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Resumé	(Abstract	in	Danish)	

Vand	 er	 Danmarks	 næste	 eksporteventyr.	 Sådan	 har	 det	 lydt	 i	 årevis.	 Sandheden	 er	

imidlertid,	at	eksporten	af	vandteknologi	er	faldet	de	senere	år.	Som	konsekvens	heraf	

blev	 den	danske	 vandsektor	 samlet	 til	 et	 topmøde	 i	 2015	med	hensigt	 på	 at	 tegne	 en	

strategi	 for	 fremtiden.	 Som	 en	 del	 af	 den	 plan	 skal	 der	 være	 opmærksomhed	 på	 at	

udnytte	 potentialet	 i	 vækstøkonomierne.	 Formålet	med	 denne	 afhandling	 er	 derfor	 at	

undersøge,	hvordan	danske	virksomheder	kan	 fremme	deres	potentiale	på	det	 indiske	

vandmarked.	

	

Danske	vandvirksomheder	har	traditionelt	set	haft	vanskeligheder	ved	at	penetrere	det	

indiske	 marked.	 Da	 jeg	 på	 forhånd	 ikke	 kunne	 lokalisere,	 hvor	 disse	 besværligheder	

stammer	 fra,	 blev	 Grounded	 Theory	 valgt	 som	 analyseværktøj	 til	 undersøgelse	 af		

afhandlingens	 casestudie.	Den	empiriske	dataindsamling	består	af	 interviews	med	 fire	

sektoreksperter	 og	 tre	 ledere	 i	 indiske	 datterselskaber	 af	 danske	 vandvirksomheder.	

Eftersom	 problemformuleringen	 i	 Grounded	 Theory	 er	 funderet	 i	 data,	 blev	

afhandlingens	endelige	sigte	udledt	af	dataanalysen:	Hvordan	danske	vandvirksomheder	

skal	lede	deres	innovationsprocesser	i	en	Indisk	kontekst.	

	

Afhandlingens	empiriske	ramme,	som	er	uddraget	af	casestudiet,	fremhæver	forskellige	

holdninger	blandt	de	danske	vandaktører	til,	hvordan	man	skal	opnå	vækst	i	Indien.	Den	

nuværende	 fremgangsmåde	 i	 Indien	bygger	på	et	ræsonnement	om,	at	man	 ikke	 i	stor	

udstrækning	kan	 tilpasse	 sine	 løsninger	 til	 det	 indiske	vandmarked.	 Snarere	 skal	man	

forsøge	at	 fremkalde	en	forandring	 i	den	måde	vandteknologi	anses	på	 i	 Indien.	Andre	

var	dog	 fortalere	 for	 en	alternativ	 tilgang,	hvor	man	 som	 følge	af	 lokale	behov	og	den	

lokale	prisleje	skal	udvikle	lokaliserede	løsninger	til	Indiens	vandproblemer.		

	

Afhandlingen	konkluderes	med	en	procesmodel,	der	bidrager	med	praktiske	forslag	til,	

hvordan	danske	vandvirksomheder	 skal	 forvalte	deres	 innovation	 i	 Indien.	Første	 trin	

viser,	at	virksomhederne	skal	evaluere	deres	indstilling	til	Indien.	Mest	afgørende	er	det,	

at	 de	 revurderer	 deres	 tilbøjelighed	 til	 at	 tro,	 at	 Indien	 med	 tiden	 vil	 gennemgå	 en	

vestlig	udvikling	og	derved	tage	eksisterende	danske	vandløsninger	i	brug.	Casestudiet	

og	den	efterfølgende	analyse	påviser,	at	danske	vandvirksomheder	har	en	inklination	til	

en	sådan	mentalitet.	Indiens	store	potentiale	ligger	derimod	i	at	benytte	landets	sociale	

ressourcer	til	udvikling	af	omkostningseffektive	teknologier.	Incitamentet	skal	ske	som	

følge	 af	 udsigterne	 til,	 at	 innovationerne	 lader	 sig	 overføre	 til	 andre	 vækstmarkeder,	



	

samt	 potentialet	 i	 at	 opgradere	 disse	 teknologier	 til	 andre	 samfundslag,	 end	 det	 de	 i	

første	omgang	er	tiltænkt.	Næste	trin	i	modellen	påpeger,	at	danske	vandvirksomheder	

skal	stå	sammen	i	et	konsortium.	Dette	har	både	den	fordel,	at	virksomhederne	kan	dele	

omkostningerne	på	markedet,	samt	de	danske	kompetencer	står	stærkere	i	fællesskab.	

Der	 er	 en	 række	 mellemmænd	 på	 det	 indiske	 marked,	 der	 har	 til	 formål	 at	 fremme	

danske	 kompetencer.	Det	 danske	netværk	 af	 vandvirksomheder	 kan	bruge	disse	 til	 at	

udforske	 de	 ovennævnte	 muligheder	 inden	 for	 lokaliseret	 innovationsudvikling.	

Afslutningsvist	 bidrager	 modellen	 med	 forslag	 til	 potentielle	 lokale	

medskabelsespartnere.	 Hvor	 der	 i	 casestudiet	 blev	 fokuseret	 på	 samarbejde	 med	

forskningsinstitutter	og	virksomheder,	råder	denne	afhandling	de	danske	virksomhed	til	

at	 tænke	 mere	 uortodokst	 end	 på	 hjemmemarkedet.	 Medskabelsespartnere	 i	 denne	

forbindelse	 kunne	 ligeledes	 være	 lokale	 entreprenører	 i	 det	 landlige	 Indien	 samt	

NGO’er.	
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1.	Introduction	
Ever	 since	 Posner	 (1961)	 introduced	 the	 idea	 of	 innovation	 as	 the	 means	 to	 a	

technological	lead	in	an	international	trade	context,	research	on	international	diffusion	

of	 innovation	has	escalated	considerably.	The	vast	majority	of	research	has	focused	on	

the	 transfer	 of	 technology	 from	 industrialised	 countries	 to	 less	 developed	 nations	

(Bozeman,	2000).	Typically,	such	technology	transfer	is	predicated	on	the	deficit	thesis,	

meaning	the	transferring	economies	are	seen	to	be	having	advanced	technology	where	

as	the	emerging	economies	are	net	recipients	(Rai	et	al.,	2010).	Contemporary	literature	

has	criticised	these	strategies	for	focusing	on	minimising	differences	between	countries,	

rather	 than	 tailoring	 operations	 to	 the	 unique	 conditions	 of	 the	 developing	 markets	

(Iyer	et	al.,	2006).	It	is	argued	that	integrating	adaptation	mechanisms	in	the	strategy	is	

further	necessitated	by	the	fact	that	emerging	country	multinationals	are	deploying	cost	

advantages	 in	 creative	 ways	 to	 deliver	 high	 quality	 at	 minimal	 price	 premiums.	 This	

requires	 firms	 from	 developed	 markets	 to	 come	 up	 with	 new	 types	 of	 responses	 to	

survive	and	prosper	(Williamson,	2010).		

	

Innovation	is	becoming	an	activity	characterised	by	interdependency,	both	in	concern	to	

strategic	matters	and	technological	features	(Knudsen,	2007).	This	thesis	will	delve	into	

the	Danish	water	sector’s	approach	to	leveraging	on	external	sources	in	competing	on	a	

market	that	typically	requires	formulating	strategies	quite	different	from	those	they	are	

accustomed	 to	 (Stead	 &	 Stead,	 2013).	 Focus	 will	 be	 placed	 on	 the	 Indian	 market,	

motivated	by	the	fact	that	India	has	been	earmarked	by	the	Danish	water	industry	as	a	

focal	export	market	(Danva,	2015).	India’s	water	challenge	is	already	grave	and	is	likely	

to	get	worse.	India	is	therefore	in	desperate	need	of	water	solutions	to	ensure	drinking	

water	 for	 the	 300	 million	 at	 the	 bottom	 of	 the	 pyramid	 (Confederation	 of	 Danish	

Enterprise,	2016).	

	

This	thesis	draws	from	a	qualitative,	multiple-case	study	using	a	grounded	theory	(GT)	

method,	where	interviews	with	three	case	firms	and	four	industry	experts	comprise	the	

empirical	data.	The	intention	is	to	create	a	final	framework	that	highlights	how	Danish	

water	companies	should	strategise	their	 innovation	processes	 in	India.	The	motivation	

for	analysing	the	Danish	water	industry	is	founded	on	the	sector’s	significant	potential,	

recognised	 as	 Denmark’s	 next	 “export	 adventure”	 (Elers,	 2015).	 However,	 such	



	
2	

expectations	 are	 not	 being	 fulfilled,	 with	 growth	 rates	 descending	 in	 recent	 years	

(Frandsen,	2015).		

1.1	Research	question	

In	 GT,	 research	 questions	 should	 initially	 be	 defined	 narrowly	 enough	 so	 that	 the	

research	 is	 focused	 and	 broad	 enough	 to	 allow	 for	 flexibility	 (Pandit,	 1996).	 In	 such	

research,	both	the	research	question	and	possible	constructs	are	tentative,	and	are	not	

guaranteed	 a	 place	 in	 the	 resultant	 theory	 (Eisenhardt,	 1989).	 Complying	 with	 this	

notion,	 the	 author	 initiated	 the	 research	 with	 a	 view	 to	 uncover	 how	 Danish	 water	

companies	should	diffuse	 their	 innovations	 in	an	 Indian	context.	This	 line	of	approach	

owes	 to	 the	 focal	 point	 of	 diffusion	 theory	 -	 uncovering	 how	 products	 “take	off”	 and	

spread	 throughout	 society.	Writing	 the	 literature	 review,	 it	 dawned	on	 the	 researcher	

that	 success	 on	 the	 Indian	market	may	 imply	 a	more	 profound	 revision	 of	 strategies	

than	 improving	 upon	 the	 diffusion	 of	 innovation	 strategy	 (Rogers,	 1983).	 Corbin	 and	

Strauss	(1990)	relatedly	advocate	using	technical	literature	as	a	source	for	framing	the	

research	 question.	 During	 the	 data	 collection,	 the	 researcher’s	 postulate	was	 partially	

approved,	prompting	the	researcher	to	outline	the	following	research	question:	

	

§ How	should	Danish	water	companies	manage	their	innovation	processes	in	

concern	to	the	Indian	market?	

1.2	Scope	&	delimitations	

Having	 completed	 the	 GT	 analysis,	 the	 researcher	 contemplated	 the	 phrasing	 of	 the	

research	 question.	 Inspiration	 was	 acquired	 from	 the	 terminology	 of	 Bartlett	 and	

Ghoshal’s	(1991)	multinational	innovation	processes,	through	which	MNCs	adopt	one	or	

both	 of	 two	 classic	 innovation	 processes:	 1)	 sensing	 a	 new	 opportunity	 in	 the	 home	

country	to	create	a	new	product	or	process,	and	exploiting	it	world-wide;	2)	making	use	

of	 the	 export	market’s	 capabilities	 to	 create	 innovations	 that	 respond	 to	 the	 needs	 of	

their	 own	 environments.	While	 contemplations	 in	 this	 respect	 are	 imperative	 for	 the	

final	 outcome	 of	 this	 thesis,	 the	 notion	 of	 innovation	 processes	 comprises	more	 than	

merely	 choosing	 one	 of	 these	 on	 the	 trajectory.	 Kline	 and	 Rosenberg	 (1986)	 contend	

that	 innovation	 processes	 are	 an	 exercise	 in	 the	 management	 and	 reduction	 of	

uncertainty.	 Correspondingly,	 this	 thesis	 will	 attempt	 to	 develop	 a	 final	 framework	

through	which	Danish	water	companies	can	manage	uncertainties	of	the	Indian	market.		
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The	scope	of	 this	 thesis	deals	with	 innovation	activities	and	 the	promotion	of	 these	 in	

the	 internationalisation	 of	 Danish	 water	 companies.	 While	 literature	 on	

internationalisation	 embraces	 several	 factors,	 most	 notably	 dominant	 foreign	 entry	

modes,	 the	 focal	point	of	 this	 thesis	 is	pertained	to	 innovation.	Yet,	 it	 is	acknowledged	

that	the	abductive	nature	of	this	thesis	convenes	certain	issues	to	overlap	with	concepts	

of	 importance	 to	 the	 interviewees,	 which	 may	 not	 necessarily	 be	 strictly	 innovation-

based.	

	

The	companies	operating	in	the	Danish	water	sector	delimitate	the	innovation	processes	

under	investigation.	Qualitative	case	studies	of	this	type	are	often	criticised	for	their	lack	

of	 generalisability	 (Yin,	 2003).	 The	 author	 acknowledges	 that	 this	 thesis	 cannot	

generalise	 findings	 from	 the	 seven	 interviews	 onto	 the	 entire	 Danish	water	 industry.	

The	 idea	behind	qualitative	research	 is	however	not	to	generalise,	but	rather	to	gain	a	

deep	understanding	of	a	phenomena.	These	insights	will	go	on	to	assist	and	encourage	

the	author	 to	contemplate	about	 the	concept	of	 innovation	processes,	 as	 it	pertains	 to	

Danish	water	firms	in	India	(Corbin	&	Strauss,	2008).			

1.3	Motivation	for	Grounded	Theory	

Prior	to	commencing	the	thesis,	the	author	spent	six	months	as	an	intern	in	India,	where	

a	 large	 share	 of	 the	 work	 was	 related	 to	 promoting	 Danish	 water	 solutions	 in	 India.	

Despite	 evident	 competencies,	 the	 author	 experienced	 a	 collective	 Danish	 sector	with	

difficulties	penetrating	the	market.	As	 the	author	was	uncertain	what	 these	difficulties	

were	 attributable	 to,	 the	 author	 kept	 from	 deducing	 hypotheses	 from	 some	 general	

theories.	Rather	it	was	believed	to	be	integral	to	gain	detailed	knowledge	of	the	context	

Danish	water	companies	in	India	exist	in	(Laws	&	Mcleod,	2004).	

1.4	Outline	of	the	thesis	

This	thesis	is	structured	around	seven	chapters	as	portrayed	in	figure	one.	Chapter	one	

introduces	 the	 subject	 focus	 and	 research	 question.	 The	 second	 chapter	 reviews	

innovation	 literature	 as	 it	 has	 evolved	 throughout	 the	 last	 century.	 Conclusively,	 this	

chapter	 will	 present	 a	 summary,	 which	 in	 the	 closing	 stages	 of	 the	 thesis	 will	 be	

synthesised	with	 the	 empirical	 findings.	 The	 third	 chapter	 presents	 the	methodology.	

This	 chapter	 will	 also	 depict	 how	 the	 author	 built	 the	 GT	 of	 the	 thesis.	 Chapter	 four	

introduces	 the	 case	 study	 of	 Danish	 water	 companies	 in	 India.	 In	 chapter	 five,	 the	

empirical	 data	 is	 analysed.	 Based	 on	 this	 analysis,	 this	 chapter	will	 conclude	with	 an	

empirical	 framework,	 where	 the	 main	 comprehensions	 of	 the	 empirical	 data	 are	
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illustrated.	In	the	final	chapter,	the	summary	of	the	literature	review	and	the	empirical	

framework	 are	 synthesised.	 This	 synthesis	 ensues	 a	 final	 framework,	which	 serves	 as	

the	 answer	 to	 the	 research	 question.	 The	 thesis	will	 end	with	 the	 paper’s	 theoretical	

contributions,	suggestions	for	further	research,	and	limitations.	

	

	

Ch.	1
• Introduction

Ch.	2
• Literature	review

Ch.	3	
• Methodology

Ch.	4
• Case	study

Ch.	5
• Analysis

Ch.	6
• Discussion	and	conclusion	

Figure	1:	Thesis	overview	
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2.	Literature	review	
This	 chapter	 presents	 a	 historical	 overview	 of	 innovation	 studies.	 The	 review	 has	 a	

particular	 focus	 on	 portraying	 how	 the	 innovation	 field	 has	 advanced	 throughout	 the	

last	century,	encompassing	an	increasing	acceptance	of	technology	as	socially	produced.	

Due	 to	 the	 thesis’	 focus,	 the	 notion	 of	 innovating	 for	 emerging	 markets	 will	 be	 the	

primary	focus	of	attention	in	the	latter	part	of	the	review.		

2.1	Pre	1950’s:	Innovation	as	a	means	to	social	and	economic	change		

While	innovation	research	regularly	is	reduced	to	the	fields	of	economy	and	marketing,	

the	 literature’s	 origin	 essentially	 tracks	 back	 to	 anthropologists	 and	 sociologists	 who	

explored	 the	 innovation	 landscape	 decades	 before	 economist	 Schumpeter	 connected	

economic	growth	to	technological	change	(Godin,	2010a).	

2.1.1	The	sociological	perspective	

While	 most	 of	 today’s	 diffusion	 of	 innovation	 (DOI)	 research	 is	 based	 on	

commercialisation	 of	 innovation,	 the	 majority	 of	 studies	 prior	 to	 the	 1950’s	 were	

grounded	on	how	DOI	influences	cultural	and	social	change.	The	early	20th	century	was	

marked	by	 a	disagreement	between	academics	on	how	 this	 should	be	 interpreted	 –	 if	

societies	simply	imitate	the	source	society	or	if	there	is	an	element	of	creative	adoption	

involved	(Godin,	2010b).	From	the	viewpoint	of	the	former,	inventions	have	a	common	

geographical	 origin:	 they	 emerge	 from	one	 centre	 and	diffuse	 among	 societies.	Others	

however	 opposed	 this	 conviction,	 arguing	 that	 diffusion	 is	 not	 simply	 imitation	 and	

transmission,	but	rather	“adaption,	transformation	and	re-invention”.	Malinowski	(1939)	

was	an	advocate	of	the	 latter	principle,	assuming	that	“mere	diffusion	never	takes	place:	

it	is	always	a	readaption,	a	truly	creative	process”	(Godin,	2010b).		

	

In	 discussing	 how	 culture	 grows,	 Ogburn	 (1922)	 argued	 that	 social	 change	 occurs	 by	

means	of	inventions.	He	stressed	the	social	trait	of	innovation	in	his	research,	explaining	

that	the	cultural	base	has	more	influence	over	technological	progress	than	independent	

inventors.	The	study	of	cultural	lags,	arguably	his	greatest	legacy,	highlights	obstacles	of	

the	 adoption	of	 technology	 and	how	DOI	occurs	 at	 different	 rates.	 It	 is	 suggested	 that	

delays	 of	DOI	 owes	 to	 inertia	 and	 resistance	 in	 the	 adaptive	 culture,	 based	 on	 factors	

such	as	survival	of	old	customs,	tradition,	conservatism,	and	difficulties	in	the	diffusion	

process	(Godin,	2010a).	Ogburn	saw	social	inventions,	which	are	characterised	as	non-

mechanical,	novel	ways	of	achieving	goals,	as	being	able	to	reduce	cultural	lags	(Godin,	
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2010a).	Typically,	such	social	inventions,	a	prominent	example	being	the	introduction	of	

patent	laws,	are	initiated	by	governmental	organisations	as	well	as	social	and	economic	

institutions	 (Godin,	 2010a;	 Ogburn,	 1922).	 In	 accounting	 for	 concepts	 such	 as	

reinvention	 and	 social	 influence	 on	 innovation,	 it	 appears	 these	 sociologists	 were	

significantly	ahead	of	their	time	concerning	concepts	that	came	very	much	into	vogue	in	

subsequent	decades.		

2.1.2	The	Schumpeterian	era	

Joseph	 Schumpeter	 is	 widely	 credited	 as	 the	 first	 economic	 scholar	 to	 contribute	 to	

innovation	theory.	As	opposed	to	sociologists	who	considered	innovation	the	means	to	

social	change,	he	considered	innovation	a	source	to	economic	change	(Godin,	2008).	To	

a	 great	 extent,	 Schumpeter	 defined	 conceptions	 of	 innovation	 literature	 as	 they	 are	

recognised	 today.	 This	 can	be	 seen	 in	 his	 division	 of	 innovation	 and	 invention,	where	

innovation	is	understood	as	the	commercialisation	of	invention,	considered	the	general	

distinction	 between	 the	 two	 today	 (Fagerberg,	 2003a;	 Fagerberg,	 2003b).	 He	 is	most	

renown	for	challenging	the	market	equilibrium	theory,	through	which	products	compete	

on	the	basis	of	price,	performance	and	marginal	advantage.	He	believed	that	the	concept	

ignores	 the	 notion	 of	 qualitative	 changes	 (innovation)	 that	 tend	 to	 disturb	 the	

equilibrium	 of	 the	 market.	 According	 to	 Schumpeter,	 this	 process	 of	 creative	

destruction,	where	one	economic	structure	is	destroyed	and	a	new	one	is	created,	is	the	

driving	 force	 behind	 capitalism	 (Elliot,	 1980).	 This	 philosophy	 is	 greatly	 inspired	 by	

Marx,	 who	 had	 previously	 suggested	 that	 capitalist	 evolution	 was	 driven	 by	

technological	 competition	 between	 firms.	 A	 considerable	 difference	 between	 the	 two	

scholars	 is	 the	 fact	 that	Marx	 limited	his	 theories	 to	mechanisation,	while	Schumpeter	

distinguished	 between	 various	 types	 of	 innovation:	 new	 goods,	 new	 methods	 of	

production,	 establishment	 of	 new	 markets,	 utilisation	 of	 new	 supply	 sources,	 and	

industrial	reorganisation	(Lassen	et	al.,	2009).		

	

Marx	and	Schumpeter	agreed	on	the	fact	that	the	benefits	of	innovation	are	transitory	in	

nature,	as	 they	vanish	as	 soon	as	a	 sufficient	mass	of	 imitators	successfully	enters	 the	

scene.	When	 imitators	 realise	 the	potential	 and	 invest	heavily	 in	 a	 technology	 it	has	a	

powerful	multiplying	effect	of	generating	additional	demands	–	a	progression	called	the	

swarming	process.	 From	 this	viewpoint,	 technological	 competition	 is	more	of	 a	driving	

force	of	economic	development	 than	the	 initial	 innovation	 itself,	as	 technology	has	 the	

potential	 of	 being	 improved	 on,	 and	 the	 market	 has	 the	 prospect	 of	 growing	 most	

rapidly.	There	are	however	no	certainties	that	a	swarming	process	will	materialise.	This	
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is	dependent	on	factors	such	as	how	the	demonstration	effect	pans	out	and	if	the	social	

climate	is	favourable	of	the	innovation.	Regarding	the	time	frame,	it	can	take	a	decade	or	

more	 until	 imitators	 enter	 the	 scene,	 as	 noted	 in	Ogburn’s	 conception	 of	 cultural	 lags	

(Fagerberg,	2003b).		

	

Schumpeter’s	work	also	contributed	to	the	dominant	division	of	 innovations	according	

to	 how	 radical	 they	 are	 compared	 to	 the	 current	 format.	 From	 this	 perspective,	

continuous	 improvements	of	 the	different	 types	of	 innovations	are	often	characterised	

as	 “radical”	 or	 “incremental”	 (Fagerberg	 2003b).	 Where	 Schumpeter	 in	 particular	

focused	 on	 the	 former,	 in	 relation	 to	 creative	 destruction,	 Ogburn	 (1922)	 considered	

innovation	 a	 cumulative	 series	 of	 small	 steps	 (Godin,	 2010b).	 It	 has	 since	 gone	 on	 to	

become	a	widely	held	view	that	the	impact	of	incremental	innovations	is	just	as	great	as	

radical	innovations	(Fagerberg,	2003b).	

	

In	Schumpeter’s	early	work,	the	entrepreneur	stood	as	the	catalyst	for	innovation,	while	

he	 later	acknowledged	the	 importance	of	co-operative	entrepreneurship	 in	 large	 firms	

(Fagerberg,	 2003b).	 In	 limiting	 his	 field	 of	 research	 to	 entrepreneurship,	 Schumpeter	

failed	 to	 take	 the	 social,	 cultural,	 and	 political	 environment	 from	 which	 technologies	

emerge	into	consideration.	Yet,	he	undoubtedly	opened	up	for	innovation	scholars,	and	

economists	 in	 particular,	 to	 attach	 greater	 importance	 to	 technological	 change	 as	

arguably	 the	 major	 impulse	 in	 generating	 long-term	 economic	 growth.	 From	 an	

international	 trade	 context,	 his	 theories	 led	 to	 the	 formulation	 of	 so-called	 neo-

technological	trade	theories,	emphasising	the	importance	of	cross-country	differences	in	

technological	capabilities.	Prominently,	Posner	(1961)	argued	that	innovations	made	in	

one	country	would	only	benefit	that	country	as	long	as	the	lead	could	be	kept.	A	country	

would	 ultimately	 lose	 its	monopoly	 and	 first-mover	 advantages	when	 other	 countries	

start	imitating	the	innovation	(Fagerberg,	1996).	

2.2	1950-1970:	The	linear	models	era	

During	 the	 post-war	 era,	 advanced	 market	 economies	 enjoyed	 unparalleled	 rates	 of	

economic	 growth.	 This	 occurred	 predominantly	 through	 rapid	 industrial	 growth,	 new	

industries	 based	 largely	 on	 new	 technological	 opportunities	 and	 technology-led	

regeneration	 of	 existing	 industries	 (Rothwell,	 1994).	 During	 this	 period,	 a	 debate	

emerged	about	whether	 the	 rate	and	direction	of	 technological	 change	has	been	more	

heavily	 influenced	 by	 changes	 in	 market	 demand	 or	 by	 advances	 in	 science	 and	

technology	(Nemet,	2009).	
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2.2.1	Technology-push	or	demand-pull?	

From	 the	 1950’s	 until	 the	 mid	 1960’s,	 science	 and	 technology	 were	 considered	 the	

remedy	 for	 solving	 any	 problems	 societies	 faced	 (Rothwell,	 1994).	 It	 was	 generally	

assumed	that	industrial	innovation	was	more	or	less	a	linear	process	(Rothwell,	1992),	a	

pipeline	of	sequential	innovation	where	processes	started	at	basic	research,	then	going	

through	applied	research,	then	development,	and	then	production	and	diffusion	(Godin,	

2008).	This	technology-push	model	was	pioneered	by	Maclaurin,	who	filled	in	what	was	

missing	in	Schumpeter’s	research	by	providing	analyses	of	the	process	of	innovation	in	

itself	(Godin,	2008).	

	

From	the	mid	1960’s	to	the	early	1970’s,	new	products	were	generally	found	to	unearth	

from	existing	 technologies.	Consequently,	people	 from	different	 fields	began	to	 look	at	

innovation	from	a	demand	rather	than	a	supply	perspective,	arguing	that	demand-pull	

forces	are	most	critical.	This	was	accompanied	by	a	growing	emphasis	on	marketing	in	

the	fight	for	market	share	(Rothwell,	1994).	Economist	Jacob	Schmookler	(1966)	was	in	

particular	 an	 adamant	 advocate	 of	 the	 role	 of	 demand	 factors	 as	 opposed	 to	 the	

scientific	discoveries	from	the	technology-push	phase	(Godin	&	Lane,	2013).		

	

	

Both	the	technology-push	model	and	the	demand-pull	model	have	come	under	criticism	

for	similar	reasons	–	being	oversimplified	and	failing	to	take	in	information	from	either	

market	information	or	long-term	R&D	programmes	before	late	in	the	process.	According	

to	Berkhout	et	al.	(2006),	the	first-generation	linear	model	had	the	intricate	commercial	

problem	of	focusing	merely	on	technical	innovations.	Therefore,	artefacts	following	this	

model	 were	 often	 not	 adopted	 by	 the	market.	While	 it	 linked	 science	with	 society,	 it	

failed	 to	 link	 the	 return	 from	 society	 to	 science.	 The	 second-generation	 model	 was	

criticised	by	Mowery	 and	Rosenberg	 (1979)	 for	 its	 focus	on	optimisation,	 resulting	 in	

short-term	projects.	They	believed	 that	 the	 theory	 is	unsatisfactory	 in	 terms	of	how	 it	

views	radical	innovation,	as	one	cannot	speak	about	market	demand	for	products,	which	

are	 so	 novel	 that	 the	 market	 has	 no	 knowledge	 of	 them.	 In	 their	 analysis	 of	 the	

Figure	2:	The	technology-push	model	(Rothwell,	1994)	

Figure	3:	The	demand-pull	model	(Rothwell,	1994)	
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development	of	innovations	they	found	that	focus	on	science	is	more	important	for	the	

early	stages	of	innovation,	whereas	a	pattern	resembling	Schmookler’s	theory	occurred	

when	the	industry	“takes	off”	(Freeman,	1982).	

	

In	 hindsight,	 the	 shortcomings	 of	 the	 linear	 models	 are	 evident	 as	 they	 both	 had	 a	

restricted	 view	 of	 innovation	 and	 failed	 to	 take	 important	 considerations	 into	

perspective.	 	Yet,	 Schmookler	did	achieve	 to	promote	 the	counter-concept	of	 scientific	

discoveries	via	the	role	of	economic	factors,	which	has	become	a	mainstay	in	innovation	

literature	ever	since.			

2.2.2	The	turning	point	for	DOI	research	

In	 tandem	 with	 the	 increased	 focus	 on	 market	 information,	 interest	 in	 DOI	 research	

picked	up	substantially	during	the	1960’s.	The	underlying	cause	stems	from	the	work	of	

Rogers	 in	 his	 best	 selling	 book,	 The	 diffusion	 of	 innovation	 from	 1962,	 a	 topic	 he	

subsequently	put	40	years	of	research	into.	Arguably,	his	most	famous	work	is	grounded	

on	the	identification	of	a	range	of	adopter	categories	that	would	successively	take	up	an	

innovation.	 These	 are:	 1)	 innovators,	 2)	 early	 adopters,	 3)	 early	 majority,	 4)	 late	

majority	and	5)	 laggards.	Rogers	 (1983)	defined	diffusion	as	 “[…]	 the	process	by	which	

an	innovation	is	communicated	through	certain	channels	over	time	among	the	members	of	

a	 social	 system”.	 This	 definition	 highlights	 the	 important	 feature	 of	 communication,	

which	triggered	the	marketing	tradition	to	come	strong	in	innovation	literature	(Rogers,	

1976).	 In	 this	 concern,	 intermediaries	 play	 an	 important	 role	 in	 convincing	 others	 to	

adopt	 an	 innovation.	Two	 categories	of	 intermediaries	play	 a	particularly	 crucial	 role;	

(1)	 opinion	 leaders,	 who	 are	 characterised	 as	 being	 somewhat	 more	 innovative	 than	

their	near	peers,	play	a	vital	role	in	persuading	the	unconvinced	majority	of	their	peers	

to	adopt	the	innovation,	and	(2)	change	agents	who	work	proactively	to	create	demand	

for	 the	 innovation	 by	 reducing	 barriers	 to	 adoption,	 persuading	 adopters	 and	

supporting	adoption	decisions	(Nutley	et	al.,	2002).	

	

Rogers	(1983)	conceptualised	the	innovation-decision	process,	as	a	process	where	“[…]	

an	individual	(or	other	decision-making	unit)	passes	from	first	knowledge	of	an	innovation	

to	 forming	 an	 attitude	 towards	 the	 innovation,	 to	 a	 decision	 to	 adopt	 or	 reject,	 to	

implementation	of	the	new	idea,	and	to	confirmation	of	this	decision”.	According	to	Rogers	

(1983),	 such	an	 innovation-decision	process	 is	 an	 information	 seeking	and	processing	

activity,	 where	 interpersonal	 networks	 are	 found	 to	 be	 particularly	 able	 to	 carry	

evaluative	information	about	an	innovation.	The	emphasis	on	information	flow	through	
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interpersonal	 networks	 is	 believed	 to	 have	 played	 an	 important	 role	 in	 helping	 put	

social	structure	on	the	forefront	of	the	communication	process	(Rogers,	1976).	

	

In	addition	to	the	characteristics	of	the	adopter	and	the	adoption	process,	the	perceived	

attributes	of	an	 innovation	are	also	considered	 to	affect	 its	 rate	of	adoption	 (Nutley	&	

Davies,	2002).	These	are	summarised	in	the	table	below.	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

	

While	almost	nothing	of	critical	nature	was	written	about	Rogers’	diffusion	theories	 in	

the	1960’s,	a	rising	body	of	criticism	was	brought	into	play	in	subsequent	decades.	The	

most	significant	critique	was	based	on	diffusion	research	having	a	pro-innovation	bias,	

founded	on	an	assumption	that	all	inventions	examined	should	be	diffused	and	adopted	

by	 all	 members	 of	 a	 social	 system	 (Nutley	 &	 Davies,	 2002).	 Rogers	 has	 suggested	

overcoming	this	bias	by	conducting	diffusion	research	prior	to	the	innovation	being	fully	

diffused,	 investigating	 the	 broader	 context	 in	 which	 an	 innovation	 diffuses,	 and	

increasing	ones	understanding	of	 the	motivations	 for	 adopting	 an	 innovation	 (Rogers,	

1986).	 Although	 the	 concept	 of	 a	 pro-innovation	 bias	 is	 primarily	 bestowed	 on	

innovation	researchers,	 firms	have	 likewise	been	pigeonholed	 for	 their	pro-innovation	

bias.	 Interestingly	 for	the	scope	of	 this	 thesis,	Rai	et	al.	 (2010)	argued	that	such	a	bias	

Attributes	of	
innovations		 Advantage	

Relative	advantage	

When	the	innovation	has	
significant	advantages	over	
current	alternatives,	the	greater	
the	chances	are	of	swift	diffusion.	

Compatibility	

When	the	innovation	is	consistent	
with	existing	values,	past	
experiences,	and	the	needs	of	
potential	adopters,	the	product	
will	be	more	rapidly	diffused.	

Complexity	

When	the	innovation	is	perceived	
as	difficult	to	use	or	understand,	it	
will	have	less	chances	of	being	
adopted.	

Trialability	

When	an	innovation	can	be	
experimented	with	on	a	limited	
basis,	the	adoption	process	is	less	
uncertain.		

Observability	

When	the	innovation	is	visible	to	
prospective	customers,	the	more	
likely	they	are	to	adopt	the	
innovation.	

Table	1:	Rogers’	(1983)	Attributes	of	innovation	
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was	embedded	in	the	transfer	of	technology	between	firms	of	developed	and	developing	

countries.		

	

Retrospectively,	scholars	have	shunned	Rogers’	DOI	research	for	trading	generalisability	

and	 simplicity	 against	 accuracy	 (Lyytinen	 &	 Damsgaard,	 2001).	 Peres	 et	 al.	 (2010)	

indicate	that	Rogers’	notion	of	DOI	is	greatly	out-dated,	specifying	that	the	field	of	study	

has	much	more	to	offer	in	terms	of	describing	current	market	trends,	which	include	the	

opening	up	of	markets	in	emerging	economies.	While	this	thesis	agrees	that	the	theory	

does	 not	 adequately	 address	 these	 contemporary	 conceptions,	 Rogers’	 theories	

nevertheless	proved	vital	 in	putting	social	structure	on	the	 forefront	 in	concern	to	 the	

marketing	of	technology.		

2.3	The	1970’s:	The	period	of	interplay	between	innovation	drivers	

The	 1970’s	 brought	 a	 well-documented	 break	 to	 the	 golden	 age	 of	 economic	 growth.	

This	 incited	 an	 increased	 focus	 on	 rationalisation,	 cost	 control,	 and	 cost	 reduction.	

Meanwhile	this	also	prompted	further	research	on	the	basis	of	successful	innovation,	as	

companies	 simply	 could	 not	 afford	 to	 manufacture	 innovations	 that	 were	 at	 risk	 of	

failing	(Rothwell,	1994).	

2.3.1	The	permutation	of	market-demand	and	formal	R&D	

During	the	technology-push	and	demand-pull	phases,	 the	roots	of	 the	 innovation	were	

believed	 to	 come	 from	 one	 single	 agent,	 either	 the	 marketplace	 or	 the	 formal	 R&D	

department.	During	 the	1970’s	however,	 it	was	recognised	 that	successful	 innovations	

typically	 showed	 the	 ability	 to	 connect,	 or	 “couple”	 a	 technical	 opportunity	 with	 a	

market	opportunity	(Nemet,	2009).	Subsequently,	the	coupling	model	took	over	after	the	

linear	models,	marking	a	shift	from	innovation	being	perceived	as	a	sequential	process	

to	being	a	 largely	parallel	process	with	multiple	 feedback	 loops	 (Rothwell,	1992).	The	

innovation	 process	 linked	 together	 the	 various	 in-house	 functions	 with	 both	 the	

marketplace	and	the	broader	scientific	and	technological	community	(Rothwell,	1994).	
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The	 understanding	 of	 different	 innovations	 allowing	 dissimilar	 courses	 of	 action	 was	

one	that	altered	academic	research	on	innovation	extensively.	Rogers	also	made	a	shift	

in	 his	 perception	 of	 DOI	 during	 this	 decade.	 Where	 he	 previously	 saw	 the	 diffusion	

system	as	centralised,	coming	out	of	formal	R&D	systems,	he	came	to	acknowledge	that	

inventions	could	also	be	decentralised	and	done	by	users	(Rogers,	1993).	It	was	thereby	

recognised	 that	 the	 process	 of	 diffusion	 could	 range	 on	 a	 continuum	 from	 highly	

centralised	to	highly	decentralised	(Nutley	&	Davies,	2000).	Where	centralised	systems	

are	based	on	top-down	diffusion,	a	highly	decentralised	diffusion	system	in	contrast	 is	

based	on	a	wide	sharing	of	power	and	control	amongst	members	of	the	diffusion	system.	

In	 accordance	with	Mowery	 and	Rosenberg’s	 aforementioned	 critique	 of	 the	 demand-

pull	 model,	 it	 came	 to	 be	 generally	 accepted	 that	 decentralised	 systems	 are	 most	

appropriate	for	incremental	innovations,	where	innovations	do	not	require	a	high	level	

of	newly	acquired	technical	expertise	(Nutley	&	Davies,	2000).	

	

From	 academic	 research	 on	 decentralised	 diffusion	 systems,	 an	 important	 conception	

was	 brought	 into	 play	 in	 the	 economic	 literature	 on	 innovation	 -	 the	 concept	 of	 re-

invention.	Reinvention	was	defined	as	the	degree	to	which	an	innovation	is	changed	or	

modified	by	 a	user	 in	 the	process	 of	 its	 adoption	 and	 implementation	 (Rogers,	 1993).	

Decentralised	 diffusion	 systems	were	 contemplated	 to	 be	 likely	 to	 result	 in	 a	 greater	

level	 of	 re-invention	 and	 a	 high	 degree	 of	 local	 adaptation	 (Nutley	 &	 Davies,	 2000).	

Instead	 of	 simply	 accepting	 or	 rejecting	 an	 innovation,	 adopters	 are	 thereby	 active	

participants	 in	 the	 process,	 as	 the	 innovation	 can	 be	 fitted	 to	 a	wider	 variety	 of	 local	

conditions	(Rice	&	Rogers,	1980).	

	

Figure	4:	The	coupling	model	(Rothwell,	1994)	
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Concepts	 such	 as	 re-invention	 and	 local	 adaption	 opened	up	 for	 a	more	multi-faceted	

understanding	of	the	connection	between	social	dynamics	and	technology,	which	would	

prevail	in	the	field	for	years	to	come.	

2.4	1980-2000:	The	social	embeddedness	of	the	innovation	process	

In	the	1980’s,	innovation	studies	saw	a	significant	shift	-	one	that	has	gone	on	to	change	

the	scene	towards	a	larger	encompassing	of	social	actors	in	the	innovation	process.	

2.4.1	The	black	box	of	innovation	

During	 the	 1980’s,	 economic	 literature	 on	 technical	 change,	 as	 emanated	 from	

Schumpeter	 and	 evolved	 throughout	 subsequent	 decades,	 was	 criticised	 by	 both	

economists	 (Dosi,	 1982;	 Rosenberg;	 1994)	 and	 sociologists	 (Pinch	 &	 Bijker,	 1984).	 It	

was	 argued	 that	 the	 majority	 of	 innovation	 studies	 treated	 technical	 change	 as	

essentially	 a	 reactive	mechanism	 based	 on	 a	 “black	box”	 of	 readily	 available	 technical	

possibilities.	Critics	reasoned	that	 it	was	essential	 to	uncover	what	goes	 into	the	black	

box,	 as	 one	 could	 thereby	 construct	 the	 sociotechnological	 network	 through	 which	

knowledge	 production	 unfolds.	 By	 locating	 his	 discussion	 at	 the	 level	 of	 technological	

paradigms	and	 trajectories,	Dosi	 (1982)	argued	 that	 technological	paradigms	 typically	

have	 a	 powerful	 exclusion	 effect,	 and	 are	 “blind”	 with	 respect	 to	 other	 technological	

possibilities.	 The	 paradigms	 of	 the	 time,	making	widespread	 use	 of	 simple	 sequential	

processes,	 were	 especially	 criticised	 for	 being	 arbitrary	 and	 failing	 to	 take	 the	

technological	content	into	account	(Pinch	&	Bijker,	1984).	In	this	view,	the	technological	

trajectories,	 defined	 as	 the	 “problem-solving”	 possibilities	 outlined	 by	 the	 paradigm	

itself,	were	believed	to	be	severely	limiting	to	the	innovation	process	(Dosi,	1982).	

	

While	Dosi	(1982)	acknowledged	that	economic,	institutional	and	social	factors	must	be	

considered	in	greater	detail,	Pinch	and	Bijker	(1984)	argue	that	he	leaves	it	unclear	how	

the	process	of	 innovation,	what	 they	describe	as	 “artefacts”,	 should	be	handled.	 In	 the	

social	construction	of	technology	(SCOT)	approach,	they	developed	a	multi-level	model,	

contrasting	the	linear	models,	which	described	the	developmental	process	of	technology	

as	 an	 alternation	 of	 variation	 and	 selection.	 They	 argue	 that	 the	 social	 groups	 that	

constitute	 the	 social	 environment	 play	 a	 critical	 role	 in	 defining	 and	 solving	 the	

problems	that	arise	during	technology	development	(Bijker	et	al.,	2012).	SCOT	starts	off	

with	 identifying	 relevant	 social	 groups,	 a	 term	 used	 to	 denote	 e.g.	 institutions,	

customers	 and	 organisations.	 In	 deciding	 which	 social	 groups	 are	 relevant	 it	 is	

important	to	question	whether	the	artefact	has	any	meaning	for	the	social	group	under	

investigation.	As	different	social	groups	have	different	interpretations	of	a	technological	
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artefact,	 it	 is	 important	 that	 the	 technology	 has	 interpretive	 flexibility,	 allowing	 for	

different	 interpretations	 (Kaplan,	 2004).	 Since	 the	 original	 presentation	 of	 the	

framework,	the	concept	of	a	technological	 frame	has	been	introduced	into	SCOT,	being	

the	 shared	 cognitive	 frame	 that	 defines	 a	 relevant	 social	 group	 and	 constitutes	

members’	 common	 interpretation	 of	 an	 artefact.	 Comprising	 components	 such	 as	

problem-solving	 strategies,	 design	methods	 and	 testing	 procedures,	 the	 technological	

frame	 pointed	 the	 SCOT	 approach	 in	 a	 more	 explicitly	 structural	 direction	 (Klein	 &	

Kleinman,	 2002).	 Importantly,	 technological	 frames	 are	 not	 fixed	 entities;	 rather	 they	

emerge	during	the	innovation	process	(Olsen	&	Engen,	2007).		

	

In	subsequent	decades,	several	academics	have	contributed	to	delving	into	the	black	box	

of	innovation.	One	vital	contribution	published	by	Baker	and	Sinkula	(2002)	argued	that	

a	 strong	market	 orientation,	 while	 necessary,	 is	 insufficient	 in	 facilitating	 the	 type	 of	

innovation	 that	 breeds	 a	 long-term	 competitive	 advantage.	 They	 believe	 that	 market	

orientation	is	only	likely	to	significantly	enhance	performance	when	it	is	combined	with	

a	 strong	 learning	 orientation.	 Such	 learning	 orientation	 is	 signified	 as	 the	 degree	 to	

which	 firms	 proactively	 question	whether	 their	 existing	 beliefs	 and	 practices	 actually	

maximise	 organisational	 performance.	 The	 highest	 level	 of	 organisational	 learning	

involves	 unlearning	 the	 present	 way	 of	 doing	 something	 and	 substituting	 it	 with	

something	fundamentally	new.	As	Hamal	and	Pralahad	(1994)	state,	“To	be	a	challenger	

once,	 you	 have	 to	 challenge	 the	 orthodoxy	 of	 the	 industry	 incumbents.	 But	 to	 be	 a	

challenger	twice,	you	have	to	challenge	your	own	orthodoxy”.	

	

The	author	believes	 the	 fundamental	 idea	behind	opening	 the	black	box	of	 innovation	

should	be	credited	for	enriching	the	understanding	of	technology.	In	opening	the	black	

box,	academics	have	shown	that	technology	development	includes	a	large	array	of	social	

actors	and	mind-sets.	From	the	1980’s	forward,	the	mentality,	to	a	great	extent,	shifted	

away	 from	 the	 Schumpeterian	 understanding	 of	 how	 technology	 changes	 society,	 to	

considering	how	social	actors	could	affect	technology.	

2.4.2	National	Innovation	systems	(NIS)	

Over	the	course	of	the	1980’s,	it	was	recognised	that	innovation	occurs	in	the	context	of	

a	 system.	 Three	 different	 systems	 of	 innovation	 were	 identified:	 sectoral	 innovation	

systems,	regional	innovation	systems	and	national	innovation	systems	(Rothwell,	1992).	

Due	 to	 the	 paper’s	 focus	 on	 a	 country-specific	 cluster	 of	 innovations,	 the	 latter	 will	

primarily	be	looked	upon.	The	conception	of	NIS	owes	extensively	to	studies	of	Japan’s	
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success,	which	inspired	global	companies	to	follow	a	similar	route.	Their	achievements,	

rather	 than	being	due	 to	 copying	and	 importing	 foreign	 technology,	 as	had	previously	

been	 assumed,	were	 found	 to	 be	 attributable	 to	 strong	 science-technology	 linkages	 to	

industrial	R&D	and	strong	networks	between	major	companies	and	suppliers	(Rothwell,	

1992).	

	

Freeman	(1995),	who	contrived	the	term	NIS,	advocates	that	institutional	differences	in	

the	 mode	 of	 importing,	 improving,	 developing	 and	 diffusing	 new	 technologies	 play	 a	

major	role	in	the	contrasting	growth	rates	of	countries.	Freeman’s	work	became	popular	

in	 explaining	 how	 the	 national	 education	 system,	 industrial	 relations,	 technical	 and	

scientific	 institutions,	 government	 policies,	 and	 many	 other	 national	 institutions	

influence	 innovation.	 Not	 only	 does	 this	 diverge	 from	 the	 paradigms	 of	 the	 previous	

decade	in	its	scope,	which	merely	took	some	of	these	into	account,	but	also	emphasises	

the	vitality	of	the	whole	set	of	relations,	as	they	are	all	influencing	factors	in	the	quality	

of	the	system.	

	

Besides	Freeman,	a	 large	portion	of	 the	work	on	NIS	 is	attributed	to	Lundvall.	Yet,	 the	

two	 scholars	 differ	 somewhat	 in	 concern	 to	 how	 they	 approach	 the	 concept.	 While	

Freeman	 took	 a	 macro-view	 focusing	 on	 the	 large	 national	 players	 in	 innovation,	

Lundvall	pays	more	attention	to	how	learning	occurs	in	the	systems	(Fagerberg,	2003a).	

The	 notions	 of	 “learning”	 and	 “knowledge”	 have	 gone	 on	 to	 become	 focal	 areas	 in	

relation	 to	NIS.	One	 important	platform	 in	accumulating	knowledge	 is	being	willing	 to	

interact	 with	 players	 in	 the	 system.	 Lundvall	 considers	 this	 the	 most	 important	

characteristic	 of	 the	 innovation	 system.	 He	 draws	 parallels	 to	 Rogers’	 work	 by	

conveying	 how	 early	 users	 and	 early	 followers	 play	 an	 important	 role	 in	 knowledge	

accumulation	 as	 they	 have	 the	 ability	 to	 give	 important	 feedback	 on	 the	 innovation.	

Moreover,	Lundvall	et	al.	(2002)	encourage	inter-firm	relationships	and	recommend	the	

creation	of	technology	centres	where	relevant	knowledge	can	be	exchanged.	While	such	

cooperation	 is	 believed	 to	 increase	 productivity	 rates,	 the	 focus	 on	 inter-firm	

communication	 has	 also	 drawn	 a	 substantial	 amount	 of	 criticism.	 It	 is	 believed	 that	

conflicts	 over	 income	 and	 power	 are	 greatly	 underestimated,	 especially	 in	 a	 context	

where	 ambitious	 schemes	 to	 protect	 intellectual	 property	 are	 prevalent	 (Lundvall,	

2007).	

	

Lundvall	(2007)	is	often	cited	for	his	research	on	the	Danish	innovation	system,	which	

for	evident	reasons	is	of	interest	to	this	paper.	In	analysing	2000	domestic	firms,	it	was	
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argued	 that	 Danish	 innovations	 were	 strongly	 involved	 in	 inter-firm	 networking	

connecting	 to	 product	 innovation.	 Moreover,	 firms	 were	 generally	 characterised	 as	

“interactionist”	 and	 “learning	 organisations”.	 The	 fact	 that	 Denmark	 is	 considered	 a	

positive	case	study	 in	Lundvall’s	research	does	not	automatically	 imply	that	 this	 is	 the	

case	when	entering	international	trade.	Especially	considering	the	fact	that	many	firms	

develop	their	competences	and	products	in	interaction	with	domestic	users	where	their	

headquarters	is	based	and	not	made	use	of	international	innovation	systems	(Lundvall,	

2010).	 Since	 Freeman’s	 conceptions	 of	 NIS,	 academic	 scholars	 have	 gone	 on	 to	 break	

down	how	MNCs	can	make	use	of	 international	 innovation	system.	Recently,	 India	has	

become	renown	as	a	major	global	R&D	hub	(Herstatt	et	al.,	2008).	A	development	that	

deeply	 owes	 to	 the	 availability	 of	 skilled	 labour,	 produced	 in	 world-class	 elite	

institutions,	where	cost	advantages	in	the	form	of	low	wages	are	still	present.	

2.4.3	Disruptive	innovation	

Where	innovation	literature	largely	centred	on	the	notion	of	radical	versus	incremental	

innovation	 up	 until	 the	 1990’s,	 Christensen	 (1997)	 distinguished	 between	 two	 other	

extremes	 –	 sustaining	 and	 disruptive	 innovations.	 Closely	 connected	 to	 incremental	

advances,	sustaining	innovation	focuses	on	improvement	of	technologies	that	costumers	

already	 value.	 In	 contrast,	 disruptive	 innovations	 are	 distinguished	 from	 previous	

concepts	in	being	inferior	to	technologies	already	on	the	market.	Such	innovation	is	not	

characterised	by	addressing	needs	of	leading	costumers,	but	rather	serving	the	needs	of	

remote	 or	 emerging	market	 segments,	 which	 are	 typically	 based	 on	 convenience	 and	

low-cost.	 The	 essence	 of	 disruptive	 innovation	 is	 grounded	 on	 changing	 the	 basis	 of	

competition	by	altering	the	performance	metrics	along	which	firms	compete	(Danneels,	

2004).	These	innovations	therefore	tend	to	improve	so	rapidly	they	end	up	addressing	

the	mainstream	of	 the	market	 and	 displacing	 established	 technologies	 (Christensen	&	

Overdorf,	2000).		

	

The	theory	of	disruptive	innovation	suggests	that	existing	mainstream	markets	are	the	

wrong	 place	 to	 look	 for	 major	 new	 waves	 of	 growth	 (Hart	 &	 Christensen,	 2004).	

Evidence	 suggests	 that	 the	 bottom	 of	 the	 pyramid	 (BOP),	 where	 four	 billion	 people	

aspire	 to	 join	 the	 market	 economy	 for	 the	 first	 time,	 offers	 a	 unique	 opportunity	 to	

incubate	 disruptive	 technologies.	 Challenging	 existing	 capabilities	 developed	 for	 the	

top-of-the-pyramid	markets	may	offer	 the	means	by	which	 firms	can	catalyse	 creative	

destruction	(Hart	&	Christensen,	2002;	London	&	Hart,	2004).	Because	MNCs	are	under	

pressure	to	pursue	innovations	in	markets	that	can	sustain	corporate	growth	rates	and	
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enhance	 overall	 profit	 margins,	 they	 often	 conclude	 that	 investing	 in	 disruptive	

innovation	is	irrational.	Potential	disrupters	are	thus	able	to	incubate	their	business	in	

the	safety	of	markets	that	most	competitors	ignore	(Hart	&	Christensen,	2002).	

	

Christensen’s	theories	are	noteworthy	in	the	way	they	break	away	from	earlier	diffusion	

studies,	 which	 tend	 to	 initially	 address	 opinion	 leaders	 and	 lead	 users.	 While	 the	

concept	has	the	contemporary	focus	of	attending	to	customers	in	mind,	it	abstracts	from	

reflecting	 what	 Christensen	 defines	 a	 “[…]	 rather	 narrow	 marketing	 competence”	

(Danneels,	 2004).	 This	 notion	 is	 also	 intently	 linked	 to	 the	 SCOT	 approach,	 where	

technology	diffusion	comprises	“less	obvious”	social	groups	(Pinch	&	Bijker,	1984).		

	

The	conceptualisation	of	disruptive	innovation	has	been	challenged	on	the	grounds	of	it	

being	 difficult	 to	 differentiate	 underperforming	 technologies	 from	 a	 technology	 with	

inferior	 performance	 that	 ends	 up	 being	 disruptive.	Moreover,	 the	weighted	 focus	 on	

low-cost/low-performance	has	been	questioned,	where	Yu	and	Hang	(2009)	note	that	a	

technological	 innovation	 with	 a	 low-cost/high-performance	 structure	 would	 directly	

invade	the	mainstream	market	and	cause	more	serious	destructive	effects	than	a	normal	

disruptive	innovation.		

2.5	2000	–	The	antithesis	of	the	technology-push	era	

In	modern	 times,	 disruptive	 economic	 forces	 are	 creating	 a	 phenomenon	 dubbed	 the	

commodity	trap,	which	output-focused	companies	are	finding	it	hard	to	break	out	of	or	

avoid.	The	designation	stems	from	the	 fact	 that	products	and	technologies	are	 fighting	

the	tendency	to	become	commoditised,	attributed	to	the	fact	that	companies	throughout	

the	 world	 have	 learned	 a	 great	 deal	 about	 manufacturing	 and	 business	 process	

knowledge.	 This	 makes	 it	 significantly	 harder	 to	 sustain	 differentiation,	 while	 also	

causing	 manufacturing	 to	 move	 to	 low-cost	 areas	 of	 the	 world.	 Chesbrough	 (2011)	

therefore	 encourages	 firms	 to	 stop	 thinking	 like	 product	 manufacturers	 and	 rather	

embrace	open	innovation	as	the	way	out	of	the	commodity	trap.	

2.5.1	Open	innovation	

Open	innovation	(OI)	is	defined	as	the	purposive	inflows	and	outflows	of	knowledge	to	

accelerate	 internal	 innovation	 and	 expand	 the	markets	 for	 external	 use	 of	 innovation.	

Chesbrough	 (2006),	who	 coined	 the	 term,	 accepts	 that	 the	 concept	 draws	 extensively	

from	earlier	literature,	but	merits	its	existence	as	a	new	paradigm	for	two	reasons:	(1)	

external	 knowledge	 plays	 an	 equal	 role	 to	 internal	 knowledge	 and	 (2)	 the	 business	

model,	which	 itself	 can	be	 innovated,	 is	 considered	a	cognitive	aid	 that	 filters	projects	
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that	 “fit”	with	 the	model	and	select	against	 those	 that	do	not.	Even	 though	 there	 is	no	

widely	accepted	definition	of	a	business	model,	there	is	one	common	theme	–	the	value	

proposition.	 Consequently,	 Cao	 (2013)	 defines	 business	 model	 innovation	 as	 a	 value	

creation	process	where	a	firm	adopts	a	novel	value	proposition	to	explore	and	exploit	its	

resources.	

	

	

	

	

	

	

	

	

	

	

	

	

	

Chesbrough	(2006)	labelled	the	paradigm	“open”	because	there	are	many	ways	for	ideas	

to	 flow	into	the	process.	Nevertheless,	he	acknowledges	Von	Hippel’s	(1988)	notion	of	

four	 external	 sources	 as	 exceptionally	 significant:	 1)	 suppliers	 and	 costumers;	 2)	

university,	government	and	private	laboratories;	3)	competitors;	4)	other	nations.		

	

Absorptive	capacity	is	considered	paramount	in	the	OI	era,	defined	as	a	firm’s	ability	to	

recognise	 the	 value	 of	 new	 external	 information,	 assimilate	 it	 and	 apply	 it	 to	 the	

commercialised	end	(Chang	et	al.,	2012).	Firms	can	develop	such	absorptive	capacity	by	

utilising	 strategic	 alliances	 or	 networks	 in	 order	 to	 gain	 knowledge	 (Lee	 et	 al.,	 2010).	

The	 input	 of	 intermediaries	 has	 gained	 prominence	 in	 contemporary	 OI	 literature,	 as	

they	have	the	ability	to	assist	networks	in	identifying	appropriate	collaborative	partners	

and	 supporting	 technology	 transfer	 (Lee	 et	 al.,	 2010).	 Intermediaries	 can	 take	 on	

different	 roles	 and	 functions	 within	 the	 innovation	 process.	 Responsibilities	 can	 vary	

right	from	the	formal	innovation	process	to	commercialisation,	referred	to	respectively	

as	technology	exploration	and	technology	exploitation	(Howells,	2006;	Lee	et	al.,	2010).	

At	these	junctures,	specialist	firms	now	provide	information,	access,	and	even	financing	

to	 enable	 transactions	 to	 occur	 (Chesbrough,	 2005).	 Lee	 et	 al.	 (2010)	 suggest	 that	

Figure	5:	The	open	innovation	model	(Chesbrough,	2006)	
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participating	 in	 an	 intermediated	 network	model	 would	 be	 particularly	 beneficial	 for	

SMEs	in	overcoming	their	limitations	and	strong	resource-constraints.		

2.5.2	Frugal	innovation	

Stagnating	growth	in	highly	developed	countries	in	contrast	to	high	economic	growth	in	

emerging	markets	has	resulted	 in	much	attention	being	directed	to	emerging	markets.	

In	 these	markets,	 the	demand	of	 the	 low-income	groups	 is	 increasing	at	a	much	 faster	

rate	than	high-income	groups,	which	has	prompted	the	notion	of	 frugal	 innovations	to	

come	 strong	 in	 recent	 years	 (Bhatti,	 2012).	 Frugal	 innovations	 are	 defined	 as	

innovations	 that	 “[…]	 seek	to	minimise	the	use	of	material	and	financial	resources	in	the	

complete	value	chain	with	the	objective	of	reducing	the	cost	of	ownership	while	fulfilling	or	

even	exceeding	pre-defined	criteria	of	acceptable	quality	 standards”	 (Tiwari	 &	 Herstatt,	

2012a).	While	 the	 notion	 has	 close	 ties	 to	 that	 of	 disruptive	 innovations,	 it	 differs	 by	

concentrating	on	solving	a	community’s	essential	need	rather	than	creating	a	new	fringe	

market.	Needs	 of	 such	 costumers	 are	 largely	 unserved,	 and	 companies	would	 thereby	

mostly	be	competing	against	non-consumption.	Moreover,	where	 the	emphasis	behind	

disruptive	 innovation	 focuses	on	 innovations	trickling	up	to	developed	markets,	 frugal	

innovation	 literature	 is	 more	 concerned	 with	 the	 transferability	 of	 innovations	 to	

comparable	markets	(Tiwari	&	Herstatt,	2012a).		

	

Relative	to	Chesbrough’s	(2005)	notion	of	OI,	the	conception	of	business	models	is	also	

accounted	 for	 in	 concern	 to	 frugal	 innovations.	 According	 to	 Bhatti	 (2012),	 existing	

business	 models	 that	 reflect	 the	 over-consumptive	 nature	 of	 existing	 top-of-pyramid	

strategies	 could	 not	 conceivably	 fulfil	 the	 needs	 of	 the	 4-5	 billion	 at	 the	 bottom.	

Typically,	these	business	models	have	difficulties	penetrating	beyond	small	segments	of	

relatively	 affluent	 consumers	 (Ojha,	 2014).	 Consequently,	 frugal	 innovation	 is	

considered	 a	 necessity	 to	 meet	 the	 needs	 of	 consumers	 that	 are	 both	 demanding	 in	

terms	of	features	as	well	as	constrained	in	their	ability	to	pay	(Ojha,	2014).	Innovating	

frugally	does	not	imply	a	mere	stripping	down	of	emerging	products.	This	is	essentially	

considered	a	losing	game	as	emerging	market	costumers	have	unique	needs	that	are	not	

addressed	 by	 mature-market	 processes.	 Moreover,	 the	 cost-base	 of	 developed	 world	

products	 remains	 too	 high,	 even	 when	 stripped	 down	 (Tiwari	 &	 Herstatt,	 2012b).	

Innovations	 defined	 as	 frugal	 should	 rather	 start	 from	 scratch	 and	 focus	 on	 the	

elementary	-	 the	core-functionality	 -	and	retain	 from	integrating	unnecessary	 features.	

While	 reducing	 the	selling	price	 is	 integral,	 the	overall	 reduction	of	operating	costs	as	

well	 as	 how	 it	 is	 designed	 to	 operate	 in	 a	 resource-constrained	 context,	 in	 which	 it	
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functions,	 is	similarly	 imperative	(Bhatti,	2012;	Tiwari	&	Herstatt,	2012b).	 In	this	way,	

frugal	innovation	recognises	the	significance	of	a	good	value	proposition	in	penetrating	

price-sensitive	 costumers.	 Thereby	 the	 innovation	 could	 involve	 increasing	 the	

affordability	 power	 of	 the	 buyer	 through	 income-generation,	 building	 local	

entrepreneurship,	and	capacity	building	(Bhatti,	2012).	The	new	business	model	should	

also	possess	volume-potential	to	enable	sufficient	profit	incentives	despite	thin	margins	

(Tiwari	&	Herstatt,	2012a).	

	

According	to	Tiwari	and	Herstatt	(2012a;	2012b),	one	way	of	offering	quality	products	

at	 an	 attractive	 cost-of-ownership	 is	 making	 best	 possible	 use	 of	 OI.	 To	 reduce	 the	

innovation	 risk,	 it	 is	 advised	 to	 closely	 cooperate	with	 external	 partners	 who	 deliver	

crucial	 technical	 and	 market	 know-how	 as	 well	 as	 incorporate	 the	 needs	 of	 local	

costumers.	They	 also	 confirm	 that	 innovations	 are	 increasingly	 taking	place	 in	 “global	

innovation	networks”.	 In	 the	capacity	of	 this	 thesis,	 it	 is	noteworthy	 that	 the	BRICs	are	

recognised	 as	 having	 created	 favourable	 regional	 and	 national	 system	 of	 innovation	

centring	on	frugal	innovations.	From	the	perspective	of	Danish	water	companies,	there	

are	different	ways	of	retrieving	the	know-how,	resources	and	market	access	to	different	

costumer	 segments	 enabled	 by	 global	 innovation	 networks.	 While	 FDI	 has	 opened	

access	 to	 global	 knowhow	 within	 the	 internal	 boundaries	 of	 the	 firm,	 there	 is	 also	

potential	 for	 participating	 in	 offshore	 collaborative	 development,	 where	 a	 firm	

collaborates	with	external	partners	located	outside	of	its	home	base	(Tiwarí	&	Herstatt,	

2012b).	

	

India	 has	 been	 acknowledged	 as	 a	 lead	market	 for	 frugal	 innovations.	 A	 lead	market	

characterises	 a	 country	 where	 an	 innovation	 is	 first	 widely	 accepted	 and	 adopted,	

whereupon	 successful	 DOI	 sends	 a	 positive	 signal	 to	 consumers	 elsewhere,	 ensuring	

global	 success.	 While	 lead	 markets	 have	 traditionally	 been	 thought	 of	 as	 existing	 in	

highly	developed	countries,	the	logic	of	this	perception	lies	in	the	fact	that	users	in	lead	

countries	perceive	greater	benefits	of	adopting	a	product	at	an	early	stage	due	to	socio-

economic	and	geographic	conditions.	The	fact	that	India	is	recognised	as	being	receptive	

to	disruptive	and	frugal	 innovations	has	prompted	academics	to	advise	making	India	a	

test-bed	for	such	innovations.	India’s	NIS	for	developing	frugal	innovations	also	results	

in	strong	competitive	forces	at	play,	as	 local	Indian	companies	are	likewise	considered	

strong	in	creating	frugal	novelties	(Tiwari	&	Herstatt,	2012a;	Tiwari	&	Herstatt,	2012b).		
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2.5.2.1	The	criticism	of	developed	market	companies	in	the	frugal	innovation	era	
	
Together	with	an	evolution	in	frugal	innovation	literature,	traditional	emerging	market	

strategies	of	MNCs	have	received	a	great	amount	of	criticism.	It	 is	argued	that	the	vast	

majority	 of	 developed	market	 companies	 use	 an	 “imperialist	mind-set”	 to	 sell	 existing	

products	 to	 upscale	 markets	 in	 emerging	 economies	 (Pralahad	 &	 Lieberthal,	 2003).	

According	 to	Pralahad	and	Hart	 (2002),	 this	 strategy	 is	mid-guided,	 as	 it	 is	 in	 fact	 the	

BOP	 that	 holds	 the	 real	 source	 of	 market	 potential	 in	 emerging	markets	 and	 not	 the	

wealthy	 few	 or	 even	 the	 rising	middle-class.	Most	 large	MNCs	 are	 however	 unable	 to	

deal	 with	 the	 complex	 requirements	 of	 frugal	 innovations.	 This	 is	 largely	 due	 to	

traditional	innovation	systems	being	characterised	as	expensive,	lacking	flexibility,	and	

are	 too	 elitist	 –	 contrary	 to	what	 is	 required	 in	 developing	 frugal	 innovations	 (Bhatti,	

2013).	

	

Rather	 than	 leveraging	 on	 the	 strengths	 of	 the	 emerging	 markets,	 London	 and	 Hart	

(2004)	 argue	 that	 MNCs	 tend	 to	 focus	 on	 overcoming	 the	 weaknesses	 of	 the	 market	

while	 waiting	 for	 a	 Western-style	 market	 environment	 to	 evolve.	 The	 traditional	

transnational	 technology	 transfer	approach	assumes	 that	all	 countries	 follow	a	similar	

approach	 of	 economic	 development.	 In	 this	 concern,	 global	 efficiency	 is	 grounded	 on	

being	 responsive	 on	 a	 national	 level,	 while	 capitalising	 on	 economies	 of	 scale.	 Global	

managers	 thereby	 tend	 to	 evaluate	 business	 opportunities	 by	 global	 sales	 potential,	

which	 facilitate	 selling	 products	 worldwide	 with	 minimal	 changes	 (Hart	 &	 Milstein,	

1999).	Simultaneously,	 transfer	of	knowledge	 intends	to	reduce	the	cultural	 lag.	Rai	et	

al.	 (2010)	 argue	 that	 the	 main	 drawback	 with	 this	 conception	 is	 that	 it	 has	 a	 very	

narrow	understanding	of	the	local	knowledge	base.			

	

Pralahad	 and	 Hammond	 (2002)	 are	 adamant	 that	 succeeding	 in	 emerging	 markers	

requires	a	whole-hearted	change	in	the	attitude	and	practices	of	executives.	This	means	

that	 Western	 companies	 have	 to	 unlearn	 traditional	 approaches	 and	 are	 required	 to	

integrate	 specific	 needs	 of	 the	 market	 as	 a	 starting	 point	 and	 work	 backwards	 to	

develop	 appropriate	 solutions	 (Brem	 &	 Wolfram,	 2014).	 Besides	 collaborative	 work	

with	the	community,	it	is	advised	to	work	closely	with	non-traditional	partners	such	as	

civil	society	organisations,	social	development	players,	and	local	entrepreneurs	(Brem	&	

Wolfram,	 2014).	 This	 differs	 greatly	 from	 what	 innovation	 policy	 in	 developing	

countries	 traditionally,	 and	 still	 dominantly,	 have	 been	 associated	 with:	 large	 formal	
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organisations	 in	 the	 public	 or	 private	 sector,	 which	 often	 produce	 goods	 for	 higher	

income	local	consumers	(Foster	&	Heeks,	2013).	

2.5.3	Co-creation	of	innovation		

The	 notion	 of	 co-creation	 is	 the	 latest	 theory	 to	 have	 gained	 prominence	 in	 the	

innovation	 sphere.	 Pralahad	 and	 Ramaswamy	 (2004a;	 2004b),	 who	 popularised	 the	

concept,	 claim	 that	 the	 key	 to	 unlocking	 new	 sources	 of	 competitive	 advantage	 is	 to	

enable	costumers	to	co-create	unique	experiences	with	the	company.	While	this	concept	

is	connected	to	the	established	concept	of	decentralised	diffusion	systems,	co-creation	is	

not	 defined	 by	 being	 customer-centric.	 Rather	 it	 is	 about	 creating	 an	 experience	

environment	 where	 the	 company	 and	 costumer	 can	 have	 active	 dialogue	 and	 co-

construct	personalised	experiences.	Dialogue,	access,	reflexivity	and	transparency	have	

emerged	as	the	basis	for	the	interaction	process.	In	light	of	these	building	blocks,	access	

and	 transparency	 of	 information	 and	 data	 is	 required	 in	 the	 dialogue	 between	 all	

parties.	 Reflexivity	 enables	 the	 transformation	 of	 outcomes	 of	 value	 (Ramaswamy	 &	

Ozcan,	2014).	Thus,	co-creation	 is	much	more	 than	simply	screening	 the	user	base	 for	

good	ideas,	but	a	firm-driven	strategy	in	providing	tools	and	instruments	to	customers	

to	actively	co-create	a	solution	together	with	the	firm	(Piller	et	al.,	2010).	

	

While	 co-creation	 academics	 perceived	 the	 user	 as	 the	 chief	 source	 of	 competence	

during	 the	 first	 decade	 of	 the	 current	millennium,	 literature	 on	 co-creation	 has	 since	

gone	on	to	include	all	entities	that	are	affected	or	can	affect	value	creation.	Ramaswamy	

and	Ozcan	(2014)	contend	that	to	fully	harness	the	potential	of	co-creation,	firms	must	

engage	 in	 ecosystems	 in	 which	 they	 function.	 Private,	 public	 and	 social	 sector	

enterprises	 have	 the	 ability	 to	 converge	 on	matters	 of	wealth,	welfare,	 and	wellbeing.	

This	 then	allows	 for	better	 conditions	of	 governance,	 infrastructure,	 development	 and	

sustainability.	 In	 such	 ecosystems,	 single	 enterprises	 often	 provide	 leadership	 and	

facilitate	execution	in	the	value-creation	process.		

	

The	notion	of	 ecosystems	has	 also	 gained	prominence	 in	 literature	on	 innovations	 for	

BOP	markets.	Krishnan	(2010)	suggests	that	unsuccessful	diffusion	in	emerging	markets	

typically	owes	to	not	integrating	into	a	proper	eco-system	to	support	innovation;	rather	

they	tend	to	rely	excessively	on	creative	improvisation	when	hitting	the	market.		

2.6	Summary	

Throughout	 the	 last	 century,	 innovation	 studies	 have	 been	 subject	 to	 various	

paradigmatic	changes.	Most	recently,	concepts	such	as	disruptive	and	frugal	innovation	
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have	opposed	 the	 ingrained	mentality	of	utilising	existing	business	models	created	 for	

the	 top	of	 the	pyramid.	As	 the	principal	 focus	of	 this	 thesis	 contemplates	how	Danish	

MNCs	should	commercialise	their	innovations	in	an	emerging	market	context,	table	two	

illustrates	 how	 the	 contemporary	modes	 of	 innovating	 for	 emerging	markets	 opposes	

practically	all	conventional	views	of	innovation	studies.		

		 Conventional	innovation	
viewpoints	

Contemporary	modes	of	
innovating	for	emerging	

markets	

Overall	scope	 -	Innovation	as	source	to	
economic	change	

-	Innovation	targeted	to	the	BOP		
-	Focus	on	cost-value	

Innovation	

-	Interpretive	flexibility		
-	Reinvention	
-	Supply-driven	
-	Product	innovation	
	

-	Clean	slate	approach	
-	Dialogue-driven	
-	Disruptive	in	nature	
-	Focus	on	cost-value	
-	Business	model	innovation	

Actors	

-	Focus	on	high-income	
markets/consumers	
-	Large	formal	institutions		

-	Build	ecosystems		
-	Non-traditional	partners		

MNC	
understanding	
of	emerging	
markets	

-	Focus	on	selling	existing	
solutions	to	upscale	markets	
-	Know-how	transmitted	from	
upstream	technology	generating	
countries	to	downstream	
technology	recipient	countries	

-	An	open	mind-set	is	imperative		
-	Use	of	local	knowledge	
-	Unlearn	traditional	approaches	

	

Table	2:	Summary	of	literature	review	
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3.	Methodology	
This	 chapter	 will	 guide	 the	 reader	 through	 the	 author’s	 choice	 of	 methods.	 In	

constructing	 this	 section,	 the	author	has	drawn	 inspiration	 from	 the	research	onion	 as	

outlined	 by	 Saunders	 et	 al.	 (2012).	 Firstly,	 the	 research	 philosophy	 is	 described,	

whereupon	the	research	approach	and	research	design	will	be	elaborated	on.	Lastly,	the	

approach	utilised	in	collecting	and	analysing	the	data	will	be	portrayed.		

	

	

	

	

	

	

	

	

	

	

	

Due	 to	 the	 exploratory	 nature	 of	 the	 thesis,	 aiming	 to	 unearth	 how	 practitioners	

comprehend	 the	 innovation	 prospects	 of	 the	 Indian	 market,	 a	 qualitative	 research	

design	is	deemed	the	most	beneficial	advance.	The	author	has	adopted	a	combined	case	

study/grounded	 theory	 approach.	 Previous	 literature	 (Eisenhardt,	 1989)	 has	 justified	

the	 combined	 applicability	 of	 GT	 with	 case	 studies	 that	 investigate	 social	 and	

organisational	contexts.		

3.1	Research	philosophy	

The	research	philosophy	can	be	thought	of	as	the	assumptions	the	author	has	in	regards	

to	how	the	world	is	viewed.	These	assumptions	underpin	the	research	strategy	and	the	

methods	chosen	(Saunders	et	al.,	2012).	As	this	thesis	will	be	utilising	a	GT	approach,	its	

theoretical	 underpinning	 derives	 from	 pragmatism	 in	 accordance	 with	 the	 approach	

depicted	by	Corbin	and	Strauss	(2008).	For	pragmatists,	the	importance	of	the	research	

finding	 is	 its	 practical	 consequences	 (Saunders	 et	 al.,	 2012).	 It	 is	 assumed	 that	

knowledge	is	created	through	action	and	interaction	of	self-reflexive	beings.	While	past	

memories	 and	 reflections	 enter	 directly	 or	 indirectly	 into	 the	 actions,	 pragmatists	 are	

also	 very	 concerned	with	 processes.	 As	we	 live	 in	 a	world	with	 processes,	 the	 future,	

Figure	6:	Research	onion	(Saunders	et	al.,	2012)	
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although	 connected	 to	 the	 past,	 should	 not	 be	 its	 bare	 replication	 (Corbin	 &	 Strauss,	

2008).	In	concern	to	this	thesis,	this	is	deemed	significant,	as	the	intention	is	to	create	a	

framework	 with	 a	 look	 to	 the	 future.	 In	 cognisance	 hereof,	 the	 principle	 of	

“determinism”,	 linked	 to	pragmatism,	 is	 similarly	 integral.	Determinism	 is	defined	as	a	

circumstance	where	actors	are	seen	as	having,	though	not	always	utilising,	the	means	of	

controlling	 their	 destinies	 by	 their	 responses	 to	 conditions	 (Corbin	 &	 Strauss,	 1990).	

The	three	pragmatic	characteristics	of	practicality,	process-orientation	and	determinism	

are	all	deemed	imperative	to	the	final	outcome	of	this	paper.	

	

Pragmatism	 believes	 in	 the	 accumulation	 of	 collective	 knowledge	 and	 integrating	

different	perspectives	to	help	interpret	the	data	(Corbin	&	Strauss,	2008;	Saunders	et	al.,	

2012).	This	 aspect	 is	 closely	 connected	 to	 that	of	GT,	where	a	 concept	 is	brought	 into	

theory	by	repeatedly	being	present	in	the	data	and	making	use	of	constant	comparisons.		

According	to	social	scientists,	such	cumulative	social	knowledge	provides	 the	basis	 for	

the	evolution	of	thought	and	society	(Corbin	&	Strauss,	2008).		

	

The	 pragmatist	 position	 argues	 that	 it	 is	 possible	 to	 work	 within	 both	 positivist	 and	

interpretivist	positions.	While	the	thesis	adheres	to	certain	positivist	principles	such	as	

looking	 for	 repeatability	 (Halaweh,	 2012),	 the	 author	 also	 recognises	 that	 it	 owes	

extensively	 to	 the	 interpretivist	movement	with	 its	emphasis	on	multiple	 realities,	 the	

researcher	 and	 phenomenon	 as	mutually	 interactive,	 research	 being	 value-laden,	 and	

the	 outcome	 being	 socially	 constructed	 (Strübing,	 1998).	 Corbin	 and	 Strauss	 (2008)	

have	also	acknowledged	that	in	their	understanding	of	GT,	theories	are	constructed	by	

research	 participants	 trying	 to	 explain	 and	make	 sense	 out	 of	 their	 experiences.	 The	

author	 correspondingly	 acknowledges	 the	 constructivist	 position	 of	 GT	 in	 that	 the	

perspective	 of	 the	 researchers	 directs	 the	 approach,	 but	 does	 not	 determine	 the	

research	(Charmaz,	2008).		

3.2	Research	approach	

Two	research	approaches	are	often	portrayed	in	literature	based	upon	the	reasoning	the	

author	 adopts:	 deductive	 or	 inductive.	 With	 deduction,	 theories	 and	 hypotheses	 are	

developed	 and	 a	 research	 strategy	 is	 designed	 to	 test	 the	 hypothesis.	With	 induction,	

data	are	collected	and	a	theory	developed	as	a	result	of	 the	data	analysis	(Saunders	et	

al.,	 2012).	 In	 literature,	 GT	 is	 often	 referred	 to	 as	 wholly	 or	 primarily	 inductive.	

According	 to	 Corbin	 and	 Strauss	 (2008),	 this	 stems	 from	 a	 misunderstanding	 of	 the	

original	work	on	GT,	in	which	Glaser	and	Strauss	emphasised	induction	because	of	their	
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attack	on	ungrounded	or	speculative	theories.	The	idea	was	to	focus	readers’	attention	

on	 the	 value	 of	 grounding	 theories	 on	 systemic	 analyses	 of	 data.	 More	 recently,	 they	

have	argued	that	it	is	more	appropriate	to	think	of	GT	as	moving	between	induction	and	

deduction.	In	making	inductions,	the	researcher	derives	concepts,	their	properties,	and	

dimensions	 from	 data,	 whereas	 deducting	 implies	 that	 the	 concepts	 and	 the	 linking	

statements	are	interpretative	and	hypotheses	are	made	in	the	research	process.	

	

Another	conviction	stemming	from	the	inductive	view	of	GT	is	the	belief	that	the	method	

is	 atheoretical.	 The	 role	 of	 existing	 literature	 is	 extensively	 distinct	 between	 the	 two	

original	 authors	 of	 GT.	 Where	 Glaser	 asserts	 that	 literature	 should	 not	 be	 examined	

before	 commencing	 the	 study	 to	 avoid	 unconscious	 bias,	 Strauss	 and	 Corbin	

acknowledge	 reviewing	 the	 literature	 before	 the	 fieldwork	 commences.	 They	 believe	

that	the	literature	can	be	used	to	derive	questions	that	the	researcher	desires	to	use	in	

the	 fieldwork	 (Halaweh,	 2012).	 Haig	 (1995)	 also	 notes	 that	 theories	 from	 GT	 gain	

precedence	if	they	make	few	exceptional	assumptions	and	are	supported	by	analogy	to	

theories	that	scholars	already	find	credible.	Without	grounding	in	existing	knowledge,	it	

is	 believed	 that	 pattern	 recognition	 would	 be	 limited	 to	 the	 obvious	 and	 superficial	

(Goulding,	 1998).	 This	 also	 motivated	 the	 researcher	 to	 undergo	 a	 comprehensive	

review	of	related	literature.	In	accordance	to	Corbin	and	Strauss	(2008),	the	author	has	

used	 technical	 literature	 in	 this	 thesis	 as	 a	 supplement	 to	 the	 primary	 data.	

Consequently,	the	literature	review	will	also	function	as	a	significant	contributor	to	the	

final	framework	of	this	thesis.	This	ensures	the	paper	adheres	to	triangulation,	the	use	

of	multiple	sources	of	data	to	corroborate	and	validate	study	findings	(Laws	&	McLeod,	

2004).		

	

As	 grounded	 theory	 combines	deduction	 and	 induction,	 academics	 have	 characterised	

the	creative	inference	involved	in	the	generation	of	theory	as	abductive	in	nature.	Such	

an	approach	 is	 considered	when;	 “[…]	 some	observations	(phenomena)	are	encountered	

which	 are	 surprising	 because	 they	 do	 not	 follow	 from	 any	 accepted	 hypothesis”	 (Haig,	

1995).	 Corbin	 and	 Strauss	 (1990)	 also	 acknowledge	 this	 facet	 by	 asserting	 that	 the	

researcher	must	 analyse	 the	 first	 bits	 of	 data	 for	 cues,	 and	 incorporate	 all	 seemingly	

relevant	 issues	 into	 the	 next	 set	 of	 interviews	 and	 observations.	 Correspondingly,	

interviewees	provided	the	researcher	with	novel	insights	throughout	the	data	collection,	

which	were	integrated	into	subsequent	interviews.	
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3.3	Research	design	

As	 the	 author	 has	 chosen	 to	 collect	 primary	 data	 inductively	 via	 a	 multitude	 of	

interviews	as	well	 as	draw	 insights	deductively	 from	 literature,	 the	 research	design	 is	

defined	 as	 a	multimethod	 qualitative	 study	 (Saunders	 et	 al.,	 2012).	 In	 concern	 to	 the	

time	horizon	of	the	study,	a	researcher	can	typically	commence	a	cross-sectional	study	

or	 a	 longitudinal	 study	 (Saunders	 et	 al.,	 2012).	 As	 the	 author	 completed	 all	 the	

interviews	 during	 January	 and	 February	 of	 2016,	 it	 provides	 a	 snapshot	 of	 how	 the	

landscape	 looks	at	 a	 certain	period	of	 time	and	 should	 therefore	be	 considered	 cross-

sectional.		

	

Initially,	 the	 data	 analysis	will	 be	 conducted	 by	 utilising	 a	GT	 approach,	whereupon	 a	

case	study	will	be	developed	based	on	the	findings.		

3.3.1	Grounded	Theory	

The	general	goal	of	GT	is	to	generate	theories	derived	from	data	in	order	to	understand	

the	social	context	(Halaweh,	2012).	Accordingly,	 it	 is	well	suited	to	uncover	social	and	

organisational	 phenomena	 in	 the	 Danish	 water	 industry.	 Such	 theory	 consists	 of	

plausible	relationships	proposed	among	concepts	(Strübing,	1998).	In	this	paper,	careful	

analysis	accomplished	by	continuous	coding	and	comparative	analysis	of	the	interview	

notes	 aim	 to	 give	 meaning	 to	 the	 data	 and	 generate	 a	 well-constructed	 empirical	

framework.	 In	 GT	 it	 is	 assumed	 that	 any	 group	 shares	 an	 unarticulated	 basic	 social	

problem	 and	 the	 objective	 is	 therefore	 to	 discover	 the	 basic	 social-psychological	

problem	 (Laws	&	Mcleod,	 2004).	 As	 an	 exploratory	 study,	 the	 author	 appreciates	 the	

significance	 of	 looking	 into	how	 the	Danish	water	 industry	 collectively	 approaches	 its	

innovation	processes;	yet,	in	accordance	with	Strübing	(1998),	the	author	perceives	this	

knowledge	 as	 relevant	 only	 if	 it	 has	 the	 ability	 to	 give	 insights	 into	 problem-solution	

mechanisms.	 Strübing	 (1998)	 therefore	 suggests	 that	 when	 working	 with	 GT,	 it	 is	

possible	to	formulate	ideas	consisting	of	correlating	the	observed	conceptualisations	to	

the	situation	with	suggestions.	He	elaborates	 that	such	problem-solving	activity	draws	

on	logical	inference,	creative	guesswork	and	previous	knowledge.		

	

Utilising	 GT	 as	 an	 analysis	 tool	 increases	 the	 likelihood	 of	 the	 resultant	 theory	 being	

empirically	 valid.	 This	 is	 so	 because	 a	 level	 of	 validation	 is	 performed	 implicitly	 by	

constant	comparison,	questioning	 the	data	 from	the	start	of	 the	process	 (Fernandez	&	

Lehmann,	2011).		
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3.3.2	Case	study	

Case	study	as	a	research	method	serves	multiple	purposes	for	this	thesis:	1)	similarly	to	

GT,	a	case	study	strategy	is	relevant	when	one	wishes	to	gain	a	rich	understanding	of	the	

context	of	the	research	and	the	processes	being	enacted	(Saunders	et	al.,	2012);	2)	the	

method	 is	 thought	 to	 be	 particularly	 useful	 when	 dealing	 with	 the	 ”why”	 and	 ”how”	

aspects	 of	 enquiries,	 especially	 concerning	 real-life	 phenomena	 still	 in	 the	 process	 of	

emerging	 (Yin,	 2003);	 3)	 Studies	 with	 multiple	 cases	 are	 regarded	 to	 be	 “a	powerful	

means	 to	 create	 theory	 because	 they	 permit	 replication	and	 extension	among	 individual	

cases”	(Tiwari	&	Herstatt,	2012b).	Consequently,	multiple	cases	enable	comparisons	that	

clarify	 whether	 an	 emergent	 finding	 is	 simply	 idiosyncratic	 to	 a	 single	 case	 or	

consistently	replicated	by	several	cases	(Eisenhardt	&	Graebner,	2007).		

	

One	of	the	main	criticisms	of	the	case	study	is	related	to	the	analysis	of	a	huge	amount	of	

qualitative	data	where	no	standard	analysis	approach	exists.	Therefore,	the	need	for	the	

systemic	procedures	provided	by	GT	is	justified	(Halaweh,	2012).	

3.4	Data	collection	
	
This	paper	utilised	 the	 typical	 sampling	 technique	 for	GT,	 theoretical	 sampling,	where	

the	concepts	that	emerge	constantly	guide	the	researcher	as	to	the	nature	of	the	future	

data,	their	sources	and	the	issues	to	be	discussed	in	subsequent	interviews	in	order	to	

develop	 the	 categories	 (Halaweh,	 2012).	 Due	 to	 this	 sampling	 technique,	 the	 final	

interviews	were	 very	 targeted	 towards	 the	 phenomena	 of	 the	 core	 category,	whereas	

significant	parts	of	the	first	interviews	were	quickly	omitted	from	the	emergent	theory.	

This	 will	 also	 lead	 to	 a	 slight	 over-representation	 of	 the	 last	 interviewee	 in	 the	 case	

study1.	The	 initial	questions	 for	 the	 fieldwork	are	based	on	concepts	derived	 from	the	

literature	review,	which	provided	the	researcher	with	a	starting	point	and	a	focus.			

	

The	goal	of	 theoretical	 sampling	 is	 to	 choose	cases,	which	are	particularly	 suitable	 for	

illuminating	 and	 extending	 relationships	 among	 constructs	 (Eisenhardt	 &	 Graebner,	

2007).	In	this	case,	informants	connected	to	the	Danish	water	industry	with	experience	

in	India	were	considered	ideal	for	the	case	study.	According	to	Eisenhardt	and	Graebner	

(2007),	 a	 key	 approach	 to	 theoretical	 sampling	 is	 to	 choose	 informants	who	 view	 the	

focal	phenomena	from	different	perspectives,	such	as	actors	from	different	geographies,	

organisations	 and	 outside	 observers	 such	 as	 market	 analysts.	 Consequently,	 a	 virtue	

																																																								
1	See	interview	guide	in	appendix	1	
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was	made	out	of	interviewing	people	of	both	Danish	and	Indian	heritage.	Moreover,	the	

author	 reached	 out	 to	 individuals	 who	 work	 at	 network	 organisations	 and	 industry	

organisations.	Offering	 consultancy	 services	 for	Danish	 companies	 in	 the	 Indian	water	

industry,	 they	 have	 a	 broad	 understanding	 of	 how	 Danish	 companies	 do	 business	 in	

India.	Individuals	who	work	at	Indian	subsidiaries	of	Danish	water	companies	were		

likewise	interviewed.	All	the	interviews	were	conducted	in	English.		

	

	

In	 total,	 seven	 interviews	were	conducted	and	recorded2,	which	 lasted	between	30-72	

minutes.	As	the	researcher	was	interested	in	obtaining	a	large	array	of	the	interviewees’	

experiences,	 behaviour	 and	 understandings	 of	 the	 possibilities	 for	 Danish	 water	

companies	in	India,	a	semi-structured	interview	approach	enabled	questions	to	emerge	

during	 the	 interviews	 (Saunders	 et	 al.,	 2012).	 All	 of	 the	 interviewees	 were	 closely	
																																																								
2	Appendix	2	

Interviewee	 Role	 Interview	
length	 Profile	

Nielsen	 Industry	
expert	 36	min.	

Director	of	the	India	Office	for	a	large	
Danish	network	organisation	with	10,000	
members,	amongst	many	of	which	are	water	
companies.	

Jensen	 Industry	
expert	 67	min.	

Network	Coordinator	and	Project	Director	
of	a	Danish	network	organisation	aiming	at	
promoting	and	expanding	the	Danish	water	
sector	internationally.	Has	vast	experience	
from	the	Indian	market.		

Hansen	 Industry	
expert	 45	min.	

Managing	Director	of	the	national	
association	of	water	and	wastewater	
utilities	with	139	members.	Interviewee	
played	a	prominent	role	in	setting	up	the	
Danish	Water	Top	Meeting	of	2015.	

Pedersen	 Case	
Company	 72	min.	

Managing	Director	of	the	Indian	subsidiary	
of	one	of	the	worlds	leading	supplier	of	
valves.	

Devi	 Industry	
expert	 30	min.	

Deputy	Head	of	Trade	and	Sector	Expert	on	
water.	Organisation	pursues	Danish	
interests	in	India	by	providing	consultancy	
services.	

Singh	 Case	
Company	 52	min.	

Senior	Advisor	of	Water	Resources	at	Indian	
subsidiary	of	a	Danish	company	who	
through	consultancy	services,	research	and	
technologies	strive	to	make	their	knowledge	
of	water	environments	globally	accessible.	

Das	 Case	
Company	 39	min.	 Segment	Head,	Water	Utilities	in	India,	for	

large	Danish	pump	supplier.	

Table	3:	Interview	outline	
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affiliated	with	the	Danish	water	sector	and,	barring	one,	have	substantial	experience	on	

the	 Indian	market.	 The	 last	 interviewee	 was	 chosen	 on	 the	 basis	 that	 he	 had	 been	 a	

substantial	player	in	setting	up	the	Danish	Water	Top	Meeting	2015,	in	which	strategies	

and	goals	were	set	out	on	how	to	approach	exports	of	Danish	water	 technology	 in	 the	

future.	Due	to	confidentiality	 issues,	names	of	 the	 interviewees	have	been	altered.	The	

Danish	and	Indian	 interviewees	have	been	designated	with	some	of	 the	most	common	

last	names	from	their	respective	countries.		

3.5	Data	analysis	

This	 chapter	will	 portray	 how	 the	 author	 built	 the	 grounded	 theory	 of	 this	 thesis.	 As	

recommended	by	Hutchinson	et	al.	(2010),	the	qualitative	data	software	analysis	NVivo	

was	used	to	facilitate	many	of	the	key	processes	and	characteristics	associated	with	the	

grounded	theory	approach.		

3.5.1	Open	coding	

Open	coding	provided	a	good	starting	point	to	identify	initial	phenomena	and	construct	

a	 list	of	 themes	of	 importance	 to	 the	 interviewees.	Conceptual	 labels	were	attached	 to	

almost	every	sentence	or	paragraph	in	the	interview	transcript	to	capture	what	was	said	

(Corbin	 &	 Strauss,	 1990).	 Certain	 of	 these	 tentative	 labels	 were	 taken	 from	 the	

interviewee’s	own	words,	recognised	as	 in	vivo	codes.	Other	codes	were	conceptualised	

by	asking	sensitising	questions	as	 recommended	by	Corbin	and	Strauss	 (1990),	which	

include:	What	 is	 this?	What	does	 it	represent?	What	process(es)	 is	at	 issue	here?	Each	

time	a	new	code	was	created,	a	new	memo	was	linked	to	that	code	to	stimulate	further	

exploration	 into	 the	 concept	 and	 make	 preliminary	 hypotheses	 of	 comparisons	 and	

connections	 between	 the	 concepts.	 After	 conducting	 the	 seven	 interviews,	 the	 author	

had	obtained	318	codes.	

Open	
Coding	 No.	of	codes	

Pedersen	 34	
Hansen	 34	
Jensen	 1073	
Nielsen	 35	
Das	 32	
Singh	 36	
Devi	 40	

	

																																																								
3	The	significant	extent	of	codes	on	Jensen	owes	to	the	length	of	the	Interview	and	the	fact	that	he	contributed	with	broad	
explanations	on	the	different	phenomena.			

Table	4:	No.	of	open	codes	
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3.5.2	Axial	coding	
The	 purpose	 of	 axial	 coding	 is	 to	 begin	 the	 process	 of	 reassembling	 data	 that	 were	

fractured	 during	 open	 coding.	 During	 this	 phase,	 the	 initial	 codes	 are	 scrutinised	 to	

ascertain	 how	 some	 identified	 categories	 relate	 to	 one	 another.	 This	 was	 done	 by	

organising	 the	 codes	 into	 a	 “coding	 paradigm”	 that	 links	 phenomena	 to	 causal	

conditions,	 context	 of	 the	 investigated	 phenomena,	 additional	 intervening	 conditions,	

the	 interactional	 strategies,	 and	 the	 consequences	 of	 these	 (Corbin	 &	 Strauss,	 1990).	

Causal	 conditions	 denote	 the	 factors	 that	 lead	 to	 the	 occurrence	 of	 a	 phenomenon,	

which	 is	 the	 subject	 under	 study.	 Intervening	 conditions	 refer	 to	 the	 conditions	 that	

either	 facilitate	 or	 constrain	 the	 action	 strategies	 taken	 within	 a	 specific	 context.	

Contextual	conditions	are	the	specific	set	of	conditions	that	interconnect	to	create	a	set	

of	 circumstances	 to	which	 persons	 respond	 through	 actions.	 Actions	 and	 interactions	

are	processes	directed	at	managing	handling	or	responding	to	the	phenomena.	Finally,	

consequences	 are	 the	 outcome	 of	 the	 phenomena	 under	 given	 conditions	 (Corbin	 &	

Strauss,	1990).	During	the	axial	coding	process,	the	author	constantly	developed	memos	

for	 the	 different	 codes	 to	 hypothetically	 relate	 subcategories	 to	 a	 category	 through	

statements	 representing	 the	 nature	 of	 the	 relationships	 between	 them	 and	 the	

phenomenon.	Due	to	dissimilar	responses	from	the	interviewees,	as	well	as	the	author’s	

inexperience	with	analysing	in	this	way,	this	process	took	a	substantial	amount	of	time.	

	

The	author	 found	eight	main	categories	 in	 the	data:	1)	generating	a	mind-set	change	in	

India;	 2)	 becoming	 a	 solution	 provider;	 3)	 choosing	 to	 go	 into	 India;	 4)	 creating	

awareness;	 5)	 creating	 technology	 for	 India;	 6)	 selling	 a	 Danish	 “water	 package”;	 7)	

finding	the	right	partner	in	India;	8)	commercialising	technology	in	India.	 In	 figure	seven,	

an	example	is	provided	of	how	the	different	subcategories	were	connected	to	one	of	the	

main	categories.	While	the	specific	traits	of	the	category	will	be	depicted	further	in	the	

case	study,	this	table	provides	the	reader	with	an	overview	of	how	the	author	managed	

constructing	the	main	categories.	
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3.5.3	Selective	coding	

Where	 the	 emphasis	 in	 axial	 coding	was	 placed	 on	 recognising	 relationships	 between	

categories	and	subcategories,	 the	emphasis	 in	selective	coding	 is	based	on	recognising	

and	 developing	 the	 relationships	 between	 the	 principal	 categories	 that	 have	 emerged	

from	 this	 grounded	 theory	 approach	 in	 order	 to	 develop	 an	 explanatory	 theory.	 In	

selective	coding	 it	often	proves	sensible	 to	give	a	central	 location	 to	a	phenomenon	to	

which	more	than	a	single	axial	category	relates.	In	such	a	case	it	often	proves	necessary	

to	 detach	 oneself	 from	 the	 axial	 categories	 and	 formulate	 a	 new	 category	 that	 comes	

about	 by	means	 of	 summarising	 (Böhm,	 2004).	 The	 storyline	method	was	 utilised	 to	

come	up	with	 the	 core	 category,	where	 the	 author	 answered	questions	 such	 as	 “what	

about	this	area	of	study	is	most	interesting”	and	attempted	to	make	a	general	overview	of	

the	 story	 (Corbin	 &	 Strauss,	 1990).	 As	 noted,	 the	 author	 took	 inspiration	 for	 the	

terminology	of	 the	core	category	from	the	notion	of	multinational	innovation	processes,	

through	which	MNCs	decide	whether	they	should	diffuse	single	technologies	world-wide	

or	 rather	 come	up	with	 innovations	 that	 respond	 to	 the	needs	of	 the	export	 country’s	

own	 environments	 (Bartlett	 &	 Ghoshal,	 1991).	 This	 phrasing	was	 also	 deemed	 broad	

enough	 to	 integrate	 other	 mechanisms	 the	 interviewees	 assessed	 could	 reduce	

Causal	
conditions

•Lack	of	understanding	for	state	of	the	art	quality;	no	understanding	of	cost	of	water;	
no	incentive	for	saving	water;	lack	of	knowledge	of	water	in	India;	India	desperately	
needs	effective	water	solutions

Phenomena
•Generating	a	mind-set	change	in	India

Contextual	
conditions

•A	benchmark	to	educate	the	market	and	the	people;	the	cost	is	mainly	to	transfer	
the	knowledge	as	well	as	training	locals;	Danish	public	water	companies	can	assist

Intervening	
conditions

•Certain	drivers	will	trigger	change,	decision-makers	do	not	act;	Indian	parties	may	
not	be	willing	to	pay	for	consultancy

Action/inter
action	

strategies

•Training	activities	developed	for	locals;	transfer	can	only	be	in	the	form	of	Danish	
consultants	coming	to	India;	conveying	the	Danish	“example	of	change”

Consequenc
es

•A	large-scale	Indian	company	who	is	willing	to	learn	from	Danish	counterparts	
would	become	frontrunners	on	the	Indian	market

Figure	7:	Example	of	coding	paradigm		
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uncertainty	on	the	market.	As	the	notion	of	 innovation	processes	encompasses	the	axial	

codes,	 the	 core	 category	was	named	Key	strategic	decisions	for	Danish	water	companies	

to	make	 in	managing	 their	 innovation	processes	 for	 India.	 The	 author	 was	 also	 able	 to	

merge	certain	of	the	axial	codes	under	single	subcategories,	which	resulted	in	the	core	

category	and	subcategories	presented	 in	 the	 table	below.	The	key	components	will	be	

elaborated	on	in	the	case	study.	

	

Key	strategic	decisions	for	Danish	water	companies	to	make	in	managing	their	
innovation	processes	for	India	

Decisions	 Key	components	

Whether	to	enter	the	market	

-	Difficult	market	to	penetrate																																																					
-	Aligning	mind-set	to	adaptation	requirements																																																									
-	Transferability	of	business	models	to	other		
emerging	markets	

Strategies	for	growth	

-	Become	a	solution	provider/	a	Danish	water				
consortium	
-	Develop	technologies	for	India	
-	Create	a	benchmark	system	for	mind-set	change	

Reaching	out	to	local	stakeholders	

-	Partnerships	with	Indian	companies	
-	Utilising	research	institutes	
-	Reach	out	to	federal	and	state-level	public	
stakeholders	

	

Table	5:	Overview	of	core	category	and	sub	categories	
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4.	Case	study	
Initially,	 this	 chapter	 will	 provide	 the	 reader	 with	 an	 insight	 into	 the	 context	 of	 this	

study:	 the	Indian	water	scenario	as	well	as	 the	Danish	competencies,	 technologies	and	

solutions	that	can	contribute	to	penetrating	the	Indian	market.	Thereafter,	 the	chapter	

will	portray	the	interviewees’	thoughts	on	key	strategic	decisions	on	how	to	manage	the	

innovation	 processes	 of	 Danish	water	 technologies	 for	 India,	 as	 emerged	 through	 the	

data	analysis.		

4.1	Context	

In	 the	 following	section,	a	brief	overview	of	 the	competencies	and	export	strategies	of	

Danish	water	companies	will	be	depicted.	Thereafter,	the	Indian	water	scenario	will	be	

described,	focusing	on	the	challenges	and	possibilities	on	the	market.	

4.1.1	Danish	water	solutions	

The	establishment	of	the	Danish	Ministry	of	Environment	in	1971	provided	a	breeding	

ground	 for	 Danish	 water	 competences	 to	 grow	 as	 the	 government	 began	 seeking	

partnerships	with	private	companies	to	clean	up	the	country’s	polluted	water.	Pressed	

to	 come	 up	 with	 solutions,	 Danish	 companies	 started	 working	 with	 each	 other,	

universities,	 institutes	of	research	and	the	government	agencies	to	come	up	with	ideas	

and	technologies.	Today,	this	has	led	to	recognition	of	the	country	being	among	the	top	

nations	 in	the	water	 industry	(Chua,	2015).	 In	particular,	Denmark	has	great	expertise	

and	 developed	 sustainable	 technologies	 in	 ground	 water	 mapping,	 wastewater	

treatment	and	reducing	non-revenue	water4.	These	solutions	are	developed	with	energy	

efficiency	 and	 energy	 optimisation	 in	 mind	 (Svane	 &	 Jain,	 2014).	 For	 years	 these	

capabilities	 prompted	 experts	 to	 label	 water	 solutions	 as	 Denmark’s	 next	 big	 “export	

adventure”	(Elers,	2015).	

	

Despite	 the	 evident	 Danish	 competences	 in	 the	 water	 industry	 and	 a	 booming	world	

market	 for	 water	 technology,	 Danish	 water	 companies	 have	 failed	 to	 fulfil	 their	

potential,	 and	 export	 of	water	 technology	 has	 declined	 in	 recent	 years.	 This	 triggered	

the	collective	Danish	water	industry	to	get	together	at	a	water	top	meeting	in	2015,	 in	

which	a	 tangible	objective	was	put	on	the	agenda:	How	Denmark	could	double	its	water	

exports	by	2025.	To	reach	this	ambitious	target	Danish	water	companies	are	to	become	

																																																								
4	Water	that	has	been	produced	and	is	”lost”	before	it	reaches	the	costumer.	
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better	at	cooperating	closely,	showcase	pilot	projects	both	domestically	and	abroad,	and	

deliver	local	water	solutions	that	can	be	utilised	globally	(Elers,	2015;	Frandsen,	2015,	

Danva,	 2015).	 Concerning	 inter-firm	 cooperation,	 it	 was	 alleged	 that	 Danish	 water	

companies	 were	 poor	 at	 working	 together,	 thinking	 more	 in	 terms	 of	 their	 specific	

technology	rather	than	in	holistic	solutions	(Bendsen,	2015).	A	lack	of	a	spearhead	in	the	

Danish	 water	 industry	 further	 increased	 the	 significance	 of	 pulling	 industry	 players	

together	(Frandsen,	2015).	

	

While	 Denmark	 is	 home	 to	 a	 few	 large	 MNCs	 in	 water	 such	 as	 Grundfos,	 DHI	 and	

Danfoss,	the	large	majority	of	companies	contributing	in	the	sector	are	SMEs,	with	over	

half	 of	 the	 approximate	 200	 water	 companies	 employing	 less	 than	 20	 people	 per	

company	(ATV,	2011).	

4.1.2	The	Indian	water	scenario	

Home	 to	 17.5%	 of	 the	 worlds	 population,	 India	 only	 has	 4%	 of	 the	 world’s	 water	

resources	at	its	disposal.	As	the	overall	population	is	expected	to	increase	to	1.6	billion	

by	 2050,	 this	 growing	 demand	 for	 water	 is	 projected	 to	 overtake	 the	 availability	 of	

water	within	the	next	couple	of	decades.	In	short,	India	is	facing	a	desperate	situation	of	

water	shortage	(Trade	Council	India,	2015a;	Brooks,	2007).	

	

In	most	developed	countries,	water	services	are	provided	through	a	pricing	mechanism.	

By	contrast,	in	many	developing	countries	such	as	India,	the	government	acts	as	the	sole	

provider	 for	 water	 services.	 Water	 is	 thereby	 considered	 a	 “public	 good”,	 whose	

provision	by	the	government,	via	subsidies	and	insufficient	tariffs,	is	designed	to	provide	

universal	 and	 free	 access	 to	 its	 predominantly	 poor	 population.	 This	 has	 resulted	 in	

over-pumping	and	mismanagement	of	India’s	water	resources	(Balasubramaniam	et	al.,	

2009;	 Brooks,	 2007).	 The	 federal	 and	 state	 governments	 in	 India	 together	 spend	 an	

estimated	 US$	 1.1	 billion	 on	 subsidising	 the	 water	 sector	 annually;	 accounting	 for	

around	4%	of	all	government	subsidies	 in	 India	(Foster	et	al.,	2003).	 It	 is	claimed	that	

this	owes	to	India’s	primary	goals	since	its	independence,	focusing	on	economic	growth	

and	 food	 security,	 completely	 disregarding	 water	 conservation	 (Brooks,	 2007).	

However,	it	seems	that	water	has	dramatically	climbed	up	the	political	agenda	in	recent	

years	with	the	country’s	12th	Five	Year	Plan	making	attempts	to	evolve	an	agricultural	

system	 that	 can	 economise	water	 use	 and	maximises	 its	 value	 (Government	 of	 India,	

2013).	
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India’s	water	woes	also	stem	from	wasted	water	due	to	leakages	and	a	lack	of	awareness	

of	total	ground	water	resources.	It	is	estimated	that	40-50%	of	the	supplied	water	is	lost	

due	to	leakages	in	pipes	and	connections	in	India	-	in	comparison	the	figure	in	Denmark	

is	between	4-8%	(Svane	&	Jain,	2014).		

	

Almost	all	water	supply	provision	in	India	has	historically	been	managed	by	the	public	

sector	 (Brooks,	 2007).	 Constitutionally,	 water	 supply	 is	 defined	 as	 a	 state	 subject,	

empowering	 the	 29	 states	 of	 India	 to	 undertake	 the	 functions	 of	 policy,	 planning	 and	

implementation.	 States	 typically	 delegate	 responsibility	 to	 city	 and	 municipal	

governments	(Urban	Local	Bodies)	or	local	governments	at	the	village	or	district	levels	

(Panchayati	 Raj	 institutions).	 The	 Centre’s	 role	 mainly	 relates	 to	 the	 adjudication	 of	

water	disputes,	 defining	 the	norms	 for	 the	 sector,	 and	evaluating	 requirements	 for	 its	

Five	Year	water	plans.	The	central	government	 is	also	responsible	 for	 laying	down	the	

policy	framework	of	various	schemes	related	to	the	provision	and	management	of	water	

resources.	The	 current	 government	with	Prime	Minister	Narendra	Modi	 in	 charge	has	

several	 pet	 projects	 on	 the	 agenda.	 Arguably	 the	 most	 prominent	 is	 an	 emphasis	 on	

creating	100	smart	cities	(Trade	Council	India,	2015a).	The	scheme	focuses	on	building	

cities	 that	 strive	 to	 make	 themselves	 “smarter”,	 being	 more	 efficient,	 sustainable,	

equitable	and	 liveable,	 through	monitoring	and	 integrating	 conditions	of	 all	 its	 critical	

infrastructures,	 including	water	management.	According	 to	 the	Trade	Council	 in	 India	

(2015a),	this	will	lead	to	a	huge	anticipated	demand	in	smart	water	technologies.	

	

The	 Indian	government	 is	 showing	signs	of	encouraging	private	sector	 involvement.	A	

change	caused	by	realising	that	many	of	the	public	agencies	that	manage	water	services	

lack	technical	skills.	A	freeze	in	public	sector	recruitment	for	the	past	several	years	has	

also	depleted	the	quality	and	quantity	of	public	manpower.	Institutional	drawbacks	such	

as	 these	are	 forcing	utilities	 to	pursue	alternate	arrangements	 to	acquire	 the	 technical	

expertise	 that	 is	 required	 to	 achieve	 service	 delivery	 standards	 (World	 Bank,	 2014).	

This	includes	public-private	partnership	(PPP)	schemes,	where	private	companies	upon	

winning	 a	 tender	 build,	 operate	 and	 own/transfer	 water	 treatment	 facilities.	 50%	 of	

federal	 and	 state	 water	 budgets	 have	 been	 allocated	 to	 PPPs	 and	 private	 businesses	

(Government	of	India,	2013).	

	

Widespread	poverty,	 poor	 rates	 of	 literacy	 and	 a	malfunctioning	 infrastructure	 are	 all	

issues	most	people	comprehend	when	speaking	of	India.	Yet,	there	are	further	limiting	

factors	 foreign	 companies	 face	 when	 entering	 India.	 For	 example,	 public	 tenders	 are	
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often	 intransparent	 and	 leave	 foreign	 bidders	 with	 small	 chances	 to	 win	 a	 contract.	

Moreover,	 Indian	businesses	are	quite	price-sensitive	and	add	pressure	on	 the	 foreign	

vendor’s	 profit	 margin.	 This	 owes	 to	 local	 technologies	 being	 quite	 cost-competitive,	

generally	estimated	to	be	about	30%	cheaper	than	imported	goods	(Osec,	2010).		

4.2	Key	strategic	decisions	to	make	in	diffusion	of	technology	

This	 section	will	present	 the	varying	 strategies	 the	 interviewees	highlight	as	per	 their	

experiences	with	 the	 Indian	market.	 The	 key	 strategic	 decisions	 emerged	 through	 the	

data	analysis.	

4.2.1	Whether	to	enter	the	market	

Initially,	 the	 interviewees	 were	 adamant	 on	 discussing	 whether,	 and	 under	 which	

conditions,	the	Indian	water	market	should	be	targeted	amongst	Danish	firms.		

4.2.1.1	Benefits	

“What	is	the	size	of	the	market?	It	is	very	large	in	India.	This	kind	of	market	cannot	be	

ignored,	especially	given	that	India	will	be	one	of	the	fastest	growing	countries	for	the	next	

few	years,	at	least.	This	makes	it	worthwhile	to	try	India”	(Singh,	37:40).	

	

The	country’s	 large	population	as	well	 as	 its	 economic	growth	 is	generally	 considered	

the	primary	advantage	of	entering	 India.	After	all,	 this	 is	 the	second	 largest	country	 in	

the	world	with	a	population	of	1.2	billion	people,	currently	growing	at	a	rate	of	1.4%	per	

year	 and	 undergoing	 annual	 GDP	 growth	 rates	 of	 around	 7%	 (World	 Bank,	 2016).	

Nielsen	(33:20)	elaborates	on	this	 topic,	 “The	shear	scale	of	the	Indian	market	and	some	

of	 the	 initiatives	 there,	 such	 as	 the	 smart	 cities	 project,	 where	 the	 water	 topic	 is	

unprecedented,	it	is	so	massive	that	if	you	do	succeed	the	upside	is	just	endless.	That	is	the	

primary	selling	point”.		

4.2.1.2	Shortcomings	

“Maybe	India	is	not	ripe	for	Danish	technology	in	the	water	sector	right	now.	Maybe	we	

should	spend	our	money	in	a	different	way	[…].	Why	fight	for	years	to	get	into,	indeed	a	big	

market,	but	there	are	a	lot	of	markets	that	are	a	lot	easier	to	penetrate,	much	less	

bureaucratic,	much	less	corrupt.	So	why	spend	your	few	savings	trying	to	get	into	the	

Indian	market?	Especially	if	you	can	see	that	it	can	take	years	before	your	product	

penetrates	the	market”	(Jensen,	58:20).	
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In	 describing	 the	 current	 status	 of	Danish	water	 companies	 in	 India,	 Jensen	 (1:00:40)	

put	into	doubt	whether	the	Danish	water	sector	on	the	whole	should	pursue	the	South	

Asian	market.	In	raising	questions,	he	acknowledges	that	he	himself	was	unsure	due	to	

the	magnitude	of	the	country,	“There	are	so	many	different	states,	with	different	mind-sets	

and	water	problems,	going	from	the	very	dry	states	to	the	Himalayas”.	 Such	 uncertainty	

on	how	 to	move	 forward	was	 a	 general	 narrative	 amongst	 the	 interviewees.	 Yet,	 they	

tend	 to	 agree	 that	 the	 initial	 cost	 of	 Danish	 water	 technologies	 hampered	 the	

possibilities	 of	 penetrating	 the	 Indian	market.	 According	 to	 Pedersen	 (33:00),	 lack	 of	

appreciation	for	state-of-the-art	quality	in	India	further	complicates	matters.	

	

	Jensen	 (17:40)	 conveys	 that	 Indian	 subsidies	 on	water	 are	 especially	 detrimental	 for	

Danish	 services	 grounded	 on	 being	 energy	 efficient,	 “[…]	as	long	as	you	have	a	heavily	

subsided	water	price,	the	incentive	for	doing	something	is	not	very	big.	If	you	can	save	20%	

of	water,	but	don't	get	the	20%	revenue	back	in	the	organisation,	why	should	you	do	it?”	

According	to	Jensen	(23:00),	 the	biggest	problem	in	India	 is	that	people,	especially	the	

large	middle	class	who	can	afford	it,	do	not	pay	the	cost	recovery	price	for	water	as	in	

Denmark,	a	pricing	mechanism	where	water	prices	reflect	the	financial,	operational	and	

maintenance	 costs,	 as	 well	 as	 the	 capital	 costs	 of	 providing	 and	 administering	 water	

services	 (European	Environment	Agency,	2013).	 “I	would	like	to	say	that	it	is	a	question	

of	 mind-set	 change,	 which	 is	 the	 biggest	 obstacle	 we	 have	 of	 getting	 into	 the	 Indian	

market”,	Jensen	(01:02:20)	explains.			

	

“The	market	potential	doesn’t	stack	up	in	a	global	context	for	many	Danish	companies	[…]	

In	their	view	the	ROI	is	typically	very	long	and	it	is	not	worth	it	in	the	short	term.	That’s	

been	the	historic	trend”	(Nielsen,	1:00)	

	

Danish	water	 companies	 are	 typically	 reluctant	 to	 invest	 heavily	 in	 the	 Indian	market	

due	 to	 the	 long-term	 nature	 of	 the	market	 versus	 other	markets	 where	 profits	 could	

conceivably	 be	made	 sooner.	 Such	 long-term	 prospects	 in	 entering	 the	 Indian	market	

causes	 difficulties,	 “It’s	 a	 risky	 proposition	 because	 you	 invest	 resources	 to	 learn	

something	 and	 then	 the	 funding	 runs	 out.	 So	 you	need	 really	 strong	partnerships,	 really	

strong	project	management	and	a	lot	of	luck”	(Nielsen,	 18:15).	While	 the	 long-term	ROI	

prospects	 scare	 certain	 players	 away	 from	 the	 Indian	 market,	 others	 have	 seen	 the	

market	 prospects	 as	 being	 ample	 enough	 to	 establish	 local	 subsidiaries	 in	 India.	 As	

Pedersen	 (1:09:51)	 explains,	 “It’s	 [India’s]	 maybe	 1-2%	 of	 any	 company’s	 revenue.	 So	

going	into	India	is	a	strategic	decision	to	be	able	to	say	we	want	to	be	in	India	at	an	early	
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stage.	I	don’t	know	if	it’s	better	to	wait	until	the	market	is	mature.	It’s	about	getting	either	

the	first-mover	cost	or	the	first-mover	advantage”.		

4.2.1.3	Analysing	market	potential	on	adaptation	prospects	

Several	of	the	 interviewees	spoke	of	how	success	 in	India	could	equal	success	 in	other	

emerging	markets.	According	to	Nielsen	(14:40),	 “There’s	a	lot	of	truth	in	saying	–	if	you	

can	 succeed	 in	 India,	 you	 can	 succeed	 anywhere	 -	 because	 once	 you	 have	managed	 the	

complexity	 […]	 and	 actually	make	 a	 business	 case	 in	 India	 then	 everywhere	 else	will	 be	

much	easier.	There	 is	nowhere	where	price-points	are	as	 low	as	 they	are	 in	 India.	 If	 you	

view	 it	 as	a	 case	 study,	 then	 India	 is	what	 you	would	 view	as	an	 extreme	 case”.	 Nielsen	

(13:10)	further	elaborates	that	accommodating	to	the	local	context	is	the	key	to	trigger	

such	 transferability,	“[…]	 if	we	do	some	adaptations,	 in	terms	of	our	product,	 in	terms	of	

our	process,	in	terms	of	our	business	models	and	so	forth	in	an	Indian	context	for	example,	

then	there	is	a	big	transferability	to	other	developing	markets	of	those	technologies.	So	the	

perception	and	the	budgets	allocated	have	to	be	transferred	from	a	narrow	Indian	context	

to	a	broader	context”.	

	

Nielsen	heavily	advises	Danish	stakeholders	 to	 reflect	on	 the	adaptation	requirements	

prior	 to	 entering	 the	 market;	 “A	 lot	 is	 required	 in	 terms	 of	 compromising	 or	 stripping	

down,	whichever	terminology	you	want	to	use,	for	your	product,	your	business	process	and	

your	whole	go-to-market	 strategy	as	a	 company.	You	 really	have	 to	 look	 if	 it	 is	worth	 it	

relative	to	the	resources	you	have	available,	relative	to	other	projects	available	out	there.	

Which	are	geographically	closer	and	where	the	odds	of	succeeding	are	greater	in	the	short	

term	[…].	I	think	a	thorough	analysis	has	to	be	done	to	answer	that	[…].	It	has	to	be	more	

than	just	a	gut	feeling.	So	I	think	that	is	the	basis	on	deterring	whether	or	not	the	Indian	

market	 is	worth	it.	 It	depends	on	your	view,	your	patience,	and	the	capital	that	you	have	

for	 the	 initiative.	 […].	Whether	or	not	 you	have	 the	 resources	 to	actually	go	 in	and	 fulfil	

that	potential	is	something	that	you	have	to	analyse	on.	If	you	are	willing	to,	and	have	the	

competences	to,	make	the	adaptation	and	invest	in	consultants	whom	can	help	and	find	the	

right	people	and	so	forth.	Because	it's	not	going	to	be	easy	at	all	to	get	to	the	point	where	

you	can	fulfil	the	potential”	(Nielsen,	32:00).	

	

Nielsen	(1:40)	acknowledges	that	he	is	yet	to	see	major	advances	amongst	Danish	water	

companies	 in	 adapting	 to	 the	 local	 context,	 “I	 think	 that	we	are	 in	an	 interesting	 time	

right	 now	 where	 the	 macro-economic	 environment	 in	 India	 and	 big	 political	 initiatives	

along	with	 a	 slowing	 economic	 growth	 in	 China,	 and	 other	 emerging	markets,	 have	 led	
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cumulatively	 to	 more	 focus	 on	 the	 Indian	market	 and	 thereby	 also	 on	 the	 necessity	 for	

adaptation.	But	I	think	it	comes	from	a	very	low	starting	point	and	much	more	is	required”.	

He	imagines	that	 it	will	be	a	slow	and	gradual	process	before	Danish	water	companies	

genuinely	 take	up	adaptation	mechanisms	 in	 terms	of	processes	and	business	models,	

explaining	 that	 the	 global	 sales	 in	 developing	 countries	 are	 to	 become	 significantly	

higher	than	they	are	now	to	trigger	a	meaningful	transformation.	

4.2.2	Strategies	for	growth	

From	the	interviews	it	became	evident	that	three	overriding	methods	could	be	utilised	

in	building	on	 the	 Indian	market.	Where	 the	 interviewees	 generally	 agreed	 that	 going	

together	 as	 a	 Danish	 consortium	 was	 a	 beneficial	 strategy,	 discrepancy	 prevailed	 on	

whether	 Danish	 companies	 should	 attempt	 to	 alter	 the	 prevalent	 Indian	 mind-set	 or	

rather	develop	solutions	centred	on	local	requirements	and	price-points.		

1.2.2.1	Go	together	as	a	Danish	consortium	

”They	[The	Danish	companies]	can	definitely	benefit	from	each	other	[…],	to	bring	one	

holistic	solution	to	the	problem	India	faces.	In	this	way,	all	the	complimentary	strengths	

can	be	made	to	full	use	in	one	or	several	projects.	We	are	not	giving	one	particular	Danish	

company’s	solution,	but	we	are	giving	a	holistic	solution”	(Devi,	9:52)	

	

The	elevated	price	of	Danish	water	technologies	against	local	solutions	made	a	number	

of	the	interviewees	advocate	entering	India	as	a	solution	provider.	This	strategy	can	be	

executed	 as	 a	 single	 company,	 while	 for	 natural	 reasons	 is	 also	 one	 of	 the	 primary	

benefits	 of	 going	 together	 as	 a	 consortium.	 In	 concern	 to	 the	 latter	 approach,	Nielsen	

(20:10)	explains	that	from	a	very	modest	starting	point	there	is	an	increasing	realisation	

from	Danish	 companies	 that	 going	 forward	 as	 consortia	 and	 solution-providers	 is	 the	

ideal	 approach	 to	 move	 forward.	 According	 to	 Nielsen	 (21:00),	 this	 owes	 greatly	 to	

demand	 for	 integrated	 solutions,	 “[…]	 experiencing	how	small	our	companies	are	 in	an	

Indian	 context,	 and	 the	 smart	 cities	 initiative	where	 the	 entire	 focus	 is	 on	 solutions.	The	

value	proposition	seen	from	the	buyer’s	perspective	for	just	one	element	of	the	solution	is	

very	 narrow.	 Especially	 in	 a	 market	 where	 we	 are	 competing	 with	 other	 world-class	

technologies,	other	world	class	water	companies	and	so	forth	from	the	U.S.	and	Asia,	who	

are	coming	as	consortiums	and	solution	providers”.	Jensen	(35:15)	also	notes	that	this	is	a	

beneficial	approach	in	getting	SMEs	on	board,	“[…]	 if	you're	selling	a	special	commodity,	

the	best	you	can	do	as	a	 small	Danish	company	 is	of	 course	have	 the	big	ones	bring	you	

under	their	arms	to	the	new	markets”.	 Yet,	 Danish	water	 companies	 going	 together	 as	
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consortiums	in	India	is	essentially	not	a	new	phenomenon	in	India.	Danish	Water	Forum	

(DWF),	a	network	 intermediary	of	Danish	water	organisations,	have	made	attempts	 to	

showcase	 technologies,	 through	 pilot	 projects,	 for	 a	 number	 of	 years	 by	 e.g.	 reducing	

water	 leakages	 in	 the	 city	 of	 Rajkot	 (State	 of	 Green,	 n.d.).	 However,	 this	 is	 yet	 to	

materialise	into	selling	a	“Danish	package”	to	any	of	the	water	utilities	in	India	(Jensen,	

6:35).		

	

While	 one	 of	 the	 primary	 motivations	 for	 going	 together	 with	 other	 Danish	 players	

would	be	 implications	of	 the	cost,	a	Danish	water	consortium	would	still	be	expensive	

for	 the	 Indian	 market	 (Das,	 14:49).	 Danish	 consortiums	 are	 therefore	 primarily	

promoting	their	competences	on	two	issues	where	they	have	their	main	strengths:	low	

energy	consumption	and	low	water	losses	(Hansen,	9:50).	Naturally	having	a	large	array	

of	Danish	individuals	in	the	consortium	is	more	expensive	than	having	local	entities,	but	

there	is	a	way	of	overcoming	such	a	quandary,	“You	make	sure	that	the	bulk	of	the	work	

is	 done	 by	 an	 Indian	 company,	 and	 then	 you	 just	 pull	 in	 experts	 in	 specific	 areas	 from	

Denmark.	I	think	it	would	still	be	a	competitive	price	or	at	least	a	very	competitive	service	

that	 you	are	offering.	 It	may	not	be	 the	 cheapest,	but	 surely	much	better	 than	what	you	

could	 otherwise	 get	 in	 India”	 (Jensen,	 55:15).	 One	 major	 issue	 in	 this	 concern	 is	 the	

availability	 of	 adequate	 staff	 in	 the	 Indian	 water	 sector.	 However,	 capacity	 building	

through	training	is	an	extremely	important	part	of	almost	everything	Denmark	exports	

(Jensen,	 26:35).	 Unfortunate	 experiences	 from	 providing	 foreign	 aid	 have	 brought	

impetus	 to	 this	 area.	 Das	 (28:05)	 also	 notes	 an	 extra	 benefit	 of	 building	 the	 local	

capacity,	“The	faster	you	do	the	service,	the	more	business	you	can	generate”.	

	

Danish	 consortia	 have	 tradition	 for	 bringing	 Danish	 public	 water	 utilities	 along	 as	

consultants	 (Hansen,	 28:30).	While	 they	 are	 only	 permitted	 to	 do	 around	 15-20%	 of	

their	 annual	 turnover	 away	 from	 the	Danish	 core	 business,	many	 of	 the	 utilities	 have	

departments	working	with	projects	 abroad	 (Jensen,	17:10).	The	benefit	 of	using	 these	

utilities	 is	 that	 they	 work	 on	 a	 non-profit	 basis,	 only	 demanding	 expenses	 paid	 for	

(Hansen,	 26:00).	 It	 is	 argued	 that	 having	 people	 train	 people	 on	 the	 same	production	

level	 constructs	 a	 more	 credible	 peer-to-peer	 platform,	 rather	 than	 “[…]	 having	some	

academic	out	there	telling	them	about	the	principles”	 (Jensen,	27:50).	During	 the	 course	

of	the	 interviews	a	project	 in	Chicago	was	mentioned	numerous	times	highlighting	the	

possibilities	 of	 partnering	 up	 in	 this	 manner.	 Danish	 private	 companies	 such	 as	 DHI,	

AVK	and	Danfoss	accompanied	by	public	Danish	water	utility	Aarhus	Vand	have	joined	
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forces	under	the	Water	Technology	Alliance	(WTA),	through	which	they	have	entered	a	

strategic	alliance	with	a	Chicago-based	wastewater	company	(Aarhus	Vand,	2016).		

	

One	overriding	problem	expressed	 time	 and	 again	 in	 the	 interviews	was	 the	 lack	of	 a	

turnkey	solution	in	a	Danish	water	consortium	(Pedersen,	17:20,	Singh,	6:50).	According	

to	Pedersen	(01:04:15),	Danish	companies	are	not	able	to	go	out	to	Indian	water	utilities	

and	tell	them	that	they	are	able	to	provide	a	complete	solution	for	an	entire	system,	as	

the	 Danish	 companies	 participating	 in	 the	 Indian	 market	 only	 have	 60-70%	 of	 the	

knowledge	needed.	He	further	explains,	“We	are	solution	suppliers	in	the	way	we	provide	

the	best	pumps	and	valves	 in	 the	entire	system,	which	 is	our	understanding	of	a	 solution	

provider,	 but	 we	 are	 not	 a	 solution	 provider	 in	 regards	 to	 efficiently	 monitoring	 and	

working	 on	 non-revenue	water,	 water	 quality,	maintenance,	 and	 efficiency	 of	 the	water	

systems.	So	we	are	limited	with	our	products,	as	we	don’t	have	integrated	solutions	in	the	

water	 sector”.	 This	 is	 a	 drawback	 as	 infrastructure	 projects	 in	 India	 are	 commonly	

awarded	 to	 a	 single	 contractor	who	 undertakes	 completion	 of	 the	 entire	 project	 on	 a	

turnkey	 basis	 (Dalal	 &	 Desai,	 2008).	 Hansen	 (43:00)	 acknowledges	 this	 predicament,	

but	 explains	 a	 Danish	 cluster	 organisation	 is	 currently	 working	 on	 coming	 up	with	 a	

proposal	 on	 how	Denmark	 can	 create	 “packages”	 on	water	 supply	 and	wastewater	 to	

ease	promoting	holistic	solutions	on	export	markets.		

	

Pedersen	 (9:40)	 was	 expressive	 of	 the	 fact	 that	 Danish	 consortiums	 were	 lacking	 an	

umbrella	organisation	through	which	invoices	could	be	sent,	not	only	for	a	consultancy	

fee	 but	 also	 for	 the	 technologies	 itself.	 Pedersen	 (10:30)	 explains,	 “The	 legal	 and	

commercial	 aspects	 need	 to	 be	 connected	 with	 the	 technical	 solution.	 We	 don’t	 have	 a	

facilitator	today.	Danish	Water	Forum	is	not	able	to	do	it”.	Nielsen	 (24:00)	 expanded	on	

this	 topic,	 explaining	 that	 he	 found	 it	 “mind-boggling”	 that	 Danish	 companies,	 due	 to	

conservatism,	 governance	 and	 contractual	 issues	 could	 not	 find	 common	 ground	

through	which	synergies	can	be	exploited.	“It’s	clear-cut	that	if	you	try	it	this	way	you	are	

much	better	off	than	when	you	act	as	individual	companies”,	Nielsen	(24:10)	explains.		

	

“Everyone	is	talking	smart	cities	in	India”	(Jensen,	1:58)	

	

According	to	Singh	(38:38),	the	ideal	model	for	Danish	water	companies	to	currently	go	

into	 India	 is	 via	 “[…]	 a	 holistic	Danish	 package	within	 a	 smart	 city	 […]	with	 a	 private	

partner.	Then	go	to	a	progressive	water	short	state”.	 Jensen	(40:15)	conveyed	 that	 there	

is	 potential	 for	 selling	 technologies	 to	 smart	 cities,	 “We	have	 it	all	 on	 the	 shelf”.	 Both	
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Jensen	 (2:20)	 and	 Singh	 (29:08)	 however	 said	 that	 they	 are	 having	 difficulties	

convincing	Indian	board	members	of	the	various	smart	cities	to	prioritise	water	versus	

other	infrastructural	areas.		

4.2.2.2	Generating	a	mind-set	change	

”We	made	a	decision	that	we	want	to	be	here	and	we	made	a	decision	that	we	don’t	want	

to	compromise	the	quality,	so	we	slowly	need	to	build	up	the	market	quality-wise.	It’s	a	

long,	hard	way	to	grow”	(Pedersen,	1:11:20)	

	

The	 notion	 of	 creating	 a	 benchmark	 system,	 whereby	 Danish	water	 stakeholders	 can	

educate	the	Indian	market	on	improving	its	water	management	system,	was	mentioned	

innumerable	times	in	the	interviews.	It	appears	the	hope	is	to	replicate	a	project	similar	

to	the	WTA’s	project	in	Chicago.	While	this	US-based	collaboration	officially	indicates	a	

focus	 on	 knowledge	 sharing,	 the	 interviewees	 paint	 a	 rather	 different	 picture.	 Jensen	

(34:08)	explains	that	 the	Danish	companies	are	there	to	help	the	Chicago	water	utility	

revamp	 their	 old-fashioned	 water	 system.	 Meanwhile	 Hansen	 (18:10)	 delineates	 the	

WTA	 team’s	working	practice,	 “They	are	able	to	set	the	agenda	[…].	So	they	can	say	they	

have	to	change	this	and	that.	So	in	a	way	they	are	bullying	them	a	little	bit	to	get	them	in	

the	 right	 direction.	Which	 I	 think	 is	 good	 as	 long	 as	 it	 is	 only	 used	 in	 the	 start,	 because	

we’re	not	bullying	them	on	the	long	run	[…]	it	needs	to	be	on	an	equal	basis”.		

	

The	 attempt	 to	 educate	 the	market	 is	 the	 result	 of	 Danish	 companies	 generally	 being	

unwilling	 to	 compromise	 on	 the	quality	 of	 technologies	 that	 have	been	 “[…]	optimised	

through	many	trials	and	errors	in	the	Danish	system”	(Jensen,	8:25).	Consequently,	 focus	

remains	on	trying	 to	get	 the	 Indian	counterparts	on	board	a	small	 learning	curve.	 It	 is	

believed	 that	 Denmark’s	 own	water	 woes,	 several	 decades	 ago,	 has	 framed	 a	 proven	

case	on	how	 to	optimise	 the	water	management	 system.	According	 to	Hansen	 (30:20)	

this	 should	be	built	 on	 the	 following	 factors,	 “It	is	investments,	it	is	hard	work,	and	also	

it’s	taxation.	So	it’s	about	creating	incentives”.	 Jensen	 (40:15)	 also	 explains	 that	 Danish	

specialists	would	be	able	to	help	India	with	four	key	blocks	provided	that	they	accept	a	

lot	 of	 new	 technologies	 and	 start	 managing	 water	 differently:	 24/7	 water	 supply,	

reducing	water	losses,	providing	meters	to	manage	the	water,	and	helping	India	put	up	a	

new	tariff	system	where	the	price	of	water	is	cost	recovery.	“I	think	one	of	the	problems	

that	 they	 have	not	 realised	 yet	 in	 India	 is	 the	 fact	 that	 there	 is	 a	 benefit	 from	 taking	 in	

Danish	 knowledge	 and	 technology,	 which	 in	 principle	 could	 pay	 the	 bill	 itself”,	 Jensen	

(17:35)	explains.		
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Simply	 showcasing	Danish	 technologies	 and	waiting	 for	 the	market	 to	 become	 ripe	 is	

considered	 insufficient,	 rather	 this	 knowledge	 transfer	 should	 occur	 in	 the	 form	 of	

Danish	 consultants	 where	 “[…]	 somebody	 from	 Danish	 water	 works	 comes	 and	 really	

looks	the	parameters	through	and	says	this	is	where	we	should	start	to	focus”	 (Pedersen,	

44.25).	According	to	Jensen	(14:43),	somebody	is	also	required	to	be	willing	to	pay	for	

such	 a	 service;	 however,	 Singh	 (47:43)	 has	 doubts	 concerning	 the	 weight	 of	 such	

investments,	 “The	[private]	companies	might	pay	on	a	small	scale	and	as	far	as	the	public	

authorities,	they	would	need	to	be	convinced	by	pilot	projects”.		

4.2.2.3	Developing	technologies	for	the	local	context	

”The	[Danish]	innovations	are	good,	people	do	want	innovative	stuff,	but	it	has	to	be	at	a	

local	price	level”	(Das,	3:15)	

	

The	 notion	 of	 localising	 technologies	 was	 extensively	 discussed	 throughout	 the	

interviews.	 In	 the	 following	 section,	 the	predicaments	 and	prospects	of	 such	practices	

are	pinpointed.	

4.2.2.3.1	Difficulties	

Several	 interviewees	highlighted	adapting	technologies	to	the	 local	 Indian	context	as	a	

necessity.	However,	several	of	them	agreed	that	this	was	not	highly	prioritised	amongst	

what	 is	 described	 as	 a	 conservative	Danish	water	 sector,	 “It’s	very	difficult	for	them	to	

adapt	or	 readjust	 to	 the	 Indian	scenario.	That’s	what	we’ve	observed	over	 the	years.	For	

example,	 the	maximum	Danish	water	companies	 typically	do	 is	reassemble	 technology	 in	

India.	This	might	bring	the	cost	a	little	bit	down	[…],	but	in	the	highly	competitive	Indian	

market,	 it	 is	 still	 very	 expensive	 and	 that	 presents	 a	 lot	 of	 challenges	 for	 the	 Danish	

companies”	(Devi,	3:10).	Nielsen	 (1:00)	 further	 elaborates	 that	 the	 strategy	 for	 India	 is	

very	much	characterised	by	a	 “one-size	fits	all”	approach.	Das	 (3:25)	 likewise	criticises	

the	Danish	perspective	for	failing	to	consider	a	larger	picture.	He	conveys	that	a	“think	

globally,	 act	 locally”	 mind-set	 is	 absent	 from	 Danish	 innovation	 efforts	 on	 emerging	

markets,	 relating	 to	 the	 previously	 mentioned	 notion	 of	 transferring	 solutions	 to	

comparable	markets.	

	

On	 a	 domestic	 basis,	 there	 is	 an	 interestingly	 large	 support	 for	 on-going	 optimisation	

and	 innovation	 taking	 place	 in	 the	 Danish	 water	 landscape.	 Both	 Jensen	 (29:30)	 and	

Hansen	 (15:58)	 recount	 for	 a	 small	 innovation	 foundation	 in	 the	Danish	water	 sector	

supported	 by	 the	 Danish	 state.	 Through	 this	 institution,	 water	 utilities,	 universities,	
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consultants	and	manufacturers	regularly	meet	 to	solve	specific	management	problems	

and	 generate	 new	 R&D	 ideas.	 Yet,	 a	 similar	 tactic	 appears	 absent	 from	 Danish	

companies’	 mind-set	 in	 India.	 Some	 interviewees	 largely	 focused	 on	 adaptation	 in	

concern	to	altering	technologies	towards	the	Indian	standards	and	technical	obligations,	

necessitating	 adaptation	 of	 approximately	 5%	 of	 the	 technologies,	 which	 cannot	 be	

transferred	 due	 to	 e.g.	 differences	 in	 temperature	 and	 composition	 of	 wastewater	

(Jensen,	6:20).	Yet,	 it	was	believed	 that	 further	product	differentiation	would	result	 in	

compromising	of	quality,	believed	to	solely	result	in	higher	maintenance	and	operations	

(M&O)	 expenditures	 (Jensen,	 8:05;	 Pedersen,	 43:30).	 Pedersen	 (24:10)	 also	 explains	

that	 some	of	 their	 competitors	who	had	 chosen	 to	 source	 components	 locally	 in	 India	

had	 seen	 a	 significant	deterioration	 in	quality.	 Jensen	 (9:00)	 sums	up	 this	 belief;	 “It	is	

simply	about	accepting	the	fact	that	if	you	want	to	buy	a	Rolex,	you	have	to	pay	for	a	Rolex.	

You	 cannot	 take	 a	 Rolex	 to	 India	 and	 take	 out	 all	 the	 bits	 and	 pieces	 inside.	 So	 it’s	 a	

question	of	having	a	technology	that	has	been	developed	to	a	very	high	level	in	Denmark”.	

	

Regarding	prospects	of	developing	 solutions	with	 local	partners,	Devi	 (7:55)	 imagines	

the	Danish	mentality	is	required	to	change	first,	“[…]	the	mind-set	change	has	to	happen	

first,	and	then	I	think	the	technical	part	will	be	much	easier”.	 According	 to	Devi	 (14:20),	

he	 is	 somewhat	 unconvinced	 about	 how	much	 of	 the	 learning	 going	 on	 at	 the	 Indian	

subsidiary	 level	 is	 actually	 utilised	 by	 the	 Danish	 headquarters,	 which	may	 primarily	

consider	India	a	profit	or	cost	centre.	Nielsen	(26:20)	supports	this	conviction,	“Often	it	

is	on	a	personal	level	that	an	export	manager	has	to	take	a	risky	proposition	and	an	out-of-

the	 ordinary	 business	 proposition	 to	 his	 management,	 and	 then	 risk-minimisation	 will	

prevail.	Getting	over	that	barrier	will	go	a	long	way”.	

	

Jensen	 (14:55)	 also	 deems	 the	 local	 knowledge	 base	 in	 the	 Indian	 water	 sector	

insufficient	 in	 co-creating	 technologies	of	 sufficient	quality,	 “The	organisations	are	very	

poor.	They	are	given	the	money	to	run	the	plants	and	deliver	water	and	that’s	it.	Very	few	

of	 them	 as	 far	 as	 I’ve	 met	 actually	 have	 any	 idea,	 or	 the	 incentive,	 to	 try	 to	 develop	

something	new”.	 	He	 further	 elaborates	 “We	don’t	very	often	hear	about	them	changing	

the	way	they	are	managing	water,	changing	the	level	of	competencies	to	people	who	can	

actually	act	on	a	situation	and	do	something.	Acting	in	a	way	where	they	can	see	this	is	not	

the	optimal	way	of	organising	this	work”.			
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4.2.2.3.2	Possibilities	

The	 mind-set	 of	 a	 standardised	 technology	 diffusion	 approach	 to	 India	 was	 not	

unanimous	 amongst	 the	 interviewees.	This	was	predominantly	due	 to	 the	difficulty	of	

diffusing	 such	 expensive	 technology	 in	 India,	 as	 acknowledged	 by	 Pedersen	 (52:35),	

“This	 strategy	 gives	 us	 a	 very	 small	 market	 share”.	 Devi	 (20:06)	 also	 notes	 such	 an	

approach	 is	solely	 targeted	towards	 the	relatively	 few	at	 the	 top	of	 the	pyramid.	 	Devi	

(4:19)	 therefore	 recommends	making	 use	 of	 Indian	 competencies	 and	 realities	 under	

which	the	technology	was	to	be	used.	He	conveys	that	the	ideal	method	in	going	about	

this	 is	 through	 finding	 an	 Indian	 partner	 to	 develop	 localised	 technology	 with.	 He	

expanded	 that	 there	 was	 one	 crucial	 requirement	 for	 such	 a	 partnership,	 “They	 [the	

Indian	 counterparts]	are	equally	important	for	the	strategy	and	decision	making.	This	is	

utmost	 important	 for	 these	 partners	 to	 work	 together”.	 He	 further	 notes	 that	 these	

parties	should	engage	on	a	regular	process	and	internalise	processes	between	them.	

	

As	expressed	by	Nielsen	(31:20),	negotiating	with	 the	quality	of	existing	products	was	

one	 way	 to	 go	 about	 adapting	 to	 the	 local	 context,	 ”A	 lot	 is	 required	 in	 terms	 of	

compromising,	 stripping	 down,	 and	 your	 whole	 go-to-market	 strategy	 as	 a	 company”.	

According	to	Das	(20:20),	this	also	provides	scope	for	disruption	and	upgrading	of	such	

low-priced	technologies,	thereby	amassing	prospects	of	increasing	profit	over	the	years	

instead	 of	 having	 difficulties	 diffusing	 expensive	 technologies	 from	 day	 one.	 Singh	

(25:07)	was	however	dismissive	of	such	an	approach,	 “You	can’t	do	it	this	way.	You	will	

have	 to	 have	 a	 complete	 package	 of	 making	 it	 in	 India	 and	 developing	 the	 skill	 of	 the	

Indian	 counterpart,	 with	 a	 good	 element	 of	 quality	 control	 from	 Denmark”.	 Further	

elaborating	on	this	notion	of	developing	proficiencies,	Singh	(20:02)	conveys,	“There	has	

to	be	a	large-scale	effort	of	developing	the	skills	of	the	local	Indian	market	[…]	to	be	able	to	

match	the	quality	you	are	looking	for	and	to	be	able	to	sustain	it	also.	So	when	you	think	of	

this	 kind	of	 solution,	 you	need	 the	patience	 to	undergo	 it,	 and	afterwards	 it	 can	become	

cheaper”.		

	

“When	you	are	in	a	market,	which	for	obvious	reasons	aren’t	able	to	invest	up	front	in	a	

premium	quality,	you	could	make	a	third	world	product.	If	you	look	at	Grundfos	Lifelink,	

you	won’t	see	that	product	introduced	in	Europe,	because	there	you	have	pipes	

everywhere”	(Pedersen,	22:45)	

	

The	development	of	a	third-world	product	opens	up	for	a	broader	notion	of	technology,	

rather	 than	 it	 being	 fixed	 on	 a	 choice	 between	 compromising	 and	maintaining	 a	 high	
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quality.	Danish	company	Grundfos	(n.d.)	has	already	 introduced	such	a	solution	 to	 the	

Indian	market	in	their	Lifelink	water	solution.	A	venture	through	which	Grundfos	aims	

at	 targeting	 rural	 communities	 in	 Africa,	 Asia	 and	 Latin	 America	 with	 a	 sustainable	

supply	of	safe	drinking	water	at	an	affordable	price.	The	company	offers	a	turnkey	water	

solution	 integrating	a	standard	Grundfos	pump,	renewable	energy	production,	a	water	

dispenser	 and	mobile	 payment	 facilities.	 Launched	 in	Kenya	 in	 2009,	 the	 solution	has	

recently	 expanded	 into	 India	 proving	 that	 the	 aforementioned	 transferability	 of	

business	models	in	developing	markets	essentially	occurs.		

	

While	 Nielsen	 (6:45)	 agrees	 that	 making	 a	 localised	 solution	 makes	 sense	 on	 a	

theoretical	 level,	 he	 also	 acknowledges	 that	 he	 has	 experienced	 Danish	 companies	

outside	the	water	sector	attempt	such	development	and	recognises	that	developing	an	

affordable	 and	 still	 profitable	 solution	 is	 a	 tough	 process	 requiring	 competencies	 and	

patience,	which	is	not	necessarily	always	there	amongst	Danish	water	companies.		

4.2.3	Reaching	out	to	local	stakeholders	

Irrespective	 of	 which	 of	 the	 three	 strategies	 for	 growth	 the	 respective	 interviewees	

advocate,	they	all	focused	on	developing	relationships	with	local	participants.	This	could	

be	 approached	 either	 by	 entering	 into	 partnerships	 or	 disseminating	 information	 to	

possible	adopters	and	other	relevant	stakeholders.		

4.2.3.1	Finding	the	right	local	partners	

”They	[the	Danish	companies]	can	collaborate	jointly	amongst	themselves,	and	they	can	

collaborate	with	Indian	partners,	not	only	in	terms	of	cheap	labour,	but	also	collaborating	

as	an	equal	partner”	(Devi,	26:20)	

	

The	 interviewees	 agreed	 that	 finding	 the	 right	 local	 partner	 is	 imperative	 for	 Danish	

water	 companies	 in	 succeeding	 on	 the	 Indian	 market.	 However,	 perspectives	 were	

unsurprisingly	dissimilar	concerning	the	role	mandate	of	the	local	partners.	On	the	one	

hand,	 Danish	 companies	 could	 collaborate	 in	 co-creating	 technologies.	 Conversely,	 it	

was	recommended	to	find	a	partner	who	lacks	knowledge	in	the	water	sector	and	wants	

to	learn	more	(Jensen,	1:04:28).	Such	a	strategy	is	based	on	Danish	companies	providing	

the	 technology	 and	 an	 Indian	 company	 providing	 the	 technical	 and	 financial	 muscle	

(Devi,	13:15).	Naturally	these	varying	opinions	are	based	on	the	interviewees’	differing	

approach	to	building	up	in	India.	
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Regardless	of	which	general	strategy	the	interviewees	considered	appropriate	for	India,	

uncertainty	prevailed	 on	which	partners	 should	be	 targeted,	 “We	haven’t	spent	a	lot	of	

time	finding	the	right	partner,	because	again	why	spend	a	lot	of	time	on	a	difficult	market	

when	the	market	next	door	is	much	easier	to	penetrate?	Is	it	one	of	the	Indian	Institutes	of	

Technology;	is	 it	a	big	commercial	player	who	is	 interested	in	entering	the	infrastructure	

market”?	(Jensen,	1:04:00).	The	last	statement	is	stirred	by	the	fact	that	DWF	had	signed	

a	 memorandum	 of	 understanding	 (MOU)	 with	 Indian	 Business	 Conglomerate,	 Anil	

Group,	 during	 the	 Indian	business	 summit	Vibrant	Gujarat	2015	 (Trade	Council	 India,	

2015a).	 An	 agreement	 a	 few	 of	 the	 interviewees	 highlight	 as	 having	 tremendous	

prospects	 (Nielsen,	 4:40;	 Jensen,	 54:10).	 Jensen	 (54:20)	 emphasises	 the	 fact	 that	 the	

Indian	company	would	have	the	benefit	of	entering	the	infrastructure	sector,	which	they	

to	date	hardly	are	a	part	of,	learning	about	new	technologies	applicable	in	other	parts	of	

the	 world.	 Using	 this	 knowledge	 together	 with	 local	 knowledge,	 they	 could	 thereby	

tweak	it	to	the	Indian	context.	Meanwhile	the	Danish	parties	could	benefit	from	learning	

about	 the	 local	 Indian	scenario,	as	well	as	have	a	partner	who	can	open	certain	doors.	

The	benefit	 of	 such	 collaboration	was	 accentuated	by	Nielsen	 (4:50),	 “It’s	very	obvious	

that	 there	 are	 direct	 synergies	 between	 what	 the	 Danish	 companies	 lack	 and	 what	 the	

local	parties	have	in	terms	of	competences,	 in	terms	of	access,	 in	terms	of	distribution,	 in	

terms	of	R&D	facilities	etc.”.	

	

“Competitors	in	India	are	making	energy-efficient	products	because	they	know	if	they	have	

to	export	to	Europe	or	other	developed	markets,	they	have	to	be	as	per	the	norms.	So	

export	is	also	a	big	market	for	India,	and	they	are	fast	catching	up	in	concern	to	

technologies	and	innovations”	(Das,	7:50)	

	

While	 Devi	 (18:50)	 considers	 local	 private	 companies	 in	 the	 Indian	 water	 sector	

extremely	innovative,	he	also	acknowledges	they	are	very	localised	and	lack	scalability.	

According	to	Devi	(11:00),	this	provides	beneficial	grounds	for	working	together	and	co-

developing	 technologies,	 especially	 for	 the	 base	 of	 the	 pyramid.	 Thereby,	 Danish	

counterparts	 can	 learn	 about	 the	 local	 context,	 while	 Indian	 companies	 could	 learn	

about	technologies	applicable	in	other	parts	of	the	world	and	be	taught	how	to	scale	up	

to	 further	 their	 own	 export	 potential.	 Yet,	 he	 acknowledges	 that	mind-sets	 should	 be	

aligned,	 “The	most	 important	 part	 is	 that	 the	 Danish	 company	 realises	 that	 the	 Indian	

company	is	an	equal	partner.	They	are	equally	important	for	the	strategy	and	the	decision-

making”	(Devi,	7:35).		
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In	developing	solutions	 for	 the	 local	context,	a	broader	perspective	 than	solely	relying	

on	inter-firm	cooperation	was	recommended.	Das	(31:40)	suggested	making	use	of	the	

local	NIS	scene	 in	collaborating	with	research	 institutes	such	as	 the	 Indian	 Institute	of	

Technology,	 National	 Institutes	 of	 Technology,	 and	 the	 Indian	 Institute	 of	 Science.	 He	

further	explains	that	using	these	institutes	could	help	Danish	companies	develop	radical	

innovations	 that	 counter	 the	 Indian	 and	 Chinese	 innovators,	 which	 hold	 potential	 of	

leapfrogging	 Danish	 companies.	 Such	 partnerships	 also	 contribute	 to	 Danish	 water	

technology	being	showcased	as	a	credible	and	neutral	technology	provider	rather	than	a	

profit-maker.	“We	have	certain	centres	here	in	India,	where	the	government	has	a	live-feed	

on	the	innovations	and	development	taking	place	[…]	if	there	is	collaboration	at	that	level	

you	can	be	seen	as	a	trustworthy	partner	and	somebody	who	provides	a	localised	solution”,	

Das	 (31:40)	 elaborates.	 Nielsen	 (28:45)	 agreed	 on	 making	 use	 of	 Indian	 research	

institutes,	 “[…]	there	is	no	doubt,	especially	in	concern	to	the	adaptation	angle	that	there	

could	be	 some	 fantastic	 synergies	 in	concern	 to	how	you	 localise	and	how	you	adapt	 the	

product,	 where	 is	 the	main	 need	 and	 so	 forth”.	 Das	 (36:15)	 and	 Nielsen	 (28:00)	 both	

acknowledge	 that	 it	 is	 primarily	 through	 the	 Danish	 Innovation	 Centre	 in	 India,	 a	

consultant	 cooperative,	 that	 such	 synergies	 for	 collaborations	 between	 research	

institutes	and	Danish	companies	can	be	addressed.	

4.2.3.2	Disseminating	information	to	the	right	stakeholders	

Where	 the	 interviewees	 referred	 to	 relatively	 few	 stakeholders	 as	 potential	 partners,	

the	 field	 was	 significantly	 augmented	 when	 asked	 whom	 the	 Danish	 competences	

should	be	disseminated	towards.	In	this	case,	it	was	evident	that	the	interviewees	solely	

had	experience	in	diffusing	technologies	to	up-scale	markets.		

	

In	 diffusing	 technology	 in	 India,	 there	 can	 be	 a	 significant	 time	 lag	 prior	 to	 actual	

demand.	 Nielsen	 (34:30)	 recounts	 for	 this	 fact	 in	 accounting	 for	 a	 Danish	 company’s	

experience	 in	 India,	 “They	have	invested	a	significant	amount	of	resources	to	really	reach	

the	potential	in	India.	It	has	taken	them	three	years	to	land	the	first	contract,	but	once	they	

landed	it,	the	floodgates	are	open.	So	it’s	about	whether	you	have	that	kind	of	patience”.	As	

a	consequence	of	such	time	lag	it	is	believed	to	be	imperative	to	broadcast	the	benefits	

of	a	technology	or	a	system	of	technologies	while	building	up	in	India.	According	to	the	

interviewees	this	can	be	done	via	a	multitude	of	channels	such	as	conferences,	bilateral	

meetings,	advertisements,	articles,	and	even	inviting	relevant	stakeholders	to	Denmark	

to	showcase	technologies	from	the	home	base	(Nielsen,	30:30;	Devi,	00:36).	The	impetus	

is	 thereby	not	 so	much	on	 sales	 channels,	 but	 rather	 finding	 the	 right	 stakeholders,	 “I	
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think	 identifying	 the	 right	 players,	 really	 identifying	 what	 they	 are	 saying	 and	

understanding	 the	 context	 will	 go	 a	 long	way	 in	 determining	 how	 you	 could	 eventually	

disseminate	your	information	and	raise	awareness”	(Nielsen,	30:03).	

	

As	 it	 is	 primarily	 public	 authorities	 in	 India	 managing	 water	 supply,	 interviewees	

emphasised	reaching	out	to	federal	and	state-level	public	stakeholders.	They	agreed	that	

using	either	 the	embassy	or	DI	was	beneficial	 in	 reaching	out	 to	public	 authorities,	 as	

they	had	the	right	connections,	and	doors	could	 thereby	be	opened	faster	(Das,	33:05;	

Nielsen,	2:55).	Devi	(08:30)	explains	that	particularly	the	Central	Ground	Water	Board,	

the	Ministry	 of	Water	 Resources,	 the	Ministry	 of	 Sanitation	 and	 the	Ministry	 of	 River	

issues	 are	 important	 players	 in	 their	 ecosystem.	 It	 is	 believed	 that	 engaging	 with	

governing	agencies	on	a	federal	level	can	help	create	policy	frameworks	that	support	the	

standards	of	existing	Danish	water	solutions.	Singh	(04:45)	however	acknowledges	that	

this	has	yet	to	bear	fruit,	as	it	has	not	enabled	an	evolvement	of	criteria	through	which	

India	can	get	“[…]	workable	solutions	to	their	problems”.		

	

As	noted,	it	is	the	state	governments	who	typically	take	final	decisions	on	infrastructure	

projects.	 From	 the	 interviews	 it	 was	 declared	 that	 Danish	 water	 companies	 should	

primarily	focus	on	penetrating	the	most	water-stressed	states	of	India,	as	they	urgently	

need	 solutions	 and	 this	 is	 where	 the	 traditional	 mind-set	 of	 managing	 water	 can	 be	

changed	the	fastest	(Singh,	1:10;	Jensen,	1:01:15).	Devi	(16:45)	also	acknowledges	that	

this	 is	where	 he	 had	 seen	 openings	 towards	 Danish	water	 innovations,	 but	 again	 the	

technologies	remain	too	expensive.		

	

“Because	the	Indian	mind-set	and	the	Danish	mind-set	is	at	different	levels	in	concern	to	

the	water	sector	[…]	it	does	take	some	time	before	Danish	water	innovations	are	properly	

diffused	into	the	Indian	system.	The	best	way	to	do	this	is	showcase	via	pilot	projects,	which	

we	have	been	trying	to	do	for	many	years	now”	(Devi,	16:10)	

	

Singh	(47:50)	indicates	that	the	only	way	to	convince	public	Indian	stakeholders	 is	via	

pilot	 projects.	 He	 further	 elaborates	 that	 the	 incentive	 of	 integrating	 water	 solutions	

based	on	 life-cycle	costs	and	energy-efficiency	should	be	 in	place	amongst	both	public	

authorities	and	private	individuals,	as	this	in	term	could	disperse	the	subsidies	that	are	

essentially	 paid	 by	 taxpayers.	 Jensen	 (1:06:15)	 also	 touches	 on	 the	 topic	 of	 pilot	

projects,	“What	we	very	often	hear	from	Indian	players	is	that	our	technologies	sound	very	

interesting,	but	where	would	they	be	able	to	see	it	in	India?”	According	to	Nielsen	(16:15),	
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pilot	projects	are	indeed	key,	yet	they	open	up	for	further	key	players	to	be	targeted	in	

external	 funders	 as	 it	 is	 very	 seldom	 that	Danish	 companies	 are	 able	 to	 finance	 these	

projects	out	of	their	own	budget.	Jensen	(39:30),	who	has	arranged	several	pilot	projects	

of	 Danish	 solutions	 in	 India,	 nevertheless	 remains	 unconvinced	 about	 the	 benefits,	

“From	the	time	you	have	the	results	from	the	pilot	project	until	you	really	hit	the	market,	I	

think	the	lag-time	there	is	quite	substantial”.	

	

Danish	 companies	 have	 had	 extreme	 difficulties	 convincing	 the	 government	 in	 most	

states	to	take	life-cycle	costs	of	the	technology	into	consideration,	as	the	procurement	of	

the	tender	typically	goes	by	the	cheapest	(Singh,	4:40).	Jensen	(4:45)	further	explicated	

that	he	does	not	see	this	changing	soon,	as	Indian	public	authorities	act	very	slow	and	

bureaucratic.	However,	 he	believes	 that	 the	private	 industrial	 sector	has	 the	 ability	 to	

move	 faster,	 as	 they	would	 be	 interested	 in	 securing	 their	 production	 possibilities	 by	

using	the	right	water	management.	

	

In	 fact,	 general	 adopters	 of	 Danish	water	 technologies	 are	 already	 the	 private	 Indian	

contractors	 and	 consultants	 bidding	 for	 the	 big	 government	 or	 private	 projects	 (Devi,	

01:31).	 Devi	 (01:40)	 however	 explains	 that	 these	 Indian	 companies	 would	 need	 to	

manage	 the	 M&O	 of	 the	 project,	 preferably	 for	 over	 a	 decade,	 to	 incentivise	 use	 of	

Danish	 water	 technology.	 Pedersen	 (14:40)	 likewise	 emphasises	 that	 maintenance	

obligations	are	necessary	for	the	contractor	to	be	willing	to	use	Danish	technologies,	as	

other	 contractual	 obligations	 ensues	 the	 contractor	 to	 acquire	 inexpensive	 solutions,	

passing	over	the	maintenance	burden	to	the	owner.		

	

Pedersen	(8:02)	highlights	that,	besides	the	contractors,	it	is	necessary	to	communicate	

with	engineering	consultants	to	persuade	consideration	of	other	possibilities	than	they	

are	used	to	specifying.	The	importance	of	going	down	this	route	is	elucidated	by	the	fact	

that	in	the	traditional	Build-operate-transfer	(B-O-T)	mode	of	procurements,	architects	

or	 engineering	 consultants	 are	 initially	 contracted	 separately,	 through	 various	means	

such	 as	 reputation,	 negotiation	 or	 design	 competition,	 to	 design	 and	 produce	 bid	

documents	 (Brady	 et	 al.,	 2005;	 Palaneeswaran	 et	 al.,	 2003).	 According	 to	 Pedersen	

(18:10),	 it	 is	 not	 possible	 for	 the	 consultants	 to	 recommend	 the	 use	 of	 specific	

contractors	or	firms.	Yet,	they	are	able	to	narrow	down	the	optimum	number	of	bidders	

due	to	variables	such	as	technical	requirements,	certifications	and	pre-qualification.	It	is	

thereby	made	possible	for	Danish	companies	to	sway	these	requirements	to	their	favour	

by	 convincing	 the	 consultants	 of	 the	 benefits	 of	 their	 technologies.	 Pedersen	 (14:10)	
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recognises	 that	 this	 is	a	challenging	approach	as	 the	hard	groundwork	rarely	pays	off;	

the	procurement	still	goes	by	the	cheapest.		

	

Important	stakeholders	 Reason	

Federal	and	state-level	
public	stakeholders	

Water	supply	is	managed	by	the	public	
sector.	A	particular	focus	should	be	placed	
on	the	most	water-stressed	states.	

Private	Indian	
companies/contractors	

As	of	now,	private	contractors	bidding	for	
tenders	are	the	primary	adopters	of	water	
technologies.	They	have	the	ability	to	
move	faster	than	the	public	sector.		

Engineering	consultants	

Under	the	B-O-T	mode	of	procurements,	
they	set	technical	requirements	and	pre-
qualification	standards.	Danish	
stakeholders	could	be	able	to	influence	
them	in	a	desired	direction.	

Intermediaries	with	ground	
realities	

Third-party	intermediaries	such	as	the	
Danish	Embassy	and	DI	have	the	ability	to	
open	certain	doors.	They	also	have	ground	
realities	and	can	contribute	with	local	
knowledge.	

External	funders	

If	funds	become	necessary	for	potential	
pilot	projects,	funds	could	be	obtained	via	
private	foundations,	industry	groups	and	
local,	national	and	international	funding	
pools.		

4.2.4	Summary	

In	light	of	the	empirical	data	derived	from	the	grounded	theory	method,	dissimilarities	

prevailed	on	how	 to	build	up	 in	 India.	The	 interviewees	agreed	on	 carefully	 assessing	

the	 prospects	 of	 India	 prior	 to	 market	 entry	 as	 well	 as	 going	 together	 as	 a	 Danish	

consortium.	The	underlying	point	of	difference	was	based	on	whether	existing	solutions	

should	 be	 diffused,	 or	 new	 localised	 solutions	 should	 be	 developed.	 Currently,	 the	

former	 appears	 the	 Danish	 water	 firms’	 approach	 for	 India,	 whereas	 the	 technology	

exploration	approach	has	emerged	as	the	case	study’s	alternative	advance,	albeit	to	date	

is	 largely	 fictitious.	 Figure	 eight	 illustrates	 the	process	 through	which	 case	 companies	

and	industry	experts	recommend	building	up	in	India.	

Table	6:	Important	stakeholders	to	target	
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Figure	8:	The	current	and	alternative	strategy	
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5.	Analysis	
In	this	chapter,	literature	will	be	drawn	in	to	assess	the	prospects	and	challenges	of	the	

approaches	that	emerged	from	the	primary	data.	An	important	part	of	GT	analysis	is	to	

compare	 the	 materialised	 theory	 with	 literature	 and	 examine	 similarities	 and	

differences	 (Eisenhardt,	 1989).	 Due	 to	 the	 abductive	 nature	 of	 this	 thesis,	 several	

insights	 were	 discovered	 during	 the	 data	 analysis	 not	 accounted	 for	 in	 the	 literature	

review.	 To	 ensure	 triangulation,	 new	 literature	 is	 incorporated	 alongside	 theory	 from	

the	literature	review	to	probe	these	comprehensions.	The	analysis	will	conclude	with	an	

empirical	framework.	

	

First,	 the	characteristics	of	 the	Danish	water	solutions	 in	 India,	as	depicted	 in	the	case	

study,	 will	 be	 evaluated	 in	 accordance	 with	 Rogers’	 (1983)	 Attributes	 of	 innovations.	

This	 aims	 to	 provide	 foundation	 for	 further	 analysis.	 Subsequently,	 the	 notion	 of	

assessing	 whether	 or	 not	 to	 enter	 the	 market	 will	 be	 expounded	 on.	 In	 extension	 of	

Nielsen’s	notion	of	basing	such	an	assessment	on	the	adaptation	requirements	of	India,	

this	section	will	have	a	particular	focus	on	depicting	how	the	mind-set	 is	to	be	aligned	

with	 such	 an	 advance.	 Third,	 the	 conviction	 of	 going	 together	 as	 an	 intermediated	

network	 will	 be	 assessed.	 Forth,	 the	 manner	 through	 which	 developing	 localised	

solutions	 in	 India	 be	 approached	 is	 evaluated.	 Lastly,	 the	 author	 will	 delve	 into	 the	

varying	local	players	the	interviewees	suggest	collaborating	with.			

5.1	Attributes	of	innovations	

	

	

	

	

	

	

	

	

	

	

	

	

	

Attributes	of	innovation	

Relative	advantage	
State-of-the-art	water	technologies	
focusing	on	low	water	losses	and	energy	
efficiency.	

Compatibility	

General	unanimity	on	the	fact	that	price-
points	of	Danish	water	solutions	made	
them	largely	incompatible	to	the	Indian	
market.	

Complexity	
Significant	focus	on	capacity	building,	
ensuring	that	the	local	community	can	
deal	with	the	M&O	of	the	equipment.	

Trialability	&	observability	 Pilot	projects	and	marketing	channels	
(conferences	&	advertisements).	

Table	7:	Attributes	of	innovation	
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As	accentuated	in	the	case	study,	Danish	water	solutions	are	characterised	as	“state-of-

the-art”.	 In	 line	 with	 Porter’s	 (1985)	 reputed	 generic	 strategies	 of	 being	 a	 low-cost	

differentiator	 or	 a	 (quality)	 product	 differentiator,	 Danish	 water	 companies	 have	

evidently	 chosen	 the	 latter	 path.	 However,	 this	 “one-size-fits-all”	 solution	 to	 emerging	

markets	 was	 clearly	 not	 working.	 Pedersen,	 a	 proponent	 for	 generating	 a	 mind-set	

change,	even	acknowledged	that	this	strategy	gives	the	company	very	little	market	share	

at	present.		

	

The	lack	of	compatibility	to	the	needs	and	resources	of	potential	adopters	in	India	was	

extracted	 from	the	case	study	as	 the	 fundamental	shortcoming	of	 the	current	strategy.	

Dissimilar	 responses	 on	 how	 to	 overcome	 these	 limitations	 constructed	 one	 of	 the	

primary	narratives	of	the	case	study:	 	generating	a	mind-set	change	versus	developing	

localised	solutions	-	the	former	being	the	existing	strategy.	Accordingly,	Danish	firms	are	

trying	 to	 amend	 the	 prominent	 mind-set	 by	 educating	 the	 market,	 showcasing	 pilot	

projects	 in	 India,	 and	 communicating	 Danish	 competences	 via	 an	 array	 of	 marketing	

channels.	 The	 case	 study	 nevertheless	 exposes	 a	 cluster	 of	 companies	 far	 from	

unanimous	 in	advocating	 the	benefits	of	 this	 approach.	Changing	 the	advance	 to	 India	

would	 however	 imply	 a	 change	 in	mind-set	 from	 the	 Danish	 companies	 part,	 broken	

down	in	the	subsequent	section.	

5.2	Aligning	the	mind-set	to	the	requirements	of	India	

The	fervour	through	which	interviewees	deliberated	India	as	a	market	to	be	targeted	or	

not,	 opened	 up	 for	 assessing	whether	 India	 is	 a	market	 Danish	water	 companies	 can	

benefit	from	taking	part	in.	The	interviewees	most	adamant	on	India’s	market	potential	

valued	 the	 necessity	 to	 adapt	 further	 to	 the	 local	 context.	 In	 accounting	 for	 whether	

companies	should	access	the	market,	Nielsen	(32:00)	delivered	the	noteworthy	verdict	

of	basing	such	a	decision	on	whether	a	company’s	resources	and	mind-set	were	aligned	

to	the	substantial	adaptation	requirements	of	India.	Consequently,	this	section	will	have	

a	 particular	 focus	 on	 accounting	 for	 the	 current	mind-set	 of	 Danish	 water	 firms,	 and	

which	 insights	 concerning	 the	 Indian	 context	 could	 trigger	 the	 shift	 in	 mind-set,	

emphasised	by	Nielsen.	

	

5.2.1	Evaluating	the	pro-innovation	bias	

The	 author	 argues	 that	 a	 pro-innovation	 bias	 is	 largely	 embedded	 in	 the	 current	

approach	 to	 India	 amongst	 Danish	 water	 firms.	 This	 is	 evident	 in	 their	 reluctance	 to	

adapt	technologies	to	the	Indian	context.	Rather	they	follow	a	traditional	transnational	
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technology	 transfer	 undertaking,	 exploiting	 economies	 of	 scale	 in	 diffusing	 existing	

technologies	 (London	 &	 Hart,	 2004).	 National	 responsiveness	 is	 only	 detected	 in	

Jensen’s	 (6:20)	 assertion	 of	 adjusting	 5%	 of	 the	 solutions	 to	 local	 standards	 and	

regulations.	 This	 approach	 differs	 considerably	 from	 contemporary	 literature	 on	

emerging	market	 innovation,	which	encourages	a	much	more	comprehensive	advance.	

While	Danish	water	 firms	 exhibit	many	of	 the	 shortcomings	depicted	 in	 the	 literature	

review	on	MNCS	in	developing	markets,	the	thesis’	criticism	is	not	exclusively	based	on	

these	 theoretical	 contributions.	 The	 fact	 is	 that	 this	 was	 an	 approach	 several	

interviewees	were	dismissive	of.	Not	only	does	this	strategy	lack	comprehension	of	local	

needs,	but	is	evidently	also	proving	to	be	a	poor	business	case	for	the	Indian	market.		

	

The	pre-occupation	with	generating	a	mind-set	change	 is	unmistakably	a	strategy	 that	

seeks	to	overcome	a	lack	of	a	western-style	business	environment.	Jensen	(23:00)	spoke	

of	making	attempts	to	 introduce	equivalent	 tariff	systems	to	Denmark,	wherewith	 it	 is	

evident	focus	remains	on	imposing	a	Danish	water	model	on	India.	This	is	at	odds	with	

London	 and	 Hart’s	 (2004)	 indication	 of	 successful	 emerging	 market	 strategies	

leveraging	on	the	strengths	of	 the	market	rather	 than	overcoming	weaknesses.	Danish	

water	 players	 similarly	 seem	 absorbed	 in	 the	 knowledge	 transfer	 associated	with	 the	

technologies.	While	the	case	study	indicates	advantages	of	the	transfer	of	know-how	and	

solutions	in	a	U.S.	context,	it	appears	improbable	that	the	benefits	will	be	reproduced	in	

India.	 Especially	 considering	 Singh’s	 doubts	 on	 Indian	 parties	 being	willing	 to	 pay	 for	

the	required	consultancy	services	for	such	a	knowledge	transfer	to	occur.		

	

In	the	case	study,	 it	was	noted	that	Danish	firms	are	primarily	targeting	the	top-of-the	

pyramid.	 This	 is	 in	 line	 with	 Pralahad	 and	 Lieberthal’s	 (2003)	 notion	 of	 developed	

market	 companies	 using	 an	 “imperialist	mind-set”	 to	 sell	 existing	 products	 to	 upscale	

markets	 in	 emerging	 economies.	 This	 contrasts	 with	 contemporary	 literature	 stating	

that	 India’s	 great	 potential	 is	 based	 on	 developing	 technologies	 with	 dramatically	

improved	price-performance	features	for	the	BOP.	In	not	acknowledging	this,	or	having	

the	 resources	 to	 approach	 the	market	 in	 this	way,	 Jensen	 (58:20)	may	 be	 accurate	 in	

there	being	greater	potential	for	Danish	water	firms	elsewhere.						

	

In	 the	 case	 study	 it	was	 evident	 that	 the	 convictions	 of	 Indian	 subsidiaries	 of	 Danish	

companies	were	often	left	overheard.	While	not	emphasised	in	the	literature	review,	the	

concept	of	national	subsidiaries	versus	the	corporate	headquarters	has	been	scrutinised	

in	 innovation	 literature	 in	 recent	 years.	 According	 to	 Govindarajan	 and	 Ramamurti’s	
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(2011)	theory	on	the	familiarity	trap,	a	global	product	division,	headquartered	in	a	rich	

county,	 often	 has	 difficulties	 understanding	 opportunities	 for	 business	 model	

innovations	 in	emerging	markets.	As	noted	by	Nielsen	(51:00),	 the	 fact	 that	 India	only	

represents	a	very	small	fraction	of	the	Danish	companies’	revenues	further	complicates	

the	matter.	

	

With	 the	 current	 strategy	 focusing	 on	 attempts	 of	 generating	 a	mind-set	 change,	Devi	

noted	that	the	basic	 idea	of	this	conversion	should	be	reversed	to	the	Danish	firms.	As	

the	 author	 agrees	 with	 this	 perception,	 the	 following	 section	 will	 look	 into	 which	

insights	and	perceptions	are	important	for	Danish	stakeholders	to	capture.	

5.2.2	Overcoming	the	pro-innovation	bias	

GT	analysis	 can	contribute	 to	uncovering	basic	 social-psychological	problems	 (Laws	&	

Mcleod,	 2004).	 In	 recognising	 a	prominent	pro-innovation	bias	 amongst	Danish	 firms,	

the	author	would	 rather	argue	noticeable	 social-cultural	 complications	prevail.	During	

the	 interviews,	 several	 comprehensions	 were	 put	 forward,	 which	 contributed	 to	 the	

author’s	view	of	Danish	firms	needing	to	change	their	general	mind-set.	These	insights,	

which	should	prompt	Danish	firms	to	further	their	reflections,	will	be	accounted	for	in	

the	following	section.	

	

Motivation	

Evaluating	the	reason	for	which	innovations	are	being	diffused	is	useful	in	overcoming	

the	 pro-innovation	 bias	 (Rogers,	 1983).	 While	 the	 shear	 size	 of	 the	 market	 was	 an	

obvious	motivation,	Nielsen	still	painted	a	picture	of	a	market	that	profit-wise	remains	

too	 small	 for	 Danish	 parties	 to	 go	 into	 adaptation	 efforts.	 From	 a	 traditional	

transnational	business	perspective	 the	 logic	 is	apparent,	as	business	opportunities	are	

evaluated	by	global	sales	potential	that	facilitate	selling	products	with	minimal	changes	

(Hart	 &	 Milstein,	 1999).	 Nielsen	 (14:40)	 however	 brought	 up	 the	 noteworthy	

assessment	of	innovations	developed	for	the	Indian	context	being	transferable	to	other	

emerging	markets.	 Das	 likewise	 recommends	Danish	 companies	 to	 “think	globally,	act	

locally”,	in	 perceiving	 India	 as	 a	 platform	 to	 other	 emerging	markets.	 Coming	 up	with	

solutions	 for	 a	 local	 context	 and	 transferring	 them	 to	 similar	markets	 opens	 up	 for	 a	

broader	implication	of	the	Indian	market.	Rather	than	standardising,	as	they	do	now,	or	

customising	 technologies	 for	 each	 country,	 a	 difficult	 and	 high-priced	 strategy	 to	

manage,	 Danish	 companies	 could	 open	 up	 for	 global	 segmentation	 by	 clustering	

countries	along	similar	dimensions	(London	&	Hart,	2004).	As	observed	by	Dawar	and	
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Chattopadhyay	(2000),	it	does	not	necessarily	have	to	be	the	case	of	coming	up	with	e.g.	

a	 “China	 strategy”	 and	 “India	 strategy”,	 but	 it	 is	 important	 to	 consider	 the	 “emerging	

market	strategy”.	 Hart	 and	Milstein	 (1999)	 have	 likewise	 examined	 the	 advantages	 of	

developing	 separate	 strategies	 for	 wealthy,	 rising	 middle	 class,	 and	 poor	 costumers	

across	country	markets.	India,	recognised	as	a	lead	market	for	frugal	innovations,	could	

entice	Danish	companies	to	develop	technologies	for	the	latter	segment	there	(Tiwarri	&	

Herstatt,	2012a).		

	

Public	initiatives	

While	 Indian	public	policies	on	 the	water	sector	were	scrutinised	by	 the	 interviewees,	

an	 important	aspect	of	uncovering	a	pro-innovation	bias	 (Rogers,	1983),	 the	narrative	

was	primarily	based	on	how	the	water	landscape	in	India	failed	to	facilitate	advantages	

of	 Danish	 solutions.	 This	 is	 fascinating	 considering	 the	 interviewees	 partaking	 in	 the	

Indian	 market	 despite,	 and	 not	 owing	 to,	 public	 initiatives	 on	 the	 Indian	 market.	

Prospects	were	visible	 in	the	smart	cities	scheme,	yet	doubt	on	diffusing	Danish	water	

technologies	 still	 prevailed.	 Again	 this	 mind-set	 is	 largely	 believed	 to	 be	 due	 to	

insistence	 of	 diffusing	 technologies	 to	 the	 wealthy	 portion	 of	 India	 rather	 than	 the	

greater	 bulk	 of	 the	 Indian	 population.	 The	 current	 approach	 of	 reaching	 out	 to	 the	

national	government	and	large	local	companies	demonstrates	this,	as	they	typically	are	

as	 far	 removed,	 in	 terms	 of	 business	 knowledge	 of	 low-income	 markets,	 as	 the	 firm	

trying	to	launch	the	venture	(London	&	Hart,	2004).		

	

Assessing	the	competitive	landscape	

Another	 component	 in	 overcoming	 a	 pro-innovation	 bias	 is	 based	 on	 assessing	 other	

innovations	on	the	market	(Rogers,	1983).	In	this	vein,	Das	(7:50)	recommended	Danish	

water	firms	to	revaluate	their	current	strategy,	as	Asian	innovators	are	coming	up	with	

innovative	 solutions	with	 the	 ability	 to	 leapfrog	Danish	 firms.	 In	 academic	 circles,	 the	

prospects	of	companies	from	emerging	markets	leapfrogging	those	at	the	technological	

frontier	have	been	well	noted	(Govandirajan	&	Ramamurti,	2011).	The	current	approach	

of	waiting	 for	a	mind-set	change	 to	occur	solely	provides	 these	 local	competitors	with	

more	time	to	catch	up	with	Danish	companies.	

	

Recognising	the	prominent	mind-set	

The	most	 important	step	 in	shedding	a	pro-innovation	bias	 is	 to	recognise	 that	 it	may	

exist	 (Rogers,	 1983).	What	 strikes	 the	 author	 is	 Jensen	 (29:30)	 and	Hansen’s	 (15:58)	
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depiction	of	a	 strong	domestic	NIS	 in	 the	Danish	water	 sector	based	on	willingness	 to	

interact	 and	 learn	 from	 other	 players	 in	 the	 system.	 The	 fact	 that	 an	 innovation	

foundation	 was	 set	 up	 for	 research	 institutions,	 consultants	 and	 companies	 to	

collaborate	 in	 the	 water	 industry	 reflects	 Lundvall’s	 notion	 of	 Danish	 companies	

appropriating	 themselves	 to	 a	 “learning	 economy”.	 Yet,	 Danish	 water	 companies’	

approach	 in	 India	 appears	 to	 come	 from	 a	 supply	 rather	 than	 a	 demand	 perspective,	

resembling	 a	 technology-push	approach.	Danish	 companies	 are	 thereby	 failing	 to	 take	

account	for	the	fact	that	innovations	in	developing	markets,	like	more	familiar	markets,	

occur	 in	 response	 to	 opportunities	 and	 constraints	 in	 the	 immediate	 business	

environment.	 It	 is	 simply	 bound	 on	 the	 fact	 that	 opportunities	 and	 constraints	 in	

emerging	 markets	 are	 systematically	 different	 from	 those	 in	 rich	 countries	

(Govindarajan	&	Rammamurti,	2011).	

	

To	sum	this	section	up,	the	case	study’s	notion	of	assessing	whether	or	not	to	enter	the	

market	 appears	 overly	 comprehensive.	 The	 magnitude	 of	 India’s	 size	 and	 population	

does	 not	 automatically	 imply	 significant	 market	 prospects	 for	 existing	 Danish	

innovations.	Nielsen’s	perception	of	basing	such	a	decision	on	aligning	one’s	mind-set	to	

the	 Indian	 adaptation	 requirements,	 on	 the	 other	 hand,	 appears	 significantly	 more	

tangible.	 The	 author	 therefore	 went	 on	 to	 analyse	 the	 prominent	 mind-set	 of	 Danish	

water	 companies.	 It	 emerged	 that	 the	 endeavours	 of	 Danish	 water	 firms	 in	 India	

exhibited	a	pro-innovation	bias,	which	is	imperative	for	them	to	break	away	from.	The	

incentive	 for	 such	a	 shift	 in	mind-set	 is	 centred	on	utilising	 India	as	a	 lead	market	 for	

developing	frugal	innovations.		

5.3	The	intermediated	network	model	

The	case	companies	generally	all	 support	 the	conviction	of	going	 together	as	a	Danish	

consortium.	This	is	attributed	to	the	fact	that	costs	can	be	shared,	a	large	share	of	Danish	

water	firms	are	SMEs,	and	the	Danish	Water	Top	Meeting	2015	pinpointing	the	merits	of	

this	 tactic.	 In	 literature,	 such	 an	 approach	 is	 also	 credited	 to	 the	 supportive	

infrastructure	 provided	 by	 a	 domestic	 government	 trade	 promotion	 agency	 or	 an	

equivalent	 third	 party	 (Welch	 et	 al.,	 1996).	 Intermediaries	 such	 as	 the	 Trade	 Council,	

Innovation	 Centre,	 DWF	 and	 DI,	 in	 this	 case,	 all	 work	 in	 India	 to	 promote	 Danish	

competencies.		

	

As	 noted,	 one	 of	 the	 pivots	 of	 OI	 literature	 is	 centred	 on	 the	 deployment	 of	

intermediaries.	 On	 the	 grounds	 that	 innovation	 processes	 can	 be	 split	 into	 either	
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technology	exploration	 or	 technology	exploitation	 (Lee	 et	 al.,	 2010),	 the	 intermediaries	

currently	 focus	 on	 uncovering	 market	 opportunities	 rather	 than	 technology	

opportunities.	They	are	employed	as	change	agents	–	principal	 in	attempting	to	diffuse	

innovations	to	clients	as	well	as	in	linking	parties	together	(Rogers,	1983).		

	

Due	 to	 the	 complexity	 and	 unfamiliarity	 of	 the	 Indian	 market,	 the	 use	 of	 the	 Danish	

intermediaries	 was	 promoted.	 Could	 they	 then	 be	 used	 to	 uncover	 new	 technology	

opportunities?	In	the	case	study	this	question	was	partially	answered,	it	being	suggested	

that	the	Danish	Innovation	Centre	should	attempt	to	uncover	technology	opportunities.	

Considering	the	relatively	few	subsidiaries	of	Danish	water	firms	in	India	(Indian	Trade	

Council,	2015),	the	importance	of	using	these	intermediaries	in	scanning	the	market	for	

technology	opportunity	is	amplified.		

5.4	Developing	localised	solutions	

Conceptions	 of	 “stripping	down”	 and	 “compromising”	 of	 technologies	 were	 mentioned	

numerous	times	in	the	interviews.	Proponents	of	generating	a	mind-set	change	in	India	

were	adamant	that	this	would	solely	result	in	deterioration	of	quality.	Singh	(25:07)	was	

likewise	 unwavering	 in	 dispelling	 negotiating	 with	 the	 quality	 of	 existing	 solutions.	

Corresponding	 to	 frugal	 innovation	 literature,	 he	 rather	 advocated	 a	 clean	 slate	

approach	 where	 solutions	 were	 to	 be	 developed	 in	 India.	 Rather	 than	 reinventing	

technologies,	developing	third-world	products,	as	referred	to	by	Pedersen,	consequently	

appears	the	optimal	advance.	

	

According	 to	 Tiwari	 and	 Herstatt	 (2012b),	 developing	 “good	 enough	 products”	 for	

emerging	markets	have	 the	potential	 to	 be	 offered	 in	basic	 versions,	while	 they	 could	

also	be	“stripped	up”	to	match	individual	wishes.	Similarly,	Das	(20:20)	recognised	that	

such	 a	 strategy	would	 provide	much	 greater	 scope	 for	 trade	 in	 India	 than	 at	 present.	

Rather	 than	 having	 difficulties	 selling	 expensive	 products	 from	 day	 one,	 the	 cost-

innovative	 technologies	 would	 have	 prospects	 of	 being	 upgraded	 and	 could	 thereby	

prove	disruptive	in	their	nature.	

	

Literature	considers	developing	innovations	for	emerging	markets	both	time-consuming	

and	costly.	This	greatly	owes	to	 the	 fact	 that	such	an	approach	requires	building	 long-

term	 partnerships	 (Sinaris	 &	Hart,	 2008).	 In	 light	 of	 a	 lack	 of	 patience	 and	 resources	

amongst	 Danish	 companies,	 as	 noted	 by	 Nielsen	 (6:45),	 it	 does	 not	 bode	well	 for	 the	

prospects	 of	 developing	 localised	 solutions.	 Yet,	 attempting	 to	 generate	 a	 mind-set	
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change	appears	similarly	costly.	As	this	thesis	proposes	Danish	firms	to	enter	India	with	

a	technology	exploration	approach,	the	resources	allocated	to	e.g.	conferences	and	pilot	

projects	could	potentially	compensate	 for	 the	capital	 required	 to	develop	novel,	 frugal	

solutions.	

5.5	Cooperating	with	local	players	

The	 stimulus	 for	 collaborating	with	 Indian	 stakeholders	 can	be	divided	 into	 two	main	

groups:	 those	 related	 to	 seeking	 collaborators	 for	 market	 entry	 and	 those	 related	 to	

contributing	to	the	development	of	new	solutions.	

5.5.1	Market	seeking	collaborators	

At	 present,	 it	 appears	 that	 Danish	 water	 firms	 are	 attempting	 to	 address	 India’s	

uncertainty	and	complexity	by	seeking	out	partner	organisations	that	exercise	capacity	

to	fill	voids	in	the	business	environment.	While	there	are	prospects	of	synergy	effects	in	

Danish-Indian	strategic	alliances	–	portrayed	in	the	case	study	by	the	MOU	between	Anil	

Group	 and	DWF	 -	 the	 author	 conjectures	 this	 to	 be	 a	 strategy	 intending	 to	 overcome	

limitations	 in	the	business	environment	(London	&	Hart,	2004).	 In	similar	 fashion,	 the	

notion	 of	 reaching	 out	 to	 contractors	who	 are	 dedicated	 to	 the	M&O	 of	 a	 project	 is	 a	

tactic	aiming	to	address	gaps	in	the	business	environment.	From	the	lenses	of	this	thesis,	

these	 are	 strategies	 that	 can	 provide	 dividends	 on	 the	 short-term,	 but	 can	 prove	

detrimental	 on	 the	 long-term	 as	 focus	 is	 shifted	 from	 what	 is	 crucial:	 long-term	

competitive	advantage	and	overcoming	the	cost-innovative	global	competition.	

	

Looking	beyond	inter-firm	relationships,	there	is	a	focus	on	reaching	out	to	the	Central	

Government.	 In	 attempting	 to	push	a	Western-style	water	 system,	Danish	water	 firms	

are	 making	 attempts	 to	 evolve	 criteria	 through	 which	 Danish	 firms	 could	 benefit.	 A	

similar	slant,	albeit	on	a	smaller	scale,	is	focused	on	influencing	engineering	consultants	

to	arrange	technical	requirements	in	the	desired	direction	for	Danish	firms.	Intriguingly,	

both	notions	of	attempting	 to	develop	new	standards	 in	 the	system	bears	 tremendous	

resemblance	 to	Ogburn’s	 concept	 of	 social	 inventions	 as	 a	means	 to	 reducing	 the	 lag-

time	of	DOI.	However,	it	appears	they	have	yet	to	generate	the	intended	effect.	

5.5.2	Co-creating	solutions	

In	 outlining	 potential	 collaborators	 to	 co-create	 solutions	 with,	 two	 types	 of	 players	

reoccurred	 in	 the	 interviews:	 local	 companies	 and	 research	 institutes.	 Such	

collaborators	are	orthodox	in	the	light	of	what	Danish	companies	are	accustomed	to.	In	

fact,	 the	 exact	 same	 partnerships	 were	 portrayed	 in	 describing	 how	 the	 Danish	
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innovation	foundation	was	set	up.	While	the	literature	review	specifies	a	focus	on	non-

traditional	 partnerships	 in	 successful	 emerging	 market	 strategies,	 it	 is	 also	 largely	

unsurprising	that	companies	who	do	not	concentrate	efforts	in	innovating	frugally	fail	to	

take	 such	 actors	 into	 account.	 Does	 this	 imply	 that	 the	 firms	 should	 abstain	 from	

collaborating	with	research	institutes	and	local	companies?	According	to	the	author,	this	

is	 not	 automatically	 the	 case,	 as	 there	 is	 evidence	 to	 support	 such	 collaborative	

development.	 In	 analogy	 to	 Baker	 and	 Sinkula’s	 (2002)	 notion	 of	 a	 higher	 learning	

orientation,	it	is	simply	believed	that	questions	should	be	raised	on	whether	the	present	

way	 of	 doing	 things	 is	 ideal.	 Below,	 the	 prospects	 of	 using	 the	 firms	 in	 question	 are	

accounted	for.	

	

Considering	 the	 relative	 novelty	 of	 the	 frugal	 innovation	 field,	 researchers	 are	

constantly	 uncovering	 techniques	 through	 which	 MNCs	 can	 oppose	 emerging	 market	

challengers.	 Interestingly,	 Williamson	 (2010)	 has	 recognised	 the	 use	 of	 alliances	

through	 which	 the	 strengths	 of	 established	MNCs	 could	 be	 combined	 with	 the	 frugal	

innovation	advantages	being	built	by	emerging	market	companies.	Devi	(4:19)	likewise	

supports	such	an	advance,	but	given	the	existing	mind-set	of	the	Danish	water	sector,	he	

follows	up	with	two	vital	ingredients	for	such	a	partnership:	entering	the	alliance	as	an	

equal	 partner	 and	 internalising	 processes	 between	 the	 companies.	 Both	 conceptions	

play	a	prominent	role	in	the	OI	era.	As	noted,	external	knowledge	is	on	par	with	internal	

knowledge	(Chesbrough,	2005).	Meanwhile	firms	tend	to	join	alliances	partially	due	to	

the	 absorptive	 capacity	 of	 internalising	 the	 partner’s	 skills.	 Once	 internalised,	 these	

skills	can	be	applied	to	new	geographic	markets	(Hammel,	1991).	Consequently,	rather	

than	 perceiving	 alliances	 as	 a	means	 to	 trading	 access,	 firms	would	 be	 able	 to	 secure	

external	 skills.	 This	 would	 allow	 for	 the	 previously	 mentioned	 transferability	 of	

solutions	and	business	models.	

	

Making	 further	 use	 of	 India’s	 NIS,	 the	 interviewees	 highlighted	 cooperating	 with	

prominent	 research	 institutes	 to	 co-create	 solutions.	The	 Indian	government	 is	 indeed	

promoting	 the	 use	 of	 research	 institutes	 to	 come	 up	 with	 frugal	 solutions	 (Bound	 &	

Thornton,	 2012).	 In	 revealing	 the	 current	 Five	 Year	 Plan,	 Former	 Prime	 Minister	

Manmohan	Singh	clarified	the	drivers	of	science	and	innovation	policy,	“Research	should	

be	directed	 towards	providing	 frugal	 solutions	 to	our	 chronic	problem	of	providing	 food	

energy	and	water	security	to	our	people”	(Bound	&	Thornton,	2012).	According	to	Tiwari	

and	 Herstatt	 (2012b),	 the	 involvement	 of	 prestigious	 Indian	 institutes	 acts	 as	 a	

reassurance	to	potential	costumers	–	a	view	Das	likewise	brought	up	in	the	case	study.	
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5.6	Empirical	framework	

In	 summarising	 the	 case	 study,	 the	 author	 illustrated	 two	different	 advances	 to	 India,	

which	 were	 recognised	 as	 the	 current	 strategy	 and	 the	 alternative	 strategy.	 After	

scrutinising	 these	 approaches,	 the	 former	 has	 been	 typified	 as	 embedded	 in	 a	 pro-

innovation	 bias.	 Where	 the	 prospects	 of	 the	 current	 strategy	 lack	 transparency,	 it	 is	

believed	 there	 are	 far	 more	 meaningful	 outlooks	 in	 uncovering	 technology	

opportunities.	 As	 the	 objective	 of	 the	 empirical	 framework	 aims	 to	 contribute	 with	

practical	suggestions	for	Danish	water	companies,	the	author	abstains	from	integrating	

the	phenomena	of	generating	a	mind-set	change	in	India.	As	innovation	processes	can	be	

split	 into	 technology	 exploration	 and	 technology	 exploitation	 (Lee	 et	 al.,	 2010),	 the	

empirical	framework	will	concentrate	on	exploring	new	technology	opportunities.		

	

As	noted	in	the	methodology,	GT	analysis	gains	precedence	if	concepts	are	supported	by	

analogy	to	theories	already	derived	in	literature	(Haig,	1995).	Consequently,	recognised	

concepts	with	 roots	 in	 literature	will	 be	prioritised	over	 the	 concepts	provided	 in	 the	

case	study	when	these	resemble	each	other	to	a	significant	degree.	

Where	 the	 narrative	 in	 the	 case	 study	was	 grounded	 on	 assessing	whether	 or	 not	 to	

enter	 the	 market,	 the	 author	 considered	 this	 notion	 ill	 defined.	 Nielsen	 however	

provided	 a	 tangible	 foundation	 for	 such	 an	 assessment:	 Making	 up	 one’s	 mind	 on	

whether	you	are	willing	to	adapt	to	the	market.	The	author	drew	parallels	with	such	a	

perception	and	Rogers’	(1983)	conception	of	a	pro-innovation	bias.	Therefore,	the	first	

Evaluate	the	pro-
innovation	bias	and	

enter	India	with	an	open	
mind-set

•Uncover	opportunities	in	India,	rather	than	decrease	
weaknesses
•Align	mind-set	with	patience	and	resources
•Motivation	based	on	transferability	of	solutions	to	other	
emerging	markets	and	opposing	cost-innovation	challengers

Enter	an	
intermediated	
network

•Expenses	are	allocated	on	multiple	players
•SMEs	have	the	advantage	of	joining	forces	with	large	
players
•Danish	intermediaries	with	ground	realities	can	
assist	in	exploring	technology	opportunities

Make	use	of	India’s	NIS	
in	developing	localised

solutions

•Ally	with	local	companies	
experienced	in	developing	frugal	
innovations
•Collaborate	with	Indian	research	
institutes

Figure	9:	Empirical	framework	
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part	 of	 the	 empirical	 framework	 is	 called	 Evaluate	 the	 pro-innovation	 bias	 and	 enter	

India	with	an	open	mind-set.	

	

In	 the	 case	 study,	 going	 together	 as	 a	 Danish	 consortium	 was	 advocated	 as	 an	

advantageous	tactic	-	a	causative	factor	being	the	Danish	intermediaries	located	in	India.	

The	 second	 step	 has	 therefore	 been	 renamed	 Enter	 an	 intermediated	 network,	

contributing	to	the	conceptualisation	made	by	Lee	et	al.	(2010).	

	

Although	 opening	 up	 for	 local	 technology	 opportunities	 is	 an	 instrumentally	 positive	

change	as	opposed	to	the	current	course	of	action,	the	potential	collaborators	depicted	

in	 the	 case	 study	 are	 generally	 considered	 orthodox	 and	 grounded	 in	 the	 systems	 of	

innovation	era.	While	the	author	proposes	Danish	water	firms	to	encompass	further	co-

collaborator	 possibilities,	 the	 analysis	 does	 expose	 prospects	 of	 collaborating	 with	

research	institutes	and	local	companies	in	developing	frugal	solutions.	
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6.	Discussion	&	conclusion	
This	 chapter	will	 initially	 focus	 on	 synthesising	 the	 theoretical	 and	 empirical	 findings	

into	a	final	framework.	In	accordance	with	the	thesis’	pragmatist	roots,	the	objective	is	

to	 present	 a	 process-model,	 which	 Danish	 water	 firms	 can	 take	 insights	 from	 in	

internationalising	 to	 India.	The	summary	 from	 the	 literature	 review	and	 the	empirical	

framework	 will	 initially	 be	 recapitulated,	 whereupon	 these	 will	 be	 synthesised	 to	

contribute	 to	 the	 final	 framework.	 The	 final	 framework	 acts	 as	 the	 answer	 to	 the	

research	 question.	 Thereafter,	 the	 thesis’	 theoretical	 contributions,	 suggestions	 for	

further	research	and	its	limitations	will	be	accounted	for.		

6.1	Recapitulation	of	theoretical	findings	

As	the	focal	point	of	this	thesis	is	based	on	investigating	developed	market	companies	in	

a	developing	market	context,	the	author	deemed	it	necessary	to	conclude	the	literature	

review	by	 comparing	 the	 contemporary	notion	of	 innovating	 for	 emerging	markets	 as	

opposed	 to	 previous	 innovation	 studies.	 Attentiveness	 to	 disruptive	 and	 frugal	

innovations	 has	 increased	 the	 awareness	 of	 developing	 technology	 for	 low-income	

groups	in	these	markets.		

	

The	 4-5	 billion	 people	 at	 the	 BOP	 are	 generally	 considered	 the	 real	 source	 of	market	

potential	in	developing	innovations	for	emerging	markets.	A	large	share	of	the	literature	

on	 BOP	 innovation	 focuses	 on	 co-creation	 strategies	 through	 which	 ecosystems	 are	

built.	 Such	 an	 ecosystem	 signifies	 collaboration	with	 non-traditional	 partners	 such	 as	

the	 local	 community,	 civil	 society	 organisations,	 social	 development	players,	 and	 local	

entrepreneurs.	 This	 sociotechnical	 system	 contrasts	 significantly	 with	 the	 more	

traditional	 NIS	 perspective,	 where	 innovations	 are	 heavily	 influenced	 by	 national	

government	policies,	strong	networks	between	major	companies,	and	collaborating	with	

technical	 and	 scientific	 institutions.	 Consequently,	 innovating	 for	 the	 BOP	 typically	

involves	unlearning	orthodox	ways	of	doing	things.	The	most	imperative	asset	MNCs	can	

bring	to	emerging	markets	is	an	open	mind-set.			

	

Where	 the	 notion	 of	 re-invention	 has	 a	 long-standing	 tradition	 in	 innovation	 studies,	

innovating	 for	 the	 BOP	 denotes	 companies	 to	 adopts	 a	 clean-slate	 approach.	 Firms	

should	thereby	integrate	needs	of	the	market	as	a	starting	point	and	work	backwards	to	

develop	 appropriate	 solutions.	 In	 an	 emerging	 market	 context,	 business	 model	
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innovation	is	considered	paramount,	as	the	business	models	established	in	a	developed	

market	context	cannot	possibly	fulfil	the	needs	of	the	BOP.	

6.2	Recapitulation	of	empirical	framework	

The	case	study	exposed	dissimilar	interpretations	on	how	the	prospects	of	India	should	

be	perceived.	Where	the	current	advance	of	Danish	water	firms	is	entrenched	in	a	pro-

innovation	 bias,	 an	 alternative	 strategy	 was	 grounded	 on	 exploring	 technology	

opportunities.	The	current	strategy	was	deliberately	left	out	of	the	empirical	framework,	

as	the	prospects	of	this	tactic	were	largely	unapparent.	The	author	rather	considers	this	

mind-set	the	principal	shortcoming	of	Danish	water	firms	approach	to	India.		

	

In	conformity	with	Nielsen’s	recommendation,	the	first	step	of	the	empirical	framework	

is	built	on	accepting	India	as	a	market	that	requires	comprehensive	adaptation.	Danish	

firms	are	 therefore	to	evaluate	 their	pro-innovation	bias	and	enter	 India	with	an	open	

mind-set.	 Given	 limitations	 in	 resources	 and	 patience	 amongst	 Danish	 players,	 these	

should	 be	 aligned	 with	 the	 more	 open	 mind-set.	 This	 is	 important	 due	 to	 the	

comprehensive	time	and	investment	developing	 local	solutions	requires.	The	 incentive	

for	such	an	operation	 is	based	on	using	 India	as	a	 lead	market	 for	 innovating	 frugally,	

with	 prospects	 of	 transferring	 solutions	 to	 comparable	 markets.	 Furthermore,	 such	

innovations	 could	 prove	 disruptive	 in	 their	 nature	 and	 trickle	 up	 to	 the	 stratums	 of	

society	Danish	firms	currently	target.	

	

Using	 an	 intermediated	network	 in	 India	was	 recommended	 for	 three	 reasons;	 1)	 the	

many	SME’s	in	the	Danish	water	sector,	2)	expenses	can	be	allocated	to	many	players	-	a	

priority	given	the	lack	of	resources	allocated	to	India,	and	3)	the	Danish	intermediaries	

with	 ground	 realities	 can	 be	 used	 as	 market	 scanners	 -	 essential	 due	 to	 a	 lack	 of	

subsidiaries	in	India.		

	

Lastly,	Danish	 firms	should	make	use	of	 India’s	NIS	by	co-creating	solutions	with	 local	

companies	and	research	institutes.	Albeit	this	is	hardly	a	new	innovation	phenomenon,	

literature	 does	 indicate	 the	 prospects	 of	 such	 partnerships.	 Internalising	 the	 skills	 of	

collaborators	 with	 experience	 in	 developing	 frugal	 innovation	 could	 ensure	 the	

transferability	of	solutions	to	other	emerging	markets.	
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6.3	Synthesis	

Initially,	 the	 similarities	 of	 the	 empirical	 framework	 and	 theoretical	 findings	 are	

accounted	 for,	 whereupon	 the	 differences	 are	 expounded	 on.	 The	 latter	 part	 has	 a	

particular	 focus	on	 combining	 these	 elements	 to	 form	a	 connected	whole	 for	 the	 final	

framework.	

	

Similarities	

In	light	of	the	approach	put	forward	in	the	empirical	framework,	several	phenomena	are	

uniform	 to	 the	 theoretical	 findings	 on	 emerging	 market	 innovation.	 The	 concept	 of	

entering	 an	 emerging	 market	 context	 with	 an	 open	mind-set	 is	 fundamental	 in	 both.	

Given	the	case	findings,	a	more	open	mind-set	is	considered	vital	if	Danish	firms	are	to	

be	successful	in	India.	

	

After	 interviewees	 brought	 forward	 considerations	 of	 stripping	 down	 and	

compromising	 existing	 technologies,	 the	 notion	 of	 developing	 a	 third-world	product	in	

India	appeared	a	more	 feasible	solution.	This	concept	bears	 resemblance	 to	 the	clean-

slate	approach	advocated	 in	 frugal	 innovation	 literature.	 In	 the	 case	 study,	 it	was	also	

manifested	 that	 there	were	greater	prospects	of	upgrading	 these	 frugal	 innovations	 to	

higher	stratums	of	society	than	having	difficulties	selling	expensive	solutions	from	day	

one.	 For	 this	 reason,	 these	 innovations	 should	 be	 thought	 of	 as	 disruptive	 in	 their	

nature.	

	

Differences	

The	most	 notable	 outcome	 of	 the	 empirical	 framework	 as	 opposed	 to	 the	 theoretical	

findings	is	the	absence	of	a	broader	perspective	on	co-creation	collaborators.	The	notion	

of	 building	 local	 ecosystems	with	 non-traditional	 partners	 is	 entirely	 absent	 from	 the	

mind-set	of	the	interviewees.	While	the	analysis	attests	prospects	of	collaborating	with	

local	companies	and	research	institutes,	this	follows	a	traditional	systems	of	innovation	

perspective,	 which	 has	 conventionally	 focused	 on	 identifying	 large,	 formal	

organisations.	In	thinking	conventionally,	Danish	firms	are	at	risk	of	being	too	narrow-

minded.	Essentially,	they	are	failing	to	unlearn	their	traditional	approaches,	considered	

imperative	 in	 emerging	 market	 innovation.	 Consequently,	 the	 final	 framework	 will	

include	 the	 concept	 of	 building	 ecosystems	 with	 non-traditional	 partners,	 through	

which	co-creation	strategies	and	novel	business	models	help	local	entrepreneurs	serve	

the	market.	
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6.4	Final	Framework	

The	final	framework	acts	as	an	answer	to	the	research	question:	

	

	

	

	

	

	

How	should	Danish	water	companies	manage	their	

innovation	processes	in	concern	to	the	Indian	market?	

	

Figure	10:	Final	framework	
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On	 the	 grounds	 that	 innovation	 processes	 can	 be	 split	 into	 two	 parts	 –	 technology	

exploration	 and	 technology	 exploitation	 (Lee	 et	 al.,	 2010),	 the	 author	 has	 measured	

uncovering	 technology	 opportunities	 as	 a	 necessary	means	 for	 success	 on	 the	 Indian	

market.	Consequently,	the	innovation	process	illustrated	in	the	final	framework	is	solely	

constructed	from	a	technology	exploration	perspective.	

	

Given	 the	 pragmatist	 foundation	 of	 this	 research,	 the	 research	 finding’s	 practical	

consequences	were	imperative	for	the	outcome	of	this	paper	(Saunders	et	al.,	2012).	The	

final	 framework	 acts	 as	 a	 process-model,	 which	 the	 author	 imagines	 actors	 on	 the	

Danish	water	 scene	 could	 beneficially	 gain	 insights	 from.	 Above	 all,	 this	 could	 ensure	

that	 the	 understanding	 of	 the	 Indian	 market	 is	 not	 so	 deeply	 embedded	 in	 a	 pro-

innovation	bias	as	at	present.		

	

Taking	the	findings	from	the	case	study	into	account,	the	first	step	of	the	model	requires	

Danish	 companies	 to	 evaluate	 their	 pro-innovation	 bias	 and	 enter	 India	with	 an	 open	

mind-set.	The	significance	hereof	 is	grounded	on	 the	 large	adaptation	requirements	 in	

India.	While	 the	 current	 strategy	may	enable	profits	 on	 the	 short-term,	 it	 could	prove	

detrimental	 in	 the	 long-term.	 This	 greatly	 owes	 to	 competitive	 forces	 at	 play	 in	

emerging	markets,	where	local	companies	are	coming	up	with	cost-innovative	solutions.	

In	 anticipating	 a	 Western	 business	 environment	 to	 develop,	 Danish	 firms	 are	 solely	

providing	 emerging	 market	 companies	 more	 time	 to	 leapfrog	 their	 advantages.	 The	

ideal	 stance	 on	 India	 should	 therefore	 be	 grounded	 on	 uncovering	 technology	

opportunities.	As	the	main	advantage	of	India	is	based	on	developing	innovations	with	

dramatically	 improved	price-performances,	 innovating	 frugally	should	be	the	principal	

emphasis.		

	

In	the	case	study,	it	was	depicted	that	the	resources	and	patience	allocated	to	India	were	

limited.	Coinciding	with	aligning	one’s	mind-set	to	uncovering	technology	opportunities,	

it	is	equally	imperative	that	firms	grasp	such	an	advance	to	be	both	expensive	and	long-

term.	 Entering	 India	 in	 this	manner	 therefore	 calls	 for	 resources	 to	 support	 the	 open	

mind-set.	The	motivation	 for	moving	 forward	 in	 this	way	 is	based	on	using	 India	 as	 a	

lead	 market.	 Correspondingly,	 the	 solutions	 could	 also	 be	 upgraded	 on,	 thereby	

providing	the	means	for	creative	destruction.		

	

The	second	step	of	the	framework	rests	on	going	together	as	an	intermediated	network.	

Given	the	complexity	of	the	Indian	market,	as	well	as	the	fact	that	the	large	majority	of	
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Danish	water	companies	are	SMEs,	 this	 is	considered	a	beneficial	advance.	The	author	

advises	 Danish	 companies	 to	 enter	 the	 market	 as	 an	 intermediated	 network	 as	

advocated	in	OI	literature.	The	Danish	nature	of	the	network	is	attributed	to	the	fact	that	

there	are	several	intermediaries	on	the	market	devoted	to	providing	services	for	Danish	

companies.	As	the	innovation	processes	of	the	final	framework	is	rooted	in	a	technology	

exploration	 approach,	 the	 intermediaries	 should	 assist	 Danish	 companies	 in	 finding	

potential	partners	through	which	co-creation	possibilities	could	be	explored,	

	

The	final	step	of	the	framework	is	based	on	countering	the	emerging	market	companies,	

developing	cost-innovative	solutions.	 It	 is	 therefore	called	Meeting	the	challenge.	Three	

socio-technical	possibilities	are	provided:	1)	allying	with	local	companies,	2)	making	use	

of	 local	 research	 institutes,	 and	 3)	 building	 local	 ecosystems	 with	 non-traditional	

partners.	Where	the	first	two	came	to	light	from	the	empirical	data,	the	author	proposes	

Danish	 firms	 to	 think	 in	 more	 unconventional	 lines.	 In	 this	 vein,	 it	 was	 noted	 that	

literature	advocates	building	ecosystems	with	non-traditional	partners.		

6.5	Contributions	

While	 the	 thesis	 contributes	 to	 literature	 on	MNCs	 developing	 cost-effective	 solutions	

for	 emerging	 markets	 (London	 &	 Hart,	 2004;	 Ojha,	 2012;	 Rai	 et	 al.,	 2010;	 Tiwari	 &	

Herstatt,	 2012a),	 noteworthy	 dissimilarities	 from	 other	 publications	 on	 BOP	

innovations	 prevail.	 Where	 these	 typically	 are	 based	 on	 case	 studies	 where	 the	

phenomenon	of	frugal	innovation	is	apparent,	the	case	companies	in	this	thesis	have	yet	

to	accept	localising	solutions	in	their	internationalisation	portfolio.	This	set-up	is	largely	

grounded	on	 the	 fact	 that	 the	 research	 focus	 emerged	after	 the	data	 collection	begun.	

The	 author’s	 initial	 disposition,	 on	 uncovering	 how	 Danish	 water	 companies	 should	

diffuse	existing	technologies	in	India,	was	found	to	be	unwarranted	due	to	interviewees	

advocating	the	development	of	localised	innovations.	Consequently,	the	primary	focus	of	

the	 case	 study	 became	 the	 notion	 of	 the	 Danish	 water	 industry’s	 present	 practice	 of	

making	 an	 attempt	 to	 generate	 a	 mind-set	 change	 in	 India	 versus	 coming	 up	 with	 a	

localised	 solution.	Upon	analysing	 the	 former,	 it	was	 clear	 to	 the	 author	 that	 this	was	

entrenched	 in	 a	 traditional	 technology	 transfer	 endeavour,	 whereas	 the	 latter	 more	

ingrained	 in	 more	 recent	 innovation	 concepts	 such	 as	 open	 innovation,	 co-creation,	

frugal	and	disruptive	innovation.	Accordingly,	the	outcome	of	this	thesis	 is	 in	 line	with	

criticism	of	 the	emerging	market	strategies	of	MNCs	 that	almost	exclusively	 target	 the	

wealthy	elite	(London	&	Hart,	2004,	Rai	et	al.,	2010).	The	motive	for	adapting	business	

models	 and	 solutions	 in	 India	 due	 to	 transferability	 to	 other	 emerging	 markets	
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contributes	 to	 Tiwari	 and	 Herstatt’s	 (2012a)	 conceptions	 of	 making	 use	 of	 India’s	

potential	as	a	lead	market	for	frugal	innovations.		

	

While	theoretical	contributions	typically	rest	on	a	scholar’s	ability	to	produce	thinking	

that	is	original,	revelatory	and	surprising	(Gorley	&	Gioia,	2012),	the	author	has	rather	

focused	on	the	pragmatic	aspects	of	the	phenomena.	Thereby	the	findings	are	oriented	

towards	 improving	 the	 current	 managerial	 practice	 of	 the	 Danish	 water	 practioners.	

This	 form	 of	 theoretical	 contribution,	 called	 practical	 utility,	 is	 seen	 as	 arising	 when	

theory	 can	 be	 directly	 applied	 to	 the	 problems	 practicing	 managers	 and	 other	

organisational	actors	face	(Gorley	&	Gioia,	2012).	In	this	context,	the	author	has	come	up	

with	a	framework	emphasising	a	change	in	mind-set	amongst	Danish	water	companies	

as	 a	 paramount	 necessity	 upon	 entering	 the	 Indian	 market.	 As	 noted	 in	 the	

methodology,	one	objective	of	GT	analysis	is	to	uncover	basic	social	problems	of	a	group	

–	the	argument	in	this	thesis	being	that	a	pro-innovation	bias	is	heavily	ingrained	in	the	

mind-set	of	the	Danish	water	sector’s	approach	to	India.	This	being	the	focal	point	of	the	

thesis,	the	author	acknowledges	that	much	more	is	required	in	concern	to	investigating	

innovation	processes	for	India.	Consequently,	 the	author	will	suggest	a	couple	of	areas	

for	further	research	in	the	subsequent	section.		

6.6	Suggestions	for	further	research	

Given	 India’s	 dependency	 on	 subsidies	 for	 funding	 their	water	 supply,	 there	 is	 logical	

basis	 for	 introducing	 sustainable	 business	 model	 innovations.	 While	 business	 model	

innovation	 was	 recommended	 in	 the	 case	 study,	 the	 concept,	 so	 heavily	 ingrained	 in	

contemporary	 innovation	 literature,	 was	 otherwise	 largely	 supressed.	 The	 author	

believes	 this	 to	 be	 due	 to	 the	 interviewees’	 inexperience	 with	 developing	 business	

models	 and	value	propositions	 specifically	 for	 the	 Indian	market.	 This	 inexperience	 is	

considered	the	main	 limitation	of	 the	 final	 framework.	Despite	this,	 it	was	possible	 for	

the	 author	 to	 come	 up	 with	 a	 process-model	 attained	 via	 suggestions	 from	 the	

interviewees	 as	 well	 as	 theoretical	 literature.	 This	 is	 closely	 connected	 to	 Strübing’s	

(1998)	 notion	 of	 developing	 problem-solving	 theories	 based	 on	 logical	 inference,	

creative	 guesswork	 and	previous	knowledge.	However,	much	more	 could	be	 added	 to	

the	 final	 framework.	 Importantly,	 further	 research	 should	 use	 theoretical	 sampling	 to	

build	 a	 case	 study	 on	 the	 Indian	water	 sector	 in	which	 the	 phenomenon	 of	 emerging	

market	 innovation	 is	 transparently	 observable.	 The	 author	 believes	 that	 using	 highly	

knowledgeable	 informants,	 with	 experience	 in	 developing	 frugal	 innovations	 for	 the	

Indian	 water	 industry,	 could	 enable	 a	 more	 rounded	 perspective	 on	 how	 water	



	
72	

companies	 can	manage	 their	 innovation	processes	 for	 India	 –	 especially	 in	 concern	 to	

the	development	of	business	model	innovations.		

	

Given	the	exploratory	nature	of	the	thesis,	there	is	plenty	of	scope	for	further	research.	

The	author	proposes	a	few	in	table	eight.	

Additional	suggestions	for	further	research	

Subsidiary	

strategy	

The	concept	of	a	subsidiary	strategy	for	Danish	water	companies	in	

India	should	be	assessed.	Research	on	this	topic	is	fairly	fragmented.	

Where	Williamson	(2010)	proclaims	that	successful	MNCS	are	given	

autonomy	to	experiment	with	cost-innovative	methods,	London	and	

Hart	(2004)	contrarily	indicate	that	poorly	performing	firms	tend	to	

rely	too	heavily	on	subsidiaries.		

Geographical	

segmentation	

India	is	not	one	market;	rather	it	can	be	sub-divided	into	a	large	array	of	

geographic	markets	(Krishnan,	2010).	While	this	thesis	suggests	

intermediaries	to	function	as	market	scanners,	the	author	also	advises	

further	research	to	look	into	specific	regions	to	be	targeted	in	coming	up	

with	frugal	solutions.		

Smart	Cities	

The	notion	of	Danish	companies	having	solutions	for	smart	cities	in	

India	was	set	forth	in	the	case	study.	Due	to	common	price-points	of	the	

Indian	market,	The	Indian	Ministry	of	Urban	Development	(2015)	has	

advocated	the	need	for	companies	to	come	up	with	frugal	innovations	

for	smart	cities	and	promoted	intense	citizen	engagement	in	coming	up	

with	these.	Consequently,	user-driven	open	innovation	ecosystems	in	

smart	cities	are	gaining	prominence	in	recent	literature	(Lea	et	al.,	

2015).	Further	research	could	assess	the	possibilities	of	Danish	

companies	taking	the	lead	in	building	such	ecosystems.	

Technology	

exploitation	

Where	the	final	framework	primarily	has	a	view	to	uncover	technology	

opportunities,	it	is	also	noted	that	uncovering	market	opportunities	is	

an	important	innovation	process	(Lee	et	al.,	2010).	Consequently,	

further	research	could	be	grounded	on	uncovering	how	MNCs	in	the	

water	industry,	having	developed	frugal	innovations,	could	trigger	the	

volume-potential	and	transferability	of	business	models	that	enable	

sufficient	profit	incentives	despite	thin	margins	(Tiwari	&	Herstatt,	

2012a).	

Table	8:	Additional	suggestions	for	further	research	
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6.7	Limitations		

The	author	recognises	that	the	thesis	has	made	industry-wide	conclusions	based	on	just	

seven	interviews.	The	aim	was	nevertheless	not	grounded	on	generalising,	but	rather	to	

gain	 a	 deep	 understanding	 of	 the	 phenomena	 under	 investigation	 (Corbin	 &	 Strauss,	

2008).	 A	 lack	 of	 Indian	 subsidiaries	 of	 Danish	 water	 firms	 further	 restricted	 the	

possibilities	of	reaching	out	to	further	case	companies5.	This	also	encouraged	the	author	

to	make	use	of	industry	experts,	who	are	acquainted	to	Danish	water	firms	not	engaged	

in	FDI	in	India.		

	

While	the	author	has	attempted	to	be	self-critical	throughout	the	process	of	writing	the	

thesis,	 it	 is	 also	 recognised	 that	 this	 kind	 of	 research	 is	 very	 subjective	 (Corbin	 &	

Strauss,	 2008).	 As	 the	 interviews	 were	 conducted	 after	 the	 author	 had	 prepared	 a	

comprehensive	 literature	 review,	 the	 author	 acknowledges	 that	 this	 knowledge	 has	

directed	the	research	(Charmaz,	2008).	

6.8	Conclusion	

The	 author	 commenced	 the	 thesis	 with	 the	 overarching	 aim	 of	 outlining	 practical	

suggestions	 on	 how	Danish	water	 companies	 should	 focus	 their	 efforts	 on	 the	 Indian	

market.	Using	grounded	theory	to	devise	a	case	study	on	Danish	firms	within	the	Indian	

water	sector,	the	empirical	data	revealed	there	to	be	greatly	contrasting	standpoints	on	

moving	 forward	 in	 India.	 This	 resulted	 in	 the	 prominent	 narrative	 of	 the	 case	 study:	

generating	a	mind-set	change	in	India	versus	developing	localised	solutions.	The	former	

is	grounded	on	diffusing	existing	solutions	and	transferring	knowledge	 from	the	home	

base.	 The	 author	 considers	 such	 a	 mind-set	 the	 biggest	 weakness	 of	 Danish	 water	

companies’	approach	to	India,	as	it	is	entrenched	in	a	pro-innovation	bias.		

	

The	 final	 framework	acts	as	an	answer	 to	 the	research	question	on	how	Danish	water	

companies	 should	 manage	 their	 innovation	 processes	 for	 India.	 While	 a	 lot	 remains	

uncovered,	 the	 framework	 provides	 a	 practical	 process-model,	 which	 Danish	 water	

companies	 could	 make	 use	 of	 in	 internationalising	 to	 India.	 On	 the	 grounds	 that	

innovation	processes	can	serve	either	technology	exploration	or	technology	exploitation	

prospects,	this	thesis	advocates	Danish	firms	to	uncover	possibilities	in	the	the	former.	

	

	

																																																								
5	The	author	reached	out	to	all	the	Danish	water	firms	engaged	in	FDI	in	India	(only	the	three	case	companies	wished	to	
participate)	
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8.	Appendices	

	

Appendix	1:	Interview	guide	
	
	
	
	
	
	
	
	
	

	

Appendix	2:	Interview	recordings	

The	interview	recordings	can	be	found	in	the	attached	USB.	

	
	

Interview	guide	

Interviewee	
Date	
(2016)	 Manner	of	interview	

Devi	 January	18	 Skype	
Jensen	 January	18	 Face-to-face	
Hansen	 January	21	 Face-to-face	
Das	 January	22	 Skype	
Singh	 January	25	 Skype	
Pedersen	 February	3	 Skype	
Nielsen	 February	4	 Face-to-face	


