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Management Summary 

Compared to larger firms, SME’s typically experience disadvantages in accessing 
funding, appropriate skills and innovation assets (OECD, 2019). Nonetheless, receiving 
access to appropriate sources of finance across all stages is critical for SME’s to start, 
innovate and grow. Entrepreneurs in innovative SME’s consult consultancy firms in 
their quest for growth resources. Fortunately, angel investors contribute in bringing 
innovation to the economy by investing in ventures long before other types of investors 
would take interest (Tenca et al., 2018). Interest in angel investors has grown rapidly 
due to the important role they play in facilitating the growth in innovative SME’s. 
However, past research on angel investor characteristics is limited by their scope and 
primarily focused on tangible characteristics, without including more intangible 
aspects. At the same time, leading consulting companies are obtaining competitive 
advantage through using Artificial Intelligence in improving their predictions 
(Brynjolfsson & McAfee, 2017; Ransbotham et al., 2017). Even though AI is transforming 
many businesses, there is a great gap between AI ambitions and execution in most 
companies (Ransbotham et al., 2017).  

This research is conducted at ScaleUp Capital, which is a business-to-business (B2B) 
consultancy & services company that advises innovative SME’s in scaling and funding 
their venture. On the one hand, the consultants support innovative SME’s in developing 
a strategic roadmap and providing means to guide them to sustainable growth. On the 
other hand, they maintains a network of informal investors and investment funds in 
order to provide funding services needed for the growth of innovative SME’s. 

This study uses an exploratory and in-depth approach with a cross-case analysis to 
answer the following research questions; (1) Which variables are relevant in predicting 
successful matches between angel investors and entrepreneurs in innovative SME’s?, (2) 
What are the needs of angel investors, entrepreneurs in innovative SME’s,  and 
intermediary consultants related to predicting successful matches? (3) How can the 
relevant variables and the needs of angel investors, of entrepreneurs in innovative SME’s, 
and intermediary consultant in predicting successful collaborations between them be 
integrated into a preliminary design of a mutual matching system? 

The explorative nature of the study originates from the limited scope of previous 
research, neglecting characteristics and/or perspectives from either the angel investor 
or the entrepreneur, and the new context in which a mutual matching system can be 
used. After the exploratory approach, the in-depth analysis provides a deeper 
understanding of the first findings. Qualitative interviews were conducted to answer 
the first research question and to identify the needs of both parties related to predicting 
successful matches between them. The first steps of the multi-grounded theory 
approach are used for the analysis of the qualitative interviews, existing of three basic 
types of coding; open, axial, and selective (Corbin and Strauss, 1990). Theoretical 
matching is one of the three types of explicit grounding processes which compares the 
evolving theory and its categories to other established theories (Goldkuhl and 
Cronholm, 2003). At this point, the analysis moves from an inductive to a deductive 
approach. Expert research, in the form of a brainstorm, was used to compare if the 
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perspectives of the consultants correspond with the perspectives of the angel investors 
and entrepreneurs. Furthermore, document research was conducted to get familiar with 
the case context and to use the data in the analysis for extracting the needs of 
consultants.  

In total, six relevant core variables were identified with overall thirty observed sub-
variables and twenty observed dimensions. The six relevant core variables are 
Competences, Personality, Engagement, Background & Experience, Motives and 
Interests. For the variables Competences the dimensions defining Soft skills and Hard 
skills are observed. . The main need found for both angel investors and entrepreneurs 
in innovative SME’s is expectation management. The findings imply that, on the one 
hand, the angel investors want to receive insights on the strengths, weaknesses, and 
needs from the entrepreneur to be able to understand how he or she can add value in 
the collaboration. On the other hand, the entrepreneur wants to receive insights on the 
value angel investors can add to fulfill their needs. The main need found of the 
consultants is to enhance their competitive advantage by saving time, through 
decreasing the amount of meetings between angel investors and entrepreneurs, while 
enhancing the learning trajectory of both as well.  

The results on the relevant variables and identified needs are integrated into a 
preliminary design of a matching system. The preliminary design exist of two 
components. First, the preliminary design of the profile’s structure and specific 
functions. Second, the plan towards a final design and the opportunities of the matching 
system’s final design for consultants. Besides the inclusion of context relevant variables, 
what differentiates the preliminary design from other matching systems is the 
integration of trade-offs. The in-depth analysis of angel investor’s needs shows that 
experienced angel investors have similar interest, but differentiate from each other by 
the trade-offs they make.  

This study contributes to both theory and practice by identifying and studying the 
relative importance of relevant variables in predicting successful matches between angel 
investors and entrepreneurs in innovative SME’s. The finding that the majority of 
identified relevant variables exists of intangible characteristics supports the call of 
Tenca, Croce and Ughetto (2018) for more research on intangible characteristics. 
Moreover, it suggests that intangible characteristics play a greater role, compared to 
tangible characteristics, when shaping a successful match between angel investors and 
entrepreneurs. Since the application of matching systems in this area is new, this study 
identifies the needs of all parties involved in the specific context of predicting successful 
matches between angel investors and entrepreneurs in innovative SME’s. The 
preliminary design of the matching system provides insights in how all the results in 
this study can be integrated into a system.  

The main limitations of the study is whether the use of frequency and representation is 
suitable enough to determine relevancy, and whether it is not affected by subjectivity of 
the researcher and interviewees. However, the in-depth analysis and triangulation of 
the data is used to reduce the limitations. Future research can re-assess the relevancy 
and set of (sub-)variables to optimize the matching system,  using historical data. 
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1. Introduction 

A great amount of literature has been devoted to the importance of SME’s for the 
economy, their growth process and the corresponding needs and barriers. Compared to 
larger firms, SME’s typically experience disadvantages in accessing funding, appropriate 
skills and innovation assets (OECD, 2019). Nevertheless, receiving access to appropriate 
sources of finance across all stages is critical for SME’s to start, innovate and grow. While 
start-ups are faced with the challenging funding gap at seed and early stage, scale-up 
face challenging equity gaps in later stages as well (Aernoudt, 2017). 

Angel investors contribute in bringing innovation to the economy by investing in 
ventures long before other types of investors would take interest (Tenca et al., 2018). 
Interest in angel investors has grown rapidly due to the important role they play in 
facilitating the growth of new ventures. Besides being a source of funding, they add 
value through becoming an active member in the management team and providing 
significant advice. However, angel investors reject most of the investment opportunities 
they receive (Mason et al., 2017). Studies in the UK and Canada found that only 30% of 
the funding proposals survive the initial screening process and overall less than 3% 
eventually attracted funding (Mason and Harrison, 2015). These low success rates were 
followed by a call for more research on how angel investors arrive at their investment 
decisions. Literature has listed numerous factors that angel investors consider before 
arriving at an investment decisions (Maxwell, 2011).  However, the importance that angel 
investors give to the various investment criteria differs per investor (Mason et al., 2010). 

The uncertainty concerning the expected outcomes and lack of present operating 
results in innovative SME’s make the access to external funding very difficult (Gualandri 
and Venturelli, 2008). Entrepreneurs reach out to intermediary consultants to improve 
the funding process. Consulting firms contribute to the reduction of the client’s 
uncertainty through knowledge management (Obeidat et. al., 2016). In this context, 
intermediary consultants identify the best practices, use their experience and provide 
needed information and knowledge to connect entrepreneurs to potentially interesting 
investors (Tomás, 2008). 

At the same time, leading consulting companies are obtaining competitive advantage 
through using Artificial Intelligence in improving their predictions (Brynjolfsson & 
McAfee, 2017; Ransbotham et al., 2017). Predictive modeling through data analysis in 
one of the most lucrative applications of Artificial Intelligence (Matthews, 2019). Even 
though AI is transforming many businesses, there is a great gap between AI ambitions 
and execution in most companies (Ransbotham et al., 2017). 

According to Data Scientist Rico Meinl (2020), recommendation systems are the most 
valuable application of Machine Learning, a subset of Artificial Intelligence. Traditional 
recommendation systems match items to people with the goal to predict the user’s 
opinion towards passive items. Reciprocal recommendation systems recommend 
people to people, consequently having to satisfy both parties involved. This means that 
differences within both parties need to be taken into account. For the ease of reading, 
they are referred to as matching systems in this study. Although popular in studies on 
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online dating, this type of matching system has been understudied. Especially in other 
contexts, matching systems can play a significant role as well. In order to design a 
matching system well fitted for the specific context of recommending matches between 
innovative SME’s and angel investors, insights on the different needs of each party. 

In order to benefit from the great potential of artificial intelligence in the field of angel 
investing, a holistic understanding is needed on the relevant variables and needs of 
entrepreneurs in innovative SME’s and angel investors in predicting successful matches. 
The goal of this study is to answer the following three research question:  

In order to predict successful investment matches between innovative SME’s and angel 
investors, insights are needed in what factors actually influence the successfulness of 
this type of matches.  

 

1. Which variables are relevant in predicting successful matches between angel 
investors and entrepreneurs in innovative SME’s? 
 
 

2. What are the needs of angel investors, entrepreneurs in innovative SME’s,  and 
intermediary consultants related to predicting successful matches? 

 

3. How can the relevant variables and the needs of angel investors, of entrepreneurs 
in innovative SME’s, and intermediary consultant in predicting successful 
collaborations between them be integrated into a preliminary design of a mutual 
matching system? 
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2. Problem context 

This research is conducted at ScaleUp Capital, which is a business-to-business (B2B) 
consultancy & services company that advises innovative SME’s in scaling and funding 
their venture. In this context, innovative SME’s refer to innovative start-ups and scale-
ups, which are confronted with the challenge of filling funding gaps. On the one hand, 
ScaleUp Capital supports innovative SME’s in developing a strategic roadmap and 
providing means to guide them to sustainable growth. On the other hand, ScaleUp 
Capital maintains a network of informal investors and investment funds in order to 
provide public and private funding services needed for the growth of innovative SME’s. 
The experience with both parties and being responsible for the matching between them 
makes ScaleUp Capital a well fitted company for this research.  

For this study, the public funding activities of the company, such as subsidies, grants, 
and loans, are neglected. Applying to a subsidy is a process involving multiple co-
decision makers, is very time-consuming and has other dynamics. For these reasons, 
predicting the successfulness of subsidy applications can be a research on its own. The 
study focuses on angel investors, as this type of investor is of great importance for the 
growth in innovative SME’s. Other types of investors are neglected as well.  

To keep competitive advantage and facilitate their own sustainable growth, ScaleUp 
Capital has the ambition to improve their processes using Artificial Intelligence. The 
first steps of moving to an intelligent system are already being made. Currently, ScaleUp 
Capital is keeping track of the investment processes in a Customer Relationship 
Management (CRM) System, InSightly. In the appendix, 67I. CRM profile , an example 
of an angel investor profile is presented. They are updating the systems on the current 
investment processes and enriching it by adding information of past clients. The CRM 
system contains profiles of angel investors. Profiles of innovative SME’s are created 
during the funding process in the form of documents. 

The company positions itself as ‘ScaleUp funding buddy’ with their focus on long-term 
relationships and ‘added value matches’. What differentiates ScaleUp Capital from other 
consulting firms is that they are mainly driven by entrepreneurial stories of 
opportunities, with the goal of pursuing personal and business growth., and less by deals 
and facts. This approach fits the needs of innovative SME’s better due to the uncertainty 
concerning the expected outcomes and their lack of present operating results, which 
make the access to external funding very difficult (Gualandri and Venturelli, 2008). 
ScaleUp Capital is not in the business of 'hit and run', funding the scale-up phase of 
companies involves a longer-term relationship, preferring 'smart money' above 'fast 
money'. 

As ScaleUp Capital supports innovative SME’s in their funding process, one of the core 
businesses is introducing potentially interested angel investors to the innovative SME’s. 
ScaleUp Capital uses their experience and knowledge on both the angel investors’ and 
the entrepreneurs’ needs to predict successful matches. In other words, these 
predictions are based on human intelligence. Management of ScaleUp Capital has set 
the target to improve the funding trajectory by reducing the amount of unnecessary 
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meetings between investors and entrepreneurs. They are interested in improving the 
match prediction between angel investors and entrepreneurs with artificial intelligence. 
Through improving the prediction on successful matches, meetings between 
incompatible angel investors and entrepreneurs can be decreased. This will in turn 
decrease valuable time lost on less valuable meetings, and likely increase the satisfaction 
of both parties as well.  

Since ScaleUp Capital differentiates itself by their commitment to both personal and 
business growth from the position of being a ‘ScaleUp funding buddy’, emphasis lies on 
the importance of their personal connection to angel investors and entrepreneurs, 
taking into account their learning curve throughout the funding trajectory. Therefore, 
the problem statement is two-fold: 

(1) To enhance their competitive advantage, ScaleUp Capital has set the target to 
make their funding trajectory more efficient by improving the match prediction 
between angel investors and entrepreneurs in innovative SME’s, leading to the 
decrease of valuable time lost on meetings between unsuccessful matches.  
 

(2) To enhance their ‘funding buddy’ proposition, ScaleUp Capital aims to decrease 
the recommendation of incompatible propositions, enhancing the angel 
investors’ and entrepreneurs’ feeling that they are understood by the consultants 
of ScaleUp Capital.  
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3. Literature and theoretical background 

Throughout this chapter the literature regarding the involved parties, factors 
influencing investment behavior, matching systems and the broad developments in 
Artificial Intelligence are reviewed to give the reader enough background information. 
The literature review will converge to a literature gap, which is summarized in the last 
section.  

3.1 Innovative SME’s 

Of all businesses across OECD, which represent around 80% of world trade and 
investment, 99% are small and medium-sized enterprises (SMEs) in 2019. Enterprises 
fall in the category of SME’s when they have less than 250 employees, an annual turnover 
with a maximum of 50 million euros, and/or an annual balance sheet total of not more 
than 43 million euros (European Commission, 2003). With around 60% they provide 
the main source of employment and therefore play a vital role in the economy  
(Luetkenhorst, 2004). Especially innovation developed in start-up companies is proven 
to consistently get economies ahead (Senor and Singer, 2009). 

In Today’s rapidly changing business environment, the ability to quickly develop and 
launch innovations before competitors is a key for gaining first-mover advantages 
(Lieberman & Montgomery, 1988). According to González et al. (1997) the simple 
organizational structure of SME’s, their flexibility, their low risk and receptivity to 
changes are how SME’s differentiate themselves from larger businesses in order to be 
innovative. The simple organizational structure makes it easier to generate 
organizational changes (Harrison and Watson, 1998). Therefore, organizational 
flexibility is a necessary condition for innovation (Hattum and Pettigrew, 2006). 
However, ongoing maintenance and renewal are key because the capability to innovate 
is easier lost than acquired (Leonard-Barton, 1995). 

Compared to larger firms, SME’s typically experience disadvantages in accessing 
funding, appropriate skills and innovation assets (OECD, 2019). While start-ups are 
faced with the challenging funding gap at seed and early stage, scale-up face challenging 
equity gaps in later stages as well (Aernoudt, 2017). Particularly innovative SME’s have 
the most difficulties with accessing funding (Mina et al., 2013). This is caused by the 
uncertainty and informational asymmetries that characterizes innovative SME’s 
(Vasilescu, 2014). The returns in innovative businesses are often uncertain and the 
informational asymmetries are caused by the differences in knowledge about the nature 
and characteristics of the innovation.  

3.2 Entrepreneurs 

Although entrepreneurs are owners of a business, they distinguish themselves from 
small business owners in the way they see the business developing beyond the local 
coverage and search for opportunities to continuously expand (De Clerq et al., 1997).  
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The identity of the entrepreneur is assumed to possess certain personality traits that 
differentiate them from managers. The Big Five model is the most widely used model 
defining personality since the 1980s, through measuring openness, conscientiousness, 
extraversion, agreeableness, and neuroticism (John et al., 2008). Past studies 
consistently find evidence of entrepreneurs being more open to experience than 
managers (Kerr et al., 2017). Researchers suggest that entrepreneurs are attracted to 
constantly changing environments and new challenges. According to Zhao and Seibert 
(2006), entrepreneurs differentiate themselves most significantly from managers in 
having a higher conscientiousness, formed by achievement motivation and 
dependability. Although entrepreneurs and managers are found to have a similar 
dependability, entrepreneurs have a significantly higher motivation for achievement. 
Researchers do not agree on whether entrepreneurs are more extravert than managers. 
On the one hand, researchers suggest that extraversion is important for entrepreneurs 
in a way that entrepreneurs are salesmen of their ideas (Kerr et al., 2017). On the other 
hand, researchers suggest that entrepreneurs are less extravert than managers, since 
they run small businesses from home to be away from the socially demanding large 
bureaucracies (Envick and Langford, 2000). Zhao and Seibert (2006) conclude that past 
research do not provide evidence on reliable differences between entrepreneurs and 
managers on extraversion. Finally, no significant differences were found in comparing 
the agreeableness and neuroticism of entrepreneurs and managers (Kerr et al, 2017).  

Although entrepreneurs share similar personality traits, there still exist differences in 
gender. Over the past decades, women-owned and women-led businesses has increased 
rapidly  in number and proportion in the U.S. (Brush and Hisrich., 1991). Despite this 
growth, study findings suggest that female business owners presumably face more 
challenges than male business owners. For instance, studies found that women 
generally start businesses with less resources than men (Boden and Nucci, 2000), and 
struggle with obtaining growth capital in both the venture capital industry, as the angel 
capital market (Brush et al., 2002; Becker-Blease and Sohl, 2007).  At the same time, 
evidence suggests that women seek external equity in lower rates than men, since they 
prefer internal sources of finance (Heynes & Haynes, 1999). 

  



13 
 

3.3 Angel investors 

According to Cardullo (1999) financing has a life cycle that matches the organizational 
life cycle. The financial lifecycle theory models sources of finance across the distinct 
stages of firm growth. (Bhaird and Lucey, 2011). Each stage is dominated by a different 
type of investor with corresponding investing challenges and objectives (Cardullo, 
1999). As shown in Figure 1, angel investors and Friends, Family and Fools (FFF) 
dominate the first phase of the organizational life cycle.  

 

 

 

 

 

 

 

 

 

 

 

The primarily commercially oriented nature of angel investments and the added value 
they bring is what differentiates them from friends, family and fools who in contrast to 
‘smart money’ invest ‘love money’ (Landström and Mason, 2016; Mason, 2006). Kerr et 
al. (2010) found a positive impact of angel investment on start-up survival and growth 
through regression.  

Over the past twenty years, the entrepreneurial finance market has developed, leading 
to significant changes in market structures and actors (Harrison and Mason, 2019). The 
financial crisis widened the existing funding gap between seed capital and the early 
stage funding with venture capital firms moving to later, less risky, investment stages 
(Wilson, 2011). Simultaneously, angel investing transformed from a largely invisible 
market dominated by low profile individuals to a more organized and visible market 
with a rise of angel groups, increasing the total amount and size of investments, 
subsequently filling the funding gap (Mason et al., 2019).  

Traditionally, they are represented by retired, successful, middle-aged male 
entrepreneurs (Lindsay, 2004). Ramadani (2009) assumes that  by this age the 
entrepreneurs have become wealthy and experienced enough to become angel 
investors. This lifetime of  entrepreneurial experience allows guidance of young 
entrepreneurs in running their business, from the technical to managerial facets 
(Aernoudt, 1999). Generally, angel investors are patient investors and not only 
financially motivated, but willing to be involved in the management of the company as 

Figure 1: Financial Life Cycle from Cardullo (1999) 
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well (Wetzel, 1983). They take an active role in the company, either as an advisor or 
member of the board of directors (Ramadani, 2009). 

Besides the general image of angel investors, studies have recognized the heterogeneity 
in their individual characteristics and investment behavior as well (Duxbury et al., 1996). 
The differences among angel investors range from differences in demographics to their 
involvement in the company after the investment took place (Szerb et al., 2007; Lahti, 
2011). Differences in cultural and social influences across countries cause international 
differences among angel investor profiles as well. For instance, studies showed that 
European angel investors generally invest lower amounts, are less patient and risk 
adverse than angel investors from the United States (Wilson, 1995).  

Angel investors distinguish themselves from Venture Capital funds by investing their 
own money, instead of money from funds, like pensions, banks and foundations 
(Mason, 2006). This influences their investment behavior in several ways. First, they do 
not experience time pressure on their investments, whereas Venture Capital funds have 
a fixed time period over which the fund must be invested and exited. Second, 
entrepreneurs have reported that finding and closing a deal with angel investors takes 
less time than with Venture Capital funds (Freear et al., 1995). 

Research on angel investors has grown rapidly in the last decade with a shift of early 
emphasis on their characteristics towards understanding the underlying dynamics of 
the investment process with the most articles on the research line selection, evaluation 
and funding (Tenca et al., 2018). However, there is still a lack of empirical evidence on 
how the angel investor’s individual characteristics influence the evaluation criteria 
throughout the various stages of the investment process (Tenca et al., 2018). 

3.4 The role of consultants 

The major global transition to a knowledge-based society has made knowledge 
management essential for organizations in achieving competitive advantage (Bessant 
and Veables, 2007). However, the structural characteristics and resource constraints of 
SME’s lead to the need of external sources for the exploitation of knowledge (Chen et 
al., 2006). Hence, it is no surprise to see that experts and consultants have gained 
importance in the current economy (Evers and Menkhoff, 2004). 

Most SME’s have a centralized decision-making process in place, as a consequence the 
owners and senior managers are prone to become the main driver of knowledge 
management (Hu et al., 2019). Since they have their hands full on the operations of their 
daily business, the knowledge management in SME’s is often more tactical than 
strategic (Salorjarvi et al., 2005). Entrepreneurs in SME’s turn to management 
consultants to gain access to knowledge of practices improving their business; to 
overcome bottlenecks, or to receive a strategic view on their business for future 
development (Ramsden and Bennet, 2005). 

Srinivasan (2014) differentiates three types of management consulting firms based on 
their specializations. The first type focuses on providing advice on the strategy and 
restructuring of the client’s organization. The consultants leverage their organization 
tacit knowledge for typically a short period of time. The second type of management 
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consulting firms provide technology or operations and cost control advice. The 
technical knowledge is typically leveraged for a longer term to support the 
implementation. The third type focuses on a niche, leveraging their deep domain 
expertise on typically a long-term basis. 

Besides that consulting firms can be used for extending resources of human capital, the 
connections in their network can increase access to valuable social capital as well 
(Tikkanen, 1998). For SME’s, social capital is of importance to come into contact with 
financial resources (Lindstraind, 2011). The uncertainty concerning the expected 
outcomes and lack of present operating results in innovative SME’s make the access to 
external funding very difficult (Gualandri and Venturelli, 2008). Consulting firms 
contribute to the reduction of the client’s uncertainty through knowledge management 
(Obeidat et. al., 2016). Their evaluation of the risk and the entrepreneur’s abilities 
reduces uncertainty for the angel investors in their network (Deffains-Crapsky & Klein, 
2016). 

3.5 Important factors influencing investment behavior 

The first question that arises when angel investors come across an investment 
opportunity is whether it ‘fits’ their own personal investment criteria (Mason et al., 
2010). Their attitudes and investment decisions are strongly shaped by their background 
and experiences (Mason & Stark, 2004). Amongst experienced angels ‘investor fit’ is the 
most important criteria, whilst more novice angels put more emphasize on the financial 
projections (Mason et al., 2010). Investor fit is defined as “the compatibility of the 
characteristics of the investment opportunity – sector, stage, funding required – with 
the preferences and current investment portfolio of the investor” (Harrison et al., 2015). 
This exist of two elements.  

I. The relationship between the investors background, skills and knowledge of 
the industry, market, technology, et cetera,  

II. The investors preferences (the industry, market, etc., that the investor wants 
to be in?) 

Source: Mason and Rogers (1997) 

The investment criteria angel investors use to evaluate investment opportunities are 
widely studied (Mason et. al., 2016; Mitness et al. 2012a, 2012b). However, a holistic view 
on the most important factors influencing successful investment deals is missing. 
Research has generally focused on the factors positively influencing investment deals. 
As Feeney et al. (1999) noted, the reasons for investing, ‘deal makers’, are not the exact 
counterparts of the reasons for rejecting, ‘deal breakers’. Although scoring low as a ‘deal 
maker’ the entrepreneur / management team is the most important ‘deal breaker’ 
(Harrison et al., 2015; Mason et al., 2016). Objective and tangible characteristics are more 
important during the first stages of the investment process, while subjective and 
intangible characteristics are more important in the later stages (Maxwell et al., 2011; 
Brush et al., 2012; Mitteness et al., 2012b). As the whole investment process leads to 
either a successful investment deal or not, both need to be taken into account. 
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The literature review of Tenca, Croce and Ughetto (2018) points out that researchers 
have primarily focused on conventional human capital characteristics, without 
including more intangible aspects. According to the authors more research is needed 
on the impact of these intangible factors, but also how tangible and intangible 
individual factors of both angel investors and entrepreneurs shape the matching 
between them. A study by Boulton et al. (2019) showed that shared personal 
characteristics increases the likelihood for a deal between entrepreneurs and angel 
investors. However, this research focused again on only the objective and tangible 
characteristics. 

Besides the inclusion of both tangible and intangible characteristics, research on the 
interaction between the angel investor and the entrepreneur(s) is lacking. Although it 
has been recognized that “personal chemistry” between the investor and the 
entrepreneur has a large impact on the successfulness of an investment deal (Hirsch 
and Jancowicx, 1990), the focus of research has been on one of either sides of the 
relationship. Mitteness et al. (2012) argues whether the successfulness of the investment 
deal depends not only on the characteristics of the person being judged, but also on the 
characteristics of the person making the judgement. Besides, successful matching is a 
two-way street. If an entrepreneur in an innovative SME is not in complete financial 
distress, he or she can decline an angel investor’s offer as well. 

Most literature on the decision-making process of angel investors, study individual 
angel investors, which results in the lack of evidence on the influence of angel groups 
(Mitteness et al., 2012). Through combining their resources, angel groups have access to 
more human, social and financial capital than individual angel investors. This offers a 
number of advantages, such as the ability to perform better screening of investment 
opportunities based on the variety of expertise and the sharing of risk with other angel 
group members (Paul and Whittam, 2010). Although a small amount of studies do look 
at the differences at both sides of the match, those studies are limited by the type of 
characteristics they include; either tangible or intangible characteristics (Boulton et al., 
2019; Mason et al., 2016; Murnieks et al., 2015). As a consequence, the relative 
importance of the different types of characteristics, from on the one side the angel 
investor and the other side the entrepreneur, and how they interact  remains unclear. 

In Table 1 a systematic overview is created on a selection of the relevant factors 
identified in articles from high quality journals to show the wide variety of factors 
influencing investment behavior. The systematic overview addresses the scope of the 
study and its limitations to assess the current literature and identify literature gaps. The 
quality of the articles is assessed based on the quality of the journal the study is 
published in. The assessment of the journal’s quality is based on the Journal Impact 
Factor (JIF). The JIF is calculated by dividing the ratio between the number of citations 
received in a specific year by the items published in the journal in the two previous 
years, by the number of citable items published in the two previous years (Lariviere & 
Sugimoto, 2019). Generally, the JIF is used to evaluate the relative importance of a 
journal in its field, based on the frequency with which the average article in the journal 
is cited. The mean JIF of business and management journals in 2013 was 1.578 (Zainuba 
& Rahal, 2015). Therefore, this study evaluates an article as high quality if the journal’s 
JIF is higher than 2.000. 
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Table 1: Systematic overview of factors influencing investment behavior identified in past studies 

Factor(s) Content Limits APA, impact 
factor 

Trustworthy; 
consistency, benevolence, and 
alignment 
Capability;  
competence, experience, and 
judgement.  
Communicative; 
accuracy, explanation, and 
openness. 

Study on how an 
entrepreneur’s 
behavior in the first 
interaction with an 
angel investor can 
build or damage 
trust. Results show 
that entrepreneurs 
who receive 
investment deals 
express more trust-
building behaviors. 

Dragons’ Den 
observations do not 
show all 
characteristics and 
behaviors of the 
entrepreneur. The 
study only focuses 
on the of trust-
building or trust-
damaging behavior 
expressed by the 
entrepreneur, 
without including 
differences in 
perception among 
angel investors.  
 

Maxwell, A. L., & 
Lévesque, M. 
(2014). 
Trustworthiness: A 
Critical Ingredient 
for Entrepreneurs 
Seeking 
Investors. Entrepre
neurship Theory 
and Practice, 38(5), 
1057–1080. 
 
Impact factor: 
10.750 

Adoption; 
product interest, benefits, and 
innovation 
Product status; 
status, technology risk, and 
development risk. 
Protectability; 
protectability, role of IP, and 
other barriers. 
Customer engagement; 
market validation and customer 
engagement. 
Route to market; 
operations, market entry and 
distribution partners. 
Market potential; 
market size, market growth, 
and market competitiveness. 
Relevant experience;  
industry experience, 
management ability, team 
experience, and team record. 
Financial model; 
cash flow, profitability, and 
realistic forecast. 
 

Study on early stage 
angel investor 
decision making, 
showing that, in 
contrast to what the 
majority of past 
studies suggest, angel 
investors do not use a 
fully compensatory 
decision 
model, in which they 
weight and score all 
possible criteria. 
Instead, they use a 
short cut  
heuristic in the 
selection phase. For 
the study a set of 
eight critical criteria 
is developed. 

This study is based 
on Dragon’s Den 
observations as well 
with a focus on 
rejection rather 
than reasons of 
choosing in the 
selection phase. The 
researches suggests 
that more 
subjective criteria 
and compensatory 
models of decision 
making are used at 
the subsequent 
stages. Critical 
factors mostly 
product / business 
specific, except for 
relevant experience, 
but only relevant 
experience of the 
angel investor is 
included, ignoring 
the entrepreneur’s 
experience.  

Maxwell, A. L., 
Jeffrey, S. A., & 
Lévesque, M. (2011). 
Business angel 
early stage decision 
making. Journal of 
Business 
Venturing, 26(2), 
212–225 
 
Impact factor: 
7.590 

Motivations; 
Economic, hedonistic, and 
altruistic. 
Influences ROI expectations, 
perceived risk, size of 
investments. 
 

Study on segmenting 
the informal venture 
capital market.  
Benefit-based 
segmentation, 
considering the 
individual 

Focus on the 
differences in 
motivations of the 
angel investors only 
and the influence 
on a limited 
amount of the 
variables; risk, 

Sullivan, M. K., & 
Miller, A. (1996). 
Segmenting the 
informal venture 
capital market: 
Economic, 
hedonistic, and 
altruistic investors. 



18 
 

motivations to invest 
money. 

expected / desired 
return, holding 
period, size / 
number of 
investment, 
participation and 
satisfaction.   

Journal of Business 
Research, 36(1), 25-
35. 
 
Impact factor: 
4.874 
 

Level of investment activity 
Competence in founding and 
running entrepreneurial 
ventures 
 

Study on the 
categorization of 
informal investors 
with policy 
implications. 

Study focuses on 
informal investors 
as individuals only. 
The influence the 
factors can have on 
the investment 
process are not 
studied.  

Sørheim, R., & 
Landström, H. 
(2001). Informal 
investors-A 
categorization, 
with policy 
implications. 
Entrepreneurship & 
Regional 
Development, 13(4), 
351-370. 
 
Impact factor: 
2.885 
 

Perceived passion 
Age 
Cognitive style 
Intuitive, Analytic. 
Personality 
Extravert, Introvert, Openness. 
Regulatory focus 
Promotion-dominated 
regulatory focus, Prevention-
dominated regulatory focus. 
Motivation to mentor 
 
 
 

Study to understand 
the role passion plays 
in the decision 
making of angel 
investors. The study 
observes that the 
relationship between 
perceived passion 
and the funding 
potential evaluation 
is stronger for angel 
investors who are 
older, score high on 
the openness 
personality traits, are 
more intuitive or 
motivated to mentor. 
The relationship is 
weaker for angel 
investors who are 
extravert and have a 
promotion-
dominated regulatory 
focus. 
 

The study focus 
only on the 
characteristics of 
the angel investor. 
Therefore, it does 
not take into 
account the 
interaction between 
the characteristics 
of angel investors 
and entrepreneurs. 
The study focuses 
on the enthusiasm 
aspect of perceived 
passion. Personal 
characteristics of 
the entrepreneur, 
related to passion, 
are not taken into 
account.    

Mitteness, C., 
Sudek, R., & 
Cardon, M. S. 
(2012). Angel 
investor 
characteristics that 
determine whether 
perceived passion 
leads to higher 
evaluations of 
funding potential. 
Journal of Business 
Venturing, 27(5), 
592-606. 
 
Impact factor: 
7.590 

Bid rate 
Gender 
Race 
Age 
Residence 
Origin 
Marital status 
Education 
Net Worth 
 

A study on the 
impact of personal 
characteristics on 
angel investors’ 
decision making.  
Results show that 
personal 
characteristics, 
including age, 
gender, and race, 

Although the study 
focuses on both the 
angel investor and 
the entrepreneur, 
only traditional 
characteristics are 
taken into account, 
like education, 
geographical 
residence, marital 

Boulton, T. J., 
Shohfi, T. D., & 
Zhu, P. (2019). 
Angels or sharks? 
The role of 
personal 
characteristics in 
angel investment 
decisions. Journal 
of Small Business 
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 influence angel 
investors’ decision 
making. Shared 
characteristics 
increases the 
likelihood of a 
successful investment 
deal.  
 

status. The personal 
characteristics do 
not include 
personality.  

Management, 
57(4), 1280-1303. 
 
Impact factor: 
3.461 

Gender 
 

A study on the 
equality of women’s 
access to angel 
capital by examining 
the differences 
between men and 
women in the rate 
they seek and receive 
angel capital. 

The study focuses 
on the gender of 
both the angel 
investor and 
entrepreneur, but 
other characteristics 
are not included.  

Becker-Blease, J. R., 
& Sohl, J. E. (2007). 
Do women-owned 
businesses have 
equal access to 
angel capital?. 
Journal of Business 
Venturing, 22(4), 
503-521. 
 
Impact factor: 
7.590 
 

    
 

3.6 Matching systems 

Matching systems, officially defined as recommendation or recommender systems, help 
customers with their decision-making process through recommending a selection of all 
options available based on predictions. Traditional matching systems match items to 
people with the goal to predict the user’s opinion towards passive items, such as every 
day products (Xia et al., 2016).  

Matching systems can generally be divided into two major categories based upon the 
method used; collaborative filtering (CF) and content-based (CB) filtering (Rezaeinia & 
Rahmani, 2016; Hung, 2005). CF is next to the most widely used recommendation 
method, also the first attempt at using artificial intelligence for more intelligent 
personalization (Mulvenna et al., 2000). It builds recommendations for each user upon 
comparisons with preferences of other users with similar characteristics using historical 
data (Thorat et al., 2015; Hui et al., 2011). Although CF is recognized as the most 
successful recommendation technique, it has limitations of its own such as sparsity and 
scalability problems (Gohari & Tarokh, 2017). Hybrid matching systems combine 
techniques to overcome these limitations. 

In the big data era, digital footprints provide an enormous amount of marketing data, 
which create extra opportunities for evaluating customer preferences (Jacobs et al., 
2016). However, extracting the more psychological aspects of consumer behavior - 
critical for understanding consumers rather than merely predicting their preferences – 
from big data has so far only received scant attention (Matz & Netzer, 2017). 
Psychological variables, such as values and personality, are important for user 
psychographic segmentation, which in turn is an important determinant of user 
preferences (Ji & Lee, 2016; Okazaki et al., 2007). Studies revealed that the explanatory 
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power of personality variables often outperform demographic variables (Roberts et al., 
2007). Nevertheless, the predictive and explanatory power of personality traits for 
consumer behavior remains controversial (Sandy et al., 2013). It is unclear whether it 
varies between product categories (Liu et al., 2019). 

The former concerns traditional item-to-user matching systems. However, people-to-
people matching fundamentally changes the game (Terveen & McDonalds, 2005). 
People-to-people matching systems have to satisfy both parties and therefore are 
officially called reciprocal recommenders (Pizzato et al, 2013). For this study, the more 
common definition of mutual matching systems is applied. The study of Pizzato et al. 
(2013) on mutual matching systems in the context of online dating indicates that the 
implicit preferences of users provides more effective recommendations compared to 
explicit preferences. Unfortunately, the mutual class of matching systems has been 
understudied, even though there many more important contexts in which matching 
systems can play a significant role. According to Data Scientist Rico Meinl (2020), 
recommendation systems are the most valuable application of Machine Learning, a 
subset of Artificial Intelligence. 

3.7 The future of AI: Less (Data) is More 

The last decade has been transformative for the Artificial Intelligence (AI) field (Shead, 
2020). Claims were being made that big data holds the key to success and humanity 
should feel threatened by Artificial Intelligence (Greco et al., 2019). This revolution is 
being driven by the exponential increase of processing power, data availability, 
algorithms and AI funding (Walsh, 2017). Little agreement exist on the definition of AI, 
nonetheless it is defined by the Oxford Dictionary (2017) as “the theory and 
development of computer systems able to perform tasks normally requiring human 
intelligence, such as visual perception, speech recognition, decision-making, and 
translation between languages”. Machine learning (ML) is a subset and application of 
AI that enables systems to automatically learn from experience and with that improve 
performance (Bini, 2018; Ongsulee, 2011) Although major developments in this field has 
made a big impact on society, the abilities of AI has been somewhat overhyped (Mayer-
Schönberger & Cukier, 2013).  

What a human can learn through a few examples, Machine Learning systems need 
millions more for (Greco et al., 2019). Not every company can satisfy these data-hungry 
systems with the volume of data they require. Besides, “data-hungry” systems have 
serious limitations, as they have troubling handling “edge cases” and face ethical 
constraints (Wilson et al., 2019). These small problems can have large effects. 

In the future, however, AI will move away from bottom-up systems. The head of 
Google’s Artificial Intelligence research group wants to build systems that are generally 
smart, instead of having highly specialized intelligence (Simonite, 2019) Therefore, 
applications will become less artificial and more intelligent. Instead of relying on piles 
of data, it will move to a more top-down reasoning approach which is more similar to 
human problem-solving (Wilson et al., 2019). From all the companies acknowledging 
the urgency of an AI strategy for their organizations, only half of those companies 
actually has a strategy in place (Ransbotham et al., 2017).  
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3.8 Summary and literature gap 

Interest in angel investors has grown rapidly due to the important role they play in 
facilitating the growth in innovative SME’s. However, past research on Angel investor 
characteristics is limited by their scope and primarily focused on tangible 
characteristics, without including more intangible aspects. More research is needed on 
the impact of these intangible factors on investment behavior, but also on how tangible 
and intangible individual characteristics of both angel investors and entrepreneurs 
shape the matching between them. Since entrepreneurs in innovative SME’s often turn 
to consultants to gain access to knowledge of practices improving their business, due to 
their own lack of resources, consultants can use insights from the needed research to 
improve matches between angel investors and entrepreneurs. 

The type of matching systems that are used to match people to each other are relatively 
new. Studies revealed that the explanatory power of personality variables, which are 
intangible characteristics, often outperform demographic, tangible, variables. 
Psychographics represent the data source that captures the intangible characteristics, 
such as personality, values, attitudes and interests  (Banasiewicz, 2013; Teichmann, 
2019). Nevertheless, it remains unclear whether the predictive and explanatory power 
of psychographics varies per context. The mutual class of matching systems has been 
understudied, even though there many more important contexts in which matching 
systems can play a significant role. 

Meanwhile, Artificial Intelligence can transform businesses, but in the future big data 
does not hold te key to success anymore. Bottom-up, “data-hungry’, systems will be 
replaced by top-down systems, which need less data and are more similar to how 
humans solve problems. The systematic overview of factors influencing the likelihood  
of successful investment deals shows a wide variety of factors which can be used as input 
variables for the recommendation system and this is only a selection of the total amount 
of factors identified in past studies. Since future Artificial Intelligence solutions are 
developed more efficiently, based on less data, research is needed on which variables 
are the most relevant for a recommendation system predicting successful matches 
between angel investors and entrepreneurs of innovative SME’s. According to Data 
Scientist Rico Meinl (2020), recommendation systems are the most valuable application 
of Machine Learning, a subset of Artificial Intelligence. 

Altogether, this forms the following research gap: 

How can both tangible and intangible individual characteristics shape the matching 
between angel investors and entrepreneurs in innovative SME’s? What role can a mutual 
matching systems play in this specific context, using both types of characteristics to 
improve the prediction of successful matches between them?   
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4. Methodology 

This chapter presents the methodology used in this research . First, the reasons behind 
the exploratory and in-depth approach for this research is described based on the 
research goals. Second, the specific cases of angel investors and entrepreneurs in 
innovative SME’s for this research are presented. Third, the methodology behind the 
data collection is further elaborated. Fourth, the methodology behind the data analysis 
is explained. 

4.1 Research approach 

This study uses an exploratory and in-depth approach with a cross-case analysis. The 
explorative nature of the study originates from the limited scope of previous research, 
neglecting characteristics and/or perspectives from either the angel investor or the 
entrepreneur, and the new context in which a mutual matching system can be used. 
After the exploratory approach, the in-depth analysis provides a deeper understanding 
of the first findings. A multiple case study is chosen, as case studies are considered to 
be the most appropriate when exploring key variables and their relationships in the 
early phase of new management theory development (Yin, 1994). Since mutual 
matching systems are left unexplored for the angel investment field, this study takes the 
first steps in the theory development supporting the application of a mutual matching 
system in this context.  A qualitative multiple case study approach allows for exploration 
of complex phenomena within their context in order to reveal the essence (Baxter & 
Jack, 2008). It is a preferred approach when the research questions focus on “how” and 
“why” and contextual conditions need to be covered because they are believed to be of 
relevance (Yin, 2003). 

The data analysis moves from an inductive to a deductive approach. Inductive research 
approaches aim to generate theory and explain phenomena, while deductive research 
approaches aim to test theory (Newman, 2000). The main goal of the grounded theory 
approach is to develop theory. Therefore, it is most appropriate to use when existing 
theories are insufficient (Glaser and Strauss, 2017). This can be caused by the lack of 
important concepts, the insufficient elaboration of the relationships between concepts,  
and the lack of support of the concepts and their relationships for the context of the 
study (Vollstedt and Rezat, 2019). Since the literature review revealed that existing 
theories are insufficient due to the absence of a holistic view, ignoring potential relevant 
concepts and their relationships. Coding is the fundamental analytic process of the 
grounded theory, existing of three basic types of coding; open, axial, and selective 
(Corbin and Strauss, 1990). In the process of axial coding, the limitations of the 
grounded theory came to light. 

The multi-grounded theory approach is build up-on the original grounded theory 
approach (Goldkuhl and Cronholm, 2003). Originally, a strict inductive approach for 
category development from empirical data does not allow the use of existing theoretical 
categories (Goldkuhl and Cronholm, 2003). Although Glaser and Strauss (1967) 
acknowledge that researchers always perceive the world through theoretical lenses and 
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are therefore influenced by their theoretical and conceptual knowledge, categories must 
be arise from empirical data only. Goldkuhl and Cronholm (2003) challenge the strict 
inductive foundation of the grounded theory by claiming that the reluctance of 
integrating established theories causes an obvious risk of knowledge isolation, implying 
loss of knowledge. Potential lies in the comparison of empirical findings and established 
theories to inspire and challenge the abstractions made.  

Goldkuhl and Cronholm (2003) propose an extended alternative approach, the multi-
grounded theory, which extends the grounded theory with the integration of external 
theories. Theoretical matching is one of the three types of explicit grounding processes 
which compares the evolving theory and its categories to other established theories 
(Goldkuhl and Cronholm, 2003). At this point, the analysis moves from an inductive to 
a deductive approach. This process can result in (1) adaption of the evolving theory, (2) 
explicit theoretical grounding, (3) comments or criticism towards existing theories 
(Goldkuhl and Cronholm, 2003). 

Table 2 presents an overview of each research goal with the related research approach, 
type of study, and unit of analysis. The first research goal is to identify relevant variables 
in predicting successful matches between angel investors and entrepreneurs in 
innovative SME’s. The inductive approach aims to identify the most relevant variables 
across all cases, taking both perspectives into account. Followed by the deductive 
approach to test the findings. The second research goal is to identify the needs of angel 
investors, entrepreneurs of innovative SME’s, and consultants. Besides extracting the 
needs inductively from the qualitative interviews, documents describing the 
consultancy firm’s vision and strategy form another unit of analysis as well. The aim of 
the expert research is to compare and test the findings of the first two research questions 
with the consultant’s perspective. The third goal is to integrate the findings of the first 
two goals into a preliminary design of a mutual matching system. All empirical findings 
considered, abductive reasoning is applied to develop a preliminary design of the 
mutual matching system. 
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4.2 Literature review 

Literature related to the relevant aspects of the research question are reviewed to give 
the reader enough background information and to identify important literature gaps. 
The Google Scholar search engine, the ProQuest and Web of Knowledge databases 
were used to find relevant academic papers. Through backward and forward citations 
the keywords used evolved and this resulted in more relevant articles. 

Relevant aspects include all parties involved; angel investors, entrepreneurs of 
innovative SME’s, and intermediary consultants. For this part, the following keywords 
were used; “Business angels”, “Angel investors”, “Angel investment”, “innovative SME’s”, 
“Entrepreneur”, “Entrepreneurial finance”, “Small business finance”, “Intermediary 
consultant”, and “SME consulting”. Through combining the keywords with each other 
and the keywords “Characteristics”, “Influencing investment process” and “Literature 
review”, more relevant articles were collected. Since the variables influencing the 
matching between the angel investors and entrepreneurs of innovative SME’s are of 
importance, besides providing background information, a systematic overview is 

Table 2 The descriptions, research approaches and units of analysis of the research goals 

Goal Research 

approach 

Type of study Unit of analysis 

To identify relevant 

variables in predicting 

successful matches 

between angel 

investors and 

entrepreneurs in 

innovative SME’s 

From inductive to 

deductive  

Qualitative 

multiple case 

study, expert 

research 

Angel investors, 

entrepreneurs in 

innovative SMEs’s, 

and consultants 

To identify the needs 

of angel investors, 

entrepreneurs of 

innovative SME’s and  

consultants related to 

predicting successful 

matches 

Inductive and 

deductive 

Qualitative 

multiple case 

study, 

document 

research, and 

expert research 

Angel investors, 

entrepreneurs in 

innovative SMEs’s, 

needs and vision of 

consultants 

To integrate the first 

two goals into a 

preliminary design of 

the mutual matching 

system 

Abductive and 

inductive 

Qualitative 

multiple case 

study, 

document 

research, and 

expert research 

Angel investors, 

entrepreneurs in 

innovative SMEs’s, 

consultants, needs 

and vision of 

consultants, and 

current matching 

systems 
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created of the relevant variables past studies have identified. The systematic overview 
examines the scope of the study and its limitations. 

Besides identifying the research gap, related to relevant variables in matching angel 
investors with entrepreneurs in innovative SME’s, the literature review is used to 
inductively discover components of existing matching systems which can be 
implemented in the preliminary design of the matching system in this context as well. 
Therefore, literature related to the current status of matching systems, in other 
contexts, and the use of Artificial Intelligence in improving businesses are reviewed.  For 
this part, the following keywords were used; “Matching systems”, “Recommendation 
systems”, “Artificial Intelligence for business”, “Artificial Intelligence investing”, and “Big 
data consulting”. 

Furthermore, literature research was used for theoretical grounding in developing the 
categories from the qualitative interviews. The literature research has been conducted 
continuously in parallel throughout the research. In search for literature for the purpose 
of theoretical grounding the developed category was used as the main keyword. The 
expected sub-categories or dimensions were added as keywords to find existing studies 
on the relationships between them. The following keywords were used; “Entrepreneur 
personality”, “Angel investor personality”, “Competences”, “Knowledge”, “Skills”, 
“Attitude”, “Expertise”. 

4.3 Case selection 

Entrepreneurs in innovative SME’s consult ScaleUp Capital for support in their quest 
for growth resources. ScaleUp Capital is a business-to-business (B2B) consultancy & 
services company that advises innovative SME’s in scaling and funding their venture. In 
this context, innovative SME’s refer to innovative start-ups and scale-ups, which are 
confronted with the challenge of filling funding gaps. On the one hand, ScaleUp Capital 
supports innovative SME’s in developing a strategic roadmap and providing means to 
guide them to sustainable growth. On the other hand, ScaleUp Capital maintains a 
network of informal investors and investment funds in order to provide public and 
private funding services needed for the growth of innovative SME’s. For this study, the 
public funding activities of the company, such as subsidies, grants, and loans, are 
neglected. 

To gain insights in the perspectives of both angel investors and entrepreneurs in 
innovative SME’s on how tangible and intangible characteristics together shape the 
matching between them, the selected cases for analysis consist of six angel investors and 
six entrepreneurs of innovative SME’s. The cases are carefully selected to represent the 
wide variety of each group as much as possible. The representation of differences in 
background, experience, gender, budget and phase of interest are taken into account in 
the selection of angel investors. Table 4 presents an overview of the specifications of the 
angel investors.  
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Table 4 Overview of angel investors, specifying background, budget, (phase of) interest and gender. 

Angel 
investors 

Background Budget (Phase of) interest Gender 

Estate Angel Real estate, 
Financial services 

1M at first Broad interest, Real 
estate 

m 

Family Angel* Real estate 1M+ Business with revenue 
of 400K+ 

m 

Impact Angel* Business Developer 500K – 4M+ Stable business with 
revenue 

m 

Multinational 
Angel 

Executive Board 
Member of Large 
multinational 
companies 

500K – 1M+ Broad interest m 

Ambassador 
Angel 

Trendwatcher  25 – 100K Broad, approachable, 
not high-tech 

v 

Interim Angel 
 

Business, Family 
business 

300 – 500K ScaleUp, pref 1 mio 
revenue, branding-
marketing, lifestyle tech 

m 

*Collaborated with one of the entrepreneur cases 
 

Table 3 Overview of entrepreneurs in innovative SME's, specifying gender, background, sector, revenue, fte, and 

phase of business. 

Entrepreneurs in 

innovative SME’s 

Gen

der 

Backgr. Sector Revenue

, fte 

Phase of 

business 

WirelessCharging

* 

 

m Business Tech b2b  / 

b2c 

800K, 10+ 

FTE 

Scale-up; 

product-market 

fit known, ready 

to scale up. 

IntercomSystem 

 

m Design Tech, SaaS 300K, 5 

FTE 

Start-up 

3DPrintAuto 

 

m Manufactu

ring 

High tech Barely, 

only 

pilots. 

Start-up 

EnergyEfficientLi

ving* 

 

v Sustainable 

Energy 

Energy 

transition, 

SaaS 

750K, 10+ 

FTE  

Scale-up 

NoSweat 

 

m Design Lifestyle 

product 

care, b2c 

60K, 2 

founders 

Start-up 

VRCenter 

 

v Business & 

Design 

Game 

technology 

400K+, 

10+ FTE 

Scale-up 

*Collaborated with one of the entrepreneur cases 
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For the selection of entrepreneurs in innovative SME’s, differences in gender, 
background, experience, company sector, revenue, Full-time equivalent (FTE), and 
business phase of the company are taken into account. FTE is an unit that indicates the 
workload of an employee, hence 1.0 FTE is equal to one full-time employee (Full time 
equivalent, 2020).  Table 4 presents an overview of the specifications of the innovative 
SME’s.  

In total two of the six cases in each group had a successful collaboration with each other. 
The Impact Angel was chosen above the Family Angel by the entrepreneurs from the 
WirelessCharging SME. To identify the considerations behind this choice, the three 
cases receive extra attention in the in-depth analysis. The other cases from each group 
were not introduced to each other. 

4.4 Data collection 

This section starts with an overview of all the types of data collected, the related unit of 
analysis, and research goal. Hereafter, it elaborates on each type of data collected and 
explains the data collection method used. The exploratory nature of this research fits an 
iterative process in which the data collection activities take place in parallel. Therefore, 
the types of data collection in Table 5 are not presented in order. 

 

Table 5 Overview of the types of data collected, the unit of analysis and the related research goal 

Type Unit of analysis Description 

Qualitative interviews 

 

6 angel investors ± 40 min. interview 

 

 

6 innovative 

entrepreneurs 

± 40 min. interview 

Literature research 

 

angel investors, 

entrepreneurs in 

innovative SME’s, 

matching systems, role of 

Artificial Intelligence in 

enhancing businesses. 

 

± 25 pages of literature 

review 

Expert research 

 

4 consultants ± 60 min. brainstorm 

Document research 

 

 

Needs of consultants and 

the positioning of the 

consultancy firm.   

164 pages and 43 slides 
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4.4.1 Qualitative interviews 
For this study qualitative interviews were conducted to (1) identify relevant variables in 
predicting successful matches between angel investors and entrepreneurs in innovative 
SME’s and (2) to identify the needs of both parties related to predicting successful 
matches between them. A qualitative approach was chosen over a quantitative approach 
due to absence of a holistic view on which variables are relevant in predicting successful 
matches in this context. Qualitative research allows for the exploration of potential 
antecedents and factors of which little is known yet (Strauss & Corbin, 1998). Since 
findings in the literature review suggests that future research must explore the impact 
of intangible characteristics of both parties involved on the matching between them, 
the collection of the subjective data is of importance. Mintzberg (1979) highlights the 
importance of a qualitative inquiry within organizational settings to get closer to the 
data and the individuals involved.  

The qualitative interviews are semi-structured. This format is chosen to sufficiently give 
structure to the interview in order to address the dimensions of the research questions, 
while leaving space for the interviewees to offer their own interpretations (Galletta, 
2013). The interviewees are made anonymous, but Table 4 and Table 4 present an 
overview of the characteristics of the entrepreneur and his/her company.  

The interview protocol is used to approach the research questions from different angels 
in order to identify all relevant variables and needs of the parties involved. The protocol 
is presented in the appendix,  II. Interview protocol, and consist of three sections. First, 
the interviewee was asked to narrate the last investment process briefly. The follow-up 
questions zoomed in on the impression of the entrepreneur or investor, what convinced 
him or her to collaborate and highlighted the relevant personal characteristics.  
Hereafter, the interviewee was asked to describe a discontinued process. Similar follow-
up questions were used in order to compare the situations described. Second, the 
interviewee was asked about the investor or entrepreneur with whom he or she had the 
best and worst personal connection. The follow-up questions were extended with 
questioning the similarities and differences of both parties. Third, the questions zoomed 
in on relevant personal characteristics, ‘deal makers’ and ‘deal breakers’, and 
information the interviewee prefers to have beforehand. After the semi-structured 
protocol was completed, the purpose of the study was explained and room for feedback 
was provided. 

The method of conducting the interviews had to be adjusted due to the COVID-19 
pandemic. The first interview was conducted face-to-face, and recorded with a 
smartphone. However, all the other interviews had to be conducted online. Therefore, 
Skype, a communication tool which can record calls, was used. The COVID-19 pandemic 
caused an economic crisis as well, which had influence on the planning of the 
interviews. As a result, one interview was held over the phone, instead of via Skype. 

All interviews are transcribed by hand. Sonix AI, which is an automated transcription 
software, was used to speed  up the transcribing process. However, all transcriptions are 
checked and improved by hand to ensure in-depth understanding of the data.  
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4.4.2 Expert research 
Besides the informal meetings with the consultants, a brainstorm was organized to 
receive insights in the relevant variables in matching angel investors with entrepreneurs 
in innovative SME’s from the consultant point of view. For this brainstorm the online 
tool, Miro, was used in combination with Google Hangouts for video calling. Miro is an 
online whiteboard for visual collaborations. Sections on the whiteboard were created 
beforehand to structure the course of the brainstorm. At the start of the brainstorm, the 
planning was explained and the general rules of brainstorming (Putman & Paulus, 
2009). The first brainstorm was focused on the angel investor and his/her motives, 
competences, values, character and other variables the consultants were able to add 
themselves. Data on possible dimensions surrounding these categories were collected 
through post-its. Every consultant was able to share ideas on the whiteboard. After a 
brainstorm of approximately eight minutes, the consultants were asked to rate all the 
dimensions presented on the whiteboard by giving away a first, second, and third vote. 
The same approach was used at the subsequent brainstorm focused on the entrepreneur 
in innovative SME’s. Figure 2 shows a complete overview of the whiteboard after the 
brainstorm. Each section can be viewed in more detail in the appendix; VI. Brainstorm 
visuals. The brainstorm took place in parallel to the data analysis of the qualitative 
interviews. The data collected in the brainstorm is not used to identify the relevant 
variables, but to compare if the perspectives of the consultants correspond with the 
perspectives of the angel investors and entrepreneurs.  

 

 

Figure 2: Complete overview of the whiteboard after the brainstorm with the ScaleUp Capital consultants 

4.4.3 Document research 
The document research was conducted to get familiar with the company context and 
for extracting the needs of consultants. The document research exists of the review of 
elaborate presentation slides about the internal procedures, positioning statement and 
improvement trajectory of ScaleUp Capital.  
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4.5 Data analysis 

This section describes the methods used for analyzing the collected data. First, the 
method used for getting familiar with the data is described. Second, the methods for 
the inductive cross-case analysis is presented. At the limits of the inductive analysis, the 
analysis is continued with theoretical grounding. After the cross-case analysis, the in-
depth case analysis is performed to create deeper understanding on the findings of the 
cross-case analysis within specific cases.   

4.5.1 Getting familiar with the data 
The first stage of analysis involves familiarization of the data. This stage is carried out 
by re-reading the transcripts and summarizing the interviews based on the sections 
“Profile”, “Process”, “Impression”, “Personal characteristics”, “Deal makers”, “Deal 
breakers”, “Info beforehand”, “Feedback recommender System”, and “Highlight”. An 
overview of the interview summaries is presented in the appendix; III. Interview 
summaries. 

4.5.2 Inductive cross-case analysis  
This section describes how the inductive analysis is performed. First, the general 
application of the (multi-)grounded theory approach is explained. The reasoning 
behind the choice of approach was explained in the section; 4.1 Research approach. 
Hereafter, the various steps in the execution of this approach is described. The 
development of the coding schemes into categories is partially presented. In the end, 
the fully developed relevant categories become the identified relevant variables. The 
complete coding schemes are placed in the appendix; IV Code Books. In addition, the 
developments of the categories are presented in appendix; V. Axial coding.  

The first steps of the multi-grounded theory approach are used for the analysis of the 
qualitative interviews. The research goal of the qualitative interviews is to (1) identify 
which variables are relevant in predicting successful matches between angel investors 
and entrepreneurs in innovative SME’s and (2) to identify the needs of angel investors, 
entrepreneurs in innovative SME’s. 

After getting familiar with the data, an inductive approach is used to code the qualitative 
interviews. Coding is the fundamental analytic process of the grounded theory, existing 
of three basic types of coding; open, axial, and selective (Corbin and Strauss, 1990).  

Open coding involves close scrutiny of the data, which requires the transcripts to be 
analyzed word for word (Douglas, 2003). The first step of open coding is breaking up 
the interview transcriptions in smaller parts for deep analysis. The aim of the analysis is 
to identify the core idea of each part and to develop conceptual labels, open codes, to 
describe them (Vollstedt and Rezat, 2019). The open codes are developed in vivo, 
meaning the codes are derived from or close to the actual words of the respondent 
(Manning, 2017). One text fragment can be labeled by multiple codes. An example of 
how a text fragment from the qualitative interviews can be labeled is presented in Table 
6.  
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Table 6: Example of labeled text fragment 

Interviewee Text fragment Open codes 

Ambassador 
Angel 

"So I am also a member of The Next Women and there I am often 
involved in 'funding mornings' and things like that. And people 
come there to pitch and all kinds of things come along. So I think 
it ... Yes, I think, for example, that the three of us, we are quite all-
round, but you should not say OK Uhm Transport or labor market. 
We know something about that but not .. We are not specialists in 
those corners. I think it's nice to talk to people who come from 
those corners and then help a company to move forward.” 

Broad Portfolio, 
Complement, 
Expertise, 
Investment 
company, 
Sector. 

   
Throughout the process, the already developed codes are considered when labeling new 
data (Douglas, 2003). Categories emerge from similarities found in the codes during the 
analysis (Khandkar, 2009). The six interviews with angel investors are broken up in a 
total of 168 text fragments, for which a total of 181 codes are developed. The six 
interviews with entrepreneurs in innovative SME’s are broken up in a total of 145 text 
fragments, for which a total of 214 codes are developed. Code books are developed to 
sort the codes based on their overall frequency of occurrence and the percentage of 
interviews in which the codes occur, named representation. The code books of the 
angel investor’s interviews and the entrepreneur’s interviews are presented in the 
appendix; IV Code Books. 

After the process of open coding, axial coding is used to conceptualize the large amount 
of open codes into more abstract categories (Scott and Medaugh, 2017). Therefore, the 
data is clustered iteratively and relationships between the open codes are identified 
(Douglas, 2003). Categories are developed by aggregating the closely interrelated open 
codes with strong supporting evidence (Strauss and Corbin, 1990). The frequency of 
occurrence and the percentage of interviews in which the codes occur represent the 
strength of the supporting evidence. When codes are merged into one category, the 
percentage of representation is calculated again. After iteratively developing, 
rearranging and merging sub-categories, the ones that only occur in one case overall 
lack strong supporting evidence. Therefore, these sub-categories are filtered out in the 
last step of the analysis. Finally, when the core variables are developed, the transcripts 
are re-read to selectively code all the related data (Corbin and Strauss, 1990). The step 
of selective coding ensures that no important data is overlooked.  

In Table 8 and Table 7, a part of the initial clustering process of open codes is presented 
as an example. The code ‘Personal characteristics’ has become an overarching category 
with other related open codes linked to it. The codes which occur only once are 
presented in a lighter color. Eventually, the codes which occur only once and are not 
merged into a category appear to not have a significant relevant value. Therefore, they 
are omitted from the results. An overview of all the (sub-)category development is 
presented in the appendix; V. Axial coding. Hereafter, the interrelated open codes are 
analyzed further for the development of sub-categories. 
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Table 8: Intial clustering of the category 'Personal 
chacteristics' from angel investor's data 

 Freq. Repr. 

Personal 
characteristics 

26 100% 

Openness 18 83% 

Coachable 9 67% 

Morality  6 50% 

Accuracy 5 33% 

Ambitious 4 17% 

Control 4 67% 

Honest 4 50% 

Social 4 50% 

Conservative 3 50% 

Integrity 3 17% 

Authenticity 2 33% 

Creativity 2 33% 

Extrovert 2 17% 

Humour 2 17% 

Naïve 2 17% 

Charisma 1 17% 

Down to earth 1 17% 

Dreamer 1 17% 

Introvert 1 17% 

Megalomania 1 17% 

Modest 1 17% 

Perfectionistic 1 17% 

Risk 1 17% 

Serious 1 17% 

 

 

Table 7: Initial clustering of the category 'Personal 
characteristics' from entrepeneur's in innovative 
SME's data 

Cluster Freq. Repr. 

Personal 
characteristics (8) 

8 67% 

Personalities (10) 10 67% 

Openness (7) 7 50% 

Thoroughness (6) 6 50% 

Honesty (2) 2 17% 

Humour (2) 2 17% 

Integrity (2) 2 33% 

Precision (2) 2 17% 

Risk (2) 2 33% 

Sincerity (2) 2 33% 

Accuracy (1) 1 17% 

Controlling (1) 1 17% 

Creativity (1) 1 17% 

Directness (1) 1 17% 

Dominant (1) 1 17% 

Doubters (1) 1 17% 

Magniloquence (1) 1 17% 

Narcissistic (1) 1 17% 

Pusher (1) 1 17% 

Tenacious (1) 1 17% 
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4.5.3 Theoretical grounding 
In the process of axial coding, while hierarchically structuring the sub-categories, 
existing theoretical categories were recognized. The codes ‘Coachable’, ‘Accuracy’, and 
‘Ambitious’, presented in Table 8, are recalled to be typical personal characteristics of 
an entrepreneur. The extended alternative approach of the multi-grounded theory is 
applied to validate this assumption through theoretical matching.  

Entrepreneurial characteristics 

A review of existing literature related to entrepreneurial characteristics reveals various 
research on the relationship of personality to entrepreneurism and lists of common 
characteristics associated with entrepreneurs. The Big Five Personality Model is the 
most popular model used throughout psychological research to capture the basic 
structure of human personality (John et al., 2008). ‘Openness to experience’ is one of 
the five dimensions. The other four are ‘Conscientiousness’, ‘Extraversion’ and 
‘Agreeableness’. In the relationship of personality to entrepreneurial intentions and 
performance ‘openness’ has the largest effect size compared to the other dimensions of 
the model (Zhao et al., 2010). The most important personality construct for 
entrepreneurial research, which cannot be assigned to solely one of the Big Five 
Personality Model’s dimensions, is risk propensity (Miner & Raju, 2004; Rauch & Frese, 
2014). Risk propensity has the largest effect size on intentions to become an 
entrepreneur (Zhao et al., 2010). Therefore, ‘Openness’ and ‘Risk’ are confirmed to be 
important dimensions belonging to the main category ‘Entrepreneurial characteristics’. 

From various research sources, John Hornaday (1982) formulated a list of 42 
characteristics often attributed to entrepreneurs. The characteristics of the list 
‘Accuracy, thoroughness’, ‘Honesty, integrity’, directly corresponds with the individual 
sub-categories ‘Accuracy’, ‘Thoroughness’, ‘Honesty’, and ‘Integrity’, developed from the 
research data. The individual sub-categories are merged to correspond with the 
description of the literature. The characteristics ‘Ability to get along well with people’ 
and ‘Responsiveness to suggestions and criticism’ of the list indirectly correspond to the 
sub-categories ‘Social’ and ‘Coachable’. Kuratko (2016) confirms  ‘Coachable’ in the form 
of ‘Seeking and using feedback’ as a common characteristic associated with 
entrepreneurs on his list, ‘Risk’ in the form of ‘Calculated risk taking and risk seeking’, 
and ‘Integrity’ in the form of ‘Integrity and reliability’.  Besides, Kuratko’s list includes 
‘Sense of humor’ and ‘Internal locus of control’, which corresponds with ‘Humor’ and 
‘Control’. In a study on cross-cultural similarities and differences in characteristics 
attributed to entrepreneurs, Gupta (2008) identified characteristics which were 
perceived in India, Turkey, and the United States. The characteristics ‘Creative’, 
‘Ambitious’, ‘Sociable’ from the list of cross-cultural identified characteristics 
correspond to the sub-categories ‘Creativity’, ‘Ambitious’, and ‘Social’ developed from 
the research data.  

To summarize, the sub-category ‘Entrepreneurial Characteristics’  of the main category 
‘Personal characteristics’, include; Openness, Honesty & Integrity, Accuracy & 
Thoroughness, Creativity, Risk propensity, Humor, Coachable, Social, Ambitious, and 
Control.   
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Competences 

Likewise, theoretical grounding was used to confirm relationships between sub-
categories of the category ‘Competences’ and to merge sub-categories where possible. 
In academic literature, competence is generally defined as the knowledge, skills, and 
attitude required to adequately perform a specific job (Parry, 1996). Competences 
change over time and can be attained through experience, learning, and coaching 
(Volery et al., 2015). Entrepreneurial competences  can be divided into hard and soft 
skills which are needed to run a business (Riyanti et al., 2016). Hard, cognitive, skills 
refer to the traditional business education. Therefore rely more on knowledge and 
expertise (Homberg-Wright and Hribar, 2016). Whereas, soft management skills refer 
to people or interpersonal skills, which rely more on attitude and behavior (Homberg-
Wright, 2006). 

4.5.4 In-depth qualitative case analysis  
The cross-case analysis reveals patterns across all the cases studied. To develop a deeper 
understanding on the findings of the cross-case analysis, an in-depth qualitative analysis 
is performed with specific focus on selected cases. The entrepreneurs from the 
WirelessCharging SME foresaw a successful match with the Family Angel, but chose the 
Impact Angel over the Family Angel. To develop a deeper understanding on the 
rationale behind the decision to choose one angel investor over the other, the three 
related cases receive extra attention. The in-depth analysis zooms in on the verbatim 
quotations, with special focus on the selected cases, to analyze the decision-making 
process behind it. Consequently, the in-depth analysis reveals case specific insights, 
rather than general cross-case insights.  

4.6 Research quality 

Traditionally, research in management has been quantitatively oriented in a linear 
deductive manner (Riege, 2003). Qualitative research in this field is commonly claimed 
to lack the rigor and objectivity that quantitative research has (Patton and Appelbaum, 
2003). Specifically, case studies are the subject of accusation of being subjective, lacking 
rigor, and not having generalizable findings (Patton and Appelbaum, 2003).  Therefore, 
a model was developed which assesses the quality of exploratory research based on 
construct validity, external validity, and reliability (Yin, 2009).  

Construct validity refers to the quality of the conceptualization or operationalization of 
the research findings (Gibbert et al., 2008). In essence, it refers to the extent to which a 
study leads to an accurate observation of reality (Denzin and Lincoln, 1994). To enhance 
construct validity, researchers are encouraged to “establish a clear chain of evidence” to 
enable reconstruction of the path from initial research questions to the final conclusions 
(Yin, 1994). For this reason, the summaries of the interviews used to get familiar to the 
data, the open code books and developments of the categories are included and referred 
to throughout the study. Another method of enhancing construct validity is by 
triangulation, which means adopting different angles for observing the same 
phenomena. This can be achieved by using different data collection sources and 
strategies (Yin, 1994). In this study multiple forms of data collection are used in the form 
of document research, literature review before and after, for theoretical grounding, 



35 
 

interviews, and the brainstorm as expert research. The brainstorm with consultants is 
also used to compare observed dimensions developed from the interviews. 

External validity refers to the generalizability of the research findings (McGrath and 
Brinberg, 1983). In essence, it refers to the belief that theories must account for the 
phenomena in other settings than the one they are studied in. Multiple case studies do 
not allow for statistical generalization, like quantitative studies do (Yin, 1994). Despite, 
instead of statistical generalization, analytical generalization can generalize empirical 
observations to theory (Yin, 1994). According to Eisenhardt (1989), a cross-case analysis 
involving four to ten case studies serves as a good foundation for analytical 
generalization. Therefore, six angel investors with varying backgrounds and six 
entrepreneurs of varying innovative SME’s are interviewed. 

Reliability refers to the extent to which other researchers can replicate the study and 
arrive at the same findings (Denzin and Lincoln, 1994). Through documenting the code 
book, the steps of category development, and clarifying the research procedure, 
transparency is enhanced. However, the transcripts of the interviews are not included 
in the appendix due to privacy reasons.   
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5 Results 

This chapter presents the research results to answer the research questions. Every 
section presents the results related to the specific research question and ends with a 
conclusion based on the findings. 

To answer the first research question, “Which variables are relevant in predicting 
successful matches between angel investors and entrepreneurs in innovative SME’s?”, the 
findings on relevant variables according to the data are presented. First, the main 
findings are presented. Hereafter, every sub-section elaborates on the results. Every sub-
section starts with the cross-case analysis, followed by the in-depth analysis with 
illustrative quotations. The section ends with a conclusion, answering the first research 
question. 

To answer the second research question, “What are the needs of angel investors, 
entrepreneurs in innovative SME’s and intermediary consultants related to predicting 
successful matches?”, the findings on the needs according to the data are presented in a 
similar manner as the first research question. However, the section is structured per 
party involved. This means that first the results related to the needs of angel investors 
are presented, followed by the needs of entrepreneurs in innovative SME’s, and ending 
with the needs of intermediary consultants. Every sub-section starts with the cross-case 
analysis, followed by the in-depth analysis with illustrative quotations. The section ends 
with a conclusion, answering the second research question. 

To answer the third research question, “How can the relevant variables and the needs of 
entrepreneurs in innovative SME’s, angel investors and intermediary consultant in 
predicting successful matches between them be integrated into a preliminary design of a 
matching system”, abductive reasoning is used to combine the results of the first two 
research questions into a preliminary design of a matching system.  

5.1 Relevant variables for match prediction 

This section presents the answer to the first research question, “Which variables are 
relevant in predicting successful matches between angel investors and entrepreneurs in 
innovative SME’s?”, based on the findings from qualitative interviews with angel 
investors and entrepreneurs in innovative SME’s at ScaleUp Capital. First, an overview 
of the identified relevant core variables is presented. The following sub-sections 
elaborate on the identified relevant variables, its sub-variables and the observed 
dimensions. Finally, from the elaborated results a conclusion is drawn to answer the 
first research question. 

The relevant variables are identified through categorizing the codes developed in the 
analysis of the interviews. The original open codes are presented in the code book in 
appendix; IV. Code Books. Theoretical grounding contributed to further 
conceptualization of the categories. Based on the insights from existing theories, 
categories were rearranged or more substantiated. The established categories are seen 
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as the relevant variables in predicting successful matches between angel investors and 
entrepreneurs in innovative SME’s. 

An overview of the identified relevant core variables is presented in Table 1Table 9, with 
supporting numbers of their relevance. The relevance is assessed by calculating the 
frequency and representation based on the coding of the interviews. The column 
‘Frequency’ presents how often the variable is observed in total, which is the sum of all 
related codes. The column ‘Representation’ presents the percentage of interviews in 
which the variable is observed. In total an amount of six relevant variables were 
identified. The frequency and representation of the identified variables of both the 
interviews with angel investors and entrepreneurs are presented separately to show 
differences between them. 

The following sub-sections elaborate on each identified relevant core variable and the 
related sub-variables and identified dimensions. The sub-variables and dimensions 
which are only found in one case, which means having a representation of 17% overall, 
are omitted from the results as they are not adequately relevant according to the data.     

Table 9 Overview of the relevant core variables and their frequency and representation for angel investors and 
entrepreneurs in innovative SME’s 

Relevant variables Angel investor Entrepr. innovative SME 
 Freq. Repr. Freq. Repr. 
Competences 100 100% 61 100% 

Personality 81 100% 44 83% 

Engagement 53 100% 43 83% 

Background & Experience 47 100% 46 100% 

Motives 31 100% 27 83% 

Interests 31 100% 8 67% 

     

5.1.1 Competences 
This section presents the relevance of the core variable ‘Competences’, its sub-variables 
and its dimensions, based on the findings of the data analysis. First, the cross-case 
findings of the qualitative interviews with angel investors and entrepreneurs in 
innovative SME’s are presented. Hereafter, the results of the in-depth analysis of specific 
cases are discussed. 

Table 10: The frequency and representation of the variable Competences and its sub-variables 

 Angel inv. Entrepr. SME Description 

 Freq. Repr. Freq. Repr.  
Competences 100 100% 61 100% The aggregated core variable, which refers to 

the competences of both parties.  
In general 9 50% 6 50% Reference to competences in general, 

without specifying sub-variable or dimension. 

Skills 60 100% 26 100% Soft and hard skills of both parties 

 Expertise 8 67% 4 67% Direct reference to expertise, which is a 
specific value of the variable Skills 

Attitude 22 83% 12 67% Ranging from pro-active to open attitude 

Knowledge 9 67% 17 100% Including intelligence. No dimension 
observed.  
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In the top row of Table 10, the total frequency (Freq.) and representation (Repr.) of the 
core variable are aggregated. The results show that the variable is observed throughout 
all cases of both qualitative interviews with angel investors (Angel inv.) and 
entrepreneurs in innovative SME’s (Entrepr. SME). Although the core variable is 
covered in 100% of the cases of both angel investors and entrepreneurs, angel investors 
refer 1.6 times more to the variable in the data than entrepreneurs. The subsequent rows 
specify the frequency and representation of the sub-categories and the observed 
dimensions, which are presented in italic. The last column gives a description of the 
specific (sub-)variable or dimension and shortly explains whether it described the angel 
investor, the entrepreneur, or both.  

In the theoretical grounding section of the data analysis, past studies were used to 
compare the developed initial variables with existing theories. As described in section 
4.5.3 Theoretical grounding, studies show that competences are built from attitude, 
knowledge, and skills. This finding matches with the sub-variables found in the data. 
Based on the highest frequency and representation, the most relevant sub-variable of 
Competences is Skills, followed by Attitude and Knowledge respectively. The sub-
variable Skills is observed throughout all cases, but referred to 2.3 times more by angel 
investors than entrepreneurs. The sub-variable Attitude has a higher frequency and is 
covered in more interviews by angel investors, than by entrepreneurs. Whereas, the sub-

Table 11 Frequency and representation of the sub-variable Skills and its dimensions 

 Angel inv. Entrepr. SME Description 

 Freq. Repr. Freq. Repr.  

Skills 60 100% 26 100% The aggregated core variable, 
which refers to the competence of 
both parties. 

(Entrepreneurial) Soft 
skills 

40 100% 8 67% All soft skills found are 
entrepreneurial soft skills. 

 Soft skills in gen.* 11 100% 1 17% Reference to Soft skills in general, 
without specifying sub-variable or 
dimension. 

 Communication 6 50% 1 17% Communication skills of both 
parties. 

 Listening 6 67% 2 17% Listening skills of both parties 

 Building teams 1 17% 4 33% Refers only to the angel investor’s 
skill of building teams. 

 Time management 4 50% - - Refers only to the Time 
management skills of the entrepr, 

 Organization 6 50% - - Refers only to the Organization 
skills of the entrepreneur. 

 Innovative 4 50% - - Refers only to the innovative skills 
of the entrepreneur. 

 Analytical 2 33% - - Refers to analytical skills of both 
parties. 

Hard skills 12 67% 14 33% Hard skills of both parties. 

 Commercializat. 12 67% 2 33% Commercialization skills of both 
parties 

 Basic business 
functions* 

- - 12 50% Incl. (Online) Marketing, Finance, 
Sales etc. Only about the angel inv. 

 *Dimensions found in the expert research as well  
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variable Knowledge has a higher frequency and is covered in more interviews by 
entrepreneurs. In-depth analysis of the data shows that all sub-variables describe both 
angel investors and entrepreneurs.  

Theoretical grounding revealed that the sub-variable Skills can be divided into two 
types, namely ‘Soft’ and ‘Hard’ skills. This division is presented in Table 11. Soft skills 
have a higher frequency and representation in both respondents groups, compared to 
hard skills. Significantly observed dimensions of soft skills are; communication, 
Listening, Building teams, Time management, Organization, Innovative and Analytical. 
The only on its own significant dimension of hard skills is Commercialization. Other 
dimensions of hard skills were not significant enough and are aggregated in Basic 
business functions. Functions belonging to this dimension are (Online) Marketing, 
Finance, Logistics, Operations, R&D and Sales. This dimension is only represented in 
the data of entrepreneurs and is only describing the angel investor.  

Based on the highest frequency and representation, Communication and Listening skills 
are indicated to be the most relevant soft skills, according to angel investors. 
Entrepreneurs value the soft skill of Building teams more. Commercialization is the only 
hard skill significantly observed from the angel investors’ data. This hard skill is also 
observed in the entrepreneur’s data, but the frequency and representation indicated 
they value the Basic business functions more. 

In the brainstorm with consultants on the part Competences, describing the angel 
investor and the entrepreneur, the dimension Basic business functions, and the soft 
skills related to entrepreneurial and management skills are identified as well. However, 
the type of soft skills were not specified. 

The following quote illustrates why angel investors find the competences of 
entrepreneurs relevant and how the angel investors’ competences can contribute to the 
collaboration as well: 

 “So it is also about, or what I at least click with, people who are  'what you see is what you 
get', very transparent and know where their weaknesses are located, know what they are 
good at and also provide a request for help that is wider than just money. (…) So to what 
extent are there people skills? To what extent is there leadership quality? Especially 
regarding the CEO to develop his company through all the coming phases, so that the 
company grows and the entrepreneur grows in parallel” – Impact Angel 

Transparency in the competences of entrepreneurs gives insights in how the angel 
investor can add value, besides monetary value. Moreover it gives insights on whether 
the entrepreneur has the potential to grow with the company. The following quote 
illustrates how the competences of angel investors can add value to the company: 

“They say “First, we have real understanding of building teams” and the other thing we 
really needed a lot, cause we would like to act all over the world, is online marketing” – 
WirelessCharging SME 

The in-depth analysis of the data shows that the specific competences of the angel 
investor, described in the quote above, were the decisive factors for selecting the angel 
investor. In other words, the specific competences contributed to a more successful 
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match. In this specific case, the entrepreneurs were able to choose from multiple 
interested angel investors.  

5.1.2 Personality 
This section presents the relevance of the core variable ‘Personality’, its sub-variables 
and its dimensions, based on the findings of the data analysis. First, the cross-case 
findings of the qualitative interviews with angel investors and entrepreneurs in 
innovative SME’s are presented. Hereafter, the results of the in-depth analysis of specific 
cases are discussed. 

The results show that the variable personality is observed throughout all cases of both 
qualitative interviews with angel investors and entrepreneurs in innovative SME’s . In 
the top row of  Table 12, the total frequency and representation of the core variable are 
aggregated. Although the variable Personality is covered in 100% of the cases of both 
angel investors and entrepreneurs, angel investors refer 1.8 times more to the variable 
in the data than entrepreneurs. 

The theoretical grounding showed that most personality traits, referred to in the data, 
are entrepreneurial personality traits. Entrepreneurial personality traits have a total 
frequency of 76 with a representation of 100% throughout all cases, whilst other 
personality traits have a frequency of 4 with a representation of 50% of the angel 
investor interviews and 17% of the interviews with entrepreneurs. 

As presented in Table 13, in total nine dimensions belonging to an entrepreneurial 
personality are identified from the data. The most relevant dimensions for both angel 
investors and entrepreneurs is Openness. When looking at the dimensions with the 

Table 12: The frequency and representation of the variable 'Personality' and its sub-variables 

 Angel inv. Entrepr. SME Description 

 Freq. Repr Freq. Repr.  

Personality 81 100% 44 100% 
The aggregated core variable, which refers to the 
personalities of both parties 

 In  general 26 100% 18 83% 
Reference to personality in general, without 
specifying sub-variables or dimensions 

Entrepreneurial 52 100% 25 100% 
Personality traits belonging to the 
entrepreneurial personality 

Other 3 50% 1 17% 
Personality traits that do not belong to the 
entrepreneurial personality 
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highest frequency and representation, the personality dimensions contributing to the 
trustworthiness of the entrepreneur are found to be most important for angel investors. 
The following quotes illustrate the importance of Openness from the point of view of 
the angel investor and the entrepreneur: 

 “So that is indeed what I notice through conversations, when people are not open to listen, 
to just take in. Again, you don't have to do what we say. It is more; listen and use the 
information. Then, you might as well go the other way, but at least you know that it could 
be done differently and there has been thought about” – Ambassador Investor 

"It is about the click and the trust that we should grant each other. So it always starts 
from a relatively open view and trust. It is actually always later in the process that then 
the homework determines whether it will be a successful process; yes or no.." – 
3DPrintAuto 

The first quote shows that through the eyes of the angel investors Openness closely 
relates to the coachability of the entrepreneur, while from the entrepreneur’s 
perspective it relates more to trust. According to the expert research the dimension 
Coachable and Risk propensity were seen as important dimensions, and therefore 
identified by the consultants.  

Table 13: Frequency and representation of the sub-variables of Personality and its dimensions 

 Angel Inv. Entrepr. SME Description 

 Freq. Repr. Freq. Repr.  

Personality 81 100% 44 100% The aggregated core variable, which 
refers to the personality of both 
parties. 

Entrepreneurial 52 100% 25 100% All personality traits which belong to 
an entrepreneurial personality. 

 Openness 18 83% 7 50% Openness of both parties. 

 
Honesty & Integrity 

7 67% 6 33% 
Past studies has put these 
personality traits together. 

 
Accuracy & 
Thoroughness 5 33% 7 50% 

Past studies has put these 
personality traits together. 

 Creativity 2 33% 1 17% Creativity of both parties. 

 
Risk propensity* 

1 17% 2 33% 
The risk propensity of angel 
investors. 

 Humor 2 17% 2 17% Sense of humor of both parties. 

 Coachable* 9 67% - - The coachability of the entrepreneur. 

 
Control 

4 67% - - 
The sense of control of the 
entrepreneur. 

 Social 4 50% - - Whether the entrepreneur is social. 

Other 
3 50% 1 17% 

Other personality traits which are 
not proven entrepreneurial traits 

 
Magniloquence 

1 17% 1 17% 
Lofty and extravagant manner of 
speaking of both parties. 

 Authenticity 2 33% - - Authenticity of the entrepreneur. 

 *Dimensions found in the expert research as well  
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5.1.3 Engagement 
This section presents the relevance of the variable ‘Engagement’, its sub-variables and 
its dimensions, based on the findings of the data analysis. First, the cross-case findings 
of the qualitative interviews with angel investors and entrepreneurs in innovative SME’s 
are presented. Hereafter, the results of the in-depth analysis of specific cases are 
discussed. 

The results show that the variable engagement is observed throughout all cases of both 
qualitative interviews with angel investors and entrepreneurs in innovative SME’s. In 
the top row of Table 14, the total frequency and representation of the core variable are 
aggregated.  

Table 14: Frequency and representation of the variable Engagement and its sub-variables 

 Angel inv. Entrepr. SME Description 

 Freq. Repr. Freq. Repr.  

Engagement 
53 100% 43 100% 

The aggregated core variable, which refers to the 
engagement of both parties. 

 In general 
26 83% 14 67% 

Reference to engagement in general, without 
specifying sub-variables. 

Drive* 

13 100% 2 17% 

Mainly the drive of the entrepreneur, but the de 
drive of the angel investor to get to know the 
company as well. 

Involvement in 
company 5 50% 1 17% 

Degree of involvement in the company 

Time investment* 
5 50% 1 17% 

How much time spend in the company / 
collaboration by both parties. 

Scope 
1 17% 5 50% 

The scope of engagement in terms of 
responsibilities. 

Social network* 

2 17% 6 33% 

Mainly the engagement of the angel investor’s 
social network, but extension of the portfolio 
related network as well.  

Coaching* 1 17% 1 17% Angel investor’s engagement in a coaching role. 

Freedom of 
entrepreneurship - - 7 50% 

Degree of freedom the angel investor provides for 
the entrepreneurs to pivot 

Amount of 
investors* - - 6 50% 

The total amount of investors can have influence 
of the engagement of a single angel investor. 

*Dimensions found in the expert research as well  

 

The sub-variable Drive is found throughout all angel investor cases, whilst only in one 
case of the entrepreneurs. The most relevant sub-variables, based on the frequency and 
representation, differ clearly from the angel investor perspective compared to the 
entrepreneur perspective. When looking at the most relevant sub-variables for angel 
investors Drive, Involvement in company, and Time investment come out on top, while 
for the entrepreneurs Scope of engagement, Freedom of entrepreneurship and Amount of 
investors appear most important.  

In the brainstorm with consultants, both sub-variables important to angel investors and 
entrepreneurs are identified. On the one side Drive and Time investment and on the 
other side engagement of Social network and Coaching. The first quote illustrates the 
importance of Drive from the perspective of the angel investor. The second quote 
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illustrates the importance of the engagement of Social network from the perspective of 
the entrepreneur. 

“What I find very important is an enormous enthusiasm, a very enormous drive. I have 
always worked very hard. I also appreciate it when someone goes all out. A nine-to-five 
mentality or not answering the phone or ignoring emails for a long time, that's not for me. 
Actually, the economy continues 24/7 and so do businesses. I've always worked that way, 
so you can call me day and night if there is anything." – Impact investor 

“But then it is also important that you sometimes have someone to spar with. And that's 
why we are looking for an investor who comes more from high-tech, who is also a sparring 
partner and who has a network” – VRCenter SME 

The two quotes show that each individual has his or her own perspective on which type 
of engagement they find most important. This ranges from the engagement of time, 
expressing an enormous drive, to the engagement of sector-related knowledge, 
experience and the right connections.  

5.1.4 Background & Experience 
This section presents the relevance of the variable Background & Experience and its sub-
variables, based on the findings of the data analysis. First, the cross-case findings of the 
qualitative interviews with angel investors entrepreneurs in innovative SME’s are 
presented. Hereafter, the results of the in-depth analysis of specific cases are discussed.  

Due to their overlap, the categories ‘Background’ and ‘Experience’ are merged to one 
category. The aggregated results of the category are presented in Table 15. With the 
highest frequency and representation, compared to other sub-variables, angel investors 
and entrepreneurs appear to agree on the most relevant sub-variable of Background & 
Experience, namely Sector Experience. Similar scores on the sub-variables following in 
relevance, Management Experience and Entrepreneurial Experience indicate agreement 
between the angel investor and entrepreneur on more sub-variables as well. The only 
sub-variables for which the frequency and representation significantly differ between 
angel investors and entrepreneurs is Investment Experience. Entrepreneurs appear to 
value investment experience more than angel investors. In the brainstorm with 
consultants, the sub-variables; Sector Experience, Entrepreneurial Experience,  
Education, Investment Experience, were identified as well. 
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The following quote illustrates how similarities in Sector Experience of the angel 
investors and the entrepreneurs in innovative SME’s can facilitate a greater 
understanding and with that contribute to a more successful match; 

"You can see that in the guys from ***. They say; “This is so cool. This is so unique. Of 
course, we get those things from all brands. We know how they are reviewed.”. They 
understand those electronics too. They understand; "Hey, you can't compare this with 
stuff at the Kruidvat.”. Maybe another investor says" Yes, I can also get a wireless charger 
for nine euros. For nine euros, I have a wireless charger at Kruidvat and yours costs two 
hundred euros ?! ”. "Yes, ours costs two hundred euros.”. “But that thing can do something 
else? Yeah, I don't understand that.". And they [the guys from ***] understand why you 
can really distinguish between consumer electronics. " – WirelessCharging SME. 

Besides facilitating a greater understanding, similar sector experience can also 
contribute to the extension of valuable resources within the sector. The deployment of 
gained social capital through sector experience is illustrated in the following quote; 

“This entrepreneur who was already very experienced. He has a technical innovation that 
really appealed to us. A bit in the real estate sustainability corner. And we think ... it's 
good to know more about it, but also because we do a lot of real estate, to use our network 
for that.” – Family Angel. 

This quote shows that the sub-variables of the one core variable, Sector Experience of 
Background & Experience, can have influence on the sub-variables of the other core 
variable, Social Capital of Engagement.  

Table 15: Frequency and representation of the variable Background & Experience and its sub-variables 

 Angel inv. Entrepr. SME Description 

 Freq. Repr. Freq. Repr.  

Background & 
Experience 47 100% 46 100% 

The aggregated core variable, which refers to 
the background and experience of both parties. 

 Backgr. in gen. 13 67% 10 83% 
Reference to background in general, without 
specifying sub-variables or dimensions. 

 Exper. in gen. 11 67% 17 100% 
Reference to experience in general, without 
specifying sub-variables or dimensions. 

Sector 
experience* 6 67% 5 83% 

Whether the angel investor has experience in 
the sector in which the entrepreneur is active. 

Management 
experience 4 33% 2 33% 

Management experience of the angel investor. 

Entrepreneurial 
experience* 2 33% 2 33% 

Past entrepreneurial experience of both the 
angel investor and the entrepreneur 

Education* 2 17% 1 17% Educational background of the entrepreneur. 

Investment 
experience* 2 17% 4 67% 

Past experience in investing of both the angel 
investor and the entrepreneur.  

Family business 1 17% 1 17% 
Whether the angel investor comes from a 
family business background. 

Resume 1 17% 1 17% 
Reference to the resume of the angel investor 
and entrepreneur in general.  

*Dimensions found in the expert research as well 
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5.1.5 Motives 
This section presents the relevance of the variable ‘Motives’ and its sub-variables, based 
on the findings of the data analysis. First, the cross-case findings of the qualitative 
interviews with angel investors and entrepreneurs in innovative SME’s  are presented. 
Hereafter, the results of the in-depth analysis of specific cases are discussed. 

 The results show that the variable motives is observed throughout all cases of both 
qualitative interviews with angel investors and entrepreneurs in innovative SME’s. In 
the top row of Table 16, the total frequency and representation of the core variable are 
aggregated.   

In the brainstorm, all the sub-variables identified from the interviews with angel 
investors and entrepreneur were identified by the consultants as well. An additional 
sub-variable, Making an impact, which is not included in the results due to its 
occurrence in only one case in the qualitative interviews, is identified by the consultants 
as well. In fact, the consultants even highlighted the sub-variables due to its importance. 

The following quote illustrates the perspective of an angel investor on the differences in 
motives between angel investors and how this influences the investment behavior; 

“Look, an angel investor, who has sold his company and likes to get the money he has 
earned ... Well, indirectly being involved in a number of start-ups in which he wants to 
invest. He mainly brings in some relationships of companies or customers that he thinks 
the startup would benefit from. And perhaps that he contributes to the thought process a 
little more. But it often ends there for an [typical] angel investor. Both in the attention he 
gives to his start-up, because he is often also busy with other things, read; taking a holiday 
and after all just enjoying life. And so, he is not so really professionally in the game. 
Including .. And that is also reflected in ticket size, so they invest 50, maybe 100,000 euros 

Table 16: Frequency and representation of the variable Motives and its sub-variables 

 Angel inv. Entrepr. SME Description 

 Freq. Repr. Freq. Repr.  

Motives 30 100% 25 100% 
The aggregated core variable, which refers to 
the motives of both parties. 

 In general 21 100% 12 83% 
Reference to motives in general, without 
specifying sub-variables. 

Economical* 3 50% 4 67% 
Motive of both parties to maximize 
profitability. 

Job creation* 1 17% 2 33% 
Motive of the angel investor to create jobs for 
him/herself or others. 

Internal strategy* 1 17% 1 17% 
Motive of the angel investor to contribute / 
align to their internal portfolio’s strategy.  

Growth* 1 17% 1 17% 
Motive of the entrepreneur to achieve 
sustainable growth 

Leisure* 1 17% 1 17% 
When angel investor engage in investment 
activities mainly for their own leisure  

Exit horizon* 2 33% - - 
With an exit horizon already in mind by either 
the angel investor or the entrepreneur.  

Coaching* - - 4 50% 
Motive of the angel investor to coach the 
entrepreneur. 

*Dimensions found in the expert research as well 
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in a company. We are a bit more professional, in the sense that our process is a bit more 
careful, I think, than an average angel investor” – Impact investor 

Similar to the last quote in the previous sub-section, the quote above shows that 
differences in motives have influence on, among other things, the engagement of the 
angel investor. This suggest relationships between the core variables, which together 
form an unique profile of the angel investor or entrepreneur. The differences in profiles 
is illustrated in the following quote; 

" And that involved two family offices. So those are some strategic investors. Less focused 
on returns, but more on a strategic partnership.” – EnergyEfficientLiving SME 

The quote suggests that the motives of an angel investor is not solely formed by 
featuring a specific sub-variable, rather the priority one gives to one sub-variable over 
the other. It illustrates that the trade-off between particular motives, all together, forms 
the complete picture of the motives of angel investors. 

5.1.6 Interests 
This section presents the relevance of the variable ‘Interests’ and its dimensions, based 
on the findings of the data analysis. First, the cross-case findings of the qualitative 
interviews with angel investors and entrepreneurs in innovative SME’s are presented. 
Hereafter, the results of the in-depth analysis of specific cases are discussed. 

The results show that the variable interests is observed in all interviews with angel 
investors, but in 67% of the interviews with entrepreneurs in innovative SME’s. In the 
top row of Table 17, the total frequency and representation of the core variable are 
aggregated. 

The following quote illustrates how the personal interests of both the angel investor and 
the entrepreneur in innovative SME’s contribute to the successfulness of the match 
between them; 

Table 17: Frequency and representation of the variable Interests and its sub-variables 

 

Angel inv. Entrepr. SME 
 
Description 

Freq. Repr. Freq. Repr. 
 

Interests 31 100% 8 67% 
The aggregated core variable, which refers to 
the interests of both parties. 

 In general 10 83% 1 17% 
Reference to interests in general, without 
specifying sub-variables. 

Business type / 
sector 12 100% 2 33% 

Interests of angel investors and the 
entrepreneur in for instance; fintech / cleantech 
/ biotech or service vs. product. 

Recreational 5 50% 1 17% 
Personal interests of both parties, such as sports 
and other activities. 

Type / Degree 
innovation 2 17% 4 50% 

Interests of both parties in for instance 
incremental vs. radical innovation. 

Phase of interest 2 33% - - Business phase of interest of the angel investor.  
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“Who is that investor? What are his hobbies? What are his interests? What affinity does 
he have? What stage of his life is he in? What is his family situation like? These are all 
things that can indicate a certain match and a certain interest. Look, I look differently in 
the world as I was fifteen years ago, when I did not have a child yet. That all plays a role, 
so I think that data is actually very essential” – Multinational investor. 

The interests of an individual develops and changes throughout his or her life. In the 
following quote the entrepreneur of VRCenter SME described how they use social media 
in order to discover the interests of a potential angel investor; 

“Or what kind of messages he shares. What does he find interesting? Is it someone who is 
very active or not. If someone posts a lot. Just nice messages about Virtual Reality, new 
techniques, etc. Then I can imagine that someone like that is very becomes enthusiastic 
about the techniques he shares.” – VRCenter SME. 

The quote shows that social media plays an important role in how an angel investor is 
perceived as well. Interests are not only static characteristics, but are formed by the 
dynamic behavior of a person as well. 

5.1.7 Conclusion 
In conclusion, the answer to the first research question, “Which variables are relevant in 
predicting successful matches between angel investors and entrepreneurs in innovative 
SME’s?”, is presented in Table 18. In total, six relevant core variables were identified with 
overall thirty observed sub-variables and twenty observed dimensions. The six relevant 
core variables are Competences, Personality, Engagement, Background & Experience, 
Motives and Interests. For the variables Competences the dimensions defining Soft skills 
and Hard skills are observed. Moreover, the dimensions forming an entrepreneurial 
personality. In addition, the results of the in-depth, verbatim, analysis suggests relations 
between the sub-variables of different core variables.  

  

Table 18: Complete overview of all variables, sub-variables and dimensions 

Relevant variables Sub-variables Dimensions 

Competences Skills; soft skills & hard skills. Soft skills (Entrepreneurial); 
communication, listening, building 
teams, time management, 
organization, innovative, analytical . 
Hard skills; commercialization, basic 
business functions. 

Attitude, Knowledge  

Personality Entrepreneurial personality traits Openness, Honesty & Integrity, 
Accuracy & Thoroughness, 
Creativity, Risk, Humor, Coachable, 
Control, Social. 

Other personality traits Magniloquence, Authenticity.  

Engagement Drive, Involvement in company, 
Time investment, Scope, Social 
network, Coaching, Freedom of 
entrepreneurship, Amount of 
investors 
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Background & 
Experience 

Sector experience, Management 
experience, Entrepreneurial 
experience, Education, Investment 
experience, Family business, 
Resume. 

 

Motives Economical, Job creation, Internal 
strategy, Growth, Leisure, Exit 
horizon, Coaching. 

 

Interests Business type / sector, Recreational, 
Type / Degree innovation, Phase of 
interest. 

 

5.2 Needs of angel investors, entrepreneurs and 
consultants 

This section presents the answer to the second research question, ‘What are the needs 
of angel investors, entrepreneurs in innovative SME’s and intermediary consultants 
related to predicting successful matches?, based on the results of the qualitative 
interviews, document research and expert research. This section starts with discussing 
the needs of angel investor, entrepreneurs, and consultants separately. At the end an 
overall conclusion is presented.  

5.2.1 Angel investors 
First, important needs are identified based on the frequency and representation 
throughout the interviews with angel investors. Needs with higher frequency and 
representation are seen as more important. The overarching need found throughout all 
cases, based on the data, is Expectation Management. The observed needs related to 
expectation management are Role, Complementarity, Trust, Profiling and Entrepreneur 
Seeking. As presented in Table 19, based on the high observation of 83% of the 
interviews with angel investors, the most important needs relate to the expectation 
management of role, complementarity, and trust. The subsequent important needs are 
Profiling and Entrepreneur seeking, which are observed in half of the interviews. 

The significant dimensions observed for each finding is presented in Table 20. This 
means that the dimensions which occur only once are omitted as a dimension. The 
description of the dimension Role, in the last column, shows that it mainly concerns the 
role an angel investors take on. The description further explains that the role is formed 
by type of angel investor and the role he or she takes on when investing with others. 
Complementary refers to the degree angel investors and entrepreneurs complement 
each other. This is formed by the strengths & weaknesses of both parties, their needs, 
and the value an angel investor can add besides financial capital.   

Although, the high frequency and representation of the cross-case analysis indicates 
importance, an in-depth analysis was performed to discover the essence of the 
underlying need. The in-depth analysis of the findings related to expectation 
management of Role shows that expectation management is mainly related to the role 
an angel investor takes on and to the needs entrepreneurs have. This is discussed in the 
next session about the entrepreneur’s needs. The in-depth analysis of Complementarity 
shows that an important need investors have is to add more than just monetary value.  
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Therefore, angel investors need clear expectation management on what the 

Table 19 The dimensions of angel investor’s needs related to Expectation Managements, describing frequency and 
coverage 

 Angel investor Description 

 Freq. Repr.  

Expectation Management 103 100% 

The aggregated core variable, which refers 
to the expectation management of both 
parties. 

Role 17 83% The role both parties take on. 

 In general 3 33% 
Reference to the role both parties take on 
in general, without specifications. 

 Type of investor 8 50% 
The role the angel investor takes on is 
influenced by the type of investor.  

 Amount of investors 7 50% 

The role the angel investor takes on is 
influenced by the amount of investors 
already involved or the division in roles. 

Complementarity 45 100% 
How the angel investor and entrepreneur 
complement each other. 

 In general 11 83% 
Reference to the complementarity of both 
parties in general, without specifications. 

 Value added 11 `67% 
The value the angel investor can add 
besides monetary value. 

 Needs 9 83% The specific needs of the entrepreneur. 

 Strengths & Weaknesses 14 67% 
The strengths and weaknesses of both 
parties to unfold the complementarity.  

Trust 17 83% The perceived trust of both parties. 

 In general 10 83% 
Reference to trust of both parties in 
general, without specifications. 

 Transparency 7 67% 
The importance of transparency in the 
perception of trust.  

Profiling 7 50% 
Differentiating angel investors through the 
use of profiles. 

Entrepreneur seeking 3 50% 
The seeking and self-discovering state of the 
entrepreneur. 

 

Table 20: Angel investor’s needs related to Expectation Management, describing frequency and coverage 

 Angel investor Description 

 Freq. Repr.  

Expectation Management 103 100% 
The aggregated core variable, which refers to 
the expectation management of both parties. 

 In general 13 67% 
Reference to expectation management in 
general, without specification. 

Role 17 83% The role both parties take on. 

Complementarity 11 83% 
How the angel investor and entrepreneur 
complement each other. 

Trust 10 83% The perceived trust of both parties. 

Profiling 7 50% 
Differentiating angel investors through the 
use of profiles. 

Entrepreneur seeking 3 50% 
The seeking and self-discovering state of the 
entrepreneur. 
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entrepreneur needs from them. When the entrepreneur clearly knows his or her 
strengths and weaknesses, it becomes more apparent how the angel investor and 
entrepreneur can complement each other. The following quote illustrates the 
complementarity need of the angel investor and how the dimensions are related to each 
other:  

“So it is also about, or what I at least click with, people who are  'what you see is what you 
get', very transparent and know where their weaknesses are located, know what they are 
good at and who also provide a request for help that is wider than just money.” – Impact 
Angel 

How an angel investor and entrepreneur can be complementary to one another is based 
on the strengths and weaknesses of both, their needs and how they can bring value to 
the table. Expectation management on the complementarity of both parties is generally 
the most important need for angel investors. This is reflected in the representation of 
complementarity in 83% of the interviews with angel investors. Another important 
aspect influencing the successfulness of a match between angel investors and 
entrepreneurs is the perceived trust. As the parties often are unknown to each other, 
transparency enhances the perceived level of trust. The following quote illustrates this 
phenomena;  

“You could translate that click into mutual trust and respect. Make sure you share good 
information with each other. Transparency. We think that is the kind of thing that is 
important." – Family Angel 

This implies that expectation management enhances transparency and with that trust. 
Transparency enhances the first identified need as well in a way that transparency in 
the strengths and weaknesses of each party gives insight into how they can complement 
each other. Transparency in each party is suggested to be achieved through the use of 
profiles. In half of the interviews profiling angel investors and/or entrepreneurs in 
innovative SME’s was brought up. The in-depth analysis revealed that investors often 
have the ideal profile of an entrepreneur envisioned; 

"Because the ideal start-up has a very charismatic person, male / female. Yes, very good 
business plan. He is extroverted and can laugh too. I think all investors are looking for 
profiles like this, so from the investor you know. All investors actually know best..  
Experienced investors know quite well this is the ideal profile. If you meet them at a coffee, 
you will quickly have a click.” – Multinational investor 

However, the flawless, ideal profile is not what an angel investor generally encounter. 
The in-depth analysis showed that their choice is based on the personal trade-off they 
make. The basis of the trade-offs made is how they differentiate themselves from other 
angel investors, in turn forming their profile. An example of the priorities an angel 
investor have is illustrated in the following quote;  

“If someone is receptive and not 100% perfect. That is never anyone. Then I want to spend 
some time on that, but that is my specific profile” – Multinational investor 

The impact investor values the drive and receptiveness of an entrepreneur. Other angel 
investors can value other characteristics of an entrepreneur, forming a different 
investor’s profile. However, the in-depth analysis shows that entrepreneurs are often 
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still seeking and are less aware of the trade-offs they make. This conflicts with the need 
of angel investors for expectation management from the entrepreneur on what they 
actually seek in an investor. This contrast in experience and understanding is illustrated 
in the following quote: 

“But maybe it is the other way around, because I have seen quite a lot as an investor and I 
have suffered some damage and successes. What I often see with start-ups is that the 
young people who run the company look less at the investor's profile themselves. What 
does that investor really want from me? I think there is a lot of room for improvement 
there.” – Impact investor 

This completes the circle of the need for expectation management from the angel 
investor point of view. Angel investors want to know how entrepreneurs profile 
themselves and how they can complement the profile of an entrepreneur. The quote 
emphasizes that to achieve this transparency is key.  

5.2.2 Entrepreneurs in innovative SME’s 
First, important needs are identified based on the frequency and representation 
throughout the interviews with entrepreneurs. Needs with higher frequency and 
representation are seen as more important Similarly to the findings of the angel 
investor’s interviews, the overarching need found throughout all cases is Expectation 
Management, as presented in Table 21. The same needs related to expectation 
management are observed, namely Role, Complementarity, Trust, Profiling and 
Entrepreneur Seeking. However, the Transparency dimension related to Trust is not 
significantly found in the entrepreneurs’ data. Besides the general dimension of 
Entrepreneur Seeking, the dimensions Pitch Development and Informational 
Asymmetry are observed. Based on the high observation of 83% of the interviews with 
entrepreneurs, the most important need relate to the expectation management of role, 
complementarity, and the seeking state of the entrepreneur. Hereafter, Profiling and 
Trust are the subsequent important needs with a representation of 67%, and 50% of the 
interviews respectively. The higher significant higher frequency and representation of 
Entrepreneur Seeking implies that the entrepreneurs value the need for expectation 

Table 21 Entrepreneur’s needs related to Expectation Management, describing frequency and coverage 

 Entrepr. SME Description 

 Freq. Repr.  

Expectation Management 117 100% 
The aggregated core variable, which refers to 
the expectation management of both parties. 

 In general 6 67% 
Reference to expectation management in 
general, without specification. 

Role 37 83% The role the angel investor takes on. 

Complementarity 40 83% 
How the angel investor and entrepreneur 
complement each other. 

Entrepreneur seeking 18 83% 
The seeking and self-discovering state of the 
entrepreneur. 

Profiling 9 67% 
Differentiating angel investors through the 
use of profiles. 

Trust 10 50% 
The perceived trust of the angel investor in 
the business and the entrepreneur.  
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management related to this more than angel investors. Compared to angel investors, 
the need for profiling is observed more, and, the need related to trust is observed less.  

In Table 22 the observed significant dimensions for each need are presented. In the 
previous section, the in-depth analysis with the aim to discover the need related to Role 
already revealed that expectation management on this subject is mainly related to the 
need entrepreneurs have. On the one hand, entrepreneur’s need for role expectation 
management relates to how the type of angel investor influences the role an investor 
takes on. The following quote illustrates how this can influence the role it takes on and 
how this can cause friction; 

 “And we found out at the time that the investor actually… as an investor he acts as a 
person, but he actually acts on behalf of an investment fund and then there are others 
things coming in the picture. So the moment he would die.. Do you have a duty to offer or 

Table 22 The dimensions of entrepreneur’s needs related to Expectation Managements, describing frequency and 
coverage 

 Entrepr. SME Description 

 Freq. Repr.  

Expectation Management 117 100% 
The aggregated core variable, which refers to 
the expectation management of both parties. 

Role 37 83% The role the angel investor takes on. 

 In general 5 50% 
Reference to the role the angel investor takes 
on in general, without specifications. 

 Type of investor 26 83% 
The role the angel investor takes on is 
influenced by the type of investor.  

 Amount of investors 6 50% 

The role the angel investor takes on is 
influenced by the amount of investors already 
involved or the division in roles. 

Complementarity 40 83% 
How the angel investor and entrepreneur 
complement each other. 

 In general 9 67% 
Reference to the complementarity of both 
parties in general, without specifications. 

 Value added 17 83% 
The value the angel investor can add besides 
monetary value. 

 Needs 12 50% The specific needs of the entrepreneur. 

 Strengths & Weaknesses 2 33% 
The strengths and weaknesses of both parties 
to unfold the complementarity. 

Entrepreneur seeking 18 83% 
The seeking and self-discovering state of the 
entrepreneur. 

 In general 5 33% 
Reference to the seeking state of the 
entrepreneur in general, without specifications. 

 Pitch development 5 67% 
Part of the seeking state of the entrepreneur is 
the pivoting in the pitch development.  

 Informational asymmetry 3 33% 
The unclear position of the entrepreneur 
causes informational asymmetry.  

Profiling 9 67% 
Differentiation of angel investors and 
entrepreneurs through the use of profiles. 

 Profiling in gen. 7 67% 
Reference to the profiling of both parties in 
general, without specifications. 

 Priorities 2 33% 
Making differentiations between profiles based 
on the priorities given within profiles.  

Trust 10 50% The perceived trust of both parties. 
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not? I do not want to, for instance, his colleague or the investors’ wife suddenly joins us 
on the board and has a completely different opinion.” – IntercomSystem SME 

When expectations on the type of angel investor and how this influences the role of 
angel investors are managed beforehand, these type of unpleasant surprises could be 
prevented. On the other hand, entrepreneur’s need for role expectation management 
relates to the amount of investors involved. The in-depth analysis shows that when 
entrepreneurs are looking for an additional investor, instead of a first investor, their 
needs related to the angel investor’s role can be different compared to their initial needs. 
Furthermore, from the in-depth analysis, it appears that investors often have the 
requirement that a second investor needs to be involved as well. In this case, expectation 
management on how the complete team complements each other is of importance and 
can change over time, when the pool of investors is expanding. This contrast in one-on-
one investing compared to having multiple investors is illustrated in the following 
quote; 

"And I still understand it when you also have one-on-one, certainly with a private investor. 
Because there that one-to-one personal click is especially very important. At the same 
time, for example, we are already collaborating with, I don’t know exactly, five different 
larger investors. And yes, in the end you want to have the different colors in your team 
there too." – 3DPrintAuto 

The need to have different colors in a team reflects the need for complementarity as 
well, which is the second identified need entrepreneurs have related to expectation 
management. The dimension Value added is observed in 83% of the interviews with 
entrepreneurs. Expectation management on what angel investors bring with them 
besides financial capital is important for innovative SME’s with the desire to grow. The 
following quote illustrates the needs of a particular SME regarding the value an angel 
investor is expected to bring to the table; 

"Yes, we just wanted that extra value. So for us it is of course a piece of money back, but 
more importantly besides that: “Hey, which parties can help us with the question we have 
as an entrepreneur? How do you grow, how do you manage teams? How do we deal with 
software. How are we going to continue doing business in America?" – WirelessCharging 
SME 

Although the weaknesses of the entrepreneur is reflected in this illustrative quote, the 
focus is on the needs they have and how an angel investor can add value. This lack in 
expectation management in strengths & weaknesses is reflected in the representation 
of the dimension as well. Only in 33% of the interviews with entrepreneurs the strengths 
and weaknesses of the entrepreneur is explicitly observed. This is in line with the third 
most observed need from entrepreneurs, which relates to the seeking condition of the 
entrepreneur. Based on the findings in the in-depth analysis, this need encompasses the 
space entrepreneurs need to develop an understanding of their unconscious needs. The 
following illustrates this development; 

"Well what I also like is, although it is time-consuming for the consultants, I am very 
happy that they also introduced several people, because we also did not quite know what 
we needed. Intuitively, we needed a piece of knowledge,  but only after he said that they 
have great understanding of building teams, and understanding of online marketing, that 
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triggered us in discovering that is what our need is. So speaking to a lot of people has made 
our need increasingly evident" – WirelessCharging SME 

Besides having the need to develop a clearer image of their actual needs, entrepreneurs 
appear to have the need to get the opportunity to develop their pitch and their 
negotiating position in parallel as well. As the entrepreneurs are often seeking, they lack 
knowledge and have an insecure negotiation position. According to the interviewees, 
this causes informational asymmetry in the negotiation process. Despite this being a 
need observed in 33% of the interviews, it is a need that generally evolves further in the 
investment process. Expectation management upfront can be facilitated through 
profiling. This need is expressed in 67% of the interviews with entrepreneurs. The 
following quote illustrates this need with the possible interpretation of how such a 
profile would look like; 

"What I would have liked. Now I got from the consultant every now and then .. she is 
already super proactive with matching investors anyway. You receive some information 
in the form of “Yes, that is someone who did this and that”, but I would like to see a track 
record of an investor, because then I can estimate what kind of person is sitting will be 
sitting across the table. Is it someone who has been somewhat lucky and has made a good 
move now and then or is it a self-made man or..? That's what I would like to know. Also to 
know what someone finds important in other people, so surely the personality. You could 
almost give a profile describing this is such kind of person. Those are things up front in 
terms of personality and experience of the investor. " – IntercomSystem SME 

Besides that the profile gives insights in the angel investor as a person, the quote above 
also implies the need for insights in the priorities the angel investors has regarding the 
entrepreneur. Overall, is appears that providing insights in the profiles of each party can 
facilitate expectation management and with that enhance trust. The need for mutual 
trust is illustrated by the following quote; 

“And of course we had the necessary conversations. But that is more small talk and then 
at a certain point the presentation. And it was very important to him, and I have heard 
that in several investment projects, the team. That is simply the most important thing, 
trust in the team. And he just had the idea that well these people from different fields, if 
they just put their heads together, they can just make it great and realize the figures that 
we have presented. " – VRCenter 

To conclude, the findings show that the main need for expectation management exists 
out of (1) creating insights on what they can expects from angel investors, and  (2) 
managing expectations on what they need as entrepreneurs and how the angel investor 
can complement those needs. Receiving time and space to seek, develop their needs, 
facilitated by insightful profiles is key to enhance trust.  

5.2.3 Consultants 
Findings of the needs from consultants are obtained from document research and 
informal meetings in which the intermediate findings of both the document research, 
the qualitative interviews and the expert research were discussed. The documents are 
not included in the appendix due to confidentiality reasons. 
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The main needs related to the problem statements identified at the start of the study 
are: 

(1) The need to enhance their competitive advantage, through making their funding 
trajectory more efficient, by improving the match prediction between angel 
investors and entrepreneurs in innovative SME’s, leading to the decrease of 
valuable time lost on meetings between unsuccessful matches 
 

(2) The need to enhance their ‘funding buddy’ proposition, through decreasing the 
amount of recommendations of incompatible propositions, contributing to the 
enhancement of the angel investors’ and entrepreneurs’ feeling that they are 
understood by the consultants of ScaleUp Capital. 

Findings from the analysis of the developed ‘Playbook’ by ScaleUp Capital, the 
subsequent document ‘ScaleUp Capital Funnel’, and discussing the documents in 
informal meetings reveal that the essence of the first main need does not lie within 
solely increasing the success rate of the total amount of first meetings leading to 
investment deals. In the eyes of the ScaleUp Capital consultants, successful matches are 
not only matches between angel investors and entrepreneurs leading to an investment 
deal, but also matches that contribute to the learning curve of one another. ScaleUp 
Capital guarantees 100% funding solutions to their clients, which makes the 
development of entrepreneurs in innovative SME’s of importance in order to increase 
chances towards a successful investment deal. Therefore, every meeting between angel 
investors and entrepreneurs in innovative SME’s should bring them a step closer in 
fulfilling their goals. Besides the development of the entrepreneurs, angel investors 
develop themselves through meeting interesting parties as well.  

ScaleUp Capital positions themselves as the ‘ScaleUp Funding’ buddy, focusing on a 
longer term relationship. Their approach is story driven, rather than fact driven, which 
means the consultants are motivated by the personal and business growth of the 
entrepreneur. The selection of which angel investor to introduce to entrepreneurs in 
innovative SME’s is based on a selective targeted quality approach, focuses on the ‘added 
value match’. The consultants from ScaleUp Capital recognize the challenges the 
entrepreneur face. Therefore, they envision the position of consultants as guiders 
helping the entrepreneur through their learning trajectory, let them take control, with 
funding along the way. They have the need to connect with the entrepreneurs and angel 
investors to enhance their personal approach.  
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As visualized in Figure 3, the aim of ScaleUp Capital’s consultancy services is to (1) save 
time, (2) connect, (3) inform on a functional level. In order to, (1) reduce anxiety and to 
(2) provide access for both parties to reach affiliation and a sense of belonging on a life 
changing level. Ultimately, creating a social impact through facilitate self-
transcendence for entrepreneur’s in innovative SME’s. 

ScaleUp Capital’s management sees opportunities in the development of a matching 
system based on the possibility to save more time through better match predictions. 
Their aim is to make the learning trajectory more efficient by decreasing the amount of 
meetings with angel investors throughout the process. 

Besides needs related to the positioning of ScaleUp Capital, the consultants have 
technical needs as well. For efficiency reasons, it is beneficial if the matching system 
connects seamlessly to the current CRM system, inSightly. Furthermore, the connection 
of systems to the weekly cockpit, scorecard and funnel need to be taken into account.   

Figure 3: Positioning levels ScaleUp Capital 
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5.2.4 Conclusion 
In conclusion, the answer to the second research question, “What are the needs of angel 
investors, entrepreneurs in innovative SME’s and intermediary consultants related to 
predicting successful matches?”, is partly presented in Table 23. The main need found 
for both angel investors and entrepreneurs in innovative SME’s is expectation 
management. The table presents the observed areas for which the angel investors and 
entrepreneurs express their expectation management need. Through the use of crosses, 
the table shows the differences in observed needs, related to expectation management, 
between the angel investors and the entrepreneurs. The majority of needs are found for 
both parties, except for the Transparency dimension of Trust, and the Pitch development 
and Informational asymmetry dimension of Entrepreneur seeking. The findings imply 
that, on the one hand, the angel investors want to receive insights on the strengths, 
weaknesses, and needs from the entrepreneur to be able to understand how he or she 
can add value in the collaboration. On the other hand, the entrepreneur wants to receive 
insights on the value angel investors can add to fulfill their needs. Both the angel 
investors and entrepreneurs see value in the way profiles can enhance the achievement 
of complementarity. However, both also recognize the struggle entrepreneurs have in 
profiling themselves at the start. Entrepreneurs have the need to receive room for 
growth and the development of insights on their actual needs. 

The main need found of the consultants is to enhance their competitive advantage by 
saving time, through decreasing the amount of meetings between angel investors and 
entrepreneurs, while enhancing the learning trajectory of both as well.  

Table 23: Complete overview of the needs of angel investors and entrepreneurs in innovative SME’s 

Expectation 
management 

Angel investor Entrepr. innovative SME 

Role x x 

 Type of investor x x 

 Amount of 
investor 

x x 

Complementarity x x 

 Value added x x 

 Needs x x 

 Strengths & 
Weaknesses 

x x 

Trust x x 

 Transparency x  

Profiling x x 

 Priorities  x 

Entrepreneur 
seeking 

x x 

 Pitch 
development 

 x 

 Informational 
asymmetry 

 x 
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5.3 Preliminary design 

This section presents the answer to the third research question, ‘How can the relevant 
variables and the needs of angel investors, entrepreneurs in innovative SME’s, and 
intermediary consultant in predicting successful matches between them be integrated into 
a preliminary design of a matching system’, from abductive inference of the findings 
related to the first and second research questions, combined with findings in the 
literature review. The preliminary design is presented in two components. First, the 
preliminary design of the profile’s structure and certain functions are described. Second, 
the plan towards a final design and the opportunities of the matching system’s final 
design for consultants is presented. 

The first component is a preliminary design of the profile’s structure. The relevant 
variables in predicting successful matches, and the main need of both parties for 
expectation management, can both be integrated and met in the form of individual 
profiles used for matching. From the interviews with entrepreneurs, 67% already 
mentioned the value of using profiles, followed by half of the interview with angel 
investors. The use of profiles can inform both parties on the characteristics of the other 
person, and is therefore in line with the consultants’ need for informing their clients to 
reduce anxiety. The use of profiles in mutual matching systems is nothing new. The 
widely studied person-to-person systems in the context of dating apps and recruitment 
already use profiles to match individuals. However, as past studies suggested in the 
literature review, more studies are needed into the use of mutual matching systems in 
different contexts. Even in the same context, person-to-person matching systems 
differentiate from each other in the variety of variables they include in the profiles and 
the matching algorithm used. 

 

Figure 4: Preliminary design profile overview 

With a holistic approach, this study identified the relevant core variables for a matching 
system in the context of matching angel investors to entrepreneurs in innovative SME’s. 
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In Figure 4, a rough sketch of the front-end of a potential online tool, as part of the 
matching system, is presented. The six core variables are integrated in the profile of, in 
this case, the angel investor. By clicking on the core variable, the sub-variables appear. 
Besides including the identified relevant variables in this specific context in the profile, 
the left side of the profile provides the opportunity to include demographics and size of 
budget as well. Hence, the previously collected information by consultants can be 
integrated as well. 

Besides the inclusion of context relevant variables, what differentiates the preliminary 
design from other matching systems is the integration of trade-offs. The in-depth 
analysis of angel investor’s needs shows that experienced angel investors have similar 
interest, but differentiate from each other by the trade-offs they make. In other words, 
the prioritization of one (sub-)variable or dimension over the other. This is integrated 
in the preliminary design through the selection and trade-off function. Figure 5 zooms 
in on a part of the sketched front-end and visualized the envisioned functions of the 
potential online tool, as part of the matching system. As visualized on the left in the 
figure, the applicable dimensions can be selected by clicking on them. In order to keep 
it manageable, a total of five dimensions can be selected. On the right side of the figure, 
the function to prioritize dimensions is visualized. The priority between the selected 
dimensions can be indicated by dragging the dimensions in a higher or lower position 
in the rank. Consequently, the dimension with the highest priority ends on top and the 
one with the lowest priority at the bottom. The same principle can be applied to the 
ranking of sub-variables. This means that besides the informational content, the 
differences in value are captured in the profiles as well. The ranking of the (sub-
)variables and dimensions are captured in ascending numerical values in the back-end. 

 

Figure 5: Preliminary design of selection and trade-off function 

The preliminary design of the entrepreneur’s main profile looks similar, but slightly 
differs in the sub-variables and dimensions identified. In case there are multiple angel 
investors or entrepreneurs involved, individual profiles can be linked to each other in 
order to form one profile, build up from multiple individual ones. Consequently, the 
individual contribution is captured and changes in the team can easily be adjusted. 
Although the relevant core variables are identified in this study, the design can only be 
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preliminary due to its lack of a complete overview of all relevant sub-variables and 
dimensions.  

The second component is a plan to develop the preliminary design into a final design 
and the opportunities the matching system can bring to consultants. The first step into 
developing the preliminary design further is completing the set of sub-variables and 
dimensions. On the one hand, not all dimensions of the identified sub-variables are 
observed. For the sub-variable ‘Soft Skills’ seven significant dimensions were observed, 
while for the sub-variables of the core variable ‘Motives’ no significant dimensions were 
observed. This implies that next to the possible extension of the amount of observed 
dimensions, certain sub-variables need the identification of basic dimensions to start 
with. On the other hand, the holistic approach of this study focused on the 
completeness of the identification of relevant core variables, but leaves room for deeper 
studies into the completeness of the sub-variables.  

However, the development of the matching system and studies into optimizing the 
variables, used as data input, can and must be done in parallel. Although, a foundation 
is needed to develop a first version of the matching system, in which the user can choose 
and make trade-offs between dimensions of each sub-variable, further research is 
needed on the most relevant (sub-)variables. As pointed out in the literature review, 
implicit preferences of users was indicated to provide more effective recommendations 
compared to explicit preferences. Since the relevant (sub-)variables are identified from 
qualitative interviews with angel investors and entrepreneurs in innovative SME’s, this 
study mainly captures the explicit preferences in predicting successful matches. The 
relevancy of (sub-)variables can lie in the implicit preferences of both the angel investor 
and the entrepreneur. Therefore, using a first version of the matching system to 
generate historical data on (un)successful matches for analysis can reveal implicit 
preferences. Analysis of the exploratory power of each dimension and sub-variable can 
reveal which are redundant and which need more attention. For instance, when a sub-
variable has great exploratory power, it is interesting to further investigate the specific 
sub-variable. Splitting the sub-variable in multiple variables or adding dimensions 
might improve the predictive power of the matching system. The combination of 
academic support and pivoting in the development of the matching system ensures both 
explicit and implicit preferences are taken into account to develop the matching system 
to its optimal state. 

Besides the ambition to develop a matching system with the best predictions, finding a 
balance in improving matches and keeping the complexity of the system as low as 
possible is important as well to still meet the consultants’ need for saving time. 
Therefore, investigating the bottom line of the matching system is another step in the 
development of the system. Insights in which specific sub-variables and dimensions are 
needed to run the matching system sufficiently at the start can be used as requirements 
for a basic profile. This provides the opportunity for the user to complete his or her 
profile over time. Since entrepreneurs in innovative SME’s are eager to find a successful 
match, they are probably less inclined to provide data for the completion of their profile, 
compared to angel investors. However, angel investors have a longer-term relation with 
the consultants of ScaleUp Capital and therefore their profile is able to grow along the 
way. The profile of the user is dynamic in the way that it grows, but it can change as 
well. As emphasized in the findings of the in-depth analysis, humans change over time, 
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the content need to be changeable over time as well. Variables like personality will not 
experience major changes, but the competences of an user can be developed over time. 

In addition, the algorithm must also consider that the calculated ideal match is 
depended on time as well. One of the identified needs of consultants is that the 
entrepreneurs who are still in the seeking state of the process must not be introduced 
to the ideal investor too soon. Based on, for instance, the weaknesses of an entrepreneur 
the matching system can first recommend the most interesting angel investor for 
enhancing the learning curve of the entrepreneur, before recommending it to the most 
successful match on paper, leading to an investment deal. This is in line with the 
consultant’s two-folded definition of a successful match. On the one side, a successful 
match can lead to a successful investment deal. On the other side, a successful match 
can enhance the learning curve successfully. Successful matching is not solely based on 
financial capital, but on human and social capital as well. 

The literature review shows that matching systems generally make use of content based 
and collaborative filtering. Content-based filtering bases recommendations for each 
user upon the comparison of the profile’s content. In preliminary design, not only the 
informational content can be compared, but the ranking of the content as well. 
Collaborative filtering bases recommendations for each user upon the comparison with 
preferences of other users with a similar profile, using historical data. Besides that the 
discovery of patterns can improve the recommendation of matches overall, it provides 
other opportunities as well. The groups of angel investors or entrepreneurs with similar 
preferences can be invited as a whole for inspiring events, like the ScaleUp breakfast.  
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6 Discussion 

This chapter discusses the findings regarding the research question. First, the findings 
regarding the relevant variables in predicting successful matches between angel 
investors and entrepreneurs in innovative SME’s are discussed. Second, the findings 
regarding the needs of entrepreneurs in innovative SME’s, angel investors and 
intermediary consultants related to predicting successful matches are discussed. Third, 
the findings on how the relevant variables and the needs of entrepreneurs in innovative 
SME’s, angel investors and intermediary consultants in predicting successful matches 
between them be integrated into a preliminary design of a matching system are 
discussed. After the findings regarding the research questions are discussed, the 
theoretical and practical contributions are discussed. Finally, the limitations of the 
study are discussed and further research is proposed.  

6.1 Relevant variables 

This section discusses the results regarding the relevant variables in predicting 
successful matches between angel investors and entrepreneurs in innovative SME’s. In 
total, six relevant core variables were identified with overall thirty identified sub-
variables and twenty observed dimensions. The six relevant core variables are 
Competences, Personality, Engagement, Background & Experience, Motives and 
Interests.  Overall, it is remarkable that the majority of variables exist of intangible 
characteristics. Especially, due to the fact that the variable Competences mainly exists 
of soft skills related dimensions. Moreover, the most relevant sub-variable of 
engagement is Drive, which is a intangible characteristics as well. This is an interesting 
finding, since past studies on investment behavior have primarily focused on tangible 
characteristics. The studies that did include more intangible characteristics were 
limited in scope, therefore the relative importance between tangible and intangible 
characteristics of both were not covered. The findings of this study suggest that the 
intangible characteristics of the angel investors and entrepreneurs are more relevant in 
predicting successful matches between them, than tangible characteristics. Therefore, 
it provides new insights into the interesting variables for predicting matches in the 
context of matching angel investors and entrepreneurs in innovative SME’s.  

6.2 Needs of all parties involved 

This section discusses the results regarding the needs of angel investors, entrepreneurs 
in innovative SME’s and intermediary consultants related to predicting successful 
matches. The results show that angel investors and entrepreneur in innovative SME’s 
main need encompasses expectation management. This includes managing 
expectations on the role an angel investor takes on, the complementarity of both parties, 
and the room entrepreneurs need and get for development. The identified need for 
managing expectations on roles is in line with the findings of the relevant variables, in 
which Role is also identified as a relevant sub-variable. Furthermore, the identified need 
for managing expectations on the complementarity of both parties supports the 
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importance of improving the prediction of successful matches, which is the aim of this 
study. The results imply that transparency in expectation management leads to trust. 
Past studies showed that trust is positively related to the receiving of investment deals. 
Therefore, this study suggests that expectation management is important in predicting 
successful matches. In addition, the results imply that the main need of expectation 
management can best be addressed through the use of profiles. The results on the needs 
of consultants strongly suggest the importance of balancing the need for achieving 
competitive advantage, through decreasing the amount of meetings between angel 
investors and entrepreneurs, with the need for enhancing the learning curve of both 
parties. The results suggest that a balance in both leads to a more efficient funding 
trajectory. On the one side, decreasing the amount of meetings saves time. On the other 
side, increasing the enhancement of the learning curve within meetings leads to a 
decrease in meetings needed to achieve the required personal and business growth. As 
a consequence, this leads time saved in the funding trajectory as well. Overall, the 
results provide insights into the needs of all parties involved in predicting matches 
between angel investors and entrepreneurs in innovative SME’s.  

6.3 Preliminary design 

This section discusses the results regarding the preliminary design. The preliminary 
design exists of two components. The first component exists of a preliminary design of 
the profile’s structure and certain functions. The second component exists a plan 
towards a final design and the opportunities of the matching system’s final design for 
consultants. The preliminary design is a visualization of the integrated results from the 
identified relevant variables and needs of every party involved. It creates insights on 
how the findings can be combined into a matching system in this specific context. Since 
people-to-people matching systems are understudied and this is a new area of 
application, these results show the possibilities of the application of matching systems 
in the context of angel investment. Specifically, showing how the relevant data variables 
and needs of angel investors, entrepreneurs in innovative SME’s and intermediary 
consultants can be integrated into a matching system. The second component create 
insights on the steps that need to be taken in order to develop the matching system 
further and which needs are important to take into account along the way.  

6.4 Theoretical contributions 

Previous literature has focused on a specific scope when studying factors influencing 
investment behavior. In addition, literature on matching systems is mainly developed 
within the context of online dating, and uprising within the context of recruitment 
(Wobcke et al., 2011). This research contributes to the academic literature in two ways. 

Past literature has studied the relation between entrepreneurs and angel investors in all 
sorts of way. From studying the differences within angel investors, to studying how the 
entrepreneur’s personality influences the angel investors’ evaluation of the management 
team. However, past studies have been limited in their scope in two ways. On the one 
side, past studies have examined the differences among entrepreneurs or angel 
investors, but did not study the possible influence of these differences on the likelihood 
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of a successful investment deal between the two. On the other side, past studies have 
examined factors influencing investment behavior, but did not include all 
characteristics of each party. Therefore, a holistic view is missing on the relevant 
importance of factors influencing the match between angel investors and entrepreneurs 
in innovative SME’s. The literature review of Tenca, Croce and Ughetto (2018) already 
pointed out that researchers have primarily focused on conventional human capital 
characteristics, without including more intangible aspects. According to the authors 
more research is needed on the impact of these intangible factors, but also on how 
tangible and intangible individual factors of both angel investors and entrepreneurs 
shape the matching between them. In this study a holistic and explorative approach is 
used to identify the relevant variables in predicting successful matches between angel 
investors and entrepreneurs in innovative SME’s, taking both tangible and intangible 
characteristics of both parties into account. This study contributes to theory, not only 
by creating insights in the relevant variables in predicting successful matches between 
angel investors and entrepreneurs in innovative SME’s, but also in their relative 
importance. The study identifies six relevant variables of which the majority exists of 
intangible characteristics. This finding supports the call of Tenca, Croce and Ughetto 
(2018) for more research on intangible characteristics and suggests that intangible 
characteristics play a greater role, compared to tangible characteristics, when shaping a 
successful match between angel investors and entrepreneurs.  

Since the application of matching systems in the context of matching angel investors 
with entrepreneurs of innovative SME’s is a new research area, this study contributes to 
existing literature in identifying the needs of both parties and intermediary consultant 
related to the matching system. Findings suggest that angel investors individually 
differentiate themselves from each other in the trade-offs they make, through giving 
different priorities to factors influencing the likelihood of a successful match with 
entrepreneurs in innovative SME’s. These findings are in line with the evidence found 
by Maxwell & Lévesque (2011) that, in contrast to what the majority of past studies 
suggest, angel investors do not use a fully compensatory decision model, in which they 
weight and score all possible criteria. The findings of this master thesis contributes to 
academic literature through suggesting that angel investors not only use heuristics in 
general, but these heuristics differ per angel investor as well.  

6.5 Practical contributions  

In the current knowledge-based society, knowledge management is essential for 
organizations in achieving competitive advantage (Bessant and Veables, 2007). Due to 
their resource constraints, SME’s often need external sources for exploitation of 
knowledge (Chen et al., 2006). Entrepreneurs in innovative SME’s consult consultancy 
firms in their quest for growth resources. At the same time, leading consulting 
companies are obtaining competitive advantage through using Artificial Intelligence in 
improving their predictions (Brynjolfsson & McAfee, 2017; Ransbotham et al., 2017). 
Predictive modeling through data analysis in one of the most lucrative applications of 
Artificial Intelligence (Matthews, 2019). Even though AI is transforming many 
businesses, there is a great gap between AI ambitions and execution in most companies 
(Ransbotham et al., 2017). Moreover, AI applications will become less artificial and more 
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intelligent. Instead of relying on piles of data, it will move to a more top-down reasoning 
approach which is more similar to human problem-solving (Wilson et al., 2019). The 
practical contributions of this study is the identification of a set of relevant data 
variables for the prediction of successful matches between angel investors and 
entrepreneurs in innovative SME’s. Since the application of matching systems in this 
area is new, this study identifies the needs of all parties involved in the specific context 
of predicting successful matches between angel investors and entrepreneurs in 
innovative SME’s. It gives the consultancy firm a starting point on what variables are 
relevant to collect data on. Finally, the preliminary design of the matching system 
provides insights in how all the results in this study can be integrated into a system. 

6.6 Limitations and further research 

This section describes the limitations the exploratory, in-depth, cross-case comparative 
study faced and suggestions for further research. The total amount of six angel investor 
cases and six cases of entrepreneurs in innovative SME’s should be sufficient in amount 
and representation of the wide variety, as described in the research quality. However, 
the COVID-19 pandemic has limited the total amount of accessible cases. The 
entrepreneurs in innovative SME’s who were hit hard by the crisis and therefore 
unavailable for qualitative interviews, could have caused a non-response bias. Although 
this possible limitation needs to be mentioned, the managing partner of the consultancy 
firm ensured that the selected cases representative enough. Therefore, the 
generalization of the study is not affected by the slight limited amount of accessible 
cases. Nevertheless, the in-depth analysis of the study on which important trade-offs 
angel investors and entrepreneurs in innovative SME’s make is limited by the inclusion 
of only one match. The selected cases include the WirelessCharging SME which chose 
the Impact Investor over the Family investor. 

From the previous described limitations, suggestions for future research on the 
development of theory supporting the prediction of successful matches between angel 
investors and entrepreneurs in innovative SME’s are derived. Since the study identifies 
the relevant core variables across cases, these can form the framework for future 
research. Research findings include an overview of the sub-variables and dimensions 
observed, but since they were not the focus of the exploratory study, future research is 
needed on the completeness of the set of sub-variables and dimensions. In order to 
really develop theory on which (sub-)variables are relevant in predicting successful 
matches between angel investors and entrepreneurs in innovative SME’s, all selected 
cases must be introduced to at least one of the other cases. When including both 
rejections and successful matches, more evidence can be collected on the trade-offs 
made between certain (sub-)variables.  

The COVID-19 pandemic did cause small limitations in the consistency of the 
methodology. The interview with the entrepreneur from the WirelessCharging SME was 
conducted at the location of their office in person. The original plan was to conduct all 
interviews in person. Nevertheless, the Dutch government’s’ measures against the 
coronavirus required the subsequent interviews to be conducted online. For that reason, 
all subsequent interviews were conducted in video calls via the online communication 
tool, Skype. Only the Impact investor was not available for video calls, therefore the 
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interview was conducted via telephone. This means that two of the twelve cases diverge 
in the technique used for conducting the qualitative interviews. When comparing the 
data of the two cases to the rest of the cases, the interview in person led to a relatively 
larger transcription and the interview via telephone to a relatively shorter description. 
Despite, no significant differences were found in the coded interviews. This implies that 
the interview in person was more long-winded and the one via telephone more concise. 

The relevancy of variables in this study is determined by the frequency and 
representation of the specific variable. The frequency in which the variable is observed 
is captured in the sum of all related codes. The representation of the variable is 
expressed in the percentage of interviews in which the variable is observed. All text 
fragments of the interviews are coded and clustered into categories. The categories are 
further developed into (sub)variables and dimensions. The sub-variables and 
dimensions represented in only one case overall are claimed to be insignificant in this 
study, and are therefore excluded from the results. It is debatable whether the bar of 
significance must not be set higher to determine the relevancy of variables. However, 
with a total of ten cases, the variables represented in two cases already account for 20% 
of the cases. Moreover, it is debatable whether the use of frequency and representation 
is suitable enough to determine relevancy. The frequency in which the variable is 
observed, in any form of code, does not directly reflect its relevancy and importance. 
Just as when a variable is observed in more interviews than another variable, does not 
mean it is more relevant. When a text fragment describes the irrelevance of a variable, 
it is still included in the frequency and representation of the variable. However, 
combining both frequency and representation with in-depth analysis of the text 
fragments covers the informational content. Moreover, the majority of the results are 
supported by expert research in the form of the brainstorm with consultants. This 
triangulation tackles the researcher’s potential subjectivity. Theoretical grounding 
challenged the development by comparing it to existing literature. 

The relevancy of variables in this study is based upon the qualitative interviews with 
angel investors and entrepreneurs in innovative SME’s. Meaning the findings are 
established from subjective evaluations of matches between angel investors and 
entrepreneurs in innovative SME’s. Future research can re-assess the relevancy of 
variables related to predicting successful investment deals between angel investors and 
entrepreneurs in innovative SME’s  using historical data. Historical data on the variables 
of both the angel investors and the entrepreneurs, and data on whether historical 
matches were successful can be used to calculate the explanatory power of each (sub-
)variable. With this method the relevancy of (sub-)variables can be re-assessed. The 
relevancy of sub-variables can also be re-assessed iteratively, in parallel to the 
development of the matching system, through optimizing the quality of the prediction 
model by adding and subtracting data.   
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Appendices 

I. CRM profile 

 

Figure 6: Example investor profile in InSightly at ScaleUp Capital 
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II. Interview protocol 

Interview protocol for the angel investors. The same questions were used for the 
entrepreneurs, but the ‘entrepreneur’ was replaced by ‘angel investor’. 

1. Introduction 
Which factors have influence on a successful match leading to an investment. 
 

a. Picture your last investment deal 
i. Can you describe the process briefly? 

ii. What was your first impression of the entrepreneur? Did this 
impression change throughout the process? If so, how and what 
caused this change? 

iii. What convinced you to collaborate with this entrepreneur? 
iv. Which personal characteristics contributed to this? Think of 

personality, way of working, interests etc. 
 

b. Have you made any more investments? If so, did it ever appear that the 
process was terminated before completing the deal? 

i. How did the process diverge from the one previously described? 
ii. What was your first impression of the entrepreneur? Did this 

impression change throughout the process? If so, how and what 
caused this change? 

iii. Why did the investment deal did not follow through? 
iv. Are there any personal characteristics that contributed to this? 

Think of personality, way of working, interests etc. 
 

c. With which entrepreneur did you have the best personal chemistry? If 
this case is not previously described; 

i. How did the process diverge from the ones previously described? 
ii. What was your first impression of the entrepreneur? Did this 

impression change throughout the process? If so, how and what 
caused this change? 

iii. Can you describe what contributed to this personal chemistry? 
iv. Are there any personal characteristics that contributed to this? 

Think of personality, way of working, interests etc. 
v. What were the similarities between you and the entrepreneur? 

What were the differences? Did these differences complement 
each other or were they experienced as barriers? Why? 
 

d.  With which entrepreneur did you have the worst personal chemistry? If 
this case is not previously described; 

i. How did the process diverge from the ones previously described? 
ii. What was your first impression of the entrepreneur? Did this 

impression change throughout the process? If so, how and what 
caused this change? 
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iii. Can you describe what contributed to this lack of personal 
chemistry? 

iv. Are there any personal characteristics that contributed to this? 
Think of personality, way of working, interests etc. 

v. What were the similarities between you and the entrepreneur? 
What were the differences? How did this contribute to the lack of 
personal chemistry? 
 

e. Which personal characteristics of the entrepreneur can you generally 
extract from the first contact(s). Describe how you do this? 

f. Which elements come only later to the surface? How? 
g. What are real ‘deal makers’ for you? What are real ‘deal breakers’ for you? 

Which personal characteristics, according to you, contribute to a ‘deal 
maker’ or ‘deal breaker’.  

h. Which are in your opinion easy to retrieve? Which are harder? 
i. Which information do you prefer to have had beforehand? Which 

personal characteristics of the entrepreneur did you wish to be aware of 
beforehand? 

 

When all questions were asked, the aim of the study was explained with the 
request for feedback. 
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III. Interview summaries 

Angel investors 

Estate Angel Summary 

Profile In a group with other entrepreneurs with whom they invest collectively. Makes 
the decision easier due to the amount of in-house expertise of various branches 
and businesses. Invest as part of fund, but also as individual.  Participates on 
numerical level as stock holder in last investment.  Finds a fast pace important, 
speed of process, but also clearly defining the pre-phase.  Finds a customer 
satisfaction research and a research among personnel very important. 

Process Last investment was in a secondment agency. Process differs enormously when it 
is a buy-out, compared to the owners staying in the company.  

Impression Not very positive. Owner of company didn’t really interfere with the company. At 
the beginning the entrepreneur is still a bit seeking. The advisor often presents 
the company better than it actually is. The entrepreneur had a really good idea, 
but didn’t master the commerce yet. That is what he brought to the table. 
Rejected entrepreneur was an obstacle to development, micromanagement, and 
too focused on the details. 

Personal 
charact. 

Trust is one of the main factors. Accuracy and being social is also important. 
Accuracy in knowing the ins and outs of your company, its strengths and 
weaknesses. Young and enthusiastic entrepreneurs. 

Deal makers Good idea, good market and good person. Whether the investor sees growth 
potential. Did entrepreneurs save money or did they spend it on irrelative 
luxuries. It is important whether they have their priorities straight.  Ability to 
laugh with each other and be respectful.  

Deal breakers When company owners talk derogatively about their personnel, do not meet 
agreements, come late to meetings or when there is no personal connection at all.  

Info 
beforehand 

The role of the entrepreneur often is not well estimated. It is good to sketch the 
role at the beginning to discover where the needs are.   

Feedback 
System 

Besides the standard information of an investor it is very important to know what 
type of person it is. Their interests and phase of life they are in contribute to the 
click as well. Based on personality it is important to find people who can 
complement each other. Expectation management is very important.  

Highlights Clarify the role of the entrepreneur. Whether it is a dreamer or realist contributes 
to the match. Moral aspects show the person: priorities. Life perspective, what are 
your values and believes, defines the person. Phase of life contributes to click.  

 

Family Angel Summary 

Profile  Works at a company that invest over a broad line, from real estate to stock 
investments. He comes from the banking sector and his companion from the 
retail sector. Not an entrepreneur, but loads of experience with working with 
entrepreneurs. Looking for entrepreneurs who can challenge him. Real 
entrepreneurs. Always in it for the long run with a horizon of a minimum of five 
years. Besides their network, they can contribute to management with their 
knowledge and experience. Both owners do not have much knowledge, besides 
human knowledge.  He is not an entrepreneur, but thinks to estimate well what a 
good entrepreneur is through experience with working together with 
entrepreneurs.  
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Process Often they receive a teaser of the company via e-mail, which he discusses with 
the other owner of their company. Whether it is interesting or not depends on 
the sector in which the innovation is active, and if it fits the portfolio. The 
content of the teaser should me manageable, which does not mean we have to be 
knowledgeable about the content, but do we think we can develop knowledge to 
think along on that level. All angel activities are always hold next to our 
objectives, which are the strategic goals and direction we agreed on. These 
guidelines on the maximum budget to invest and the degree of participation are 
advisory and not mandatory. The first meeting can be about the product, 
business or person. It depends from what the investor want to know more from 
first. The company value is a derivative of the process. They do not get many 
proposals from ScaleUp Capital, but what we get is often interesting. Invested 
time in each other to know what we can mean for each other.  

Impression Rejected entrepreneur did not have very thorough answers on questions.  

Personal 
charact. 

Strong argumentation on certain needs. Professional and familiar connection. 
Down-to-earth person who take control and are willing to completely go for it. 
Willingness to be open for advice. He seeks for real entrepreneurial attitude.  

Deal makers Mutual trust and respect is built on being open and transparent.  

Deal breakers Too much in his own technical world and no idea on how to sell the innovation. 
Could also be the other way around, with good knowledge of the market, but a 
poor innovation. 

Info 
beforehand 

90% of the deals are not even considered based on the description of it on paper.  
Expectation management is very important. If that is well written down, it is 
enough info for a first meeting.  

Feedback 
System 

Complex to map the personalities. Probably should select from a set of 10 – 15 
‘click’ topics to describe an investor.  

Highlights Checks whether it’s adequately scalable and have enough opportunities. Strong 
agenda point what do you expect from the investor  
Invest in companies that add something to other companies of participation, like 
a potentially interesting export channel for another participation. Asking a lot of 
follow-up questions is important to make sure you can investigate a person in 
such a way you can draw conclusions out of it that comfort you to collaborate. 
Good click is not having the same interests and backgrounds, although it can 
help. It is very important to know what the entrepreneurs exactly expect from 
their investors, besides the monetary contribution. Often it is forgotten to put 
this as a strong agenda point, during the first meetings. Match can be based on 
relevant network, like network in the real estate. Personal similarities can 
function as a basis, but complementing each other is more important. You always 
have common grounds, but what he looks for is someone that can also challenge 
him in what he does and thinks.  

 

Impact Angel Summary 

Profile  He does not identify himself as a typical angel investor. Describes himself as 
having the involvement of an angel investor, but the strategy of a private equity 
party. Invests in later phase with greater amount. More focus on the business 
model and how to scale up the company.  

Process Does not invest like an average angel investor. It is more than just ‘investing on 
the side’. Different, more careful process, but does not really have influence on 
the factors influencing the match. Via various channels company contact them, 
like the website or intermediary consultants. All requests end up in the mailbox. 
From there with a couple of metrics the proposed companies are assessed. This 
assessment of the companies on paper are based on how much revenue do they 
make, and what type of company it is. On what will the investment be spend. 
They are not interested in capital expenditure, cause the purchasing of materials 
will not let the company grow. Only invest in companies which already have a 
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revenue of one million or more. Invests in companies which apply a 
technological innovation or disruptive business model to a business case. The 
innovative technology should be scalable and should have international 
potential. This first selection is based on only the pitch deck or a business plan. 
10% will make it to the second selection round in which getting to know the 
entrepreneur is important. This selection is important to now waste time on 
meetings that will not lead to anything. The second selection is an assessing the 
person to estimate if he/she has what it takes to make the company a great 
success. The matching process is mutual, the same perspective on values and 
base on the same metrics. He uses the 4 C’s to assess entrepreneurs; Click, 
Character, Competences, and Capacity. Capacity is about the growth capacity as 
a person to keep up with the growth speed of the company. 

Impression Great business case with already five million revenue. They are very good 
entrepreneurs with a learning attitude. A feeling of mutual trust is the most 
important. Rejected entrepreneur was too creative and did not have enough 
business execution power. He was not willing to take a step back to hire 
someone to complement his weaknesses.  

Personal 
charact. 

Entrepreneurial attitude with a feeling for commerce, a drive and execution 
power, but also authentic and integer. He values people who are modest and 
really listen.  ‘What you see is what you get’. People who are transparent and 
know their weaknesses and strengths. People skills and leadership qualities are 
important characteristics. Bad personal characteristics are disorganized people 
who do not do their homework. People who move bad in a relationship and 
have a low EQ. To see if someone has the qualities to bring the company to the 
next level you have to see him/her work.  

Deal makers - 

Deal breakers - 

Info beforehand Putting personality on paper is a very complex assignment. 

Feedback System Interesting. (Already cutting off the interview, connection lost etc).  

Highlights Describes the typical angel investor to invest as an hobby, not bringing more to 
the table than his network and a bit of input. According to him, the typical 
angel investor is enjoying his time off and celebrating live, which results in less 
attention for the company. They are less professional. Involvement and what to 
bring to the table makes the difference. Other metric used is ‘Head’, ‘Heart’, and 
‘Hand’. If you have the strategic mind set and are analytically strong enough as 
an entrepreneur to develop a strategy with your ‘head’. The commitment, 
passion to make a success out of your company from your ‘heart’. Finally, using 
your ‘hands’ to have the execution power to realize the ideas.  

 

Ambassador 
Angel 

Summary 

Profile  Active stockholders together with her husband. Almost always invest together 
with other investors. Currently invest in twelve organizations. She is next to 
being an economist a trend, social, psychological, visual thinker. Her husband is 
a real financer. Their son is more analytical.  The invest in two funds; a social 
impact fund and a  Women Crowdfund. Of 40% of their portfolio the founder is 
a woman. Invested in ***, next to investor also partnership manager. 

Process Starts with a kind of coincidence, meeting or talking with someone somewhere. 
Last investment was together with other investors. 

Impression Interesting story, good opportunities and good people behind. Background 
influences type of approach.  

Personal 
charact. 

Intrinsic motivation and passion. 
 

Deal makers Enthusiasm and open for input. 

Deal breakers Not open to input. Ideas which are simply not viable.  
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Info beforehand Entrepreneurs must be open, honest and clear about their needs, preferences, 
dislikes and abilities. 

Feedback System It is important that something is understandable, clear, easy to read, well-
ordered, not too long and solid. For every person it is different. Every investor 
wants something different, it is never perfect and you have to accept that. There 
are investors who focus on certain sectors and other are all-round, like us. The 
whole anthropologic side is of great importance. It would be fascinating if you 
can connect those. However, this remains people work. Until the point that 
companies are already established and making revenue, it will become more of 
a financial image. Interests of people are of importance in the first phase.  

Highlights Part-time developing a company does not work. Offered to read developments 
of this Thesis and provide feedback. Numbers and Excel sheets do not say 
anything to her. For her it is more logical if it is based on realistic ideas, 
argumentation and situations. Only working with Excel and scenarios, but 
realistic validation.   

 

Interim Angel Summary 

Profile Investor is from a successful family business. Primary activity to help businesses 
through crisis, when they are at the end of their growth phase. When it is 
possible and needed, he can be shareholder in the company as well, but that is 
not his primary activity. If an interim executive is needed, because there are 
problems with the current CEO or any other reason, he steps in and helps the 
company out of the crisis. He has a people-oriented leadership style. On equal 
basis pulling the cart. His quality is building a foundation for further growth. 
Therefore, creating structure with a clear vision, mission and strategy is 
important.  

Process Primary goals is not purely investing. He helps a company out of a crisis and 
investing is merely incidental. Via his network from investors, shareholder 
corporations, or companies who work with scale-ups. He takes the lead in 
zooming in on the person in a first meeting to really get to know the 
entrepreneur and its team.  

Impression - 

Personal 
charact. 

Open and honest, being authentic. Goal-oriented with a drive to achieve that 
goal. Creativity in way of thinking and approach. Dare to think big, fearless. 
Perfectionism is to a certain level good. Trust and being on the same page 
regarding ambitions, but still be able to discuss. Difference in opinion and 
vision can only help to improve the quality. 

Deal makers If entrepreneurs know who they are and what they want. Where the obstacles 
are expected, their weaknesses and point for development etc. How they are 
positioning themselves in life, which life experience they already have. When 
the business is well structured with a clear vision and objectives, and the team is 
right. 

Deal breakers When the responsibilities are unclear among the owners, and the ambition, 
knowledge and expertise are not on the same level. 

Info beforehand Business plan with strategy. 

Feedback System It is people work. Until a certain level it might be possible to automate it. 
Whether it clicks with an entrepreneur and if you understand each other you 
actually find out only possible to find out in a first meeting, but prior to that 
making an estimation is possible based on whether the visions match. 
Suggestion to look at the entrepreneurs’ position in life, their vision and focus. 
What they find important and whether they are more people-oriented or 
structure-oriented can contribute. Machine learning can take you far, when you 
have the right data base with the right underlying data. 

Highlights 95% the team does not work properly due to lack of communication.  
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Multinational 
Angel 

Summary 

Profile  He invests together with other angel investors, in other groups and 
individually. Good people reader, which is one of the success criteria for 
investing. He works with both very creative and very technical people. There 
must be a click on personal level. Always has time for an entrepreneur who puts 
time and effort in contacting him and building a relationship. Even when there 
is no possibility for investment, he would help him through advice or his 
connections. 

Process Invest in stocks with another angel investor in multiple companies. Couple of 
months ago started a company with the same angel investor and are now with 
six. He helps young entrepreneurs overcome the typical obstacles with his 
lifetime of experience. He tests and teases people to look through the socially 
desirable answers. Once in a while goes to pitch events from start-ups organized 
by a bank, but most of the time via his network of friends and ex-colleagues.  

Impression Impressed by the amount the young entrepreneur invested himself. This 
reflected his serious attitude in making a success out of the company. 
Entrepreneur with good brains, enthusiastic and mature.  

Personal 
charact. 

Driven, but with humor, not too serious. Have to listen well, be transparent and 
open for advice. Prefers young enthusiastic entrepreneurs, but who are mature 
enough. Prefers an extrovert character who does not take himself too seriously.  
 

Deal makers Great enthusiasm and drive. He worked hard his entire life, which makes him 
value entrepreneurs who work hard as well. Mutual trust. The entrepreneur 
should invest his own capital to a degree that it hurts him as well when the 
company is not doing well. 

Deal breakers Do not want to raise a young entrepreneur, business-wise a bit, but an 
entrepreneur should behave mature. Selfish and only focused on making profit. 
Stubbornness in a team and not being transparent towards the investor. 

Info beforehand Most of the time he already know the entrepreneur or has references from 
people he knows.   

Feedback System A pitch drink would already help with quickly identifying a possible match. 
Every investor has his own profile on which you can apply an algorithm. 
Whether investors invest relatively bigger amounts in fewer companies differs 
from investors who invest small amounts in multiple companies. The latter 
probably invests less time in it as well. There are angel investors who spend 
time on groups of entrepreneurs and some more one-on-one. In that way 
investors can be profiled and matched to businesses. Economic footprint, on 
LinkedIn, can be used to investigate what types of businesses people and 
industry the investor already invested in. Social media, like LinkedIn, can also 
be used to investigate areas of interest. For instance, impact on society, health 
and sustainability. In that way investors can be profiled as impact investors. An 
investor has more experience than young entrepreneurs in a start-up. They look 
less at the profile of an investor and they are not sure what they want from the 
investor. This leaves room for improvement. All investors can sketch the ideal 
profile of an entrepreneur. However, most entrepreneurs are too naïve. 
Experiences investors have the algorithm in their head and for most investors 
this is quite generic. The level of involvement is also how you can profile 
investors. 

Highlights At the start you get a lot of socially desirable answers. 

 

Entrepreneurs in innovative SME’s 

Wireless 
Charging 

Summary 
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Profile Start-up with his brother in wireless charging. Already making profit, but not 
sure how to manage when team of fifteen grows significantly. Both owners 
different personality, but both consumer-focused.  

Process Came in contact with the consultant via campus network and visited ScaleUp 
Breakfast. However at first, they just wanted to go from 0 to 1 without external 
parties. When they wanted to grow further they first looked in their own 
network, talked to banks, but did not work out. They remembered the 
consultant, made a trustworthy impression, and contacted ScaleUp Capital. 
Conversation with two of the consultants, both have a different charm and 
perspective. Enough interested investors with money, but not the bit of extra 
they were looking for. They didn’t feel the fit. At first misperception of ScaleUp 
in what they wanted. Didn’t want investor funds. Finally got introduced to two 
interesting investors. 

Impression First entrepreneurs who invested as well had different motives for investing, 
but couldn’t really help them further; no fit. Successful family from Brabant 
investing in real estate among others made an old & wise impression. They 
would have been the 21st investment. Seemed interesting, but then the investors 
from *** came around the corner. It was clear what they brought to the table; 
experience in building teams and online marketing.  
Difference in involvement between family investors and the *** investors. The 
latter is more involved in actively contributing in the plan and strategy 
development. Despite the great involvement, they give freedom in owners’ 
entrepreneurship. Investors from *** really wanted to get to know the owners, 
instead of focusing on Excel sheets and prognoses: Human-Centered.  Other 
rejected investor had different motives. More on gaining profit, than building a 
brand. View on sales market differed as well. Mid- / high-end vs. not caring 
which market. Rejected investors didn’t really understand the product. Not 
enough technical insights? *** has enough experience in the consumer 
electronics to really understand the product.  

Personal charact. Know how to deal with the younger generation, but still can communicate with 
older generation as well. Although they are not that old, they make a wise 
impression. They really make contact with you. Their ideas are backed with 
facts and they trigger the same with our ideas. They challenge us to map 
potential markets, and plan ahead. Validate the gut feeling with facts and a 
plan. Until know the entrepreneurs did a lot on gut feeling, without backing it 
with facts. 

Deal makers Besides the amount of money, the amount of knowledge that they bring. 
Knowledge that contribute to the needs of the company. 

Deal breakers If it’s only about doing business, and no personal contact. No team players. If 
Excel sheets are brought up too early. 

Info beforehand They did not want men from the Zuid-As. Those types are far from the people 
we are. Their needs for building teams and online marketing was not clear 
before talking to investors. By hearing what investors can offer, they identified 
their own needs. 

Feedback 
System 

Challenging, cause the process of talking to investors is also interesting in 
finding your needs. Example of him and his girlfriend being total opposites and 
would probably not match if they were on a dating site. Data can definitely 
contribute, despite it being very personal conversations. 

Highlights Investor motives: brand building vs. profit making. Level/type of innovation, 
investor involvement, knowledge of sector, consumer-focused / human-
centered.  

 

IntercomSystem Summary 

Profile All four ex-Industrial Design students. They have another company and he is 
running ****. It’s their first time bringing in external capital and have two 
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investors on equal basis. He calls himself quite dominant and it does not work 
if people tell him what to do.  

Process Long process, almost year ago came into contact with ScaleUp Capital.  
Continuously updating pitch deck based on how to sell the company and how 
to make the pitch deck cleaner. They are not only looking for capital only, but 
also the knowledge investors bring with them. The first investor was on board 
in October and only wanted to invest with another partner investor. After 
finding the second investor 2,5 month was needed for setting up and 
improving documents. Took long and was exhausting. Later in the process 
found out that one of the investors actually acts on behalf of an investment 
fund, which brought up things like offer of obligation.  

Impression One has experience with managing really big companies and the other is very 
pragmatic and on the numbers. They are interested in the entrepreneur as a 
person, their vision and enterprise. VC funds are focusing more on the hard 
numbers and are not empathic. They are glad that one of the two investors is 
an entrepreneur The other investor thinks ahead. They prefer a coaching role / 
attitude of the investor, matching on strength / weaknesses. The rejected 
investor focused too much on numbers. Impression that his motive was 
making profit, rather than the vision of the company. Other interesting 
investment company with three people with each own expertise in Sales, 
finance and investing. However, their first bid undervalued the company too 
much.  

Personal 
characteristics  

Entrepreneurial attitude: Bottom-up. Kindness and thoughtfulness Thinking 
ahead and asking questions from that perspective. Peacefulness with smart 
comments? 

Deal makers Personal click: personality profiles connect. Believing in your company vision. 
Letting the owners be entrepreneurs. 

Deal breakers Only focusing on finance. Very strict financial demands. Investment funds 
lack personal connection.  

Info beforehand Track record of an investor to see whether it is luck, good choices, or a self-
made man. Moreover, what an investor find important in other people; more 
personality. Would almost ask for a profile what kind of person it is: 
Personality and experience. Expertise of investors can be used to match to the 
weaknesses of the company. Financial inflow of an investor is interesting as 
well to find out if he actually acts like a fund.  

Feedback System The soft side is very important, but relatively little is done with it. Chrystal 
Knows is a handy tool. For the pre-selection it’s interesting, cause you still 
need to talk to multiple investors to develop an image of what you find 
important and are seeking.  

Highlights Mix of knowledge with two investors and equality in stocks. Appreciating the 
company is important. Chrystal Knows test (personality);  DISC, MBTI etc can 
be used to create profiles. Order in type of questions asked tells something 
about the person. Freedom to be an entrepreneur is needed. Room for 
improvement in whole process of term sheet negotiation. Creating equality 
though clear basic interpretations.  

 

EnergyEfficient 
Living 

Summary 

Profile Has a realistic perspective and her company is already a Scale-up. She is 
relatively older and has a lot of experience and knowledge of the market. 
Doesn’t belong in Silicon Valley between the tech hypes, but owns a whole 
service package that solves specific needs of huge parties. Finds herself more 
intuitive than a lot of men in that particular world.  

Process In 2018 it started with a need for external capital. The consultant from ScaleUp 
capital brought me in contact with potential investors. The first meetings did 
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not went well cause there was a mismatch in what he thought the investors 
wanted and what the company could deliver. This was discussed and the 
owner made clear what type of investor would fit the company. 

Impression Two family businesses from Brabant who are more focused on strategic 
partnership, than on return of investment. One is more an investment vehicle 
that came with some critical questions, also more numerical cause they only 
invest in a small amount of companies. The other was influenced by some 
kind of investing agent. Not too focused on return of profit, but appreciating 
the company. Rejected investor had an ‘only investing in unicorns’ attitude.  

Personal 
characteristics  

Life and entrepreneurial experience / understanding is what she finds 
important. Honesty, openness, directness, integrity are personality traits that 
fit the owner. There must be respect and willingness to deepen into the 
market.  

Deal makers Moving forward, meeting agreements and getting back with questions. 
Trusting the entrepreneur and the company.  

Deal breakers Investors who do not really believe in the product and are not open to listen 
why to believe in the product. Backward negotiations when you already made 
agreements. 

Info beforehand None. 

Feedback System Investor profiles including personality would contribute to forming a match, 
but she will not let it restrict her. It could save time on meetings that will not 
lead to anything.  

Highlights Other current stock holder didn’t want to dilute. It is important to have an 
equal image of the entrepreneur and the investor, meaning no big different 
expectations from the investment. Private equity firm knows how to deal with 
money, but don’t know how to bring a product to market. You can’t judge 
someone on their first impression, but in practice you do.  

 

3DPrintAuto Summary 

Profile Real start-up; good in technology, but does not know how it all works in the 
capital market. A team of ten who work on complex technologies. In between 
software and hardware company.  

Process They are right in the middle of the process of requiring external capital. They 
started 1,5 year ago with contacting parties in the industry, 3D-printing, they 
are active in. When later on they were looking more in general, ScaleUp 
Capital helped with the search. They already had a couple of investors, but are 
now looking for a substantial private investor. The BOM wants to invest with 
another private investor 

Impression An driven entrepreneur who managed a big family business. Very thorough 
and makes quick steps. The angel investor took the time to get very involved, 
especially during the first weeks. He visited clients, supply chain partners, 
fairs, and various locations. He validated looking further than what the 
company is on paper. Background in manufacturing helped in understanding 
what automating it actually means.  

Personal 
characteristics  

Ability of investor to see the opportunities of the technology, although It is 
not a sector he has knowledge of. In the future the technology can potentially 
cause innovations in his background has well. Combination of precision and 
thoroughness. Impressed when the investor does his homework and comes 
with interesting questions. 

Deal makers The amount and timing of the budget. The knowledge and experience of the 
investor. Involvement and precision.  

Deal breakers When private investors appear to be part of a fund. The lead time of funds is 
also too long. They have to dive into the topic again every time and base their 
conclusions on paper documents. Moreover, every fund has a type of profile 
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and agenda, which is not transparent. The opposite of the deal makers can 
also be deal breakers. 
When the involved party wants to take on certain management roles and 
pushes services like HR and finance to be able to charge enormous 
consultancy fees. Arrogant attitudes for whom the sky is the limit.  

Info beforehand Whether a fund is actually liquid and communicating a clear intake process. 

Feedback System Throughout the interview it is already complex to define the personal 
characteristics which influence the match. Understand when it is one-on-one, 
but when you have multiple investors and a bigger team it gets more complex. 
At first the click is important, but maybe later on in managing the company it 
can be important to have a bit of friction to make the right, substantiated 
decisions. It would be very interesting to translate it to software. There are so 
many options for financing that matchmaking a part digitally would save time 
in checking all the options.   

Highlights The investor was far more thorough and quicker in analysis and making steps 
than investment funds. It appeared that funds have too much on their plate. 
The added value of an investor is very important. Family profile can be 
interesting as well. The son of the investor is graduating in Artificial 
Intelligence and this could be interesting for future collaborations as well. 
Their pitch deck is rewritten forty times, and depending on who it reads an 
earlier version could be better fitting.   

 

NoSweat Summary 

Profile Did not have a successful investment yet, but started with own capital. Started in 
October 2019 officially at the KvK and made revenue in February. He sees the 
investment trajectory as a long-term process and is as a person very rational, but 
when it comes to relationships very sensitive. 

Process They were already in contact with ScaleUp Capital when they founded their 
company and started with developing a pitch deck. When that was ready in 
December, they were not making revenue yet and therefore could not support 
their pitch deck with numbers. They are now in contact with multiple investors 
and received an offer from one.  

Impression Positive on personal level matching and came with good questions. 
Personal 
characteristics  

Finds it hard to quantify personal characteristics that contribute to a match.  

Deal makers Someone who is prone to action and thinks ahead.  

Deal breakers When someone is very conservative and controlling. 

Info 
beforehand 

An investor resume would be nice. Containing what they do, where they invested 
in, how much (in segments, an exact number is not necessary). How the investors 
added value besides money in their previous investments. A color test to illustrate 
their way of thinking could be interesting.  

Feedback 
System 

It seems like a more complex situation than when you have apply for a job. There 
is more selection upfront. A lot of investors are in very specific sectors, like 
fintech/cleantech/biotech. The filtering is done by ScaleUp Capital.   

Highlights At first need to match on personal level and then match business wise. It’s very 
important to look at the values an investor adds. Not only in money, but also in 
competences and network.  Every aspect of a person plays a role in whether you 
have a personal click, but first impression weighs more.  Whether it clicks between 
two persons is based on how someone looks at a situation and thinks about it. 
Whether your perception is confirmed. With an investor you do not have to 
connect on such a deep level as your companion. You have to get a long and have 
the same way of though businesswise, but do not have to complement each other 
like you do with your companion. What you seek in an investor is very product 
specific. When you are completely online with a personal service, but also have to 
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deal with logistics, other expertise are needed from the investor than with other 
types of products.   

 

VRCenter Summary 

Profile A group of 6 individuals started the business. All of them have different 
experiences and come from different fields like, economy, media, and architecture. 
A group that wants to make VR accessible to the public. 

Process Already have an angel investor, but seek for a sparring partner in the next angel 
investor with an interesting network.  

Impression Very down-to-earth and enthusiastic. However, the promise for an interesting 
network was not realized.  

Personal 
characteristics  

Down-to-earth, enthusiastic and not arrogant. 

Deal makers Enthusiastic, interests fitting the company, down-to-earth, giving freedom for 
entrepreneurship, bringing an extended and interesting social network.  

Deal breakers Arrogance 

Info 
beforehand 

The involvement and social capital investors bring with them. 

Feedback 
Recommender 
System 

Personality mapping can be interesting.  

Highlights Freedom entrepreneurship, personality click 

 

IV. Code Books 

Angel investor code book 

Click 30 100%  Click 30 100% 

Personal characteristics 26 100%  Drive 13 100% 

Involvement 26 83%  Motives 21 100% 

Person evaluation 25 100%  Person evaluation 25 100% 

Motives 21 100%  Personal characteristics 26 100% 

Openness 18 83%  Complement 11 83% 

Business Plan 16 67%  Hard data 6 83% 

Positive 16 67%  Impression 5 83% 

Vision 15 67%  Interests 10 83% 

Drive 13 100%  Involvement 26 83% 

Background 13 67%  Life experience 5 83% 

Expectation Management 13 67%  Needs 9 83% 

Sector 12 83%  Network 11 83% 

Commerce 12 67%  Openness 18 83% 

Complement 11 83%  People skills 9 83% 

Network 11 83%  Potency 9 83% 

Experience 11 67%  Sector 12 83% 

Human-centred 11 67%  Technology 9 83% 

Value-adding 11 67%  Trust 10 83% 

Negative 11 50%  Background 13 67% 

Interests 10 83%  Budget 7 67% 
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Trust 10 83%  Business Plan 16 67% 

Enthusiasm 10 67%  Clarity 7 67% 

Needs 9 83%  Coachable 9 67% 

People skills 9 83%  Commerce 12 67% 

Potency 9 83%  Control 4 67% 

Technology 9 83%  Enthusiasm 10 67% 

Coachable 9 67%  Expectation Management 13 67% 

Numerical decision making 9 67%  Experience 11 67% 

Competences 9 50%  Expertise 8 67% 

Strategy 9 50%  Gut feeling 6 67% 

Expertise 8 67%  Human-centred 11 67% 

Product evaluation 8 67%  Listeners 6 67% 

Good idea 8 50%  Numerical decision making 9 67% 

Knowledge 8 50%  Positive 16 67% 

Scalability 8 50%  Pre-selection 4 67% 

Metrics 8 33%  Product evaluation 8 67% 

Budget 7 67%  Strengths 7 67% 

Clarity 7 67%  Transparency 7 67% 

Strengths 7 67%  Value-adding 11 67% 

Transparency 7 67%  Vision 15 67% 

Broad portfolio 7 50%  Angel group 5 50% 

Profiling 7 50%  Broad portfolio 7 50% 

Viability 7 50%  Communication 6 50% 

Weaknesses 7 50%  Competences 9 50% 

Young 7 50%  Conservative 3 50% 

Objectives 7 33%  Deal breakers 4 50% 

Hard data 6 83%  Differentiate 4 50% 

Gut feeling 6 67%  Entrepreneur 5 50% 

Listeners 6 67%  Entrepreneur seeking 3 50% 

Communication 6 50%  Good idea 8 50% 

Morality 6 50%  Honest 4 50% 

Structured 6 50%  Innovative 4 50% 

Portfolio 6 33%  Knowledge 8 50% 

Revenue 6 17%  Match 4 50% 

Impression 5 83%  Morality 6 50% 

Life experience 5 83%  Negative 11 50% 

Angel group 5 50%  Passion 4 50% 

Entrepreneur 5 50%  Phase 5 50% 

Phase 5 50%  Profiling 7 50% 

Accuracy 5 33%  Research 3 50% 

Exit 5 33%  Scalability 8 50% 

Control 4 67%  Social 4 50% 

Pre-selection 4 67%  Strategy 9 50% 

Deal breakers 4 50%  Structured 6 50% 

Differentiate 4 50%  Time management 4 50% 

Honest 4 50%  Viability 7 50% 

Innovative 4 50%  Weaknesses 7 50% 

Match 4 50%  Young 7 50% 

Passion 4 50%  (in)formality 2 33% 
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Social 4 50%  Accuracy 5 33% 

Time management 4 50%  Analytical 2 33% 

Appraisal 4 33%  Appraisal 4 33% 

Investment company 4 33%  Approach 3 33% 

Realistic 4 33%  Authenticity 2 33% 

Team composition 4 33%  Business origin. 2 33% 

Ambitious 4 17%  Capacity 3 33% 

Execution power 4 17%  Challenging 2 33% 

Maturity 4 17%  Creativity 2 33% 

Personal capital 4 17%  Crucial 3 33% 

Conservative 3 50%  Discussion 2 33% 

Entrepreneur seeking 3 50%  Effective 3 33% 

Research 3 50%  Exit 5 33% 

Approach 3 33%  Family business 2 33% 

Capacity 3 33%  Improvements 2 33% 

Crucial 3 33%  Individual investing 2 33% 

Effective 3 33%  Inflow 3 33% 

Inflow 3 33%  Investment company 4 33% 

Role 3 33%  Metrics 8 33% 

Share dilution 3 33%  Objectives 7 33% 

Time horizon 3 33%  Order 2 33% 

Capital Expenditure 3 17%  People's business 2 33% 

Fund 3 17%  Portfolio 6 33% 

Goal-oriented 3 17%  Progressive 2 33% 

Integrity 3 17%  Realistic 4 33% 

(in)formality 2 33%  Reciprocal 2 33% 

Analytical 2 33%  Return 2 33% 

Authenticity 2 33%  Role 3 33% 

Business origin. 2 33%  Share dilution 3 33% 

Challenging 2 33%  Similarities 2 33% 

Creativity 2 33%  Substantial 2 33% 

Discussion 2 33%  Team composition 4 33% 

Family business 2 33%  Time horizon 3 33% 

Improvements 2 33%  Track record 2 33% 

Individual investing 2 33%  Type of business 2 33% 

Order 2 33%  Algorithm 2 17% 

People's business 2 33%  Altruism 1 17% 

Progressive 2 33%  Ambitious 4 17% 

Reciprocal 2 33%  Building teams 1 17% 

Return 2 33%  Business evaluation 2 17% 

Similarities 2 33%  Capital Expenditure 3 17% 

Substantial 2 33%  Case depended 1 17% 

Track record 2 33%  Charisma 1 17% 

Type of business 2 33%  Compatibility 1 17% 

Algorithm 2 17%  Crowdfunding 2 17% 

Business evaluation 2 17%  Darin 1 17% 

Crowdfunding 2 17%  Deal makers 1 17% 

Derivative 2 17%  Delineation 1 17% 

Disruptive business model 2 17%  Derivative 2 17% 
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Extrovert 2 17%  Desired answers 1 17% 

Humor 2 17%  Disruptive business model 2 17% 

Meeting agreements 2 17%  Down to earth 1 17% 

Naïve 2 17%  Dreamer 1 17% 

Responsibilities 2 17%  Economical 1 17% 

Targeting 2 17%  Effort 1 17% 

Type of innovation 2 17%  Energy 1 17% 

Type of shares 2 17%  Equal share 1 17% 

Altruism 1 17%  Estimation 1 17% 

Building teams 1 17%  Execution power 4 17% 

Case depended 1 17%  External factors 1 17% 

Charisma 1 17%  Extrovert 2 17% 

Compatibility 1 17%  Fund 3 17% 

Darin 1 17%  Generic 1 17% 

Deal makers 1 17%  Goal-oriented 3 17% 

Delineation 1 17%  Guidelines 1 17% 

Desired answers 1 17%  Humor 2 17% 

Down to earth 1 17%  Ideal Profile 1 17% 

Dreamer 1 17%  Inspiring 1 17% 

Economical 1 17%  Integrity 3 17% 

Effort 1 17%  Intelligent 1 17% 

Energy 1 17%  International 1 17% 

Equal share 1 17%  Introvert 1 17% 

Estimation 1 17%  Leadership skills 1 17% 

External factors 1 17%  Manageable 1 17% 

Generic 1 17%  Management 1 17% 

Guidelines 1 17%  Maturity 4 17% 

Ideal Profile 1 17%  Meeting agreements 2 17% 

Inspiring 1 17%  Megalomania 1 17% 

Intelligent 1 17%  Minority interest 1 17% 

International 1 17%  Modest 1 17% 

Introvert 1 17%  Motivation 1 17% 

Leadership skills 1 17%  Naïve 2 17% 

Manageable 1 17%  Out-of-the-box 1 17% 

Management 1 17%  Perfectionist 1 17% 

Megalomania 1 17%  Perseverance 1 17% 

Minority interest 1 17%  Personal capital 4 17% 

Modest 1 17%  Perspective 1 17% 

Motivation 1 17%  Pitch event 1 17% 

Out-of-the-box 1 17%  Priorities 1 17% 

Perfectionist 1 17%  Profit 1 17% 

Perseverance 1 17%  Reading people 1 17% 

Perspective 1 17%  Reference 1 17% 

Pitch event 1 17%  Responsibilities 2 17% 

Priorities 1 17%  Resume 1 17% 

Profit 1 17%  Revenue 6 17% 

Reading people 1 17%  Risk 1 17% 

Reference 1 17%  Self-made 1 17% 

Resume 1 17%  Serious 1 17% 
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Risk 1 17%  Similar wavelength 1 17% 

Self-made 1 17%  Social Media 1 17% 

Serious 1 17%  Speed of process 1 17% 

Similar wavelength 1 17%  Stability 1 17% 

Social Media 1 17%  Sustainability 1 17% 

Speed of process 1 17%  Targeting 2 17% 

Stability 1 17%  Timing 1 17% 

Sustainability 1 17%  Trade-off 1 17% 

Timing 1 17%  Type of innovation 2 17% 

Trade-off 1 17%  Type of shares 2 17% 

Up-to-date 1 17%  Up-to-date 1 17% 

Venture Capital 1 17%  Venture Capital 1 17% 

Working style 1 17%  Working style 1 17% 

 

 

 

 

Entrepreneurs in innovative SME’s Code Book 

Click 18 100%  Click 18 100% 

Experience 17 100%  Deal breaker 8 100% 

Value-added 17 83%  Experience 17 100% 

Vision 17 83%  Knowledge 15 100% 

Numerical focus 16 83%  Match 12 100% 

Funds 16 67%  Background 10 83% 

Knowledge 15 100%  Deal maker 5 83% 

Involvement 14 67%  Motives 12 83% 

Match 12 100%  Numerical focus 16 83% 

Motives 12 83%  Value-added 17 83% 

Needs 12 50%  Vision 17 83% 

Background 10 83%  Broad portfolio 4 67% 

Network 10 67%  Complement 9 67% 

Personalities 10 67%  Entrepreneur 5 67% 

Trust 10 50%  Expectation management 6 67% 

Complement 9 67%  Expertise 4 67% 

Deal breaker 8 100%  First investment 5 67% 

Personal characteristics 8 67%  Funds 16 67% 

Gut feeling 7 67%  Gut feeling 7 67% 

Profiling 7 67%  Impression 4 67% 

Openness 7 50%  Intuitive 5 67% 

Personal connection 7 50%  Involvement 14 67% 

Expectation management 6 67%  Network 10 67% 

Type of investor 6 67%  Personal characteristics 8 67% 

Competences 6 50%  Personalities 10 67% 

Human-centrered 6 50%  Pitch development 5 67% 
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Multiple investors 6 50%  Profiling 7 67% 

Scalability 6 50%  Progressive 5 67% 

Thoroughness 6 50%  Type of investor 6 67% 

Type of innovation 6 50%  Appraisal 5 50% 

Deal maker 5 83%  Approach 4 50% 

Entrepreneur 5 67%  Coaching 4 50% 

First investment 5 67%  Competences 6 50% 

Intuitive 5 67%  Efficiency 5 50% 

Pitch development 5 67%  Estimation 3 50% 

Progressive 5 67%  Family business 5 50% 

Appraisal 5 50%  Freedom of entrepreneurship 5 50% 

Efficiency 5 50%  Human-centrered 6 50% 

Family business 5 50%  Multiple investors 6 50% 

Freedom of entrepreneurship 5 50%  Needs 12 50% 

Perspective 5 50%  Negative 4 50% 

Role 5 50%  Openness 7 50% 

Entrepreneur seeking 5 33%  Own network 3 50% 

Broad portfolio 4 67%  Personal connection 7 50% 

Expertise 4 67%  Personality tests 4 50% 

Impression 4 67%  Perspective 5 50% 

Approach 4 50%  Quantify 3 50% 

Coaching 4 50%  Role 5 50% 

Negative 4 50%  Scalability 6 50% 

Personality tests 4 50%  Sector 4 50% 

Sector 4 50%  Similarities 3 50% 

Type of business 4 50%  Thoroughness 6 50% 

Building teams 4 33%  Trust 10 50% 

Realistic 4 33%  Type of business 4 50% 

Factual substantiation 4 17%  Type of innovation 6 50% 

Estimation 3 50%  Understanding 3 50% 

Own network 3 50%  (in)formal 3 33% 

Quantify 3 50%  Bank loan 3 33% 

Similarities 3 50%  Budget 2 33% 

Understanding 3 50%  Building teams 4 33% 

(in)formal 3 33%  Commerce 2 33% 

Bank loan 3 33%  Consultancy fees 2 33% 

Customer-oriented 3 33%  Consultant 2 33% 

Informational asymmetry 3 33%  Customer-oriented 3 33% 

Management 3 33%  Entrepreneur seeking 5 33% 

Order 3 33%  Informational asymmetry 3 33% 

Return 3 33%  Integrity 2 33% 

Shares 3 33%  Management 3 33% 

Technology 3 33%  Older 2 33% 

Track record 3 33%  Order 3 33% 

Validation 3 33%  Personal approach 2 33% 

Finance 3 17%  Pre-selection 2 33% 

Online marketing 3 17%  Realistic 4 33% 

Software 3 17%  Respect 2 33% 

Budget 2 33%  Return 3 33% 
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Commerce 2 33%  Revenue 2 33% 

Consultancy fees 2 33%  Risk 2 33% 

Consultant 2 33%  Service 2 33% 

Integrity 2 33%  Shares 3 33% 

Older 2 33%  Sincerity 2 33% 

Personal approach 2 33%  Strategy 2 33% 

Pre-selection 2 33%  Technology 3 33% 

Respect 2 33%  Ticket size 2 33% 

Revenue 2 33%  Track record 3 33% 

Risk 2 33%  Validation 3 33% 

Service 2 33%  Accuracy 1 17% 

Sincerity 2 33%  Age 1 17% 

Strategy 2 33%  Agenda 1 17% 

Ticket size 2 33%  Anticipate 1 17% 

Approachable 2 17%  Approachable 2 17% 

Complex 2 17%  Area of overlap 1 17% 

Enthusiasm 2 17%  Automation 1 17% 

Freedom of choice 2 17%  Backward negotiation 1 17% 

Honesty 2 17%  Believe 1 17% 

Human 2 17%  Biased 1 17% 

Humor 2 17%  Brand building 1 17% 

International 2 17%  Business origin 1 17% 

Listeners 2 17%  Business Plan 1 17% 

Positive 2 17%  Change over time 1 17% 

Potency 2 17%  Clash 1 17% 

Precision 2 17%  Communication 1 17% 

Preparation 2 17%  Complete picture 1 17% 

Resume 2 17%  Complex 2 17% 

Social Media 2 17%  Conservative 1 17% 

Termsheet negotiation 2 17%  Contribute 1 17% 

Transparancy 2 17%  Controlling 1 17% 

Unicorns 2 17%  Creativity 1 17% 

Accuracy 1 17%  Critical questions 1 17% 

Age 1 17%  Culture 1 17% 

Agenda 1 17%  Dedicated 1 17% 

Anticipate 1 17%  Design 1 17% 

Area of overlap 1 17%  Digital matching 1 17% 

Automation 1 17%  Directness 1 17% 

Backward negotiation 1 17%  Discussion 1 17% 

Believe 1 17%  Diverse 1 17% 

Biased 1 17%  Dominant 1 17% 

Brand building 1 17%  Doubters 1 17% 

Business origin 1 17%  Drive 1 17% 

Business Plan 1 17%  Economical 1 17% 

Change over time 1 17%  Education 1 17% 

Clash 1 17%  Enthusiasm 2 17% 

Communication 1 17%  Equality 1 17% 

Complete picture 1 17%  Factual substantiation 4 17% 

Conservative 1 17%  Feedback 1 17% 
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Contribute 1 17%  Filtering 1 17% 

Controlling 1 17%  Finance 3 17% 

Creativity 1 17%  Financial capital 1 17% 

Critical questions 1 17%  Financial inflow 1 17% 

Culture 1 17%  Fintech / Cleantech / Biotech 1 17% 

Dedicated 1 17%  Formal agreements 1 17% 

Design 1 17%  Freedom of choice 2 17% 

Digital matching 1 17%  Friction 1 17% 

Directness 1 17%  Guidelines 1 17% 

Discussion 1 17%  Hands-on 1 17% 

Diverse 1 17%  Hardware 1 17% 

Dominant 1 17%  Hobby 1 17% 

Doubters 1 17%  Honesty 2 17% 

Drive 1 17%  Human 2 17% 

Economical 1 17%  Humor 2 17% 

Education 1 17%  Implicit 1 17% 

Equality 1 17%  Impression 1 17% 

Feedback 1 17%  Improvements 1 17% 

Filtering 1 17%  Inflow 1 17% 

Financial capital 1 17%  Interests 1 17% 

Financial inflow 1 17%  International 2 17% 

Fintech / Cleantech / Biotech 1 17%  Investing vehicle 1 17% 

Formal agreements 1 17%  Lead time 1 17% 

Friction 1 17%  Learning point 1 17% 

Guidelines 1 17%  Legacy 1 17% 

Hands-on 1 17%  Level of connection 1 17% 

Hardware 1 17%  Life experience 1 17% 

Hobby 1 17%  Listeners 2 17% 

Implicit 1 17%  Logistics 1 17% 

Impression 1 17%  Magniloquence 1 17% 

Improvements 1 17%  Meeting agreements 1 17% 

Inflow 1 17%  Methods 1 17% 

Interests 1 17%  Models 1 17% 

Investing vehicle 1 17%  Narcissistic 1 17% 

Lead time 1 17%  Need development 1 17% 

Learning point 1 17%  Niche market 1 17% 

Legacy 1 17%  Obstacles 1 17% 

Level of connection 1 17%  One-on-one 1 17% 

Life experience 1 17%  One-sided 1 17% 

Logistics 1 17%  Online 1 17% 

Magniloquence 1 17%  Online marketing 3 17% 

Meeting agreements 1 17%  Operations 1 17% 

Methods 1 17%  Optimistic 1 17% 

Models 1 17%  Passion 1 17% 

Narcissistic 1 17%  Pessimistic 1 17% 

Need development 1 17%  Phase 1 17% 

Niche market 1 17%  Pitch deck 1 17% 

Obstacles 1 17%  Positive 2 17% 

One-on-one 1 17%  Potency 2 17% 
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One-sided 1 17%  Precision 2 17% 

Online 1 17%  Preparation 2 17% 

Operations 1 17%  Priority 1 17% 

Optimistic 1 17%  Profit 1 17% 

Passion 1 17%  Pusher 1 17% 

Pessimistic 1 17%  R&D 1 17% 

Phase 1 17%  Reciprocal 1 17% 

Pitch deck 1 17%  Regional 1 17% 

Priority 1 17%  Reliable 1 17% 

Profit 1 17%  Restrict 1 17% 

Pusher 1 17%  Resume 2 17% 

R&D 1 17%  Sales 1 17% 

Reciprocal 1 17%  Selective 1 17% 

Regional 1 17%  Self-made man 1 17% 

Reliable 1 17%  Share dilution 1 17% 

Restrict 1 17%  Smartness 1 17% 

Sales 1 17%  Social Media 2 17% 

Selective 1 17%  Soft data 1 17% 

Self-made man 1 17%  Soft skills 1 17% 

Share dilution 1 17%  Software 1 17% 

Smartness 1 17%  Software 3 17% 

Soft data 1 17%  Storytelling 1 17% 

Soft skills 1 17%  Strategic partnership 1 17% 

Software 1 17%  Strengths 1 17% 

Storytelling 1 17%  Structured 1 17% 

Strategic partnership 1 17%  Substantial 1 17% 

Strengths 1 17%  Substantiated 1 17% 

Structured 1 17%  Targeting 1 17% 

Substantial 1 17%  Team 1 17% 

Substantiated 1 17%  Tenacious 1 17% 

Targeting 1 17%  Termsheet negotiation 2 17% 

Team 1 17%  Time horizon 1 17% 

Tenacious 1 17%  Timing 1 17% 

Time horizon 1 17%  Trade-off 1 17% 

Timing 1 17%  Transparancy 2 17% 

Trade-off 1 17%  Tunnel vision 1 17% 

Tunnel vision 1 17%  Unicorns 2 17% 

Way of thinking 1 17%  Way of thinking 1 17% 

Weaknesses 1 17%  Weaknesses 1 17% 

Wise 1 17%  Wise 1 17% 

Young 1 17%  Young 1 17% 
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V. Axial coding 

Main aggregations of angel investor codes 

Main categories Categories Merged codes 

Click 
Category describing aim of the 
study 

Person evaluation, Impression, 
Match, Business evaluation, 
Challenging, Reciprocal, 
Similarities, Case depended, 
Desired answers, Ideal profile, 
Inspiring, Reference, Timing, 
Trade-off. 

Match; incl. compatibility. 
Challenging; incl. discussion. 
Similarities; incl. similar 
wavelength. 
Idea profile; incl. generic. 

Involvement  
(later changed to Engagement) 

Drive, Enthusiasm, Personal 
capital. 

- 

Personal characteristics 
(later changed to Personality) 

Openness, Coachable, Morality 
(values), Accuracy, Ambitious, 
Control, Honest, Social, 
Conservative, Integrity, 
Authenticity, Creativity, 
Extrovert, Humor, Naïve, 
Charisma, Down to earth, 
Dreamer, Introvert, 
Megalomania, Modest, 
Perfectionistic, Risk propensity, 
Serious,  

Risk propensity = Risk 

Motives Numerical decision making, 
Capital expenditure, 
Economical, Type of shares, 
Altruism, Management, 
Priorities, Sustainability. 

Economical; incl. Return and 
profit. 

Business 
(later merged with Interests) 

Business plan, Sector, 
Technology, Good idea, 
Product evaluation, Scalability, 
Viability, Revenue, Phase, 
Innovative, Business origin, 
Disruptive business model, 
Family business, Type of 
business, Type of innovation, 
External factors, Manageable, 
Stability.  

 

Vision Potency, Strategy, Objectives, 
Exit, Appraisal, Time horizon, 
International, Perspective. 

 

Background & Experience Technology, (Broad) Portfolio, 
Entrepreneurism, Family 
business, Track record, Resume, 
Self-made. 

 

Approach Human-centered, Metrics, Goal 
oriented, Research, 
(In)Formality, Derivative, 
Order, Daring, Delineation, 
Effort, Guidelines, Motivation, 
Out-of-the-box, Perseverance, 
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Speed of process, Working 
style.  

Expectation management Value-added, Complement, 
Needs, Transparency, Profiling, 
Strengths, Weaknesses, Role, 
Entrepreneur seeking, Share 
dilution, Type of investment, 
Improvements, Responsibilities.  

Transparency; incl. clarity 
Role; incl. angel group, 
investment company, fund, 
individual and VC. 
Share dilution; incl equal share 
and minority share. 
Type of investment; incl 
crowdfunding. 

Competences Commercialization, People 
skills, Expertise, Knowledge, 
Communication, Listening, 
Structured, Execution power, 
Innovative, Attitude, Time 
management, Analytical, 
Meeting requirements, Building 
teams, Intelligent, Leadership 
skills, Reading people.  

Attitude; incl. maturity, 
optimistic, realistic, progressive, 
conservative. 

Interest Passion, targeting.  

Social Capital 
(later part of Engagement) 

Network, team composition.  

Trust   

Budget Inflow  

Demographics Age  

Other Positive, Negative, Gut feeling / 
intuition, Hard data, Deal 
breakers, Deal makers, 
Differentiate, Pre-selection, 
Effective, Capacity, Crucial, 
Algorithm, People’s business, 
Substantial, Energy, Pitch 
event, Social media, Up-to-date 

 

 

Main aggregations of entrepreneurs of innovative SME’s codes 

Main categories Categories Aggregated codes 

Click 
Category describing aim of the 
study 

Match, Gut feeling, Personal 
connection, Profiling, 
Impression, Estimation, 
Similarities, Reciprocal, Trade-
off 

Reciprocal; incl. one-sided  

Experience & Background Entrepreneurism, Family 
business, First investment, 
(Broad) Portfolio, Track record, 
Understanding, Resume, Type 
of education 

Type of education; incl. Design 
and Education. 

Expectation Management Value added, Role, Needs, 
Complement, Entrepreneur 
seeking, Pitch development, 
Informational asymmetry, 
Shares dilution, Transparency.  

Role; incl. Fund, multiple 
investors, type of investor, bank 
loan, investing vehicle. 
Needs; incl. Strengths, 
Weaknesses. 
Complement; incl. contribute. 
Shares dilution = shares + share 
dilution. 
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Vision Appraisal, Perspective, Potency, 
Strategy. 

 

Motives Numerical focus, Coaching, 
Priorities, Economical, 
Consultancy feed, 
International, Internal strategy, 
Recreational, Legacy, Regional, 
Strategic partnership. 

Priorities; incl. order. 
Economical; incl. return and 
profit. 
Recreational = hobby 

Social Capital 
(Later part of Engagement) 

Network, Own network, 
Diverse, Team. 

 

Personal characteristics 
(later changed to Personality) 

Trust-related, Thoroughness, 
humor, precision, risk, 
accuracy, controlling, creativity, 
directness, dominant, doubters, 
magniloquence, narcissistic, 
pusher, tenacious.  

Personal characteristics; incl. 
personality.  
Trust-related;  incl. openness, 
honesty, integrity, sincerity.  

Trust Reliable  

Competences Knowledge, Attitude, Building 
teams, Expertise, Finance, 
Online marketing, 
Commercialization, Listening, 
Brand building, 
Communication, Logistics, 
Models, Operations, R&D, 
Sales, Smartness, Soft skills, 
Storytelling, Wise.  

Knowledge; incl. smartness and 
wise.  
Attitude; incl. progressive, 
conservative, realistic, 
optimistic, pessimistic, respect.  

Involvement 
(later changed to Engagement) 

Multiple investors, Freedom of 
entrepreneurship, Drive.  

Multiple investors; incl. one-on-
one and becomes Amount of 
investors. 
Freedom of entrepreneurship; 
incl. freedom of choice. 
Drive; incl. dedication.  

Approach Human-centered, Intuitive, 
Factual substantiation, 
(In)Formality, Customer-
oriented, Validation, 
Enthusiasm, Human, Personal 
approach, Preparation, 
Backward negotiation, Critical 
questions, Equality, Guidelines, 
Hands-on, Lead time, Methods, 
Selective, Structured, 
Substantiated, Targeting, 
Tunnel vision, Way of thinking.  

 

Business 
(later merged with interest) 

Scalability, Type of innovation, 
Sector, Type of business, 
Software, Hardware, 
Technology, Revenue, Service, 
Unicorns, Automation, 
Business origin, Business plan, 
Fintech/Cleantech/Biotech, 
Niche market, Online, Phase. 

 

Budget Ticket size, Financial capital, 
Financial inflow 

 

Demographics Age Age; incl. older, younger 

Interests Passion  
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Other Deal breaker, Deal maker, 
Efficiency, Negative, Personality 
tests, Management, Quantify, 
Complex, Consultant, Positive, 
Pre-selection, Social media, 
Termsheet negotiation, Biased, 
Change over time, Digital 
matching, Discussion, Filtering, 
Meeting agreements , 
Obstacles, Restrict, Soft data, 
Substantial, Timing. 
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VI. Brainstorm visuals 

The Miro board that is created for the brainstorm, including the results, can be 
accessed via the following link; https://miro.com/app/board/o9J_ksNolTU=/  

 

 

Figure 7: Brainstorm agenda and rules 

 

https://miro.com/app/board/o9J_ksNolTU=/
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Figure 8: Brainstorm board on angel investors 

 

Figure 9: Brainstorm board on entrepreneurs in innovative SME's 
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Figure 10: Board describing the main findings during the interview analysis 

 

Figure 11: Brainstorm on the trade-off angel investors make 
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Figure 12: Brainstorm on the trade-off entrepreneurs in innovative SME's make 
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