
APPENDICES 
Appendix A1: Stages of Data Collection and Analysis 

Stage of Research Purpose 

Stage 1: Interviews with owner-managers of 12 micro-enterprises. 
 

To identify enterprises with potential dynamic capabilities. 
Enterprises that had undertaken several similar functional 
developments over time that were strategically and economically 
important to the firm were deemed to have potential dynamic 
capabilities. These criteria satisfied two of the three identifiable 
characteristics of dynamic capabilities: that they have a specific 
change-oriented purpose that is strategically and economically 
important to the firm, and that they underpin repeatable change.   

Stage 2: Directed content analysis to identify firms with potential 
dynamic capabilities. 
 

Stage 3: Merchandising Ent, IT Ent and Media Ent selected for further 
research. 
 

Stage 4: Qualitative shadowing (3 Days in Merchandising Ent and 2 Days 
in IT Ent).  

To understand the operations of the enterprise and the context in 
which the potential dynamic capability was based. 
 

Stage 5: Life story interviews with individuals in Merchandising Ent, IT 
Ent, and Media Ent and a follow up interview with the Owner-Manager 
of Merchandising Ent. 
 

To gain further insights into the micro-foundations of the capability 
and to investigate the praxis involved in the enactment of the 
capability. Understanding the praxis helped understand how the 
capabilities were enacted and illuminated whether common practices 
were evident across different enactments of the capability. This 
helped assess whether the third identifying characteristic of dynamic 
capabilities was evident: that the capabilities are routine to some 
degree. All three dynamic capabilities satisfied this third 
characteristic.   

Stage 6: Narrative analysis of all interviews undertaken in Merchandising 
Ent, IT Ent and Media Ent. The analysis procedure used involved 1 extra 
face-to-face interview with the Owner-Manager of Merchandising Ent 
and 1 extra face-to-face interview with the Owner-Manager of Media 
Ent. 
 

 
 
 
 
 
 



Appendix A2: Illustrative Interview Extracts to Support Research Findings 

IT Ent 

Owner-Manager 
and Technical 
Director 
Dominance in 
Sensing, Seizing 
and Transforming 

‘I’m the one who will sort of like make the decisions or let it flow but (Technical Director) is the one who’s coming up with the 
exciting ideas - that’s why we’re into the (Managed Service Provider), that’s why we’re into the cloud, that’s why we’re doing 
DRs, you know, disaster recovery situation.’ (IT Ent Owner-Manager) 
 
‘I put it down to (Technical Director’s) vision of where we should, where technology’s going, because he’s keeping up with this 
and he can see its going down this path and this is where it’s going to end up and develop needs to be put in, to me looking 
back and saying, “Right but how do we do this? How can we do this? You know what’s the right method as a company?”’ (IT Ent 
Owner-Manager) 

Owner-Manager 
and Technical 
Director 
Involvement in 
Day-to-Day 
Operations 
Limiting Time 
Available for 
Sensing, Seizing 
and Transforming 

‘We’re not big enough that I can just be a visionary, you know, or the steerer, I’ve got to do the day-to-day work. I have to do it. 
The company’s not big enough that I can pull myself out of it full time.’ (IT Ent Owner-Manager) 
 
‘What’s happened in the past is we talked and looked at how we would develop, where’s technology leading, where’s it going, 
and seeing if our company can follow that and fit within it...the clients need to move with technology and we need to move 
them with it...but you have to be specific with the right sort of client. It doesn’t suit everybody and if you can’t take the time to 
understand the technology properly you either just go in and say, “Oh everybody should do it.” Or you go in and say, “Well, 
nobody should.” So, you’ve got to understand the technology properly. To do that you’ve got to have the time.’ (IT Ent Owner-
Manager) 

Operational 
Involvement/ 
Customer 
Proximity 
Enabling Seizing 
of Opportunities 

‘Well, we take the disaster recovery, I mean basically we had a client who had the need…we know about disaster recovery 
because we do backups and we know we can do it and we had a third party who could do it. The client had this need and so 
what we said is, “Well, how much is it going to cost us to implement it ourselves, what’s our return on it, so what’s our payback 
period?’ (IT Ent Owner-Manager) 
 
‘(Technical Director) will come up with this is where the technology’s going to go and (will) sort of like lead that so, you know, 
he’ll then start to develop (it) in my mind. I’ve got to see the need in the client, so I won’t move until I see a need with a client 
because of the costs. Unfortunately, this game is very, very expensive.’ (IT Ent Owner-Manager) 

Merchandising Ent 



Owner-Manager 
Dominance in 
Sensing and 
Seizing  

‘Only I would know where to start and finish, how to put things together and move them forward, initially.’ (Merchandising Ent 
Owner-Manager) 
 
‘When [the niche marketing for different products was] initially developed, no, their influence was, as part of the initial 
development, was modest, you know, the ideas were put by them but to be fair they were concepts that the staff we have at 
the moment had very little knowledge or experience of, so they were more trying to take it in and understand it rather than 
influence and direct it.’ (Merchandising Ent Owner-Manager) 

Owner-Manager 
Involvement in 
Day-to-Day 
Operations 
Limiting Time 
Available for 
Sensing and 
Seizing  

‘The other members of the team that we do have on board are very good dealing with customers and looking after the enquiries 
as they come in, so it seemed more of, not my role to a degree, being more useful in stimulating more enquiries for them. 
Problem is I do tend to get dragged into too many customer things as well.’ (Merchandising Ent Owner-Manager) 
 
‘You just try and squeeze in what you can when you can. You do start to make some critical time decisions, I mean, you do start 
to delegate certain things that you can delegate, try and pass on tasks to other people. I mean if any straightforward orders are 
coming through then you’d try not to get involved in dealing with them yourself, pass them on to somebody else to process 
and see through, but again even that can be challenging with people being part-time, people going off sick, and sometimes you 
just have to do it yourself.’ (Merchandising Ent Owner-Manager) 

Self-Damaging 
Dynamic 
Managerial 
Capabilities 

‘I think we were so busy managing the day-to-day growth of the (loop fobs), which was in itself quite a revolution. So we went 
from nowhere to number one in the search rankings within six months and that created a lot of enquiries and put a lot of time 
pressures on again, just processing orders and doing things and it probably took us too long to realise what we were on to and 
then when we went and commissioned the (customised pencils) and the (mouse mat) sites probably eighteen months to two 
years later…it was to try and build again because if you like the (loop fobs) had perhaps plateaued a little bit in some senses 
we’d almost missed the boat.’ (Merchandising Ent Owner-Manager) 

Media Ent 

Owner-Manager 
Dominance in 
Sensing, Seizing 
and Transforming 

‘If I offered the service I felt that there was an opportunity there...the opportunities fall to everyone but it’s how or where you 
are, and have you got the ability to then capitalise on it or make something happen. I’m a doer. I’m a maker. You know, I don’t 
leave things to chance. I don’t leave things at all. If I want something I’ll go and get it. If I see an opportunity, I’ll take it. You 
don’t need to offer it twice. So, because of me and the way I am, I guess that’s why things keep on happening.’ (Media Ent 
Owner-Manager) 
 



‘There’s so many, you know, services we’ve got but I think I’ve got the skill and I’ve got the knowledge and the experience in all 
those different areas to be able to do that and offer it. I don’t think I would have done otherwise, you know, it’s a lot.’ (Media 
Ent Owner-Manager) 

Operational 
Involvement/ 
Customer 
Proximity 
Enabling Sensing, 
Seizing and 
Transforming 

‘I initially did it because a friend of mine, it was a friend of a friend, she was a promoter for a nightclub (and) they were in 
desperate need of a photographer...before you know it I saw an, cause they said, “We want to do some promotional films and 
we (will) get so and so.” I said, “No, you don’t need to, I can do that for you.” And I made them an offer, I said, “Look, you 
know, if you give me X amount of money every week, then every week I’ll do pictures and I’ll do photos.” And it’s built on from 
there really.’ (Media Ent Owner-Manager) 
 
‘Something new, it’s been about a month or so now, just over a month, it’s all stemmed from the (nightlife filmmaking and 
photography work). One of the, I think, owners of the nightclub, they’re also owners of a new hotel which has just been 
built…now every (FOOTBALL TEAM) home game they open it up to the public as a pub environment...they came to me for 
doing some promotional videos. I looked saw an opportunity to add photography and I, again, I did that.’ (Media Ent Owner-
Manager) 



 


