fulfill the criteria to be 

considered a valid code that influenced opportunity development. Figure 4.3. is similar 

and records the occurrence of these codes, for each informant. Lastly, figure 4.4. is the 

manual table which is presented in table 4.3, and the only difference between the two is 

that the figure is based on 20 interviews whereas the table is based on all 30 interviews. 

All these figures depict the strenuous manual coding process and the different ways of 

conducting it, to confirm the relevance and reliability of emerging codes. 

 

Code 

1 

# of 

interviews 

total Code 

2 

# of 

interviews 

total Code 

3 

# of 

interviews 

total 

1a 26 313 2a 22 54 3a 27 84 

1b 27 149 2b 22 46 3b 12 61 

1c 14 35 2c 15 52 3c 21 65 

1d 8 29 2d 21 42 3d 23 116 

   2e 21 40 3e 18 54 

   2f 10 8 3f 3 9 

      3g 14 43 
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Figure 4. 1 Tracking the frequency of codes for social ties 
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Figure 4. 2.Tracking the frequency of codes 
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Figure 4. 3 Tracking the frequency of codes 

 

 
Figure 4. 4. Manual representation of table 4.2.  
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The next step in IPA is to look for emergent themes, for which it is recommended to 

combine all the notes on the same transcript because the links between them are crucial to 

enable the researcher to become completely immersed in the life world of the informant 

(Smith et al., 2009). Hence, the notes were clustered together in order of similarity while 

using language directly from the data for labeling (Spiers et al., 2020). The large number of 

primary codes gathered was not considered a problem at this stage, as I wanted to include 

all data to avoid missing anything fundamentally important. The focus automatically 

shifted toward reducing the notes, to see interrelations, connections and emerging patterns 

(Smith et al., 2009). As codes started to take shape, I divided them into colored themes. 

Codes that provided information about the role of social ties, were marked green, while 

those on past work experience and education were blue, and those that showed reasons for 

motivation were assigned the color red. Next, I compiled all the primary codes on the 

blank side of the printed transcripts e.g., codes 1b, were written together and highlighted in 

green, along with a green page marker pasted to guide and confirm the presence of primary 

codes on family/friends/social ties from same country of origin in that transcript, see figure 

2 in the Appendix. The following table 4.3. is an example of an arrangement of code series 

1a (the role of different weak ties) in the case of Akash (Mindful Senses). Splitting the 

codes into different sources of weak ties helped me understand their individual roles as 

well as any similarities, differences and unique elements among them. Similarly, codes 

were collected for the rest of the informants and then filtered or merged to create cross-

case first-order codes, which were then further reduced and merged to cross-case second-

order codes and then finally super-ordinate themes (Muñoz and Cohen, 2018) as can be 

seen in the data structure tables in chapters, 6, 7 and 8.  

1a: Source of weak ties Clusters of primary codes (within case) 

1a: Conferences • Feedback from conferences results in product 

realization 

• Built/update product prototype based on feedback 

• They inspired and were addictive 

• Created awareness of product 

1a: Meetups/events • Attended a lot of startup meetups 

• Inspire to start business 

• Help create trustworthy connections 

• Create awareness about business 

• Inspire to stay persistent 

1a: Social networking websites • Connected with professionals online 

• Tried hit and trial method of networking online 

1a: After works • Helped gain trust in an informal setting 

• Met experts for collaborations 

• Brainstorming with experts 

• Collaborations with Swedish experts improve 

credibility 

• Affiliation with Swedish scientists increases 

trustworthiness 

1a: incubators • Received funding through incubator 

• Startup support 

• Built consumer network through incubator 

• Supportive business coach at incubator 

Table 4. 4 Series of codes for social ties with representative primary codes for Akash 
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In IPA, abstraction is a form of analysis where patterns are identified between the 

emerging themes, to merge and cluster together all similar ones to form higher level super-

ordinate themes (Smith et al., 2009). Since IPA is not prescriptive and allows room for 

much creativity, I decided to create primary and secondary codes, similar to thematic 

coding, which allows for a more systematic analytical process. Super-ordinate themes are 

somewhat abstract and somewhat conceptual phrases, which may have some of the 

informants’ original words and some words based on the researcher´s interpretation (Smith 

et al., 2009). Therefore, I collated all primary codes into concise phrases at a slightly 

higher level but still grounded in the actual account of the participant. I refer to emerging 

themes as ‘second-order codes’, and these were created by clustering together primary 

codes with similar meanings and giving them a descriptive label, (Pietkiewicz and Smith, 

2014).  

 

According to Smith and Shinebourne, 2012 (p.68): 

“the skill at this stage is finding expressions which are high level enough to allow 

theoretical connections within and across cases but which are still grounded in the 

particularity of the specific thing said”  

 

Figure 4.5. below is an example of data structure and its formation for the role of 

friends (strong ties). The rest of the data structures that have been created by following the 

data structure formation from (Gioia et al., 2012) can be found in chapters 6, 7 and 8.  
 

             Cross-case first order codes                       Cross-case second order codes        Super-ordinate theme 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 4. 5 Data structure on codes 1b-1 i.e., role of friends 

 

  

Evaluation 

Friends assist in 

building trustworthy 

formal business social 

ties in host country 

 

Recognition + 

Evaluation 

 

Friends motivate with 

emotional support and 

business insights 
Business and 

emotional support 

from friends 

brings clarity and 

optimism to 

develop 

opportunities 

 

• Were comfortable asking friends for help 

• Friends encourage and provide emotional 

support 

• Friends make initial financial investment 

• Brainstorming sessions with friends 

inspired/motivated 

• Valuable business advice from 

knowledgeable friends 

• Skilled friends volunteered to help  

• Friends face similar challenges and provide 

insights 

• Friends share similar challenges and sense of 

purpose 

 

• Friends are often first users of their product 
• Friends connect to relevant skilled 

professionals for help 

• Friends connect to business advisors 

• Friends introduced to potential clients  

• Friends connect to Swedish investors 

• Friends introduced to business partners 
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4.9.2.1. Why I did not copy-paste codes 

 

There is no right or wrong way to conduct the physical process of coding. In some 

cases, cutting and pasting codes into a separate file under the same theme is recommended 

because this helps with collating the data (Clarke and Braun, 2014). In IPA studies, if a 

large number of informants are chosen to be studied, it is common that for each recurrent 

theme, a file of extracts from the transcripts that portray the same meaning is compiled 

(Smith et al., 2009). This process helps to condense, filter and summarize all similar and 

relevant extracts. IPA recommends constructing a file of transcript extracts, in a Word or 

Excel file with page numbers and names of informants to help interpret the internal 

consistency of each theme (Ibid).  

However, I attempted to follow this in my own way by cutting and pasting parts of the 

transcripts on different colored chart papers to form a large code book (refer to figure 3 in 

the Appendix). I labeled each chart paper with the broad super-ordinate theme, and besides 

each pasted quote along with the name of the informant I made short notes to remind 

myself of the essence of the quote’s meaning. However, in IPA, the hermeneutic cycle 

during analysis requires one to understand parts of the data in order to understand the 

whole meaning (Smith et al., 2009). Therefore, the approach was useless in my analytical 

process because the overall context of the conversation was missing. This made it difficult 

to recall the absolute meaning or the question asked or the overall flow of the conversation. 

I needed to read the quotes as a part of the overall transcript to make better sense of them. 

Since IPA is an iterative process and requires creative measures, I did not particularly 

consider this task as a waste of time; rather, I saw it as an attempt, which took time, but 

eventually led to more efficient ways of compiling quotes.  

IPA recommends keeping track of the origin of each theme, from each transcript with 

a page number, (Smith et al., 2009). This is why, when I compiled all primary codes on 

one page of the transcripts, I made sure to list their respective page numbers (see figure 4 

in the Appendix as an example). This helped me to go back to the exact quote to reconsider 

its meaning and interpretation while writing the results chapters. Moreover, to help readers 

understand the context better, I could present the actual words of the informants and 

choose relevant quotes to add to the thesis while discussing the results. Hence, each code 

and theme was eventually backed by verbatim extracts from the transcripts (Smith et al., 

1999). This provided clarity on how the informant´s narrative was analyzed in the final 

write-up. 

4.9.2.2. IPA writing 

 

IPA promotes examining transcripts for contrasting relationships, between emerging 

themes by looking at how they may oppose one another, rather than how they reinforce 

each other’s meanings. This is called polarization in IPA and due to this it is essential to 

maintain the idiographic focus on each informant while using their individual claims to 

represent the overall meaning conveyed by them as a group (Smith et al., 2009). Since IPA 

is idiographic it focuses on carrying out a detailed examination of each informant before it 

looks into convergences and divergences between them, allowing the researcher to keep 

track of individual experiences that can be retrieved during analysis (Spiers et al., 2020). 

Therefore, rather than taking contradictory statements as a weakness in data, I saw this as 

an interesting differing perspective that strengthened the analysis. I have included 

contradictory views in some themes to show the complexity of the analysis.  
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For instance, chapter 6 section 6.4. shows findings pertaining to informants who, in 

contrast to other immigrants discussed in earlier sections of chapter 6, had unpleasant 

experiences with weak ties. Having a number of diverging sub-themes under one super-

ordinate theme is necessary to reflect patterns that diverge but provide an answer to the 

same research question (Clarke and Braun, 2014). In the social construction of knowledge, 

one is aware that everyone is comprehending reality and making sense, of it differently. 

Our realities may not overlap, and may be in conflict, but there is an ongoing 

correspondence among our individual meanings (Berger and Luckmann, 1991). Therefore, 

even if the informants of this study had a different or the same interpretation of the same 

experiences, I considered all interpretations as reflecting valid realities. The differences 

still merged and influenced the overall meaning of the analysis.  

In an interpretative inquiry, a researcher may reflect on his or her role, the role of the 

reader as well as the role of the participant (Creswell, 2007). Ontologically I seek to 

understand the world in which I and my informants live through our collective experiences 

and subjective perceptions. Meanings and sense-making of the informant´s lived 

experiences are many and varied, hence complex, however understanding them is a 

negotiable task (Creswell, 2007). In IPA, the reader plays a critical role within the 

hermeneutic dialog, hence the presentation of the descriptive results is useless if it is not 

backed with transcript extracts,Ich should be labeled with the pseudonym to allow readers 

to follow the story of each informant throughout the analysis (Smith et al., 2009). This is 

the reason I used quotes and interview extracts of the actual words spoken by informants to 

show the multiple realities as seen from the data. At the end of each extract, I mention the 

pseudonym of both the immigrant entrepreneur as well as the name of their business. Some 

extracts appear to be more illuminating than others in highlighting the meaning of the 

experiences shared in the transcript, which is why they take the so-called center stage 

(Smith et al., 2009). I selected and used only significant quotes in chapters 6, 7 and 8 that 

took center stage in explaining the findings clearly and concisely. Furthermore, extracts 

were often selected based on how emotionally rich they were, or how they represented a 

range of views present in the stories of multiple informants, that captured the researcher´s 

or reader´s imagination (Smith et al., 2009). For this reason, it is essential to have a 

proportionate representation of informants when using their extracts to voice their stories 

(Smith et al., 2009). Therefore, I stuck to a general rule, where at least 15 informants 

should have said something in regards to the theme for it to be relevant and included in the 

analysis. Accordingly, I made sure that all informants were given equal representation in 

the results section. As for the consistency of the text, I planned the arrangement and order 

of extracts based on how they helped tell a story smoothly. Before discussing the results 

for each extract, I returned to the coded transcripts, to the exact page where the quote was 

mentioned, to re-read the notes in the margin that helped me to recall my reflections, which 

ultimately helped in writing the analysis more efficiently.  

As IPA moves from descriptive to interpretative analysis (Brocki and Wearden, 2006), 

IPA researchers stand in the shoes of the informants to practice empathy in understanding 

their perspectives, at the same time distancing themselves from an insider´s perspective to 

interpret the data from a different angle (Smith et al., 2009). Similarly, I show an empathic 

stance in the results chapters but a more interpretative stance in the discussion chapter. IPA 

results are close to data with no connection to existing literature, and are followed by the 

discussion, where findings are then compared and contrasted with existing literature (Smith 

et al., 2009). Similarly, in the results chapter I present data ideographically, backed with 

verbatim extracts while in the discussion chapter I reflect on the results in a theoretical, 

holistic and interpretative manner. The interpretation of the results has been as in-depth as 

allowed by this project, considering this is not a psychological study like the majority of 

existing IPA studies.  
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In the results chapters, my purpose is to provide an interesting storyline for the 

readers, who can follow the emerging themes across informants, while reading the actual 

words from the transcripts in order to carry out their own analysis as well. A broader 

interpretative analysis in line with existing literature takes place in the discussion chapter, 

where I seek to show how the results from my research contribute theoretically. 

 

4.9.3. Why not software analysis? 

 

IPA is a process that works primarily with hard copy material (Smith et al., 2009) such 

as the transcript printouts used in this research. While some people may use computers, 

IPA does not recommend computer software analysis, especially to novice researchers 

(Ibid). This is perhaps due to the limited number of in-depth interviews, which need to be 

coded and analyzed thoroughly line by line. Especially as a first time IPA researcher, I 

wanted to do justice to the data, and go through it manually. Hence, I decided to avoid 

using computer software, and read the transcripts multiple times, while I coded them 

iteratively. Manual coding allowed me to carry out a more meticulous data analysis. For 

instance, Saldaña (2009) believes that usually more mental energy is required for using the 

software rather than inferring the meaning from the data. Similarly, I felt more in control 

and had a higher sense of ownership of my work when I had hard copies of transcripts in 

front of me to scribble on with multi colored pens and pencils.  

While some may argue that software data analysis can be less tedious and time-

consuming in comparison to manual coding, but given the difficulty and prolonged time 

period within which I collected the interviews, I trusted manual coding to be a better 

choice for myself. For some using software meant that data would be locked  into selected 

themes that would be difficult to look beyond (Walsham, 2006). , Furthermore, even 

though codes may be generated more easily through a software, this can also lead to rapid 

generation of excessive codes that are too mechanical and lack reflective and analytical 

depth (Skjott Linneberg and Korsgaard, 2019). Considering that I was conducting an 

idiosyncratic IPA analysis, which required me as the researcher to deeply analyze each 

informant (Smith and Shinebourne, 2012), I did not want to risk the analysis to be less 

reflective. Hence, I decided to stick to pen and paper as manual coding allowed in-depth 

examination of smaller sections of the transcripts.  

4.9.4. Presenting data in tabular form 

 

Data analysis can include, tables, or other visuals that help to break down the data and 

reconfigure it into new forms (Creswell, 2007). IPA also recommends providing an 

overview or concise summary of what was found in the data in the form of a list or table to 

show patterns across cases (Smith et al., 2009) and how themes are connected eventually to 

form the super-ordinate themes. Hence, before each new results section, I present a data 

structure that shows the progression of the analysis from primary codes to super-ordinate 

themes. Although this is an IPA study, I avoid illustrating themes for each separate 

informant with their names in the table of codes because I have a relatively larger sample 

of informants compared to the average number found in the majority of IPA 

studies.Instead, since the researcher can use the table of themes to guide the writing 

process (Spiers et al., 2020), I group all primary codes to form secondary codes and then 

the super-ordinate themes.  
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While writing the results, I illustrate group-level analysis with particular quotes for 

each individual (Smith et al., 2009), which also are a representation of the primary codes. 

Since the researcher may add some quotes and drop others (Spiers et al., 2020), I selected 

only those that had a unique, rich and important meaning to contribute to the overall 

understanding. 

 

4.10. Quality of the study 

 

The suggested criteria for evaluating the quality of qualitative research are not fixed in 

stone but rather flexible to interpretation, and researchers are recommended to choose the 

type of validation that is best to describe the accuracy of their findings (Creswell, 2007). 

For this research, to confirm quality assurance I consider Yardley´s (2000) flexible 

principles, consisting of sensitivity to context, commitment and rigor, transparency and 

coherence, and the impact and importance of the research. Generally, IPA studies are 

judged on three levels i.e., good, acceptable or unacceptable, depending on a range of 

criteria. These include the study´s degree of transparency and coherence, whether 

sufficient evidence of sampling has been provided and its trustworthiness, which is based 

on whether the study subscribes to the theoretical underpinnings of IPA, namely 

phenomenology, hermeneutics and idiography (Nizza et al., 2021, Smith, 2011, 

Shinebourne, 2011).  

4.10.1. Transparency, theoretical underpinnings of IPA and impact of 

research 

 

I use a social constructionist ontology and consider the role of social ties in my 

research question as well as past work experience and education and how these factors 

collectively help the informants make meaning of their experiences and develop 

opportunities, while epistemologically as an interpretivist, I practice double hermeneutics 

which is in line with IPA´s theoretical underpinnings. Since it is a phenomenological 

study, I study the individual lived experiences of informants, to gather deep insights 

through their idiographic accounts as they recall their opportunity development. These 

idiographic accounts are also prevalent in the way I present my findings, hence confirming 

that the study aligns with IPA´s theoretical underpinnings.  

 

In order to confirm how validity is approached throughout the research process I 

present a form of audit trail in my methods chapter, a concept introduced by Smith, 

Flowers and Larkin (2009). This also makes the process transparent as it requires a 

complete presentation and description of the analysis and empirical data collection process 

and the rules used to code (Smith, 2011, Yardley, 2000), which I explain in detail in 

section 4.9. I begin the audit trail by presenting the pilot studies all the way to the analysis 

procedure including audio recording, simple note-taking to coding of transcripts while I 

listened to the audios to create primary and secondary codes and super-ordinate themes, to 

show how the research question emerged abductively and influenced the choice of factors 

chosen to study opportunity development. This brought clarity to the reader about the time 

frame of data collection, the reason for selecting the given informants, and how the 

interview schedule was developed, along with my role as an immigrant researcher and the 

challenges I faced. Furthermore, research is also judged by its impact and how its 

contribution influences and benefits the external community for which it was deemed 

relevant i.e., its socio-cultural impact (Yardley, 2000).  
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The research findings of this study are important as they contribute to academic 

literature in opportunity development for highly educated and skilled first-generation 

immigrant entrepreneurs in knowledge-intensive sectors, and are relevant to the startup 

ecosystem in Sweden that aspires to drive and inspire entrepreneurship among this group 

of immigrants to promote more innovative businesses that boost the host country´s 

economy. Consequently, first-generation skilled and educated immigrants aspiring to start 

businesses in the knowledge-intensive sectors can understand from the research findings 

how to efficiently utilize their social ties and rely upon past work experience and education 

to develop opportunities, hence confirming the relevance and validity of this research.  

4.10.2. Sensitivity to context  

 

In IPA, sensitivity to context is shown in the choice of methodology and how the 

researcher is committed to shortlisting and engaging with informants who have lived a 

particular experience in a given context while being sensitive to their comfort and needs 

(Shinebourne, 2011). Similarly, rigor and commitment in IPA are also shown by the 

perseverance of the researcher in selecting a sample, which may be a difficult and time-

consuming process (Shinebourne, 2011). In section “4.4: Pilot field visits”, I explain in 

detail the level of commitment and patience I showed during data collection due to the 

initial difficulty in finding immigrant entrepreneurs to study the research phenomenon but 

also because of their limited availability, which left me with few options to consider as a 

methodology for data collection. Since the research question should be in line with the 

sample of informants selected in order to show the thoroughness of the study (Smith, 

2011), I did not compromise on the nature of the selected informants no matter how 

difficult it was to access them in order to make sure they served to study the research 

purpose. Since the study aimed to understand opportunity development by first-generation 

highly educated and skilled immigrant entrepreneurs from non-EU and southern European, 

or Mediterranean European countries, I had to drop approximately five interviews that did 

not comply with the type of immigrant defined in the study.  

  

Commitment and rigor in phenomenological research are not only visible through the 

time the researcher spends in developing skills in methods, but also how well they immerse 

themselves in the data analysis, using empathy to ensure that the saturation point is 

reached, so that the data provides an adequate understanding of the topic and not a 

superficial one (Yardley, 2000). Therefore, in order to have strong data, I include 30 

interviews which was the cutoff point when no more themes appeared to emerge on further 

analysis. However, while commitment refers to prolonged engagement with the topic as a 

researcher. it is even better if the researcher has some personal connection with the topic, 

therefore for qualitative researchers who believe that our experiences are influenced by 

assumptions, intentions and actions, it is important to also reflect upon how the research 

process was influenced by the product of research investigation or generally the motivation 

and the data collection experiences that led to undertaking the research project (Yardley, 

2000). I clarified whether I had researcher bias stating my position as an immigrant 

researcher and any assumptions that may have impacted the quality of my inquiry or 

analysis. I explain in chapter 1 how at the start of the PhD, news on the refugee crisis and 

economic integration of immigrants largely influenced my choice of research topic which 

was further motivated by my own position as a first-generation immigrant from a non-EU 

country, pursuing higher education in Sweden. Furthermore, to show sensitivity to the 

different views of participants it is crucial that the research makes sense to the wider 

community for whom the research is important, which can be achieved by studying 

relevant informants and taking all individual perspectives into account (Yardley, 2000).  
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I followed a meticulous analysis process, showing sensitivity toward each transcript 

and taking great care and attention, making sure to provide verbatim extracts from 

participants to give voice to their unique idiographic experiences, as well as showing 

understanding of previous researchers who have analyzed similar topics on both 

opportunity development and immigrant entrepreneurship.  

 

4.10.3. Coherence 

 

Coherence refers to the compatibility between the research question and the 

philosophical perspective adopted (Yardley, 2000) e.g., my research aimed to understand 

the personal experiences of first-generation highly educated and skilled immigrant 

entrepreneurs during their opportunity development in knowledge-intensive sectors. For 

this, the choice of IPA, a phenomenological analysis procedure, was well suited as it 

provided a complete and in-depth description of the informants’ lived experiences. 

Furthermore, good quality IPA research includes a well-built and engaging narrative that 

tells a coherent story derived from the extracts of participants, highlighting their individual 

accounts, which makes it possible to understand the context of the wider conversation 

(Nizza et al., 2021). For this I added verbatim quotes from the transcripts of each informant 

that also enhance the transparency. While each quote explains a concept, additional quotes 

are used to enhance its meaning to add more perspectives (Nizza et al., 2021). 

Furthermore, for rigor the prevalence of a theme should be well presented by the data i.e., 

for larger samples, extracts from at least three or four participants or half the sample should 

be included (Smith, 2011). I chose to proportionately show results from all participants 

instead of relying on only a small portion.  

 

This allowed me to show variation in their experiences, while also explaining the 

common theme emerging from their collective experiences. I analyzed data within and 

across themes, through double hermeneutics, by first carefully presenting selected quotes 

and their explanation in chapters 6, 7 and 8 followed by the discussion in chapter 9 where I 

have elaborated on the findings in light of theory, hence providing both descriptive and 

interpretative analysis.  

4.10.3.1. Convergence and divergence 

 

While presenting the idiographic accounts, a good IPA study not only focuses on their 

similarities, but also considers any dynamic variable patterns that indicate both 

convergence and divergence in the data, while still being representative of the infor’ants' 

experience to provide breadth and depth to the reader (Nizza et al., 2021, Smith, 2011). 

While these convergences and divergences show how unique each informant is, they also 

depict how collectively these experiences connect them to a common understanding. In 

chapter 6 for example, in section 6.3, I present informants who had complaints about their 

experiences with startup events and incubators which they perceived as impractical and 

unsatisfactory in contrast to the informants discussed before them in section 6.1 and 6.2. 

who found the weak ties associated with these platforms quite beneficial. These 

converging and diverging perspectives are part of the double hermeneutic cycle, and the 

idiographic accounts put the individual experience in context, providing in-depth analysis. 

To maintain coherence, I present analysis with all arguments linked in a flow, along with 

the contradictory views of some informants still pointing out the consistencies and 

divergence in the data (Shinebourne, 2011).  
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Chapter 5. Informant Description:  

 

IPA is concerned with the comprehensive inspection of all the informants who are 

involved in the study. It requires providing elaborate yet accurate background information 

about the informants before looking for patterns of convergence or divergence among them 

(Eatough and Smith, 2008). From the onset of this research, it was clear that only highly 

skilled and educated first-generation immigrant entrepreneurs working in the knowledge-

intensive sector would be included and approached for data collection. Therefore, in order 

to ensure the dependability and credibility of the research results, in this chapter I provide 

an introduction and description of each informant and their business idea. Information 

includes details on their prior work experience, educational background and a fragment of 

their journeys that led them to their business idea upon arrival in Sweden. This information 

also helps confirm that they were not economically disadvantaged. Similarly, information 

on the business idea provides proof of the business venture being in the knowledge-

intensive sector.  

5.1. Leading Edge Integration 

5.1.1. About Mahdi 

 Mahdi is a Syrian living in Sweden, who considers himself a social entrepreneur, 

author, speaker, cross-cultural strategist and engineer. In Sweden, based on his degree in 

engineering from Syria, he was able to secure a job. Meanwhile, he also served as a co-

founder of a digital government disruption project that was later adopted by 

Arbetsförmedlingen.  

Even though on the surface things appeared to be going smoothly for Mahdi, deep 

down he was struggling through his own personal battle with post-traumatic stress 

disorder. When he was unable to find a professional therapist, he realized that he had to 

find a cure himself and eventually turned to self-therapy. During this process, his thoughts 

often wandered toward the children affected by war, and the lack of a role model in their 

lives. In order to help the younger generation manage their trauma and heal from their 

struggles, he thought of designing a therapy tool for children to improve empathy and 

enable them to help one another cope with trauma. In the longer run, this would also help 

them toward better integration in Swedish society. Mahdi wanted to make it his life 

mission to make sure that every vulnerable child had access to psychological support 

through an innovative combination of science, technology and stories. This led him to 

create the venture called Leading Edge Integration. 

5.1.2. About the idea 

Leading Edge Integration is the world’s first media innovation lab that caters for 

displaced children and stands strong by the following agenda: 

 

“We cannot send a therapist to every child, but we can pack love, hope and therapy 

in wonderful stories and send them to every child”.  
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Mahdi spent four years doing research and experimenting with artwork to create a 

universal character that was relatable to every child. The stories have been developed in 

collaboration with children, psychologists and experts from leading universities in Sweden 

and Austria, transforming proven therapy methods into stories of a curious and strong hero, 

who shares similar experiences as the children and tackles various challenges while staying 

happy, providing children with a safe zone to express their feelings. The stories serve as a 

social education tool kit for children and educators as well as parents, and respect all 

religions and beliefs, to empower children, resulting in a sustainable change in society.  

At the time of the interview, Mahdi had spent two years testing the product on refugee 

and European children in different local schools in Sweden before changing and 

developing the product into a better version. In the future, he plans to include VR 

technology to further enrich the experience.  

 

5.2. Pasture Farm 

5.2.1. About Aaden 

Aaden was born in a nomadic family in rural Somalia where in his early years he lived 

a pastoral life. Later his family moved to Mogadishu where he had his first exposure to a 

computer, which triggered his interest in IT. Seeing his curiosity and interest, his family 

agreed to send him to India to pursue further studies in IT. He came to Sweden eight years 

prior to the interview, and before starting Pasture Farm, he worked at the UN refugee 

agency on a project to help refugees from Eastern Africa. Apart than that, he started two 

different business ventures on Swedish language classes and a website in the Somali 

language that catered to the needs of Somalis residing in Sweden. Aaden always felt 

incomplete and dissatisfied with his career choices and kept trying to seek a more 

meaningful life. He found an opportunity in 2016 when severe droughts hit East Africa, 

impacting the lives of many Somali nomads, and the health of livestock. This consequently 

threatened the livelihood of the nomads who owned livestock and regularly traded in the 

markets. According to Aaden: 

“I have always wanted to do something in Somalia, something that really solves 

problems. I had been thinking about slightly different ideas while reading several articles 

about nomads who lost their animals due to the drought. They are forced to move to big 

cities where they become refugees in their own countries.” 

 

Aaden decided to use his intimate connections back in Somalia, his life experience as 

a nomad and his IT skills to build an innovative mission-driven agri-food app by the name 

of Pasture Farm.  

5.2.2. About the idea 

Pasture Farm aims to provide a sustainable livelihood for nomads and farmers by 

introducing an innovative online platform that allows anyone in the world to invest in 

livestock in Africa by buying, owning and selling animals online. This helps the nomads 

afford special nutrition, especially in the dry season to improve the condition of their 

animals. Pasture Farm also provides a basic facility for the animals to be fed and taken care 

of. Consumers can see pictures of their animals, name them and get regular updates. This 

way, they help livestock farmers in Somalia, as well as create new jobs for the local 

community. Pasture Farm in this way gives its users a chance to experience being a virtual 

nomad.  
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5.3. Aficionado Gourmet 

5.3.1. About Fotis 

Fotis is from Greece, where he received his higher education of a Master of Science in 

Finance. He moved to Sweden to work as a strategy director at a creative multinational 

firm in Stockholm. Fotis and his co-founder Sheng-Li were friends before they became 

business partners. Sheng-Li is an engineer from China and prior to starting the business he 

was working as a global category manager sourcing for one of Sweden’s leading 

multinational networking and telecommunication companies. Both felt frustrated with the 

lack of options when it came to authentic Chinese or Greek food in Stockholm. They 

realized that real Greek, Chinese or Japanese food was actually all around them, but they 

never got to taste it. Even though they connected and worked with a diversity of people, 

they never shared food together. They both decided to leave their long-term jobs in order to 

start Aficionado Gourmet together.  

5.3.2. About the idea  

Aficionado Gourmet is described as a tasteful experience of ethnic cuisines that brings 

service providers and users closer together to build a better society. Its founders describe 

its mission  as to break false cultural stereotypes, while also creating job opportunities for 

jobless or newly arrived immigrants in Sweden, hence serving as a platform for promoting 

livelihood, integration opportunities and economic sustainability. It is an immigrant soul 

cuisine digital catering concept, in which talented immigrant chefs create exquisite 

culinary masterpieces that pay homage to the craft and culture of their home countries. It 

breaks down barriers that prevent a common immigrant from making their food available 

to the public. Through the app, immigrants can freelance and embrace a new lifestyle, a 

hobby, a new passion for cooking without dropping their other part-time or full-time jobs.  

 

5.4. Livable Fashion  

5.4.1. About Preeti  

Preeti came to Sweden from India to pursue her bac’elor's in applied IT, software 

engineering and management. After completing her bachelor’s, she pursued her m’ster's 

from the UK in advanced computer science and software engineering. Upon completion of 

her studies she decided to return to Sweden as she was offered a job as an IT specialist in a 

major Swedish multinational networking and telecommunication company, where she 

continues to work as the strategic product manager. Preeti had been a passionate fashion 

consumer, who had been fond of purchasing and hoarding clothes for many years. 

However, one day she came across a documentary on the production of clothes in third-

world countries such as India which is her home country, and what she discovered both 

shocked her and transformed her perception of excessive mass consumption. The more she 

learned the more she became sure there needed to be a solution for the destruction caused 

by mass consumption, due to which she co-founded Livable Fashion with two of her 

Swedish friends.  
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5.4.2. About the idea  

Livable Fashion´s main mission is to accelerate the transition toward sustainable 

fashion and retail by making the best sustainable and ethical fashion products available on 

one online platform. As advocates of authenticity and kindness they aim to educate and 

empower consumers to become changemakers by becoming conscious and 

environmentally friendly.  

To do this they provide consumers with personalized tips and recommendations on 

how to remain within their target carbon footprint, and reward them with impact points if 

they tag other sustainable fashion brands, or share tips to create further awareness. Apart 

from this they also partnered with an organization named Repack, which makes recyclable 

packaging. Once the order has been delivered, the consumer has the option to send back 

the package free of charge. This way, the package can be reused in another shipping order. 

In the long run, Preeti hopes to contribute back to society by utilizing all that she has 

learned in Sweden and transferring her vision of sustainable fashion back to India. 

 

5.5. Obitrax 

5.5.1. About Zoe 

 Zoe is from Sydney Australia. She has a BA in medical radiation science from the 

University of Newcastle, a graduate diploma in medical ultrasound from the University of 

South Australia, two free-standing courses from Karolinska and Karlstad universities in 

idea management and design thinking, plus a master of e-governance in digital 

transformation from Stockholm University. She has six plus years of experience as a 

radiation therapist and sonographer in Australia in different hospitals and eight plus years 

as an ultrasound applications specialist in a multinational conglomerate corporation office 

in Stockholm Sweden. When her husband got a job in Sweden in 2010, she decided to 

move with her family. She learned about the challenges and potential hurdles of pregnancy 

and delivery in Sweden through her own personal experience when she struggled in the 

absence of a digital service that could have helped her to stay connected to the hospital. 

Additionally, the language barrier left her clueless and lost on how to communicate with 

the hospital staff, especially during the critical delivery time. As a new mother, she was 

overcome with confusion and fear in a vulnerable state. To add to the problems, she 

frequently came across news in connection to the delivery crisis in Sweden, and became 

fully aware of the gravity of the situation when her other female friends discussed similar 

problems.  

5.5.2. About the Idea 

 OBITRAX is a digital solution that addresses the inefficient coordination of pregnant 

women in labor with hospitals. A digital assistant is used to reassure and update women of 

their labor progression while they are still at home and also connects them automatically to 

an available midwife at a hospital with an available bed at the right time. Consequently, 

real-time data of women in the late stage of labor is available to hospitals, which allows 

them to see who is in labor in order to plan resources within the department and across a 

region accordingly. The aim is to make the delivery process easy and efficient for both the 

mother and the hospital staff in order to avoid any accidents.  
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5.6. Indie Nation 

5.6.1. About Ranbir 

Ranbir is from Kerala in South India, where he also received his higher education in 

IT. He worked as a software developer, system developer and IT consultant before his 

move to Sweden. Initially, he moved to a small city called Älmhult for an IT job in a 

multinational Swedish firm. When he told his family and friends about his move, much to 

his surprise most of them could not locate Sweden on the world map, revealing a lack of 

crossover between the two countries which was felt even more profoundly when he arrived 

in Älmhult. He had to drive two hours to the city of Malmö just to get basic Indian 

groceries which made it difficult for him to stay in touch with his home traditions and 

culture. Things felt better when he moved to Stockholm in 2009, where it was easier to 

find Indian grocery shops and restaurants; however, there was still a lack of information 

about these places and events. There were a decent number of Facebook pages but they 

were either inactive or closed to non-members, due to which their information was only 

available to a limited number of people within the Indian community.  

5.6.2. About the idea 

Ranbir realized there must be other Indians across Europe longing for a similar 

comfort and a connection back home. However, he was unclear on what exactly other 

Indians missed about their home country. His initial aim was to direct all relevant 

information related to Indian food, culture and events to the Indian community. For this, 

Indie Nation provides an online discovery platform for not only Indian expats who reside 

in Europe or plan to migrate there, but also for people of different ethnicities who may be 

curious about Indian culture. It provides a listing of businesses related to Indian culture, 

including but not limited to Indian restaurants, yoga classes, shops and dance classes. It 

also has its own ticketing services included, and at the time of the interview, Indie Nation 

had a presence in 15 European countries, which meant that Indian expats could travel 

across Europe to attend events they were interested in. With time the business idea also 

started to serve the growing interest among Swedes in Indian culture, thereby bridging the 

gap between Sweden and India.  

 

5.7. Safe Renovation 

5.7.1. About Jenifer  

Jenifer moved to Sweden as a refugee from Congo in 2007, at the age of 14. The move 

was made, due to political and family problems. Initially, when she began her schooling in 

Sweden, she had no concrete idea about what she wanted to study; however, by the time 

she finished school at the age of 16, she had decided to pursue an undergraduate degree in 

law, followed by a master's in economics. Apart from her studies, she worked as a part-

time legal consultant, helping people resolve housing problems and dealing with different 

service providers. She noticed the large number of dispute cases she was expected to 

handle that were filed by private individuals who not only had difficulty dealing with 

various issues but also in making consequent decisions. Not only did they receive limited 

security when hiring the most cost-effective service providers, but often there was no 

previous record of renovations held by the housing agencies, and this, coupled with the 

frequent changes in boards of directors resulted in more complications.  
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Jenifer realized that the solution to the problem was to streamline the running 

operations so that even when the board of directors changed, there were records of the 

previous renovations.  

5.7.2. About the idea 

She observed that in Sweden the renovation of bigger housing associations was taken 

care of by larger construction firms, that had the management system and resources to 

organize activities on a large scale. However, it was the small house owners who found 

different services rather expensive, and hence suffered with home renovation projects. This 

problem was largely left unaddressed. Safe Renovation is a construction and renovation 

service provider for small and private households. It is different from its competitors since 

it provides digital services that prevent ambiguities and confusion by offering general 

conditions to all its clients and service providers, which is cost- and time-efficient. Jenifer 

has a co-founder, Berat, who I introduce as the next informant, since he was interviewed 

separately in order to understand his individual experiences.  

 

5.8. Safe Renovation  

5.8.1. About Berat 

Berat, came to Sweden from Turkey in August 2018, to pursue a master's degree in 

operations management from Stockholm University.  He holds an undergraduate degree in 

architecture, obtained in Turkey. He always intended to move to Sweden to start his own 

business, which is why approximately two years before his move he started searching 

online for different opportunities, meanwhile learning more about Swedish society. He 

frequently came across news related to the prevalent housing crisis and the measures taken 

toward addressing it in a more sustainable manner. Berat had extensive experience of 15 

years working with big construction firms in Turkey. Due to his education in architecture 

and his industrial experience, he was well-equipped with knowledge on good construction 

techniques pertaining to the type of renovation needed. Furthermore, he applied to a 

mentorship program at Stockholm University, where he met his mentor who was also a 

member of a large organization for publicly owned housing companies, e.g. for the 

Stockholm commune and other municipalities where he provided consultancy services. 

From him, Berat gained Swedish insights, which further enabled him to pursue his passion 

for his business idea.  

5.8.2. About the idea  

Safe innovation is the same idea, and is presented in 6.7.2.  
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5.9. Transporter 

5.9.1. About Dmitry  

Dmitry moved to Sweden from Russia with his family to work as a technology lead 

and senior backend developer, and was eventually promoted to a software engineer 

consultant. He has a PhD in mathematics from an economics university in Russia. Before 

his move to Sweden, he ran a business with a friend in Russia, which he found quite 

challenging. One of the main challenges was dealing with the traffic in his hometown 

which prevented him from reaching appointments on time. This problem inspired Dmitry 

to attempt to resolve the matter of transport for many small and medium business service 

providers like himself to help them run their businesses more efficiently. He and his friend 

thought that a route planner and optimization app would be a suitable solution. 

5.9.2. About the idea 

Transporter is a mobile app that helps small businesses optimize their transportation 

by automatically planning, designing and assigning schedules for their dispatched vehicles, 

while keeping track of these geographically distributed vehicles. As the execution process 

is tracked through the app, it is possible to communicate any changes that might occur due 

to unpredictable circumstances to their concerned colleagues and consumers. This 

minimizes idling and the consequent wastage of time, reduces excessive mileage, enhances 

team efficiency and increases safety, resulting in more consumer satisfaction. This is 

convenient for private individuals running businesses, who unlike bigger firms, do not 

have access to solutions to optimize their fleet usage.  

 

5.10: Darwaza 

5.10.1. About Kailash 

Kailash came to Sweden from India, to pursue an MSc in manufacturing management 

from Linköping University, where he continued to work as a research assistant before 

returning to India. Due to his passion for logistics, he took up various roles to educate and 

train himself within the area and worked as the supply chain manager and the founding 

member of various entrepreneurial ventures. He also worked as the executive assistant to 

the CEO of a diversified business enterprise in Hyderabad, India where he engaged in 

various core businesses such as agribusiness, property development, construction, 

infrastructure and education. This close association with the CEO gave him a personalized 

exposure to all functions and strategies within the firm and their associated outcomes. 

After a few years, he returned to Sweden to pursue his dreams of starting an innovative, 

sustainable and environmentally friendly business in delivery services.  

5.10.2. About the idea  

Darwaza is a fast-growing tech company with the logo: ‘Your delivery, your choice` 

hence promising delivery of whatever the consumer needs, whenever and wherever, by 

using the most efficient delivery methods. Due to his past experience with supply chains he 

realized that getting packages straight to a consumer’s door meant higher carbon 

emissions, higher costs and a nerve-wracking waiting time for the consumers.  
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Darwaza as a delivery service uses an evolutionary tailor- made delivery service with 

transparent logistics aimed at keeping its consumers informed along each step of the 

delivery journey, while reducing the carbon footprint by reducing the overall movement of 

packages, hence making deliveries greener. Consequently, consumers take control of their 

deliveries, and can reschedule their orders, change the delivery address at any time, or the 

place from where they may need to pick up returned packages. In this way, Kailash, aspires 

to introduce sustainable logistics for supply chain functions across many different client 

organizations.  

 

5.11. Green Impact 

5.11.1. About Hemal  

Hemal has a bachelor’s in civil engineering and a master’s in sustainable urban 

planning and design from KTH. Hemal never aspired to start his own business; in fact, he 

wanted to work at the UN or the World Bank in sustainable urban development. However, 

for his master’s thesis he got an opportunity to work with an organization dealing with 

sustainable energy to provide consulting services for a smart city project called Stockholm 

Royal Seaport. Hemal proposed to download data directly from the electrical grids to track 

every household´s energy consumption, which later on became the core idea on which 

Green Impact is based. Hemal is listed in the 30 under 30 Forbes list, as well as in the 33 

sustainability talents under 33 in Sweden.  

5.11.2. About the idea 

Green Impact is an energy management app that allows households to receive a 

personalized overview and hourly feedback on their energy consumption consolidated into 

a weekly report. Consumers can get comparative reports of energy consumption in relation 

to other similar households, which in turn makes them more conscious of their choices. 

The app alerts its consumers if their consumption is too low or high, hence acting as an 

energy advisor educating its users on how to cut down on extra costs, and to prepare well 

for changing seasons. All this can be accessed with minimum effort and does not require 

any extra hardware installation.  

 

5.12. Tandoori Punjabi 

5.12.1. About Lailish  

Lailish comes from a diverse background in India, as he was born in Kolkata, grew up 

in Bangalore and Chennai, got his education from Manipal, and later worked in Goa, 

Mumbai and New Delhi. Living in so many different cities, he developed an interest in 

globalization, innovation design, technology, business and culture. He moved to Sweden 

for higher education while staying active in student office jobs, often arranging events to 

help people connect through their culture. After his studies, he worked two jobs, one of 

which was as a concept developer within advanced technology with a large information 

and communication technology company in Sweden, while the second job was within 

planning, strategizing and organizing for global think tanks. He believes he got these 

opportunities because of his creative streak, due to which he loved to entertain and bring 

people together in his free time through events arranged for the India Business Council of 

Sweden.  
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During this volunteer work he felt there was a lack of activities that connected the two 

countries, due to which he got the idea of promoting cross-cultural ties between them. As 

his jobs became redundant, contributing less toward his personal development, he lost 

interest in them and became more inclined to start his own business.  

5.12.2. About the idea 

As he was always passionate about cooking and using his culinary skills to connect 

people, he decided to enter into a collaboration in 2013 with the Indian embassy to form 

the brand Tandoori Punjabi, that was set up to promote business and cultural connections 

between the two countries. He even arranged the visit of Indian Prime Minister Narendra 

Modi to Sweden. In India, Tandoori Punjabi has come to be recognized as the first cross-

section dialog that takes a full 360-degree view on food. It links poor traditional Indian 

farmers to urban households worldwide through modern marketplaces, and in doing so it 

promotes the sustainable food culture of India to the global traveler while providing 

economic stability to the farmers. Lailish utilized his extensive experience with event 

management to arrange business seminars that shed light on important topics of gender 

diversity, smart cities, and infrastructure, or arranged day-long fashion shows, film 

festivals, and innovation hackathons across universities where artists and performers were 

invited from India to showcase their talents to a diverse audience. His aim was to brand 

and market Indian agricultural produce, while bridging the commonalities and differences 

between Sweden and India.  

 

5.13. Chronicles AB 

5.13.1. About Rani 

Rani has a bachelor’s in economics and a master’s in mass communication from India. 

She has worked as an online producer at Reuters, where she also anchored primetime news 

shows, and as a senior editor, anchor, communication strategist and editorial advisor in 

Times Now, which is India´s largest English news channel, before leaving this well-

established career to move to Sweden in the spring of 2017. The move was due to her 

husband´s job. He was invited by Uppsala University to join a research project. After the 

move, while her husband was kept busy with work, Rani wanted to utilize her vast 

professional experience to serve as a bridge between Sweden and India. Therefore, she 

took it upon herself to explore the new country and in her free time started attending 

research seminars at Uppsala University, which further inspired her around the trending 

topics of sustainability, innovation, gender diversity and balance. Coming from India, she 

felt her own home country dealt with these issues but in a different manner, and she 

wanted to utilize her expertise in storytelling and communication to foster a better 

understanding between her home country and her country of residence.  

5.13.2. About the idea 

Chronicles AB was started in 2018 and specializes in creating impactful 

communications strategies through video storytelling, ad campaigns, events management, 

workshops and research. For instance, multimedia storytelling is used to help organizations 

in India and Scandinavia connect via a common language, hence bringing different 

stakeholders together to understand each other’s perspective better. So far, Rani has 

worked with a range of clients from the media world to the development sector in 

Scandinavia and India. She has also executed communications projects for multilateral 

institutions like the United States Agency for International Development, the Nordic 

council, Visit Sweden and consulting organizations like Dalberg.  
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In India, she has helped media houses like Network 18 and Asianet media with their 

strategies and specialized content. She has won the CommonWealth vision award, the 

Indian television IT award and was shortlisted for the New York festival awards. Rani has 

moderated different discussion panels such as the UN women´s She Leads India Summit, 

Indian-Sweden business day, and the young makers conclave on Twitter. Other than this, 

she hosts regular talk shows and frequently writes for Swedish and Indian media houses, 

including The Local, Huffington Post, Mint, Conde Nast and Governance Now.  

 

5.14. Mindful Senses 

5.14.1. About Akash  

Akash has a bachelor’s in electronics and communication engineering from India, and 

two master’s degrees from Sweden, one specializing in electrical engineering with an 

emphasis on radio communications, and one in entrepreneurship and innovation 

management. On the completion of his education, he continued to work in various roles 

including as an IT consultant, programming assistant and event organizer. Akash was 

quick to notice and get inspired by the fitness focus in Sweden, as he took on the goal to 

become more physically fit himself. As he got interested in fitness gadgets, and training 

data, he became aware of the billion-dollar industry associated with fitness wearables. He 

wanted to transfer the concept of a fitness-conscious society from Sweden to people back 

home in India.  

5.14.2. About the idea  

Mindful Senses is a fitness-based startup that aims to bring technology, fitness and 

health together. They are a smart fitness and health equipment manufacturer, that 

implements research-based ideas into everyday fitness training that allows physiotherapists 

to better understand their client´s muscles to make fitness fun and innovative. Similarly, 

injuries can be diagnosed in time to help people rehabilitate after injuries, while safely 

achieving their fitness goals more effectively and precisely. Mindful Senses is a measuring 

device powered by an open platform app that can be clipped to any muscle to track and 

visualize one’s progress and strength. It makes good health and smart wellness routines 

available for people of all ages and has been developed in close collaboration with senior 

researchers at the Swedish School of Sport and Health Science (GIH).  

 

5.15. Career Mentor 

5.15.1. About Nathanial 

Nathanial is from Montreal Canada, where he received his university education. In 

Canada, he worked for the largest IT-based multinational staffing agency, for more than 

five years. Initially, he started working within the HR department, where he was offered 

the role of a recruiter based on his good communication skills and risk-taking nature. He 

was responsible for hiring and training new recruiting teams whose members had diverse 

roles such as project managers, program managers, software developers, executives, 

business analysts, receptionists, executive assistants, forklift operators, recruiters, 

administrative support and much more. As a result, he came to be recognized as one of the 

national leaders in placements for both temporary and permanent positions and went on to 

earn awards such as recruiter of the month, recruiter of the quarter and leading recruiter of 

the year just before his move to Stockholm Sweden.  
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In Sweden, when he joined SFI to learn Swedish, he met other immigrants who also 

came from good professional backgrounds, but still struggled to find work. When 

Nathanial offered to help a few of his friends build their professional profiles and prepare 

for job interviews that resulted in successful employment, he became inspired and 

motivated to help more people with professional career coaching, which eventually led to 

his business idea.  

5.15.2. About the idea 

Nathanial does not provide any head-hunting services since he feels that is very 

mercenary in nature and makes the interactions with his clients strictly transactional in 

nature. He aims to establish closer and long-term bonds with his clients in Sweden, and 

offer services that include CV rewriting job interview training, fixing LinkedIn profiles, 

formal career guidance and much more. The business is called Career Mentor, with the 

basic idea of helping immigrants showcase their relevant skillsets in order to create a 

presence in the international job market to find work. Furthermore, Career Mentor 

connects NGOs to immigrants who need help with finding employment.  

 

5.16. Marketing communication and growth coach 

5.16.1. About Malaika 

Malaika has a bachelor’s in management and information systems from her home 

country, Lebanon. Other than her passion for tech, Malaika thrives around people and takes 

a genuine interest in their different enriching perspectives, due to which she decided to 

pursue her higher education in ICT entrepreneurship which was a half business and half 

technology-based program in Sweden in 2006. However, her journey toward becoming a 

marketing communication and growth coach for entrepreneurial ventures, started when she 

moved to the USA to look for job opportunities in Silicon Valley. She was mesmerized by 

the startup community and on her return to Sweden decided to introduce herself to the 

startup ecosystem only to realize that it was underdeveloped, lacking a strong presence. 

Therefore, she started attending all types of startup events across Stockholm to bring 

attention to them hoping to strengthen the startup community. She fits the role of an 

entrepreneur and community builder who works to help start-ups brand themselves, build a 

reputation, and help connect like-minded professionals together.  

5.16.2. About the idea 

Malaika is known as one of the most prominent faces in the Stockholm tech 

community, and considers herself as her own marketing channel and personal brand. She 

has also been named among the 100 most influential names in the Scandinavian startup 

community by the tech site ´The Nordic web´ for three consecutive years i.e., 2016, 2017 

and 2018. She was listed among the 100 super-communicators in Sweden and shortlisted 

for Global Women in Marketing awards as an industry shaper in 2018. She takes on many 

roles as a marketing and communication coach and influencer, such as being the co-

founder for the Fem-Tech branch of a leading incubator and co-working space based in 

Stockholm Sweden, as well as the co-founder of one of the leading artificial intelligence 

start-ups in Sweden targeted at nurturing emotional intelligence in children.  
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5.17. Coast to Coast  

5.17.1. About Soraya Maya  

Soraya is originally from Colombia, and moved to Sweden with her husband to pursue 

her postgraduate education at Lund University, in 2018. She has a bachelor’s in 

international relations and affairs and a master’s in philosophy in anthropology of 

development from Norway and then a master’s of science in service management, culture 

and creativity management from Lund University. She has 12 years of experience in 

international logistics and operations management in Colombia, in the USA and Norway. 

In Norway, she worked as the director of operations in two different tour agencies, where 

she delivered an outstanding performance that allowed her organization to expand into new 

markets, doubling their number of operations. However, in Sweden she noticed the lack of 

tourist agencies, especially those that tapped into the full potential offered by the Skåne 

region, due to which many tourists lacked information on Malmö and Helsingborg, and 

preferred to explore Copenhagen instead. This lack of key players in tourism in Skåne 

inspired her to start her own tourist agency that was aimed at not only creating awareness 

among tourists but also providing excellent meet ‘n greet services for them.  

5.17.2. About the idea  

Coast to Coast is a consultancy in tourism logistics, destination management, 

hospitality management, tour guide training and meet and greet in Sweden, Denmark and 

Norway. They offer tourists, partners and suppliers a new style in the tourism industry, by 

providing sustainable, personalized travel experiences with a commitment to invest parts of 

their profits in non-profitable causes such as the development of training and educational 

programs for marginalized children and women from rural communities in Colombia. 

Other than that, they want to help other immigrants in Sweden find a job, and in doing so 

empower different ethnic communities with the right tools to communicate with 

international tourists, while representing their own local culture and knowledge.  

 

5.18. We@therCheck 

5.18.1. About Mustafa 

Mustafa moved to Sweden in September 2017 to be with his partner, and soon after 

decided to pursue a master’s degree in management, organization and society at Stockholm 

University. He also has an undergraduate degree in economics, and an MBA from the 

USA. Before moving to Sweden, Mustafa worked in different areas such as IT, finance and 

was also self-employed. He had also worked part-time at the computer department of his 

university in the USA. However, he did not approve of the corporate sector and the lack of 

freedom it gave him to make his own choices, and this, along with the lack of job security 

prompted him to start his own business. In Sweden due to the unpredictable nature of the 

weather, he kept himself updated with the weather forecast to make sure he was dressed 

appropriately. As an immigrant, he had to learn which clothes to invest in. However, he 

found inspiration for his business idea from the workplace of his girlfriend, who worked as 

a preschool teacher. He noticed that most of the immigrant children dressed rather poorly, 

as they were either overdressed or at times wore the same clothes, whether it was +5 or -5 

degrees, and showed visible signs of discomfort.  
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5.18.2. About the idea  

We@therCheck is a digital platform that serves as a planning tool that simplifies your 

life by matching your wardrobe with the expected weather. It gives clothing suggestions 

based on weather forecasts and planned activities, for parents, children, people with 

different disabilities and travelers.  

Basically, it calculates “feels like” temperatures and displays suitable clothing 

suggestions, which leads to comfort, safety and stress relief for the whole family. At the 

time of the interview, it catered mainly to first-time parents and parents with busy routines, 

especially immigrants who initially do not have enough time to find their way around a 

new place.  

 

5.19. Smart Market Analytics 

5.19.1. About Govinda 

Govinda came to Sweden from India in 2012 to pursue an MSc in mathematics from 

Lund University. Prior to his master’s, he also had a bachelor’s in Technology, Information 

and Communication from India. Furthermore, he liked to enhance his education and 

knowledge base through online courses and workshops from renowned universities such as 

Wharton and John Hopkins University. Moreover, Govinda has a vast work experience 

base, having worked for 1.5 years at IBM as an assistant manager within the area of 

Telecom Billing enterprise products. Then he worked for four years with Reliance 

Communications, an Indian mobile network provider. When he came to Sweden he 

continued to work throughout his studies at a renowned e-commerce company based in 

Malmö, that builds and operates web shops for Nordic fashion brands. He worked there for 

three years in the digital marketing department as a data scientist. In 2015, Govinda 

decided to move to the capital of Sweden to work as an analytics and data insights lead at a 

multinational information and communication technology company. However, he felt he 

was unable to create much quality and value as an employee, and hence after 10 plus years 

of experience as a digital transformation leader he decided to start his own consulting firm 

in 2018. With his consultancy he felt he would be able to make far more impact by creating 

a specific niche within his field of analytics and data science that has a huge uncatered 

market since a lot of the major corporations do not have the required talent on board.  

5.19.2. About the idea 

Govinda provides consultancy to drive data transformation by combining a strategic, 

data-driven approach utilizing state of art data science technologies. He and a few other 

consultants work to 'Uncover Data' and discover opportunities to enhance decision-making, 

provide actionable insights to help understand where to invest, to improve the consumer 

experience and maximize ROI. He has helped a big streaming company in building an 

internal 'Data Lake' with data injection from Web Analytics onto Google Cloud platform 

(>1Billion+ monthly hits). He has also worked directly and provided consultancy for 

assignments at Ericsson, SVT, Spotify, and a consulting firm in the USA.  
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5.20. Zoar Technology 

5.20.1. About Taha 

Taha came to Sweden from Iran in 2010 to pursue an MSc in energy and 

environmental engineering from Linköping University. Prior to his master’s he had a 

bachelor’s in mechanical engineering from Iran. After his master’s he wanted to further 

increase his knowledge and conduct research, which is why he continued to pursue his 

doctorate from KTH Royal Institute of Technology in Sweden.  

However, he was always against purely academic research and wanted to make his 

PhD research commercial in order to create an impact in the real world, which is why he 

quit academia, to start his first business venture. Due to his vision in relation to Zoar 

Technology he was accepted as a member in the Norrsken community for five months 

during May 2019 till September 2019. Taha considers himself an entrepreneur, with a 

passion for venture design, business development strategy and team formation. He also 

feels he is a seasoned business consultant in commercial excellence, strategy and 

operational pricing, as well as digital B2B marketing.  

5.20.2. About the idea 

Zoar Technology is concerned with the field of travel planning and route optimization 

for users of public transport. It is the first socio-digital solution that tackles urban air 

pollution and congestion by motivating consumers and mobility vendors to use sustainable, 

environmentally friendly mobility service options. The business idea was accepted by the 

Stockholm School of Entrepreneurship fellowship program. It also received funding by 

Startup Stockholm in 2018. In 2019, it came in as runner-up in the Stockholm open data 

challenge.  

 

5.21. Adtech 

5.21.1. About Fawad  

Fawad pursued a bachelor’s of science in business technology from Finland and an 

MSc in management from the Stockholm School of Economics in Sweden. Then he 

continued to work as a senior account manager and a product manager at a computer 

software firm based in Stockholm Sweden, the same line of work in which he started his 

own consultancy. However, he saw an inherent risk to his job as the company was no 

longer growing and was set to be acquired, which meant limited opportunities and more 

stressful work. He decided to start his own business because firstly he wanted to pursue his 

own passion in product management, and secondly, he was earning far more through his 

own consultancy, e.g. he earned 44 thousand SEK at his job, but the first client he signed 

as an independent consultant, guaranteed him a revenue of 60,000 SEK, with only 30% of 

his prior invested time needed.  

  



 116 

 

5.21.2. About the idea 

Fawad started Adtech, a marketing technology startup based in Stockholm, in 2015. 

His clients include some of the largest online advertisers in Sweden. On top of this he has a 

fast-growing team of IT consultants who work offshore from Pakistan. Fawad also plans to 

expand the Adtech business to New York, where the aim is to disrupt digital marketing by 

eliminating manual work and the need for training for a whole suite of tools to help online 

businesses make sales across different social media platforms.  

This would relieve stress for both consumers and digital marketers, and help small 

businesses survive by making it easy for them to embrace performance-driven digital 

marketing.  

 

5.22. Bridging Gaps 

5.22.1. About ChenChuang 

ChenChuang received her primary education from Shanghai China, in language 

studies, and worked in the education sector in Hong Kong before she moved to Sweden to 

pursue a bachelor’s in business/commerce, majoring in finance and accounting. During her 

studies, she worked part-time as a project leader for East Africa entrepreneur program in 

affiliation with her student association. Apart from this, she worked in different roles such 

as a business and strategy consultant, analyst, and an operations manager for various 

leading organizations in Sweden.  

Currently, apart from her business venture, she also works as the head of digital 

strategy at a digital health consultancy platform. ChenChuang was always passionate about 

understanding how technology could be used to radically improve people’s lives, which is 

why at the beginning of the refugee crisis in 2015, she visited refugee camps, and asylum 

houses to understand the struggles of integration better. She knew that in order to feel at 

home in a new place, people need to create new social ties, which help in navigating the 

new society. Since almost all refugees had a smartphone, she thought of an app that could 

be designed to connect people. 

5.22.2. About the idea 

 Bridging Gaps aims to mobilize people and change the way communities integrate 

through a simple mobile app. It does this in a number of ways, such as by assisting 

companies in finding the right talent among immigrants, or through podcasts where 

familiar celebrity voices are invited to narrate the stories of newly arrived immigrants in 

order to spread awareness and understanding among those who are not in direct contact, or 

by arranging events and activities between Swedes and newcomers to create awareness and 

familiarity. In this way, the app serves the dual purpose of helping immigrants find jobs as 

well as friends, to help create a balanced society. 
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5.23. Novsik.Co 

5.23.1. About Vasyl 

Vasyl has a bachelor’s in international economic relations from his home country, 

Ukraine, and an MSc in Banking and Finance followed by a PhD in finance from 

Stockholm University Sweden. He wanted his research to have practical relevance, 

therefore, based on the results of his PhD research he created an automated risk 

management algorithm which eventually led to his business idea. He considered himself 

entrepreneurial from a young age, since in school he used to invest in stocks, and his 

friends used to approach him to inquire and learn about investments. He also started his 

own tutor academy and later went on to create and head the economy and finance student 

organization at his college in Ukraine. Therefore, he considers himself as an initiator, who 

is driven to put new ideas into motion.  

5.23.2. About the idea 

While trading, he realized that most of the decisions he made lacked a proper risk 

management calculation tool which could help him make better decisions. So, he decided 

to create a risk management model and commercialize it for mass use. He worked on an 

algorithm that looks at the entire portfolio of investments and decreases the risk by simply 

reshuffling the assets. His main aim is to help investors like himself, by reducing the 

overall risk associated with their investments, and in doing so motivate more people to take 

the risk of entering the world of investments. 

 

 5.24. Igol Corp 

5.24.1 About Timur  

Timur, arrived in Sweden in 2012 from Kazakhstan, where he worked within the IT 

department of a bank as a senior software developer, and dealt with security-related issues. 

The business idea stemmed from Timur´s enthusiasm for blogging, and how with time, 

plenty of negative content was being created leading to a threat to the sustainability of 

blogging. Even if long-term bloggers made money with ads, their content started to lack 

quality, which eventually would result in them losing ads, leading to a further state of 

crisis. For Timur, these negative trends within his blogging community also meant an 

emerging threat to his own passion. Hence, he believed in his vision of online content, with 

fewer ads, by integrating e-commerce with storytelling, rather than using it as a medium to 

only earn money at the expense of the quality of content.  

5.24.2. About the idea  

Through Igol Corp, Timur aims to promote premium content that readers are willing to 

pay for. It is an effort to make writing more valuable without compromising on the quality, 

and to provide a safe platform for bloggers and readers to create, sell and purchase 

premium quality content. This could be in the form of a monetized personal blog, an online 

book, a photo gallery or a paid newsletter, hence providing a range of outlets for creative 

self-expression. In this way, Igol Corp is a simple and powerful content platform that is 

designed for talented people who want to gather a loyal audience and army of followers. It 

also serves as a media platform that connects bloggers, influencers, and journalists together 

to create independent communication channels.  
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5.25. Easy Sell  

5.25.1. About Amir 

Amir has a bachelor’s in computer engineering from Pakistan and an MSc in electrical 

engineering from KTH royal institute of technology Sweden. Before moving to Sweden, he 

worked as a lecturer at two different engineering universities. After completing his 

education, he started working as a software designer at one of Sweden’s leading 

information and communication technology companies. However, Amir was always 

interested in experimenting with new risks, and wanted more freedom with his time, which 

is why he decided to set up his own startup.  

5.25.2. About idea  

Easy Sell is an online market place innovation that makes it easier to shop and share 

experience with others. It allows immigrant e-commerce merchants and small and medium 

businesses to increase their sales and connect with their consumers more efficiently. While 

consumers can follow, like and share their favorite products on the app, simultaneously 

bricks and mortar stores can send out unique offers and price concessions to their followers 

via the digital app. In this way, merchants registered with Easy Sell do not need to spend 

extra on marketing campaigns. Payments can be made via the app and the purchase history 

is found in one place.   Easy Sell verifies the high quality and authenticity of the products 

being sold through it, while promising convenience for their consumers.  

 

5.26. Fastr@ck 

5.26.1. About Omar 

Omar moved to Sweden with his parents at the age of nine. While he pursued an 

education in economics he often found himself doing short-term voluntary work, which 

eventually led him to work at a social welfare center for seven years. He mostly worked 

with youths, which made him aware of their issues with unemployment, often 

accompanied with a criminal track record, something that inspired him to help empower 

them. Therefore, after working for a large property agency in the south of Stockholm. he 

decided to start his own business of construction/property dealing that provided a plethora 

of services including building, management, market services, security services and 

staffing, with the goal of delivering high quality services to his clients. To keep his 

promise he hired people who were not particularly well educated or skilled and gave them 

training, so they could create a place for themselves in the real estate business.  

5.26.2. About idea  

Fastr@ck is a construction management consultancy and service provider. They work 

on the complete renovation of apartments, detached houses, and villas, and carry out winter 

maintenance and gardening etc., with the help of skilled and certified craftsmen who can 

perform carpentry, tiling, painting, and assembly work. Furthermore, they also offer 

management services for residential areas which include maintaining contact with tenants 

in relation to fault reports, and security services during specific hours of the day. Overall, it 

is a flexible consultancy that is solution-oriented and caters to the different problems of its 

consumers.  
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5.27. Hoop 

5.27.1. About Leonardo 

Leonardo received his higher education from Italy where he also owned his own 

consultancy firm before he moved to Sweden to work as a consultant at one of the largest 

banks. Prior to this job he also worked as a consultant at Sweden´s largest insurance firms. 

Other than this he has held six different roles as an enterprise architect within different 

organization´s IT networks and services in Sweden. Leonardo continued to educate and 

improve his skills, which led to him receiving his CEO certification from Västsvenska 

Handelskammaren and Di Akademi. Throughout his career he noticed how new trends and 

techniques constantly develop within organizations, making it essential to align internal 

skills with business goals.  

This is what gave birth to the idea of Hoop, through which internal employees can 

reach out to peers across organizational and geographical distances to acquire new skills as 

well as share the ones they have. 

5.27.2. About the idea 

Hoop is transforming the learning industry with its micro mentoring tools. While 

companies struggle to attract, develop and retain talent for a competitive and innovative 

workforce, Hoop, employees grow by sharing their skills with each other, resulting in a 

skilled, satisfied and engaged workforce. Peers’ interactions are short, frequent and 

focused as they share their skills, helping one another keep up to speed with new trends 

and techniques. As a result, employees feel motivated, using out of the box tricks to track 

their daily development, which boosts their morale. Hoop contributes to a sustainable and 

healthy company culture, reducing recruitment needs by unlocking employees’ internal 

skills in an organic and natural way. 

 

5.28. and 5.29 Smart Housing Solutions 

5.28.1 and 5.29.1. About Pasha and Sushant 

Pasha and Sushant met each other through mutual contacts in Sweden. Pasha is from 

Pakistan but lived most of his life in Dubai before moving to Sweden, whereas Sushant is 

from India. Both of them moved to Sweden with family due to work. After their 

immigration, they both faced the prevalent housing crisis in Sweden due to which they had 

to continuously change accommodation, just like most of their expat friends and their 

families. Some were able to eventually buy apartments but this solution was only for those 

who could afford to do so. Both Pasha and Sushant had encountered the same problems 

and wanted to find a solution even before they met one another. A similar passion and 

interest for their business idea of finding a housing solution for newly arrived immigrants 

eventually brought them together.  

5.28.2 and 5.29.2. About the idea 

Smart Housing Solutions, provides smart long-term solutions for housing to 

immigrants as well as Swedes coming to Stockholm from other countries or from other 

parts of Sweden. They help their consumers avoid stress and save them time during their 

move by providing information on the availability of housing contracts that are extendable 

to more than one year. The consumer does not need to take any responsibility, since the 

firm takes care of everything e.g. renewing the contract with the landlord after one year.  
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This is sometimes achieved through reshuffling contracts and by using their database 

of landlords who have come to trust them, and by having and clients who are relaxed about 

their housing options. Furthermore, they provide moving services to reduce the hassle of 

shifting belongings from one place to another. Their main aim is to make the lives of 

expats and immigrants moving due to work easier, so they can avoid wasting time and 

taking on extra unnecessary stress.  

 

5.30. Danya Telecom AB 

5.30.1. About Rizwan  

Rizwan came to Sweden for higher education. On completion of his studies he briefly 

returned to his home country, and brought a few mobile covers to Sweden. These covers 

were appreciated by most of his friends, who then requested him to bring more accessories 

from his visits. This is what led him to consider starting a business in electronic trading, 

which soon after grew to electronic retail and repair as well.  

5.30.2. About the idea 

Digital electronic retail and repair, platform. 
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Chapter 6. Role of weak ties in opportunity development: 

 

In this chapter, I present findings from the data, and explain my interpretation, 

showing its accuracy and relevance by using parts of the interview transcripts and 

presenting the interviewee´s own words. Quotes portraying the actual words spoken are not 

only there to bring credibility to the findings but also to illuminate the informant´s 

perspective (Eldh et al., 2020) as they express the depth of how they make sense of their 

surroundings. Hence, quotations further strengthen the accuracy of the analysis (Ibid), and 

provide a more personalized experience to the reader (Pietkiewicz and Smith, 2014). In 

order to avoid adding very long quotes that may be difficult to understand, I practiced light 

tidying up for which I removed words such as umm/err/and/you know and the like. I also 

used ellipsis to adjust and alter quotes to omit excessive and redundant data, without 

hampering the meaning. For this I added three dots, before or after a sentence to show that 

the quote was a continuation of a conversation, and removed long and irrelevant parts that 

were neither consistent nor illustrative of the findings. I also made sure to select quotes that 

stood out and showed a fair representation of the overall data set (Lingard, 2019).  

In chapter 6 and 7, I elaborate on the primary codes’ series 1 which are in relation to 

the role of social ties in opportunity development. I divided these codes further into 1a 

(i.e., codes in relation to the role of weak ties in opportunity development) which are 

presented and analyzed in chapter 6, whereas code series 1b (codes in relation to role of 

strong ties in opportunity development) are elaborated in chapter 7. In chapter 6 there are a 

total of five super-ordinate themes. Section 6.1, elaborates on the second order codes as 

presented in figure 6.1. that show how weak ties help confirm the legitimacy and 

credibility of the business idea while boosting the self-efficacy of the immigrant 

entrepreneur, and how earned trust among the weak ties helps to mobilize resources. 

Section 6.2, elaborates on second order codes presented in figure 6.2. that show how a 

business coach provides a holistic learning approach. Section 6.3, elaborates on second 

order codes from figure 6.3. on some of the disappointing and impractical aspects of weak 

ties, while the last section, 6.4, elaborates on the second order codes from figure 6.4. that 

show how informants were able to form global business collaborations through systematic 

searches on social networking websites.  

 

6.1. Weak ties establish awareness of a business idea and confirm its 

legitimacy and credibility while boosting self-efficacy 

 

In the following sub-sections I discuss each of the second order codes that together 

form the super-ordinate theme “Weak ties confirm the legitimacy and credibility of a 

business idea and boost self-efficacy”. Interpretation of each of the first order codes is 

done with the help of quotes from respondents and they are linked together to show their 

connection with the second order codes.  
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Cross-case first order codes.                     Cross-case second order codes.                Super-ordinate theme 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 6. 1 Data structure on how weak ties help gain legitimacy and, credibility, boost self-

efficacy and mobilize resources 

 

• Received media attention through 

events 

• Incubator membership improved their 

reputation 

• Perceived more positively 

• Found a sense of security 

• Earned trust of members of the startup 

community 

 

• Persistently presented business pitch at 

startup events  

• Business pitch captivated a wider audience 

• Built a stronger and more diverse consumer 

network 

• Created awareness about business idea 

through word of mouth 

• Educated consumers  

• Personal interactions with potential 

consumers helped gain deeper business 

insights 

 

 
Evaluation 

Access to 

professional 

collaborations 

that earned them 

trust and 

recognition 

• Startup events helped escape 

isolation  

• Felt a sense of belonging 

• Felt empowered and determined  

• Inspired to persist  

• Became more committed to 

business idea 

 

• Met like-minded entrepreneurs with 

similar interests 

• Learned from presentations of other 

entrepreneurs  

• Got access to the latest news 

updates 

• Became aware of relevant topics 

 

• Advice from experts taught new 

perspectives 

• Collaborations with experts brought 

clarity  

• Learned business terminology to refine 

the business pitch 

• Gained appreciation and trust of 

experts  

• Taken more seriously by startup 

community  

 

• Connected to an inner circle of professionals  

• Met cofounder at event 

• Affiliation with Swedish experts increased 

trustworthiness  

• Swedish board of directors helps earn trust and 

approval 

• Found skilled volunteer workers/professionals 

• Built commercial relations 

• Connected to investors for financial support 
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Evaluation 
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business idea 

Evaluation 

Professional 
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business idea 

Earned trust 

helps to 

mobilize 

resources 

Weak ties confirm 

legitimacy and 
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business idea & 

boost self-efficacy 
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6.1.1. Gained courage to persevere and overcome isolation 

 

In figure 6.1 the first box showing first order codes show how recognition of the 

business idea is influenced by weak ties which help the informants gain the courage to 

persevere and overcome isolation to pursue opportunity development.  

 

First-generation highly educated and skilled immigrant informants often lack basic 

social ties to rely upon for personal needs, let alone have business social ties that can cater 

to their professional needs. Furthermore, findings suggest that their own knowledge of the 

business culture of the host country is also limited. This lack of knowledge, or the 

difficulties at the beginning of their journey were expressed with statements such as “at the 

beginning you don’t know the ecosystem or what kind of help is around”, or “in the 

beginning it was harder”. They expressed the importance of finding guidance through 

weak ties. This guidance provides them with a sense of belonging, empowerment and 

determination, as shown in phrases such as this one by Aaden from Pasture Farm: “all 

refugees can be Rockstar entrepreneurs if shown the way”. He considered himself lucky to 

have earned the status of a Rockstar entrepreneur in the eyes of Swedes, who celebrated 

him as a successful story of a refugee who accomplished economic integration. However, 

Aaden continued to share that he never got flattered from this attention and stardom that 

was bestowed upon him so generously. He gave the credit to startup events that had been 

his key help in staying determined. In his opinion, most of the refugees he knew were well 

educated but unfortunately, end up in remote small towns which lack the required 

resources and networks for assistance. Instead, they were left preoccupied with 

overwhelming paper work, which resulted in loss of determination and inspiration to 

escape their circumstances and work toward developing entrepreneurial opportunities. I 

interpret Aaden’s remarks to mean he was not afraid of escaping his isolation to find 

motivation, despite the lack of large-scale networking opportunities in the remote town in 

Sweden where he was initially based. The findings show that he persevered and contacted 

the local municipality to share his business idea and to ask them directly for guidance.  

 

“I think if all refugees in Sweden follow the same process they could also become 

Rockstar entrepreneurs, absolutely! They could... it’s not just about being well educated, 

but it’s also about someone who can show you the way, and maybe some luck in it too...To 

be honest, when I started my first company in Sweden, I lived in a tiny village, in the 

middle of Sweden. There were no events, or anything like that. But I had an idea, I wanted 

to do something, my education and technical experience helped me a lot. But the finest 

thing I did was actually to go to the municipality and say, “Hey! I have an idea, I need 

help” and one of the local Swedish men who worked at the municipality was very helpful 

to show me the way.” (Aaden-Pasture Farm) 

 

I interpret this as gaining courage to overcome isolation. Even now, after gaining 

recognition and business expansion, Aaden still likes to attend startup events as a speaker 

and a mentor, which gives him a sense of belonging to the startup community and 

motivation to stay committed to his business idea. Similarly, Rizwan from Danya Telecom 

continues to attend conferences to retain a sense of belonging as he networks with people 

associated with similar e-commerce businesses. Like many other informants, Hemal from 

Green Impact, felt from the beginning that it was difficult to find an organization that was 

willing to deal with strangers like himself. For a newcomer the spontaneous reaction of 

people was mostly uncertainty and doubt either toward his intentions, expertise, or the 

business prospects, no matter how relevant the business idea was for the society.  
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He also felt there were unfair comparisons made with other entrepreneurs who were 

more established and well-known or considered a safer option for investors and 

collaborators. However, incubators and startup events provided a space of belonging. As 

he established recognition for his name in the startup community, it gave him the 

motivation to persist and persevere in his efforts. I label this as gaining courage through 

empowerment that ultimately results in unwavering determination. 

 

“...the spontaneous reaction when nobody knows you, might be, "All right, maybe 

they're not so good or maybe they're not doing as well as maybe this company or 

whatever." But when you've, like, if you establish yourselves as a name, or you now maybe 

win...., then all of a sudden, it's a completely different thing. I think in the beginning it 

was, was harder than it is today for us” (Hemal- Green Impact) 

 

Especially in the initial years the university incubator played an important role, as it 

noticed his master thesis project on energy efficiency and sustainability and selected him 

as its member. I identify weak ties to be sources of a reliable support system, that provide 

determination to immigrant entrepreneurs to fearlessly stay committed in developing the 

business idea into an opportunity, hence improving their self-efficacy.  

 

“In the beginning you don't know the ecosystem, what kind of help there is around it. 

We got a lot of help from KTH as we were incubated first under KTH, where they had a 

co-working space. The next one was KTH InnoEnergy, which is, like, an energy 

accelerator and also a co-working space at KTH. And then the next one was like, a startup 

environment. It was at T-centralen...where there were more than 100 companies...For our 

thesis we made a pitch to a consultancy firm. They thought our idea was really good, so 

they brought us in to do the thesis with them, during which we saw all different things and 

thought, ´Maybe we can have our own idea´ We had a business plan, and KTH Innovation 

said, like, ‘You should get involved with us’. And then we just continued from there.” 

(Hemal-Green Impact) 

 

For others such as ChenChuang from Bridging gaps, co-working spaces such as 

Norrsken had special interior designs that provided her with creative inspiration. She could 

choose a space to work based on her daily goals, e.g. if she needed to sit alone to 

contemplate and reflect, she had the option to work at the library. If she wished to take a 

break and ground her mind away from work, she could rest in the meditation room. There 

were also Skype booths to take online meetings, and during lunch or fika she interacted 

with a diverse group of entrepreneurs that not only provided a sense of belonging but also 

increased their commitment to developing opportunities. I interpret and conceptualize the 

first order codes in the first box of figure 6.1. into second order code i.e., weak ties help 

gain courage to persevere and overcome isolation, which influences recognition of the 

business idea during opportunity development. 
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6.1.2. Sought information from other entrepreneurs for inspiration and 

positivity 

 

In figure 6.1. the second box of first order codes show how the recognition of the 

business idea is influenced by weak ties as informants meet and find inspiration from like-

minded entrepreneurs with similar interests. Through this they gain access to new 

knowledge, the latest news and relevant topics. Specifically, during the recognition of a 

business idea, they made statements such as “in the initial few months I was just 

observing” or “I was interested in going to events that were in the domain of the business 

idea” or “I was just meeting people because I did not have a concrete plan” reflecting on 

their desire to meet other entrepreneurs. This was in order to become part of the startup 

community to learn important information that was necessary to start making sense of their 

surroundings. This need to talk to people was further expressed with statements such as 

“talking to people inspires me”, or “I am looking for inspiration”. I understand from these 

insights that informants felt inspired by learning from the experiences of other 

entrepreneurs who had been through similar journeys and whose stories were essential to 

understand their own way forward. Furthermore, discussions at startup events gave them a 

chance to express and exchange their knowledge with others, e.g. Akash from Mindful 

Senses said “I share the noise I have about start-ups and tech scene” or “I take energy 

from people...get a new perspective”, or “I feel positive energy back”.  

Akash from Mindful Senses initially attended startup events for the free snacks, drinks 

and some informal socializing to pass his time, only to find himself addicted to meeting 

new people, and making valuable friendships. He realized that the relationships he built 

kept him motivated to continue his work in both mentally and physically difficult times. I 

interpret this to mean that informants were able to find a safe space where they shared their 

love and passion for their business idea with like-minded people, consequently taking part 

in larger dialogs to drive future entrepreneurs to take initiative toward realizing their own 

passions. Consequently, when informants such as Akash impressed someone with their 

business idea, it also boosted their self-efficacy i.e., their belief in their own competence 

and helped them retain their faith in the legitimacy and credibility of the business idea.  

 

“I go to a lot of meet-ups. In the beginning it was just for free drinks, but then I got 

more addicted to them, to meet a lot of people and getting inspired by them...Stockholm is 

one of the best places where you can get inspired. I mean, when you talk to people and tell 

them your stuff, and they feel inspired, you just feel positive energy back...And also share 

the noise that I have about start-ups and the tech scene that I've known. So, it was more 

like interaction and that's why I’ve got a lot of friends right now, who I can really trust 

with anything” (Akash-Mindful Senses) 

 

Similarly, Aaden from Pasture Farm, lacked a concrete plan, and found knowledge 

through startup events geared toward social impact innovation in Stockholm, way before 

he even started his own business. He wanted to be present everywhere, in order to meet 

new people, observe and learn from their stories and challenges. Aaden believes that this 

was one of the finest things he did for himself without being fully aware of its advantage. It 

helped him reflect on his own life and take inspiration from it for his business idea.  
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“Actually, I was doing two things. I was going to a lot of networking events, that are 

related to social impact, innovation both in Sweden and Germany where I also sometimes 

visit. And I was also reading technology blogs, like Tech Crunch and others. I was looking 

for all the possible places without any systematic process. I was just interested in stuff and 

going to events that were in the domain of the idea. I was going to all the startup events, 

like Stockholm tech meetup, impact hub etc. I was just a participant. To be honest I was 

just meeting people because I did not have a concrete plan. I was just looking for 

inspiration. So, in the initial months I was just observing you could say...” (Aaden-Pasture 

Farm) 

 

Similarly, when Soraya, from Coast to coast, initially felt lost, she found immense 

help through startup events, where she attended presentations of more established 

companies, and followed the journeys of other entrepreneurs from the beginning through 

their growth. This helped her predict how she might need to navigate her own way forward 

in developing entrepreneurial opportunity.  

 

“we have just started to look at different events at Lund University, or within Skane 

area...my husband has joined many different meetings in Denmark and he finds them very 

helpful. He can basically see how the companies work, what they do and what they are 

looking for. I only went to one event...There were brief presentations of the companies. 

They were all start-ups. We wanted to know how they started, and if they got any help 

from the municipality in order to grow. It was a good experience... After the event we had 

the opportunity to talk to them...So I asked them... how did they come to this idea, in order 

to analyze the whole process to establish their start-ups” (Soraya-Coast to coast) 

 

For Malaika a marketing communication and growth coach, startup events were places 

to exchange positive energy with people on a personal level. With every new association, 

she gained a new perspective, and saw a new business prospect  

 

“I could take energy from people and I think that every person I meet gives me a new 

perspective on things... basically I can learn something from everyone. Even if you don’t 

know somebody or meet someone you don't automatically like, I always give them a 

second chance... At the same time tech is my thing. I have always been business 

oriented...when someone is talking, I think, ´Oh you can make a business out of it?” 

(Malaika-Marketing communication and growth coach) 

 

Therefore, I interpret and conceptualize the first order codes from the second box in 

figure 6.1. into the second order code i.e., through weak ties informants were able to seek 

information from like-minded entrepreneurs, providing inspiration and positivity, and 

doing this also influenced the recognition of business ideas during opportunity 

development.  
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6.1.3. Professional insights reduce uncertainty and increase the feasibility 

of business ideas 

 

In figure 6.1. the third box of first order codes shows how evaluation of the business 

idea was influenced by weak ties as informants interacted with experts from their field who 

provided advice to bring in new fresh perspectives and clarity on the legitimacy and 

credibility of their business idea. As informants enter collaborations with these experts, 

they also learn the latest terminology, and this is used to polish their business pitch, and 

with these changes they gain the appreciation and trust of experts who get to know them 

and take them seriously. As they improve their business ideas this consequently improves 

their confidence in the ideas’ feasibility. For example, Mahdi, from Leading edge 

integration, considers himself fortunate to have come across more established professionals 

such as a social worker who had ample work experience in Sweden, and whose advice 

helped him refine his business pitch to attract more investors. For instance, in order to 

make his business pitch more interesting, she recommended him to develop his product by 

using popular labels that were in the spotlight and being highlighted across Sweden in 

important debates.  
 

“In the past, I spoke about my product, talking about it as a role model for girl 

empowerment, for newcomers. It taught them techniques on how to deal with PTSD. I was 

so into my product. But then I met somebody who had experience with social work here 

and she told me there are two key words, therapy and integration, that sell in the market, 

so focus on them. She said don’t focus on the how, nobody cares about the how. People 

care about labels. And if people don’t care that means I am wrong, and I have to do 

something else...” (Mahdi-Leading edge integration) 

 

Similarly, Akash from Mindful Senses felt he lacked sufficient business acumen and 

the basic knowledge of setting up a business since he was strictly an IT graduate. He 

sought feedback by presenting everywhere, whether it was free or paid conferences, or a 

startup accelerator that ran for six to eight weeks, which boosted his self-confidence. He 

also enrolled in a fellowship program at Stockholm School of Entrepreneurship, where he 

learned different tactics to approach potential consumers, and the use of simple business 

language to pitch his business idea in front of different audiences depending on his 

business goal and the context.  

 

“...to pitch business based on different scenarios, whether we are pitching to an 

investor, a consumer, or a potential partner... to show us how to simplify our business 

pitch which personally was the hardest thing to do... Because we-me and my co-owner, we 

are the technical guys who never had that kind of simplicity when we spoke, so that 

everyone understands us.” (Akash-Mindful Senses) 

 

Therefore, I interpret and conceptualize the first order codes from the third box in 

figure 6.1. into the second order code i.e., professional insights from weak ties reduce 

uncertainty and increase the feasibility of the business idea, consequently influencing the 

evaluation of the business idea during opportunity development.  
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6.1.4. Gaining popularity and recognition increased optimism  

 

In figure 6.1. the fourth box of first order codes shows how recognition of the business 

idea is influenced through weak ties from startup events, incubators and co-working 

spaces. Informants gained popularity, which was especially important for both recognition 

and evaluation of the business idea during opportunity development. Informants expressed 

their appreciation of interaction with acquaintances in the startup community through 

phrases such as, “Here it’s more like a family”, or “Everyone needs each other every day” 

depicting a sense of security that incubators and co-working spaces provided. Moreover, 

through these interactions they built trust and a positive reputation that they expressed 

through statements such as “I became this authority” or “opened a lot of doors for me” 

depicting how gaining a better social position in the community assisted them to move 

forward with optimism. For example, Kailash from Darwaza preferred to work from a co-

working space called Norrsken which felt like a second home.  

He established close connections with the CEO of Norrsken who connected him to 

potential investors and clients. Furthermore, Kailash takes pride in earning a good name 

for his expertise among his Swedish co-workers, by helping them with technical matters, 

which kept him active, and ultimately boosted his confidence. Moreover, affiliation with a 

highly reputable incubator automatically included him in the list of most innovative and 

promising social entrepreneurs. I interpret this to mean that ultimately similar experiences 

made the informants feel more optimistic about the credibility of their business idea as well 

as their own expertise.  

 

“Here, it's more like a group. We help each other. Here, it's more like a family. I'm 

not the kind of guy who goes to someone and mingles. Here I mingle with them because 

everyone needs each other every day. It's easy for me to get into these people. Everyone 

helps us here. For example, I needed some help with Klarna; the CEO of this Norrsken 

house sent a mail to the vice president in Klarna, so it's done.” (Kailash-Darwaza) 

 

Malaika a marketing communication and growth coach, returned to Sweden after 

working in the Silicon Valley in the US, and felt completely lost with no professional 

connections to lean on in a new country where the startup community almost did not exist. 

However, she became one of the pioneers of driving startup events in Stockholm, which 

eventually led her to be recognized as an expert and an ambassador for such events. She 

earned herself credibility and a large following on her social media accounts where people 

trusted her to get the latest updates on Stockholm Startup ecosystem activities via her 

regular tweets and posts.  

 

“Meeting people, connecting with people. I became this authority. If you aren't there 

at an event or at a happening or any meetup and if you just follow me online, you will 

understand exactly what was happening...I have never worked at SUP46. But I have been 

one of their biggest ambassadors. And I have started and run, together with another 

person, Tatiana the SUP46 Fem-Tech for two years. I met everyone I know today either 

from Twitter or from the events. All my life is now surrounded by these people.” (Malaika-

marketing communication and growth coach) 
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Similarly, Aaden achieved immediate success for his unique business idea because he 

presented at startup events. Through these events he got coverage from the Swedish media 

which resulted in further recognition, and higher credibility was attached to his name and 

business idea.  

 

“... that was my first pitch basically on stage, which opened a lot of doors for me 

because I was able to present in front of 400 people. Without having any experience prior 

to that and just after 1 week I had above 50,000 euros in sales and had the Swedish media 

talking about this cool new way of buying animals online. So that helped build credibility 

you know. It helps with the trust and the crowd basically bought the idea wholeheartedly. 

They were buying animals and it was really cool!” (Aaden-Pasture Farm) 

 

Likewise, Taha from Zoar Technology felt that the support from startup community 

played a profound role in his entrepreneurial opportunity development. For instance, based 

on his PhD research project, he was selected as a member of the prestigious Norrsken 

house for five months. His business idea was also accepted for funding by the Stockholm 

School of Entrepreneurship fellowship program along with funding by Startup Stockholm 

2018 and in 2019, he became a runner-up in the Stockholm open data challenge. I 

recognize that receiving these accolades and financial support earned Taha and his 

business idea a good reputation, recognition and credibility. Hence, overall I interpret and 

conceptualize the first order codes from the fourth box in figure 6.1. into second order 

code, i.e., weak ties help the informants gain popularity and recognition which increased 

their optimism as they were perceived positively and consequently found a sense of 

security in themselves which influenced the recognition of their business idea during 

opportunity development.  

6.1.5. Addressed a larger consumer base to understand the relevance and 

limitation of the business idea 

 

In figure 6.1. the fifth box of first order codes shows how evaluation of the business 

idea is influenced by weak ties as informants stress the importance of persistently 

presenting their business pitch at different startup events through statements such as “one 

of the finest things I did”, or “I wasn’t afraid to put my idea to the public” depicting their 

perseverance to not give up which resulted in many other favorable outcomes. In other 

statements they point out the convenience startup events provide in meeting and staying in 

touch with relevant people which increased the awareness of their business idea through 

word of mouth e.g. statements such as “people meet each other to talk”, or “they were 

amazed to learn” or “stay in touch or track each other in the future” point out the 

atmosphere of exchanging information with a wider audience that results in long-term 

relationships with potential clients who are the right fit for their products. They also got 

direct feedback on their business idea from a larger group of people. This sentiment was 

expressed in statements such as “you are addressing a bigger crowd” or “you get to 

educate people”, or “feedback from early adopters made us change the whole product”.  

 

For example, Ranbir from Indie Nation, partnered with some top events to create 

awareness of Indian culture in Sweden and across Europe. He set up stalls to interact one-

on-one with potential consumers, which was cost-effective and helped him understand 

their backgrounds and demographics better, e.g., through his interactions he predicted that 

at least 200 people at the events would be well-informed and would have a higher chance 

of browsing through his webpage as well as spreading awareness through word of mouth.  
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“We don't have marketing people in our team, most of them are purely developers 

and have tech backgrounds. so, we try different ways to do marketing. One is we partner 

with a lot of events, something which we have been doing for the past two to three years 

now...we help them with some of the things like getting sponsors or volunteers, or provide 

them with a ticketing platform...this way we can tie up with them, which means, you are 

addressing a bigger crowd.... we can target this product to 100 or 200 people...” (Ranbir-

Indie Nation)  

 

Furthermore, the crowd was diverse, which gave him the chance to be recognized as 

an authority on cross-cultural efforts, among people of different backgrounds, as he raised 

awareness of the Indian culture among local Swedes. While many locals were surprised to 

learn about the wide variety of activities that existed in Stockholm in relation to Indian 

culture, they also shared ideas and their feedback on how to improve penetration in the 

market to reach more potential consumers.  

 

“Indie Nation was a big platform for people to showcase themselves to Swedish 

people and improve their awareness. We were distributing discount coupons at the stall- 

we targeted mostly Swedes, not Indians and when they saw these coupons, they were 

amazed to learn there was so much happening in a small city like Stockholm... 80% of the 

people who came to our stall and we talked to were Swedes; they were like amazed to find 

the culture, and the food” (Ranbir-Indie Nation) 

 

Similarly, ChenChuang from bridging gaps, reached out to her potential consumers to 

spread awareness about her initiative through word of mouth. Whether it was through 

Swedish classes for immigrants, or through motivational talks she arranged in 

collaboration with larger organizations for immigrants.  

 

“We organize loads of events to make sure that people are aware of the app. We 

reach out to SFI classes, which are Swedish language classes, where people are very 

much in touch, and therefore the knowledge about the app spreads fast. And then we have 

a lot of events, in collaboration with different companies where people just bring their 

friends. Or they just tell their friends about the event. For example, we have seven 

partnerships with companies and one month ago, we had an event in SDAB, which is a 

construction company, and there were inspirational speeches, and then people met each 

other to talk. They scan their QR codes from the app. So basically, I have my QR code, 

and if you scan it, then we meet and stay in touch or keep track of one another in the 

future.” (ChengChuang-Bridging gaps)’ 

 

Similarly, because of Aaden´s persistent presence at events he became well aware in 

advance that the audience largely consisted of people who had a sense of social 

responsibility and cared about a cause such as his business. Hence, as soon as he had his 

business idea, he contacted the manager of Stockholm Techfest and pitched the business 

idea in front of a large pool of 400 people. The audience not only immediately responded 

by investing in his livestock, but they also passed on this news to interested friends and 

family, creating more awareness through word of mouth, subsequently boosting his sales 

within a week and bringing more positive recognition that confirmed the relevance of his 

business idea.  
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“... So, I was getting to know people earlier on... So, when I had the concrete idea...I 

was ready to present it. One of the finest things I did was to get in touch with the founder 

of Stockholm tech fest. I said to him hey! I have an idea, I would like to present. And I 

wouldn’t have been able to if I was not a participant at these events, if I had not 

established the connections and that’s why I find networking very useful even if you don’t 

have any business idea. Just go and meet people.” (Aaden-Pasture Farm) 

 

Similarly, Fotis from Aficionado Gourmet quickly won much deserved recognition 

among his audience through his unique business pitch, exceptional storytelling and public 

speaking talent. Business pitches served as the first ice-breaker and won him a golden 

opportunity to stand out from the rest of the crowd to educate about the deeper social issue 

addressed by his business. This in turn helped him and his team gain credibility for their 

dedication to addressing a social cause that validated the necessity and social impact of 

their business.  

 

“You get to educate people, by presenting at Open Lab or Impact Hub or somewhere 

about your business model, which is also part of business growth. It helps you stand out if 

you have a business pitch that is creative and leaves an impression” (Fotis- Aficionado) 

 

When Mahdi from Leading edge integration, initially received a demotivating 

response, he did not give up and persistently presented his business idea at startup events 

which resulted in him creating a market presence for himself and his business idea. As 

people took notice of his determination, many came forward with valuable advice to help 

him proceed in the right direction with the right tools. Mahdi utilized the recognition and 

connected with potential clients in the industry to test his business idea. He attended social 

activities affiliated with organizations that worked with children, to understand their 

underlying challenges, and spread awareness of his business idea and initiative. As more 

people heard about his personal journey from Syria to Sweden, they understood and valued 

his passion for his business, which also earned him credibility and proved the legitimacy of 

his business for society´s well-being, as more people showed interest. 

 

“What I did was, I wasn’t afraid to put my idea to the public. I went to events to 

present my idea. Some people laughed at me and some people thought it was good, and so 

people started to give advice... I went to all social activities in the city, and organizations 

who work with kids. By social activities, I mean the events that are organized by co-

working spaces and incubators and so on. I also went and knocked the door of every 

organization” (Mahdi-Leading edge integration) 

 

Similarly, Akash found people through events who tried his product and shared 

valuable feedback that helped him alter the product prototype to fit consumer´s needs 

better. For instance, his product was too expensive and not logistically portable due to its 

size and also needed to be upgraded to cater to diverse needs. As Akash became more self-

assured, in regards to his knowledge base in front of his consumers and how to improve the 

relevance of his product his self-confidence also increased, and he became more 

comfortable while pitching his business idea.  
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“We presented through a lot of conferences, free conferences, paid conferences and 

all other sorts, because we wanted to get a lot of feedback. We thought this is a good 

prototype but we don't know if this could be a product. It was the feedback from the early 

adopters, that made us change the whole product, concept. They were telling from the 

business perspective, e.g. ´I cannot have this huge product in my gym center. It seemed 

unusually expensive, and not logistically, easy´. And they also said that ´why you measure 

only core muscles, why not measure neck, biceps, triceps, and other muscles´. So, then we 

just thought scaling it down for the past like two years to reduce the costs as well as make 

it more portable...” (Akash-Mindful Senses) 

 

Therefore, I interpret and conceptualize the first order codes from the fifth box in 

figure 6.1. into second order code i.e., informants where able to address a larger consumer 

base to understand the relevance and limitations of their business idea, which guided in the 

evaluation of their business idea during opportunity development. 

   

6.2. Earned trust helps to mobilize resources 

6.2.1. Access to professional collaborations that earned them trust and 

recognition 

 

In figure 6.1, the second super-ordinate theme shows that the trust earned among weak 

ties helps informants mobilize different resources, such as enter important professional 

collaborations. The sixth box of first order codes shows how the evaluation of the business 

idea is influenced by weak ties. For instance, informants expressed the desire to connect 

with professionals from different areas for opportunity development through statements 

such as, “I was searching for ideas and people to collaborate with”, or “I was building 

connections with individual professionals who work in different fields”. Startup events 

were also a way to find a variety of people with skill sets who were willing to voluntarily 

help. They provided a platform that allowed the informants to “break the ice” with 

potential clients and co-workers or business partners, where “everyone is open to hear your 

idea, and give authentic feedback”. However, while they found access to a pool of skills to 

work with, they also found access to Swedish experts within their field whose trust and 

approval was crucial to further strengthen their image and consequently secure financial 

support from investors. Informants expressed the difficulty of securing funding as an 

immigrant through statements such as “funding organizations do not trust strangers” or 

that investors are found through weak ties who otherwise are “rather inaccessible for many 

reasons”.  

 

Therefore, they look for their “big break” through weak ties, by persistently attending 

startup events where they felt “they see your face and hear your voice and build contacts”, 

meaning their presence was noticed and it helped them secure connections and funding. 

For example, Berat from Safe Renovation, enrolled into a course at Stockholm School of 

Entrepreneurship to learn business plan formulation. There he also met his business partner 

who had the same business idea, but a different way of implementing it. While Berat was 

focused more on the technical aspects of the business, his partner Jennifer understood the 

Swedish market better having lived in Sweden longer and hence had a more practical 

business model in mind. I recognize this as him and Jennifer complementing each other’s 

expertise and finding support in their partnership, which also helped them in their 

opportunity development.  
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“I took an entrepreneurship class in model innovation at Stockholm School of 

Entrepreneurship, where we were assigned real ventures... And I was assigned Jennifer´s 

venture. Initially, I was in another group, but we had a small argument there. I understood 

I will not be able to work with them, so I switched to Jennifer´s venture group...” (Berat-

Safe Renovation) 

 

They continued on to become members at Drivhuset an incubator at Stockholm 

University, where they gained more credibility for their names and business idea, received 

their first seed funding and made many more business social ties. While some informants 

found support in the form of co-founders, others gained recognition, among diverse groups 

of skilled people who took interest in assisting as volunteers without any expectations of 

compensation for their time and skills. This was particularly useful for informants like 

Mahdi from leading edge integration who lacked the funds to hire full-time employees.  

 

“I met different individuals at seminars where I presented my idea. I was building 

connections with individuals, professionals who work in different fields but who just 

helped with some of their time. I was good at selling my idea to people. So e.g. you present 

to 10 people and someone would be like, ´ yeah, I like it, what kind of help do you need? ` 

and then I will be like, yeah you help with this thing, and then another person will help 

with something else.” (Mahdi-Leading edge integration) 

 

For example, Mahdi found a company that helped him create the video for his 

kickstarting and crowdfunding campaign, that eventually helped him win his first funding. 

In my interpretation since the crowd trusted his business idea and invested their resources, 

this helped him earn further recognition as an immigrant entrepreneur, and trust in the 

credibility of his business idea, due to which he got more offers for business 

collaborations.  

 

“Even funding organizations do not like strangers. So, I earned this trust by being 

consistently, present in the market even after getting rejected sometimes. Just by 

showcasing and proving that this thing works and when it worked for Kickstarter, it was 

the biggest success in the startup community, because most start-ups, they fail. We are 

crowd funded, so...THE crowd is funding you. they believe in what you do, and this is 

where we got the big break. After this event, many organizations approached us, wanting 

to collaborate. It’s important just to be present. They see your face and they hear your 

voice and you build contacts and you prove cases. You don’t just like exist, but you exist 

AND you talk about your thing and develop your terminology” (Mahdi-Leading edge 

integration) 

 

On the other hand, Fotis from Aficionado Gourmet, was looking for an open-minded 

and aggressive lawyer for a crucial business matter. This was a challenge considering his 

immigrant status and lack of connections, and was only made possible due to the inner 

circle of professionals at his co-working space who linked him with relevant contacts.  

 

“E.g. we met in the kitchen for a coffee, "Hey, what are you guys doing? My name is 

Fotis, so I work with food." Blah-blah-blah. Then you know, over the weeks you meet 

again in the kitchen. "Can I ask you a question? Do you know any lawyers that are a bit 

more aggressive, more suitable for a startup?" "Oh, yeah you can call Anat," for example 

and that’s it” (Fotis- Aficionado Gourmet).  
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Similarly, when Ranbir from Indie Nation needed professional feedback from credible 

sources for more practical business matters, his membership at a co-working space gave 

him access to many niche tech events that were specialized and relevant for his business. 

The most valuable aspect of the co-working space was the relaxed environment he shared 

with co-workers and the informal meetings where they discussed smaller issues and 

concerns.  

 

“...I prefer to work in a co-working space due to the cost and secondly because you'll 

get to meet a lot of people, and at Park, they already have a network of events, i.e., they 

partner with lot of other tech events. So, we get access to these events, where we get 

feedback, or ask for it like "We launched this thing, how do you feel about it?" (Ranbir-

Indie Nation) 

 

Such informal meetings helped them share similar struggles and feedback to help stay 

motivated. Ranbir always found contacts who specialized in certain knowledge domain and 

helped him tackle specific concerns, providing immense support, and an opportunity to 

learn.  

 

“All these tech events bring here other tech people or investors... They have after-

work every last Friday of every month, which is kind of, gathering of all the people in the 

Park. In all these tech events, people are very, very willing to help, because most of the 

people, I would say 60% of the people, are entrepreneurs who are starting a business or 

started the business in the last three years. So, everybody is looking for an opportunity and 

everybody is open to hearing your idea, and gives you very authentic feedback. E.g. 

someone would say "Okay, I have worked in this area or, I know a friend who has worked 

in that area, what that area involves, maybe you should check with him." They'll give you 

references, you know, connect you with other guys.” (Ranbir-Indie Nation) 

 

At the beginning Rizwan from Danya Telecom, was cautious of people cheating him, 

but soon realized that it was an unnecessary fear, due to his own lack of business 

knowledge. At conferences, he met consultants, who first guided him in business matters 

with expert advice and later turned into meaningful relationships beyond work, e.g. 

Rizwan formed a personal relationship with a renowned Swedish e-commerce social media 

personality whose services, and products also influenced his business immensely. In my 

interpretation, this is how informants built formal business relationships and extended their 

social ties with important influential names that further improved their credibility.  

 

“so basically, at a conference two boys urged me to speak to him because he did 

similar work as mine. So, I approached him and asked when he started his business and 

that was the ice-breaker. I developed a more personal trust in him and then started 

working with him” (Rizwan-Danya Telecom) 

 

Furthermore, other than finding business partners and skilled individuals, immigrants 

also formed business affiliation with Swedish experts that helped them gain credibility. For 

example, as a newly graduated master student Akash from Mindful Senses had a vague 

idea of what he aspired to achieve. He found direction and support from two Swedish 

sports scientists from a well-known technical university in Sweden.  
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They owned around 13 to 14 patents in relation to his business idea and hence they 

and he were mutually intrigued by one another and formed a successful business 

collaboration, which provided Akashwith the opportunity to build a product prototype 

based on scientific research that enhanced the credibility of his business idea.  

 

“. So, we were searching for ideas, and people to collaborate with. And it was when 

we were at a mingle at a pub at KTH, we met two sport scientists from the sports school in 

Stockholm... They had 14 or 13 patents, and they had this cool idea about measuring 

muscle strength. Once they finished pitching their idea, we spoke to them... about what we 

have done already. and they were super intrigued, and wanted to meet us again... We 

thought, since we've been doing similar stuff, it could be interesting to just collaborate and 

see what happens. We just started to work on it because we didn't have anything else to 

work on and we came up with an actual functional prototype...” (Akash-Mindful Senses) 

 

Furthermore, the presence of these Swedish academics on his board of directors 

helped him earn instant trust and approval among the business community as he became 

more convincing and was taken seriously. I recognize this as that affiliation with Swedish 

experts who found him reliable, and improved the legitimacy and credibility of his 

business idea and his own credibility.  

 

“We have the Swedish Sports Science professors on our advisory board, which made 

the idea valid right from the beginning. Whenever I go talk to people, I just mention those 

two people as well, for some kind of credibility, so that people don't think that I'm crazy, 

coming up with the idea.” (Akash-Mindful Senses) 

 

Apart from business collaborations and networking, informants also found access to 

financial investments through weak ties. Hemal from Green Impact reached the final stage 

of a competition called Venture Cup, where he was noticed and offered membership by the 

incubator at his Swedish university. It was through this platform he received his first 

funding, which as he progressed, expanded through other competitions to over SEK 20 

million in public and private venture capital. He used it to collaborate with Stanford 

Department of Psychology to conduct consumer research to make progress on his product 

prototype, which made it even more valid and credible.  

 

"You guys should work with us until graduation," which we did. Then they invested in 

the company, which was our first funding and all of a sudden, we started working with this 

idea... Over time, we have been able to attract almost SEK 20 million, in public and 

private, venture capital. Then we were also in a competition in California, we won that 

competition, and got in touch with Stanford Department of Psychology. We started 

working with Stanford and got a great amount of funding from the Swedish Energy 

Agency” (Hemal- Green Impact) 

 

Similarly, Fotis from Aficionado Gourmet, was unaware where to look for potential 

investors who did not consider it risky to invest their finances in an unknown immigrant´s 

business. He continued to pitch his business at various startup events, including a food 

festival at Kungsträdgården managed by a small organization run by three people, called 

Startup Stockholm.  
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His business idea intrigued them and they connected him to their inner personal 

business ties, that would have been difficult to access otherwise, because these people 

preferred to stay away from mainstream networking platforms to avoid an overload of 

contact from people seeking funds for irrelevant projects. Getting guidance and 

investments from them gave Fotis credibility beyond his imagination.  

 

“we have an organization that has invested in us. A small organization of three 

persons. It's called the Startup Stockholm. They do food festivals for the past 25 years. So, 

we pitched to that guy, he liked us, and introduced us to other guys. In the beginning, it 

was supposed to be an individual relationship, and it turns out that they, between them, 

they wanted to collaborate and pool their investment in us. To get investment, meaning 

also time for advising and you know, discussing strategy and so on. Such people are 

rather inaccessible for many reasons, uh, the most important being that they want to be 

inaccessible to avoid an overload of emails and phone calls from irrelevant people.” 

(Fotis- Aficionado Gourmet) 

 

Lastly, Akash from Mindful Senses, found support in multiple ways during 

opportunity development, whether in the form of business ties, collaborations, valuable 

feedback, or financial investments, all of which assisted him toward building a product 

prototype.  

 

“There are a lot of, government agencies, to name a few, I have, Almi, and also there 

are a lot of entrepreneurship events and startup events going on...lots of startup hubs and 

co-working spaces here...we were able to get a grant from Startup Stockholm, of 50,000 

SEK for the hardware development. Also, we got 200,000 in loan from Almi, which is 

more like a flexible loan” (Akash-Mindful Senses) 

 

 I interpret and conceptualize the first order codes from the sixth box in figure 6.1. into 

second order code i.e., access to professional collaborations earned informants trust and 

good reputation which in turn helped them mobilize resources and influenced the 

evaluation of their business idea during opportunity development. 
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6.3. Business coach provides a holistic learning approach  

 

    Cross-case first order codes                           Cross-case second order codes        Super-ordinate theme 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 6. 2 Data structure on how weak ties provide holistic learning 

 

6.3.1. Guidance from business coach increases competence to make well-

informed decisions 

 

In figure 6.2. the box of first order codes shows how the evaluation of the business 

idea is influenced by weak ties which include the guidance of a business coach, which 

increases the competence of the informants to make well-informed decisions. Weak ties 

from incubators and co-working spaces were an excellent source of knowledge as 

informants could choose from a plethora of training and coaching sessions ranging from 

seminars to workshops. They found these spaces to be creative and to inspire them to think 

beyond their existing limits, which they expressed through statements such as, “really 

happening place” or “opened my eyes”. Moreover, informants were also provided with 

pro-bono guidance from a professional coach, which made a huge difference for them in 

multiple ways. For instance, they expressed their initial uncertainty regarding the business 

ideas through statements such as, “I came with a fuzzy idea”, which was refined as they 

gained more clarity due to the presence and guidance of the coach, expressed as “helped 

me define my idea better”, or “steered me in the right direction” or “coach taught the rules 

of the game” or “helped me structure my business idea from a business perspective”. This 

business perspective was further enhanced when the coach introduced them to his personal 

network of formal business social ties from the industry whose role was expressed as: 

“they enable me”, or “we constantly bounce ideas from each other” and that provided the 

much needed Swedish perspective. I understand that the role of the coach was holistic as 

he or she gave them all-round support, i.e., in relation to their business as well as in 

helping them balance work-life so they could set clear goals and improve productivity. 

For instance, Vasyl found workshops at the incubator enlightening as they taught him 

to present his PhD research findings as a business pitch using appropriate business 

language. He also received direct guidance from the coach in simple matters such as 

webpage design that made his services more visible and understandable for target clients. 

This helped him secure sales and investments.  
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“The innovation department provided a lot of training, e.g., they had seminars and 

workshops, training which I have never had before. They invite people from different 

places, and the coach would tell me ´When you present your PhD idea, these are the rules 

of the games, business pitching, sales etc.´ They have a long list; actually, I can give you 

the list, which I found very helpful... I found the support I got from the coach very helpful, 

and he helped me to create a better webpage. When I made the first page, he said no to 

it.” (Vasyl- Novisk). 

 

Similarly, Taha from Zoar Technology was able to improve his business terminology, 

and understand his competition better as well as the specific areas he needed to focus on 

and improve, through the feedback he received from his university incubator. For Lailish 

from Tandoor Punjabi, the co-working space was an essential part of his creative process 

that nurtured his analytical skills and propelled him to think outside the box, opening his 

eyes to many possibilities.  

 
“The atmosphere I was in was also very creative. So, I was sitting in this space, there 

was an architect company. We had a lot of small companies... So, it was this super 

creative, really happening place, where you connect and, all those things opened my eyes 

to so many more things.” (Lailish-Tandoor Punjabi) 

 

He even arranged educational seminars and workshops with his mentor, that helped 

everyone including him learn new skills to stay motivated.  

 

“... We try to do things together. I organized seminars and one of them was one of the 

leading trend analysts from Scandinavia, so she became like my mentor. You know, all 

these things happened.” (Lailish-Tandoor Punjabi) 

 

According to my interpretation it was not enough to just have a business idea but was 

equally important to also confirm whether there was a need for it. However, it is not easy 

for most first-generation immigrant entrepreneurs to collect information on what their 

potential clients need. Here, findings show that the systematic guidance from a mentor was 

useful in this aspect. For example, Zoe from Obitrax, was able to improve her business 

acumen through coaching especially appropriate to Sweden. Whereas, Mustafa from 

We@therCheck, truly transitioned into an entrepreneur with the help of a business coach 

who taught him about time management and achieving a healthy work-life balance. He 

also learned how to approach people for business collaborations, which played a crucial 

role in helping him understand the Swedish system better and expand his team from a one 

man show to three people.  

 

“I don’t have any prior experience that is relevant to this business idea. The crucial 

moment was coming to Drivhuset, I came with a very fuzzy idea of what I would like the 

business to be about. And then Aron coached me and helped me develop the idea to what it 

is now... Drivhuset has helped me basically define my idea better, people here helped to 

steer me in a good direction. I learned a lot, how to be an entrepreneur. How to think and 

do things. they do as much as they can, but it’s still the entrepreneur that needs to find the 

connections. But thanks to Drivhuset …We are a total of three people now...” (Mustafa-

we@therCheck) 
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Similarly, when Vasyl from Novisk decided to turn his PhD research into a potential 

business idea, he was clueless about where to start. The business coach set up interviews 

for him with his own professional contacts from the industry, such as product managers, to 

discuss Vasyl´s business idea and possible collaborations. At times, the coach 

accompanied him to these meetings, giving Vasyl the opportunity to learn presentation 

skills in an industrial setting through first-hand observations.  

 

“I contacted our innovation department and they assigned a coach to me and this 

coach he helped me to structure the idea. I just came to him and said that this is the idea 

and what can be done? And he helped me structure it from a business perspective. So e.g. 

he helped me ask questions, or how to make money and what will be the business model. 

In the beginning the idea was to approach banks, since they already have a good 

established infrastructure, so I don’t need to spend time and money to build one myself. 

So, the idea is to sell the product through banks to their consumers.” (Vasyl-Novisk) 

 

Similarly, Berat´s mentor had himself worked with publicly owned housing 

companies, and hence was able to share important Swedish business insights on the 

difference between public and private organizations. He also introduced Berat to some of 

these housing organizations so he could understand their services better. For Nathanial 

from Career Mentor, the coach helped him set clear and focused goals. Furthermore, he 

helped to secure clients and potential business partners with whom Nathanial was able to 

discuss ideas. This allowed him to explore ways to feel more connected to his own 

expertise and broaden the services he offered in order to cater to more needs of his clients.  
 

“Drivhuset has satisfied all my contact needs, Aron is fantastic, he thinks very 

quickly. By doing that he connects me to people who connect me to other people. Now I 

have too many contacts, I can follow up on. They enable me. I was referred to my first 

paying client, as well as to someone who works here at Stockholm University who 

completely complements my business. We constantly bounce ideas off each other. That has 

helped quite a bit. It has given me more focus. So e.g. I couldn’t give formal career 

guidance, but now I can add it to my package...” (Nathanial-Career Mentor) 

 

For Akash from Mindful Senses, there was a long journey of sending out hundreds of 

cold emails with no reply to randomly making calls to people in an attempt to sell his 

product, but it was only after a long trial and error period that the incubator KTH 

Innovation approached him and their coach offered to help him pro-bono. The coach was 

helpful especially throughout their early stages of opportunity development, in making sure 

they approached people the correct way. 

 

“And we also had that little bit of help from KTH Innovation...we had a wonderful 

business coach who helped us, pro-bono. So, he was like, there throughout the early stages 

… and he still edits my emails... There were advisors who helped us with sports science 

concepts and were really interested in seeing what happened. We started collaborating 

and building stuff. We, just did a lot of brainstorming with them” (Akash-Mindful Senses) 

 

Therefore, I interpret and conceptualize the first order codes from figure 6.2. into the 

second order code, i.e., Guidance from business coach increases competence to make well-

informed decisions which has an effect on the evaluation of their business idea during 

opportunity development. 
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 6.4. Disappointing and impractical aspects of weak ties  

 

Business networking platforms, such as co-working spaces, incubators, and startup 

networking events such as university-led workshops, startup competitions and tech events 

all sound familiar especially in this day and age, when governments invest in all major 

capital cities of the world to keep the startup communities active and thriving. Previous 

findings in this research thesis have shown that all these platforms provide an array of 

advantages for immigrant entrepreneurs. However, there are some informants who found at 

least one if not more of them to be quite impractical in nature and in conflict with the 

hyped image they marketed. In this section I present some of the disappointments or 

unease that these platforms are associated with. This negative aspect is different from the 

role that has so far been discussed in relation to these platforms, yet it is also essential to 

realize that the loop holes that can be improved to benefit and meet the expectations of 

first-generation highly educated and skilled immigrant entrepreneurs aspiring to develop 

opportunities in knowledge-intensive sectors.  
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Figure 6. 3 Data structure on disappointing aspects of weak ties 

 

6.4.1. Unsatisfactory networking leaves them feeling like a misfit 

 

In figure 6.3. the box of first order codes shows how evaluation of the business idea is 

influenced by weak ties in a negative way, as unsatisfying networking can make the 

informants feel like misfits, which can be disappointing and demotivating. For instance, 

some informants had high expectations due to the image of a “fantasy land” that was 

marketed to them. However, the reality of startup events, incubators or co-working spaces 

turned out to be different. They expressed this disappointment through statements such as, 

“They were advertised well, but I found them useless”, or “wasn’t what I expected”. They 

also expressed how such platforms appeared to be attractive but were making false 

promises, “selling Stockholm as a startup hub...it was a little weird”, or they were 

“marketing Stockholm to fresh people”, to fool newcomers who lacked awareness. This 

created further issues, since it was time-consuming to attend events and the informants 

only ended up feeling exhausted, resulting in loss of work-life balance.  
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These feelings were expressed as, “more networking will affect the balance in my life”, 

or they “decreased my productivity”, or “time management was a problem”, or it “gets 

messy” when they try to be in multiple places. Moreover, some informants felt they were 

expected to make fake appearances that were more in line with how the startup community 

wanted to perceive them, e.g., “You need to put so much makeup on your face” was a 

phrase used to express how they felt like a misfit if they showed up as their original self. 

All this effort was felt to be in vain when they also felt the events, incubators and co-

working spaces did not provide enough networking opportunities for participants with a 

non-EU background. Either the events were “not for everybody”, as they “specifically 

catered to EU talented professionals”, and provided a lot of “hand holding” to them more 

than people from other backgrounds. Lastly given all these aspects, most importantly these 

platforms were expensive for immigrants who were mostly using their personal funds, i.e., 

“running off our own investments”, as they “worked remotely” to support themselves, due 

to which trying to afford an incubator or co-working space made little sense. I recognize 

that there were some informants who felt these platforms were inefficient and that that did 

not provide satisfactory networking opportunities according to their expectations and 

requirements.  

For instance, Fotis from Aficionado Gourmet had previously been a member of 

Epicenter, a relatively expensive co-working space, where everyone wore formal corporate 

business attire, and was intensely busy with no time to network. Compared to the cost of 

co-working space, the available networking opportunities were next to nothing, hence, as 

soon as Fotis became more certain of his business idea, he moved to a private office to 

retain better focus. In his opinion incubators and co-working spaces are similar to fictional 

fantasy lands, that may appear as an innovative platform for entrepreneurs, but their reality 

is different.  

 

“We were there because there's a lot of interesting smaller and bigger companies 

there to create a network. We saw that everyone was busy including us. There's not a lot of 

interaction between companies working at the same co-working space, because everyone 

is busy working so it’s not practical... But when you come to work it's more like an office 

space that you're renting. You're not coming here to interact with other businesses. So, we 

made a few but some good contacts. And now, that we know exactly where we need to 

focus as a business, we have moved to a private office so we can focus. We don't need 

those kinds of contacts at the moment. So, it's not worth paying that amount of money...but 

the reason I say fantasy land is because, places like SUP46, Impact Hub, they market 

themselves as innovative kinds of platform, but the reality is different” (Fotis-Aficionado 

Gourmet). 

 

Similarly, Nathanial from Career Mentor found the events to be solely focused on 

marketing Stockholm to newcomers who were aspiring to be entrepreneurial and, in a 

sense, selling an image that he found far from the truth.  

 

“I’ve been to a few tech networking events, they were advertised well, but when I 

went there, I found them useless. They were kind of selling Stockholm as a startup hub, but 

it was a little weird. I was looking to connect with other entrepreneurs, hoping for 

information that could be a bit different, like where can we go to get some more help. But 

they were just marketing Stockholm to fresh people. It wasn’t what I expected. But in 

retrospect it should have been what I expected...” (Nathanial- Career Mentor)  
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Govinda from Smart market analytics, felt there was a lack of structure at the startup 

events, which appeared to be a Western concept relatively alien to his understanding which 

made them less attractive. Coming from a business family in India he was used to a 

different approach toward doing business, in which he preferred to build sustainable 

personal social ties by having in-person meetings. He preferred to make long-term 

investments in his social ties, showing genuine concern toward them, something that was 

impossible to practice at startup events. Similarly, Fawad from Adtech, felt there was a 

lack of structure when he presented his business pitch to a panel of investors, and despite 

things going well he was rejected with non-serious and unclear feedback, leaving him 

unsure on how to proceed. For example, a few days after rejection he received an email 

asking him to return in three months for another presentation to just answer two simple 

questions. I interpret this to mean that due to such experiences informants felt their time 

and efforts were wasted. 

 

“...they came back with some clarification questions over email, and rather than 

allowing me to answer those questions over email they said, "Hey, our next pitching 

session is in three months, meaning I needed to pitch again after three months to answer 

only two questions. I mean, call it my stubborn personality or whatever, but I mean what 

the hell? I'm also busy. I came to you. I gave that presentation to you, also gave you a 

chance to ask me questions in person. Why is it my fault that you only give five minutes for 

questioning and ask me to come back after three months just to answer two questions. I 

simply said I wasn’t interested. I refused to go there again.” (Fawad-Adtech) 

 

Others such as Dmitry from Transporter experienced anxiety as it was difficult to 

approach random people and make meaningful social ties or shortlist the right skilled 

people in a limited time frame and from dispersed large crowds. Similarly, Kailash from 

Darwaza thought that most of the participants at events tried to portray a certain persona, 

which was difficult for him to copy, making him feel like a misfit. He did not have the time 

to act like an inauthentic and fake version of himself while achieving nothing from it.  

 

“...I realized this is full of makeup here, you need to put so much makeup on your 

face to be like the one they want to see. But I'm not like that. I'm more like a street 

entrepreneur sitting in. I didn't fit into it, that's why I took the Swedish guy with me 

whenever I'm there. Whenever I know the people, I say, "Okay, you handle these guys at 

the beginning" (Kailash-Darwaza) 

 

Fawad from Adtech found the interactions lacked meaningful or intellectual 

conversations. People were only exchanging business cards, and adding each other on 

LinkedIn, which did not guarantee long-term connections. Furthermore, co-members at 

incubators or co-working spaces had low budgets due to which they could not afford his 

service charges and become clients. Overall, I recognize that networking for the sake of 

partnering with co-workers was not fruitful. 

 

“...I could either take five of those clients and just fill my time with them and get 

burned out or I could take a step back and wait and pick and choose my projects, only 

working with, bigger companies that have a high enough budget” (Fawad-Adtech) 
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He shared an experience that taught him not to waste time trying to find clients 

through the incubator:  

 

“For example, once I agreed to consult a company from SUP46 and their idea of 

consulting was like ´Oh, I'll pay you, per hour, but can you come and sit with me and help 

me with some stuff in person for three hours?´ I was like ´Sure´, and then I went there and 

met the guy, and it was mostly like, ´Teach me how to do the work you do in three hours, 

so I don't have to hire you.´ And I still taught him some basic stuff, but I was like, ´You 

think I'm stupid, for like $300, I've given you 20% of my knowledge´. Why should I? I 

mean, it was smart of him, but the main point is that at incubators you might think that it's 

good because you get connected with other start-ups but the reality is that they have very 

low budgets...” (Fawad-Adtech) 

 

Some informants could not afford expensive membership fees to work from an 

incubator or co-working space. Preeti from Livable Fashion prioritized the convenience of 

her team members who worked full-time jobs, and required more flexibility to work 

remotely. Furthermore, because it was a small-scale business, they mostly ran on their 

personal funds, i.e., since Preeti relied on her personal savings, the cost of co-working 

spaces exceeded her team´s budget.  

 

“We are such a small business and we are running off our own investment, and 

money where I can save anywhere is what I try to do. And the thing is, me and my team, 

they're working a lot remotely because they are working on other things, so we're not 

available to be in a co-working space. We usually plan for a meeting, Okay, Wednesday 

we're gonna have a Skype meeting, Sunday we're gonna meet," and then it's just easier to 

have a meeting at that point. So practically it makes more sense for us to be at my place 

or, like, in one of our apartments, and just like, have a meeting because it saves a lot of 

time for us.” (Preeti-Livable Fashion) 

 

Similarly, Fawad, due to the lack of a proper working team, did not need an expensive 

office space either. I understand it would have been an unnecessary cost for him.  

 

“I was just purely lucky enough that the amount of business that I needed, I already 

had and it was like, I didn't need an office space, which is one of the biggest, sort of, value 

propositions that, an incubator like SUP46 provides. I was just consulting from home. I 

didn't have any employees in Sweden. It was also quite clear that I wouldn't have any 

employees in Sweden, at least for two and a half years 'till you raise your first big round of 

investment, and then you can have a bigger presence here. So, I didn't need the office 

presence.” (Fawad-Adtech) 

 

On the other hand, Vasyl from Norvisk, preferred working six days a week, while 

taking time out for activities that helped him retain his physical and mental health. 

However, looking for formal business social ties seemed to reduce his productivity, 

requiring him to commit one hundred percent to his business venture, which was 

impossible during the time the interview took place, since he was also finishing his PhD 

then.  
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“First of all, it seems that it takes a lot of time for networking in general. Right now, 

my priority is still finishing my PhD because that is my main job. So, more networking will 

affect that and also affect the balance in my life. Right now, I work six days a week, 

without really feeling tired or any negative effect on my mental health and it’s all because 

in the evenings after eight I have free time which I dedicate to the things I love...If I was 

active in networking events it would mean sacrificing some of these things which would 

eventually result in decreasing my productivity. I went to one networking event in London 

and it was OK. I met many people, but it wasn’t beneficial to me at that particular time, 

because I didn’t have a fully developed idea.” (Vasyl-Norvisk) 

 

Jennifer from Safe Renovation, attended one event, which led her to realize that 

startup events served as blind pointless platforms. She felt confused with the excessive 

amount of feedback, and pointless meetings in multiple places, which made her lose 

control of her time and focus on her work goals.  

 

“...it’s just that it gets messy being in multiple places, and getting a lot of advice and 

scheduling meetings. So, it wasn’t about them not being good. And I was still going to 

school so time management was a problem...I was a single person. And back then these 

events didn’t help much, and also, I think they cost money I guess. I’m not in favor of 

these, because you end up losing a lot of time.” (Jennifer-Safe Renovation) 

 

Fawad from Adtech had the main goal to increase his sales, but since his product was 

still not mature enough to gauge anyone’s interest, he thought it was too early to attend 

events. According to my interpretation and understanding, informants like Fawad found 

startup events pointless at an early stage when their sole focus was to build a quality 

product rather than earn revenue from short-term relationships that would lead nowhere. 

 

“...You get to a point where you really start making these Steve Jobsian product 

demos. For us that time is not here yet.” (Fawad-Adtech) 

 

Lastly, other informants such as Rani from Chronicles AB, were unsatisfied because 

startup events mainly catered to EU professionals, whereas a non-EU person like Rani felt 

the crowd was too diffused. She spent an entire day and yet ended up with a ´mixed plate’ 

a term she used to describe how she felt toward the end of the event with her networking 

attempts. I interpret this as a feeling of being overwhelmed with a variety of things that she 

felt she did not even require in her life or journey. She wanted to be guided more 

efficiently and wished that startup events specifically addressed people like her, to connect 

with Swedish professionals. 

 

“...yeah I have been to networking events. I think they are great platforms to have 

especially for someone who is new. But it would be, my suggestion to them, that as of now 

they are events for everybody. But for someone who is a talented professional from outside 

the EU, I think there could be more networking events that focus on them and help them 

network with Swedish professionals to make better connections... I feel that some of these 

events specifically cater to EU talented professionals and sort of hand-hold them a little 

more. e.g. if I’m spending an entire day at a network, it seems a little diffused, so I’ve a 

mixed bag. some networks that are too diffused could be better structured or perhaps 

recognize talent from outside the EU and cater to them as well” (Rani-Chronicles AB) 
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Therefore, I interpret and conceptualize the first order codes from figure 6.3. into the 

second order code, i.e., unsatisfactory networking leaves the informants feeling like 

misfits, which has an effect on the evaluation of the business idea during opportunity 

development. 

 

6.5. Systematic search on social networking websites  

 

      Cross-case first order codes                 Cross-case second order codes         Super-ordinate theme 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 6. 4 Data structure on the role of social networking websites (SNW)8 

 

6.5.1. A positive online presence confirms the feasibility of the business 

idea and attracts clients  

 

In figure 6.4. the first box of first order codes shows how evaluation of the business 

idea is influenced by the positive image informants are able to create online for their 

business idea, which also confirms its feasibility as it attracts clients. The findings show 

that informants who were disappointed by startup events, incubators and co-working 

spaces, relied on other sources of weak ties such as online social networking websites that 

helped them independently build their professional social ties. It was interesting to 

understand that as a relative newcomer to the startup community there was no one who 

could validate them, due to which connecting professionally, e.g. on LinkedIn, was easier 

and more efficient. There people could directly see their credentials, their shared mutual 

contacts and online references, which gave a clearer picture of their competence.  
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For instance, Ranbir from Indie Nation was contacted by intrigued collaborators all the 

way from Helsinki, which made him realize the potential of expanding his business to 

other countries through online platforms. I interpret this as showing that he understood the 

feasibility of his business idea as it catered to important needs that needed to be addressed.  

 

“when we launched, certainly, on day one, the first message we got from Facebook 

was from Helsinki and the request was like, "We really love this platform, we want this in 

Helsinki. How can we make it possible?" The guy who messaged me was a normal Indian, 

he had just lived there, I don't know for how many years, but they also had the same 

problem. That's it...we just had a web page, but when we got this question, then we 

actually thought, "Okay, how can we make the platform flexible so that we can launch in 

different countries?” (Ranbir-India Nation) 

 

Just as Ranbir gained popularity through his website, Malaika, a marketing 

communication and growth coach, was able to create and promote her desired self-image 

through social networking websites. She picked up on the trend of tweeting when she 

worked in San Francisco and continued to do so when she moved to Stockholm Sweden. In 

my interpretation it was her tweets that established her as an authority of information on 

the startup community. She not only attracted the trust and attention of the business 

community in Sweden, but also international recognition, when Elon Musk replied to her 

tweets three times. As a result, Malaika was invited to Tehran for projects related to their 

incubators and startup community. I understand that this experience increased her 

credibility as well as broadened her horizons to attract more potential collaborations.  

 

“I was in Cairo last week and I was also in Tehran in April. Tehran, connection 

found me on Twitter because Elon Musk replied to me on Twitter three times. They thought 

who is this girl getting replies all the time and she has a Persian name? Because my name 

could be Persian. I wasn't Persian but they took me anyway.” (Malaika- marketing 

communication and growth coach) 

 

According to my interpretation of the data, an online presence was especially 

important at the initial stages of recognition of the business idea. For instance, upon her 

return to Stockholm, Malaika observed that the startup community was almost non-

existent, with few people taking the initiative to drive it. With a quick online search, she 

found the webpage of SUP46 an incubator. A further search on LinkedIn helped her 

connect to Jessica, who was one of its founders and soon Malaika was frequently attending 

startup mingles, and meet-ups that gave her clarity on her business idea. 

 

“I contacted her on LinkedIn, I have no shame in asking people. What's the worst 

that could happen? You will get a "No." So, she invited me and I went there to meet her, in 

person. They didn't have chairs, tables, ceilings, it was just opening up. She gave me a 

tour, introduced the concept which I loved and I really wanted to be part of the startup 

because I experienced some stuff when I was in Silicon Valley. I've always been interested 

in entrepreneurship, I even studied that in KTH, that was the main reason I came to 

Stockholm. So, I started to go mingle and then using hashtags like #NiceToTweetYou, 

#StockholmTech, #SUP46. I started to cover events and meet-ups” (Malaika- marketing 

communication and growth coach) 
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Similarly, Rizwan from Danya Telecom made sure to have a presence on different 

social media such as, Facebook, Instagram, YouTube and blogs, chat groups and public 

forums which had a list of approximately 10000 members from a similar industry. I reason 

that this gave him the chance to interact with a large pool of people, ranging from someone 

working in the management at H&M, to a student or fresh graduate with a new 

perspective, without getting lost in a large crowd at an event. These groups were the main 

source of discussion where he was comfortable to seek answers for different queries as 

well as share his own knowledge to help others. Similarly, I recognize that social 

networking websites made it easier to connect with potential clients.  

For instance, Fawad had an existing network of clients from his previous workplace, 

and was well aware of other potential client companies in Sweden. In order to initiate a 

connection, he created a list of companies, shortlisting at least two key top management 

people from each, to whom he sent emails and LinkedIn requests, something that would 

have been impossible through startup events.  

 

“So, I just created this spreadsheet. I think this spreadsheet will explain to you why I 

don't go to networking events yet. I feel this whole list wasn't just me preparing it. I did 

like a big half of it, but this list is, actually, also available on some blogs publicly. But, we 

had just the names and the companies. I just looked for their relevant search contacts on 

LinkedIn. My goal was to find like two contact people, from a relevant area in each 

company. Relevant, meaning: either working within the field of search engines, marketing 

or performance marketing, or in some cases, if there's nothing else at least a Chief 

Marketing Officer or Marketing Director, in that order of priority.” (Fawad-Adtech) 

 

Likewise, when Leonardo from Hoop needed to switch to a b2b model from a b2c 

model he decided to look for more organizations that were interested in trying his software 

for skill training and competence development. For this he needed to target companies that 

were facing a challenge in attracting and retaining employees. He conducted an online 

search for companies that had an employee range of more than 300 people, and contacted 

them through LinkedIn, which for him has been the key tool for marketing his business 

idea and realizing where its true potential and need stood. Similarly, Rizwan from Danya 

Telecom, created recognition for his business and himself through social networking 

websites, through which he found international suppliers, vendors and distributors in 

China. As his connections improved, the same suppliers who were initially hesitant to do 

business reached out personally to make business deals. With them he established 

trustworthy and long-lasting, long-distance relationships in a country that was too far for 

him to access in person, or through any startup events. Therefore, I interpret and 

conceptualize that the first order codes in the first box in figure 6.4. form the second order 

code i.e., a positive online presence confirms feasibility and attracts clients, which 

influences evaluation of the business idea.  
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  6.5.2. An online presence connects to skilled professionals  

 

In figure 6.4. the second box of first order codes shows how the evaluation of the 

business idea is influenced as the online presence of the informants helps them connect to 

skilled professionals. Other than finding business collaborations, social networking 

websites were also an efficient way to find talented individuals in less time, and in a more 

cost-efficient manner. For those who found events to be too dispersed and vague, social 

networking websites were a safer and more focused place that served their purpose.  

For example, Dmitry from Transporter, felt lost in the huge crowd and did not know 

who to approach, but since he already knew the kind of expertise, he needed it was easier 

for him to rely on social media for a more focused search. Through his premium LinkedIn 

account, he directly contacted people who had the required technical competence to help 

him. Not only did he receive many replies, but also valuable feedback on his business idea. 

In this way he was at least able to reach people from similar professional fields and have 

meaningful interactions in a more comfortable and flexible environment where he was not 

required to stress too much about how he needed to dress or make small talk in a large 

crowd. Similarly, informants were able to find cheaper and more affordable freelance 

workers, which was a huge help given their limited budgets. Aaden and Hemal both posted 

job ads and found freelancers from several countries around the world, which was far more 

cost-effective in comparison to hiring people in Sweden.  

Mustafa from we@therCheck, was able to find a freelance technical software 

developer from India to help him create a prototype, through a website, where he could 

shortlist potential candidates based on their visible credentials and past work references. 

Just like him, Fawad from Adtech saved time and found a software engineer who owned 

his own software house in Pakistan. A collaboration of such a nature, i.e., partnering with 

an entire software development house, was beneficial for Fawad as he was able to shortlist 

people he planned to meet prior to travelling back to Pakistan, saving him a lot of time and 

also making him more independent, as he did not rely on friends and family for assistance 

in finding the right skills.  

 

“I pinged people through LinkedIn. I randomly messaged a bunch of people. I met a 

group of engineers from different places. Then there was one guy that I had connected 

with over this freelancing online platform and I looked at his profile on a couple of sites. 

He seemed like a very interesting guy. So, he was one of the names in my mind, of people 

in the industry in Lahore, who were doing something similar, and he was one of the first 

people that I ended up meeting and hiring.” (Fawad-Adtech) 

“I hired freelancers online to develop our app and our website. I had developers 

from the Philippines, from India, from Pakistan...all of these countries.” (Aaden-Pasture 

Farms) 

“The beginning was pretty hard because you can't pay market salaries. Over time, we 

were attracting capital so it made it easier for us to recruit. So, we've been recruiting 

basically from everywhere. We have worked with, like, recruitment firms in Sweden and in 

London. So, it's easier now. So, they head hunt, basically, and we also go through our 

network and we post job ads on LinkedIn. We have one out right now.” (Hemal- Green 

Impact) 
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Preeti from Livable Fashion completely lost herself in the online world to absorb as 

much information as possible from different online forums where the main topic of 

discussion pertained to her business idea i.e., fashion and sustainability. She did not shy 

away from approaching people for help through her Facebook account, or through her 

personal blog where she also met a photographer who had his own blog in sustainability 

fashion and volunteered to create her portfolio. Due to time limitations, online platforms 

were useful because they helped her reach a larger pool of professionals more efficiently.  

 
“I'm lucky, I mean, the photographer that did photos for us. I don't know, I mean, we 

just started to chat while I was writing on Fashion Monk,” (Preeti-Livable Fashion) 

 

Therefore, I interpret and conceptualize the first order codes in the second box of 

figure 6.4. to combine into the second order code i.e., an online presence connects to 

skilled professionals, which influences the evaluation of a business idea during opportunity 

development. 
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Chapter 7: Role of strong ties in opportunity development:  

 

In this chapter I present the findings in connection to the role of strong ties in 

entrepreneurial opportunity development. These strong ties consist of friends and family 

who are either based in Sweden or in the immigrant entrepreneur’s home country, and 

lastly any other remaining connections who share the same country of origin and who are 

not friends or relatives. 

7.1. Business and emotional support from friends brings clarity and 

optimism to develop opportunity 

 

Most of the highly educated and skilled immigrants included in this study, upon arrival 

in Sweden, often found themselves deprived of a large pre-existing personal network of 

friends and family that were already based in Sweden. As a first-generation immigrant 

myself and as the researcher, I understand the dilemma one faces when trying to manage 

work with personal life, in a new culture, especially in the absence of a social network. In 

this section I will present the results relating to the role of friends in entrepreneurial 

opportunity development for the informants.  
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Figure 7. 1 Data structure on the role of friends 
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7.1.1. Friends motivate with emotional support and business insights 

 

In figure 7.1. the first box of first order codes depicts how friends are a source of 

motivation as they encourage the informants by providing emotional support and business 

insights. Informants expressed their sentiments toward the support from friends with 

statements such as, “great emotional sounding board”. It was observed that informants felt 

more comfortable asking friends for help as they often shared similar challenges and a 

sense of purpose, which made it easier for them to understand one another. Due to these 

common interests, friends provided deep business insights based on their personal stories 

or on their professional knowledge. This support with business matters was expressed as, 

“a great learning experience”, or “helped to navigate the society really well”.  

Lastly, due to this shared comfort, informants found it easier to depend on friends for 

financial support. According to my understanding of these results, all these attributes 

played an important role in both recognition of the business idea, as well as its evaluation 

during the brainstorming discussions with friends.  

Akash from Mindful Senses found motivation either through the feedback of his 

Swedish friends who owned start-ups, or through friends who invested financially in his 

business. Even though Akash regularly updated his family on the business progress, he was 

never comfortable asking them for help. Instead, he relied on his friends who showed more 

confidence in his capabilities, and spent long hours brainstorming and exchanging ideas 

which proved to be beneficial as it helped him contemplate the business idea while gaining 

clarity.  

Fawad from Adtech, quit his job to pursue his passion with a new startup. With little 

savings and mounting stress, he wanted to avoid asking family for help in order to avoid 

interrogation about his life decisions. As a solution, he turned to one of his oldest and most 

trusted friends settled in Sweden, who also worked in private equity as an investor. I 

recognize that not only did this friend trust Fawad´s capabilities to start a business, but also 

his ability to pay back the loan. This investment helped Fawad register his company and 

work on building a product prototype. Similarly, Kailash from Doorier, who started his 

business with only 20 dollars, was helped financially by a friend who owned a restaurant. 

This friend also provided Kailash with the opportunity to start his logistic delivery business 

from his restaurant, giving him the duty to make small-scale food and grocery deliveries 

within Sigtuna. I consider that such support assisted in both recognition and evaluation of 

the business idea, as it confirmed its feasibility and their own faith in their capabilities, 

making them optimistic about pursuing opportunity development.  

Other than emotional and financial support, I observed that friends also influenced the 

informants to think differently, enhancing awareness within the domain of their business 

idea. For example, like Fawad, Preeti also had frequent discussions with her friends, and 

during one such discussion someone suggested she watch a famous documentary on 

veganism and sustainable consumption in the meat industry. They said:  

 

 "Oh, you should watch this documentary the Cowspiracy" 

 

This led her to self-reflect on more sustainable lifestyle choices, especially in regards 

to her biggest passion i.e., fashion, ultimately leading her to start her own business to 

tackle the issue on a larger scale.  
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Similarly, when Rani felt lost in the beginning about her business idea, it was her 

friends who helped her both emotionally and professionally as they guided her in the right 

direction. I recognize that the knowledge they provided gave her the clarity that helped her 

regain self-confidence in a new country where she felt invisible, unaware and scattered in 

random directions. Discussions helped her understand important mainstream and trending 

topics that were in focus in Sweden and Europe, and as she understood what she wanted to 

pursue, she also became aware of the resources she needed for opportunity development. 

In regards to her husband´s Swedish colleagues who later became close friends with the 

couple, she says,  

 

“They have been a great emotional sounding board, societal sounding board and 

cultural sounding board...just speaking with them and spending time with them with no 

targeted agenda, but just spending time to understand how things work...that is a great 

learning experience, and you just spend time with a Swede to discuss simple issues. These 

are just informal discussions, but they help you understand and navigate the society really 

well.” (Rani-Chronicles AB) 

 

Other than business advice based on professional knowledge, friends often shared 

similar passions, or had faced similar problems, which gave them a better understanding of 

the business idea. For example, Zoe from Obitrax, gained initial inspiration from her own 

experience of becoming a new mother in Sweden, in addition to the news on media, in 

connection to the birth delivery crisis that prevailed in the country. However, she only 

became fully aware of the gravity of the situation, and found a deeper understanding 

through her diverse group of female friends who came from different parts of the world yet 

shared similar challenges. Likewise, Pasha and Sushant from smart housing solutions, 

faced housing problems after their move to Sweden for work, as did many of their expat 

friends who had to continuously change accommodation in the face of the prevalent 

housing crisis in Sweden. It was this shared sense of purpose that drove them toward their 

entrepreneurial opportunity development, as they joined forces to combat an issue, they 

both seriously wanted to find a solution for other immigrants aspiring to move to Sweden. 

Similarly, I conclude that Ranbir from Indie Nation saw the potential in his business idea 

when he also witnessed his Indian friends facing similar challenges after their move to 

Sweden. Together they were all prompted to find a solution for better access to ethnic 

food, festivals, events or any form of cultural connection to their roots that they were 

deeply nostalgic for. I also recognize that this shared sense of purpose with friends brought 

them all closer together, such as for Ranbir when approximately 30 to 40 of his friends in 

the IT profession offered to help as volunteers.  

 

"Hey Ranbir, I'm working for this company, I have good knowledge in IT, and I have 

some free time. Do you need help?"(Ranbir-Indie Nation) 

 

It is easily understandable that support from skilled friends was crucial for most of the 

informants who could not afford to hire employees, such as Mahdi from Leading Edge 

integration who also found help through friends, and took pride in the diversity of his team, 

who had personally shown keen interest in collaborating on his project. Since it was 

difficult to retain people on board for a long time in a start-up, this informal arrangement, 

of friends of friends joining the team served to be efficient for Mahdi.  
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Therefore, I conceptualize the first order codes in the first box of figure 7.1. into the 

second order code i.e., friends motivate with emotional support and business insights, 

which was important for both the recognition and evaluation of the business idea during 

opportunity development. 

 

7.1.2. Friends assist in building trustworthy formal business social ties in 

the host country 

 

In figure 7.1. the second box of first order codes, depict how friends assist in building 

trustworthy formal business ties in the host country, which is Sweden in this study. The 

findings show that friends believed in the potential of the informants and therefore in order 

to ease the process of opportunity development for them, connected the immigrants to their 

own professional formal business ties. Other than this, friends were often the first ones 

who tried the product and shared an honest review. An example of this is that Ranbir´s 

friends booked tickets through his website to test the quality of their experience. However, 

most importantly the data shows that friends were an important source of business ties, 

whether it was access to skilled professionals, business advisors, potential clients, investors 

or business partners.  

For example, during a spontaneous meeting at a friend´s place, Akash was introduced 

to his first client and investor i.e., a fitness center in Stockholm. According to my 

interpretation, getting feedback from potential clients helped informants evaluate the 

potential of their business idea. Furthermore, finding trustworthy and skilled resources who 

offered more affordable services also helped during the evaluation of business ideas. For 

instance, the same friend also connected Akash with an accountant who helped with 

technical work associated with registering the company.  

Similarly, Kailash was connected to a Swedish investor through his friend who loaned 

money for proper logistics to help the business take off properly. Hence, in my 

understanding financial support helped with investing to build the business idea. Moreover, 

other than his friends in Sweden, Kailash also had prominent friends in India, such as the 

president of one of India´s largest shipping companies, who became his business partner 

and assisted with technical matters concerning setting up a logistics firm. Therefore, 

friends were also a source of opportunity. Likewise, for Nathanial from Career Mentor, his 

friends from his Swedish classes became his first pro-bono clients. For instance, he trained 

one of them for a job interview, which had successful results. The highly satisfied friend 

hence became his first client and strongly recommended him to her contacts at KTH and 

Stockholm University to help him continue providing his services and enter potential 

collaborations with the two universities. Due to the high quality of his services, he was 

further recommended to join the university incubator to seriously pursue his business idea. 

Hence, his friend´s formal business social ties played an important role in providing clarity 

about their business idea, which enhanced optimism toward opportunity development.  

Rani had professional experience spanning a period of two decades in journalism from 

her home country, during which she had built strong social ties professionally, that 

consisted of people she had known since 1999, and who she considered more as friends 

than colleagues. Therefore, when she decided to independently start her own business, she 

decided to leverage her contacts in India to engage Swedish stakeholder organizations. 

These were her friends who shared her vision, whose expert advice she trusted the most, 

and who connected her to organizations in India, for potential collaborations.  
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On the other hand those friends who were settled in Sweden assisted her to build 

formal business social ties in her new host country. For instance, her husband´s Swedish 

academic colleagues became a crucial source of support that helped her gain clarity and 

optimism.  

 

“...when I came here I had absolutely no contact with anyone here. Slowly, primarily 

through friends, I started to build my network. Friends who knew someone here. Even my 

husband’s colleagues who have become very close friends of ours were a very major pillar 

of support for us. Gently nudging and guiding us as we took our first steps here in Sweden 

and they became a very strong part of what our lives are here.” (Rani-Chronicles AB).  

 

Furthermore, I recognize that friends often provided introductions to potential business 

partners though their pre-existing business social ties in Sweden. This was the case for 

Preeti from Livable Fashion, whose friends connected her to a co-founder who had a 

background in marketing and branding and was working on her own sustainable fashion 

brand. This combination complemented Preeti´s technical IT background, and they both 

made a natural match due to their interest in sustainable fashion. 

Therefore, I interpret and conceptualize the first order codes in the second box of 

figure 7.1. into the second order code i.e., friends assist in building trustworthy formal 

business social ties in the host country which was important in evaluation of the business 

idea during opportunity development. 
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7.2. Role of family in opportunity development  

 

         Cross-case first order codes                   Cross-case second order codes       Super-ordinate theme 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 7. 2 Data structure on the role of family 

 

7.2.1. Support from family inspires optimism and instigates resilience  

When speaking of strong ties, family is considered to consist of parents, partners or 

relatives that are either based in Sweden, or in their home countries, but still have some 

form of contribution toward the entrepreneurial opportunity development.  

7.2.1.1. Entrepreneurial parents inspire and act as role models  

 

In figure 7.2. the first box of first order codes shows how both recognition and 

evaluation of the business idea is influenced by entrepreneurial parents. For instance, they 

inspire the informants by teaching them from a young age the importance of giving back to 

the society, a value that is the reason why most of the informants were inspired to find a 

solution to a societal problem through their businesses. The findings show that growing up 

with entrepreneurial parents taught the informants much needed skills of perseverance and 

patience as they observed the challenges first-hand, and through helping with the family 

business, which gave them the initial training and perspective of the entrepreneurial 

journey. However, it was not only entrepreneurial experience, but also lessons learned 

from their parent´s lives that motivated the informants.  
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For instance, during the refugee crisis in 2015, ChenChuang was reminded of her own 

parents, who had also arrived in Sweden when she was still a child. However, due to lack 

of Swedish language skills they were never able to fully integrate. They taught her to never 

forget her past, and their struggles, and instilled in her the value of helping others in need, 

which according to my understanding led her to empathize with the refugees. Similarly, 

Hemal from Green Impact, was taught by his parents to never forget his Bengali roots, 

which eventually also played an important role in his business inspiration.  

He affirms that the awareness of knowing the struggles people face in one part of the 

world versus the benefits others receive in another, gave him perspective. Hence, while 

working in the Brazil slums for his master’s thesis, he found inspiration to find a 

sustainable solution to the global energy crisis, which led to the recognition of his business 

idea.  

In other cases, I recognize that entrepreneurial parents acted as role models from 

whom the informants learned by watching them work hard while growing up. Since the 

age of eight, Malaika a marketing communication and growth coach, knew she wanted to 

own her own business. I identify that her passion was inspired by her father who owned his 

own business, and she saw him never give up through tough times or in the face of failures. 

Not only did she admire and respect the struggle but she also fully understood the 

expectations as she often helped him with business during her summer vacations, which in 

my opinion prepared her in advance for her entrepreneurial experience. Similarly, from a 

young age of 10, Soraya from Coast to Coast, had seen her father run his own business. 

Like Malaika she also helped with business matters, such as being involved in setting up a 

business from scratch in Colombia. She believed the experience played a crucial role in 

developing her skills, and helped her work on her ideas, and improved her ability to 

successfully deal with people.  

 

“I started when I was 10, so he embodied me into every kind of business he was 

doing. So, I saw how he dealt with people, and the planning.” (Soraya-Coast to coast) 

 

Govinda from Smart market analytics, had grown up in a business family due to which 

he never planned to work his entire life in the corporate sector. Instead, he was inspired to 

take calculated steps toward starting his own business. Likewise, Vasyl grew up watching 

his grandmother manage her own shop, and his father who followed suit with his own 

business. I recognize that the entrepreneurial spirit of the informants was significantly 

inspired by their own entrepreneurial parents who acted as role models through their own 

example. Therefore, I interpret and conceptualize the first order codes in the first box of 

figure 7.2. into the second order code i.e., entrepreneurial parents inspire and act as role 

models, which was important for both recognition and evaluation of the business idea 

during opportunity development. 
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7.2.1.2. Family provides emotional and business support during 

challenges  

 

In figure 7.2. the second box of first order codes shows how both recognition and 

evaluation of the business idea is influenced by family in more general ways. For example, 

by means of emotional support they provide to the informants they encourage their 

interests and push them to persist through challenging times. In some cases, family 

volunteered to help with business matters to simply relieve some of the workload, while in 

other cases where family also had business expertise, they helped by providing 

professional advice.  

For instance, when Aaden from Pasture Farm started his business, he needed people to 

act as middlemen to help him establish a network with the nomads back in Somalia. These 

nomads were not educated, and were incapable of understanding business terms or how to 

use the internet to sell their animals. He needed someone trustworthy who knew the 

Somalian culture and would deal fairly with the nomads, which is why I recognize that he 

trusted his own family members to do the job properly. Likewise, Rani from Chronicles 

AB, comes from a family of journalists, who were a huge support when she needed to find 

ways to connect Sweden and India as a journalist. I understand from this that not only was 

she able to have discussions with them to get their feedback, but they also connected her to 

their professional network for further support in her business matters. Similarly, Rizwan 

from Danya Telecom, started a business alone in Sweden which he initially found difficult 

to manage independently. However, things changed when his younger brother came to 

Sweden for higher education and after completing his studies joined Rizwan as his 

business partner.  

For Jennifer, it was her mother-in-law who had the experience of owning her own 

business in Sweden and who thus helped Jennifer develop business acumen, and taught her 

how to strike business deals with clients, and how to persevere through it all. I recognize 

this as crucial support from family members who have relevant business expertise.  

On the other hand, not all family was equipped with knowledge or skills which 

qualified them to assist the informants professionally in business matters. For instance, for 

ChenChuang from Bridging Gaps, the family provided a strong support system, without 

feeling the need to come on board as employees or business partners. She and her husband 

both worked full-time jobs when she started her business in 2015 in the wake of the global 

refugee crisis. It was difficult for them to invest time or be dedicated consistently in the 

absence of a proper office space. This was when they were motivated by her parents who 

stepped in and offered their own apartment for office use, as well as a space where they 

could host meetup events for newly arrived refugees.  

 

“They were very much involved. Like making their apartment available for meet-ups 

for people. They were just like, yeah if you don’t have anywhere to meet, you can just meet 

at our place” (ChenChuang-Bridging Gaps) 
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Furthermore, I interpret this to mean that emotional support from family was a driving 

influence for the informants. For instance, Mustafa´s family in Turkey were not capable of 

providing business advice, but their emotional support helped him stay motivated to strive 

harder toward his goals. Similarly, Govinda´s family understood his struggles related to his 

business coupled with personal life and provided crucial emotional support despite the 

distance between them. For others, like Vasyl from Novisk, his interest in stocks, savings 

and investments was influenced by his family in Ukraine, since due to the collapse of the 

Soviet Union his elders had regular discussions on the topics, and though they might not be 

directly involved in his business they supported him in his struggles to pursue his passion. 

Similarly, Malaika´s parents always supported her interests from an earlier age. Therefore, 

when she developed an interest in the internet, despite it being rare for a young girl to own 

an expensive computer in Lebanon, her mother still gifted her a PC on her fourteenth 

birthday, empowering her to independently follow her passions. I therefore interpret and 

conceptualize the first order codes in the second box of figure 7.2. into the second order 

code i.e., family provides emotional and business support during challenges which was 

important for both recognition and evaluation of the business idea during opportunity 

development. 

 

7.2.1.3. Encouragement and assistance from skilled partners helps refine 

the business idea 

 

While some immigrants were inspired and motivated by their parents or elders or 

assisted by other family members in opportunity development, others were largely 

influenced by their partners. In figure 7.2. the third box of first order codes shows how 

both recognition and evaluation of the business idea is influenced by encouragement and 

assistance from skilled partners that helps to refine the business idea. For some informants, 

their partners motivated them to take their first step, and showed faith in their potential to 

start a business. The support of an understanding partner is important, especially for 

perseverance in tough times. Often, the initial inspiration for the business idea also came 

from the partner´s workplace, which meant that their professional knowledge played an 

important role in opportunity development in the form of valuable advice on business 

matters. Lastly, a Swedish partner was able to guide and help in understanding the Swedish 

culture, which helped them navigate their surroundings.  

Mustafa from We@therCheck, found inspiration from the workplace of his partner, 

who was a preschool teacher in Sweden. He noticed that immigrant children were hardly 

ever dressed properly i.e., either they were overdressed, or wore the same clothes whether 

it was +5 or -5 degrees.  

His girlfriend provided deeper insights by sharing different accounts of children who 

faced problems, due to incorrect dressing. I identify this as the defining moment which 

emphasized the seriousness of the problem for him. Just like Mustafa, Nathanial from 

Career Mentor, and Leonardo from Hoop found a strong support system in their Swedish 

partners. Nathanial´s wife, a skilled designer by profession, helped in designing CVs for 

his clients. She also worked for a large HR management firm and provided her expert 

advice on queries related to CV creation and what may benefit his clients. 
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“My wife works for a large company, so she asked the company for answers 

regarding this list of questions I had. And then I made my own connections through 

LinkedIn as well.” (Nathanial- Career Mentor) 

 

Similarly, Leonardo from Hoop, found his wife´s feedback valuable as she worked as 

an agile coach in human resource management, an area closely associated with his business 

idea. Based on the deep insights she gathered from her clients’ struggles related to their 

insecurities and the issues in the workplace, Leonardo decided to switch from B2C to B2B 

services. 

The husband of Rani from Chronicles AB is an academic in Sweden, and connected 

her to his colleagues at Uppsala University. As she attended seminars and academic 

conferences, she was able to educate herself on important and trending topics of discussion 

in research. She formed close relationships with these colleagues and with time shared her 

Indian perspective on different sustainability practices in an attempt to bridge the gap 

between her country of origin and Sweden. These relationships and interactions played a 

crucial role in Rani´s entrepreneurial opportunity development. Not only did they inspire 

her business idea, but she got guidance on how to move forward as an entrepreneur. For 

Jennifer from Safe Renovation when she was contemplating starting her own business, she 

tried to balance out the value of having a job versus the stress that would come with her 

own business. It was the support of her Swedish partner, and his strong faith in her 

capabilities that allowed her to quit her job to pursue her own passion. Her partner offered 

to support her financially, for one year, which gave her the freedom to work full-time on 

her business and grow it. As a builder he also shared professional advice on how she could 

convincingly deal with clients, as he had ample experience doing so himself.  

My interpretation of this data is that the informant´s business ideas are indirectly or 

directly linked to their partner’s work. They value their partner´s unbiased expert opinion 

related to their business, which helps them better understand the needs of their clients, 

thereby not only helping to recognize the business idea, but also evaluate it and make 

necessary adjustments. Support from the partners and their steady careers provided security 

and played an important role in motivating the informant to pursue entrepreneurial 

opportunity development. Therefore, I conceptualize the first order codes in the third box 

of figure 7.2. into the second order code i.e., encouragement and assistance from skilled 

partners helps refine the business idea, which was important for both recognition and 

evaluation of the business idea during opportunity development. 
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7.3. Social ties from the same country of origin can sometimes limit 

growth and potential innovation 

 

  Cross-case first order codes                Cross-case second order codes         Super-ordinate theme 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 7. 3 Data structure on the role of social ties from the same country of origin  

 

7.3.1. The involvement of social ties from the same country of origin 

results in loss of control and being cut off from external communities 

 

While family was important and played a crucial role, there were also some negative 

aspects of involving family or social ties from the same country of origin in the business. 

In figure 7.3. the box of first order codes shows how both recognition and evaluation of the 

business idea can be influenced negatively by the involvement of social ties from the same 

country of origin, which results in loss of control and cuts the informants off from other 

external communities. Some informants expressed their negative experience in regards to 

closely-knit interdependent networks of social and business relationships with peers who 

shared the same country of origin as themselves.  

I find it necessary to include these results, to understand why such social ties are 

avoided by these sets of immigrant entrepreneurs chosen for this study, which is a finding 

in contrast to immigrants who have businesses that cater to traditional sectors. For 

example, for Hemal from Green Impact, even though his family provides him with 

immense emotional support, he is not in favor of mixing family with business. His business 

has become a vital part of his life, and he finds comfort in sharing his challenges and 

accomplishments with family members. They celebrate his successes and share the 

excitement but involving them directly in business means he can lose his objective point of 

view, and make decisions based on emotions, which is something he wants to avoid at any 

cost. 

 

“When it's family, it's hard to have an objective view. Like, for instance, if I bring in 

my brother as, the CFO or whatever and all of a sudden, he doesn't do his job, it's easy for 

me to say, ´He's my brother, we should respect his decision. It's easier to get emotionally 

attached...” (Hemal-Green Impact) 
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Similarly, Jennifer does not believe it is a good idea to combine family members with 

business. She generally finds it hard to manage employees and in the case of family 

considers the task would be impossible, due to reasons such as her family finding it 

disrespectful to speak to elders authoritatively. Hence, she refuses to put herself in a 

position where she has to be submissive and compromise on her business.  

Nathanial from Career Mentor, does not trust any other family member to understand 

his work. His perspective has also changed over the years, due to his personal experiences, 

where as a result of collaboration with family, he lost valuable relationships. Therefore, he 

believes involving family in business can have negative repercussions which he wants to 

avoid. Similarly, a group or community of individuals who belong to the same country of 

origin can also create complications. Even though Akash from Mindful Senses believes it 

is essential to rely upon a diverse network of friends and family from across the world, he 

fears that staying within a community of people who all belong to same country of origin 

could hinder him from exploring the potential that the rest of the world has to offer. In 

contrast, due to his diverse group of friends, he gained confidence and learned the Swedish 

language. Similarly, Mahdi from leading edge integration, was never affiliated with his 

Syrian community, even at the beginning of his move to Sweden.  

 

“...since I came here, I never landed in the Syrian community” (Mahdi-Leading edge 

integration) 

 

Instead of depending on them for support, he preferred to meet and spend time with 

international people from different countries. Not only did this help expose him to different 

perspectives, but he also learned Swedish from native Swedes, which gave him more 

confidence and fluency in his business dealings. Like him, Leonardo from Hoop thinks that 

since he has spent his entire life in his home country, it is important for him to distance 

himself from any bubble and interact with new people and diverse cultures to learn new 

perspectives. For others like Berat, who have relatives that have been settled in Sweden for 

a long time, these ties are limited in their capacity to help him, since they have different 

professions and live in their own bubble due to which he cannot trust their opinion. On the 

other hand, Kailash from Darwaza avoids certain ties, because of his independence. A 

previous negative experience, where he was almost cheated and his software was almost 

stolen, left a bad taste in his mouth, after which he became very careful before trusting 

people and preferred to keep a safe distance. I interpret the data and conceptualize the first 

order codes in figure 7.3. into the second order code i.e., social ties from same country of 

origin can sometimes limit growth and potential innovation for the informants of this 

study, which has an effect on both the recognition and evaluation of business ideas during 

opportunity development. 
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Chapter 8: Role of prior work and education in opportunity 

development: 

 

In this chapter, results related to primary codes series 2 will be presented. These codes 

are related to the role of prior work experience and education in entrepreneurial 

opportunity development.  

8.1. Reliable information from prior work experience increases alertness 

and improves self-efficacy  

In this section, I present how the informants found inspiration from their prior 

workplaces and experiences that influenced their entrepreneurial opportunity development. 

There are two main ways by which information from prior work experience played an 

important role in increasing their alertness and improving self-efficacy. Firstly, prior work 

experience gave clarity on the credibility of the business idea, which motivated the 

informants, and secondly the skills informants learned enhanced their personal competence 

and the feasibility of their idea in the eyes of others and themselves.  
 

 Cross-case first order codes                       Cross-case second order codes           Super-ordinate theme 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
Figure 8. 1 Data structure on the role of prior work experience 
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8.1.1. Prior work gave clarity on the credibility of the business idea and 

inspiration to find effective solutions 

 

In figure 8.1. the first box of first order codes shows how both the recognition and 

evaluation of a business idea during opportunity development are influenced by prior work 

experience as it provides the informants with clarity on the credibility of their business 

idea, and once that clarity is gained, they are inspired to find effective solutions to tackle 

whichever problems their idea addresses.  

The first-generation highly educated and skilled immigrant entrepreneurs selected for 

this study, had previous work experience that equipped them with valuable knowledge 

especially in line with the problem their businesses addressed. This was either through 

means of direct consumer feedback, which provided them with deeper insights on the 

issues consumers faced or through their own challenges faced while working on specific 

projects. They expressed this gain of perspective through statements such as “We are 

aware” or “I know how people feel”, or “Through these processes I learned how Swedish 

people think versus the Somalis”, or how previous work experience gave them more 

exposure that in turn gave them “a fair idea of what's missing” or they “got a fair idea of 

the market” due to which they “did not feel the need to do any formal or real market 

research”. This motivated the informants to take the initiative toward finding solutions, 

especially when they felt there was not enough being done and they expressed their desire 

to take actions as “I thought, OK let’s take this bet” or said how the work experience was a 

“catalyst” as it did not “let its employees really express their potential” which eventually 

led to the recognition of the business idea since the informant “felt I need to do something 

different”.  

  

For example, for Vasyl from Novisk.Co, prior internship experience from a brokerage 

firm increased his knowledge base in the area of his interests i.e., stock market 

investments, as well as inspired his business idea years later. Furthermore, through his 

trading in stocks, he recognized the unpredictability of investing in stocks. Knowing the 

problem, he was inspired to look for a suitable solution in the form of a risk management 

tool that allowed investors to calculate their risks in advance.  
 

“I manage my savings by myself, so e.g. I invest in the stock market. The problem I 

encountered was that a lot of time, my decisions were correct, particularly, like which 

companies I needed to buy but some companies were overly risky which affected the 

performance of the portfolio. So, I realized that I needed some type of tool which would 

manage the risk for me. I did this because I am passionate about, well I mean, so as I have 

my money invested and I see it is not performing as it should be performing and that’s a 

good motivation to create something” (Vasyl- Novisk.Co) 

 

Similarly, Dmitry from Transporter, recognized an important problem, during a 

normal work day in his home town in Russia, when he struggled to reach one of his 

consumers on time, due to the traffic at peak hours. This led him to seek solutions through 

optimization of his travel route from one point of contact to another by following the most 

easily accessible route on his cell phone. According to my interpretation, the prior work 

experiences, whether from an office job or previous start-ups, provided the informants with 

deeper insights into a problem and consequently inspired them to develop an opportunity 

in Sweden. Similarly, Dmitry, Kailash from Darwaza, was exposed to problems that 

existed with logistics and delivery services in suburbs and more remote areas of Stockholm 

while he worked part-time at a friend’s pizza store, managing logistics for deliveries, in 

three different cities. In his own words: 

 



 164 

 

“I've been in deliveries for the last five years directly or indirectly. So, I know how 

people feel. The patience of people is going down, they want faster services, faster 

everything. That's where I thought, Okay, let's take this bet” (Kailash-Darwaza) 

 

Jennifer from Safe Renovation worked as a housing legal consultant, where she often 

helped clients deal with negligent service providers. Through these dispute cases, she 

learned the difficulty a private person faces in controlling matters of housing and 

renovation, most often choosing cost over quality, which meant settling for service 

providers who lacked the skills they promised, resulting in a mishandled situation. 

Subsequently, service providers complained of being tricked to deal with situations that 

were far worse than what was originally reported. I interpret this to mean that this gave 

Jennifer an opportunity to think of effective ways of tackling a problem knowing the issue 

from a bird´s eye view. Therefore, her work experience resulted in her awareness of a 

societal problem which helped her recognize her business idea. Mahdi from Leading edge 

integration, served as a war journalist in Syria, due to which not only did he suffer from 

PTSD personally, but he interacted with many children affected by the war, and whose 

experiences later inspired him to recognize his business idea as he strived toward finding a 

solution through his business for displaced children.  

 

Likewise, Timur, from Igol.Corp, found inspiration for his business idea through his 

passion for blogging. He took part in frequent discussions within a blogging community 

where people started raising concerns about the increased focus on money-making tactics 

rather than the quality of content itself. I identify this as him feeling threatened for his own 

passion, which led him to recognize his business idea as a possible solution. Similarly, 

Preeti from Livable Fashion, who is an avid blogger on issues concerning sustainability, 

recognized the gravity of concerning issues through online polls and feedback from her 

audience which eventually played an important role in the recognition of her business idea. 

Additionally, when she saw the lack of interest or awareness among her work colleagues, 

on the topics of sustainability, or how some people avoided certain topics due to 

professional reasons that clashed with the business practices of their workplace, Preeti felt 

even more inspired to create awareness through her business. Like her, Hemal from Green 

Impact, worked on a project on social sustainability in Brazil, within a favela area, also 

called a slum. While on the project he got the inspiration to work on planning better cities 

through providing better sustainable living options. In his own words: 

 
“It will be really cool if we can see how IT can help us to plan more residences for 

the future. And that's how we made a pitch to WSP which is a consultancy firm. They 

thought our idea was really good, so they brought us in to do the thesis with them.” 

(Hemal-Green Impact) 

 

Aaden owned two business ventures in Sweden before he started Pasture Farm, both of 

which were mainly focused on Swedish consumers, and gave him valuable insights into 

them. He understood important differences between Swedes, Somalis and other countries 

where he had lived or started a business. Knowing that Swedes were more open-minded 

and trusting of online judgment and purchase gave him confidence in the credibility of his 

business idea of selling animals belonging to Somali nomads online, knowing it would be 

perceived positively and trusted more in Sweden. In his own words: 
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“You know Swedish people, trust online judgment. They are very much more open-

minded, compared to Germans and I know others, in terms of making purchasing 

decisions. They can easily go on a website and if they like the design and concept and the 

idea they are ready to push the button to make the purchase. So, through these processes I 

learned how Swedish consumers think versus the Somalis. It is a big difference. Somali 

people are very afraid of buying things online for example” (Aaden-Pasture Farm) 

 

 

Likewise, Leonardo from Hoop had observed through many years of work experience 

that many of his colleagues felt stuck or lost about the direction in which they wanted to 

grow their careers, which resulted in a loss of talent. Not many people even considered 

thinking outside the box and continued working in jobs that made them miserable. This 

made him think of a solution that allowed people to build on new skills that were more 

fulfilling.  

 
“I was working with information at a company and I noticed that the same 

information was passed on and recreated every time. So, I just set up a kind of a database 

that can easily be used by people, instead of recreating all the information again. The 

catalyst was the last company I was employed at. I felt that it didn’t let its employees 

really express their potential. So, long story short I started there in August and I quit in 

February, and that was my last time, because then I felt I needed to do something 

different, I needed to do something that really motivated me.” (Leonardo-Hoop) 

 

According to my interpretation, Leonardo did not feel the need to conduct market 

analysis as he had enough valid insights through years of working both outside and within 

Sweden, which led him to understand there was a lot of potential in connecting talent 

globally to exchange knowledge and for people to help each another grow. Hence, he 

gained clarity about the credibility of his business idea. Soraya from Coast to Coast, 

worked in Norway within the cruise industry supervising many operations across the 

organization, which helped her recognize the lack of competition that existed among 

tourist agencies in the Skåne region when she moved there. Consequently, she was inspired 

to take the opportunity to start her own agency in Malmö. In her own words: 

 
“We have worked in the tourism industry and are aware that old and rich people 

want services, especially while traveling to a new country. They want someone waiting at 

the airport, driving them to the hotel and doing all the process.” (Soraya-Coast to coast) 

 

Therefore I recognize that the experience she gained in Norway played an important 

role in how she decided to develop the opportunity. Since in her previous workplace she 

was responsible for managing a lot of functions, which ranged from recruiting people to 

running operations at two different ports and on two different cruise ships. This meant she 

dealt with almost 5000-6000 passengers every day and understood their needs, how to 

improve services and build a better relationship with them. This knowledge not only gave 

her confidence in the credibility of her business idea in Skåne, but also in her own 

capability to provide valuable services. Similarly, Fawad built prototypes at his previous 

workplace as an experiment and also tested them on his clients, through which he gained 

deep insights about the industry and what was missing. In his own words: 
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“I don't do any formal market research, but through my experience of working at the 

previous company, I was exposed to the larger industry. And I had a fair idea of what's 

missing, you know. What adds value, what people pay for and when it comes to software, 

what kind of things you can automate. So, I got a fair idea of the market in that respect 

from that experience and I didn't feel the need to do any real market research.” (Fawad-

AdTech).  

 

Therefore, I interpret and conceptualize the first order codes in the first box in figure 

8.1. into the second order code i.e., prior work gave the informants of this study clarity on 

the credibility of their business idea and inspired them to find effective solutions which had 

an effect on both the recognition and evaluation of the business idea during opportunity 

development. 

 

8.1.2. Skills gained from prior work experience enhanced personal 

competence and the perceived feasibility of the business idea 

 

In figure 8.1. the second box of first order codes shows how both the recognition and 

evaluation of the business idea during opportunity development are influenced by skills 

that informants gained from their prior work experience that enhanced their personal 

competence and consequently also their belief in the perceived feasibility of their business 

idea. They had worked on different projects in their past work and the diversity of these 

roles, in which they had worn different hats, trained them in skills and equipped them with 

knowledge that helped them become more aware of the potential of their business idea. 

Consequently, they became aware of their own expertise, personal strengths, their own 

potential and what they were passionate about, which made them more confident in 

pursuing opportunity development. Informants expressed what they learned from their “job 

training” where they had “a lot of different roles” through statements such as “I learned 

about online marketing from that job”, or “I have learned everything through projects”, 

and the ability to recognize their own strengths through statements such as “I thought, how 

can I leverage my expertise?”, or “Where can I use my experience the best?” or “I took 

advantage of that experience”.  

 

For instance, Fawad from Adtech used the skills he had learned from his prior work 

experience to practice consultancy, which allowed him to grow his business by increasing 

his client base. Kailash from Darwaza returned to India after attaining his master’s degree 

from Sweden in order to gain experience working as an executive assistant, handling 

investments and new entrepreneurial opportunities. He created and sold multiple projects 

within tourism and agricultural products for a successful businessman under whose 

leadership Kailash gained much knowledge. This diverse exposure made him well-

informed about various subjects, which made him capable of working as a freelance 

consultant for start-ups, providing them with insights on building business models. In his 

own words: 

  
“I tell you, you sit with me for 10 minutes, I could come up with a business idea. You 

tell me the area, that's it. That's my specialty. Because I study.” (Kailash-Darwaza) 

 

In my interpretation, these experiences contributed to his creative thinking and his 

ability to devise feasible business plans, which led to successful collaborations with 

interested stakeholders that helped him grow his logistics business through the initiation of 

different projects.  
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Just like him I find that Leonardo from Hoop also wore many different hats during his 

professional career, where he took on different responsibilities. As a manager, he saw 

many of his employees struggle with self-worth issues concerning overcoming the 

redundancy of their skills, which made Leonardo recognize the importance of a 

knowledge-sharing platform, which resulted in his business idea.  

 
“I had a lot of different roles. I have mostly been within architecture which is a very 

wide area. I have been working very close to business, as a project manager, and in 

portfolio management...I was managing people in groups at work...so it was more my 

experience working with people and seeing that a lot of them didn’t succeed... Many were 

doing the wrong things, or didn’t feel they could contribute a lot to the company...” 

(Leonardo-Hoop) 

 

On the other hand, others were like Lailish, from Tandoor Punjabi, not only 

recognized the problem that influenced his business idea, but also realized his own 

personal strengths. For instance, when he worked as an event director for the Swedish 

India business council, he recognized that there were not enough activities to create a 

profound connection between Sweden and his home country, India. He then utilized his 

skills of design thinking and mind mapping which he had learned from a previous work 

experience to initiate his business idea. In his own words, he understood "Okay, there's a 

process" that he needed to follow in order to have his own business. Therefore, I 

understand that his prior work experience ignited his awareness of his own strengths and 

potential and how to utilize them. Similarly, Govinda from Smart Market Analytics had 

worked for some of the biggest companies in Sweden within an analytics and data science 

consultancy. This accumulated work experience helped him recognize his own potential 

since he specialized within a specific niche area that suffered from a scarcity of available 

talent and skills in Sweden. Therefore, I recognize that gaining full awareness of the 

uniqueness of his own skills and their demand, gave him confidence in his own 

competence in pursuing opportunity development.  

 

Similarly, Malaika, a marketing communications and growth coach, worked as a 

volunteer in San Francisco, Silicon Valley for six months, where she learned many skills 

including social media management that helped her gain recognition in Sweden, and 

inspired her to bring the concept of Silicon Valley to Stockholm. Therefore, her technical 

foundation was laid by her previous jobs. In her own words: 

 
“I've learned about online marketing from that job. I wouldn't be making digital 

strategies for anything if I did not have that foundation. I have not studied anything, but 

learned everything through projects. Like it was job training, I didn't really study 

anything. I took Google ad courses and I was certified for analytics and so on. I took 

advantage of that experience” (Malaika-marketing communications and growth coach) 

 

 Berat from Safe Renovation had 15 years of experience in construction work, project 

management and procurement where he built a firm knowledge base about different 

construction techniques and the quality of material. This knowledge base I believe 

eventually helped him make better business decisions to deliver the best services and 

construction materials to his clients. I recognize that this also gave him confidence in his 

own capabilities to develop the business idea into an entrepreneurial opportunity. 

Similarly, before moving to Sweden, Nathanial from Career Mentor, worked in one of 

Canada´s largest IT staffing agencies as a consultant recruiter where he mainly provided 

training for job interviews and helped people find jobs, and write and formulate curriculum 

vitaes. In Sweden, when he saw the plight of immigrants, he knew he wanted to help them 

with his expertise. In his own words: 
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“But then I do see the plight of immigrants here, and I don’t want to say injustice, but 

I do see some things going on which I don’t like and I want to help them put their best foot 

forward. So, yeah I have had a few non-paying clients...” (Nathanial-Career Mentor). 

 

Therefore, according to my interpretation, his work experience helped him recognize 

his own passion, and through the skills he learned he was able to work as a consultant, with 

a firm belief in his own competence. As soon as he spotted a problem, he was fully 

confident in his capacity to address it with a solution in the form of his business idea. 

Similarly, Rani from Chronicles AB, came from a well-established background as a 

journalist and news editor in her home country. She wanted to utilize her 20 plus years of 

experience in communication and storytelling to create awareness and bridge cultural 

differences around how sustainability and gender equality are perceived between Sweden 

and her home country. In her own words:  

 
“...Where can I use my experience the best? My personal interests lie in covering lots 

of issues on sustainability and gender equality. That’s another area where I can use my 

expertise, and Sweden is right up there when it comes to innovation and discussion on 

sustainability. Organizations are committed to and invested in it. How I can leverage my 

expertise in that aspect?” (Rani-Chronicles AB). 

 

Hence, I interpret this to mean that informants understood their personal strengths and 

how vital it was to utilize their expertise and passion for the development of their business 

idea into an opportunity. Akash from Mindful Senses, worked as a consultant at a hardware 

firm where he found access to resources to help build his own product prototype. 

Therefore, not only did Akash learn how to use tools but he also had access to them 

through his workplace.  

 

“We have been working as consultants with the hardware company in Stockholm. 

They are really good at integrating Internet of things hardware. And we just gave the job 

to them. We paid them 50,000 Swedish krona that we got from Startup Stockholm. They 

are building the circuit boards, its hardware, early versions of the prototype design and 

everything.” (Akash-Mindful Senses) 

 

Therefore, I interpret and conceptualize the first order codes presented in the second 

box in figure 8.1. into the second order code i.e., skills gained from prior work enhance 

personal competence and the perceived feasibility of the business idea which has an effect 

on both the recognition and evaluation of the business idea during opportunity 

development. 
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8.2. Business support and earned trust among social ties from a past 

workplace help understand the credibility of the business idea 

 

                        Cross-case first order codes                   Cross-case second order codes        Super-ordinate theme 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Figure 8. 2 Data structure on the role of prior work experience 

8.2.1. Ex-colleagues act as business advisors and connect to skilled 

professionals 

 

In figure 8.2. the first box of first order codes shows how both recognition and 

evaluation of business idea are influenced by ex-colleagues who act as business advisors 

and also connect to skilled professionals that assist the informants. Past as well as present 

work experiences (since most of the informants worked full-time job besides working on 

their businesses), were a source of important professional social ties that helped the 

informants in multiple ways. In this study, ex-colleagues helped in starting up the business 

by often providing the initial idea of entrepreneurship based on the competency of the 

informant which they had noticed. They also vouched for the expertise of the informants as 

referees, which helped the informants find skilled workers and potential clients. Ex-

colleagues were also an excellent source of information and shared business advice. 

Informants expressed how their ex-colleagues provided support and motivation to start 

their businesses through statements such as, “I want to continue working with this, we are 

going to believe in this” or “We have to start something together”, or “The CEO 

challenged me. He said start the company”, or how the colleagues were “the first people 

who I told and shared my vision with”.  

 

For instance, when Dmitry, from Transporter, had to suddenly close his software 

consultancy business in Russia in order to move to Sweden, he had to leave projects 

unfinished and lay off many people. However, one of his employees showed immense 

interest in continuing to work on a few projects, which in fact later turned into the idea 

behind Transporter. In his words: 
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“basically, I was closing down the business and letting all the guys go. Guys who had 

been involved in this project from the beginning. I asked them if they wanted to continue 

with it. One of them said yes and he basically became the co-founder of this project and so 

we still run it together.” (Dmitry-Transporter) 

 

I recognize that Dmitry retained a contact from his previous business venture, who 

went on to become his business partner, and also his main business contact in Russia. The 

situation was somewhat similar for Lailish from Tandoor Punjabi; when he and his team 

members were laid off from work, some of his colleagues wanted to continue working 

together on the project. Hence, according to my understanding his ex-colleagues were the 

main motivators and supported him in taking an initiative to develop an entrepreneurial 

opportunity.  

 
“then one of my colleagues who I was working with said: you know, I want to 

continue working with this, we are going to believe in this and blah, blah, blah. And he 

wanted to set up.” (Lailish-Tandoor Punjabi) 

 

They said, "No, no, we have to start something together. Maybe we should start a 

travel company together” (Lailish-Tandoor Punjabi) 

 

From the data, I recognize that it was an ex-colleague who noticed Lailish´s social and 

event management skills and insisted that he start his own travel agency. Or that at another 

event, another ex-colleague, who was an IT specialist, was seeking someone with excellent 

networking skills for the role of an event director and was impressed by Lailish´s skills and 

offered him the role. The interesting aspect here was that it was these colleagues that 

eventually led Lailish to build his professional network within event management and lay 

the first stone in his entrepreneurial opportunity development. Just like Lailish, Omar from 

Fastr@ck found motivation through his ex-colleagues. For instance, when he faced a great 

hindrance at the start of his journey, due to lack of funds, and self-doubt, the CEO of the 

firm where he worked motivated and challenged him to take the initiative by even offering 

to make the first investment. Hence, the findings show the level of trust colleagues had in 

the informant´s potential and expertise. 

 

“The CEO challenged me. He said start the company, and I will give you the money. 

If it goes bankrupt you give me back the money, and if the company starts working then 

you don’t need to give back the money.” (Omar-Fastr@ck) 

 

Soraya from Coast to Coast, also found help on business matters from her past work 

experience. Once she and her husband decided to start their own tourism firm in Sweden, 

they contacted their ex-boss for advice and guidance. He in turn provided them with many 

insights to evaluate their business idea in order to get the company up and running. 

Likewise, Rani from Chronicles AB, relied for support on her professional contacts that 

she had got to know during her two decades of journalism experience back in India. Their 

opinion and business advice meant a lot to her, which is why she consulted them, when she 

decided to start her own independent business.  

 
“I knew them for two decades and many of them are networks that I built when I 

started working in 1999. So, when I went independent, and started Chronicles AB, they 

were the first people who I told and shared my vision with” (Rani-Chronicles AB) 
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Therefore, I interpret the data and conceptualize the first order codes in the first box in 

figure 8.2. into the second order code i.e., ex-colleagues act as business advisors and 

connect to skilled professionals, which had an influence on both the recognition and 

evaluation of the business idea during opportunity development. 

 

8.2.2. Clients from a previous workplace verify and trust entrepreneurs’ 

expertise 

 

In figure 8.2. the second box of first order codes shows how evaluation of a business 

idea is influenced during opportunity development by clients from the informant´s 

previous workplace as they trust in their expertise, which helps to verify the potential of 

their business idea. At their past workplace informants were able to establish a good 

reputation for themselves among a pool of clients who believed in their business idea and 

wanted to continue using their services. Consequently, since the clients were satisfied with 

their performance and the outcome, they provided references and vouched for their 

expertise to other potential clients. Informants express the close relationships with their 

clients from previous workplaces with statements such as, “I had been quite openly 

sharing, my plans with my clients” which shows the nature of informal communication 

they shared, often keeping the clients up to date with their plans about their independent 

businesses. Due to this many clients willingly “hired me as a consultant in the first place” 

or were clients “through the job I had already”. These relationships were important as 

informants never “tried to sell anything”, formally to attract clients.  

 

For example, 90 percent, of the people who approached Omar for work were 

recommended through word of mouth by the people he had worked with. This saved him 

the process of relying on Arbetsförmedlingen, a Swedish unemployment agency. Similarly, 

Fawad from Adtech had prior work experience with in an industry which was similar to his 

business idea. He had pre-established good relationships with all his clients, due to which 

when he decided to quit the company and work independently many of his existing clients 

showed interest to continue working with him. From the data I recognize that he did not 

need to market himself, because his name was already well established and he got a lot of 

referrals through word of mouth.  

 
“how I got introduced to the investors for the project, was similar to how I got my 

first client. So, I had been quite openly sharing my plans with my clients. They knew, for 

example, that I'm working with these automations and in fact, that was one of the reasons 

they hired me as a consultant in the first place, because they knew that, I like to be 

creative and innovative and I like to automate things.” (Fawad-Adtech) 

 
“The very second month, I hadn't even like tried to sell anything and this ex-

colleague just reached out to me and said, "Hey, you know I know this guy he's doing a 

startup in the middle east working with real estate, needs to fix their adverts campaigns 

and maybe it is like 50-60 hours of work and they'll pay a lot for it.” (Fawad-Adtech) 

 

In Fawad´s opinion Stockholm is a small place, where people often hear about one 

another through common acquaintances, which is why most of his clients were people who 

had already worked with him, or had heard of his expertise through trusted people, who 

vouched for his expertise. Likewise, for Govinda, from Smart market analytics, his first 

two hired employees were also his clients with whom he had already worked on prior 

collaborations.  
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In my interpretation just like him, the rest of the informants found opportunities to 

work with clients, from their previous place of work. Most often due to an established 

good reputation of their expertise, their clients trusted in them and their businesses and 

showed interest to work with them independently.  

 
“My business is in analytics and data science consultancy. We are primarily three 

consultants and we work with companies in Stockholm. We have one guy who is based in 

India working with a US client. None of these are partners, they are employed by me. The 

guy from India used to work with me and he’s a very good friend of mine, and the guy 

working here I met him at my last job. And both of them are of Indian origin. One of the 

clients I have is through the job I had already. For other clients I had to go out and 

network with them specifically, with individuals within these companies.” (Govinda-Smart 

market analytics) 

 

Therefore, I interpret the data and conceptualize the first order codes in the second box 

in figure 8.2. into the second order code i.e., clients from a previous workplace verify and 

trust their expertise, which influences how informants evaluate their business idea during 

opportunity development. 

 

8.3. Specialized knowledge from higher education enhances 

understanding of the business idea 

In this section, I present the informants’ educational background, which also 

complemented and inspired their business idea.  
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Figure 8. 3 Data structure on the role of education 
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8.3.1. Higher education makes more adept at recognizing the importance 

of the business idea 

 

In figure 8.3. the first box of first order codes shows how both recognition and 

evaluation of business idea during opportunity development are influenced by higher 

education, which makes the informants more adept at recognizing the importance of their 

business idea. For instance, in most cases, the previous education of the informant was in 

line with the business idea and consequently complemented the passion toward it. 

Education also taught them to be more analytical, and trained them to become fast learners 

and problem solvers. Lastly, for some informants it was the results from their master’s and 

PhD thesis that significantly influenced their business idea, hence helping in its recognition 

as well as evaluation of its potential.  

For example, Vasyl from Novisk.Co, has a bachelor’s in international economic 

relations from his home country, and an MSc in banking and finance, as well as a PhD in 

finance from Stockholm University, Sweden. His interest in finance started in high school, 

as he excelled in math and commerce and was intrigued by investment in stocks. Despite 

underdeveloped stock markets in his home country Ukraine, he still invested in them, and 

often provided consultations to his friends. Furthermore, based on the research results of 

his PhD project he developed his business idea. According to my interpretation, his 

education is in sync with his business idea and aspirations and enhances his specialized 

knowledge, which makes it possible to develop the business opportunity.  

Similarly, ChenChuang from Bridging Gaps, was always passionate about 

understanding how technology could be used to radically improve people’s lives. Due to 

this interest in working with diverse groups of people, her primary education was in 

language studies at Shanghai China. After moving to Sweden, she decided to pursue a 

bachelor’s in business and commerce which helped her get experience of different 

managerial roles as a business and strategy consultant, analyst, and operations manager for 

various leading organizations in Sweden. Her qualifications paired with her managerial 

expertise, inspired her to start Bridging Gaps, a platform she launched to manage and bring 

together newly arrived refugees for better integration into society. I recognize from the 

findings that her interests led her to receive an education which gave her specialized 

knowledge, making her capable of acquiring practical experience. This accumulated 

knowledge and experience helped her take the initiative to develop her business idea into 

an opportunity.  

Lailish from Tandoor Punjabi has an educational background in hotel management 

and hospitality, and international business, both of which complemented his passion for 

cultural exchange and tourism, and eventually led him to pursue his passion to promote 

cross-cultural ties between Sweden and his home country India. Similarly, Kailash from 

Darwaza, earned an MSc in logistics and supply in Sweden, after which he continued to 

work as a research assistant in construction logistics. His business idea started to take 

shape during his master’s. Therefore, according to my interpretation it was his education 

background that complemented his expertise, and played an important role in not just the 

recognition but also evaluation of his business idea. Preeti from Livable Fashion, has a 

bachelor’s in applied IT, software engineering and management, along with an MSc in 

advanced computer science, that helped her start her e-commerce business in sustainable 

fashion. Hemal from Green Impact, has a bachelor’s in civil engineering and a master’s in 

sustainable urban planning and design. Furthermore, his bachelor’s thesis included a 

project for which he spent two months in Kenya and eight months in Brazil.  
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These experiences helped him understand issues concerning sustainability that 

motivated him to recognize his business idea. I interpret this to mean that the informants 

may not have pursued their education with the expectation that one day it would lead to 

their business ideas; however, their education did eventually play a crucial role in the 

recognition of their business idea and consequently its evaluation.  

For instance, Dmitry from Transporter believes his education is an important part of 

his generic social background making him unique in his own way. In his opinion his PhD 

turned him into a person who contemplates different ideas and solutions, becoming more 

analytical, looking at problems from different angles, without fearing the outcome. This 

helps him deal with failure which is an inevitable part of the process of trying new ways to 

tackle a problem. Similarly, for Taha from Zoar Technology his PhD built on his natural 

tendency to be an observant person and taught him to spot important problems and figure 

out suitable solutions with suitable methodology. Furthermore, Hemal´s five-year degree in 

civil engineering taught him everything from accounting to business development to HR 

and product development, and trained him to become a fast learner and problem solver. 

Therefore, even when initially he had little knowledge about the energy sector, he and his 

partner were still competent at understanding a problem and finding its solution.  

Therefore, I interpret the data and conceptualize the first order codes in the first box in 

figure 8.3. into the second order code i.e., higher education makes the informants more 

adept at recognizing the importance of their business idea, influencing both the recognition 

and evaluation of business ideas during opportunity development. 

 

8.3.2. Higher education equips with the right skills and expertise 

In figure 8.3. the second box of first order codes shows how both recognition and 

evaluation of business idea during opportunity development are influenced by higher 

education, which equips the informants with the appropriate skills and expertise in their 

subject area for the business idea. Furthermore, through education they also gain deeper 

insights and understanding on their potential consumers, due to which they are able to 

understand the practical relevance of their products and simultaneously work toward 

designing better product prototypes.  

 

For instance, in order to learn the right skills, Vasyl read books on statistics in his free 

time and implemented the studied models into codes from which he could build a 

prototype. Similarly, Govinda from Smart Market Analytics has an MSc in mathematics 

from Lund University, and a bachelor’s in B. Technology, information and communication 

technology from India, which equipped him with skills that made him an expert within the 

niche area in which he recognized his business idea. Furthermore, he frequently liked to 

enhance his education and knowledge base, through online courses and workshops from 

renowned universities such as Wharton and John Hopkins University that, according to my 

interpretation, helped him evaluate his business idea and consequently make 

improvements. Soraya from Coast to Coast, earned a bachelor’s in international relations 

and affairs and a masters in anthropology from Norway, which helped her understand the 

impact of tourism on the traveler and the destination. This knowledge would help her 

develop tourism. She complemented this with a master’s from Sweden in service 

management to gain knowledge of cultural management, which was also crucial for 

working within the tourism industry.  
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Furthermore, Malaika, a marketing communication and growth coach, came to 

Sweden to pursue an MSc in ICT entrepreneurship in order to build her expertise and 

pursue her dreams of entrepreneurship. Similar to her, Aaden from Pasture Farm, was 

adamant from the beginning that he wanted to utilize his education in IT to start a business 

in Sweden, which inspired him to start the digital app called Pasture Farm. Zoe from 

Obitrax, has an education background in medical radiation science i.e., radio therapy, 

along with a graduate diploma in medical ultra sound, which makes her qualified to 

understand the practical aspects of the problem, which helped her recognize her business 

idea. Furthermore, she consolidated her educational background with two more courses 

from Karolinska in idea management and design thinking that helped her bring her 

business idea to reality through a definite process.  

 

Jennifer from Safe Renovation, received a bachelor’s in economics, and combined it 

with an MSc in law from Stockholm University. The expertise gained helped her 

understand which problems were most significant, that she needed to provide consultancy 

in, when she started her own law firm that dealt with management of construction cases, 

and also qualified her to provide the business services she promised. Jennifer´s business 

partner, Berat from Safe Renovation, has a bachelor’s in architecture from Turkey and an 

MSc in operations management from Sweden, which enabled him to deal with different 

issues ranging from keeping homes warm, to regular maintenance, garbage disposal, 

regular inspections, taking care of all sorts of ongoing small operations. He feels his 

education helped him in taking care of all processes effectively. Similarly, Rani from 

Chronicles AB, has a bachelor’s in economics and a master’s in mass communication, 

which complemented her career choice of journalism where she earned skills that she 

eventually utilized to connect both Sweden and India in matters of sustainability and 

gender equality through her business. Lastly, Akash from Mindful Senses has a bachelor’s 

in electronics and communication, an MSc in electrical engineering and a second MSc in 

entrepreneurship and management from Sweden.  

 

Due to this education background, he has acquired the skills to become an iOS 

developer. These skills were also important in helping him build the prototype for his 

business. Therefore, I interpret the data and conceptualize the first order codes in the 

second box in figure 8.3. into the second order code i.e., higher education equipped the 

informants with the right skills and expertise, which influenced both the recognition and 

evaluation of the business idea during opportunity development. Informants did not need to 

rely on any one else to understand the relevance of their business idea, or help them build a 

prototype which they could not comprehend themselves, because they all had specialized 

knowledge in relation to their business idea. 
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Chapter 9. Discussion: 

 

In a typical IPA study, the narrative account presented in the results section is 

followed by a discussion section which relates all emerging themes to existing literature. 

Therefore, the aim of this discussion chapter is to present a dialog where I reflect upon the 

findings and existing literature, to place the study in a theoretical context (Spiers et al., 

2020).  

9.1. A consolidated research model 

 

 

 

 

 

 

 

 

 

 

 

 

 

  

 

  

 

 

 

  

 

 

 

 

 

 

 

 

Figure 9. 1 Model of the role of social ties, prior work experience and education in the recognition and 

evaluation of business ideas during opportunity development by first-generation highly educated and skilled 

immigrant entrepreneurs in knowledge-intensive sectors. The blue boxes depict the role of weak ties, the 

gray boxes depict the role of strong ties and the green boxes depict the role of prior work experience and 

education. The blue arrows show the role during evaluation and the red arrows show the role during 

recognition of the idea of the respective super-ordinate themes in the boxes.  
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9.2. Weak ties confirm the legitimacy and credibility of the business idea 

and boost self-efficacy 

9.2.1. Recognition of the business idea  

 

The results from this study show that most of the immigrant entrepreneurs came to 

Sweden for work or higher education, and did not have social ties that consisted of a large 

circle of family or community of people from the same country of origin that they could 

rely upon. Therefore, in order to take the initiative in the right direction in the absence of 

social ties or sufficient knowledge about their host country, they turned to weak ties for 

support from the very beginning of their journey. Weak ties helped them escape isolation 

that could have potentially resulted in self-doubt and loss of confidence in their own 

potential to pursue their business ideas. They served as a source of motivation to persevere 

and stay committed to their efforts in the face of uncertainty. This was especially 

important, during the early stages of recognition of business idea, for informants to feel a 

sense of belonging and support from a group of people who shared a similar passion and 

were easy to discuss business-related matters with in order to persevere during times when 

progress seemed to be diminishing or stagnant. Hence, immigrants found emotional and 

practical support by attending startup events that became the driving force that kept them 

determined to take initial steps toward opportunity development through recognition of the 

best possible business idea.  

 

These results also show how the background of the immigrants is taken into account 

and influences the analysis. For instance, as they belonged to non-EU, Southern European, 

or Mediterranean European countries they needed to learn more about their new host 

country in order to integrate, which in itself was a good incentive for them to not shy away 

from weak social ties. While prior research emphasizes the important role of strong ties at 

the initial stages of opportunity development, there is also research that claims weak ties 

are equally important for immigrants aiming for better assimilation in the host country and 

consequently wishing to explore different opportunities (Williams and Krasniqi, 2018, 

Yeasmin and Koivurova, 2019, Sequeira and Rasheed, 2006). The results of this study 

confirm this by showing us that immigrant entrepreneurs who want to develop 

opportunities in knowledge-intensive sectors, relied on weak ties in the absence of strong 

ties, during the recognition of a business idea. They overcame their sense of insecurity 

stemming from lack of knowledge of the new host country and absence of social ties, by 

exploring new information sources, such as startup events, incubators and/or co-working 

spaces that inspired them to move forward. Therefore, in line with previous research, they 

accelerated their integration by gaining information about their host country through 

building their social capital (Gielnik et al., 2012, Von Hippel, 1994b, Von Hippel, 1994a). 

Furthermore, this study is not on disadvantaged immigrants as prior studies have been. 

While disadvantaged immigrants are observed to face difficulty in accessing business 

networks, this study contrasts with prior research that claims that ethnicity can have a 

negative impact on the way mainstream business social ties can be utilized by immigrants, 

or studies on less educated immigrants that show they suffer from lack of confidence 

(Kremel et al., 2014, Yazdanfar et al., 2015) and lack of knowledge about the host country 

which keeps them from approaching natives of the host country (Clydesdale, 2008). 

Instead, in my analysis the selected immigrants were not hesitant in exploring and reaching 

out to different platforms where they had access to weak ties, whether they were startup 

events, incubators or co-working spaces.  
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Moreover, my analysis shows that despite the selected informants being highly 

educated and skilled, they still needed to stay updated on latest news in order to recognize 

a business idea. Therefore, interactions with like-minded entrepreneurs became a vital 

source of knowledge for them. Hence, my analysis confirms that initially when the 

immigrants lacked a concrete set plan, they learned by observing more experienced 

entrepreneurs.  

According to prior research this is initially important for those entrepreneurs who lack 

knowledge on a particular issue, and are full of uncertainty due to which they devote more 

time to gathering information from key players in order to forecast future trends and make 

smarter decisions (Vogel, 2017, Puhakka, 2006, Aldrich and Dubini, 1991, De Carolis and 

Saparito, 2006). This was also the case with first-generation immigrant entrepreneurs 

developing opportunities in knowledge-intensive sectors, since they lacked knowledge 

about the host country as well as social ties they could have relied upon for assistance. 

Therefore, in order to reach experienced immigrant entrepreneurs during the recognition of 

their business idea, the informants of this study conducted what is referred to as systematic 

search by Patel and Fiet (2009). They found inspiration from stories of the challenges and 

achievements of these experienced immigrant entrepreneurs, which increased their 

optimism toward the possibility of a successful outcome of their efforts in opportunity 

development, made them feel less intimidated and gave them more faith in their business 

idea. They were able to compare their own progress to those who had already faced similar 

hurdles, and they gained confidence in their capacity to cope with upcoming challenges by 

using effective solutions.  

These findings also confirm prior research on the importance of role models for 

entrepreneurs (Zhao et al., 2005, Izquierdo and Buelens, 2011, Bandura, 1977, Gibbs, 

2009, Liñán et al., 2011) but in the context of selected informants developing opportunities 

in knowledge-intensive sectors. Hence, the informants found role models among 

experienced immigrant entrepreneurs which improved their self-efficacy and consequently 

their faith in their capability of pursuing opportunity development. However, it is 

important to recognize that these role models belonged to different ethnicities, which is in 

contrast to studies on disadvantaged immigrants who only found role models from among 

immigrants belonging to their country of origin (Andersson et al., 2021, Tavassoli and 

Trippl, 2019). Therefore this proves what Granovetter (1973) states, namely that weak ties 

provide access to a larger network of people, who are more effective in bridging interracial 

social distances. My analysis here shows that social distances were bridged through weak 

ties between first-generation highly educated and skilled immigrants who were new to 

entrepreneurship, and more experienced immigrant entrepreneurs who were familiar within 

the startup community. Here I found that the interracial differences were insignificant in 

the role they played for the recognition of the business idea, instead, it was the differences 

based on the level of experience and knowledge, social status and/or the amount of time 

the immigrants had lived in Sweden that were important.  

Other than improving self-efficacy, I analyze that another way weak ties contribute 

toward recognition of the business idea is by establishing the legitimacy of the business 

idea. For instance, startup events were a magnet for media outlets which meant immigrant 

entrepreneurs and their business ideas got media coverage in various media formats, 

whether it was a magazine, a newspaper, an online webpage or even a short interview that 

aired on local television. The media often portrayed them in a positive light as heroes who 

had accomplished successful economic integration through their innovative business ideas. 

This brought credibility to their name and for their business idea, and the initiative they 

had taken to contribute to the Swedish society. Now information on the immigrants and 

their businesses was just a click away, and hence reached more people. 
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 Furthermore, immigrant entrepreneurs took pride in their affiliation with prestigious 

and well-reputed incubators as the positive image associated with their membership helped 

them earn trust and a better social position within the startup community, especially its 

prominent members, which replaced any fears with optimism. Earning trust, and popularity 

for their business idea and its potential among key weak ties with high legitimacy such as 

mentors, experts, investors or clients, ultimately helped them develop the legitimacy of 

their business idea as well. According to my analysis, as a result of gaining legitimacy they 

got access to valuable learning resources that they were able to utilize to recognize more 

innovative business ideas, or refine the existing one.  

 

Due to this they ultimately gained a renewed sense of security as they were no longer 

just an unknown face in a pool of people. This is in line with prior research that claims the 

importance of the social position of an immigrant in determining the resources at their 

disposal to find new innovative ideas, potential markets for their products, and sources of 

capital or business advice (George et al., 2016, Baron and Ensley, 2006, Sarason et al., 

2006, Puhakka, 2006, Aldrich and Dubini, 1991, Hedberg and Pettersson, 2012). 

Moreover, while prior research claims that the evaluation of business ideas for the 

informants to build legitimacy is a social, interactive, experimental and exploratory process 

(Nielsen et al., 2012) the results show it is the same for first-generation highly educated 

and skilled immigrant entrepreneurs in knowledge-intensive sectors when they recognize 

their business idea. Weak ties made them feel seen and recognized in a positive light 

especially by prominent members, which contributed toward them understanding the 

potential of their business idea in order to develop it into an opportunity.  

 

9.2.2. Evaluation of the business idea  

 

The results show that for the evaluation of the business idea, the informants of this 

study often had brainstorming sessions with professional experts whose opinion and 

valuable insights, helped them test the limitations of their own knowledge, forecast future 

trends and view things with a new perspective to make right decisions. Since the 

informants were relatively unfamiliar with the Swedish culture, and its political and 

environmental concerns, without this network of weak ties, it would have been difficult for 

them to gain an understanding of what investors in Sweden seek in a business idea. For 

example, weak ties helped them address the flaws and weaknesses of the idea to create 

better business pitches by using phrases or terms that were more popular, engaging and 

consequently interesting to potential investors. Furthermore, I analyze that learning new 

knowledge while being within the close proximity of expert weak ties, earned the 

immigrants a good reputation as a trusted authority in their own business subject, and also 

the appreciation of important people within startup communities. Consequently, these 

results confirm prior studies (Dimov, 2007b, Sarason et al., 2006) and show that building 

the legitimacy of the business idea during its evaluation was indeed a social and interactive 

process where immigrants opened up to third parties i.e., expert weak ties, in order to make 

improvements and make the business idea more acceptable. According to prior research, 

what people of significance think of any planned behavior also has an important impact on 

how the entrepreneur feels toward it (Krueger Jr et al., 2000, Tocher et al., 2015, Aldrich 

and Dubini, 1991, Puhakka, 2006). I analyze from the data that this is also the reason why 

immigrant entrepreneurs in knowledge-intensive sectors, act upon the insights shared by 

expert weak ties, i.e., they trust their feedback. Furthermore, the results also show that 

developing trust with experts helps them win the approval of other potential stakeholders.  
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Overall, as a result of relying on professional insights, immigrant entrepreneurs also 

overcame any uncertainty regarding their idea, which ultimately improved their confidence 

in the business idea, in its legitimacy and credibility, and whether it was worth developing 

into an opportunity. These results are in line with prior research that suggests that 

immigrants who have access to business networks, i.e., weak ties, are able to evaluate the 

credibility and legitimacy of their business ideas based on its chances of being successful 

and profitable (Thai et al., 2013, De Carolis and Saparito, 2006, Fiet, 1996, Ucbasaran et 

al., 2008b), which also stops them from abandoning a potentially feasible business idea. 

However, other than getting access to the feedback of experts, I also analyze that the 

startup events are a golden opportunity for first-generation highly educated and skilled 

immigrant entrepreneurs to introduce themselves to a wider network of consumers and 

professional business ties.  

 

Immigrant entrepreneurs persistently presented their business pitch at events, not only 

proving their dedication, but also allowing them to reach a large audience in a short span of 

time in the most cost-effective manner. Through startup events, immigrant entrepreneurs 

were able to connect with a relevant crowd for one-on-one interactions with potential 

clients, which often led to long-term relationships. I see this direct interaction with 

consumers as a golden opportunity to test the product and get immediate honest in-person 

feedback which would have been impossible if the immigrants had tried conducting market 

research considering they had limited resources at their disposal. Positive feedback by 

consumers helped them evaluate the credibility of their business ideas, whereas any 

negative feedback was an indication to understand the weaknesses that needed to be 

addressed to refine the idea. Simultaneously, the immigrant entrepreneurs also gathered 

data on the profiles of potential consumers, including their possible demographics. 

Through this information they were able to evaluate the needs of their target group who 

took an interest in their business idea, which consequently impacted changes made to the 

business idea. These results show another form of systematic search by the selected group 

of immigrant entrepreneurs and is in concordance with prior research that claims the 

importance of systematic searches for nascent entrepreneurs during opportunity evaluation 

to understand their surroundings, such as their consumer´s needs and the crucial role of 

social ties as important information channels (Fiet, 1996, Patel and Fiet, 2009). Similarly 

in my analysis, for first-generation highly educated and skilled immigrant entrepreneurs in 

knowledge-intensive sectors, startup events were the platform where they met another 

group of weak ties i.e., their potential consumers who served as an important information 

channel, which reduced uncertainty during evaluation of the business idea.  

 

Furthermore, I recognized that direct interaction with consumers was also an 

opportunity to spread awareness of their business idea which snowballed into news about 

their business idea as it spread through word of mouth. Consequently, as more consumers 

took an interest in their business idea it confirmed its relevance for the immigrant 

entrepreneurs and helped them evaluate the idea in a positive light which also motivated 

them to develop it into an opportunity. Furthermore, I recognized that as immigrant 

entrepreneurs engaged in educating the consumers about the relevance of their business 

idea for the society and persistently presented their business pitch at events, they began to 

be perceived positively for their knowledge and dedication. Gaining this trust and 

recognition among consumers was important in evaluation of the credibility of the business 

idea to pursue opportunity development. This analysis is in line with prior research which 

states that the first step in opportunity evaluation is estimating the credibility of a business 

idea based on the probability of people being willing to use it (Eckhardt and Shane, 2003, 

Ardichvili et al., 2003), along with how desirable and feasible it is based on the external 

impact it can make which is where evaluation of the needs of potential consumers played 
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an important role (Krueger Jr et al., 2000, Ardichvili et al., 2003, Dimov, 2007a, Dimov, 

2011, Maine et al., 2015a, Sarason et al., 2006, Corbett, 2005). Therefore, for the 

informants it was indeed weak ties in the form of consumers who served as important 

source of information, especially about their needs, which the immigrant entrepreneurs 

used to refine and establish the legitimacy of the business idea, and this is also an 

important criterion for evaluating the value of opportunities, according to prior research 

(Sarason et al., 2006). Therefore, while prior research may claim that weak ties can 

introduce new ways of doing business but do not provide the courage to pursue those 

entrepreneurial opportunities (Puhakka, 2006), this does not hold true for first-generation 

highly educated and skilled immigrant entrepreneurs developing opportunities in 

knowledge-intensive sectors. The information they gathered from weak ties helped them 

understand the relevance as well limitations of their business ideas, consequently 

confirming its credibility and legitimacy during its evaluation, which gave them the 

encouragement to move forward with opportunity development.  

Summary: Immigrant´s weak ties confirm the legitimacy and credibility of business idea 

and boost self-efficacy 

Recognition Evaluation 

Motivated to escape isolation & self-doubt 

to persevere 

Gained valuable insights on Swedish context 

from professional experts to make correct 

decisions 

Startup events were a driving force to stay 

determined by providing emotional and 

practical support 

Understood the weaknesses of the idea, which 

helped refine it and improve their business 

pitches 

Confidently approached weak ties to 

conduct a systematic search for new 

knowledge  

Close proximity with experts earned a good 

reputation and trust as an authority in their 

area and also won the approval of other 

external stakeholders 

Weak ties were a vital source of knowledge 

on the host country that helps one overcome 

insecurity as a foreigner and integrate  

Building the legitimacy of the idea during 

evaluation is a social/interactive process 

Weak ties were a source of latest news and 

trends 

A systematic search overcame uncertainty 

about the idea, which boosted self-efficacy 

Weak ties bridged social distances with 

established entrepreneurs and role models 

from different ethnicities and backgrounds 

who were a source of knowledge and 

inspiration 

Got access to a larger audience with one-on-

one meetings with potential consumers to get 

their direct feedback, which helped in 

evaluating their needs and reducing 

uncertainty  

Affiliation with prestigious incubators/co-

working spaces boosts self-efficacy 

Trust and recognition earned among 

consumers helped in evaluating the credibility 

of the idea 

Received recognition through media 

coverage  

Created awareness about the business idea by 

word of mouth 

Gained popularity and earned trust among 

prominent people who were also experts 

within their field 

When potential consumers, business social ties 

and experts showed interest, it provided 

positive confirmation about the relevance of 

the idea 

Gained popularity that established credibility 

for their name and legitimacy for their 

business ideas 

Understood the desirability and feasibility of 

the idea according to how many people it 

impacted, which encouraged them 
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9.3. Earned trust helps in mobilizing resources  

9.3.1. Evaluation of the business idea 

 

The results show that trust and recognition earned among weak ties helped immigrant 

entrepreneurs in knowledge-intensive sectors mobilize different resources. For instance, I 

analyze that the informants recognized the importance of connecting with different 

professional social ties such as business partners whose skills and expertise brought in a 

new perspective during evaluation of the business idea. This allowed them to experiment 

with the business idea, to make it more innovative, refined and credible. Therefore, finding 

business partners through weak ties provided the immigrant entrepreneur with additional 

support they needed during evaluation of the business idea. I analyze this to be similar to 

what prior research calls the sharing of codes and language within a business network, 

which provides support needed in tough times (De Carolis and Saparito, 2006). Similarly 

for immigrants in this study, their co-workers had a positive effect on their confidence due 

to the support they provided, which helped in evaluation of the business idea. Together 

they were part of similar journeys, even if at different stages. This gave a sense of 

belonging, and they understood each other’s concerns and issues as if they shared a 

language they had all learned or were learning to speak.  

For instance, data shows that collaboration with volunteers brought on board a diverse 

skill set which was important during evaluation of the business idea. In my analysis, as 

they worked together to make the idea better it consequently became more in sync with the 

demands of their consumers. This meant that during evaluation, a diversity of talent 

allowed immigrants to meet more needs of clients as they broadened the scope of the 

services they provided. Furthermore, as they were able to attract potential business partners 

and volunteers it simultaneously strengthened their public image, which improved their 

confidence in the potential of their business idea and their own capabilities in building a 

product prototype they felt confident about. Therefore, the results are in sync with prior 

research that claims that as weak ties became abundantly resourceful they turn into future 

business partnerships and opportunities for employment (De Carolis et al., 2006, Fatoki, 

2013, Newbert et al., 2013) which gave first-generation immigrants in knowledge-

intensive sectors a chance to build a team of diverse skills from their weak ties, something 

that otherwise would have cost a lot if they hired employees.  

The results also point out the importance of having a relaxed and safe space where 

informants who looked for support among weak ties due to lack of resources could share 

their personal struggles and concerns with their co-members at incubators and co-working 

spaces. It was especially the role of Swedish co-members from incubators and co-working 

spaces that was highlighted in this study, firstly since these weak social ties provided the 

immigrants with a local native perspective on their business ideas. Secondly this provided 

the immigrants with a golden opportunity to build social ties with and gain popularity 

among Swedish professionals. For instance, having Swedish experts, on their board of 

directors meant a local trusted them, and this was one way by which immigrants could 

overcome their position as a foreigner and gain additional trust and credibility for 

themselves and their business ideas in the wider startup community, ultimately attracting 

more support. Thirdly, having good relationships with their Swedish co-workers meant 

they had access to their inner circle of professionals which normally would be difficult to 

find without a reference, but was crucial for the evaluation of the business idea due to the 

knowledge they shared.  
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These results are in line with prior studies that claim that social ties with other 

entrepreneurs give access to their extended social ties, which provides crucial emotional 

support, and mobilizes more resources, and this in turn gives the immigrants confidence 

and certainty in their business ideas (Ramos-Rodríguez et al., 2010, Aldrich and Dubini, 

1991, De Carolis and Saparito, 2006). Similarly, immigrant entrepreneurs felt more 

confident in the credibility of their business idea when they were connected to an inner 

circle of Swedish professionals who not only willingly shared their feedback, but also 

connected them further to social ties from their own private circle. Through these ties, 

immigrants not only extended their own social ties but gained further recognition, which 

was crucial in attracting business partners and skilled volunteers who were willing to work 

for free to support their business. This support was a sign that their business idea had 

potential. Therefore, while prior studies on disadvantaged immigrants claim that strong ties 

from the country of origin that are residing in the host country provide resources that are 

difficult to get from natives (Andersson and Hammarstedt, 2015), the results of this study 

confirm that weak ties with natives from the host country are also equally important during 

opportunity development for first-generation highly educated and skilled immigrant 

entrepreneurs in knowledge-intensive sectors. Lastly as immigrant entrepreneurs earned 

recognition and credibility for their business ideas, it attracted potential investors who 

found their business ideas worth their trust, money and time. Additionally, feedback from 

potential investors helped in the evaluation of the business idea and in understanding its 

strengths and weaknesses better. This set off a cycle of business collaboration offers and 

funding opportunities. Just as prior studies state that acquired trust in the startup 

community helps to mobilize resources which increased confidence among entrepreneurs 

in the certainty of their plans during recognition of their ideas (Ramos-Rodríguez et al., 

2010, Aldrich and Dubini, 1991), the results of this research show this was also true for the 

selected immigrant entrepreneurs, but instead of recognition it was during evaluation of 

their business idea. 

 Therefore the results of this research verify prior research advocating that with time 

weak ties serve to be abundant as they grow stronger to develop into future business 

partnerships, opportunities for employment, and/or potential future consumers (De Carolis 

et al., 2006, Fatoki, 2013, Newbert et al., 2013) or assist in achieving the first sales and 

profit in the long run (Davidsson and Honig, 2003). Hence it is important to impart 

information about the business idea to potential stakeholders who help activate opportunity 

development (Tocher et al., 2015), which is why highly educated and skilled immigrant 

entrepreneurs in knowledge-intensive sectors maintain good relations with weak ties and 

invest in them, since they develop into stronger ties that provide them with knowledge and 

assistance; in other words they mobilize resources that are not easy to find otherwise.  

 

  



 184 

 

 

Summary: Earned trust helps to mobilize resources for immigrants 

Evaluation 

Immigrants found access to resources that are otherwise difficult to access 

Immigrants found business partners whose experience and skills provided additional support to 

refine the business idea, simultaneously improving its credibility  

Support from co-workers who understand and share common concerns improve confidence 

Immigrants found diverse talent that helped improve the idea to make it more in sync with the 

needs of potential consumers  

Attracting business partners and volunteers increased confidence in the potential of their own 

capabilities and the idea, simultaneously improving their image 

Swedish co-workers/co-members provided a local Swedish perspective and referred them to an 

inner circle of professionals 

Immigrants gained popularity and recognition among Swedish professionals 

Having Swedish experts on their board of directors earned them trust, especially from 

investors, and helped overcome their limitations as foreigners 

Feedback from investors helped understand the strengths and weaknesses of the business idea 

With time, weak ties can gradually turn into strong ties 

 

9.4. Business coach provides a holistic learning approach  

9.4.1. Evaluation of the business idea  

 

The results of this study show that the selected first-generation immigrant 

entrepreneurs were helped by a mentor to make informed decisions to develop a vague 

business idea into a reliable and structured entrepreneurial opportunity. Prior research 

states that few ideas would make it to potential business ventures if the entrepreneurs did 

not know people who helped them gain the needed information, and enabled them to 

envision future needs (Puhakka, 2006). Similarly, in my analysis external advisors have 

been observed to improve the chances of success since they prompt entrepreneurs to 

engage in an extensive information search, especially through interaction with local 

professional social ties that not only enhance their knowledge but also help them integrate 

better (Cooper et al., 1995, Evansluong et al., 2019). Prior research also observes that 

incubators provide holistic entrepreneurial knowledge and training (Marvel, 2013). The 

informants of this study found business coaches, also called mentors or external advisors, 

through incubators where they were members. The research results highlight that 

immigrant entrepreneurs in knowledge-intensive sectors were provided with holistic 

guidance by these mentors who were professionally well-connected and knowledgeable, 

helping them evaluate the existing need for their business ideas while making well-

informed decisions to structure and streamline their efforts.  
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The pro-bono holistic guidance from the business coach helped to clear initial 

uncertainty about the business idea for the informants. Additionally, the coach connected 

them to his personal professional social ties from the industry, teaching them the proper 

way to form successful industrial collaborations. This was crucial for the highly educated 

and skilled immigrants to evaluate the business idea from a business perspective, which 

given their status as first-generation immigrant entrepreneurs was not easy as they lacked 

knowledge about the host country. Hence, the results confirm prior research that also states 

the important role of mentorship programs in general for teaching immigrants how to 

gather important insights by engaging with locals, which consequently helped them 

integrate more in the host society (Evansluong et al., 2019). While this holds true, the 

results further show that connecting with people in positions of authority within the 

industry gave the immigrant entrepreneurs in this study a boost of confidence. Mentors 

therefore play an important role in improving self-efficacy among immigrant entrepreneurs 

due to which they become more confident in themselves as well as in the potential of their 

business idea. One way mentors do this is by sharing their own knowledge accumulated 

through years of extensive experience, which is as valuable as the knowledge gained 

through other formal business social ties. This knowledge made the immigrants more 

aware of the credibility of their business idea as well as how to improve its feasibility, as is 

also stated in prior research on the role of such social ties for entrepreneurs in general 

(Ozgen and Baron, 2007). For instance, I analyze that as part of the guidance from the 

business coach, immigrant entrepreneurs learned skills that were crucial but that they did 

not have. Due to lack of knowledge about the host country, the informants would not have 

been able to evaluate the skills they needed that would result in the development of their 

business idea. Using these skills they refined their business idea in practical ways which 

helped them prepare the most suitable product or service for the Swedish market. Working 

under the guidance of a reliable support system, to develop their business ideas into 

opportunities based on market insights provided the immigrant entrepreneurs with an 

overall sense of security and confidence in the potential of their ideas.  

 

These results are in line with prior research which states the important role of 

communities such as incubators in helping entrepreneurs meet the right people and also in 

providing a supportive environment with a holistic approach of imparting knowledge 

among entrepreneurs to help them understand the technical and commercial aspects of their 

businesses (Cooper and Park, 2008, Marvel, 2013, Guercini et al., 2017a). Similarly, 

immigrants were able to benefit from similar support they received from incubators and 

coaches to evaluate their business idea in the light of information gathered from 

professional social ties. This was crucial to make required changes to the idea for its 

improvement. A new result from this study sheds light on another important role played by 

the business coach which was not limited or only focused on helping the immigrants 

studied here to build social ties. Instead, their goal was also to help immigrants set clear 

goals and maintain focus on achieving them in a time and cost-efficient manner. As part of 

the holistic guidance, the coach also emphasized maintaining a healthy work-life balance 

and building long-term healthy relationships. This showed he cared about their personal 

well-being, which was also important to boost their productivity. Therefore, according to 

my analysis, in this way the business coach nurtured creativity and analytical skills that 

helped the immigrants during evaluation of the business idea.  
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Summary: Business coach provides a holistic learning approach 

Evaluation 

Mentors help make informed decisions from a business perspective to develop a vague 

business idea into a more reliable and feasible version 

Mentors prompt immigrants to engage in an extensive search to evaluate existing 

needs that clear uncertainty about the idea and improve chances of success 

Mentors teach immigrants how to form successful industrial collaborations 

Mentors help evaluate the skills they needed to improve, simultaneously increasing 

self-efficacy 

Mentors teach immigrants to maintain work-life balance, and take care of their well-

being 

Mentors teach immigrants to set and achieve goals in the most cost-effective manner 

 

9.5. Disappointing and impractical aspects of weak ties  

9.5.1. Evaluation of the business idea  

 

This research points out the role of weak ties found through startup events, incubators 

and co-working spaces, in opportunity development by first-generation highly educated 

and skilled immigrant entrepreneurs in knowledge-intensive sectors. However, there were 

a marginal number of informants i.e., less than 15 who also expressed their dissatisfaction 

with at least one of these platforms that failed to meet their expectations. There is a lack of 

research on the role of these platforms and the weak ties associated with them in 

opportunity development for immigrant entrepreneurs in knowledge-intensive sectors. 

There is however some research that points out the failure of agencies that are supposed to 

assist in setting up small businesses to yield any benefit in the incubation period of a new 

business venture (Davidsson and Honig, 2003). This discrepancy was also recognized in 

the accounts of some of the informants who shared the inefficient aspects of startup events, 

incubators or co-working spaces, which resulted in disappointment as they found these 

spaces impractical and lacking what they promised in the first place. According to my 

analysis, such negative experiences were demotivating, making the informant lose 

confidence in the business idea and any future prospects of it every taking off the ground. 

The purpose of immigrants attending events was to escape isolation and find inspiration. 

However for some informants, events had the opposite impact, i.e., they led to exhaustion 

and lack of motivation in pursuing opportunity development. This was because they lacked 

the resources and support to help informants evaluate the business idea in a positive light 

or understand which direction to work toward. Some of these negative experiences for the 

informants of this study included feeling out of place and lost in a large crowd of people, 

where the reality was far from the fictional image, similar to that of a fantasy land that was 

falsely marketed to fool them.  
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For other immigrants, large crowds were a trigger for anxiety and fear and just added 

unrealistic expectations for them to socialize in a limited time with a dispersed crowd of 

people from different backgrounds that made it difficult for them to focus and have any 

meaningful long-lasting interactions. The interactions were short-lived and meaningless, 

often resulting in small talk with complete strangers or exchanging contact information on 

LinkedIn that never led anywhere. This was an issue since the quality of relationships 

matters more than the quantity, where knowing the right people allows the entrepreneur to 

envision future needs (Puhakka, 2006). However, the immigrants studied in this research 

felt a lack of inspiration from making connections that lacked the promise of lasting long-

term.  

They also felt that making any effort to fit in at startup events was in vain since EU 

nationals got more support and guidance, whereas they only lost time that further disrupted 

their work-life balance and consequently decreased their productivity. These findings 

reflect the feeling of alienation or foreignness that can be created by startup events in 

immigrants’ entrepreneurs, who felt that these platforms were catering mostly to European 

citizens, meanwhile neglecting other participants from non-European countries. As a 

result, some of the informants wished that they felt more welcomed and provided with 

customized guidance in accordance with their different backgrounds, their immigration 

status, how long they had been in Sweden, their fluency in the native language among 

other things.  

All of this eventually hindered the evaluation of the business idea since due to the 

unstructured nature of networking, immigrants were often left with a large amount of 

unnecessary feedback, which made them more confused and uncertain about their own 

capabilities and the feasibility of their business ideas. This inefficiency demotivated the 

informants, threatening them with stagnation, possible loss of finances, time, and eventual 

burn out. Other reasons highlighted in this study for why some informants avoided startup 

events included them feeling unready due to the absence of a fully developed product 

prototype that they could present to an audience at the events or lacking funds to afford an 

office space in an incubator or co-working office, or they wanted to avoid wasting time 

commuting from their jobs to incubators or co-working spaces, and instead preferred to 

work from a mobile office at their own convenience. Therefore, while weak ties played a 

significant role for first-generation immigrant entrepreneurs in developing opportunities in 

knowledge-intensive sectors, some informants pointed out how they also failed to meet 

certain expectations that left the immigrants feeling disappointed or weighing other options 

that were more practical. Overall, the benefits gained from weak ties outweighed their 

negative aspects. However according to the immigrants these weaker aspects needed 

attention because they did not want to rule out the option of approaching weak ties; in fact 

they wanted to be able to utilize them efficiently.  
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Summary: Disappointing and impractical aspects of weak ties 

Evaluation 

A few immigrants found that startup events, incubators and co-working spaces were 

unstructured, inefficient, impractical, unsatisfactory and did not meet their expectations  

Negative experiences caused exhaustion, confusion and demotivation  

Large crowds made them feel lost, out of place misfits and provoked a sense of alienation 

Immigrants felt they had to put up a fake image 

Short-term connections did not lead anywhere 

Membership was too expensive 

Lacked customized guidance for non-EU immigrant entrepreneurs 

 

9.6. Formed global business collaborations through a systematic search on 

social networking websites 

9.6.1. Evaluation of the business idea  

While the results on negative experiences associated with startup events, incubators 

and co-working spaces, do not falsify previous findings on the importance of weak ties in 

this study, they do instead point out certain unpleasant aspects. It is important to know 

about these negative experiences in order to understand how these platforms can be 

improved to meet the needs of the informants, and also to become aware of the alternative 

forms of support the informants seek during evaluation of business ideas. One such 

alternative that emerged from this study were social networking websites that were used to 

connect with weak social ties. There were many benefits of social media, including the 

flexibility it provided to the immigrant entrepreneurs who were able to reach a far wider 

global audience than they had access to through startup events to create awareness of their 

business. When they received positive recognition from potential clients and skilled talent 

from all over the world who were either willing to use their product, volunteer to work 

with them, or interested in collaborating, this helped evaluate the feasibility of their 

business idea. When it came to getting feedback, the informants had access to a wide 

variety of discussion group platforms such as Facebook, LinkedIn, Instagram, or blogs 

where they engaged with different groups of people ranging from someone working in the 

management, to a student or fresh graduate who had a relatively new outlook. Moreover, 

they participated in discussions and brainstorming sessions from the comfort of their own 

private space at their own convenient time, to connect with and bounce ideas off with 

potential clients, volunteers, freelancers etc. which helped in evaluating the strength of 

their business idea. Other sources of information they found online were both free and paid 

educational resources, that provided them with an array of knowledge from the latest news 

updates to popular influencers and videos, all of which addressed different issues in detail. 

As they gained more knowledge related to their businesses, they were in a better place to 

evaluate and refine them accordingly.  
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The research results also show that it was easier to find the right people with skills that 

immigrant entrepreneurs needed for their businesses. Since they could see the profiles and 

portfolios of a pool of talented freelancers not only was it easier to carry out a more 

focused search online to shortlist relevant people, but they also had more options to choose 

from. In my analysis, having many choices also meant access to cheaper talent from 

around the world, with whom they were able to build stronger relationships irrespective of 

the geographical distances, unlike startup events where some felt the interactions were not 

leading anywhere. Discussing their idea with people who had competence and could 

provide valuable advice helped them determine how to build better prototypes.  

Though social media the informants of this study were also able to make direct contact 

with top level management, potential clients, suppliers and vendors globally without 

needing to rely upon anyone else, which helped them move forward with more confidence. 

Hence, according to my analysis, for some, social media served to be a better alternative 

than startup events where it was difficult to build ties with experts in a short space of time 

when they had no credit to their name yet to prove their worth. However, on social media, 

e.g., LinkedIn, people could see any shared connections or references from people of 

significance, which made it easier for the informants to earn trust. Therefore, an online 

presence helped them to put their best foot forward, showcasing their work history, 

expertise and education credentials to stand out from the crowd. In my analysis, they 

gained more independence through social networking websites to build social ties that 

eventually helped them evaluate their business idea through their expert advice and gave 

them confidence in the feasibility of their business idea.  

The findings therefore suggest that social networking websites, can serve as a solution 

to the negative experiences faced by informants while attending startup events, incubators 

and co-working spaces. Overall, informants were able to conduct secure, time and cost-

efficient systematic searches to create focused, independent, convenient business 

collaborations globally. From the overall discussion on weak ties, it is obvious from the 

results of this study, that contrary to prior studies which suggest that experienced 

entrepreneurs with higher confidence seek less information compared to inexperienced 

individuals (Cooper et al., 1995), the informants had extensive professional experience and 

education yet they still made an effort to seek information through startup events, 

incubators and co-working spaces. They needed to learn about their host country, which 

played a role in recognition of the business idea as well as in evaluating the credibility and 

legitimacy of their business idea in the Swedish context, while ultimately building their 

self-efficacy to stay motivated and persistent in their efforts.  
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Immigrants formed global business collaborations through systematic searches on 

social networking websites: 

Evaluation 

SNW make immigrants more independent 

As an alternate to the disappointment from startup events, incubators and co-working 

spaces immigrants turn to social networking websites for systematic searches 

SNW are flexible, time and cost-efficient and help reach a wider global audience to create 

awareness about the business idea 

Have a diverse set of platforms to choose from in order to connect globally e.g., LinkedIn, 

Facebook, Instagram, blogs etc. 

Easier to put their best foot forward to build a good reputation and connect with top level 

higher management from the industry through SNW 

Receive recognition from potential clients and skilled talent that further confirm the 

feasibility of the business idea 

Can use SNW from the comfort of their own home to connect with potential clients, 

volunteers, freelancers etc. 

SNW give access to diverse and cheaper skills globally  

Free resources to learn from e.g. YouTube videos etc. 

 

9.7. Strong ties: Business and emotional support from friends brings 

clarity and optimism  

9.7.1. Recognition of the business idea 

 

Prior studies show that relationships can provide encouragement, information, support 

and ideas, which is essential for an entrepreneur who does not know much about the issue 

at hand especially in the incubation period of entrepreneurship, a time when strong ties are 

also observed to play an important role (Davidsson and Honig, 2003, Kremel et al., 2014, 

Puhakka, 2006). This crucial role of strong ties is also observed in the results of this study 

that highlight the role of friends for immigrant entrepreneurs in providing immense 

emotional support, comfort and motivation during recognition of the business idea. Friends 

had gone through similar challenges due to which they shared a common sense of purpose 

with the immigrant entrepreneur that also made them understand and believe in the 

relevance of the business idea. Since they knew the immigrants well, they also showed 

confidence and trust in their capabilities to develop the business idea into an opportunity 

successfully.  

Therefore, immigrant entrepreneurs in knowledge-intensive sectors, not only found 

motivation from the support of their friends, but gained deeper insights from their personal 

experiences that made them more aware of the problem their business ideas aimed to 

resolve, consequently influencing the recognition of their business ideas. This support from 

friends made informants trust them easily with their problems compared to family 

members, who were more prone to criticizing their decisions due to lack of knowledge, 

experience or fear that the immigrant might make a wrong investment of their time and 

resources.  
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Therefore, the results of this study confirm prior research that states the importance of 

social ties especially during times of constraints and when there are shortages of time, 

money and resources, by providing emotional support that instigated optimism and passion 

to continue effort (Klyver et al., 2018, De Carolis and Saparito, 2006). Similarly for the 

immigrant entrepreneurs in knowledge-intensive sectors it was strong ties with friends who 

helped with emotional support and insights on the problem at hand which resulted in the 

recognition of the business idea as a possible solution.  

 

From my analysis, for the informants, despite being highly educated and skilled, 

developing opportunities in knowledge-intensive sectors in a new country was demanding 

and full of risks and doubts that left them feeling lost, especially in the beginning during 

recognition of a promising business idea. The results show that since friends showed 

confidence in them, immigrant entrepreneurs felt comfortable and safer having open 

brainstorming discussions to get honest opinions that helped them understand different 

perspectives of the business idea as well as share their plans and problems to find a 

solution. This was beneficial for informants because friends who had lived in Sweden for a 

longer period of time or were more professionally experienced provided insights and 

guidance on the Swedish market, that brought clarity about the host country and 

consequently helped in recognizing a relevant business idea. Immigrants became aware of 

the mainstream trending topics under discussion in their host country which inspired the 

recognition of their specific business idea and better understanding of it. These findings are 

relatable to previous research that claims that immigrant entrepreneurs carry knowledge 

from both their country of origin and host country, based on their experiences, places they 

grew up, close relationships, that refine and civilize them (Hofstede et al., 2005, Sirkeci 

and Zeren, 2018), and what triggers a change in perspective in these immigrants is when 

they make a comparison of the host country´s institutional environment and that of their 

country of origin that instills better values in them, making them more conscious of giving 

back to society rather than staying passive (Aliaga-Isla and Rialp, 2012, Yeasmin and 

Koivurova, 2019).  

 

Similarly, in my analysis, informants here came from non-EU countries and due to 

their friends, they were able to acquire knowledge in relation to their host country that 

changed their perspectives for the better. This made them more conscious of specific issues 

in the society, propelling them to make comparisons with where they came from, what they 

were conditioned to know, and what they were exposed to that made them merge the 

knowledge they had with their new setting, which ultimately influenced the recognition of 

their business idea.  

 

9.7.2. Evaluation of the business idea 

 

Results from this research on the role of friends, also show their influence on the 

evaluation of the business idea. For instance, educated and skilled friends came forward 

and volunteered to work without pay. This was especially helpful for the selected 

immigrant entrepreneurs in this study, who lacked funds and could not hire full-time 

employees. Immigrant entrepreneurs trusted their friends and shared a comfort level with 

them, which combined with their skills and expertise was an ideal collaboration to utilize 

their combined knowledge to evaluate the business idea and make required changes to 

refine it.  
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Furthermore, friends who were closely involved in evaluation of the business idea, 

also became the first ones to test the prototype of the product or service. Consequently, 

they provided honest and transparent feedback that played a vital role in evaluating the 

weaknesses and strengths of the business idea that needed to be addressed. The findings 

also highlight the role of friends who were established entrepreneurs and owned their own 

start-ups. These groups of friends trusted the capabilities of immigrant entrepreneurs to the 

extent that they connected them to their own professional social ties for further assistance 

and guidance. This provided the informants with an excellent opportunity to meet 

individuals who had specialized knowledge within their respective professional fields and 

also shared a passion for the same cause, resulting in valuable business collaborations and 

partnerships. These social ties were crucial as they guided the immigrants on not just 

evaluation of the business idea in order to improve it, but also on important matters such as 

where to search for more funding and how to increase the chances of receiving it. For the 

immigrant entrepreneurs, the interest these social ties showed and the support they 

extended, was a confirmation that their business idea was promising and evaluated in a 

positive light, which motivated them toward working on opportunity development.  

 

Lastly, watching and hearing stories of struggles of close friends as they dealt with 

common problems they shared, helped the immigrant entrepreneurs in not only developing 

a deeper understanding of the business idea, but also in coming to terms with the gravity of 

the issue. They evaluated the urgency associated with their business idea, and its relevance 

to the problem it was meant to address. Prior research states that feedback is necessary to 

get rid of doubts and uncertainty to design a better product prototype (Tocher et al., 2015). 

Similarly, I analyze that for the informants it was even better to get feedback from friends 

who belonged to professions that were in line with the business idea or shared a similar 

sense of purpose for which they willingly combined their expertise and passion to assist in 

the development of opportunity.  
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Summary: Business and emotional support from immigrant´s friends bring clarity 

and optimism 

Recognition Evaluation 

Friends provided emotional support, 

comfort and motivation during times 

of constraints and financial shortages 

Feedback from friends with professional 

backgrounds that are in line with the business 

idea 

Immigrants found it easier and more 

secure to rely on friends for support 

and share their problems  

Entered into collaborations with educated/skilled 

friends who volunteered to help for free which 

was ideal due to shared mutual trust and limited 

funds  

Friends often shared common 

challenges and experiences so they 

empathized and believed in the idea 

Friends tested prototypes and provided honest 

and transparent feedback 

Friends showed faith in their 

capabilities 

Friends connected to their own professional 

social ties 

Brainstorming discussions with friends 

increases awareness on mainstream 

trending topics 

Friends connected to people with specialized 

knowledge that helped improve the idea 

Friends who had lived longer in 

Sweden, had more experience and 

shared valuable honest insights and 

guidance on Sweden 

Stories of personal struggles of friends helped 

develop deeper understanding of the idea and its 

relevance 

Friends gave them a different 

perspective in a new setting that made 

them more conscious 

 

Friends gave honest opinions and 

feedback on the business idea 

 

 

9.8. Strong ties: Support from family inspires optimism and instigates 

resilience  

 

While the results of this study show that immigrant entrepreneurs in knowledge-

intensive sectors felt more comfortable asking friends for help compared to their family 

members, they also highlight the important role family members played in opportunity 

development. Prior research on disadvantaged immigrants shows that they try to work in a 

family business in order to honor family values, and out of respect for their elders they 

even avoid looking for support from other social ties (Vadnjal, 2014). However, contrary 

to such studies the group of immigrant entrepreneurs selected for this study had businesses 

in the knowledge-intensive sector and they mostly avoided involving family in business 

matters out of fear of ruining important relationships. Involving family posed the threat of 

losing their objective point of view; in some cultures there were unrealistic expectations to 

respect elders and to treat them a certain way, with respect, or else they took offense. 

Often, they wished to get compensated for their age and relationship to the immigrant. In 

other cases, family that was based in the host country, lived in their own bubble showing 

little potential to contribute toward business growth.  
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While it is true that the informants in this study, were aligned with previous studies 

that claim the involvement of family members can limit innovation (Bagwell, 2008), on the 

other hand the findings also show that family consists of some of the most trusted people 

and they had a different and important role in opportunity development. In the following 

sections I discuss how family influenced recognition and evaluation of the business idea. 

9.8.1. Recognition of the business idea 

 

The findings of this research show that self-employed parents influenced the 

recognition of the business idea by inspiring the immigrant to opt for entrepreneurship. 

While previous studies deny the role of self-employed parents, claiming they do not 

influence exploitation of opportunities (Fuentes Fuentes et al., 2010) this study focuses on 

recognition and evaluation of the business ideas by immigrant entrepreneurs in knowledge-

intensive sectors and I analyze that parents do play a role to influence these two during 

opportunity development. For instance, parents who were immigrants themselves taught 

the entrepreneurs from a young age the value of giving back to society, not to forget their 

roots and where they came from nor take the comfort and security of their lives for granted 

while keeping in mind that others live in poorer conditions. This influenced the nature of 

the business idea that was recognized, since the majority of them were aimed at finding a 

solution to a societal problem. In addition to instilling good values, parents also played a 

key role in enabling the immigrants to fulfilling their passion, and supported their interests. 

Even if parents were not directly involved in the business, or were at a distance, still in a 

few yet significant cases they facilitated and stimulated opportunity development by 

understanding personal struggles and the challenges of work, and provided emotional 

support to help the immigrants stay persistent in pursuing their businesses, especially while 

they were still involved in recognizing their business ideas.  

 

These findings confirm prior research that states that strong ties consisting of family 

increase the propensity of the entrepreneurs to opt for entrepreneurship by providing 

support (Greve and Salaff, 2003, Klyver et al., 2018, Davidsson and Honig, 2003). 

Similarly, for first-generation immigrant entrepreneurs developing opportunities in the 

knowledge-intensive sectors in a new host country, emotional support from parents, 

despite their distance, helped them stay strong and persist through times of self-doubt, 

stress, demotivation and feeling overwhelmed with work and lack of social ties to depend 

on. 

 However, other than parents, prior research also shows  that a foreign spouse 

belonging to the host country played a similar role, for instance by increasing the chances 

of the immigrant to opt for entrepreneurship and decreasing his or her chances of quitting it 

(Williams and Krasniqi, 2018, Hjerm, 2004, Block and Sandner, 2009). This study shows 

that it was the encouragement and security provided by the partner that was important. 

Partners who showed faith in the capabilities of the immigrant entrepreneurs consequently 

motivated them to step away from other jobs and responsibilities to instead pursue their 

passion in the business idea they had recognized. Other than this, a significant number of 

informants found the initial inspiration for the nature of the business idea they recognized 

from their partner´s line of work. They were able to gather informative insights based on 

their partner´s business acumen that helped them understand the problem better from a 

Swedish perspective and consequently find the right business idea that could help resolve 

the issue.  
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9.8.2. Evaluation of the business idea  

 

This study confirms that for first-generation highly educated and skilled immigrant 

entrepreneurs in knowledge-intensive sectors, entrepreneurial parents are observed to 

influence the evaluation of their business ideas. For instance, entrepreneurial parents 

served as inspiring role models for informants who grew up watching them persevere and 

strive through challenges with patience. This taught them the importance of never giving 

up and keeping their expectations real, especially during evaluation of the business idea 

when they had to cope with the changing needs of consumers, understanding the 

weaknesses of the idea and striving toward improving it. Secondly, immigrants with 

entrepreneurial parents also had a history of helping with the family business during their 

summer vacation. This way not only did they earn important entrepreneurial skills in 

managing and dealing with people but also became more aware of realistically evaluating 

risks and expectations from a business idea, which helped them take calculated steps and 

stay resilient through tough times during opportunity development. Therefore its true and 

in line with prior research (Shim and Eastlick, 1998) that for highly skilled and educated 

immigrants developing opportunities in knowledge-intensive sectors, entrepreneurial 

parents also served as role models and a source of inspiration and awareness.  

 

For a marginal number of informants selected for this study, other than parents, family 

members who had professional experience, knowledge and expertise shared their feedback 

and important business insights to help immigrants with business matters. Not only this, 

but they also connected the informants to their personal professional social ties to help 

them get access to expert advice that increased their business acumen and played a crucial 

role in the evaluation of the business idea and how to move forward. In other marginal 

number of cases, family helped because they were the closest and most trustworthy 

relationships that were also well aware of the home country´s culture and how to deal with 

third parties such as potential clients, or skilled workers for collaboration. This way they 

helped to ease the process for the immigrants who needed their assistance to either deal 

with these third parties from a distance, or had to find cheaper options of skilled workers 

who came on board to contribute with their knowledge that helped in evaluating the 

business idea and refine it. This also support from family also eased their work load, 

allowing them more space and time to focus. However, it is important to note that while 

prior role reflects on the advantages of being close to reliable family members in making 

improved economic decisions and also lowering the chances of quitting entrepreneurship 

to enter paid employment (Evansluong and Ramírez-Pasillas, 2019, Bird and Wennberg, 

2016). However, first-generation highly educated and skilled immigrants arriving in 

Sweden for work or education most often did not have family residing in the host country 

which meant that emotional or business support even from a distance played an important 

role.  

Unlike immigrants working in businesses that cater solely to communities of people 

belonging to their country of origin, the informants selected for this study did not need to 

stay committed or felt obliged to take their businesses in a direction that their family 

pressurized, expected or approved of. As discussed earlier other than parents and other 

family members, a foreign spouse from the host country also played an important role, and 

while previous studies state they motivate the immigrants to opt for entrepreneurship 

(Williams and Krasniqi, 2018, Hjerm, 2004, Block and Sandner, 2009, Bird and 

Wennberg, 2016), results of this study further show that having a native Swedish partner 

benefited the informants of this study in helping them understand and navigate their host 

country better.  
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Due to a Swedish partner, they were able to evaluate the business idea in accordance 

to the Swedish culture. If they observed something that triggered their curiosity, they were 

able to enquire for deeper insights, and a more local Swedish perspective that helped them 

further confirm the seriousness of the problem at hand, and how to resolve it more 

efficiently. Furthermore, in my analysis a significant number of immigrants with Swedish 

partners had made the decision to relocate to Sweden to be with them, this meant their 

partners, indirectly or directly influenced their place and choice of residence, which 

ultimately also impacted how much and the nature of exposure they got which influenced 

the way they evaluated their surroundings and consequently their business idea. Therefore, 

while prior research states that it is family that influences decisions such as the choice 

regarding the place of settlement and adaptation, which indirectly effect the nature of 

businesses for immigrants in labor-intensive sectors (Evansluong and Ramírez-Pasillas, 

2019). The results of this research specify that the partner influences the choice of place of 

settlement of the immigrant entrepreneur who develops opportunities in the knowledge-

intensive sector. Informants who had a Swedish partner, moved to Sweden because of him 

or her rather than uniting with the extended or immediate family as is seen with 

disadvantaged immigrants. The role of family was different for the informants of this study 

in contrast to disadvantaged immigrants for whom family provides financial and business 

support and employment before the actual immigration takes place (Vadnjal, 2014), 

whereas this research study shows that the selected first-generation immigrants had moved 

to Sweden for work, education or at times to unite with their Swedish partner, rather than 

to unite with or join any family business catering to a traditional sector.  

 

For some immigrants in this study, their business idea stemmed from and was inspired 

by their partner´s line of work, due to which they were able to get support in the form of 

the accumulated business acumen of their partners, gathered from years of actively 

working in the industry. During the evaluation of the business idea if they needed 

clarification regarding any concerns or ambiguities they turned to their partners and asked 

questions directly. Partners with relevant skills were a source of expert professional 

opinion and willingly helped the immigrants understand the needs of their potential 

consumers and evaluate the strengths and weaknesses of the business idea, according to 

which they made necessary adjustments. In this way the partners shared expertise to help 

change the idea, product or service toward a better solution.  
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Summary: Support from immigrant´s family inspires optimism and instigates resilience 

Recognition Evaluation 

Family can limit innovation and growth as 

they live in a bubble  

Informants grew up watching entrepreneurial 

parents persevere through challenges and they 

became inspiring role models  

Avoided involving family in business due to 

risk of ruining relationships 

Parents taught them how to cope with 

difficulties and changing consumer needs and 

to strive to improve the business idea 

However, family also contributes in their own 

way: 

• Immigrants gain inspiration from self-

employed parents. 

• Parents taught to give back to society, to 

remember their roots and not take 

comforts of life for granted.  

• Parents, irrespective of their distance, 

provide emotional support that helps 

immigrants to persist in times of self-

doubt, stress and demotivation. 

• Partner/spouse increases chances of 

opting for entrepreneurship by providing 

encouragement and security. 

• Partner/spouse showed faith in their 

capabilities and supported them in taking 

the initiative. 

• Partner´s/spouse´s workplace serves 

as source of inspiration for the 

business idea. 

Informants learned entrepreneurial skills by 

helping parents with their businesses while 

growing up, which also helped them develop 

realistic expectations and take calculated steps 

Family members who had professional 

experience, knowledge and expertise shared 

insights  

Family members who had professional 

backgrounds connected the immigrant to their 

own professional network which gave access to 

expert advice and improved business acumen 

Family did not interfere in business matters  

Role of Partner/Spouse: 

• Foreign/native partner helped gain a local 

Swedish perspective to navigate the host 

country better. 

• Got feedback and guidance from a partner 

who had professional and business 

acumen relevant to the business idea. 

• Partner influenced the choice of place 

of residence, which influenced how 

much exposure they received 

 

9.9. Social ties from the same country of origin can sometimes limit 

growth and potential innovation 

9.9.1. Recognition and evaluation of the business idea 

 

Other than family and friends, strong ties also consist of other social ties belonging to 

the country of origin, whose importance has been shown in prior research for relatively 

disadvantaged immigrants that prefer to develop opportunities within traditional sectors. 

For instance, disadvantaged immigrants escape social exclusion because of social ties from 

their country of origin with whom they share an identity, language, culture, and clients 

who use ethnic products (Paul and Gerard, 2016, Paerregaard, 2018, Granovetter, 1985). 

However, in my analysis the results of this study are in contrast to studies on 

disadvantaged immigrants, because immigrant entrepreneurs developing opportunities in 

knowledge-intensive sectors found a shared language and values with social ties from the 

same country of origin to be quite inhibiting for their growth. 
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 In fact informants from this study pointed out the negative aspects they associated 

with such social ties and why they avoided them due to fear of wasting time, dealing with 

the unreasonable expectations of showing loyalty to a community of people of the same 

origin, and at times even getting cheated due to being new to the country and trusting them 

too much. They believed such social ties would hinder their potential growth and keep 

them stuck in a bubble unable to recognize a business idea beyond a limited view. 

Furthermore, immigrants who developed opportunities in the knowledge-intensive sector 

did not cater to the needs of consumers who belonged to their country of origin, and only 

used traditional products. Due to this they did not feel the need to stick to communities 

belonging to the same country of origin for any business support. Instead, they showed 

more interest in opening up to different social ties to gain more confidence and acquire 

new and inspiring perspectives which allowed them to recognize more innovative business 

ideas as well as evaluate them in light of the needs of consumers from different 

backgrounds.  

Therefore, the results of this study show that contrary to prior research (Krueger et al., 

2000, Szkudlarek and Wu, 2018, Tienda and Raijman, 2004, Paulus Rudolf, 2015, 

Raijman, 2001, Brettell and Alstatt, 2007, Raijman and Tienda, 2003, Husam, 2011, 

Sanders and Nee, 1996, Wei, 2016, Dallalfar, 1994, Ley, 2006) the immigrant 

entrepreneurs in this study were not keen to start businesses that catered only to traditional 

sectors, they had no desire to show devotion to any community consisting of people from 

their country of origin or seek a better status among them, nor did they find cheaper 

resources, or aimed at creating jobs for the security of people from among these 

communities. Instead, in accordance with prior research that claims that communities from 

the same country of origin cut the immigrants off from the mainstream market, limiting 

their growth and innovation (Ley, 2006), immigrant entrepreneurs from knowledge-

intensive sectors also had the same negative thoughts due to which they preferred to 

maintain a distance from these communities. 

 

 
 

Summary: Immigrant´s social ties from the same country of origin can 

sometimes limit growth and potential innovation 

 

Recognition and Evaluation 

Immigrants prefer to avoid these ties as they inhibit their growth and keep them 

stuck in a bubble 

Immigrants in this study did not rely on or need their support 

Immigrants did not feel any desire to show devotion to any such community 

Immigrants showed more interest in opening up to different social ties to gain 

confidence and new perspectives in order to recognize innovative business ideas 
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9.10. Prior work experience: Reliable information increases alertness and 

improves self-efficacy  

9.10.1. Recognition of business ideas 

 

Research results show that prior work experience of highly skilled and educated first-

generation immigrant entrepreneurs in knowledge-intensive sectors equipped them with 

valuable knowledge which played an important role in the recognition of business ideas. I 

analyze that at their prior workplaces immigrant entrepreneurs were directly exposed to 

clients and these interactions provided them with deep and valuable insights on important 

societal problems and unfulfilled needs of the clients. It was this awareness which fueled 

the desire of this set of immigrants to recognize a business idea as a potential solution to 

help them tackle the issue at hand. Secondly, past work experience assisted immigrant 

entrepreneurs in realizing their passion, and as they gained confidence in their skills and 

personal strengths, they recognized their potential to address the problem with a suitable 

business idea. This finding is in line with prior studies that claim that one of the driving 

forces for developing opportunities is the confidence entrepreneurs have in their own 

expertise, and their potential to act as agents of change (Hedberg and Pettersson, 2012). 

Similarly, in my analysis I find that first-generation highly educated and skilled 

immigrants coming from countries outside the EU brought vast knowledge from wearing 

different hats at their previous workplaces, in different countries and cultures, which gave 

them diverse exposure to knowledge and a greater awareness of the feasibility of their 

business idea. They had confidence in the business idea they recognized, since they could 

see the weaknesses and strengths, the similarities and differences that existed in a different 

place e.g., in Sweden, in comparison to other countries they had worked in. In prior 

research this is referred to as accumulated knowledge from particular circumstances in 

which the entrepreneur exists, and it is found that their experience makes them more alert 

to external shocks and gives them an advantage over others (Prandelli et al., 2016, Zahra, 

2008, Arentz et al., 2013, Hayek, 1945). Therefore, prior work was a catalyst to the 

recognition of their business idea as it made them alert to their surroundings.  

 

Therefore, the research results confirm prior studies on past experiences of the 

entrepreneurs that result in idiosyncratic information about an industry or market that 

makes the entrepreneurs more alert to business ideas in connection to their work 

experience and helps them understand the problem and how it needs to be addressed 

(Eckhardt and Shane, 2003, Baron, 2006, Buchanan et al., 1991, Kirzner, 1997a, Sarason et 

al., 2006, Dimov, 2007b, Shepherd and DeTienne, 2005, Tang et al., 2012a, Prandelli et 

al., 2016, Zahra, 2008, Arentz et al., 2013, Ko and Butler, 2006, Fuentes Fuentes et al., 

2010, Cooper and Park, 2008). Similarly, highly educated and skilled immigrant 

entrepreneurs who had more experience were even more conscious and aware of the lack 

of effort and initiative that was taken to address the issue that inspired the recognition of 

their business idea, either due to ignorance of the subject and its importance, or due to the 

controversial nature of the topic. Therefore, in contrast to disadvantaged immigrants who 

were unemployed, and more in line with research that has been conducted on immigrants 

with secure jobs, who quit to start entrepreneurial ventures within the same industry as 

their work (Kwak, 2013), the results of this study also show that highly skilled immigrant 

entrepreneurs in knowledge-intensive sectors also left their secure jobs to develop 

opportunities that were close to their area of work experience.  
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9.10.2. Evaluation of the business idea 

 

The results from this study also highlight the role prior work experience has in the 

evaluation of the credibility of the business idea. Highly skilled immigrant entrepreneurs 

developing opportunities in knowledge-intensive sectors did not need to formally conduct 

a market analysis as they understood the consumers well from exposure gained from past 

work experience. Prior research studies also show that idiosyncratic prior knowledge of an 

industry and consumer needs assists entrepreneurs in evaluating the potential of the 

business idea for resolving the issue it is meant to address (Zahra, 2008, Corner and Ho, 

2010, Baron, 2006, Dimov, 2007a, Buchanan et al., 1991, Eckhardt and Shane, 2003, 

Sarason et al., 2006, Kirzner, 1997a). Similarly, my analysis of the results concerning the 

immigrants for this study shows that those who worked in Sweden prior to becoming an 

entrepreneur had developed a good understanding of the Swedish consumer, something 

they would have missed if they had no prior work experience.  

Therefore, past work experience made them more adept at evaluating and refining the 

business idea to produce a product or service that catered to a chosen group of consumers, 

based in Sweden. In fact, they had enjoyed working in close proximity to their potential 

clients due to their prior work experience. This gave them the unique opportunity of testing 

prototypes on these clients, and getting direct access to consumer insights. Prior research 

studies claim that entrepreneurs who understand the needs of their target consumers are 

able to evaluate the credibility of the business idea better (Shepherd and DeTienne, 2005, 

Tang et al., 2012b). Similarly, while knowledge about consumers confirmed the feasibility 

and relevance of the business idea for the informants of this study, simultaneously in my 

analysis a good working relationship with clients was also a way to establish trust and 

loyalty in them. This opened the possibility for future project collaborations, which in turn 

was a boost to their self-efficacy as they knew clients had faith in their expertise. This 

finding on the informants of this study also aligns with previous research that attaches 

importance to the accomplishments from past work experience that improve the self-

efficacy of the entrepreneur and inspires him or her to pursue their business idea 

(Ucbasaran et al., 2008a, Boyd and Vozikis, 1994), and hence the loyalty of previous 

clients was a boost to their confidence in themselves and in their business idea, whose 

potential was evaluated in a positive light.  

Another way prior work experience boosted self-efficacy was by teaching the 

immigrants valuable skills. Skills learned from prior work experiences won over the 

confidence of external stakeholders, who trusted in the competence of the immigrant 

entrepreneur to successfully develop the business idea into an opportunity. An educated 

and skilled immigrant entrepreneur was perceived as an expert with the capability of being 

successful, which ultimately meant their business ideas were evaluated as more feasible to 

both the immigrant and external stakeholders. In light of this finding, prior research states 

that being deeply embedded in the industry teaches specific technical information that is 

used to offer innovative products aimed at satisfying clients (Ko and Butler, 2006, Dimov, 

2007b, Davidsson and Honig, 2003, Marvel, 2013, Cooper et al., 1995). Similarly, in this 

research, past work experience enabled the immigrants with skills and specialized 

knowledge that they used to evaluate the strengths and weaknesses of the business idea, 

and consequently its feasibility as well as what was required to evolve it into a refined 

version that catered to the needs of their clients.  
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Summary: Immigrant´s prior work experience: Reliable information increases 

alertness and improves self-efficacy 

Recognition Evaluation 

Got exposure to clients directly who 

provided deep insights on important 

societal problems that further fueled the 

desire of the immigrants to recognize a 

solution in the form of a business idea 

Got insights on consumers and 

developed a good understanding of them 

especially within Sweden, which helped in 

evaluating the credibility and feasibility of 

the business idea 

Due to the skills learned in their job, 

they gained confidence in their own 

potential to address the problem 

Good working relationships with 

potential clients helped gain trust and 

loyalty for future collaborations, which 

boosted self-efficacy 

Diverse exposure to knowledge from 

working in different countries wearing 

different hats helped immigrants 

understand the feasibility of the business 

idea 

Were able to test the product on clients 

from the workplace, which made them more 

adept at evaluating and refining the business 

idea 

Due to the idiosyncratic accumulated 

knowledge, they gain from their work 

experience they become more alert and 

understand the problem better as well as 

how to address it, which is crucial for 

recognition of the idea  

The skills they learned helped earn the 

confidence of external stakeholders in their 

ability and competence to successfully 

develop the idea into an opportunity 

Due to the skills and specialized 

knowledge, they gained they were able to 

evaluate the strengths and weaknesses of the 

business idea 

 

9.11. Prior work experience: Business support and trust earned helps in 

understanding the credibility of the business idea 

9.11.1. Recognition of the business idea 

 

 This study also sheds light on the crucial role of the business support that was 

extended by ex-colleagues. I analyze that ex-colleagues were the first ones affiliated with 

the immigrant´s field of work, and they noticed their skills and recommended them to 

pursue entrepreneurship within the areas they were competent in. This highlighted to the 

immigrant their strengths that eventually also influenced the nature of the business idea 

that was recognized. Additionally, the trust of ex-colleagues in their potential was an 

important source of motivation to pursue idea recognition. Therefore in a way, aligned 

with previous studies, the immigrants in this study, teamed up with their previous 

colleagues, who played an important role in recognition of the business idea (Cooper and 

Park, 2008, Arenius and De Clercq, 2005). This study further highlights ex-colleagues who 

were immigrants themselves and also shared similar interests with the informants due to 

which, they served as suitable business partners. They believed in their shared vision, and 

motivated the informants to continue working on business ideas they collectively 

recognized from their joint projects even after they parted ways. This showed their 

commitment to not only the projects but also the immigrants, whose skills and talent they 

greatly appreciated. They provided an important motivation for the immigrants in this 

study to pursue opportunity development.  
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9.11.2. Evaluation of the business idea 

 
Prior research shows that entrepreneurs become more aware of which social ties to 

choose as important information channels based on their prior work experiences (Fiet, 

1996, Patel and Fiet, 2009, Ucbasaran et al., 2008b). Similarly, the results from this study 

show that informants chose and relied on social ties from their prior working places, and 

these played an important role in developing their opportunities. For instance, ex-

colleagues of the highly skilled immigrant entrepreneurs in this study knew them well 

enough that they vouched for their expertise to potential clients and skilled workers. These 

social ties played a crucial role in evaluation of the business idea, e.g., feedback from 

clients often led to positive steps being taken to improve the idea, while skilled workers 

brought in their own knowledge that helped with evaluation of the idea for better 

understanding. Together they evaluated the credibility of the business idea and how it 

could be altered and refined. Secondly, ex-colleagues who were experts within their fields, 

served as a valuable source of business advice, due to which informants often consulted 

them for guidance while evaluating business ideas in order to continue developing 

opportunities more efficiently. Having access to this feedback provided the immigrant 

entrepreneurs with an added sense of security in the feasibility of their business idea, since 

as they knew they had the best feedback they could move forward with confidence.  

 

Some marginal results from this study show that clients from previous workplaces at 

times liked to continue working with immigrants as they had already developed a healthy 

relationship. They showed immense trust in the skills of informants and believed in their 

potential for success, and due to this not only did they vouch for them to other clients but 

also showed interest in future collaborations. In my analysis, having this trust from ex-

colleagues in their potential gave them confidence in their expertise, and confidence in 

their potential to evaluate the business idea to refine it. Hence, the results on the role of ex-

colleagues and clients from prior workplaces confirms prior research (Granovetter, 1973) 

that claims that weak ties from a prior workplace are mobile. In my analysis, mobile refers 

to how immigrants, despite being able to change jobs, were still able to carry their social 

ties from one place of work to the next, which made it possible for them to exchange 

information, collaborate and get guidance from these social ties, irrespective of their 

distance. The results show that first-generation highly educated and skilled immigrants 

who lacked social ties in their host country, were able to develop their weak social ties 

from their prior workplaces into strong social ties with time. These social ties could 

include their ex-colleagues and clients, with whom they shared a close relationship and 

could comfortably reach out to for discussions on various business matters that helped 

them evaluate their business ideas.  
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Summary: Immigrant´s prior work experience: Business support and trust earned 

help understand the credibility of the business idea: 

 

Recognition Evaluation 

Ex-colleagues noticed their potential and 

recommended that they start their 

businesses 

Ex-colleagues vouched for their 

expertise to potential clients and skilled 

workers 

 

Ex-colleagues made them aware of their 

strengths 

Evaluation of the credibility of the 

idea and suggestions for improving it: 

• Feedback from clients helped 

improve the idea 

• Skilled workers contributed their 

own knowledge to better evaluate 

the idea  

• Valuable business advice from 

ex-colleagues who were 

experts in their field gave a 

sense of security 

The trust their colleagues showed served as 

a source of motivation and confidence 

Clients from the past workplace 

showed trust in their potential and 

interest in continuing to work with 

them, which boosted self-confidence  

Ex-colleagues were potential business 

partners 

Weak social ties from the prior 

workplace with time developed into 

strong social ties that gave valuable 

business advice 

 

9.12. Education: Specialized knowledge enhances understanding of the 

business idea 

9.12.1. Recognition of the business idea 

 

The research results of this study show that majority of the informants had an 

education qualification that was in line with their business idea and that helped them 

develop it. The immigrants selected for this study were considered highly educated only if 

they had at least a master’s degree if not a post graduate degree in an area of specialization 

that also influenced their business idea. Hence, education played an important role in 

triggering their interest in the business idea in multiple ways. Prior research advocates that 

people with a higher level of education are more likely to recognize entrepreneurial 

opportunities, without feeling the need to search extensively (Arenius and De Clercq, 

2005, Ucbasaran et al., 2008b, Marvel, 2013). In fact extensive formal education provides 

entrepreneur´s with a better understanding of opportunity development in high technology 

companies (Marvel, 2013). According to my analysis of the data in this study, that is 

neither true nor false. Even though the informants of this study were highly educated, they 

still sought out more information through strong and weak social ties about the host 

country and their business idea. However, the research results also show that higher 

education made the immigrants keen observers due to which they were able to spot the 

problem they aimed to address by relying on their own knowledge. Almost all cases of 

first-generation immigrants in this study had chosen subjects that were in line with the 

business idea they had recognized. This also showed their pre-entrepreneurial interests in 

the subject area, in which they had accumulated knowledge for a long time that also 

influenced the nature of the idea recognized.  
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For example, their master’s or PhD research thesis exposed them to niche areas of a 

problem that increased their interest in further exploring and understanding topics that 

eventually inspired the business idea they recognized. Therefore, in retrospect, their 

educational choices enabled the recognition of their business idea. According to my 

analysis, not only did higher education teach them skills in their specific areas whether it 

be finance, accounting, engineering, management, logistics, mathematics, international 

affairs, ICT, entrepreneurship, law and economics or sustainable planning, but education 

also inspired them to utilize these skills for the betterment of society, resulting in the 

recognition of their business idea. Therefore, when informants came across a problem, they 

were able to utilize their expertise to resolve the issue, whether it was as an IT specialist 

who took interest in e-commerce, or a sustainability and culture enthusiast working in the 

tourism industry in Sweden where they saw a need to bring more awareness or cater to a 

large neglected section of travelers, or whether it was someone who had majors in 

hospitality and wanted to bridge the gap between cultures through services, or someone 

who held a medical degree in radiation which made it seem feasible to address an issue 

with childbirth in Sweden.  

 

These findings confirm prior studies on the role of higher education for the informants 

in understanding a problem, and having the skills to tackle it, which influenced the 

recognition of the business idea (Arenius and De Clercq, 2005, Ucbasaran et al., 2008b, 

Marvel, 2013).  

 

9.12.2. Evaluation of the business idea 

 

When it comes to evaluation of the business idea, from the results of this study I 

analyze that education trained the selected group of immigrants to become more analytical, 

looking at their business idea like a research project from different angles and 

understanding it in depth. Therefore, the informants set out to spot a problem in the real 

world, and then find a solution for it. They used their specialized knowledge, insights on 

consumer needs as well as the skills they had learned from higher education to evaluate the 

practical aspects of the problem, as well as the business idea, to understand how both were 

connected and how the idea could be refined to increase its relevance. Hence, specialized 

knowledge from education helped them evaluate the idea and identify needed 

improvements. Higher education also brought more credibility to their name, and 

consequently their business ideas, in the Swedish startup ecosystem. While prior studies 

put emphasis on the importance of business education through training in order for 

immigrants to make informed educated assessments during opportunity development 

(Tang et al., 2012b, Fiet, 1996, Davidsson and Honig, 2003, Marvel, 2013), this study 

considers higher education in subjects related to the business idea acquired from an 

educational institution and highlights its greater importance compared to only learning 

through seminars or workshops. Furthermore, there was no relationship found between 

education and improved self-efficacy of the immigrant entrepreneur, which was contrary to 

previous research (Liñán et al., 2011).  
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Summary: Education: Immigrant´s specialized knowledge enhances 

understanding of the business idea 

Recognition Evaluation 

Education qualification is 

specialized i.e., it is in line with their 

business idea and influences the nature 

of the idea 

Education made them analytical, 

allowing them to look at the idea 

from different angles, understanding 

it in depth 

Subjects chosen were in line with 

the idea hence showing their pre-

entrepreneurial interests in a specific 

area 

Specialized knowledge gained 

through education provides insights 

on consumer needs that helps 

evaluate the practical relevance of the 

idea  

Education turns them into keen 

observers which helps in spotting the 

problem  

Made improvements in the idea 

based on their analysis 

A master’s or PhD thesis exposed 

to niche areas that triggered their 

interest in the business idea 

Higher education gave them more 

credibility 

Even after having higher 

education, they sought out more 

information on Sweden through social 

ties 

However, education had no effect 

on their self-efficacy 

Higher education taught them 

skills 

Education inspired them to utilize 

their skills for the betterment of the 

society 
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Chapter 10. Conclusion and Implications: 

 

This chapter includes the conclusion to the study, i.e., a reflection on the data, and 

points out possible implications of the study, its limitations and ideas for future 

improvements (Pietkiewicz and Smith, 2014).  

10.1. Conclusion  

The aim of this study was to empirically examine and find answers to two main 

research sub-questions, i.e.,  

1. How are highly educated and skilled first-generation immigrant entrepreneurs 

influenced by their social ties to recognize and evaluate business ideas during opportunity 

development in the knowledge-intensive sector? 

2. How are highly educated and skilled first-generation immigrant entrepreneurs 

influenced by their prior work experience and education to recognize and evaluate business 

ideas during opportunity development in the knowledge-intensive sector? 

In order to do this, three main streams of literature have been linked, consisting of 

general literature on opportunity development in order to understand the phenomenon and 

argue for the chosen consolidated view used in this study, literature on the influence of 

social ties, prior work and education on opportunity development, and literature on 

immigrant entrepreneurship focusing on studies pertaining to social ties, prior work 

experience and education.  

10.1.1. Both weak and strong ties are important 

 

The findings of this study, which was on first-generation immigrant entrepreneurs, 

were different to those of previous research that has mainly been done on disadvantaged 

immigrant entrepreneurs. For starters, despite being highly educated and skilled with prior 

work experience they still willingly and confidently sought out weak social ties in order to 

get more acquainted with their host country. However, it was not only weak ties that 

helped them gain a Swedish perspective and learn more about their host country; in fact 

strong ties were equally important in providing emotional support and motivation. 

However, in the absence of strong ties, weak ties helped newly arrived immigrants stay 

determined to persevere while overcoming their foreign status. Therefore, immigrants 

systematically gathered more information through both strong and weak ties. This finding 

is in contrast to previous research that states that due to high confidence in their own 

knowledge, experienced entrepreneurs seek less information (Cooper et al., 1995). Instead, 

it is more in line with prior research that claims that while experience teaches 

entrepreneurs how to offer a befitting product or service to satisfy the needs of target 

consumers, they still seek more information to enhance their knowledge and improve their 

business idea (Marvel, 2013, Cooper et al., 1995). Hence, it is seen that both weak and 

strong ties are valuable sources of the latest information, especially regarding the host 

country. Strong ties consisting of friends and family members, including partners who are 

from the host country or have a professional background that is in line with the business 

idea, play a vital role in creating awareness among the immigrants of important issues that 

influence the nature of their business idea. They shared their knowledge, expertise and 

social ties, all of which assisted in overcoming uncertainty about the desirability and 

feasibility of the business idea as well as realizing its strengths and weaknesses.  
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Prior research has claimed that entrepreneurs need different social ties at different 

stages to reach their goals, for example strong ties are more important at the beginning for 

a safer environment to discuss ideas, whereas during planning, entrepreneurs make more 

effort to open up to weak social ties for more specific knowledge that is not accessible 

through strong ties (Tocher et al., 2015, Greve and Salaff, 2003, Kremel et al., 2014, 

Davidsson and Honig, 2003).  

However, the results of this study show in contrast that there was not a specific stage 

of opportunity development when either of the two social ties was more or less relevant, 

hence both strong and weak ties are equally important for recognition and evaluation of 

business ideas. For instance, at the beginning first-generation highly educated and skilled 

immigrants who developed entrepreneurial opportunities in knowledge-intensive sectors, 

relied on weak ties as a source of information to navigate the Swedish society, and 

overcome their insecurity of feeling like an outsider, while also relying on family and 

friends for the same purpose. The results confirm that encouragement from both ties 

significantly impacts opportunity development.  

In cases where strong ties restricted the immigrant entrepreneurs, they turned to weak 

ties to expand their knowledge to recognize and evaluate business ideas. Similarly, where 

weak ties were lacking, e.g., in providing crucial emotional support, their strong ties played 

an important role in motivating them. Weak ties systematically gave access to knowledge 

through a panel of experts, mentors and one-on-one interactions with potential clients that 

helped them establish themselves in the host country and its startup ecosystem to gain 

access to institutional resources. On the other hand, strong ties also assisted in a more 

informal way, providing a place of comfort and trust for the immigrants. Overall, both ties 

provided emotional and practical support and knowledge which led to increased self-

efficacy i.e., confidence in their own capabilities and evaluation of the feasibility, 

credibility and legitimacy of their business ideas that helped overcome any fears or 

repercussions about the business idea during its evaluation in order to pursue opportunity 

development. Due to social ties, they could make informed assessments of the business 

idea, make educated investments and suitable adjustments.  

Similarly, both social ties bridge social distances, and knowledge also flows through 

both. It is not only strong ties consisting of family and friends or only weak ties that help 

an individual acquire knowledge from more distant sources. (Granovetter, 1973, Ruef, 

2002, Greve and Salaff, 2003). For instance, immigrants relied on family and friends to 

connect with people back in their home country, whether it was to connect with skilled 

people, clients, vendors or suppliers. Similarly, they were also connected to a larger pool of 

professional social ties by family members who had relevant professional backgrounds. 

This gave them access to many resources, even if distant. Therefore, the findings show that 

immigrant entrepreneurs sought out divergent learning through both weak and strong ties 

to recognize business ideas, but at the same time they also preferred convergent learning 

i.e., they liked to restrict the social ties they systematically approached for information for 

recognition and evaluation of business ideas. Therefore, they consciously built social ties 

whether among friends or family they had decided to approach or involve in business 

matters, or they utilized startup events, incubators and co-working spaces, and furthermore 

overcame any deficit of these platforms through social networking websites. This helped 

the immigrants avoid an overload of confusing information and advice. 
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Therefore unlike prior research that gives credit to divergent learning for diverse 

knowledge that helps in the generation of original ideas, while convergent learning is 

useful during evaluation to retain focus (Gielnik et al., 2012, Corbett, 2005), in contrast 

first-generation highly educated and skilled immigrant entrepreneurs in knowledge-

intensive sectors, opened up their social ties to diverge their sources of information. 

However, from within the combination of weak and strong ties, they systematically 

collected information in a convergent manner. They were more interested in opening up 

their social ties instead of staying stuck in a bubble with a limited perspective. While prior 

research claims that strong ties increase the chances of opting for entrepreneurship, 

whereas weak ties may not provide the courage to pursue those opportunities (Davidsson 

and Honig, 2003, Puhakka, 2006).  

This is not true for the informants in this study for whom a combination of both weak 

and strong ties provided support, motivation and encouragement to the immigrants to 

pursue opportunity development. For instance, when it comes to role of family, the results 

show a mixed opinion on their role. Family did not frustrate opportunity development like 

people belonging to the same country of origin did. However, still the immigrants mostly 

avoided involving family directly in business matters as it posed a risk of losing control 

over the business and ruining important relationships. They did not feel obliged or 

pressurized to include or be fully dependent on family for support. Therefore, the role of 

strong ties was not limited as it was for immigrant entrepreneurs serving the traditional 

sector. Rather than stifling growth, strong ties consisting of both friends and family opened 

doors for first-generation highly educated and skilled immigrants in the knowledge-

intensive sector. For example, even though family was not directly involved in business 

matters, entrepreneurial parents played a vital role. Parents generally had taught good 

values of giving back to society, or the entrepreneur’s partner was informative, gave 

encouragement to start the business and often his or her workplace became an initial source 

of inspiration for the business idea. Similarly, friends were informal social ties that were 

easier to rely upon during both initial stressful and financial constraining times of 

recognition as well as evaluation. Strong ties consisting of friends and family played an 

important role; however, communities of people who belonged to the same country of 

origin were not included in the strong ties that were useful for first-generation highly 

educated and skilled immigrant entrepreneurs in knowledge-intensive sectors. Instead, they 

limited their growth potential, keeping them stuck in a bubble, due to which the 

immigrants ultimately avoided contact with such communities. In fact, they never intended 

to seek help from them, and instead were keener to meet different ethnicities, to learn more 

about their host country and gain different perspectives.  

The results also show that certain weak ties in the long term, can turn into strong ties 

of friendships. For example, social ties from previous workplaces such as ex-colleagues 

and clients became lifelong friends, or at times business partners and advisors who the 

immigrants could approach informally at any time for assistance. This confirms previous 

research studies on how weak ties can turn into business partnerships, provide 

opportunities for employment, be potential future consumers and so much more (De 

Carolis et al., 2006, Fatoki, 2013). Therefore, immigrant entrepreneurs in knowledge-

intensive sectors benefited from the information withheld by multiple actors, which 

contributed to their additional knowledge to assess the credibility, feasibility and 

legitimacy of their business idea. This makes social ties important during the evaluation of 

business ideas. Similarly, recognition of business ideas is influenced due to the immigrants 

engaging systematically with different social ties to acquire information for reflection and 

interpretation.  
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Hence, opportunity development is a systematic learning process for first-generation 

highly educated and skilled immigrant entrepreneurs as they reflect on and interpret 

different sources of information gathered from various actors to shape their business ideas 

into more refined and innovative versions. It is clear that opportunity development is 

influenced by weak and strong social ties and hence the process is socially constructed, in 

line with the definition of a socially constructed opportunity (Dimov, 2007a, Dimov, 

2007b, Vogel, 2017, Ardichvili et al., 2003, Shepherd and DeTienne, 2005, Corner and Ho, 

2010, Edelman and Yli–Renko, 2010, Mole and Mole, 2010, Sarason et al., 2006).  

 

10.1.2. Some disappointments and their alternatives 

 

However, the findings show that a marginal number of first-generation highly 

educated and skilled immigrant entrepreneurs in knowledge-intensive sectors felt frustrated 

with the weak ties they approached. They felt like prey to the false and unrealistic 

marketed image of startup events, that in reality failed to meet their expectations since they 

were either unstructured, inefficient, impractical, confusing, too expensive, or did not cater 

to non-EU members.  

Immigrants hoped that they could get more customized guidance and that made them 

feel more included and made weak ties more efficient in opportunity development. As an 

alternative solution they found social networking websites, which served as means of 

connecting to a wider global pool of weak ties in a more convenient manner. Through 

social networking websites they carried out focused research to find business partners, 

clients and more affordable skilled people from among a pool of talent from across the 

globe that was more cost-efficient and independent. Therefore, educated and skilled 

immigrant entrepreneurs in knowledge-intensive sectors did not let any discrepancies hold 

them back from developing their business ideas into opportunities. However, despite some 

informants pointing out the negative aspects of weak ties, this was in parallel met with 

their advantages which outnumbered the disappointments. Furthermore, the inefficiency 

within weak ties was not prevalent across all platforms where they were found and the 

negative experiences varied among informants. For instance, if an informant experienced 

dissatisfaction and lack of structure with startup events, on the other hand an incubator 

membership benefited them. Whereas others who were not in favor of paying expensive 

membership fees for incubators or co-working spaces preferred to actively participate in 

events to learn and expand their knowledge or still gained immensely through the guidance 

of a business coach.  

10.1.3. Existing knowledge and knowledge which is systematically 

learned 

 

According to Greve (2006), it is of the utmost importance to possess human capital for 

social ties to exist. Similarly, in this study for immigrant entrepreneurs, social ties have a 

stronger impact when paired with their high human capital which here refers to the 

knowledge they possess from past work experiences and education as well as what they 

learn through their social ties. For instance, informants were confident in approaching 

weak ties due to their high level of education and prior work experience through which 

they had enough exposure to not shy away from the startup community. In fact, not only 

were they strategic in who they approached and invested time in, but they were also aware 

of their expectations from weak ties. Therefore, when their expectations were not met, they 

opted for alternative solutions, and this awareness came with exposure due to work 

experience and higher education.  
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However, it was not only the knowledge, but also the social ties from past work 

experiences that play an important role in opportunity development as both complemented 

one another. The results show that even for immigrant entrepreneurs who do not want to 

set up businesses in traditional sectors, their strong ties coupled with their high human 

capital serve as prospective resources of financial, moral and emotional support, as well as 

for business advice as stated by prior research (In-Jin, 1995, Tocher et al., 2015, Minto-

Coy, 2019, Guercini et al., 2017a, Marger, 2001a, Marger, 2001b); however, for this study, 

these strong ties exclude the community of people from the same country of origin and 

instead comprise friends and family, including partners.  

 

Therefore, while prior research emphasizes the importance of social ties during the 

stages of contemplation and objectification of business ideas, competence is considered to 

come in handy at the stage of launching the business (Tocher et al., 2015), but in this 

research competence i.e., knowledge as well as social ties gained from prior work 

experience and education, was as important for the recognition and the evaluation of 

business ideas. For example, ex-colleagues and clients from past workplaces were valuable 

resources, gave the immigrants inspiration and confidence, and were promising future 

business partners and clients themselves. It is not only what the immigrant entrepreneurs 

learn systematically through weak and strong social ties that is counted as knowledge, but 

also the skills and knowledge they gain from prior work experiences and higher education. 

All these factors influence how they evaluate the legitimacy of the business idea during its 

recognition and help them gain confidence in their own capabilities.  

 

In other words, prior research says the same, that the development of opportunities is 

not only dependent on the possession of existing knowledge gained from personal 

circumstances, and experiences but also on how it is processed over a period of time (Goss 

and Sadler‐Smith, 2018, Ucbasaran et al., 2008b, Bhave, 1994b, Bhave, 1994a). Similarly, 

while existing specialized knowledge from past work experience and education was 

important, it was complemented by knowledge gained through social ties. Furthermore, the 

prior workplace was a source of important weak ties, some of which with time turned into 

strong ties, such as ex-colleagues turning into business partners, or long-lasting friends. 

 

Therefore, similar to prior research that states that knowledge resources assist 

entrepreneurs in their opportunity development (Casson and Wadeson, 2007, Zahra, 2008, 

Maine et al., 2015b, Bhave, 1994b, Bhave, 1994a, Shane, 2000a, Prandelli et al., 2016, 

Shane and Venkataraman, 2000a) immigrant entrepreneurs in knowledge-intensive sectors, 

also utilize knowledge gained from prior work, education and social ties in the recognition 

and evaluation of business ideas, contrary to prior studies that claim it comes in handy only 

at the stage of exploitation. All these sources taught the immigrant entrepreneurs to be 

analytical about societal issues and become keen observers to understand the feasibility 

and legitimacy of the business idea, while giving them credibility due to the skills they 

learned. They earned specialized knowledge from higher education that often introduced 

them to the problem around which their business idea was based, and the skills learned 

increased the self-efficacy among the informants as they gained more confidence in their 

capabilities.  
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10.2. Contribution 

 

This study fills the gap between opportunity development and immigrant 

entrepreneurship literature and contributes to these two research streams in the following 

ways. Firstly, by showing how opportunities stem from business ideas that are recognized 

and evaluated based on factors that include social ties, prior work experience, and 

education of the immigrant entrepreneur who is highly educated and skilled. There is much 

criticism and ambiguity around the origin of entrepreneurial opportunities; however, this 

research argues there is not enough justification to dismiss the concept. I argue for a 

consolidated view of opportunity creation and discovery, calling it ‘opportunity 

development’ and hence show that theoretically both views are important when studying 

the phenomenon in entrepreneurship research, and both contribute toward the contextual 

factors that are selected to study opportunity development. I narrow down the focus on 

recognition and evaluation of business idea during opportunity development by first-

generation highly educated and skilled immigrant entrepreneurs in knowledge-intensive 

sectors. In this way I contribute to studies that argue for a combination of both views, 

rather than arguing for one or eradicating the importance of the concept altogether, as 

stated by (Sarason et al., 2006, Shane, 2012b, Hansen et al., 2016, Corner and Ho, 2010, 

Alvarez and Barney, 2007a, Zahra, 2008, Tocher et al., 2015, Ardichvili et al., 2003).  

 

Secondly this research answers calls by researchers such as Petterson and Herberg, 

(2013) and Lin (2012) for more research that challenges the disadvantaged view on 

immigrant entrepreneurs and reassesses it in an urban context. Prior studies on immigrant 

entrepreneurs largely focus on disadvantaged immigrants who are pushed into 

entrepreneurship in low margin and highly competitive traditional sectors. In order to 

address the deficit in studies that challenge this view, this research is conducted on first-

generation highly educated and skilled immigrant entrepreneurs in knowledge-intensive 

sectors that are based in the capital of Sweden and are among the underrepresented group 

of immigrants who are seen as engines of the economy instead of a burden. For example, 

most research on social ties within immigrant entrepreneurship literature is on 

disadvantaged immigrants and their strong ties that are based in the host country but 

belong to the same country of origin. Similarly, studies on prior work and education are on 

immigrants who struggle with getting the credentials of their education recognized in the 

host country, or who suffer from negative experiences in the labor market.  

 

This research firstly studies the role of social ties for immigrants who are not 

disadvantaged and secondly it includes both strong ties which include family and friends as 

well as weak ties which include startup events, incubators and co-working spaces. By 

including these platforms where weak ties are found, this study answers the call for 

research to study how the wider support community such as incubators and small business 

development centers helps highly skilled and intelligent entrepreneurs (Tocher et al., 2015) 

and the contribution is towards highly educated and skilled immigrant entrepreneurs. 

Furthermore, most prior studies on social ties are in the general field of entrepreneurship 

and show their impact on exploitation of successful business ventures (De Carolis and 

Saparito, 2006, Thai et al., 2013, Guercini et al., 2017a), whereas very few studies show 

their role in other stages of opportunity development. This research contributes to 

resolving this deficit by focusing on recognition and evaluation of business ideas during 

opportunity development, more specifically within immigrant entrepreneurship.  
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Thirdly, little evidence exists on how individuals wishing to start new businesses can 

make use of their knowledge or expertise (Marvel, 2013). While prior research has 

established the significance of knowledge, experience and business social ties, it is 

however still unable to clarify the link between them and their influence on opportunity 

development (Davidsson and Honig, 2003, Corner and Ho, 2010). Furthermore, not only is 

there a lack of studies that address their impact on opportunity development (Thai et al., 

2013, Guercini et al., 2017b) but there is a dearth of research on the different sources of 

knowledge for opportunity development, especially in the context of first-generation 

highly educated and skilled immigrant entrepreneurs in knowledge-intensive sectors, 

specifically during the recognition and evaluation of business ideas, since most prior 

research focuses on exploitation of opportunities (Arentz et al., 2013) or only opportunity 

recognition (Ko and Butler, 2006). Therefore, by using the concept of the systematic 

search, which is used to portray how immigrants collect information (Marvel, 2013, Patel 

and Fiet, 2009, George et al., 2016) a third contribution is made, as this study shows the 

relationship between pre-existing sources of knowledge i.e., prior work experience and 

education as well as new knowledge gained through a systematic search with the help of 

social ties. It shows how social ties are a source of new knowledge, just as prior work 

experience and education are also a source of social ties.  

 

Fourthly, a contribution is made to literature on opportunity development for highly 

educated and skilled immigrant entrepreneurs in knowledge-intensive sectors by 

integrating the concepts of self-efficacy, credibility, feasibility and legitimacy and showing 

how these are enhanced or confirmed during the recognition and evaluation stages of 

opportunity development for both the immigrants and their ideas. This contribution brings 

in these important concepts from general literature on opportunities within 

entrepreneurship, but studies them in the context of immigrants, hence bringing in a new 

perspective. Lastly, IPA studies are relatively recent and only picked up pace around 2008. 

Nearly a quarter of the research has been conducted to study and understand illness 

experiences i.e., health research, and published within qualitative psychology in the UK. 

The bulk of the research is from English-speaking countries and it was not until 2002 that 

the first publication from outside the UK appeared (Smith, 2011). Hence, this research 

contributes to the IPA methodology by using it within a qualitative study done on 

opportunity development by immigrant entrepreneurs in knowledge-intensive sectors based 

in Sweden.  

 

10.3. Practical implications 

In addition to theoretical contributions the present findings also have potential 

practical implications. The results concerning the influence of social ties, prior work 

experience and education on immigrants who are willing to develop opportunities in 

knowledge-intensive sectors can help drive this agenda forward to drive the economy of 

the host country. For example, research by Kazlou and Urban (2023) points out how 

immigrant students are more prone to start a business in the ICT sector rather than 

immigrants who were given residence permits especially to drive entrepreneurship within 

that area. This shows the importance of immigrants who arrive in Sweden for higher 

education and who can be targeted by policy makers to introduce programs that are 

specially geared toward driving entrepreneurship in this group of immigrants.  
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Similarly, knowledge about the negative aspects of startup events, incubators and co-

working spaces is vital for all such platforms based in larger cities across Sweden. These 

spaces can be made more inclusive to provide better services that cater to the needs of first-

generation immigrants aspiring to develop opportunities in knowledge-intensive sectors. 

By doing so, this will not only attract more immigrant entrepreneurs but will also make 

sure that they do not quit. Other than large cities, smaller municipalities and rural areas in 

Sweden can utilize information on startup events, incubators and co-working spaces to 

introduce similar platforms, to promote immigrant entrepreneurship in knowledge-

intensive sectors instead of labor-intensive sectors that do not drive the economy of these 

regions. This in turn will provide immense support to immigrants who are settled in 

relatively remote areas around Sweden and are not aware of their own potential due to a 

lack of resources. It will also boost the number of innovative start-ups by immigrants 

irrespective of their location without requiring them to move to urban areas. Furthermore, 

based on the role of social networking websites, digital incubators can also be introduced 

to provide remote advice and reach a larger group of immigrants across the host country 

rather than only those that reside in urban cities. Development of an environment that is 

conducive to high growth and high technology ventures is the topmost priority and strategy 

of most policy makers as they attempt to promote economic growth and job creation 

(Cooper and Park, 2008). Hence, even though the findings are based on data collected in 

Sweden, the results and implications can be generalized to other countries with similar 

contexts, i.e., small open economies in Europe that went through a similar refugee crisis as 

Sweden, or that have a large share of immigrants. These countries can utilize the results of 

this study in order to work toward better economies by boosting immigrant 

entrepreneurship in knowledge-intensive sectors. 

 

10.4. Directions for future research 

Future research could mitigate the weaknesses in the current study by using a 

quantitative study to collect measurable data on the number of companies started and the 

type of opportunities recognized. Alternatively, such future research could collect 

interviews with friends and family as well as weak ties to cross-validate the experiences of 

the immigrants. It could also take into account cognitive factors and their influence in 

opportunity development by immigrant entrepreneurship. Similarly, concepts of self-

efficacy and its role in the alertness of an immigrant entrepreneur towards business ideas, 

or how credibility and legitimacy are established during the recognition and evaluation of 

business ideas should be elaborated and explored more within immigrant entrepreneurship. 

Furthermore, research could look into motivation to develop sustainable business ideas 

among first-generation immigrants, and how the political landscape and government 

policies on immigration affect the motivation among highly educated and skilled 

immigrant entrepreneurs to develop innovative opportunities in knowledge-intensive 

sectors, taking into consideration the perceived pros and cons of entrepreneurship.  
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Appendix: 

Figure 1: Semi-structured interview schedule/guide 

 

Theme 1: Background  
1. For how many years have you been in Sweden?  

2. Where are you originally from?  

3. Why Sweden?  

4. What is your education? Where did you receive it from? 

5. Are you fluent in the Swedish language?  

 

Theme 2: Collaboration  

 

1. Did you initially have any business contacts in Sweden when you arrived?  

2. If YES: How did these relationships help you?  

3. If NO: How did you build your network? What were the first steps you took to get out 

              there? 

4. Are you part of any co-working spaces or incubators? 

5. How does a co-working space/incubator help you?  

6. How long have you been a member here?  

7. Do you feel these relationships help you in building your consumer network?  

8. Have you become a business partner with any of the other members?  

9. Have you met external business partners through this platform?  

10. In your view how do these relationships help you learn while interacting with one        

              another?  

11. How would things be different if you had not been part of this platform?  

12. Have you ever hired anyone from the contacts you have made here?  

 

Theme 3: Family/friends: 

 
1. What is the role of your family or friends? 

2. Do you have family in Sweden? 

3. Are they involved in the business? 

4. Are any of your family members doing business? 

5. Are you in touch with the any community that you share with people from your  

             country of origin? What role do they play? How has your experience been with them? 

 

Theme 4: Education/prior work: 

 
1. What is your education? 

2. Do you see any connection between your work and business?  

3. How has past work influenced your business? 

 

Theme 5: Type of business  
1. Is this your first business?  

2. How old is your business/entrepreneurial venture?  

3. What is the business about?  

4. What inspired you to start a business in this sector?  

5. How has the journey been so far as an entrepreneur in Sweden?  
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Theme 6: Familiarity: 
1. Were you familiar with the Swedish market in the beginning?  

2. How did you learn?  

3. How did you become aware of the market competition for your business?  

 

Termination plan:  
1. Rounded off with supplementary questions.  

2. Informed the interviewees about what will happen next. 

3. Answered any questions they had. 

4. Thanked the participant for his or her effort and time. 

5. Asked if I could have another interview.  

6. Made a brief summary of the interview (made notes). 

7. Told them if they needed a copy of the results, they could ask me. (No one has as yet  
contacted me to follow up on my research).  
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Figure 2: Compilation of primary codes on transcripts 
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Figure 3: Code book (file of transcript extracts) 
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Figure 4: Compilation of primary codes with page numbers: 
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