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Abstract 
The world's need for energy is increasing while we realize the consequences of existing 

unsustainable methods for energy production. Wind power is a potential partial solution, but it 

is a relatively new source of energy. Advances in technology and innovation can be one 

solution, but the wind energy industry is embracing them too slow due to, among other reasons, 

lack of incentives in terms of the added value provided. Collaboration and big data may 

possibly provide a key to overcome this. However, to our knowledge, this research area has 

received little attention, especially in the context of the wind energy industry.  

 

The purpose of this study is to explore value as a motivating factor for potential big data 

collaboration via a collaborative network. This will be explored within the context of big data 

collaboration, and the collaborative network for wind asset owners O2O WIND International. 

A cross sectional, multi-method qualitative single in-depth case study is conducted. The data 

collected and analyzed is based on four semi-structured interviews and a set of rich 

documentary secondary data on the 25 of the participants in the collaborative network in the 

form of 3866 pages and 124 web pages visited. 

 

The main findings are as follows. The 25 participants of the collaborative network were 

evaluated and their approach to three different types of value were visualized through a novel 

model: A three-dimensional value approach space. From this visualization clusters of 

participants resulting in 6 different approaches to value can be distinguished amongst the 25 

participants. 

 

Furthermore, 14 different categories of value as the participants express are possible to create 

through the collaborative network has been identified. These values have been categorized 

based on fundamental types of value, their dimensions and four value processes. As well as 

analyzed for patterns and similarities amongst them. The classification results in a unique 

categorization of participants of a collaborative network. These categories prove as customer  

segments that the focal firm of the collaborative network can target. 

 

The interviews resulted in insights about the current state of the industry, existing and future 

market problems and needs as well as existing and future market opportunities. Then possible 

business model implications originating from our findings, for the focal firm behind the 

collaborative network O2O WIND International as well as the participants of the collaboration, 

has been discussed. We conclude that big data and collaborative networks has potential for 

value creation in the wind power sector, if the business model of those involved takes it into 

account. However, more future research is necessary, and suggestions are made. 

 

Keywords: Collaborative networks, Business model, Value creation, Value mapping, Wind 

asset owners, Big data.   
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1. Introduction 

The purpose of this chapter is to provide background information about the phenomenon of big 

data within the wind power sector (SNI 35.110 Generation of electricity). Thereafter, the 

problem area will be presented, and the purpose of this study will be explained. Finally, we 

have concluded the chapter by presenting the research question for this thesis. As well as 

providing an explanation of the overall layout for this piece of work. 

1.1 Background 

Sustainability is one of today's most recognized topics of conversation, and the need for 

renewable energy to achieve a sustainable society is a common subcategory. However, in 2016 

81% of the world’s total energy supply still comes from non-renewable energy sources while 

only 0.069% of the energy supply come from wind power (International Energy Agency, 

2018). Projections show that the world's energy consumption will rise by 28% between 2015  

and 2040 (US Energy Administration, 2017).  

 

In parallel the phenomenon of big data has gathered the attention of a large audience over the 

course of the last decade, amongst academics and practitioners (George, et al., 2014). How the 

development has taken place can be seen in Figure 1.1. It shows the recent rise in the number 

of publications about big data. McKinsey Global Institute (2011) has labelled big data as the 

next industrial frontier for innovation, competition and productivity.  

 

Sustainable energy production 

is not an undertaking that lacks 

challenges. The common trend 

in the wind power industry is 

that technology does not 

diffuse fast enough, because of 

slow progress in innovations in 

the area. This is attributed to its 

under responsive innovation 

systems (Negro, et al., 2012) 

and due to the competitive 

conditions, actors are more 

concerned with output capacity than catching up with innovation capabilities. Which means 

that large wind turbine manufacturers within the industry are less likely to bring about 

disruptive innovations (Awate, et al., 2012). 

 

By applying big data, wind power might have an even greater potential, but what is this 

phenomenon? Big data is defined as “information assets characterized by high volume, velocity 

and variety to require specific technology and analytical methods for its transformation into 

value” (Mauro, et al., 2015, p. 103).  
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To be able to create value out of big data, big data analytics is the process of uncovering 

actionable knowledge patterns from it (Wu, Buyya, & Ramamohanarao, 2016). When it comes 

to decisions within organizations, senior decision makers cannot make them based on intuition 

only. Due to the inherent risks, they have to embrace evidence-based decision making. This is 

where this phenomenon can be of value, "Data driven decisions are better decisions —it’s as 

simple as that. " (McAfee, et al., 2012, p.05). Therefore, it has the potential to revolutionize 

management. However, the financial burden involved in acquiring data analytics from a service 

provider might lead to failure of small and medium sized enterprises (McAfee, et al, 2012). An 

example of the role of big data in supporting businesses is provided by a survey by Bloomberg 

Businessweek research. In 2011 it showed that 97% of companies with revenues of more than 

$100 million are using some form of business analytics. It is a 90% increase from 2009, and 

all indications show that the trend will continue. As Corbett (2013) indicated to date, only the 

surface has been scratched when it comes to the potential of big data.  

 

One sector that can create value of big data is wind power. Big data has many potential 

implications in the field of energy management (Zhou, et al., 2016), and also in the field of 

renewable energy generation (Vaccaro, et al., 2010). Wind power operations generate large 

volumes of data because of advancement in sensor technology (Bonomi et. al. 2014). This wind 

power data is a resource that up until now has been locked in and encrypted by the original 

equipment manufacturers of the wind turbines used. To own big data is like possessing a lot of 

valuable resources, it goes to waste unless it is used as a productive factor to accomplish 

something (Sirmon, et al., 2007).  

 

This might change due to a growing interest to benefit from it (Reed, et al., 2012). The use of 

big data opens up a lot of technical possibilities and can provide better support for decision 

making in the wind power sector (Marvuglia & Messineo, 2012). Research suggests that big 

data analytics can improve forecasting, predictive control and integrate renewable energies into 

the energy grid efficiently (Bonomi, et al., 2014; Venayagamoorthy, 2012; Krioukov, 2011). 

Other examples of benefits include power optimization of wind turbines, spatial planning for 

wind farm design and day before energy generation estimations (Kusiak, et al., 2010; Cellura, 

et al., 2008).  

 

1.2 Problem Area 

Since long it’s known that the success of a collaborative network depends “to a great extent on 

its clear definition of expectations by all parties involved” (Hord, 1981). This is where we have 

identified a problem. Neither the expectations or characteristics of those involved in the wind 

asset owners collaborative network, nor the structure or function of the collaborative network 

itself is known.  

 

Starting with the field of collaborative networks. While there are a range of factors that helps 

facilitate the collaboration process and contribute to a successful outcome (Butterfield, et al., 

2004). We have identified a research gap in terms of a lack of insights into how coincides of 
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value and opportunities for value co-creation can motivate actors to engage in a collaboration. 

This research gap means that neither the focal firm nor the participants are aware of all the 

opportunities for value creation.  

 

In parallel, a contemporary global industrial trend is networks forming around the sharing of 

data (Huybrechts & Mertens, 2014). Of which the aforementioned O2O WIND International 

is one example. This means that the notion of a traditional value stream in which the market is 

dependant on firms, to innovate and develop offerings is being challenged and revised 

(Chesbrough, Vanhaverbeke & West, 2006). Here we have identified an empirically derived 

problem, the presence of collaborative networks in general and wind asset owners’ 

collaborative networks in particular is an underexplored area.  

 

However, when it comes to big data it is not possible to rely on single and individual data sets 

for a single company, because they are too small. Gaining larger amounts of data are advocated 

to get reliable results (Marvuglia & Messineo, 2012). This requires collaboration, but wind 

asset owners are cautious (Negro, et al., 2012) and most of them are skeptical or doesn't see the 

value in data (The network owner, Personal communication, December 2018). We had a 

chance to explore a unique platform that has a unique approach for creating value and 

organizing the process of shared value creation amongst multiple individual actors.  

 

Thus, this study has the potential to help provide empirical data and insights to the subject. 

This collaborative network is thereby integrating firms engaging in competition of some form, 

in a collaborative setting, while the focus of this thesis will be on value as a motivating factor 

for engaging in a collaboration. The impact of competition in the collaboration would be 

beyond the scope and purpose of this study.  

 

We continue towards the field of business model value creation, starting with the field of 

business model itself. Despite the presence of many varying definitions, a business model in 

essence explains the logic behind how an organization pursues its goals and manage value, 

which forms a part of their business strategy (Zott, Amit & Massa, 2011).  

 

The emergence of big data analytics and collaborative networks within the wind power sector 

are two of many examples of how the electric energy generation industry is facing a 

fundamental transformation (Richter, 2013). Having an inferior business model which do not 

take this into consideration might leave firms behind in competition (Chesbrough, 2007). 

Companies that lacks a good business model risk losing their goals of delivering and capturing 

value (Teece, 2010). This means that companies need to adapt by updating their business 

models in order to stay relevant and competitive, when new conditions and a new context 

prevails. To explore this, we have chosen to include the concept in order to draw implications 

for the participants. As well as the focal firm of the collaborative network. Thus, gaining 

insights into what scope of adaptation are necessary for the focal firm and the participants 

regarding the benefits of adapting in terms of value created. Adapting your business model is 

nothing unusual, but a task that should be carried out continuously.  

 



 

6 

 

However, in the context of collaborative networks, it is worth pointing out that innovating your 

company’s business model in order to stay competitive, doesn’t necessarily mean that it is a 

question of survival for one company or the other. Furthermore in a data-driven context, it has 

been observed that the nature of competition is no longer as combative, and that there today 

are “concerns with being excluded from participating in adding value to the given stock of 

available data” (Zeng & Glaister, 2018, p.135). The basis of competition is no longer confined 

to the firm level but has been extended to the data network level (ibid).  

 

With the challenges presented there are still convincing precedents, which shows that it can be 

profitable for enterprises to adopt big data analytics as the key driver for value creation 

(Verhoef, et al., 2016) by engaging in networks. To adapt new technologies and participate in 

an external network calls for changes in the existing business model of the firm (Chesbrough, 

2007). However, the existing research focuses on the exploration of ways to create value from 

open big data and the capabilities required to execute the collaborative venture successfully 

(Brown, et al., 2011; Gupta & George, 2016).  

 

At last, we will include the subfield of business model value creation. The research gap 

identified here within both fields is that there has been no clarification of the logic behind how 

an organization pursues its goals and manage value from sharing data, within the setting of a 

wind asset owners’ collaborative network. Which is why we choose to start with exploring the 

expectations of value creation. A long-known factor (Hord, 1981) for the success of a 

collaborative network, and furthermore how value can act as a motivating factor for engaging 

in a collaboration (Chesbrough, Lettl & Ritter, 2018).  

 

This exploration might contribute with additional insights on the path towards understanding 

coopetitive collaborative networks based on the sharing of resources and data. By gaining 

insights into the existing expectations on value creation, this might help the focal firm and the 

participants to find new or better ways of collaborating.  
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1.3 Purpose and research questions 

 

The purpose of this master thesis is to explore value as a motivating factor for potential big 

data collaboration via a collaborative network. This will be explored within the context of big 

data collaboration and a collaborative network for wind asset owners. We are trying to get 

insights in where multiple potential values reside, from the perspective of the participants of a 

collaborative network wind asset owner. This would provide insights on the implications both 

for the focal firm as well as for the participating firms. We aim to accomplish this purpose by  

answering the following two research questions: 

 

● What characterizes each of the identified clusters of participants based on the types of 

value they seek, sources of those values and associated value processes? 

 

● What are the different types of participants based on their expressed values for 

participation on a collaborative network for wind asset owners for potential big data 

collaboration? 

  

Those questions will be explored by an in-depth single case study of the collaborative network 

O2O WIND International and more concretely by mapping the expressed values sought by the 

participants participating on the platform, and their types, sources and associated value 

processes. To gain insights on and understand the motivating factor behind their participation. 

O2O, or Owner to Owner, WIND International is a company whose fundamental idea is to 

enable the benefits of big data within the wind power industry. The founder Mårten Nilsson 

and his company Ecopower Academy Northern Europe has created a collaborative network for 

wind asset owners.  

 

An idea he got after observing that Equinor, back then known as Statoil. Had revealed all of its 

subsurface and production data for the Volve oil field, equivalent to five terabytes of data and 

a cost of 500 million USD to acquire. This data was provided as open source with the successful 

intention to accelerate the innovations in the field of subsurface research. Where the education 

community could use it as real-world datasets, to run analytics and improving the quality of 

their results. 

 

He believed that something similar could be done in the field of wind power. An opportunity 

appeared when Fred. Olsen Energy, a large Norwegian offshore drilling and services company 

that are moving into renewable energies. Developed an electronic control unit for the wind 

turbines in their operations. This unit gave wind asset owners access to sensor data which has 

previously been encrypted by the OEMs (The network owner, Personal communication, 

December 2018), and he had the opportunity to act.  
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1.4 Thesis layout 

 

In Chapter 1: Introduction, we present the background and problem discussion. Leading to the 

presentation of the purpose of our study, as well as the contributions. 

 

In Chapter 2: Theoretical Framework, we present the frame of reference that we use to build 

this research on. This chapter is aimed to reflect what is known and written in the field of 

collaborative networks, business models and value creation to address the research gap we 

present in a full transparency. 

 

In Chapter 3: Methodology, we present how we’ve designed this study and our methodological 

choices, data collection techniques and the reasoning behind them. We also present our 

reasoning behind choosing this case and the elements of ethics.  

 

In Chapter 4: Empirical Setting, we present an overview of the network studied, the focal firm  

behind it and the 25 participants of the network included in this thesis.  

 

In Chapter 5: Findings, we present the findings from the data collected. 

 

In Chapter 6: Discussion, we discuss the meaning of the findings from the data collected and 

compare them to the literature. 

 

In Chapter 7: Conclusions, we present the implications that we derive from reasoning and 

conclude this thesis. We’ll also present the topics we could not address with this research and 

offer future research suggestions. 
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2. Frame of Reference 

The purpose of this chapter is to present the theoretical frame of reference, on which this study 

is based. First, we introduce the concept of collaborative networks and platforms. Followed by 

a section that details value creation through a collaborative network. And later the a section 

that explains the value creation aspects of a business model. At the end of this chapter, we 

present the analytical framework we use for this study. 

2.1 Putting platforms and collaborative networks into context 

The literature differs between different types of collaborations. Camarinha-Matos and 

Afsarmanesh (2006, p. 28) voice that people have “ an intuitive notion of what collaboration 

is about, this concept is often confused with cooperation”. Many people cannot even 

differentiate the two terms. Those authors define “collaboration” as a process in which entities 

share information, resources and responsibilities to jointly plan, implement, and evaluate a 

program of activities to achieve a common goal. Whereas, Hord (1981) states that cooperation 

activities are mutually agreeable but not for the mutual benefit.  

 

However, Camarinha-Matos and Afsarmanesh  (2006, p.30) define  collaborative network 

(CN) as “a network consisting of a variety of entities (e.g. organizations and people) that are 

largely autonomous, geographically distributed, and heterogeneous in terms of their operating 

environment, culture, social capital and goals, but that collaborate to better achieve common 

or compatible goals, and whose interactions are supported by computer network.” 

 

How are platforms different than collaborative networks then? Gawer, et al. (2014) propose 

platforms are unique  because it creates network effects: that is, the platform becomes more 

valuable to the owner and to the users as more users adopt it because of growing access to the 

network of users and often to a growing set of complementary innovations. Gawer, et al. (2014, 

p. 420) define platforms “as products, services, or technologies developed by one or more 

firms, and which serve as foundations upon which a larger number of firms can build further 

complementary innovations and potentially generate network effects.”  

 

However, the definition above comes from the journal of product innovation management. But 

the use of the word “platform” has become very popular in many streams of research. Thomas, 

et al. (2014) in their literature review of platforms identify four streams of platform research. 

Namely, organizational platforms, product family platforms, market intermediary platforms 

and platform ecosystem. However, product family platforms are described by the construct of 

product family, platform as the stable center of a product family leading to derivative products 

(Robertson & Ulrich, 1998). 

 

 

Market intermediary platforms on the other hand is described on the construct of multisided 

market, platform as an intermediary between two or more market participants (Armstrong, 

2006). This stream of research is focused solely on transaction logic which is not suitable for 
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this study. The research on organizational platforms is based on developing dynamic capability, 

platform as organizational capabilities that enable superior performance (Kim & Kogut, 1996). 

But the level of analysis in this stream is limited to the firm level. 

 

Platform ecosystems are described as an architecture that supports a collection of 

complementary assets (Gawer, A., & Henderson, 2007). Here the level of analysis extends to 

the industry and key concepts include network externalities, innovation and modularity.  

 

To address the inconsistency when it comes to organizing the different types of platforms in 

literature, Thomas, et al. (2014) propose a model that illustrates different types of platforms 

based on the meta logic of architectural leverages. The meta logic of architectural leverage 

means the underlying reason for the existence of the platform. For example, a platform to 

coordinate production or transact resources. We intend to use this information to analyze the 

focal firm of this thesis.  The information from the model is compiled in table 2.1 for better 

understanding.  

 

Table 2.1 -  Model of Architectural leverage classifying different types of platforms based on 

Thomas, et al. (2014). 

  

  

 

 

Firm Internal 

 

 

 

 Many to one 

 

 

 

 Many to many 

 

 Production logic 

 

 Internal platforms 

 Supply chain Production 

platforms 

 

 Keiretsu systems 

 

 

 Transaction logic 

 Internal transfer 

platforms / 

 Firm internal 

marketplaces 

  

Supply chain 

marketplaces 

 

 2-sided markets /  

Multi sided markets 

 

 Innovation logic 

 

 Platform investments  

 Innovation oriented 

supply chains 

 Open innovation R&D 

consortia 

 

Multi-logic  

 

     

 Platform ecosystems 

 

 

 

 

Architectural  

open-ness 

Leverage  

logic 
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The term “common goal” used to define collaboration can create a sense of competition 

especially if different firms share their presence in the same market. The notion of competing 

firms collaborating is not new. Firms collaborate to create value and a bigger business for all 

participants but compete in the market to capture that created value is defined as coopetition 

(Ritala & Hurmelinna-Laukkanen, 2009). 

 

Due to the increasing speed and cost of innovation, competing firms collaborate to share 

resources and risk of R&D (For example, Tether, 2002; Arranz and Arroyabe, 2008). 

According to Butterfield, et al. (2004), shared risks and resources are only a part amongst the 

range of factors that facilitate the collaboration process, (e.g. partner interdependence, 

coincidence of values, size and configuration of the collaboration, type and duration of 

interaction, and fit with the environment).  Coincidence of values as the factor that facilitates 

collaboration is severely under researched, which this thesis aims to address.  In order to do 

that, the current literature on value is presented below.  
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2.2 Value creation through a collaborative network 

Despite the extensive use of the word value, Day,& Crask (2000) express that researchers 

cannot agree upon a unified definition of value. Bowman & Ambrosini (2003) address this 

disagreement with their observation that “Value” means different things to different 

stakeholders. They adopt Clarkson, (1995) and Freeman, (1984) work to identify the four 

primary stakeholders of a firm: customers, suppliers, investors and the owners of the firm to 

show what value means to different stakeholders (Table 2.2).  

Stakeholders Value 

 

Customers 

To the customer value can be argued to mean consumer surplus, or colloquially 'value 

for money'. This is a subjective judgement of the use value of the supplied product or 

service, and the price charged for it, its exchange value. 

 

Suppliers 

Suppliers to the firm have a different view of value. They are not acquiring use values, 

rather they are providing them in return for exchange value. So value to the supplier is the 

inverse of value to the customer: 

 

Investors 

Investors supply capital, a monetary sum. This sum is invested on the assumption that 

more money will flow to the investor, that there will be a 'return' on this investment. The 

investor therefore provides exchange value, to capture more exchange value. 

 

Firm 

The firm performs the roles of supplier and customer for an ultimate purpose: to 

return an expanding stream of exchange value to investors. In other words the firm is 

fundamentally a system for the continual expansion of exchange value provided by 

investors. 

Table 2.2 - What does value mean to different stakeholders? (based on Bowman & Ambrosini, 2003) 

 

While table 2.2 shows what value means to different stakeholders, the definitions are 

contingent of one's understanding of the terms use value and exchange value. At an 

organizational level, the term value is used categorized into two modes, use values and 

exchange values. Bowman & Ambrosini (2003, p. 04) clearly define and differentiate the use 

of two types value at an organizational level: 

 

● “Use values (UV) are properties of products and services that provide utility. Inputs 

into the productive process takes the form of inert use values e.g. components such as 

flour or steel, and human inputs. Inert inputs are use value in the form of products, and 

human inputs are use values in the form of performed services or activities. The 

peculiarity of human inputs is their ability to create new use values.”(p.04).  

 

● “Exchange value (EV) is a monetary amount exchanged between the firm and its 

customers or suppliers when use values are traded. Use values are converted into 

exchange value when they are sold in factor markets or product markets. Firms are 

established to generate a profit flow for investors. Profit is exchange value retained 

within the firm, which may be re-invested or passed on to these equity owners.” (p.04). 

 

Lepak, et al. (2007) identify value creation as a central concept in management and 

organization literature in both micro (individual/group) and macro level   (organizational level). 
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The authors also observe a lack of agreement about value creation amongst organizational 

scholars. Makadok & Coff (2002) attribute that to the lack of a clear consensus on the definition 

of value. The modes of value and the meaning of value for different stakeholders is simply not 

enough articulate the concept of value creation. Smith and Colgate (2007) with their attempt to 

create a practical framework for value creation, identify four fundamental types of value and 

the source of information for those types of values. The information is compiled into table 2.3 

to provide an overall picture. 

 

Table 2.3 - Fundamental types of value and their dimensions adopted from  Smith and Colgate (2007). 

Types of value Definitions Sources of value 

Functional/ 

instrumental 

value 

 

Functional/instrumental value is 

concerned with the extent to which a 

product or service has desired 

characteristics, is useful, or performs a 

desired function. 

• Products 

• Interactions 

• Environment 

• Ownership 

  /Possession  Transfer        

Experiential/ 

hedonic value 

 

Experiential/hedonic value is concerned 

with the extent to which a product creates 

appropriate experiences, feelings, and 

emotions for the customer. 

 

• Products 

• Interactions 

• Environment 

• Ownership 

  /Possession  Transfer        

Symbolic/ 

expressive value  

Symbolic/expressive value is concerned 

with the extent to which customers attach 

or associate psychological meaning to a 

product. 

• Products 

• Interactions 

• Environment 

• Ownership 

  /Possession  Transfer        

Cost/sacrifice value To try to maximize, or at least realize 

value benefits, consumers and customers 

also try to minimize 

the costs and other sacrifices that may be 

involved in the purchase, ownership, and 

use of a product. Cost/sacrifice value is 

concerned with these transaction costs. 

• Products 

• Interactions 

• Environment 

• Ownership 

  /Possession  Transfer        

 

 

Chesbrough et al. (2019), define value creation as an actors attempt to increase value and value 

capture as the process of securing financial or nonfinancial return from value creation. Lush & 

Vargo (2014) argue that “every instance of value creation is contextually distinct, every 

occurence is unique”.  
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It is also phenomenologically determined, implying that it is an experiential concept, rather 

than being tied to the service of single actor or to a particular resource. Prahalad & Ramaswamy 

(2004) critique the traditional standpoint that value creation activities reside within the firm. 

Lush & Vargo (2014) claim “value is co-created because resources from multiple sources are 

always integrated to create value”. For this study we are interested in firms developing 

resources through collaborative network. 

 

Chesbrough, et al. (2018) claim that in the innovation literature, there exists a conceptual 

ambiguity of value for whom? as the existence of two value perspectives (use value and 

exchange value) with the processes of value creation and value capture. To take the above-

mentioned conceptual differences the authors construct a two-by-two matrix resulting in 

distinction of four value processes.  

 

Fig. 2.1, illustrates a two-by-two matrix in the horizontal dimension considers how value is 

received (use value or exchange value. The vertical dimension reflects if value is being created 

or captured.  The resulting matrix has four quadrants and each quadrant indicating different 

value processes in relation to open innovation. 

 

Figure 2.1 - Value processes matrix 

 
Value 

Creation 

 

Value  

realization 

 

Value 

Provision 

 
Value  

capture 

 

Value 

partake 

 

Value  

negotiation 

 Use value Exchange value 

 

Value realization - Value creation in the use-value perspective is defined as the actual 

deployment of resources to achieve a goal. The receiver of the value is the actor performing 

the process. In this process, the value potential that is embedded in resources is realized. This 

process is highly idiosyncratic, and it can only be understood individually or on a user segment 

level. 

 

Value provision - Value creation in the value-in-exchange perspective is defined as the 

provision of resources to an exchange partner who values the resource based on later potential 

use. While there is an intent to commercialize the exchanged resource at a later stage, the 

current exchange only offers a potential for later value realization. 
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Value negotiation - Value capture in the value-in-exchange perspective is defined as the 

process of negotiating access to and/ or ownership over resources in return for the provision of 

value to an exchange partner. Based on the provision of resources, actors attempt to ensure 

suitable return in exchange—and these exchanges need to be negotiated. 

 

Value partake - The final quadrant is the one in which value is captured through the value-in-

use of the user. This means that the provider of the resource is dependent upon the user applying 

the resource and finding a mechanism for partaking in the other actor’s value creation. 

 

As this thesis is aimed at exploring value as a motivating factor, the types of values and the 

associated value processes will be used to map the values sought by the participants to conduct 

the analysis and draw implications. 
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2.3 Business models and Value  

In the last three decades, strategy was the foundation of competitive advantage. But business 

model might drive sustaining that advantage in the future (Casadesus-Masanell & Ricart, 

2011). Business models (BM) are "stories that explain how enterprises work" (Magretta, 2002, 

p. 4). Even though there is not a unified definition for BM and the concept is understood 

differently by different authors (Zott, et al., 2011), the definition above is one of the most 

generic and provides the simplest narrative.   

 

The literature is consistent with the importance of a well-designed business model. Chesbrough 

and Rosenbloom (2002, p.534) provide an operational definition with six fundamental 

functions of a business model. According to them the functions of a business model are to:  

i) articulate the value proposition,        

ii) identify a market segment,  

iii) define the structure of the value chain within the firm required to create and distribute the 

offering,  

iv) estimate the cost structure and profit potential of producing the offering,  

v) describe the position of the firm within the value network,                  

vi) formulate the competitive strategy by which the innovating firm will gain and hold 

advantage over rivals.  

 

The literature identifies BM’s in three general categories based on general emphasis i.e, 

economy, operations and strategy (Morris, et al., 2005). The economic level of definition is 

considered the most rudimentary level with the logic concerning profit generation. At an 

operational level, the logic of a business model extends to recognizing non-financial indicators 

as critical to an organization's competitiveness (Mayo & Brown, 1999). The focus is on 

resource flows, knowledge management and production and logistics streams. At the strategic 

level, value creation, partnerships and vision of the company are the focus, Slywotzky (1996) 

refers to BM as ‘‘the totality of how a company selects its customers, defines and differentiates 

its offerings, defines the tasks it will perform itself and those it will outsource, configures its 

resources, goes to market, creates utility for customers and captures profits.” In all three 

categories, it is clear that there are many key elements that are interlinked to form a business 

model.  

 

One of the most widely accepted frameworks to map a business model is the business model 

canvas (Osterwalder & Pigneur, 2010) (Fig. 2.2). Osterwalder's business model canvas propose 

9 building blocks/elements in relation, combined with the objective they help express the 

business logic of a firm (p. 5). These 9 elements are grouped into four distinct bundles that 

serve as a business model pillar as described by Osterwalder (2004): 
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Figure 2.2 - The business model canvas (Osterwalder & Pigneur, 2010, p.44) 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Value proposition: A Value Proposition is an overall view of a company's bundle of products 

and services that are of value to the customer (Osterwalder, 2004). 

 

Customer Interface: Comprises the overall interaction with the customer. It consists of 

customer relationship, customer segments, and distribution channels (Osterwalder, 2004). 

 

Infrastructure Management: Describes the architecture of the company's value creation. It 

includes assets, know how, and partnerships (Osterwalder, 2004). 

 

Revenue Model: Represents the relationship between costs to produce the value proposition 

and the revenues that are generated by offering the value proposition to the customers 

(Osterwalder, 2004). 

 

Since the focus of this thesis is around networks and collaboration, Infrastructure Management 

part will be the subject of study. The infrastructure management is comprised of three building 

blocks: key resources, key activities and key partners.  

 

Key Resources allow an enterprise to create and offer a value proposition. The type of the 

business model dictates the needed key resources. Which can be physical, financial, 

intellectual, or human (Osterwalder & Pigneur, 2010). 

 

Key Activities are the most important activities a company must perform to operate 

successfully. These activities aid in the functions of key resources in addition to helping reach 

markets, maintaining relationships and generating revenues (Osterwalder & Pigneur, 2010). 
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Key partnerships are the network of suppliers and partners that an enterprise create alliances 

to make the business model work, reduce risk and-or acquire resources. We can distinguish 

between four different types of partnerships: Strategic alliances between non-competitors, 

Coopetition: strategic partnerships between competitors, Joint ventures to develop new 

businesses, Buyer-supplier relationships to assure reliable supplies (Osterwalder & Pigneur, 

2010). 

 

We are interested in a mix of strategic alliance between non-competitors and Coopetition: 

strategic partnerships between competitors. Fielt (2013) claims The BMC finds itself most 

effective when used as a tool to describe, visualize, communicate and change a business model.  

 

BM’s can be used as a rationale or logic to create and capture value (Osterwalder & Pigneur, 

2010) and also a tool to design, copy, change or innovate the business (Wirtz, et al., 2010). 

However, De Reuver et al. (2009) claims external factors, including socio-economic trends, 

technological developments and political and legal changes, are important in understanding 

how business models are used in practice. Implying that the structure of business models is 

dictated by the underlying values of a firm.  

 

This study will attempt to analyze those values that dictated the business model decisions of a 

firm to check for patterns and similarities that might facilitate an effective collaboration for big 

data sharing and analytics via an online platform. 

 

This will be done through an adaptation of the fourth category, corresponding to “a stakeholder 

orientation with a multiple value perspective” (p.17-22), of the 4 value creation categories 

discovered by Tapaninho & Kujala (2019).  
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3. Methodology 

This section gives an overall view of the chosen method. It presents the reasoning behind the 

choices made in order to reveal our line of thought and to ensure the transparency of our thesis. 

We have chosen to engage in exploratory research through a cross sectional, multi-method 

qualitative single in-depth case study. 

3.1 Methodological choices 

This section has been structured with the help of the Research Onion model (Figure 3.1) by 

(Saunders et. al., 2009). Each choice will be further described and motivated in the subchapters 

that follow.  

3.1.1 Research approach 

Deductive and inductive approaches are the two extremes amongst the choices that can be made 

when it comes to the research approach. A deductive approach puts more emphasis on testing 

a hypothesis, a position or an idea of how concepts or variables relate to each other, against a 

reality modeled from the collection of usually a quantitative set of data (Ali & Birley, 1999). 

The outcome may be that researchers are able to confirm, to a greater or lesser degree, the 

hypothesis made. It may also give indications for necessary modifications to make and future 

research that needs to be done (Saunders, et al., 2009). Typically, quantitative research is more 

commonly associated with deductive research and theory testing while qualitative research is 

closer associated to inductive research and theory generation (Saunders, et al., 2009). 

 

An inductive approach is 

in a strict interpretation 

concerned with the 

opposite, building a 

theory from typically a 

qualitative set of data 

collected (Eisenhardt, et 

al., 2016). Emphasizing 

the meaning that humans 

attach to events and 

gaining a close 

understanding of the 

research context. 

However, this shouldn’t be interpreted as if there were strict barriers between these two 

approaches to research. As Saunders et al. (2009, p. 127) points out this would be misleading 

- “Not only is it perfectly possible to combine deduction and induction within the same piece 

of research, but also in our experience it is often advantageous to do so.” Ali & Birley (1999, 

p. 2) agree, adding that “the difference between inductivist and deductivist research is how they 

draw upon existing research” although acknowledging that opinions are divided amongst 

researchers. Though, the authors still argue that a too one-sided interpretation of the approaches 
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may cause researchers to overlook relevant discoveries that do not fit into how the approaches 

are understood in a strict sense.  

 

In this thesis our starting point was an empirical problem experienced by one company. 

Therefore, we will not conduct a purely deductive study in a strict theoretical sense. In line 

with Ali & Birley (1999) we found that assuming such conditions would constrain our ability 

to make use of existing theory to guide us to the extent it is eligible. Rather, we position 

ourselves in about the center of the continuum between the two extremes of approaches in 

something that can be labeled as a deductive approach with inductive elements.  

 

This since we started from an empirical setting and used a lens consisting of established 

knowledge, frameworks and perceptions, including those of our interviewees. However, we 

resorted to a more inductive method for coding, analysis and from there derived conclusions. 

We perceived it as a suitable choice for providing a greater deal of flexibility to the study, and 

it allowed us to make changes in our research emphasis as we progressed.  

 

In that sense we had the opportunity to take advantage of existing theory as a guideline (Ali & 

Birley, 1999) while evaluating the relevance of some pre-existing perceptions within the new 

context as well.  

 

Our thesis that explored value as a motivating factor for potential big data collaboration via a 

collaborative network, used both qualitative and quantitative data. However, due to the 

explorative nature we attached the most importance to qualitative research and the qualitative 

data that was collected. Our intention was to explore a phenomenon that had been found to be 

insufficiently studied, thus we are relying on Edmondson & McManus (2007, p. 1177) when 

they state that “the less that is known about a phenomenon in the organizational literature, the 

more likely exploratory qualitative research will be a fruitful strategy”.  

 

We found ourselves in the situation of having a research question “where theory exists but may 

not be appropriate in their particular circumstances” (Ali & Birley, p. 3). In the particular case 

of this thesis there were prior theories about what is of value, although not in the specific 

context of interest, which meant that we had a pre-understanding of them. Here, the identified 

influences originated from: 

 

● The subject of the case study, O2O Wind, and their customers. Who had existing 

perceptions of value originating from the current setting they were operating within, 

and the reasons behind why they had chosen to be a part of the existing network.  

 

● Our own pre-existing perceptions of how data can be utilized to create value, with an 

origin in external influences and examples that we had encountered elsewhere. 

 

● Our own pre-existing knowledge of how data can be utilized for creating value in 

other similar industries, gained from the existing literature during the literature 

review. Which in theory can conform with the findings of what is of value in the 
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setting that was explored here. 

 

 

However, if what the theory conveys as a deductive approach can be modelled as a linear 

sequential stage-gate process (Figure 3.2), our methods differed slightly. The original target of 

interest for this study was the unique collaborative network O2O WIND International, and the 

initial idea for the research purpose and question(s) came from a first meeting with the  

 
network owner. The concern was with the phenomenon of big data in the context of the industry 

the platform was operating in, an origin that implies an inductive approach since the research 

was initiated by looking at and discussing empirical data about a contemporary phenomenon 

present in both the wind power sector and the adjacent renewable energy industry.  

 

However, the initial interview only brought us in the direction of wind power and big data. 

As the study progressed our initial understanding of the topic was subject to change, and from 

the moment of the initial topic selection and forward up to the coding and analysis we 

followed a mostly deductive approach or as we have labelled it in this thesis deductive 

approach with inductive elements.  

 

It fitted our research purpose and 

questions since it allowed us to explore 

the existing empirical phenomenon of 

big data, and the theoretical 

phenomena of collaborative networks, 

business models and value creation. 

Within a new setting consisting of a 

unique collaborative network within its 

industry. Hence, our deductive 

approach with inductive elements 

(Figure 3.3) admitted us to gradually 

build the conclusion by iteratively and 

alternately working through the five 

different stages as we explored the 

subject at hand.  

We began our work by reviewing the literature and developed a theoretical framework from 

existing theory, which again implies a deductive approach. This was applied on the case of 

the O2O WIND International.  
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However, the insufficiently studied nature of the topic turned us back to an inductive 

approach since we started by collecting secondary data, to be able to gain an understanding of 

the meaning that the participants attach to value within this context. The information was 

necessary to be able to discover patterns among the participants associated with their 

expressed values.  As such, the frame of reference was the foundation for our analysis of the 

secondary data, and both laid the foundation for our interview guides.  

3.1.2 Research strategy 

We chose to conduct an exploratory single in-depth case study. An exploratory study offers 

”valuable means of finding out ’what is happening; to seek new insights; to ask questions and 

to assess phenomena in a new light” (Robson, 2002, p. 59). Exploratory studies are suitable for 

situations when it’s necessary to” clarify your understanding of a problem” or when one are 

”unsure of the precise nature of the problem” (Saunders, et al., 2009, p. 138). A case study is 

an appropriate (Eisenhardt, 1989, p. 532) and common (Yin, 2003) strategy which offers a 

“worthwhile way of exploring existing theory” (Saunders, et al., p.147). 

 

No matter what classification chosen for the Research purpose there are a variety of strategies 

to choose from, although they to some extent are leaning more or less towards one approach or 

the other (Yin, 2003). Caution is advised against considering one strategy as better or worse 

than another though, as Saunders, et. al. (2009) is remarking” we must emphasize that no 

Research Strategy is inherently superior or inferior to any other” and that they ”should not be 

thought of as being mutually exclusive” (p. 141).  

 

Beyond exploratory studies there are a descriptive or an explanatory study to choose from. The 

purpose of a descriptive study is” to portray an accurate profile or persons, events or situations” 

(Robson, 2002, p. 59). Even if descriptive research could be used as a precursor to exploratory 

research (Saunders, et al., 2009) we would have needed a “clear picture of the phenomena”  

(ibid) we sought to investigate and collect data about.  

 

Since such a clear picture was not been depicted of the phenomena in this specific context, 

exploratory research was a more suitable choice for a subject that had been found to be 

insufficiently studied (Saunders, et al., 2009). The second alternative would have been to 

engage in explanatory research which would be the study of  “a situation or a problem in order 

to explain the relationships” or ”establish causal relationships” between variables (Saunders, 

et al., 2009). Something we again found unsuitable in a situation where the nature of the 

problem was not clearly defined.  

 

Commonly, there are seven research strategies to follow: experiment, survey, case study, action 

research, grounded theory, ethnography and archival research (Saunders, et al., 2009, p. 141). 

Of the seven options available we found that an in-depth case study was the most appropriate 

choice for “doing research which involves an empirical investigation of a particular 

contemporary phenomenon within its real-life context using multiple sources of evidence” as 

defined by (Robson, 2002, p.178).  
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The case study is a strategy which focuses on understanding the dynamics present within single 

settings (Eisenhardt, 1989). With a case study it is possible to enable an embedded design, that 

is, multiple levels of analysis within a single study (Yin, 1984).  

3.1.3 Research choice  

This will be a multi-method qualitative study. The case study strategy is known to combine 

different methods for collecting data such as archival research, interviews, questionnaires and 

observations, which may be of quantitative or qualitative nature, or both (Eisenhardt, 1989). 

The case study method can be used to provide description, or alternatively to test or generate 

theory (ibid). In this master thesis the in-depth case study would be based on qualitative data 

in the form of documentary secondary data and through semi-structured interviews, and 

analyzing it is using non-numerical procedures. (Saunders, et al., 2009).  

 

Dyer and Wilkins (1991, p. 618) emphasize that “studying a single case in detail doesn't 

guarantee that rich theoretical insights will be the harvest”, and conclude that “if researchers 

apply the paradigm of hypothesis testing to case study work without the goal of telling good 

stories, they are likely to miss both the caliber and the quantity of theory we have seen result 

from classic storytelling through case studies of the past” (ibid).  

 

The subject of this in-depth single case study is O2O WIND International which is the only 

network in existence operating with this approach within this context. Here, it offered us the 

ability to contribute to the existing theory with additional empirical data.  

 

A case study can be done either on one single or multiple cases, of which the latter is preferable 

(Yin, 2003). Sanders, et al. (2009, p. 146) expresses the same preference but elaborates their 

reasoning with that multiple cases helps to determine whether “the findings of the first case 

occur in other cases” and if so, to continue and generalize from these findings. A single case 

study is suitable when “it provides you with an opportunity to observe and analyze a 

phenomenon that few have considered before” (Saunders, et al., 2009, p. 146).  

 

Due to the insufficiently studied nature of this field, we choose to conduct a single case study. 

We were aware that it required a strong justification (Yin, 2003), and that it wouldn’t 

necessarily have provided us with rich insights (Dyers & Wilkins, 1991).  

 

However, the choice was justified by the novelty a first insight constituted and aimed to meet 

the need for a deeper understanding of the value residing in collaborating and sharing wind 

asset data, and how it affects the value creation in the business model of companies involved. 

This gave us an opportunity to explore to what extent existing theory concerning collaborative 

networks, business models, value creation and big data is applicable in a new context. 

 

Furthermore, by mapping and systematically search for the presence of similar expressed 

values amongst a wide variety of participants with different preconditions and objectives, we 
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might contribute with new insights and empirical data to the field. 

 

Thus, this study ties in with the global trend that big data constitutes, with the purpose of 

investigating how it can affect the wind power industry and its interests with the methods 

explained. Making this study a match with the definition by Robson (2002, p. 178) mentioned 

above. 

3.1.3.1  Case selection  

O2O WIND International is an online peer-to-peer collaborative network of wind asset owners, 

on which the content and value are co-created and shared by the participants. The reason for a 

study of the participants of O2O WIND International is that their approach constitutes a unique 

opportunity to co-create solutions for the problems and challenges of the industry. Rather than 

offering yet another service, which there are other actors on the market who do, O2O WIND 

International has a unique approach for creating value and organizing the process of shared 

value creation amongst multiple individual actors. Here, the origin of the value created is the 

collaboration and sharing of knowledge and big data amongst participants that are wind asset 

owners. Rather than working with individual processes towards different individual actors, 

O2O WIND brings actors with a common interest together.  

 

This by organizing wind asset owners with one or several common interests on a collaborative 

network, where the participants can operate and work for their common goals and interests 

together. The collaborative network helps create a stronger voice and presence for the 

participants and their interests in the market. This brought us to the subject of value as a 

motivating factor for participation in a collaborative network.  
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3.1.4 Time Horizons 

It is important to be aware of which aspect of a phenomenon or situation one's research 

captures, and the moment in which the data collection takes place is essential. A longitudinal 

study provides a diary perspective (Saunders, et. al., 2009) or the opportunity to take several 

snapshots over a period of time. The advantage and “main strength of longitudinal research is 

the capacity that it has to study change and development” (ibid, p. 155). A cross-sectional study 

on the other hand would be the study of the “particular phenomenon (or phenomena) at a 

particular time” (Saunders, et al., p. 155). This is a common time horizon to use together with 

interview data collection method for case studies, at least in a context where there is little time 

(ibid). This was in line with our purpose of exploring value as the motivating factor for 

collaboration, as well as aligned with the methodological choices. Thus, we decided to conduct 

a cross-sectional study. 

3.1.5 Data Collection Techniques 

The data collected in this thesis was primarily qualitative and consists of primary data and 

secondary data. Primary data was acquired firsthand for the purpose of this research (Bryman 

& Bell, 2011) and secondary data was derived from external sources (ibid). This was achieved 

by the two data collection methods chosen. First by collecting rich secondary data in the form 

of statements made by the participants’ intent for value creation and collaboration, followed by 

semi-structured interviews with the analysis of the first set of data as a guide and with the 

purpose to clarify and through independent sources confirm the impression we had captured. 

 

Quantitative data are sets that “can be quantified to help answer your research question(s) and 

to meet your objectives” (Saunders, et al., 2009, p. 414). It most likely involves numerical data 

in some form, and before they have been processed, they convey little to no meaning to most 

people (ibid). Qualitative data refers to “all non-numerical data or data that have not been 

quantified” (Saunders, et al., p. 480) and both can result from all research strategies and 

requires different considerations and approaches in order to be meaningfully analyzed (ibid).  

 

Saunders, et al. (2009, p. 482) highlight three distinct differences between them:  

(1) quantitative data is “based on meaning derived from numbers” while qualitative data is 

“based on meanings expressed through words”. (2) The collection of quantitative data “results 

in numerical and standardized data” while the other “results in non-standardized data requiring 

classification into categories” and (3) that for quantitative data the analysis is “conducted 

through the use of diagrams and statistics” while for qualitative data it is “conducted through 

the use of conceptualization”.  

3.1.5.1 Primary Data 

3.1.5.1.1 Semi-structured interviews 

An interview is a purposeful discussion between people that has the aim of collecting valid and 

reliable data relevant to your research question and objectives (Saunders, et al., 2009). There 
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are many different types of interviews, although overlapping in definition a common 

categorization structured, semi-structured and in-depth interviews (p.320).  

With semi-structured interviews the researcher has a list of themes and questions to be covered, 

rather than a more controlled agenda and fixed issues as with structured interviews that uses 

predetermined, identical questions. Semi-structured interviews provide some flexibility for the 

researcher to vary the order, react on the information given, ask follow-up questions or new 

questions generated ad hoc (ibid). This is beneficial when conducting an explorative study 

(ibid). Which was the reason why we chose this data collection method. Four semi-structured 

interviews were conducted - two with independent experts, one with engineer and one with the 

owner who is also the founder of the platform. Details are provided in Table 3.1.  

 

Table 3.1 - Interview subjects 

Nr

. 
Who Role From Title 

Setting & 

Date 
Duration 

 

1 

 

Johan 

Cedermark 

Independent 

expert 
Brightn AB 

Lecturer and 

management 

consultant 

By Phone 

2019.04-26 
1h:3m 

 

2 

 

Göran Sidén 

 

Independent 

expert 

Halmstad 

University 

Associate professor 

in electric power 

technology 

In person 

2019.05.07 
1h:7m 

3 Sven Ruin 
Independent 

expert 
Teroc AB 

Wind power 

engineer, 

consultant and 

project leader 

In person 

2019.05.07 
38m 

4 
The network 

owner 
Owner 

O2O WIND 

International 
CEO 

In person 

2019.05.14 
2h:13m 

Total nr. of 

interviews 
4     

 

 

Johan Cedermark: 

Johan has over 20 years of experience working in the IT sector, starting with programming and 

digital design. Then he has worked within the same sector as a project manager, sales manager, 

marketing director and in managerial positions such as vice president and president. Since 2014 

he runs his own company Brightn AB together with his colleague Simon Nordberg. Brightn is 

a consultancy company specialized in digital transformation and applied AI, AI & Business 

integration, learning, strategy and implementation. Johan takes on managerial assignments 

such as assisting in the management of customers innovation processes, as well as temporary 

project assignments.  
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Johan’s experience in the field of big data as well as AI and machine learning was deemed 

relevant for what the collaborative network participants had expressed an interest in using data 

to create. We believed that this together with his experience in assisting companies in the 

transition towards integrating big data in their businesses and make use of it in their value 

creation processes would make for useful insights in this setting.  

 

Göran Sidén: 

Göran is a retired electrical engineer, guest lecturer and former associate professor in electric 

power technology at Halmstad University. However, he started in the wind power industry 

during its emergence in the late 1980’s through his participation in the foundation of Eoulus 

Wind AB. The company has till date built the highest number of wind turbines in Sweden, and  

where he was a major shareholder and former board member.  

 

During the 1990’s he founded a university course in wind power technology and continued on 

as a headmaster responsible for the development of an engineering programme, with a sole 

focus on renewable energy at the university. With its commitment and ownership in Eolus 

Wind AB he has also been active in associations and organizations around wind power, for 

example the Swedish wind power association. On the basis of Göran's broad experience of 

wind power and it’s development up till now, we regarded him as relevant for the study. 

 

Sven Ruin: 

Sven is an engineer who started in the 1990’s at a consultancy company where he became 

involved in many stages of the development of Nordic wind power. For example the projects 

Nordic 400 at Lysekil Sweden in 1992 and Nordic 1000 at Gotland in 1995, with 400kW and 

1MW of power respectively, of which the latter were a part of an EU project for developing 

MegaWatt capacity wind power.  

 

Thereafter, he worked with establishing smaller wind power hybrid power plants and the 

projection of new sites, planning of maintenance work and development of new turbines 

including prototype testing. Today he is working in his family business Teroc AB, a technology 

consultancy company based in Köping, Sweden and active within construction, wind power 

and wind power hybrid systems. We believed he could contribute with practical experience  

from the development and operation of wind power.  

 

The network owner: 

The founder and owner of O2O WIND International, however he and the company behind it 

started of as an education and training company targeting the wind power industry. The 

experience therefrom initiated the creation of a collaborative network that was initially thought 

of as a forum for wind asset owners but has grown from that notion to the broader scope it has 

today. However, the background of the network will be further covered under chapter 4. The 

reason for interviewing him is to capture his thoughts and reactions to our findings, as well as 

the impact he believes they can have on the collaborative network and the participant firms 

from a business perspective. 
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The interviews conducted was based on an interview 

guide based on our accumulated findings, see 

Appendix 1 Interview guides. The recorded findings 

of the interviews was added to our accumulated 

findings according to the method described under 

Chapter 3.1.6 Data analysis processes.  

3.1.5.2 Literature review 

The secondary literature data will consist of a review 

of the existing body of research, to gain a substantial 

understanding of the existing theory. In total, 197 

articles were collected. The data for the literature 

review consisted of 78 articles but an additional 119 

articles in related areas that were deemed to be of 

interest in understanding the main subject areas were 

gathered. All were collected using the following logic: 

 

Identification 

To identify what has been covered within the field prior to 

this literature review we have conducted a search of the 

electronic journal databases listed as follows in Table 3.2 

- Databases searched, and retrieved the specified quantity 

 of articles from them. 

 

Retrieval 

Between the 4th of December 2018 and 28th of February 

2019 we (1) started to mine the databases by combining 

the boolean operators AND plus XOR and different 

combinations of the search terms that were identified after 

the first meeting we had with the founder and CEO of 

O2O Wind International on the 4th of December 2018. 

The meeting was about how one might create value by 

releasing the vast amount of data generated by thousands 

of sensors operating within wind turbines but is currently 

locked in by the OEM’s encryptions.   

It resulted in the search terms that are provided in Table 

3.3 - Search terms, and was turned into search strings 

according to the method with Boolean operators described 

above. (2) We then browsed the results for relevant 

articles. Our objective was to conduct a census of all 

published research within the field of business models concerning collaborative networks, 

value creation and big data in relation to; (2a.) renewable energy, wind power and wind turbine 
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condition monitoring or; (2b.) Innovation, technology diffusion, strategy and/or creating 

competitive advantages from big data, knowledge sharing, & absorptive capacity within the 

relevant fields of; (2c.) machine maintenance, machine learning, big data analytics, big data 

mining, cloud and fog-computing as well as service innovation. After identifying and retrieving 

all relevant articles archived electronically in the databases identified above, we saved them 

into our own database and read the bibliographies of the articles. 

 

Collection 

(3) The identified articles was 

compiled into a database 

spreadsheet were they were 

(3a.) systematically reviewed 

against a list of inclusion 

criteria which were; Articles 

written in English from 

renowned journals, aiming for 

50 citations or more. 

Exceptions were allowed for 

newer articles that have 

gained relatively much 

attention in a short time or 

articles that offers an 

interesting perspective in a narrow and emerging field such as value creation from wind turbine 

data.   

 

Due to the resource and  time constraints  present in a master thesis we chose to include the 

articles that we estimated that  they  gave a broad and fair view of the subject area of business 

models, value creation and big data in the context of wind power for evaluation. As mentioned 

above some of the articles included initially failed to meet the criteria set concerning the 

minimum number of citations but was included since they were presenting an interesting 

perspective and/or had gained a relatively large amount of citations in a short period of time. 

We perceived them as a significant contribution to its field and decided to make them an 

exception. 

 

Evaluation 

(4.) The articles were then evaluated for 

their frequency of appearance and 

distribution amongst fields, to summarize 

and categorize what perspective we had 

managed to capture, why they are 

important for the aim of this paper and 

within which fields that value creation 

from big data. In relation to the wind 

power industry, had managed to make an 
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impact and generate interest within the literature. The article frequency of appearance and 

distribution amongst fields can be seen in Table 3.4 - Frequency of appearance & distribution. 

Articles that did fit was either excluded from the literature review or (5.) coded after its subject 

area and included.  

3.1.5.3 Documentary secondary data 

Secondary data is data obtained from external sources that was developed for other purposes 

and not this study (Bryman & Bell, 2011). For this research we make use of secondary data to 

better understand the participants of the collaborative network as well as to map and cluster 

them in specific groups, each with specific characteristics important to understand when it 

comes to value creation from big data. In order to be able to determine which companies were 

relevant subjects for this study, first we mapped them and their reasons to engage in a 

collaborative network. Since the purpose of this master thesis of research was to investigate 

value, we sought to identify (see Table 3.5): 

 

1. Target 1: What objectives the participants had with the operation and maintenance of 

wind turbines activities, i.e.  finding out what value they aimed to create with their own 

activities. 

2. Target 2: What objectives the participants had, and what value they saw, in a 

collaboration around those activities, i.e. to obtain an insight into why they chose to get 

involved in a collaborative network. 

3. Target 3: The objectives and direction for the business of each participant, their 

approach for reaching those and their desired position in the future, i.e. finding an 

indication of what they want to achieve, and what they indirectly want the collaboration 

to help them achieve. 

 

 The corresponding 3866 pages and 124 webpages of documentary secondary data collected 

was compiled into a spreadsheet, where it was qualitatively evaluated. A process that is further 

described in section 3.1.6.1. Additional documentary secondary data sources can be found in 

appendix 2 - Documentary secondary data. For the first two of our three targets we found a 

page on O2O WIND’s web page www.020wind.com/members, where each member (from here 

on referred to as participants) was represented with their name and logo, and additional  

information could be reached by clicking on it.  

 Table 3.5 - Documentary secondary data items 

Target Item Source 

1 O&M-strategy 

www.o2owind.com/members 
2 Objectives for collaboration 

3 Vision & Mission statements for the business 

in general 

Each company's website, see Appendix 

2.1: Documentary secondary data 
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These subpages contained different data available as an opportunity for new participants to 

present themselves for each other when joining the collaborations, something the 

collaborative network also does through press releases. It also offered an opportunity for new 

or existing participants to explore each other, and each other's interests and objectives.  

 

These presentations consisted of statements describing each new participant operations & 

maintenance strategy as well as their reasons to engage in the collaboration and what they 

hoped to gain from it. The criterion we used to assess whether or not we could use the 

expression was relatively low set, the expression should qualitatively be sufficiently developed 

for us to make sense out of it.  

 

The third source of data was their overall meaning and purpose for existing. Which we found 

described in the company’s Vision and Mission statements, the criterion here was that we used 

the participants' stated Vision and mission as they presented them and that the statements 

should reasonably consistent with the literature definitions on Vision (Kantabutra & Avery, 

2010) and Mission (Bart, 1997) statements.  

 

The data was collected from each of the company’s web pages, and out of the 42 participants 

of O2O Wind International, we were able to find information that fulfilled our selection criteria 

for 25 of them.  

3.1.6 Data Analysis Procedures 

Among case studies, it is common to combine multiple data collection methods like interviews, 

observations and secondary sources etc. (Eisenhardt, 1989). Business researchers recognize the 

benefits of of mixing qualitative and quantitative methods for the purpose of breadth and depth 

of understanding and confirmation (Harrison III, 2013). The purpose for collecting the 

documentary secondary data was to identify and categorize the 25 participants analyzed of the 

42 present on the collaborative network and their views on value, as well as their target values 

sought.  

 

It allowed us to map the individual participants based on their expressed views on value and 

cluster them in suitable groups with similar views. This according to the step model of 

inductive category development by Mayring (2004) where the procedure is intended to 

formulate a criterion of definition. These will be derived from the theoretical background and 

the research questions, which determines the direction of the textual material analyzed. By 

following the initial criterion, the material is then iteratively worked through and the categories 

are created will be deduced. Through iteration these categories are defined and revised step by 

step, and eventually the final main categories emerge and are checked in respect to their 

 reliability (ibid, p.162).  

  

The depiction created from the documentary secondary data was presented for all of the 

interviewees, including the owner of the network. The purpose was to gain additional insights 

and to see how our findings matched their experience and industry perception. This procedure 
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“can provide important contextual information to complement your own fieldwork” (Yin, 

2015, p. 148). The following sections will explain the choices made for analyzing the different 

types of data collected and the reasoning behind the choices are described below. 

3.1.6.1 Documentary secondary data analysis and coding 

 

The process of collecting documentary secondary data was previously described under section 

3.1.5.2.2. We collected operations & maintenance strategy, cooperation objective and Vision 

& Mission statements for each participant. These are our recording units, as seen in Figure 3.5 

- Data coding of recorded statements. We assessed the collected statements made by each 

participant studied, based on three inductively derived drivers of value which we found 

 appropriate to define as follows:  

 

 

● Incentives: Here, we aimed to make sense of what motivates the participants and their 

business, what value they strive to achieve with the business and for what reason it exists. The 

statements made and evaluated got a low number if they exhibited a clear desire to reach 

economical benefits or financial targets for only a specific group of stakeholders in mind. This 

could have been expressions that decisions are based on financial measures, with the goal of 
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increased and/or additional value resulting in improved and/or additional revenue streams or a 

reduced cost structure, with improved financial profitability in mind. Higher numbers were 

given to statements that considered the social and environmental dimensions of value, since 

our society places emphasis on and  has great expectations on sustainability. While renewable 

energy is strongly associated with it and several of the participants explicitly have sustainability 

 as a goal. 

 

● Technology: Here we aimed to make sense how the participants value technology, the 

application of scientific knowledge for practical purposes, as a tool for creating value and how 

they relate to it. If the statements made indicated a progressive technically oriented company 

with an aim for improvements and innovation, according to measurable physical quantities. It 

was given a higher number, for example if the company expressed a desire to develop, test and 

launch new and better technologies through innovation. As opposed to optimizing existing ones 

and although it may entail risks. In other words and according to the theory for the Diffusion 

of Innovations (Rogers, 2010), the Innovator or early adopter category organizations, received 

higher numbers while late majority or laggards received lower. 

 

● Scope: Here, we aimed to make sense of the extent to which the participant analyzed intends 

to administer one or several values, and to what extent these values is intended to benefit others. 

If the statements made indicates a focus on long-term stability, predictability and sustainability 

with a micro, meso and macro perspective in mind it receives a higher number. A sole micro-

perspective could be more reliable turbines, more precise energy forecasts or bringing long-

term stability and strategy/operations to their (or a stated group of) stakeholders, which would 

indicate a lower number since it creates value for the benefit of a narrower group. A miso or 

macro perspective could be that their aim is to help bringing clean energy to a wider group of 

stakeholders, such as inhabitants of a region or the world. Which in contrast, means would 

result in a higher number. 

 

The process: 

First, we (A.) collected the documentary secondary and assigned them units according to the 

method previously described under 3.1.5.2.2. These was then (1.) coded onto the three 

inductively derived categories described under 3.1.6.1, and resulted in a recorded impression 

of how each individual participant related to the factors that each category was intended to 

reflect. This was derived from the impressions we got from the statements and how we 

interpreted them, and later became part of the motivation for why we have sorted them into 

certain categories and subcategories. 
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These impressions were 

then (2.) assigned a 

qualitative number 

corresponding to what 

value we experienced that 

they saw in each category, 

again according to the 

method described under 

3.1.6.1. As outlined the 

purpose of the analytical 

model and our method is to 

embed the text into a model 

of communication within 

which it defines the aims of 

analysis (Mayring, 2004, 

p.160). These three 

numbers each corresponding to a position in one of the three dimensions was then translated 

into approximate cartesian coordinates (X, Y, Z) in a three-dimensional value perception space. 

These coordinates became the position of each participant in this space and could be mapped 

out according to the example in Figure 3.6.  

 

From the positions of the participants we then (3.) identified clusters of similar value 

perceptions, both based on the participants’ proximity to each other in space and qualitatively 

based on similarities in their statements and approaches. In the example above one can see that 

a structure has been found, creating three different clusters. However, please note that some of 

these clusters intersect each other in the example. This was intended to show that participants, 

despite their position in the space, can qualitatively be considered to belong to another cluster. 

 

After we discovered the clusters, new questions arose and we (B.) started to collect secondary 

data about everything from the industry in general to specific information about the 

collaborative network and it’s participants, for example their annual reports. What information 

that was collected is accounted for under Appendix X - Secondary data reading log and the 

data collected was (1.) coded according to the same method as described for the documentary 

secondary data. Including that we revised the position of the participants and assured that they 

were in agreement with the new findings, and (2.) added these new findings to our accumulated 

findings. Meaning that step B was actually intended to reflect a continuous iteration of step A 

whenever a need for further new information arose.  

 

Last we (C.) conducted interviews with selected interview subjects accounted for in table 3.1 

according to the method described and due to the justifications given under 3.1.5.1. The 

purpose was to give us an opportunity to gain additional insights by interviewing some market 

participants, and the network owner. About the questions that arose during the study and was 

saved and compiled into an interview guide.  
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The findings and data collected during the interviews was again coded according to the same 

steps (1.) and (2.) described for (B.) above and served as another iteration of the value 

perception space. These three sources (A.), (B.) and (C.) constituted our accumulated findings 

and sorted into categories and subcategories that was inductively derived from the theory and 

models about value and business models specified in the frame of reference.  

 

The specific values has by this stage iteratively been qualitatively analyzed and linked to one 

or several clusters as unique or shared values. We then (D.) analyzed our accumulated findings 

for similarities and patterns within or between the clusters and categories with the lenses 

specified in the frame of reference and drew the conclusions. 
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3.2 Research ethics and method reflection 

Research ethics is a code of conduct that “guide and inform the research process to ensure 

researchers behave appropriate” (Largan & Morris, 2019). Important considerations are any 

harm to participants, gaining informed consent, and confidentiality and anonymity (ibid). In 

this thesis we have taken measures to ensure that those are withheld by: 

 

● Only accessing intellectual property that we were entitled to use, account for the 

material used as well as it’s source and appropriately referring to author in the 

references. 

 

● Accommodating the owner of the collaborative networks wishes to remain anonymous. 

 

● Making sure to avoid causing any harm by omitting the participants' names and thus 

keeping them anonymous, and avoid to disclose any redundant information that could 

 be used to identify them. 

 

● Asking all interviewees about their permission to participate in the study, if it was okay 

to record the audio from the interviews and by providing both the data we extracted 

from their statements and the thesis as a whole for approval.  

 

Taking these considerations and designing a methodology for the study of a collaborative 

network such as O2O WIND International has been challenging. Like Edmondson and 

McManus stated (p. 1155), the journey was far from a straight line. Much of the difficulty lies 

in the intangible and subjective nature of value, and the difficulties we have faced to capture 

the meaning of them. At the end we choose to focus on the participants of the collaborative 

network, and what potential value they perceive to reside in the participation of a collaboration 

around wind asset big data. 

 

The reason behind that choice, despite it resulting in a single case study, was that the 

participants perceptions of what is of value means great opportunities for them to influence the 

collaborative networks operations, and its purpose is to act in their interest. We came to the 

conclusion that if the participants are supposed to create the content of the collaborative 

network, it is probably they who have the most specific and compelling perceptions of the 

values that are in their interest to create.  

 

The challenge with a single case study is that difficulties to gain rich insights (Yin, 2003) came 

with it, and difficulties in validating the results might make it hard to justify (Dyers and 

Wilkins, 1991) why we conducted the study. However, we believe that we have managed to 

generate findings that contributes with new insights and empirical data to the field of business 

models within the specific context. Furthermore, by pinpointing what is of value, and what 

similarities and differences exist between different value perceptions. We have taken advantage 

of an opportunity and managed to turn it into a contribution in the form of a new way of 

capturing and visualizing values and value perceptions. 
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About the opportunity, we read that Saunders et al. (2009) notes that gaining physical access 

to a group or organization may be difficult. However, in our case, the company initiated the 

interest in the study. But access is not an initial occurrence but an ongoing affair (Marshall and 

Rossman, 2006). And the subjects we wanted to collect data from were not the same as the 

gatekeeper who gave us access.  

 

Saunders et al. (2009) mentions that it is often the case. The gatekeeper in our case failed to 

engage in additional voluntary activities because of time and resource required (p. 179). In 

order to build a strong case with an unobtrusive measure we resorted to secondary data as 

suggested by Cowton (1998) for sensitive situations. 

3.3 Trustworthiness 

This study employed multiple approaches, that were deductive with inductive elements, cross-

sectional, single case study. As such, we need to be aware of the risk that we collect data that 

is not representative of the whole. As well as that ”people are notoriously poor processors of 

information. They leap to conclusions based on limited data” as claimed by (Eisenhardt, 1989, 

p. 540). The measures we have taken in order to avoid or mitigate the risk will be accounted 

for here. 

3.3.1 Credibility 

Credibility deals with the issues regarding “How congruent are the findings with reality” 

(Shenton, 2004, p. 64). For promoting confidence in our findings, we used established methods 

for conducting our research and presented our methodology in the most accurate and 

transparent way we mannered. Through that approach, we were able to confirm our results by 

using multiple sources for data that were iteratively analyzed.  

 

The use of different methods, in this study documentary secondary data and individual 

interviews, in essence formed a sort of triangulation where we complemented our primary data 

collected via interviews with supporting data that we obtained from documents (ibid). For our 

interview techniques, we made sure not to introduce bias and that we asked the same questions 

iteratively. Furthermore, we made sure to give the respondents ample time to answer and that 

both we and the subject had plenty of time available for the interview. 

3.3.2 Dependability 

To ensure dependability and address the reliability of our findings, we chose to conduct our 

research using thorough and thoroughly explained methods, as well as providing meticulous 

documentation of all literature and data we have encountered or collected. Which is in line with 

what the literature recommends that “the processes within the study should be reported in 

detail, thereby enabling a future researcher to repeat the work” (Shenton, 2004, p. 71). 
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3.3.3 Confirmability 

The purpose of confirmability is to ensure the objectivity of the work conducted and that it’s 

the “experiences and ideas of the informants, rather than the characteristics and preferences of 

the researcher” (Shenton, 2004, p. 72) that has shaped the findings. As explained in chapter 

3.1.6.1, we have relied on multiple sources of data and analyzed them iteratively by coding and 

recoding data to make sure that we repeatedly arrive at the same conclusions. 

3.3.4 Transferability 

Transferability deals with the question if the “findings of one study can be applied to other 

situations” (Shenton, 2004, p. 69). As an explorative single case study of a unique setting, it’s 

a criterion that is associated with difficulties to achieve due to the inherent nature of it. We 

made sure that a rich amount of data, information about the data collected and the setting is 

available, as well as us being transparent about how we came to our conclusions and the process 

behind it. With that, the result could be used by the reader as a starting point for how it can be 

transferred into a future similar setting.  
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4. Empirical setting 

4.1 Ecopower Academy Northern Europe AB 

The story of the collaborative network starts with the company behind it, Ecopower Academy 

Northern Europe AB. It was established in 2009 with support from originally Equinor, but later 

on EDF Luminus, RWE Innogy, gasNatural fenosa, Vattenfall, Acciona Energy and Skellefteå 

kraft had gotten involved as founding partners for the network. Ecopower academy offered 

services such as competence development in the form of courses, conferences, and seminars as 

well as consultancy services targeting the wind power industry. The experience gathered 

through that business led to the notion that wind asset owners are not competitors when it 

comes to the operation of their sites, and that they have the best source of knowledge and 

experience in each other. 

 

As part of the original service provider Ecopower Academy’s evaluations of their current 

activities, it had assembled a group of six customers that also were wind asset owners. The 

purpose of this group was to ensure that the company had understood their customer needs 

correctly, and that they were able to meet them in a satisfactory manner. This small evaluation 

group and the discussions that took place in the group, led to the participating customers and 

the company itself discovering a new market need and business opportunity. Which was the 

first seed of the collaborative network O2O WIND International that originated from this 

group. 

4.2 O2O WIND International 

4.2.1 The collaborative network 

With the understanding that wind asset owners aren’t competitors and might benefit from a 

cooperation in mind, the decision to create O2O WIND International was taken in May 2013. 

In October 2014 it was first available, the purpose was to facilitate and manage the sharing of 

data and other intangible resources amongst the participants and create the content available 

together.  

 

The new emergent offering that - the possibility to participate in and contribution to the sharing 

of data and other intangible resources, in a collaborative network constitutes. Including the 

subsequent analysis and co-creation of useful value from it. It requires adaptation and is a 

situation characterized by uncertainty concerning who will benefit from the joint work in the 

end, and to what extent a satisfyingly fair distribution of the jointly created value will occur. 

 

All actors involved are uncertain about the precise nature of the value that might originate from 

this venture, and the worth of it. Furthermore, the costs involved and the issue of a somewhat 

subjective nature of how to distribute this amongst each other. Furthermore, there is the 

question of which values are possible to create at present and in the future. As well as the long-
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term sustainability of them. These uncertainties surrounding the value residing in the type of 

phenomenon that O2O WIND International constitutes, motivates this exploration.  

 

Since then the collaborative network has grown from the six original participants to 42, which 

the company estimates that these participants together correspond to 18% of the global output 

from wind power. The current offerings in terms of services available on the collaborative  

network is: 

 

● The collaboration platform, a digital community and forum for development 

accessible via PC or portable smart devices.  

● The messaging app, described as “a faster, less formal and more mobile friendly 

channel for daily operational chit-chat. Instant and fast messaging with peers in 5 

continents”. 

● Webinars, events for in-depth discussions organized monthly and based on what the 

collaborative network perceives as the most stressing current issues for its participants.  

● Owners Roundtable - WIND, physical meetings in the form of annual events where 

the participants of the collaborative network can meet each other for networking and 

discussion.  

● Wikis, documentary support in the form of jointly created checklists and guides. 

● Inside the head of ‘The head of Operations’, another opportunity for networking 

where the collaborative network facilitates the task of staying up to date by offering it’s 

participants head of operations a simple and easy way to meet and discuss with their 

peers. This through four quarterly meetings, three online and one during the Owners 

Roundtable.  

 

The pricing strategy of the collaborative network is to provide access to these six offerings 

through an annual subscription fee. The fee charged is based on the capacity of wind power in 

the participants possession, accounted for in MWh. The subscription are signed for one year at 

a time. One exception from the fee is the offering the Owners Roundtable, were the company 

have decided to offer it to the participants at a price corresponding to the company's cost to 

attract the most participants. .  

 

When it comes to the company's financial situation, see figure 4.1, during the first four years 

of its operations the company has invested a lot of resources into research and development, 

while not being able to maintain a stable turnover and sales, despite a steadily increasing 

number of participants. However, the company has yet to capture any significant value from 

its investments. Which can be seen on the two posts result and equity in figure 4.1 below.   
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4.2.2. The participants 

The O2O WIND international collaborative network has a total of 42 participants. This thesis 

has made an analysis of 25 of those participants. See method section for the arguments behind 

this decision. In table 4.1 below, we have compiled basic information about the participants in 

terms of their operating areas, their age and how long they have been active in the wind power 

sector, unless their business started there. Lastly, if they are one of the founders or for how 

long they have been a participant of the collaborative network since it was launched in 2014. 

 

Table 4.1 - Overview of the participants with basic information 

Nr

. 
Operating areas 

(In addition to SNI 35.110) 

Founded in 
(wind since) 

Collaborating 

since 

1 
19.200 Manufacture of refined petroleum products 

06.100 Extraction of crude petroleum 

09.100 Support activities for petroleum and natural gas extraction 

1972 

(2001) 

Founder 

(2014) 

2 
35.130 Distribution of electricity 

71.123 Electric engineering activities and related technical consultancy 

1898 

(1993) 

Founder 

(2014) 

3 Only 35.110 Generation of electricity 
1897 

(2006) 
2016 

4 38.210 Treatment and disposal of non-hazardous waste 
1931 

(1997) 

Founder 

(2014) 

5 
35.130 Distribution of electricity 

35.300 Steam and air conditioning supply 

1992 

(2010) 

Founder 

(2014) 

6 
71.123 Electric engineering activities and related technical consultancy 

42.220 Construction of utility projects for electricity and telecom. 

2005 

(2005) 
2016 

7 35.130 Distribution of electricity 2005 2016 
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(2005) 

8 
35.130 Distribution of electricity 

71.123 Electric engineering activities and related technical consultancy 

2001 

(2001) 

Founder 

(2014) 

9 71.123 Electric engineering activities and related technical consultancy 
2006 

(2006) 
2016 

10 
35.130 Distribution of electricity 

35.140 Trade of electricity 

1992 

(2010) 
2016 

11 
35.130 Distribution of electricity 

06.200 Extraction of natural gas 

49.500 Transport via pipeline 

1902 

(2003) 
2016 

12 
35.130 Distribution of electricity 

35.140 Trade of electricity 

1998 

(1998) 
2017 

13 
35.130 Distribution of electricity 

42.220 Construction of utility projects for electricity and telecom. 

71.123 Electric engineering activities and related technical consultancy 

2008 

(2008) 
2017 

14 42.220 Construction of utility projects for electricity and telecom. 
1978 

(1999) 
2016 

15 
35.140 Trade of electricity 

35.230 Trade of gas through mains 

1975 

(1987) 
2017 

16 
42.220 Construction of utility projects for electricity and telecom. 

71.123 Electric engineering activities and related technical consultancy 

2007 

(2009) 
2016 

17 
35.130 Distribution of electricity 

42.220 Construction of utility projects for electricity and telecom. 

2011 

(2013) 
2017 

18 71.123 Electric engineering activities and related technical consultancy 
1993 

(1998) 
2017 

19 

35.130 Distribution of electricity 

35.300 Steam and air conditioning supply 

35.230 Trade of gas through mains 

36.001 Collection, treatment and supply of groundwater 

38.210 Treatment and disposal of non-hazardous waste 

61.100 Wired telecommunications activities 

71.123 Electric engineering activities and related technical consultancy 

1852 

(2011) 
2017 

20 42.220 Construction of utility projects for electricity and telecom. 
2008 

(2012) 
2017 

21 
35.140 Trade of electricity 

42.220 Construction of utility projects for electricity and telecom. 

71.123 Electric engineering activities and related technical consultancy 

2010 

(2011) 
2017 

 

22 

35.130 Distribution of electricity 

35.300 Steam and air conditioning supply 

35.230 Trade of gas through mains 

42.220 Construction of utility projects for electricity and telecom. 

71.123 Electric engineering activities and related technical consultancy 

1898 

(1996) 
2017 
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23 Only 35.110 Generation of electricity 
2000 

(2004) 
2017 

24 
35.130 Distribution of electricity 

35.140 Trade of electricity 

42.220 Construction of utility projects for electricity and telecom. 

1950 

(2006) 
2018 

25 
35.140 Trade of electricity 

42.220 Construction of utility projects for electricity and telecom. 

2011 

(2011) 
2017 

 

As the table shows we have managed to capture a wide variety of participants on the 

collaborative network, which includes 5 of the 7 original founders of it. This can be seen in the 

different orientations, backgrounds and age of the participating firms. Some participants have 

a very broad scope of operations and are present in several different types of industries in 

addition to energy supply. Here infrastructure is a common denominator. Other participants 

apply a narrower approach of their operations, with a focus on providing energy only. There 

are still subcategories within the group that focuses solely on providing energy, that varies 

between participants who supply energy in several different forms. While others have chosen 

to focus on renewable energy sources or even more specifically, focusing only on the common 

denominator for everyone in this study, wind power. When it comes to the forms of ownership 

both private and publicly owned participants occur. In the former case both in the form of for-

profit enterprises, as listed stock companies and asset management firms. In contrast with idea-

driven or member-owned private participants and cooperatives.  

 

Other participants are in public ownership in various forms, state or regionally owned 

companies. A common denominator for them is that they have often been active for a long 

period and have experience of providing various forms of energy, beginning with fossil 

sources. Their operations also usually include the distribution of energy with associated 

infrastructure, unlike most private companies. Another factor worth mentioning is that a 

number of these publicly owned companies has been the official governmental institution for 

each state or region's electricity supply, but have been privatized when the electricity market 

was deregulated. Regarding age, some participants relatively newly established companies 

while others have decades of experience in the energy industry.Regardless of the age of the 

business as a whole, some participants are new to the wind power sector. While others were 

amongst the first actors to move into commercial wind farms. In summary, we have 25 

participants with very varied methods, approaches and driving forces. A good starting point for 

exploring how value can act as a motivating factor, where a greater diversity might provide a 

broader scope of participant motives.  
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5. Findings 

Out of the 42 participants of the O2O Wind International collaborative network, we were able 

to find information that fulfilled our selection criteria for 25 of them. See chapter 3.1.5.3, 

Documentary secondary data. In the following chapter we first present our interview findings, 

divided into the three topics of market participants insights, the challenges and obstacles and 

last paths and possibilities. To provide a detailed overview of the setting that the companies we 

study operate in. Then we go through each of the 25 companies analyzed in chapter 5.2 and 

explain our findings there. The whole list of the extracted quotes from the interviews is listed 

as Appendix 4.1. 

5.1 The professionals' insights 

Here we present the interview subjects views on the setting that the participants operate in, 

which impacts their behavior and what values they find motivating to strive for and capture. 

5.1.1. The state of the industry 

Since the beginning of the decade, it seems like the world has acknowledged the need for 

change in energy infrastructure. Göran Sidén, a master electrical engineer working in the wind 

power industry since 1987 says:  

 

More people are starting to understand the need for renewables such as  

wind power generation, and technological advancements within the same 

                  -Göran Sidén 

 

But that hasn’t always been the case. Göran perceives that inadequate technology was the 

reason behind many initiatives for the advent of wind power failed. He notes, “during the 1990s 

more than five different companies that have started in Sweden, all have had bad technology, 

and because of that they haven’t succeeded “. 

 

But with time, the technology has developed. Göran reflects “I think also that the wind turbines 

has become better and better, they operate very well, the newest ones. Ten years ago, when we 

had a lot of problems for example with gearboxes, but I don't hear so much about that today, 

so I think the WT’s work very well today”. Although, the path of development has not simply 

been a factor of advanced technologies, he believes the reason is that “they have tried to do that 

as simple as possible. They’ve made them from parts that is used in other industrial operations”.  

 

However, the state of the wind power sector is in a phase that is marked by tremendous market 

pull. The owner and CEO of O2O wind international claims “Five years ago, large companies 

like Vattenfall forced their employees to look into wind power sector. That was considered 

very alternative and today it’s jammed with pension fund money. I don’t think people really 

know the state of renewables today, not really! It is very good news, to give you an example, 

Texas hosts auctions for energy investment contracts. They have a sort of line marked by a list 

of criteria, that you must cross to land the contract. But every minute renewables are pushing 
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that line. Everything with liquid gas, oil and coal are unable to sell and only one that’s closing 

deals are renewables”. Göran however thinks that “The move towards renewables must go 

much much faster than it has until date. We need to increase the speed of change. Up to perhaps 

5% of the fossil fuels should be shut down for every year, in 20 years ahead “. 

 

To the question about which renewable energy source will take over, there was a general 

agreement amongst the market participants that solar will be the most prominent technology in 

the long run. But the current state however is quite different. The different renewable energy 

technologies are in a state of schumpeterian competition. The network owner claims:   

 

Renewables have already won the competition against fossils,  

                  -The network owner 

 

He continues the reasoning with stating that investments in renewables has risen during 

recent years with pension funds moving in, and that big energy companies has entered which 

has changed the industry as well. He then explains how the internal competition within 

renewable energy sources is. “I thought solar was going to win rather quickly but speaking to 

some of the biggest players in the world in both solar and wind, it is not that obvious that 

solar is the better bet yet. They have a model they use to decide to invest in wind or solar 

when they go into a new country. When they went into Mexico, they decided solar for good 

reasons but there are a lot of countries where wind is winning.” 

 

Görans opinion is that “they have learned how to make the WT’s to operate well, and to have 

not too expensive service and so on”. Sven Ruin, an expert in the wind power industry that has 

been involved in large scale wind power generation projects and has experience in developing 

wind turbines believes “ the environmental challenges of wind power or quite well known and 

can be handled” and Göran agrees on the same. 

 

So, if it’s not the technology or socio-environmental concerns, what is it that’s holding back 

the advent of wind power generation all over? The experts weigh in on the subject, the network 

owner and Sven think that energy companies are too dependent on OEMs and this inhibits them 

from running the business in an entrepreneurial fashion. 

 

Wind turbine owners are so dependent on wind turbine manufacturers,  

they want to have a full service contract and also for a very long period 

                      -Sven Ruin 

 

The network owner is on the same line: “they are not seeking risks. They want to mitigate risks 

all the way through. And they are somehow forced to choose big OEMs. They can't take this 

new little promising startup so so first they have to choose the major brands and then also they 

have to choose the longtime service contracts with these companies. And here they take away 

all the possibilities to run creative or entrepreneurial ownership “. 
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So, different technologies are working on ways to gain competitive advantage and big data 

analytics is the current trend. The network owner explains: “every industry who have some 

money is looking into what big data can do for their industry”. Johan Cedermark, an expert on 

Big data and AI with over 20 years of experience in the IT sector thinks: “big data and AI could 

have huge implications for the energy industry” but “ companies and the businesses they are 

still not really there and there haven't really start using AI and big data even if they could, 

because the knowledge just isn't really there.” 

 

The network owner presents the same findings, he says, “I spoke with their top guys in Tokyo, 

they think it's very cool with big data. But they haven't understood what they can do with it 

internally and they do not understand what we are doing here”. He also says the future is headed 

that way because it is not a question of investment, “The biggest energy companies don’t care 

about the price, they look at their digitization strategy etc.” 

5.1.2. Market problems and needs 

The challenges for the following emergence of wind power is recognized from the interviewed 

experts as financing, competition from other technologies (mainly solar), the lack of 

cooperation amongst different actors within the industry and the dependency of asset owners 

on OEMs. Johan and Göran think that it is only a matter of time before solar takes over. They 

believe that as more and more private house owners will start converting into solar, they get 

self, motivated by Johan Cedermark as “It’s a quite reasonable scenario that with the current 

price drop in solar energy, and the current progress in efficiency. There is in my point of view 

it's just a matter of time before more and more private consumers are converting to private 

solar”. So to conclude the matter: 

 

The largest challenge for the wind industry it  

is to meet the other renewable energy sources 

                  -Göran Sidén 

 

In the United States the latest figures show that the price is about the same for electricity from 

wind and solar. Göran believes that very soon solar energy will become cheaper, by that he 

means that wind power must become more efficient from an economic point of view to be able 

to compete. This if wind power should be competitive and attract the big investment in the 

future. This means that the industry has to innovate to meet the threat of substitution from solar 

power, which is not a very simple task because solar power has a lot of advantages that Göran 

points out: “I can say also solar cells has the advantage that they can use areas that is not used 

for other purposes, for example in California every new house must have solar cells on the  

roof. That is areas that hasn't been used before.” 

 

He continues with a reasoning about that “the energy [from solar power] cost almost nothing 

there [in California], and there is a lot of such areas in cities around the world”. Roofs are one 

example though, the deserts like Sahara is another. He concludes that in theory “a very small 

part of Sahara can supply all of Europe with energy” and that there are discussions around 
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building big solar power stations in these kind of areas today.  

 

So there is consensus that the industry most focus on innovation amongst our interview 

subjects, but Göran explains an obstacle he sees: “I think the big problem [in the future] of 

course will financing, because it is a lot of money is needed to be invested in renewables”. 

The network owner offers additional thought by stating that “these energies companies they 

are the big asset owners. So, I think it's an inventor's wet dream to come on their radar”. He 

elaborates his reasoning by pointing out that these asset owners are cautious and doesn’t take 

notice of inventors with “weird” but technically interesting inventions. Because, “they're 

looking for industrial scale” technology and applications.  

 

Sven offers an alternative explanation for why wind asset owners is hesitant and has a 

cautious attitude towards innovation:  

 

With the wind turbine it could take years before you realize the design flaws 

                      -Sven Ruin 

 

He continues by stating that it is important to “show a good track record, which will impress 

investors and buyers” and furthermore that “it could also be so that after 2 years you realize 

that we need to change the design. So, then it takes time.” 

 

However, it is not only dark clouds on the horizon for wind power. Solar Photovoltaic cells 

might be capable of occupying areas that isn’t used for other purposes, but Göran does not 

consider that as an overwhelming problem. On the contrary, he means that “for wind farms 

the area can be used very well for other purposes as well, so the area isn't a big problem” and 

continues to nuance his previous claim by saying “I think wind turbines in density populated 

areas in Europe is difficult, but in most of the world the area isn't a problem”.  

 

In densely populated areas wind power might be at a disadvantage in the competition, but he 

continues with a local focus and state that “I think the Nordic countries can go on with wind 

power for several years ahead, but in southern Europe, Africa, America and Asia solar power 

will be cheaper”. Thus, we can conclude that the internal-to renewables competition is the main  

challenge for wind power.  

 

To meet these challenges and obstacles with the help of big data has, however, its own set of 

challenges and obstacles. Göran believes that it would be difficult to both get access to data 

and share it between different companies because “they think they will lose in the competition 

if they give data to other companies”. He goes on and confirms the network owners’ 

experiences with the OEMs, that “from the manufacturers perspective, they don't want to share 

data today.'' 

 

 

I don’t perceive that there is good cooperation between  
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different actors within the industry, it’s quite the opposite 

                  -Göran Sidén 

 

The network owner goes deeper into the problem and clarifies that “Currently all the data is 

locked in with the turbine manufacturers. They are not the owner of the data but  it's difficult 

for the owners to come together and share. If the owners could come together and share, they 

would open up the whole industry. '' He continues his explanation by stating if they as a 

collective force would like to improve something, he believes they would constitute an 

attractive opportunity for the suppliers.  

 

He testifies that “I have been trying to get the members on my platform to collaborate. What I 

am trying to achieve here is to have the owners to come together, and to have a data sharing 

hub where they do business in a legal, ethical and respected way”. However, the outcome he 

has experienced is: 

 

It's just that, they are not arriving to the point where they start sharing 

                  -The network owner 

 

He continues and tells us two examples from two different aspects of the industry. The first 

one was from an European component manufacturer supplying parts for a big OEM turbine 

manufacturer.  They have had the idea of installing a sensor in the turbine to monitor their 

components behavior within the setting, the whole ecosystem that is a wind turbine.  

 

They believed they could gain important insights from such a set of data, and that there was a 

great potential for improvement of the component if they had carried out such a measurement. 

The network owner asked, “why don’t you go to an OEM that you are supplying to?”. He tells 

 us that they replied “it’s impossible! It’ll be killed instantly”. 

 

That was an example from the OEMs supply side, on the customer side you can find examples 

of similar experiences. The network owner again relates to a meeting they had with one of the 

platforms user groups, one of the participants was working for one of the big utilities. His 

opinion had been: “but the OEMs will always have more information”. 

 

 

He strongly believes that the thought is completely wrong, that it is just what the OEMs are  

used to. He believes that: 

 

If you have a couple of big wind asset owners  

coming together, it will suddenly change everything 

                  -The network owner 

 

In the case of big data Johan Cedermark agrees with the network owner and states that: “I think 

it could be a massive change in the energy sector from the production perspective” and from 
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his experience he also believes that big data can be of help “to figure out how to calculate 

factors in a changing environment”. He concludes his thoughts by stating that: 

 

I think that big data could benefit both the 

turbine owner and the environment as a whole  

          -Johan Cedermark 

 

Clarifying that from what he can perceive “if not enough care is to be taken, the whole energy 

program towards sustainable energy could be threatened” and here he means if we can't avoid 

the problems” were he refers to the challenges that the renewables faces today. 

 

Johan continues and talks about the emergence of a smart grid that has been encountered 

previously in this text. He thinks that if a lot of inhabitants of the world become their own small 

energy producers, the energy simulations and calculations “would be quite much easier to do 

backed up with big data and [big data] models based on AI”. 

 

However, there are present and emerging problems of obtaining the data. Göran Sidén who has 

a very extensive experience of the industry, from the beginning, tells us: “It has been much 

more difficult to get production data from all wind turbines in the world. In Denmark they use 

to have a very good statistical collection of data earlier, but it is not so easy to get information 

about it now. In Sweden where we had subsidies for the investment then the owner had to 

deliver data from the production. But that has also been much more difficult to get a hold of 

the latest time”. He continues with that he believes that “this is due to the competition between 

different companies, and different manufacturers”. 

 

Sven Ruin with his experience as an engineer and consultant, sees another aspect of the 

problems with available data: “If you have it open source. I think it's a safety issue, really 

terrible things can happen if you make a mistake with the control system”. Göran concurs and 

thinks that “to have an open information about this I think it's very difficult to get today, and 

even Vestas I think they tried to get more and more of a monopoly situation for themselves”. 

However, the incentive for facing these challenges are, Johan summarizes. That in addition to 

the owners and the environment as likely winners the OEMs despite their reluctance and 

resistance: 

 

They could probably actually benefit very much from this, if it's made right 

          -Johan Cedermark 
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5.1.3. Market opportunities 

Johan Cedermark further explains his remark about big data having big implications “All the 

sensors are already present, so on the larger perspective with energy consumption. If you can 

see all the patterns of how it is used, for what areas etcetera, I think the understanding of how 

to optimize this should increase quite a lot.” 

 

He comes up with a few examples for how big data might be used in the case of wind turbines. 

“If you have certain wind conditions for example then you should optimize it this way, when 

the temperature is minus 10 degrees, you're better off not running your wind power because 

you're actually tearing on your equipment much more. Those 3 days of the year, so you're better 

off not running the equipment. Those kind of insights that maybe the OEM don't want to be 

public, because it could actually benefit  the (the wind turbine) owners I think.“ By strategically 

comparing energy price versus maintenance costs with big data models “there might actually 

be a way to optimize your profit” (Johan Cedermark). 

 

Johan believes that the term big data causes some confusion, “I think big data should be a little 

bit disillusioned term because in the early stage of  the AI-sector at their earlier models required 

a lot of data to function, that is still the case in some of the AI driven models.” but he clarifies 

that “you definitely need variety of data, to draw necessary implications and conclusions”.  

 

The experts weigh in on the feasibility of implementing big data in the case of wind turbine 

owners  and Johan thinks “Given that you have access to big data, I think there has been a very 

great set of tools coming during the last 36 months that really simplifies the way of working 

and finding multi-dimensional connections.” and he thinks with the presence of many sensors 

in modern wind turbines: 

 

A lot of those things can be measured and are already measured,  

so if AI is not already applied it should be quite straightforward 

           -Johan Cedermark 

 

He even speaks to the volume of data required, with the latest techniques within the field “you 

can sort of get along without massive data.” Reverting back to the necessity of needing a variety 

of data, Johan introduces the possibility of collaboration amongst WT operators. 

 

They are not really competitors so they could 

really gain from sharing all knowledge 

           -Johan Cedermark 

 

By stating “all knowledge” he specifies that he means “all from repair schemes to insights into 

problems, efficiency, optimization, questions they what I think is they could really benefit from 

creating a common user knowledge base. He believes that this could be useful both “between 

the different manufacturers or OEM or and also for optimizing your energy production”. He 



 

51 

 

expresses that “Cloud computing is a fact and that is a prerequisite that is really needed to be 

able to apply big data and AI in a larger scale”. 

 

Göran however points out the problems regarding access to data “for example Enercon, they 

make the service for all their wind turbines by them self, the only one as far as I know and of 

course they also have all data for all the WT’s by themselves. They can do good calculation or 

what that is important to get them very safe, very reliable operations as well.” 

 

Sven Ruin goes as far as proposing an open source design for wind turbines to steer away from 

OEM dependability and better access to data. “I think it would help tremendously if there were 

more open source designs because they business model which many manufacturers have today 

is that they keep basically all information about the turbine to themselves. So when you buy 

the turbine you don't get enough information to really maintain it. Maybe you can get like a 

basic maintenance manual but everything which is needed to do qualify maintenance is kept 

by the suppliers themselves.” 

 

However, another type of common objection against the possibilities of renewable energy has 

to do with its capacity and its distribution. Around it, Göran Sidén reasoned that: 

 

In the future, I think we will use the energy in smarter ways 

                  -Göran Sidén 

 

Here he refers to both more efficient management of and more conscious consumption of 

energy. One example is the emergence of a smart electricity grid and how it might influence 

both a more efficient distribution of electricity through a proximity principle that reduces the 

distances the electricity needs to be transported from the source to the consumer and thus the 

losses. Despite the fact that there is a value in reducing transport distances, Göran believes 

that future technology can minimize the problem that transport poses in itself. 

 

With HVDC, high voltage direct current, the losses are very low  

so it's quite realistic to transport energy over long distances 

                  -Göran Sidén 

 

He gives us an example where he mentions an ongoing discussion about and ambition to build 

an HVDC cable between Iceland and Sweden, mentioning that he believes it to be technically 

possible and that Iceland besides wind power has a lot of thermal energy that can be exploited 

as a complement. When it comes to transporting energy, he perceives it to be a topic that takes 

a growing role in the debate, and that “we will transport more energy and longer distances”. 

He regards it as a natural development and points out that “It is the same distance from Kiruna 

to Halmstad, as it is from Italy to Halmstad. And double the distance from Italy to Sahara”.  

As a hint to the fact that much of Sweden's energy production takes place in the north and is 

transported to the most populated areas in the south today. Without HVDC. He doesn’t think 

that energy transported from the Sahara is relevant in the case of Sweden or Norway though, 



 

52 

 

because he doesn’t think we will need it. He states that “we have our own possibilities mainly 

with wind power during the next 20 years”. Other countries, however, do not always have the 

same opportunities to rely on wind power. Sweden doesn’t either, but both here and in Norway 

we have another renewable energy source to exploit as a complement. He states that: 

 In Sweden or in Norway we can save more than 40% of our electricity  

for a year behind the walls of our hydro system, 120TWh can be saved. 

                  -Göran Sidén 

 

In addition to that capacity, it can easily be increased by pumping water back up behind the 

dams when there is a surplus of renewable energy. He mentions that every hydropower station 

in Sweden have this opportunity. By both utilizing and maybe even increasing the opportunity 

to save energy when the demand is low. We can use it as a buffer for when the demand is high, 

but the capacity of the renewable energy is low due to weather or other conditions.  

 

A potential solution to another common doubt against wind power, another concern is if the 

total environmental impact from a life cycle perspective. He argues that we today have an 

environmental cost for all energy that isn’t paid, but society rather postpone it for future 

settlement. Aware of that, he still believes that 

I can say, I think even if there ares problems with the  

wind power it’s still the best choice for the environment 

                  -Göran Sidén 

 

He especially mentions the toughest competitor for wind power from a global, solar power. 

Solar has many advantages as discussed previously, but as of today photovoltaic (PV) cells 

needs a lot of fossil sources to be manufactured. In addition, there is also toxic waste material 

generated during the production that needs to be managed. Wind turbines does not lack similar 

connection to environmental impacts, but the one from solar is much higher and his opinion is 

that wind power is the best from an environmental point-of-view as of today and in the 

foreseeable future.  

5.2 The participants' motives 

This chapter consists of an analysis of the 25 participants about whom there were a sufficient 

amount of documentary secondary data available, of the 42 participants of the O2O WIND 

International collaborative network. The following analysis is tied to the expressed statements 

made by the participants through various forms of public communication, see chapter 3.1.5.3. 

for more information. The corresponding assessment and number per three dimensions (see 

chapter 3.1.6.1, Documentary secondary data analysis and coding) that we have coded can be 

seen in appendix 3: Participants and our perceived position.  

5.2.1. Participant 1 

A Norwegian company that explores for, transports, refines, markets and trades in oil and gas 

commodities. In addition, they develop wind energy, and carbon capture and storage projects, 
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as well as other offers other renewable energy and low-carbon energy solutions. It operates 

wind farms off the coast of the UK, Germany, Norway, Scotland and the USA. 

 

In their O&M strategy they express the perception of being in the middle of the leap from 

fossil energy to renewables. They see the industry in the early growth phase with a need for 

maturation, and express that they want better control of their assets.  

 

Their objectives for collaboration express that they are aware of the problems with diffusion 

in the industry and believe that cooperation might contribute to a solution. Other perceived 

advantages are business intelligence, and they also perceive that “the OEMs show little interest 

in contributing to realizing a lower cost of electricity”. They believe that these advantages could 

be achieved through cooperation with the manufacturer, but their main focus is on  

improvements, not radical innovation.  

 

When it comes to their Vision & Mission statements, they express that they "must be profitable 

at all times” and that it’s “fundamental for our future [activities]”. Interpreted as a sign of a 

company with a traditional focus on monetary values. The company expresses a more 

exploitative behavior, but still with some explorative elements, gotten from the quote about “to 

seize opportunities”.  

 

For incentives, the company only expresses themselves in traditional business-related terms of 

financial values, the only statement that considers the future of the world is that" the future of 

energy will be low carbon", suggesting they perceive that there is where the money will be. 

Rather than an aim for incentives in social or environmental terms. 

 

Here the company seems very aware of the current and future trends in their technology base, 

expressing an aim for both incremental improvements of their equipment with reduced costs in 

mind, and expects and desires radical innovations to emerge. Though the company doesn't 

seem willing to take any risks to achieve them, taken from the "fit for profitable growth"-

reasoning.  

 

For scope, the company expresses a strong focus on traditional business aspects such as 

continuous economic growth and profitability for their own sake. They are aware of the 

industry and what it's prerequisites is but aims at maintaining their leading market position. 

Overall, the expressions indicates an awareness of further dimensions of value and see the 

growing demand for renewables, but doesn’t invest all their resources in one area. Instead, they 

aim at a “low carbon future” while planning to continue to operate their fossil energy 

generation, contradicting the aim for renewables.  

5.2.2. Participant 2 

The company was founded in 2008 and builds and operates plants that generate electric energy 

from renewables, as well as heat from biomass and gas. It has operations in Germany, the 

United Kingdom, Poland, Spain, and Italy.  



 

54 

 

 

The expressions made in the company's O&M strategy was perceived to indicate some 

insecurity about the future direction of their operations. Which leads on to their objectives for 

collaboration, where they clearly seek information and others knowledge and experiences for 

informed decision making, sees a value in it and are willing to exchange their own for that 

benefit. However, while expressing their support for the cause of independence from OEM’s 

and desires control over their equipment, they’re still hesitant of the scope collaboration and 

express that they seek to build trust first. 

 

Their Vision & Mission statements expresses a desire for active collaboration, despite the 

hesitation in their collaboration objective. In stating that they are “together on the road” with 

more than industry partners and co-creation from “help us shape” and “Whether you’re a 

company or a household customer – you too can help shape the energy transition and make it 

a success”. These are ambiguous expressions, but here they show some willingness to take 

risks with examples of pilot projects and pursuing the independence from OEM’s.  

 

For incentives they have a holistic approach and see additional values to be derived from 

collaborations. They’re making “a contribution to modern methods of energy supply” and show 

signs of awareness of industry trends such as smart grids and intelligent networks. They appear 

quite progressive but seem to be unsure and insecure about what values there are to create. 

Overall, they show an awareness of a wider range of stakeholders and their interests and seeks 

coexistence and collaborations with them. They are prepared to share the value created for that 

purpose.  

 

For technology, the expressions indicate a very progressive company that are aware of 

contemporary trends and their dependence on others as small actor to reach them. As well as 

taking risks with innovation and that it translates into a cost, therefore collaborations and shared 

as well as mitigated risks. 

 

For scope, they express a willingness and see the need for creating values for multiple 

stakeholders. However, they seem to be unsure and insecure about what values there are to 

create. They are willing to take risks, also when it means a risk for values lost och destroyed. 

If the risk is reasonable and shared, which ties it in with their other statements. 
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5.2.3. Participant 3 

The company develops and manages wind power generating plants. The company was founded 

in 2005 and is based in Gothenburg, Sweden. The company currently runs 96 wind turbines. 
 

In their O&M strategy they start by expressing that they’re new to the industry and that they 

see technical risks. Followed by an explanation of how they currently mitigate that risk to the 

OEM’s and are aware that it means more control for the manufacturer. Their main aim is at 

production scaling, which might include incremental innovation, costs reductions (LCoE, cost 

over the life cycle and total energy produced) and performance improvements.  

 

Their objectives for collaboration express that they view collaboration an important part and 

powerful tool for reaching their O&M objectives. The firm expresses an understanding in co-

creation for the benefit of everyone involved but doesn’t seem to have any vision for how to 

initiate it.  

 

In their vision and mission statements they show awareness of climate change, and the shift 

and implications it might induce in the energy industry. They are moving into the wind power 

“because it is necessary, efficient and environmentally friendly” indicating a perspective that 

extends beyond their self-purpose.  

 

For incentives the focus on risk mitigation, production scaling, cost reductions etcetera indicate 

a company that is very careful with its assets. Responsible enough including their employees. 

Their careful approach would generally result in an equally careful assessment of their 

incentive number, but the expressed understanding in the values of co-creation raises them a 

bit. 

 

For technology the company is very conservative with technology development and expresses 

a focus on incremental innovation the form of improvements and cost reductions. They also 

express a concern for their employees’ safety and seek improvements within health & safety 

as well. Their expressed statements show little to no signs of a desire for radical innovation and 

investments in new technologies. This together with the willingness to mitigate the risks to the 

OEM's in exchange for the control of the equipment, shows that the firm isn’t very technically 

oriented.   

 

For scope their statements express a strong support for preserving and maintaining their own 

individual position on the market in the long term. Are prepared and sees the benefit in 

collaboration for doing so. However, as of today seems to only be interested in doing so when 

it benefits their stated objectives. On the other hand, they seem to understand the need to 

preserve the environment, and express that they see a value for them in it. 

5.2.4. Participant 4 

The company, together with its subsidiaries, owns and operates renewable power plants that 

generate electricity. The company provides development, construction, installation, operation, 
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and maintenance services for wind power. The company was founded in 1989 and is based in 

Spain. It has renewable energy plants in Europe, Latin America, North America, Australia, 

India, and South Africa. 

 

An expressed purpose for their O&M strategy is “ensuring the long-term operation for a 

profitable cost of energy”. The firm expresses an aim for a long term stable and predictable, 

sustainable business with the aim of multiple values created. For a larger range of primary,  

including their employees, and secondary stakeholders. 

 

For objectives for collaboration, they express that they perceive the collaborative network to 

achieve “a large common experience that could give us light on technical risks analysis, 

technical solutions and safety improvements”. They also state that they see further potential in 

collaboration, mentioning that it is a “good starting point” for reaching further advantages. 

Though, knowledge sharing is their primary objective here. This on a wider range of renewable 

energy industries than just wind power.  

 

Their vision and mission statements express that their business goal is to enable “that the 

generations of today and the future will have a better life”, which is well-linked together with 

what we found for their pursued incentives. 

 

For incentives the firm expresses an aim for creating multiple values in the long term for a 

variety of stakeholders. For technology the firm seems to be very aware of the use of 

technology for both incremental as well as radical innovation, they seem to perceive technology 

as a tool and what matters the most is how and in what context you use it. This type of 

technology ambidexterity between the use of technology for both exploration and exploitation 

is promising. 

 

For scope, the company expresses a good understanding for the need to consider and care for 

multiple values and use different approaches for different parts of their operations or R&D 

undertakings. In the long-term, you must realize that the road has its ups and downs, and that 

it's contradictory to break going uphill. The expressions made indicates an understanding for 

the need for this balance. For the larger context. the expressed quote "so that the generations 

of today and the future will have a better life” indicates that they are working for the gain of 

others than themselves and the contemporary generations. 

5.2.5. Participant 5 

The company engages in the production, retail, and distribution of electricity and heat primarily 

in Scandinavia, Germany, Netherlands, and the UK. It generates electricity primarily through 

hydro, nuclear, coal, natural gas, wind, solar, biomass, and waste sources. The company is also 

involved in the sale of gas, production and distribution of district heating and provision of 

energy services. Such as battery storage, network services, and charging solutions for electric 

vehicles, solar panels, heat pumps, and smart meters. The company was founded in 1909 and 

is headquartered in Sweden. 
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Their O&M strategy is to combine its role as the owner, operator and manager. They express 

a strong desire to control their processes in order to make use of their scale and skills. They 

want to be hands-on with their operations. They acknowledge the need for innovation in the 

industry even if it is in the name of cost cutting and performance maximization for new and 

old assets. But they urge the industry leaders to make it happen. They also take a keen interest 

in employee and asset safety. 

 

The objective for collaboration with external actors is express as a means to accelerate the 

adoption of clean energy sources. They expressions also shows a genuine interest in the 

industry growth and knowledge gains. They express that financial benefits are not the primary 

objective.  

 

Their vision and mission statements express an intent to enable a fossil free living within one 

generation, indicating the company’s commitment to contributing to a sustainable future.  Their 

mission shows their willingness to play any necessary part in the value chain as long as they 

are working towards their vision. Their desire to contribute to a better society, environment 

and multiple stakeholders shows the company puts other values over financial benefits. 

 

For incentives, the company expresses a willingness to participate in the value creation for a 

variety of stakeholders. They focus on consolidating values created with the purpose of creating 

new ones (clean energy) for other groups further down the value chain, rather than participation 

in the quest for creating and capturing value in the top of it.  

 

In this case technology and the scope are interwoven, they let other actors strive for the 

technology used, radical innovations and risks involved. While they can focus on capturing and 

delivering the main value (clean energy) originating from it to actors and customers further 

down the value chain. As such, they can avoid risks while being a part of a better tomorrow 

and achieve stable operations and finances both today and on the path forward. 

5.2.6. Participant 6 

The energy group owns and operates wind farms in France. Founded in 2005 they invest in 

competitive and decentralized renewable energies. The firm now operates 20 wind farms in 

France and is exploring the possibility of investing in other energy sources with the support of 

its shareholders. 

 

The firm’s O&M strategy has a focus on suppliers, referred to as “manufacturers and 

providers”, and doesn’t specifically mention other wind asset owners or any collaboration. 

They seek incremental innovation with cost and result (for example energy yield) in mind. 

Their objectives for collaboration are short, but concise and indicates that the firm realizes 

that all parties involved in a collaboration might benefit from the sharing of knowledge and 

experience. Though again, the firm specifically mentions cost reduction, cost efficiency and 

progression. The question is if the latter concerns operational progress or in terms of 
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innovation? 

 

In their vision & mission statements the company positions itself as wanting to be something 

similar to a role model for the industry, with an outspoken purpose of developing energy that 

ensures long term sustainability. Which can be perceived as an indication of whom the two 

previous statements are targeting. They take the stance that pragmatic gains defined as “the 

best compromise between available resources, performance and environmental impact” of 

wind power. Is derived from the reliability and competitiveness of the technology versus other 

energies. However, it also mentions an interest in other energy sources to the extent that it is 

justifiable compared to wind power. For incentives the firm expresses that it uses economical 

models for investments, and when these have been written off, they claim to have the motive 

to leave the value defined as “competitive energy” in the hands of future generations. 

 

Technology wise, they seem to seek incremental improvements with a focus on energy yield 

and cost efficiency which is probably derived from their idea of competitive energy. As such, 

they seem to avoid risks but are also prepared to forego any benefits derived from risk-taking 

through radical innovation. Unless someone else is prepared to take the risks of innovation, of 

which the result can be purchased and consolidated by them when it has proven to be viable. 

They seem to aim at operations and not innovation except for less interest in participation. Not 

even after their own capabilities, apart from operational knowledge and experiences.  

 

For scope the firm takes a cautious approach towards its operations, with the purpose of "we 

rather arrive later than never" when it comes to what energy sources (and technological basis) 

they will hand over to future generations.  

5.2.7. Participant 7 

 

The company develop and implement business process automation solutions for energy, hydro, 

utility, and manufacturing industries. It provides Energy Scheduling and Accounting System, 

a business technology solution for integrating interchange scheduling, trading, e-tagging, 

resource management, accounting, and reporting operations. 

 

For their O&M strategy they express that it is very important to have a safe, reliable and 

affordable operation of their turbines. They also express that appropriate maintenance and 

optimization of production is important for them. Their statements on the objective for 

collaboration shows they expect mutual benefits from collaboration with other actors. But, the 

statement is generic and does not provide enough information to thoroughly assess their 

standpoint. 

 

Here their vision and mission statements are closely related to their incentives which can be 

seen in the expression “Together we invest in wind energy projects in our own region. And 

together we use this 100% pure wind flow.” For incentives it has a clear purpose to exist for 

the members who are equal parts owners' sake. The firm is different as it is a cooperative of 
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multiple investors of the region, and it provides value to the investors by delivering clean 

energy. Hence, it obeys outspoken objectives for predictability in terms of control over and 

minimizing operational costs, and the technology in terms of optimization of the production 

and reduction of uncertainty rather than innovation. They clearly consider multiple dimensions 

of value, the most pronounced example is the transaction of the value created. Through their 

operations, directly to the owners in the form of energy.  

 

For technology though, the cooperative has a clear focus towards primarily operating their 

assets and secondarily optimizing their methods for doing so. Innovation or taking risks is 

neither mention or perceived as accepted if we read between the lines of their statements, 

neither is there any specific means for doing so with their differentiated business model for 

transacting the value created back to the customers as well as owners for them to capture the 

benefits of it.  

 

Concerning the scope, the company aims to achieve this for a relatively wide, although not 

global, target area with long term sustainability and value creation in mind.  

5.2.8. Participant 8 

The Company generates and distributes electricity from heat and power systems, thermal 

power, gas, hydro-electric plants, and wind farms throughout Belgium. 

 

The firm expresses interest in both incremental and radical innovation through the exploration 

of “possible advantages offered by new technologies”. Their O&M strategy is based on 

outsourcing the task. They have a subsidiary with the purpose of developing and financing the 

construction of additional assets, as well as taking care of the O&M both for themselves and 

for third parties. This while the parent company focuses on the commercial aspects of selling 

the energy generated. It has one very clear objective for collaboration, which is optimization 

through the sharing of experiences, knowledge and data. The company expresses some doubts, 

but that they have decided to try and declare what expectations they have. 

 

The company’s Vision & mission statements indicates where the company would like to see 

themselves in the future, they want to pursue what they refer to as “low carbon growth”. To 

which they have an agenda called “CAP 2030” tied to. They want to help create and build a 

sustainable future. Both via creating competitive and innovative offerings and by helping 

energy customers, consumers, companies and communities, to make the most use of them. 

 

For incentives they have a clear goal that considers all dimensions of value and are open to 

several possible ways to generate clean energy and reach that goal. As a complement for wind 

power, if it isn't sufficient to generate enough energy, or unable to do so continuously under all 

weather conditions. For technology though, the firm expresses a clear interest in new 

technologies and its possibilities. As well as an interest in existing technology and what 

opportunities remain to be extracted from it. Overall it seems to be very aware of the potential 

of technology as a tool for value creation. 
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At last, for scope they have their own agenda for sustainable development and a clear objective 

for bringing "clean, safe and affordable" energy to the masses. In combination with an 

expressed willingness to help users take maximum advantage of it. They don't seem to have 

any explicitly high expectations for collaborations in the sense it is used here but are open to 

the possibility via their participation in the collaborative network and collaborate with the users 

and customers as a complement. 

5.2.9. Participant 9 

The participant manages wind farms and generates electricity. The company is based in 

Sweden and was founded in 2006. It has 27 employees and focuses on three areas; project 

development, management and operation of its own and others wind farms as well as 

production and sales of electricity and electricity certificates from their own and co-owned 

wind power. 

 

Their O&M strategy is to optimize their assets for a higher energy yield and lower lifecycle 

costs through incremental innovation, and for the long term they aim at keeping themselves 

competitive by keeping their competencies within technology and their operations at a “high 

level” to be able to deliver profits and cash flows for both internal and external owners. For 

objectives for collaboration, they believe it is important to share experiences and knowledge 

with others. But, views it as a means to develop their businesses and competencies in a faster 

way than any collaborative network participant would manage on their own.  

 

In the vision & mission statements the company states a desire to develop renewable energy 

for a sustainable future, while taking the approach of investing in clean energy and creating 

value throughout the life cycle. However, they do not place much emphasis on technological 

innovation between the lines despite using the word “develop”. 

 

Overall, their incentive is to make money through investing in green energy production. They 

express themselves in terms of “the shareholders” interests and do not mention anything about 

the environment or the societal dimensions in general. For technology their aim is at using and 

improving existing technology rather than risking the shareholders money in any radical 

innovation ventures. Those represent a quite narrow scope with quite strong traditional values, 

further emphasised by their “overall objective is to provide shareholders with a good return on 

their investment in the form of dividends and growth in the share price”.  

5.2.10. Participant 10 

An energy group operating in a number of countries in central and southeastern Europe and 

Turkey, which is centrally managed from the Czech Republic. The Group's core business is the 

generation, distribution, trade and sale of electricity and heat, trade and sale of natural gas and 

coal mining. Now, the company is transitioning into renewable energy production. 
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Their O&M strategy is to keep their competencies internally, however they state that they are 

in the process of developing a new long term strategy where they hint that they have an interest 

in a more open setting. In their objectives for collaboration they reveal that they are a quite 

new company and that they are interested in sharing for the benefit of both the participants. 

 

Moving on to vision & mission statements, the stated goal is to “maximize return on 

investments and ensure long-term growth of value for its shareholders”, and moving forward 

they mainly describe their existence and purpose in traditional business terms. Stating that their 

“economic successes also build a basis for the whole business environment in the Czech 

Republic”.  

 

Overall, for incentives the company is accustomed to expressing themselves in financial and 

monetary terms but beneath the surface a broader perspective and concern for social and 

environmental values emerges. Furthermore, an organization that has so far been relatively 

closed seems to realize the value of not fighting alone and is opening up for collaboration.  

 

Technology wise, they seem to have a main focus for the cautious management of existing 

technologies. For scope, they mainly serve their stakeholders but upon further investigation 

they demonstrate a great respect towards social values such as their employees, the region and 

their role for the Czech community in their statements as well. The concern for environmental 

values is there but not equally strong however.  

5.2.11. Participant 11 

 

Based in the USA the company generates, transmits and distributes electricity to wholesale and 

retail customers. The company operates natural gas transmission and gathering pipelines as 

well. It also has interests in gas processing plants.  

 

The firm’s O&M strategy focuses on extending the life of their wind assets through effective 

maintenance. Their objective for collaboration stamps from their interest to achieve the high 

aim of achieving operational excellence. They believe that they can troubleshoot and solve 

common problems through effective collaboration methods. They are also interested in 

contributing where they can, and seek opportunities to learn from other actors. 

 

The company has the vision of becoming “the industry leader with a passion for helping 

customers, developing members and delivering stockholder value” shows that the company 

actively seeks financial and social values. That is consistent with its mission to safely provide 

electricity and other related services to the community at a reasonable cost.  

 

The incentives that the company primarily seeks are financial and social. Although the 

company is in the business of clean energy production, they do not express those values in the 

statements collected. When it comes to technology the firm believes in making use of its skills 
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and knowledge from collaboration to maximize production and do not actively seek 

technological innovations. 

 

For scope the statements made indicate that the company wants long term stability and 

reliability from their assets. But their focus spans over a narrow group of stakeholders that 

range from their customer community, developing members to stockholders. Environmental 

objectives are not expressed. 

5.2.12. Participant 12 

Ireland’s biggest wind asset owner. Supplies electricity for over 50,000 Irish businesses. And 

supplies gas to 25% of the Irish Market. Their O&M strategy focus only on reliability and 

availability, which implies process rather than product innovation. They have a preventative 

approach to service and troubleshooting rather than what they perceive as “a corrective 

approach”, and relies on “a close relationship with the various OEM’s” for achieving this.  

 

For objectives for collaboration, they believe advantages and values concerning mostly 

experience can be gained from it but doesn’t seem to have considered how to balance 

collaboration with OEM’s and other customers or any implications arising from it.  

 

Their mission and vision statements are sparse and not very well aligned with their other 

statements. Furthermore, they are committed to renewable and sustainable energy sources in  

Ireland only. A strong indicator of a national focus. 

 

Overall, a very focused firm. They use existing technology for generating a value exchanged 

for monetary values to the best of their abilities, with the incentive of an environmental overall 

gain in mind. For the scope the firm targets Irish customers and Irish businesses only, not a 

broader category, with reliable green energy and environmental gains in the form of regional 

or national sustainability as their main USP.  

5.2.13. Participant 13 

One of the world’s largest operators of integrated electricity and gas solutions. Dedicated to 

the development and management of energy production from renewable sources worldwide. 

They have an energy generation mix that includes wind, solar, hydroelectric, geothermal and 

biomass. They are active in 30 countries with over 1,200 plants. 

 

Their main objective for their operations & maintenance are operational improvements 

through incremental innovation and technological diffusion, as seen in the goal to “extend the 

scope of predictive analysis in Wind industry at the same level as developed in other 

technologies”. This reflects their objectives for engaging in the collaboration, but with the  

interesting addition that they would like to form networks. 
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The firm's vision and mission statements are closer to a manifesto. Their vision is to “Open 

power”, anchored in a mission based on five pillars which all together indicates an organization 

with a strong focus on all three dimensions of value. Furthermore, they have incorporated 

collaboration into their mission statement, the fifth pillar. Which clarifies the somewhat sparse 

statements about objectives for collaboration made.  

 

For incentives and technology, we found that the company actually explains their stance 

adequately themselves: “In line with our Open Power strategic approach, [we] has placed 

environmental, social and economic sustainability at the centre of its corporate culture and is 

implementing a sustainable development system that is based on the creation of shared value, 

both inside and outside of the company”. Further emphasized by a quote from their CEO 

claiming that “Sustainability must drive innovation. There is no alternative. In a utility, 

innovation without sustainability is worth nothing”.  

 

For scope the company has a very progressive orientation in general, and even speaks about 

disruptive innovation in between the lines of their mission statements. However, it hasn’t 

forgotten about taking care of and consolidate the values they care for. Neither for its 

stakeholders nor for the world in general.   

5.2.14. Participant 14  

 

A private company who acquires, constructs, and operates wind power projects. It was founded 

in 1978 and is based in Ireland. The company has invested in sustainable infrastructure since 

1999. Over the past 15 years, they have completed transactions of more than €3 billion in 

sustainable infrastructure in wind, solar, bioenergy, water treatment, energy storage and 

recycling in the US and Europe. 

 

For O&M strategy the company is seeking long-term stability by building long term 

relationships with suppliers, based on a notion that they refer to as a “pain/gain share”. For 

their own part they are aiming at keeping a lean organization and the main competencies for 

maintaining their assets in-house. Their objectives for collaboration focus on knowledge and 

experience sharing but emphasizes that the organization and its staff is accustomed to working 

with external partners. Technology and innovation are no priority, investor returns are.  

 

Otherwise, their vision and mission reflect their nature of an investment and asset management 

company.  They state that the targeted incentives are to serve their partners, and that they are 

interested in investing in sustainable infrastructure. For value creation and capture, they 

mention that one objective is to “unlock further value by putting in place best-in-class 

contracts”. As well as to “ensure the projects are built and operated optimally and safely 

throughout their lifetime”, which is their approach for creating and capturing value through 

their investments.  

 

For technology there are no clear statements and it doesn’t seem like a priority, the company 
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seems to be flexible and ready to use or invest in the existing technologies available that can 

demonstrate good results. The scope of who benefits from the end result, and when that is 

expected to be available, is very clear. Their mission statement expresses that the firm 

“distribute returns to investors”, it is in their interests that they consolidate values. 

5.2.15. Participant 15 

 

A development company founded in 1995 specializing in solar photovoltaic projects for the 

Indonesian market. The participant is a little bit different since it is a renewable energy operator 

which has historically had the base of their operations in solar energy and its development. 

They are moving into wind power. However, derived from their O&M strategy and objectives 

for collaboration. Our interpretation is that their approach towards wind power is aligned with, 

and according to their statements claimed to be the same as for solar energy.  

 

They say that their aim is to “support the commercial development of large-scale centralized 

renewables”, and that the goal is “safe, low cost and sustainable [energy] generation”. In 

practical terms they want to achieve that goal by “providing engineering expertise, project 

management skills, technical capabilities and development of O&M strategies”. Therefore, 

their technological focus is on process innovation for managing, and incremental innovation 

of, existing wind power technology. For this they’re interested in collaborating, mainly in the 

form of knowledge and experience sharing. Though, they are actually mentioning “great 

innovation” as one of their expectations. 

 

Their vision and mission statements have a clear aim towards solar energy though, which is 

strange for a firm that has operated wind power for several years. They claim they are working 

towards the development of “grid-scale and commercial [solar PV] projects throughout 

Indonesia”. 

 

Overall, for incentives the firm is technically oriented as sees an incentive in the technology 

itself, within the field of technology they have an incline towards incremental process 

innovation.  What incentive they are working for is not very well disclosed, but between the 

lines the shape of a firm that tries to create environmental values with an economic mindset 

and approach takes form. Their scope in our sense is also short. They do claim to work towards 

sustainability, but for a narrow target area (Indonesia) and more in a general form as if it were 

any economic target value. 

5.2.16. Participant 16 

One of Europe’s largest fund managers focusing exclusively on investment in clean energy 

infrastructure. They raise long-term capital to invest in alternative power generation projects, 

such as wind farms, biomass power stations, solar parks and small-scale hydro power plants.  

 

Being a long-term investor in other renewable energy generation practices, they adopt a 

different O&M strategy where they sign up for long term premium service agreements with 
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OEMs. The thought behind this strategy being that they can concentrate on production 

maximization and optimization while OEMs take on the risk of component failure. They claim 

to put their strong foundation in health, safety and environment management to good use with 

the wind farming venture. They claim their management methods  “continuously look into 

value enhancement activities like turbine optimization or extension of asset useful life”. 

Although they have an O&M-strategy that by relying on the OEMs means higher costs, they 

motivate the choice by putting predictability high on their list of priorities. 

 

For objectives for collaboration, they state that “Based on previous experiences in the solar 

business, we believe that a collaborative approach to knowledge sharing across asset owners is 

key in order to resolve important technical and commercial challenges with the technology 

itself and OEM as counterparts.” This shows that they have had been successful within 

renewables before, due to collaboration and knowledge sharing. Their belief that collaboration 

will lead to rapid strengthening of all participating actors shows that they believe in flourishing 

together with a community. This is also visible in their vision & mission statements where 

they state that they “collaborates with investors and developers for the long term”, with the 

goal of investing in alternative energy sources.  

 

For incentives the company focuses exclusively on investing in clean energy infrastructure. 

And their investments are diversified. They give importance to risk management when it comes 

to their investments suggesting that they are conservative when it comes to pushing for 

technological innovations. The firm projects a strong foundation in health, safety and 

environment while working on ways to maximize production and extending asset life cycle.  

 

For technology the statements do not show the company’s urge adopt emerging technologies 

to create additional value.  Although the company for scope indicate a focus on long term 

predictable, risk managed, stable and sustainable performance. While expressing their desire 

of collaborating with a wide group of stakeholders.  

5.2.17. Participant 17 

The company manages and operates wind power generation facilities. The company was 

incorporated in 2011 and is based in Moscow, Russia. It is an organization with infrastructure 

in mind rather than electricity generation, which comes second and in turn renewable energy 

third.  

 

The firm seems to have little interest in collaboration, maybe due to their O&M strategy 

targeting OEM partnerships. Their main objective for collaboration seems to be collaboration 

as an opportunity for knowledge sharing. For wind power they aim at subscribing to and 

maintain long term contracts with OEM equipment suppliers, while developing their own 

internal competencies within scheduled maintenance.  

 

Their vision and mission statement have one clear and delimited target to “increase the 

profitability of” and consolidate their infrastructural assets. However, they are a public service 
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company who work on a broad spectrum to safeguard what they call "life support" (energy, 

water and heat) for the citizens of Russia. Which need to be taken into account in the 

assessment. 

 

The desired incentive is to achieve a stable and predictable energy production. With sub-goals 

in the form of lower cost structure for operation and maintenance, in combination with an 

internal knowledge base that can deployed to re-establish or maintain their energy production 

if unforeseen events occur. Technology is perceived as a rational and practical tool, nothing 

more. Their scope is governed by public investment plans, rather than something the company 

manages internally.  

5.2.18. Participant 18 

The company together with its subsidiaries, develops, owns, and operates electricity generation 

facilities in New Zealand and Australia. It generates electricity from renewable energy sources, 

such as wind and solar energy sources. It also offers financial services. The company is 

headquartered in Melbourne, Australia. 

 

Their O&M strategy has a focus on solving contemporary needs, as well as adapting to new 

or emerging technologies for a long-term insurance of their asset’s performance and financial 

returns.  

 

Their objectives for collaboration have a focus on performance increments with sustained or 

increased life cycles. But, also a direct call to the participants to learn from each other, and 

strive to take advantage of the innovation potential that they see in the collaborative network. 

 

Their vision & mission indicates a strive for becoming a leading developer and owner of 

renewable electricity generation assets, strengthens the image of a progressive innovation 

oriented firm that aims towards both financial and environmental profits, with social values 

residing in both of those.  

 

For incentives the company seeks long term financial stability and social and environmental 

benefits. And technology is perceived to be an important part of business to be future proof. 

However for scope, social values is unlike environmental values nothing that they explicitly 

strive for and their target area is only parts of Oceania. 

5.2.19. Participant 19 

The company's line of business includes issuing shares, managing investment funds, and 

mutual fund sales in renewable energy. The company is based out of Switzerland. 

 

With the company’s O&M strategy primarily aimed towards optimize lifecycle costs and 

energy yield, the company seeks to deliver profitability and cash flows. The O&M strategy 

statements do not cover aspects of health, safety or environment.  
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The statement made about their objectives for collaboration show that the company believes 

that it’s important and that they can benefit from collaboration but does not go into specifics. 

Also the state that their goals with collaboration is to accelerate the business development 

process.  

 

On the contrary, the company's vision & mission statements show that the company wants to 

follow the latest trends and technology for the future. The company sees the adoption of 

technology and these trends as a means to create incentives, added value to the customers and 

ecology.   

 

The company’s incentives cover the aspects of economy and ecology, they want to evolve into 

an organization that provides “smart, integrated energy solutions with a clear focus on the 

customer”. They perceive a business opportunity in creating value for its customers in the areas 

of efficiency, ecology and intelligent energy solutions. For technology they come across as 

very progressive when it comes to their view on and adaptation to existing and new 

technologies. They are seeking the latest innovations with the intention to create value. For 

scope, their long-term goal is a 100% supply of renewable energy in the world. They express 

a belief that we are facing major changes in the form of increasing digitization and 

decentralization, and that there is a sustained trend towards the “decarbonization of the energy 

industry”.  

5.2.20. Participant 20  

Initially started with a focus on reliable and sustainable technologies, they have expanded their 

operations to include general contracting services for construction of road works, buildings, 

and other infrastructures in 2018. 

 

Their O&M strategy is to outsource the task to an external provider who they do seek a 

collaborative partnership with. This ties their O&M strategy together with their objectives for 

collaboration. Meaning that their main objective for both their O&M as well as for seeking 

collaboration, both with their O&M provider as well as other wind asset owners. Is to increase 

their AEP or annual energy production which can be seen as incremental product or process 

innovation. This expressed in terms of knowledge sharing only. 

 

The firm's philosophy about what incentive they strive for is otherwise a relatively broad view 

of value. This is expressed and integrated in their vision and mission statements, and they are 

“passionate and committed to generating power from renewable technologies” and strive to 

“understand the challenges the future holds”. This in terms of both sustainability versus 

society’s need for energy. As well as the contributing role of CO2 to climate change, where 

they claim that they want to do their part “in helping to reduce the world's carbon footprint”.  

 

Furthermore, the company also shows a social consideration and concern by saying they 

“develop all our sites in close consultation with local stakeholders”. and they try to support and 

strengthen society as a whole, through initiatives that strengthen the resources, skills and 
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development in the region. 

 

Overall for technology, despite the use of the word ‘development’ for describing themselves 

there are few signs of it being a technology or innovation-oriented firm. Rather, the scope 

seems to be set to do good and generate benefits. For themselves as profits in parallel with for 

the benefit of others in the form of societal and environmental values, from the current 

resources and technology they perceive as available. 

5.2.21. Participant 21 

The company is a Uruguayan renewable energy producer and supplier operating in Latin 

America but with an international focus. Engaging in the field of global wind power, they 

develop, integrate, operate and manage large scale wind farms from concept to realization. 

 

The O&M strategy statement “Our main focus is to optimize life cycle costs and energy yield” 

shows that company’s intentions is to maximize returns on investment. Which does not account 

for any other aspects like ecology or safety. Their objectives for collaboration states that they 

believe that “sharing experience is the best way to find better practices and solutions to 

everyday issues” and shows that they pursue techniques to improve existing infrastructure. The 

company does not express the need for radical innovations.  

 

The company’s vision & mission on the other hand expresses the importance of contributing 

to a sustainable environment and creating values that cater to its present and future employees. 

And, even if they are aiming to be a regional leader, they want to make an international 

presence and impact. Although, they want to project technical competence their strategy shows 

otherwise. For a company that claims to be experienced in the knowledge of the entire chain 

of renewable energy business, they don’t seem to take upon the task of innovating in the field. 

 

Overall, the company shows that financial benefits are not the only incentive they strive for, 

but environmental values as well. The technology focus is more on performance optimization 

and life cycle maximization over investing towards radical innovations. But they do find 

themselves looking for ‘most competent and innovative minds’ to staff their business, 

suggesting that the see a need for innovation. The statements collected show that the company 

cares about the stability and sustainability for an extended scope, but that the tangible results 

is intended for a narrow group of stakeholders. 

5.2.22. Participant 22 

Switzerland-based international energy and infrastructure company employing more than 

6,000 people. The Group plans, builds and operates infrastructure to produce and supply energy 

to businesses, households and the public sector, and offers digital business models for 

renewable energies. The company portfolio comprises everything from engineering 

consultancy and planning for energy, infrastructure and environmental projects, through 

integrated offers in the field of building technology, to the construction, servicing and 

maintenance of energy, telecommunications, transport and water networks.  
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Their O&M strategy is to sign short term service contracts with OEMs for their latest turbines 

and take on a larger risk of component failure. The logic being that they can negotiate with the 

suppliers directly instead of paying a premium for the service contract. They also perform data 

analytics on ‘operational and performance data’ to make positive changes, indicating their 

technical competence. 

 

The stated objectives for collaboration indicate the company’s understanding of the 

importance of knowledge exchange. For them it is a “chance to close value gaps and to improve 

the business results of our wind assets” shows that they are not only looking for technical 

expertise but also for business improvements.  

 

The company's vision is “Solutions for a livable future” and shows that the company is set on 

contributing to society and environment, that the existence of business is not only for financial 

gains. The mission statement is based on five pillars cover a multitude of stakeholders and 

values, such as customers, society and the environment.  

 

Overall, the company’s only incentive isn’t financial gains, but they also strive for solving 

pains for the environment and society. For technology they show a high level of technical 

competence and ability to take responsibility for a cause. The company performing data 

analytics show that they prioritize predictability and reliability from their assets as well. They 

operate on a wide scope, both in terms of the time perspective and stakeholders.  

5.2.23. Participant 23 

They are the largest wind power facility in the English-speaking Caribbean. Located in Rose 

Hill, Manchester, the wind farm currently comprised of three plants. The company’s main 

objective is to facilitate and promote the use of wind and other alternative forms of energy to 

drive the diversification of Jamaica’s energy mix. 

 

The O&M strategy implies a dependence on the OEM’s and a firm that is happy with that 

arrangement. Though, they are explicitly mentioning environmental and social benefits for 

their country of origin. Stating that they want “a cleaner and more affordable alternative to 

imported fossil fuels.''  

 

Suggesting that the firm has both a strong multidimensional view of value, and that their reason 

behind the venture is partly motivated by liberating the country from a national dependence on 

imported resources. Their objective for collaborating is to benchmark best practices, in order 

to optimize the performance of the wind assets. The company believes that collaboration 

through knowledge and resource exchange will help improve the O&M strategies of those 

involved.  

 

However, their vision is to be “a catalyst for increased usage of wind power and other 

renewable energies” with mainly a limited national focus. Their mission is “to provide and/or 
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facilitate wind power” which in the absence of expressions such as “developing” or similar 

synonyms. The main purpose of the company as expressed is to counteract a national 

dependence on oil, which implies that the main incentives strived for is electric energy through 

diversified electricity sources and the following security it means. Secondly, a reduced national 

economic dependence on the oil trade. 

 

For technology, them relying heavily on the OEM’s and are happy doing so, suggests a firm 

which intends to use existing technology to achieve social and environmental benefits. Even if 

their description of these is a bit sparse and narrow, those are their objectives for Incentives 

rather than pushing the development of new technologies with subsequent risks. For scope the 

statement about being a catalyst from the Vision statement implies a company that wants to 

initiate and contribute to a long-term change, with a national focus in mind.  

5.2.24. Participant 24 

The company generates and distributes renewable electric power for residential and business 

customers in Norway. It operates 18 hydroelectric and 4 wind power plants. It also engages in 

the energy transportation and construction, operation, and maintenance of the regional and 

distribution grids.  

 

The company has an O&M strategy, with an aim on incremental process and product 

innovation with increased life cycle energy yield and as low as possible cost structure in mind. 

They also express a goal of remaining competitive in the long term, together with a desire to 

become one of the most competitive actors in the industry. As well as a financial goal of 

maximizing the, interpreted as monetary, outcome of its business. 

 

For objectives for collaboration they realize the value in knowledge for reaching the 

objectives that they have set for themselves, and expresses faith in that sharing knowledge is 

one of the best ways to obtain new or additional knowledge.  

 

Their vision is to “create value through environmentally friendly production and distribution 

of energy for the benefit of the local region” it becomes clear that they have social and 

environmental incentives is mind. This paired with the statements that they seek to “maximize 

the outcome for the owners”, and the fact that the owner is several municipalities in the region. 

And for the company mission, ambitious goals they have. “On our watch the world must 

change drastically” they claim, this together with their focus on increased energy yield, 

minimized costs and the interest for new knowledge.  

 

For incentives they seem to have a broad multidimensional interpretation of value in mind. 

This is further expressed in their vision, and their incentive to strive for is “value through 

environmentally friendly production and distribution of energy, for the benefit of the local 

region”.  
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The vision, mission and incentives are the ones who say the most about the company's view of 

technology. Which express a strong focus on extracting maximum benefit from existing and 

new technology. But even in their objectives for collaboration they express that they desire 

new knowledge and methods.  

 

For our scope criteria, they do have only a (their) part of the world as a priority but their positive 

attitude towards knowledge sharing enables the potential of spreading the values co-created. 

That in combination with the fact that the region is large and that the values are meant to be 

shared with a large number of people living in it, still motivates a higher number in our opinion.  

5.2.25. Participant 25 

The company owns a portfolio of renewable power generating facilities primarily in North 

America, Colombia, Brazil, Europe, India, and China. The company generates electricity 

through hydro, wind, solar, cogeneration, and biomass sources. Founded in 1999 and is 

headquartered in Hamilton, Bermuda.  

 

Their O&M strategy expressed, mainly focuses on processes such as worker safety, daily job 

planning, reduced slipped energy and lifecycle management of their turbines. The strategy 

presented on their main webpage focus mainly on increasing cash flows, increasing utilization 

of assets and providing returns for investors which is interpreted a financial focus.  

 

The O&M strategy statements made indicate that the company’s alignment is towards financial 

goals and employee satisfaction. When it comes to the objectives for collaboration the 

company is very limited in its communication. The expressions are limited to expectations of 

progress and an understanding that they are expected to contribute. 

 

The vision and mission statements show the company’s desire to grow and expand at a global 

level and seek to gain the trust of the investors. However, they do not address other aspects like 

the environment or the society directly. For incentives their aim is rather to create economic 

and social values when it is line with the stakeholders wishes, but through the management of  

their financial ones.  

 

For technology there are no clear statements and it doesn’t seem like a priority, the company 

seems to be flexible and ready to use or invest in the existing technologies available that can 

demonstrate good results. However, they operate with a long-term and wide scope in mind. 

They perceive themselves as a global leader in alternative, long life assets and value creation 

and capture as stated in their Vision.  
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6. Discussion 

In this chapter we first present fourteen discovered categories of what is of value in this context 

in chapter 6.1, and the six discovered clusters of participants and their approaches towards 

value in chapter 6.2. In chapter 6.3 we introduce a simplified model and move on and explain 

the collaborative networks impact on the focal firm Ecopower Academy Northern Europe and 

participants' business models, and what role value has for actors to pursue a collaboration. Last, 

we answer the question of how value acts as a motivating factor in the explored context and 

present the full architecture that takes the details of the aforementioned sub-chapters into 

account. 

6.1 Value 

Below we present the expressed values sought by the 25 participants of O2O WIND 

International explored, divided into 14 categories of target values sought for the collaborative 

network. These categories of value that we have coded from the documentary secondary data, 

for example Operational efficiency, can be seen sorted after our inductively coded values 

sought, types (Smith & Colgate 2007), sources (ibid) and type of value processes (Chesbrough, 

et al., 2018) in Table 6.1 below.  

 

Table 6.1 - Target values sought 

Nr. Value sought Value type Source of value Value process 

1 Competitive advantage CS Ownership Value realization 

2 Operational efficiency FI Ownership Value realization 

3 Sustainability SE Environment Value provision 

4 Relationships CS Interactions Value provision & partake 

5 Competencies FI Ownership Value realization 

6 Health & safety SE & CS Environment Value realization 

7 Societal development SE Environment Value provision 

8 Risk mitigation CS Ownership Value realization 

9 Economies of scale CS Ownership Value realization 
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10 Incremental Innovation FI 

Interactions 

Environment 

Ownership 

All value processes 

11 Financial security CS Ownership Value realization 

12 Control FI & CS Ownership Value negotiation 

13 Radical Innovation FI 
Interactions 

Environment 
All value processes 

14 Ethics SE Interactions 
Value realization & 

provision 

              FI- Functional/instrumental value | SE-Symbolic/Expressive value | CS - Cost/sacrifice value 

Below is a brief description of each category featured in Table 6.1:  

 

Competitive advantage which we have defined as an attribute that allows an organization to 

outperform its competitors. Here we are not mainly referring to internal competition, but rather 

as stressed by Göran Sidén that the largest challenge for the wind industry is to compete with 

other renewables. Mainly solar energy, and the price is a particularly important factor in 

achieving it. We have identified this as a cost/sacrifice value (Smith & Colgate, 2007) which 

the participants want to own and maximize the value realized (Chesbrough, et al., 2018) and 

used while minimizing the cost for maximum impact and competitiveness. 

 

Operational Efficiency defined as how well an organization can transform resources into 

offerings. The category refers to the needs expressed by the majority of participants that the 

industry is in an incipient phase, and has great needs for development in order to realize 

(Chesbrough, et al., 2018) the value of affordable and stable electricity with wind as the source. 

Here, few participants perceive that the OEM’s are interested in helping, but that a 

collaboration has great potential to provide support for their operations. We have identified this 

as a functional/instrumental value (Smith & Colgate, 2007) since it’s concerned composing a 

compelling value proposition to the participants. 

 

Sustainability defined as avoidance of the depletion of natural resources to maintain 

ecological balance. Specifically, the mission for many participants, and of importance to all 

since it is a key feature of the need to convert to renewable energy sources and a pronounced 

character trait of wind power. One example is a participant expressing that their” role is to 

develop energy sources that ensure a viable future for future generations” (Participant 6). We 

have categorized these as a symbolic/expressive value (Smith & Colgate, 2007) due to the need 

to ensure that the service, the electrical energy created and exchanged for provision 

(Chesbrough, et al., 2018), has the characteristics and meaning that the customer expects. 
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Relationships defined as connections that exist between all entities in an environmental setting 

which in this case is the wind asset owners collaborative network. As previously mentioned, 

many participants put great trust in collaboration to solve the industry’s challenges. This 

requires trust and confidence in a variety of actors within both collaborative networks and value 

chains, which is why it is important to nurture relationships within the collaborative network. 

This is identified as a cost/sacrifice value (Smith & Colgate, 2007) originating from 

interactions amongst the focal firm and the participants, created by one participant in order to 

exchange as a partial value in interactions, captured by the value partake (Chesbrough, et al.,  

2018) of others. 

 

 

Competencies defined as the ability to do something successfully or efficiently. Here, we aim 

at the participants' expressed desire to get support in identifying and helping to acquire new 

knowledge and technology that is needed to meet the market's demands and run their operations 

successfully in a changing and uncertain future. This is a category where many participants 

express great hopes and expectations for the potential of a collaboration. Competencies would 

be a functional/instrumental value (Smith & Colgate, 2007) that the participants would like to 

realize (Chesbrough, et al., 2018) and possess, and one example expressed is ”new questions 

arises every day, we believe that sharing topics and knowledge is a more cost-efficient and  

faster way to progress” (Participant 6). 

 

Health & safety which we have defined as an actor's responsibility to protect the health and 

safety of those concerned. A responsible employer does not want their employees or individuals 

who in any other way are affected by the business to be injured during the daily operations, 

maintenance of equipment or by the working environment itself. Having prosperous employees 

also contribute to stable operations and alternative social values, according to expressions made 

by participants. However, wind asset owners also express that they perceive that wind power 

O&M is still a hazardous working environment in some ways. And express a belief that many 

potential improvements within HSSE can be implemented if the participants exchange 

experiences and knowledge. A safe workplace is an attractive workplace, and both accidents 

and insecure staff cost resources in the form of both lost opportunities and direct costs. 

Therefore, we categorized this as cost/sacrifice and symbolic/expressive values (Smith & 

Colgate, 2007) originating from the environment, possible for the participants to realize 

(Chesbrough, et al., 2018).  

 

Societal development defined as a commitment to sustainable development that benefits 

society and the people it consists of. Many participants on the collaborative network express 

an explicit desire to contribute to sustainable social development, for example one describes 

that their mission is to develop renewable energy for a sustainable future. However, social 

development is not a monetary value to exchange so we have categorized it as a 

symbolic/expressive value (Smith & Colgate, 2007) originating from the environment. It’s 

created by the wind asset owners, but exchanged (Chesbrough, et al., 2018) to partners or 

customers who values it for later potential benefit.  
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Risk mitigation is defined as a strategy to prepare for and lessen the effects of threats. Many 

participants express an uncertainty for the future and perceives risks with the development of 

the technology they express a belief that the industry needs. Many participants also express a 

belief that collaboration can help to identify, develop and implement strategies to avoid or 

mitigate risks. One participant compared with other industries and expressed that wind still has 

some teething issues that are difficult to change when we operate in isolation while another 

participant expresses that this can only be done fast enough if the industry collaborates and 

makes use of the experience already existing at every given moment. Mitigating risks is a 

cost/sacrifice value (Smith & Colgate, 2007) realized (Chesbrough, et al., 2018), originating 

from possessing the insights and knowledge required to successfully implement risk mitigation  

strategies. Something that the collaborative network can contribute to. 

 

Economies of scale defined as advantages gained due to the scale of operations. Lowering the 

price of wind energy relative to other renewable sources is of the utmost importance for its 

future competitiveness, as found during the interview with Göran Sidén when he reasoned that 

wind power must become more efficient from an economic point of view to be able to compete. 

This is linked to for example the category Operational efficiency of ours, but also Competitive 

advantage amongst others. This would be a type of value close to the definition of a 

cost/sacrifice value (Smith & Colgate, 2007). An ability jointly created through the 

collaborative network that the individual participant would need to own, realize (Chesbrough,  

et al., 2018) and implement.  

 

Incremental innovation we have defined as small improvements made to a company's existing 

offerings or operations. One requested feature of the collaboration network that we have 

identified is to provide the appropriate tools required to identify and enable new business 

opportunities through incremental innovation of existing technology and provide this as a 

service. Gradual advances and improvements in technology are necessary to maintain short-

term competitiveness for all participants. But different participants have different approaches 

for technology that we have presented under chapter 5.2 and through our value approach space 

(figure 6.1) in chapter 6.2. Though some participants do not strive for more than incremental 

innovation. Supporting the participants in the processes of incremental innovation would be a 

service with functional/instrumental values (Smith & Colgate, 2007). The sources are diverse, 

and the knowledge and opportunities can come from interactions between participants and, or, 

external actors, the environment these operate within or ownership of knowledge, experience 

or technology. Thus, this category includes all of the four value processes (Chesbrough, et al.,  

2018) since it can be created or captured, for their own use or for exchange.  

 

 

Financial security - defined as the condition of having the resources to support a business in 

the foreseeable future. Some of the participants are pursuing alternative values but several are 

still operating for traditional financial targets. These needs to maintain sufficient margins 

between the worth, the price and the cost of production of the energy generated. As a participant 

of a collaborative network they can jointly help each other to achieve this, for example through 
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some of the 14 categories mentioned here. Operational efficiency and Economies of scale can 

help reduce the cost of production, and Incremental and Radical innovation can help increase 

the worth of the offering. This would translate into a cost/sacrifice value (Smith & Colgate, 

2007) that the participant needs to own and realize (Chesbrough, et al., 2018) through the 

appropriate O&M and marketing strategies.  

 

Control is a category we have defined as to hold a strong enough position to have, or secure, 

a technology. The origin is the strong dependency that wind asset owners has had on the 

OEM’s, which the participants in the collaborative network in particular realize the 

consequences of and want to avoid in the future. Having control would translate into a 

functional/instrumental as well as a cost/sacrifice value (Smith & Colgate, 2007) on the 

collaborative network, but having control also means that it is a value that every single 

participant who seeks it must own. To the extent that one or more individual participants create 

a value, it is not necessary to realize control over a value they own through intellectual property 

rights. It is when other internal or external actors create a value that one or more participants 

are in need of, as the need to negotiate (Chesbrough, et al., 2018) full access, ownership or  

control over the value arises. 

 

 

Radical innovation defined as significant improvements to existing, or through new, offerings 

or operations processes. Like for the category incremental innovation, another commonly 

requested feature of the collaboration network is to provide the appropriate tools required to 

identify and enable new business opportunities through radical innovation of existing 

technology and provide this as a service. Some participants are more cautious, while others 

have an explicit goal to change the world in a more sustainable direction through enabling more 

sustainable energy production. Which in the current situation would require radical innovation? 

Supporting the participants in the processes of radical innovation would again be a service with 

functional/instrumental values (Smith & Colgate, 2007). The sources are diverse, and the 

knowledge and opportunities can come from interactions or the environment they operate 

within. But, unlike incremental innovation the source can’t be ownership since radical 

innovation in itself suggests a new value that no one has had in its possession so far. Thus, this 

category like the related one for incremental innovation include all of the four value processes 

(Chesbrough, et al., 2018) since it can be created or captured, for their own use or for exchange. 

 

Ethics defined as moral principles that govern the policies of a company. Is a more unusual 

value category in the sense that only one participant explicitly expresses it by using the word 

ethics. However, both social and environmental sustainability is explicitly important for all 25 

reviewed participants and of the utmost importance for a number of them. In particular our two 

categories the incentive-oriented pragmatists and the progressives. Even if they express 

themselves in other words, we have qualitatively assessed that business ethics is an important 

value for the participants on the collaborative network. How one's actions affect the 

environment is a complex issue since it includes a vast number of variables and is partly 

subjective. Being fully aware of one's impact one’s surroundings is difficult on one’s own, 

especially as a part of a value chain. Here the collaborative network can provide insights, share 
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experiences and convey an outsider's perspective. This would help create a 

symbolic/expressive value (Smith & Colgate, 2007) originating from interactions with the 

surrounding environment, that can be realized (Chesbrough, et al., 2018) within the firm 

through, for example, a good and safe working environment. Or, exchanged for provision 

(Chesbrough, et al., 2018) through an offering that contributes to a more sustainable world.  

6.2 Participants 

6.2.1 The value approach space 

We take a positivist approach to analyze and interpret qualitative textual data into robust coded 

numerical quantitative data sets (Guest & McLellan, 2003) and visualize them through cluster 

analysis in a unique way. The outcome of our qualitative analysis is a space of expressed value 

perceptions for 25 of the participants. Where the three dimensions corresponds to their range 

of target values, their preferences for which sort of technology (the application of scientific 

knowledge for practical purposes) they are most comfortable using to achieve these values and 

lastly over which time span they are operating and for whom the business exists. Answering 

the research question: “What are the different types of participants based on their expressed 

values for participation on a collaborative network for wind asset owners for potential big data 

collaboration?”. 

 

Figure 6.1 - The Value approach space (own model, isometric view) 
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These dimensions are visualized on a qualitative scale from 1 to 5 for each of the three 

dimensions, according to the grounds for assessment explained in chapter 3.1.6.1. The space 

can be seen in Figure 6.1.  

6.2.2 The clusters 

From the empirical findings that originate from the study of the 25 companies listed in the 

previous chapter, we have assessed their value perceptions and mapped their positions 

according to the method explained in 3.1.6.1. Six clusters emerged, the prudential, the 

pragmatists with four subcategories which consist of technology, progress, financially and 

incentive oriented. The last cluster is the progressives. Additionally, the values sought by each 

participant are summarized and the results can be seen in the table featured in Appendix 6: 

Values sought by participants and clusters. This answers the research question “What 

characterizes each of the identified clusters of participants based on the types of value they 

seek, sources of those values and associated value processes?” 

6.2.2.1. Cluster 1 - The prudential 

The prudential are a group of 5 participants (see Appendix 6: Coded values sought) 

characterized by a more traditional approach to business where it is governed by financial key 

figures and the goals are stated explicitly in financial monetary terms. They mainly consider 

existing resources and technology as a means of achieving their goals, and incremental 

improvements of them. They see little added value in taking financial risks to achieve 

technological, social or environmental progression unless there is a clear link to monetary gains 

as well. It does not mean that they do not see the value in technology, a prosperous society or 

a healthy environment. On the contrary, it is a strong endeavor expressed in their reason for 

conducting businesses as well.  

 

However, the main feature is that they pursue this quest from a perspective that is based on a 

traditional market economy view of what is commercially viable or not. The same approach 

can be seen in their scope, which has a clearly defined and delimited recipient of the value 

created and one for the value captured. 
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The values sought by this cluster, when 

segmented into the fundamental types of 

values as provided by Smith and Colgate 

(2007), It is evident  that there is a strong 

affinity towards cost/sacrifice (CS) values 

like risk mitigation and financial stability 

over symbolic/expressive (SE) values and 

functional/ instrumental values (FI) like 

operational efficiency and energy yield. 

However, their interest in FI is almost as 

explicit as CS.  

 

When the same is done for the sources of value 

information provided by Smith and Colgate 

(2007), it shows that they get most of their 

value information from ownership and rest is a 

split between environment and interactions. 

But, the value information they get from the 

environment and interactions are via 

employees and suppliers. That suggests that the 

companies in this cluster are not very 

explorative and their business decisions stem 

out of internal logic of the firm. 

 

 

 

In that cluster the predominant focus is on 

value realization process as defined by 

Chesbrough, et al. (2018). It means that the 

firm has to deploy a lot of resources to 

achieve those goals. And all the resource 

deployed only can result in the realization of 

potential value in those resources. This 

process is highly idiosyncratic, and it can only 

be understood individually. 
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6.2.2.2. Cluster 2 to 5 - The Pragmatists 

 

The pragmatists are joined together by their approach  to business rather than the specific 

values they express, which is why we have divided them into four different subcategories; 

The technology, progress, financially and incentive oriented pragmatists. Common is that 

they are open to future insights and changes both in the energy industry and within the 

understanding of how it affects its environment. 

 

As pragmatists they have an approach that examines the potential value residing in current 

and future methods and processes in terms of their future applicability and success. They seek 

a compromise between the exploitation of what is possible to achieve and is known to be 

applicable today, and an exploration of what they perceive to be possible for creating long 

term values in the near future. 

 

This can be seen in expressions such as them wanting to ”tackle the challenges facing our 

industry and prepare us to seize opportunities”, ”create lasting change”, ”contribute to a 

sustainable energy system throughout the value chain” and one seeking ”the best compromise 

between available resources, performance and environmental impact” amongst the 

participants that is a part of these four clusters. 

 

The curiosity for new ways to achieve this can be seen in expressions such as ”take a project 

from the concept stage all the way to operation” and wanting to create ”a number of solutions 

and pilot projects […] an active contribution towards modern methods of energy supply”. 

The pragmatists also express that they feel a responsibility for the setting that they are 

operating within and all stakeholders involved, although to what extent varies between the 

four sub-clusters. 

 

Other common features are that they do not consider themselves to be alone in their 

endeavor, but seek partnerships in the form of  cooperation, that they have a broad and keen 

view of their stakeholders' opinions on what is of value, and that they expressly value 

sustainability and consider it an integral part of any value they create. 

 

While the prudential focus on exploitation of existing opportunities for the benefit of many. 

The pragmatists can be characterized as seeking different approaches to find a balance 

between the exploitation of existing opportunities, the exploration of new opportunities and 

the future exploitation of them. It is this balancing act that unites them into one broad main 

cluster, while the different approaches divides them into the four sub-clusters. This is the 

largest cluster we have discovered and consists of fifteen participants, which can be divided 

into sub-clusters whose size varies from two to eight participants. 
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Cluster 2 - The Pragmatists, technology oriented 

The technology-oriented pragmatists consists of 2 participants (see Appendix 6: Coded values 

sought) which primarily aims to address future challenges and changes with the help of 

technology. They seek new competencies, a high level of competitiveness and competitive 

advantages mainly through innovation and the exploration of future opportunities.  

 

This can be seen in quotes such as ”create lasting change in terms of how our industry works” 

that they seek ”lasting value creation”, or that they strive to ”innovate to simplify and 

standardize our activities”, and that they primarily seek functional and instrumental values as 

seen in figure 6.5.  

 

The target to explore and innovate is especially visible in the expressed statements that they 

seek promising technology or projects to take” from the concept stage all the way to operation” 

or that they are willing to ”support the commercial development of large scale centralized 

renewables”. This has also been interpreted as willingness to engage in radical innovation 

including an acceptance for the higher degree of  

risk associated with it. 

 

 

This behavior is evident in that they are primarily 

seek functional / instrumental values in terms of 

technology and innovation as defined by Smith and 

Colgate (2007), to realize the value in or to profit 

from it by sharing or exchanging it with other 

actors. The symbolic and expressive values they 

seek is used to become an attractive partner for 

others to collaborate with.  

 

 

 

The source of information for those values as 

per Smith and Colgate (2007) classification 

reveals that they receive most of their value 

information from the surrounding 

environment or interactions with others, that 

they seek. This can also be a sign that they 

would appreciate and thrive in an open 

innovation setting that allows them access to 

these values.  
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However, the spread of Chesbrough et al., 

(2018) value processes shows that the values 

sought by technology oriented pragmatists has 

a larger share in the value creation aspect. 

Meaning that value realization and value 

provision plays a major role in how their 

business operates. They will have to deploy 

resources of their own and share it with their 

exchange partners in order to create those 

values. 

 

 

 

 

 

Cluster 3 - The Pragmatists, progress oriented 

The 3 participants within the cluster of progress-

oriented pragmatists (see Appendix 6: Coded values 

sought) seek a plurality of ideas, methods and actors, 

that they wish to use to form a holistic market offerings, 

an overall attractive proposition for all involved or 

affected. The seek partnerships, which is evident in the 

statements expressed” together on the road to success, 

"help us shape” and ”it is important to share 

experiences”. This is a sign of a type of participants that 

seek coalition, alliances for taking combined actions 

with the aim of giving a contribution to the society. In 

the form of new and better methods for energy supply 

to society, both through incremental and radical innovation. Whatever works and gives some 

form of practical results. 

 

Colgate (2007) classification that they communicate towards all their stakeholders, to gain their 

interest. 

The technology-oriented pragmatists use these symbolic and expressive values to communicate 

to other industrial actors that they seek partnerships for, among other things, development. For 

that group, we could see that the source of many of the values they sought was in the 

environment and through interactions. 

 

The progress-oriented pragmatists are also looking for values where the source is the 

environment (Smith and colgate, 2007), and through interactions within it. But, the progress 

oriented pragmatists have a broader view of what the environment is and whom it is beneficial 

to interact with. Both the progress oriented and incentive oriented pragmatists use this approach 

to achieve a result that is perceived as a contemporary practical improvements in the eyes of 
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everyone involved and affected. With progress in the 

naming of this cluster the focus lies on a contemporary 

progression within sustainable energy solutions. These 

companies are trying to make a difference here and 

now, through all methods available without spending 

too much time developing the technology necessary.  

 

The spread of Chesbrough et al., (2018) value 

processes associated with the values sought by this 

cluster is very reminiscent of the technology-oriented 

pragmatists. The majority of the values that they seek 

has to be created and will require deployment and 

exchange of resources.  

 

Cluster 4 - The Pragmatists, financially oriented 

The financially oriented pragmatists consists of 2 

participants (see Appendix 6: Coded values sought) 

and has an approach that differs in that they use 

financial instruments for value creation where the 

previous clusters have focused on technical 

approaches or used a holistic approach. How they 

intend to create value for those concerned, and how 

it differs from the statements made by participants 

that has been sorted into other clusters.  

 

It can be seen in the quotes were they express that 

they are ”invested in long-life, high-quality assets 

and businesses that form the backbone of today's 

global Incentive”, that their aim is to ”generate value 

for our shareholders, customers and collaborators” 

or that they want to ”ensure that our interests are 

aligned with our investors”.  When it comes to 

Smith and Colgate (2007) fundamental values , we 

have noticed that they have a large share of 

cost/sacrifice values , which together with 

functional and instrumental values makes up most 

of their values sought.  

 

They also have a strong focus on values for which 

the source is ownership or possession, and when it 

comes to which value processes that can be  

associated with their sought values.  
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As seen in Figure 6.13 a character trait is that 

value realization, together with value 

provision, makes up a majority of the kinds 

of processes behind the values they seek. 

Which suggests a business strategy with a 

strong bias towards the two categories within 

value creation in the Value processes matrix 

(Chesbrough, et al., 2018).  

 

Cluster 5 - The Pragmatists, incentive 

oriented 

The biggest cluster of all six clusters 

explored as well as within the subgroup 

pragmatists, are the Incentive oriented 

pragmatists. This cluster consists of 8 

participants (see Appendix 6: Coded values 

sought) and are characterized by A; They 

have a broader scope of their approach, 

unlike the technology and financially 

oriented pragmatists. And B, that the 

Incentive oriented focuses on long-term 

progress, while the Progress oriented focuses 

on actual progress with currently available 

resources. The Progress oriented pragmatists 

are idealists bound by realism, in what values 

that are reasonable to pursue and capture 

today.  

 

While the incentive oriented have the traits of being more idealistic in their expectations of 

value creation. This can be seen in an almost even distribution of Smith and colgate (2007) 

fundamental values they seek, amongst the three categories relevant here. Which can be 

interpreted as them being unbiased in relation to different types of values, and considers all 

possible types of values that can help them reach an incentive. 

 

Their approach is visible in their statements. The incentives pursued can for example be seen 

in that they would like to enable ”fossil free living within one generation”, that they are 

”passionate and committed to generating power from renewable technologies and understand 
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the challenges the future holds” and 

committed to the ”goal of finding renewable 

energy sources and doing our part”. 

 

Furthermore, they seek to generate” long-

term capital to invest in alternative power 

generation projects”, has the objective to 

”contribute to a sustainable energy system 

throughout the value chain” and continue ”the 

transition towards a long-term sustainable 

production portfolio”. 

 

Examples of how the Incentive oriented view 

themselves and their role in the industry is that they want to be perceived as” responsible energy 

educator[s]”, and wants to influence by being ”a catalyst for increased usage of wind power 

and other renewable energies”. A good example of how they do not see themselves and their 

activities as a phenomenon independent of society is that they express ”a passion for helping 

customers, developing members and delivering stockholder value” and seek to ”collaborate 

with investors and developers for the long term”. 

 

Common philosophies expressed are that ”an 

energy strategy is only conceivable for a long 

period”, that business is only viable if you 

”ensure long-term growth of value”.  And last, 

that the participants ”embrace the principles of 

sustainable development, supports new 

technologies and responsible   resource 

management”. 

 

In summary, their main goal is to explore in the 

search for ”the best compromise between 

available resources, performance and 

environmental impact”. This (Figure 2.1) can be 

seen in the value processes matrix (Chesbrough, et al., 2018) associated with the values that 

the incentive-oriented pragmatists seek.  

 

We have noted that value realization makes up the biggest share for the incentive-oriented 

pragmatists, and that value provision constitutes the second largest share. Here, it can be 

explained by the strong will to create and share values with others and the society that they  

have expressed.  

 

 

Which thus not only consist of the result of the values they have realized themselves, but also 

by sharing the methods they use themselves in exchange for other means. Which is also 
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something they have expressed that they have realized that you are not your strongest when 

you stand on your own. The participants of this group are happy to share, and receive, various 

means. 

 

Furthermore, this is why value partake is much larger than value negotiation. It again shows 

that they consider all kinds of value, but they prefer to take part in the creation of it themselves 

rather than acquiring it. Which is why value negotiation is the smallest proportion.  

6.2.2.3. Cluster 6 - The progressives 

The progressives are, as the name suggests, a group characterized by their business approach 

guided by futuristic values that are aimed at addressing the global challenges of environment, 

society and prosperity. The cluster consists of 5 participants (see Appendix 6: Coded values 

sought) and they actively seek methods and processes that has the potential to change the 

landscape of the industry. That does not mean that these companies are imbalanced with their 

acts of exploitation of current resources and exploration of future methods, they simply assess 

the risk and place their importance on exploration.  

 

They believe that they are the primary actors responsible for guiding the future of the industry. 

Statements like “creation and development..., so generations of today and the future will have 

a better life” and “Our perspective is beyond the now and for a more sustainable future” are a 

testament to that. 

 

What sets them apart is their approach towards partnerships and collaboration. While they hold 

themselves responsible to improve the industry practices, they express that they can create new 

knowledge by sharing their own knowledge, as a method of motivating other companies to take 

action.  

 

The spread of the Smith and Colgate (2007) 

fundamental types of values they seek shows an 

even distribution among FI, SE and CS with a 

slight emphasis on SE over CS. This is well 

aligned with their business approach of placing 

exploration of new methods and processes over 

trying to optimize the resources.  

 

Further at a lower level, the SCs they seek shows 

their willingness to collaborate in different parts 

of the value chain and an affinity towards 

societal development and environmental 

concerns. 

 

While the types of values they seek are similar to the incentive-oriented progressives, they 

stand out when it comes to the source of their value information as defined by Smith and 
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Colgate (2007). Most of the value they seek comes from the surrounding environment and there 

is a healthy split between value information that comes out of interactions and ownership of 

assets. Fig. 6.18 can be deceptive because it shows the distribution of value information in 

percentage.  

 

Whilst it looks like they do not get many values through interaction, it is quite the opposite. 

The relative number of values compared to the number of companies in this cluster shows that 

they do get many values through interactions. 

 

 

Chesbrough et al., (2018) value processes associated with the values sought after by this group 

shows that they have to provide a lot of value for others. Their approach to collaboration shows 

exactly that, sharing their own knowledge in order to create new knowledge.  

 

Hence the second largest value process, value realization- meaning that actions will create new 

values from the knowledge shared by other companies. In general, the value processes 

associated with the progressive wind asset owners depict what they are doing or trying to 

achieve in contrast to other groups where the value processes associated with the values that 

they seek is an indication of what they should be doing to create and or capture those values. 

 

To summarize, the progressives are a cluster that is most concerned with symbolic or 

expressive values over cost or sacrifice values. They take most of their cues from the 

surrounding environment and are willing to provide values with the intention of  creating more 

value for the development of industry, society and environment.  
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6.2.3. Patterns and similarities 

 

The three main clusters we have identified (Prudential's, Pragmatists & Progressives) and four 

sub clusters under pragmatists (Technology, progress, finance & incentive oriented) in the 

distribution of the types of values shows a unique set of patterns and similarities. 

 

The first recognizable pattern is that the distribution of types of values among the prudential 

and the financially oriented pragmatists show that they both have an affinity towards cost and 

sacrifice values. That does not mean that the two clusters are similar in their approach. While 

the financially oriented pragmatists have a stronger motive of financial viability of the business. 

They give noticeable attention towards expressive values unlike the prudential. This can be 

seen from the data that the primary source of information for the prudential is ownership 

whereas the financially oriented pragmatists get the majority of their value information from 

their environment and interactions. 

 

A similar pattern was observed amongst the clusters, progress-oriented pragmatists and the 

progressives. The distribution of types of values sought and their source of information were 

similar. However, the progressive oriented pragmatists derived a larger share of their value 

information from ownership over interaction unlike the progressives. The analysis of value 

processes associated with the values sought shows the progressives have an affinity towards 

value provision. Implying that they take a larger responsibility towards guiding the industry. 

 

Amongst the three main clusters identified, each of the clusters is different mainly on their 

outlook towards the future. The prudential, mainly focus on maximizing the gains with their 

existing business practices. Whereas the progressives mainly focus on advancing the industry 

through the latest technology and advanced operations practices, all with the intention of 

improving society and the environment. Although financial stability is important to them, they 

are willing to take higher risks.  

 

However, the pragmatists fall in between. They look forward towards future technology and 

are incentivized by other constructs than financial stability, but they do not take upon the 

responsibility to advance the industry like the progressives. Instead they wait for proven 

business practices to adopt them which is evident in the types of value they seek. 
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6.3 The collaborative network 

In this chapter we first introduce a simplified model of our findings of how wind asset owners 

relate to the collaborative network O2O WIND International, see figure 6.2. The purpose is to 

provide a summary of the findings presented above for the reader to keep in mind through this 

chapter. Then we present a qualitative analysis of the implications of our findings for the 

collaboration amongst wind asset owners, for the focal firm and the participants business 

models based on our findings. Thus, fulfilling our research purpose.  

 

Figure 6.20 - The simplified architecture of O2O WIND International 

 
We propose a model that captures the collaboration between two or more participants through 

the collaborative network, after mutual values sought have been identified and a collaboration 

initiated. The model shows how participant needs are analyzed and target values identified, and 

then how the collaborative network helps facilitate value creation. It is also important to 

distinguish the focal firm and participant firms as individual entities from the collective that is 

the collaborative network, since it cannot be assumed that their interests are always aligned. 

The collaborative network is made up of the abstract relationships and interactions between  

participants and the focal firm, not through their integration. 
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6.3.1 Business model implications for the focal firm 

To take on a key role as being the hub of a collaborative network is to place itself in a difficult 

situation. An older view of a business model is as a translator between economic and 

technological domains whose role is to filter, select and package offerings to the customer 

(Chesbrough & Rosenbloom, 2002). In essence, it has two functions for the transaction of value 

taking place; value creation and capture (Chesbrough, 2007). However, a collaborative network 

needs to continuously adapt to its environment to nurture and develop their capabilities to 

respond to opportunities (Romero & Molina, 2011). In this context the role of a business model 

is to describe the value proposition the collaborative network wants to co-create with the 

participants, as well as the infrastructure and technological architecture needed to realize this 

value (ibid).  

 

The structure and logic of a business model is linked to the success of the business (Teece 

2010), but in this context the focal firm subsequently has a responsibility for and an impact on 

multiple businesses. O2O WIND International needs to take its participants into consideration 

and manage these relations, without neglecting their own needs. Though, we have discovered 

that the focal firm has problems conveying the value that the platform creates. Furthermore, 

the participants have to a higher or lesser degree difficulties to understand how they can benefit 

from it in terms of value capture and delivery as well. 

 

Which is understandable, since even the literature is not consistent in its description of 

ecosystem business models (Westerlund, Leminen & Rajahonka, 2014). The former suggests 

a business model design tool for IOT ecosystems which could serve as inspiration for a future 

business model for O2O WIND International. Their tools have the potential to go well with our 

14 identified categories or additional future categories that the participants want to see resolved 

(In fig. 6.20 the term target values refer to the group of values out of the 14 identified categories 

that individual participants seek.). By focusing on identifying value pillars, it might broaden 

the collaboration network's focus from single participant firms to an ecosystem context (ibid).  

 

In their own words, for a flourishing ecosystem,” the business models of different actors and 

the entire ecosystem should somehow resonate; the pieces of the puzzle should fit together” 

(Westerlund, Leminen & Rajahonka, 2014, p. 11). Anyway, a future business model for O2O 

WIND International is not part of the purpose of this paper. Instead we have compiled 

information about six categories of the established business model canvas (Osterwalder &  

Pigneur, 2010) which we can see will be affected by our findings:  

 

Key activities in order to both create and capture more value, value mapping needs to be a 

main activity for the focal firm. To monitor the participants' needs and what potential values 

exist to create and capture, and what the collaboration network creates for each individual 

participant and for the collective. Helps to steer the business and to visualize and justify a 

pricing strategy that is based on a share of the value that the collaborative network enables the 

participant to create. 
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Key resources the collaborative network needs to continuously acquire and develop the 

capabilities necessary to identify and solve the customers’ needs and thereby create value for 

the participants. As an example, one ability that we can see that the cooperation network needs 

to develop in the near future is data mining. 

 

Value proposition the collaborative network needs to formulate a value proposition that 

conveys understanding and support from the like-minded, that the network is aware of the 

challenges of the industry and the needs of the participants and capable of assisting them in 

solving them. An offering that conveys that “We know what your challenges are, we can 

support you in solving them. Let's face them together.” Here we deliberately avoid using the 

word help because it is close to what the collaboration network is doing at the moment, being 

a good Samaritan and forgetting to capture any value. 

 

Customer relationships in order to achieve this, it is necessary to have a strong focus on 

maintaining and cultivating customer relations. Both indirectly by continuously learning about 

and understanding the participant's operations and their needs, and by actively supporting them 

in their challenges in an attentive and trusting manner.  

 

Channels Their main and essential channel is the collaborative network itself but means to 

access their target customer segments is currently not an obstacle for the focal firm. Here, we 

believe that the focal firm currently has a broad variety of channels to reach and interact with 

its customers, the participants of the collaborative network. See chapter 4.2.1. for the six current 

offerings. But it must be alert to new opportunities to support the participants based on their 

alternating needs.  

 

Customer segments at present, the company has not made any difference between different 

categories of customers. Which we believe is necessary to fully understand the driving forces 

behind their businesses and hence their needs. This paper has attempted to categorize 25 of the 

participants of the collaborative network based on their approach to value divided into the 

categories of technology, incentives and consolidation. The result can be seen in our proposed 

model the value approach space (figure 6.2), and it shows that the 25 customers actually make 

up six different clusters. And these six clusters with their patterns and similarities make up  

customer segments for the focal firm to target. 

 

To conclude the chapter, today the business model of O2O WIND International doesn’t allow 

the focal firm to capture enough value to cover its cost structure as shown in chapter 4.2. This 

is partly due to the current business model not having a sufficiently clear value proposition that 

indicates the value in the collaboration for the participants. Which in combination with the 

focal firm not monitoring and mapping the value of the customer needs solved or to solve, 

doesn’t differentiate between different participants as customers, and link these to the value 

streams generated. Causes difficulties for the focal firm to justify a pricing strategy and 

mechanisms, currently a fixed subscription fee, that allows it to capture enough value.  
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We believe a revised business model might help the focal firm to better convey what they offer, 

a means for the participants to better co-create and capture value by being a part of the 

collaborative network. Which in turn opens up for a pricing strategy and mechanisms that 

allows the focal firm to capture more value. For example, by being able to more precisely 

pinpoint the value the collaboration network can create for the participant. It is easier to justify 

charging a larger share of it. In turn this creates incentives for the focal firm, and the 

participants, to jointly learn how to create and capture more value in their industrial setting. 

Which is how value might act as a motivating factor for a collaborative network.  

6.3.2 Business model implications for the participants 

The participants of a collaborative network in which an external firm is facilitating and 

governing the information exchange and shared R&D ventures will have implications in the 

infrastructure management pillar of the business model. The participants are competitors, 

customers and partners at the same time. And each participant has specific needs and a specific 

role within the value network. These roles and needs are dictated by individual values and the 

capabilities of the participant. 

 

For such firms, a successful collaborative venture can be dependent on collaborating with firms 

with similar or complementing values. Either way, the platform will prove as the channel to 

meet and exchange resources with such partners. In Osterwalder & Pigneur (2010) BMC, the 

channels building block is directed as a means to reach the customer. But in the case of 

collaborative networks, the BMC cannot articulate this networked approach. Westerlund, 

Leminen & Rajahonka (2014) suggest that managers need to shift their focus from "the 

business model of a firm" to "ecosystem business models". An ecosystem business model (or 

category of business models) can be shared by participants of an ecosystem (Low & Muegge, 

2013).  

 

Participating in a collaborative platform will mean that the platform and other participants of 

the platform become key partners of a wind asset owners business model. That will have 

further implications on relationships between the firms because most of them have the same 

market offerings and some can be operating in the geographical location. Although the focal 

firm has to establish governance over such occurrences, the participants will share risks and 

responsibilities. 

 

As discussed earlier, the participants of the collaborative network will have to serve a specific 

role within the network. And those roles will dictate the key activities of the participants 

business model. And the collective knowledge and experiences of the collaborative network 

will become a key resource for the participant firms. Overall, the business model implications 

for the participant firms is to adapt to a newer business practice by taking the collaborative 

network into consideration. The newer business model should aim for capturing as much value 

as possible, created through participating in the collaborative network. Because only then can 

be the actions of venturing into a collaborative network and sharing valuable resources is 

justified.  
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7. Conclusion 

The purpose of our study was to explore value as the motivating factor for participation on a 

collaborative network for wind asset owners. We have done this by exploring (1) what 

characterizes each of the identified clusters of network participants have when it comes to their 

value processes, types of value they seek and the sources of those values? And (2) explored 

who the different types of network participants are based on their expressed values for 

participation. 

7.1 Theoretical implications 

This thesis offers implications for future researchers within the field of business models and 

value creation. Which may lead to further future implications for managers of collaborative 

networks and managers of wind asset owners. Our findings suggest that firms with 

sustainability-driven value propositions, such as the renewable energy generation operated by 

wind asset owners. When operating with support from a collaborative network, can’t be fully 

understood based solely on existing frameworks for business models and value creation. 

 

To understand wind asset owners as stakeholders, within the setting of a collaborative network. 

Our findings suggest that one must look past frameworks designed to consider focal firm 

economic value orientation and apply a multi-stakeholder, multiple values-oriented 

framework. In line with recent research proposing a broader view of business models where 

“stakeholders are both recipients and (co-) creators of value in joint value creation processes” 

(Freudenreich, et al., 2019, p.1).  

 

Thus, in line with the stakeholder value creation literature and the emerging views proposing 

that “with respect to sustainability, future research should consider the dynamic, systemic, and 

multilevel nature of stakeholder relationships and collaboration” (Tapaninaho & Kujala, 2019, 

p.3). Our findings include a model (figure 6.1) that constitutes a three-dimensional approach 

that illustrates value within the setting of a collaborative network for wind asset owners. It is 

an empirical illustration of how value might act as a motivating factor for participation in a 

collaborative network. 

 

As shown the model extends the definition of value within collaborative networks to include 

the dimensions of environmental and social values in addition to economic values. This 

corresponds better to the explicitly sought values as expressed by participants in the 

collaborative network, that has been explored in this case study. As well as providing additional 

insights and rich data about value as a motivating factor for participating in a collaborative 

network for wind asset owners. As such, the model can be developed into a framework that 

offers a more versatile understanding of value and value creation. As well as a more accurate 

demonstration of the needs of collaborative network participants and their stakeholders, 

measured in multiple dimensions of value that is desired to be created.   

Even though our research offers interesting insights, our study has several limitations in 

conjunction with other research. First, our study is based on documentary secondary data which 
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means that the participants hasn’t been given the opportunity to clarify what they perceive. 

Hence, it would be interesting to further investigate value as a motivating factor for 

participation in a collaborative network for wind asset owners, based on primary data.  

 

Moreover, our study employs a qualitative approach where a single case is analyzed within 

one industry. This limits our study’s ability to generate generalized theories (Eisenhardt, 

1989). We suggest that future research can expatiate or experiment with our findings and 

models using both qualitative and quantitative methods on other industries from different 

geographical settings. (E.g. Integrating value capture and value delivery in our figure 6.20).  

7.2 Managerial implications 

Managerial implications include a model that might help the focal firm to better convey their 

value proposition. A better understanding of what value and value streams the collaborative 

network generate can provide the means for the participants to better co-create and capture 

value by being a part of the collaborative network. In turn this might enable a pricing strategy 

and mechanisms that allows the focal firm to capture more value.  

 

Similarly, the participants can adapt by integrating the collaborative network into their business 

model and maximize their abilities to capture the value jointly created. This creates incentives 

for the focal firm, and the participants, to jointly learn how to create and capture more value in 

their industrial setting. Which is how value might act as a motivating factor for a collaborative 

network. But some studies show ill effects of participating in a collaborative network. For 

example, Coff (2010) examined how different stakeholders participating in capability 

development may use their bargaining power for rent appropriation. Suggesting further 

research embodied in the frameworks of stakeholder value creation theory.   

 

When it comes to the venture itself, the literature states that “a collaborative network consists 

of a variety of entities that collaborate to better achieve common or compatible goals” 

(Camarinha-Matos & Afsarmanesh, 2006, p.30). While a platform is characterized by “network 

effects” which initiates a relationship where more users results in more value created (ibid). 

According to these definitions we have found that O2O WIND International in its existing form 

meets the definition of a collaborative network, rather than a platform ecosystem which they  

aim to be.  

 

This deviation combined with that the company behind O2O WIND International, Ecopower 

Academy Northern Europe AB, has a business model that doesn’t allow them to capture enough 

value to cover the cost structure associated with operating the collaborative network. Results 

in difficulties for the focal firm to convey, and for the participants to understand, what specific 

value the collaborative network creates for them. These difficulties in combination with a fixed 

pricing strategy only concerned with what equipment the participant uses is believed to be a 

cause and exploring and mapping value might be an activity with the potential to contribute  

with a solution. 
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While working towards a conclusion, we have explored the current state of the industry. Here 

we have identified conditions for the future that can be divided into three categories: 

Prerequisites for value creation, values possible and desirable to create and hindrances for value 

creation. These three categories constitute business intelligence and contributes to insights into 

the conditions of the industry and the collaborative network. 

 

Furthermore, since big data is an aspirant phenomenon, our study triggers many options for 

future research. It might answer questions such as: How can firms develop value propositions 

for collaborative network through target value mapping? What are the necessary conditions 

that must be in place for a collaborative network to function properly? 
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Appendix 1: Interview Guides 

Appendix 1.1 - for 26th April 2019 with Johan Cedermark 

Purpose: To get an expert's perspective on industrial big data and its utilization for machine 

learning and other applications. 

 

Background information  

 

● Can you please briefly tell us about yourself, for example, your work, your area of 

 expertise  and your experience?  

 

Overview on big data  

 

● Can you please provide an overview of the phenomenon that is “big data”? 

● In particular, what is the latest advancements in big data and analytics?  

● What industries do you think are in the forefront of adopting big data? 

● In which industries do you think has the potential to benefit from big data? 

● What implications do you see big data has on the energy industry?  

● If you consider in particular, the wind power industry? 

 

Value creation from big data 

 

● Who benefits from big data analytics?  

● How do they benefit? 

● In what context?  

● Can you please describe how companies seeks to create value from big data?  

● What are the key challenges companies might face during such a value creation 

process? 

● What about: Energy yield, maintenance prediction (cost awareness and reduction) and 

condition based maintenance, and other fields? 

● Do you have any experience in the co-creation of value, or in multi-stakeholder 

collaboration, in a AI or big data setting? 
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Appendix 1.2 - for 7th of May 2019 with Göran Sidén 

Purpose: To get an expert’s experience of wind power (electric energy generation) innovation 

and transformation? What do they (the Wind asset owners) seek and need, and what do the 

network (TIS/NIS) need? 

 

Background information  

 

● Can you please briefly tell us about yourself, for example your work, your area of 

expertise and your experience? 

● Can you tell us about your work in wind power development? 

● Can you tell us about your work with wind power development in Falkenberg? 

● What was the purpose of the enterprises? 

● What values do you perceive was created from it? 

 

Our study 

 

● Tell him about our research purpose and question(s), any feedback? 

 

The industry 

 

● Challenges for the industry when it comes to: 

 1. For financial viability (profitability?) 

 2. For environmental viability 

 3. For social viability (people's aversion to wind power, NIMBY, health etc.) 

 

Overview of WP industry transformation and technology adoption 

 

● What about the WP industry: Past present and future?  

● Challenges (and risks) for the development of new technologies within the wind power 

sector. 

● The dependence on OEMs. Do you perceive it as a convenience or a hindrance? 

● Tell him about our findings so far, any feedback? 
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Appendix 1.3 - for 7th of May 2019 with Sven Ruin 

Background 

 

● Can you please briefly tell us about yourself, for example, your work, profession, 

your area of expertise and your experience? 

 

Our study 

 

● Tell him about our research purpose and question(s), any feedback? 

 

The industry 

 

● Challenges for the industry when it comes to: 

 1. For financial viability (profitability?) 

 2. For environmental viability 

 3. For social viability (people's aversion to wind power, NIMBY, health etc.) 
● Challenges (and risks) for the development of new technologies in the WP sector. 

● The need for information to make decisions based upon. 

● The dependence on OEMs. Do you perceive it as a convenience or a hindrance? 

 

Value creation in WP context 

 

● The meaning of value creation in a wind power context,  from a business model  

perspective and in your opinion? 

● Their context and experience? 

 

Our study 

 

● Tell him about our research purpose and question(s), any feedback? 

● Tell him about our findings so far, any feedback? 
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Appendix 1.4 - for 14th of May 2019 with The network owner 

 

Background 

 

● Can you please tell us about yourself? For example, your work, your area of expertise  

and your experience? 

● Can you tell us about your experience in the wind power industry? 

 

The background 
 

● Can you tell us about the background of Ecopower Academy Northern Europe? 

● Can you tell us about the background and idea behind O2O WIND International? 

● What market need and opportunity did you act on when you decided to start the 

company? What made you want to fill that market gap? 

 

The industry 

 

● The WP industry, past present and future?  

● Challenges for the industry when it comes to: 

 1. For financial viability (profitability?) 

 2. For environmental viability 

 3. For social viability (people's aversion to wind power, NIMBY, health etc.) 

● Challenges and risks when it comes to the development of new technologies in the 

wind power sector. 

● The industry’s dependence on OEM’s. We have in several cases encountered the 

opinion that some wind asset owners perceive it as a convenience, while we know that 

you perceive it as a hindrance. Can you understand the companies whose opinion 

differs? 

 

The current strategy and business model of the company 
 

● [Marketing] What strategy does the network have for convincing them of the benefits 

of collaborating with its peers instead? 

● Who are your target customers as participants of your network? 

● What are your strategies for creating value for your customers? 

● What are your strategy for capturing value for the company? 

● How does that translate into a pricing strategy? What is the current price of the 

subscription fee? 

 

 

 

Our interpretation 
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● Now that you have seen our interpretation of your customers and our division of them 

into customer segments, how does it compare to your perception? 

● When given this perspective of the industry, do you get any ideas and do you see any 

opportunities? 
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Appendix 2: Secondary data 

Appendix 2.1: Documentary secondary data 

Statistical reports, 281 pages. 

Annual energy outlook 2019 (U.S EIA) 83 

BP statistical review of world energy 2018 56 

Bloomberg Businessweek research services - The Current State 

of Business Analytics: Where Do We Go From Here? 

15 

 

The International Energy Outlook 2017 (U.S EIA) 76 

The International Energy Agency - Key world energy statistics 

2018 

51 

Participant annual reports, 2544  pages 

Anonymized participants, total amount. 2544 

Focal firm annual reports, 37 pages. 

Årsredovisning för Ecopower Academy Europe AB 2015 13 

Årsredovisning för Ecopower Academy Europe AB 2016 12 

Årsredovisning för Ecopower Academy Europe AB 2017 12 

Participant firms communication & documentation, 907 pages from 124 webpages 

Participant 1 55 pages, 4 webpages 

Participant 2 53 pages, 7 webpages 

Participant 3 8 pages, 3 webpages 

Participant 4 77 pages, 9 webpages 

Participant 5 74 pages, 4 webpages 
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Participant 6 22 pages, 6 webpages 

Participant 7 38 pages, 12 webpages 

Participant 8 115 pages, 10 webpages 

Participant 9 30 pages, 6 webpages 

Participant 10 37 pages, 6 webpages 

Participant 11 13 pages, 6 webpages 

Participant 12 13 pages, 2 webpages 

Participant 13 11 pages, 4 webpages 

Participant 14 34 pages, 5 webpages 

Participant 15 39 pages, 5 webpages 

Participant 16 18 pages, 2 webpages 

Participant 17 7 pages, 2 webpages 

Participant 18 48 pages, 4 webpages 

Participant 19 58 pages, 5 webpages 

Participant 20 7 pages, 4 webpages 

Participant 21 9 pages, 3 webpages 

Participant 22 41 pages, 4 webpages 

Participant 23 53 pages, 3 webpages 

Participant 24 36 pages, 3 webpages 
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Participant 25 11 pages, 5 webpages 

Collaborative network communication & documentation, 80 pages. 

Introduction and latest update of O2O WIND International 25 

Wind turbine owner’s roundtables 2018 38 

Big data and predictive analytics 2 

Optimal pitch settings & energy yield 2 

Manage O&M costs 1 

Strategies for negotiating contracts with the OEMs 2 

HSSE in wind farm operations 2 

Lightning - protection, repair & claims 1 

Real loads assessments at site assessment level  2 

KPIs in wind farm operations 1 

Managing manufacturing defects on blades 1 

Digitalizing O&M workflows 2 

Gearbox, drivetrain & oil 3 

Turbine condition monitoring systems 2 

Market-driven operations 1 

Wind farm operations in cold climate 2 

Noise - issues, causes and solutions 1 
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Experiences on refurbished parts 1 

Measurement campaigns to optimize turbines 2 

LTE Lifetime extensions for wind assets 2 

Turbine foundation failures 2 

EOW - What is beyond “normal wear and tear”? 1 

RDS-PP 2 

Streaming turbine sensor data in wind farm operations 1 

Monopiles foundations 1 

Lean wind farm operations 1 

O2O WIND International  internal newsletters (date) 17 

Wind Turbine owners on how to fix poor pitch settings (181217) 1 

Common EOW Checklist - among WTG owners (190103) 1 

How to monitor and follow up with OEM & ISP (190121) 1 

Our common takeover checklist - among WTG owners (190207) 1 

Where to purchase light blades? (190210) 1 

The OEM said 6 months - O2O WIND gave another response 

(190214) 

1 

47 owners identifying top challenges and sharing input on these 

(190225) 

1 

To Vestas owners: PPO installation to affect the sound power 

level (190305) 

1 

25 Wind turbine owners on how to increase energy yield 

(190314) 

1 
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Inside the head of the “Heads of Operations” (190402) 1 

Collaborate with energy companies owning the same turbines 

(190404) 

1 

Finally, a solid lineup who can collaborate directly in daily 

operations (190429) 

1 

No access to Vestas software once service contracts comes to 

an end? (190502) 

1 

Wind turbine owners on how to fix poor pitch settings (190522) 1 

More input from other owners to improve your wind farm 

operations (190610) 

1 

A practical guide for how to monitor and follow up with your 

OEM on service, production and availability (190627) 

1 

Gearbox and drivetrain challenges and solutions (190801) 1 

Total amount of documentary secondary data 
3866 pages & 124 

web pages 
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Appendix 2.2: Additional relevant articles 

 

Category Number of articles 

Big data 17 

Business model 21 

Business model innovation 16 

Collaborative network 20 

Open innovation 17 

Value creation 16 

Wind power sector 8 

Miscellaneous 4 

Total 119 
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Appendix 3: Participants and our perceived position 

Participant Incentive Technology Scope Participant Incentive Technology Scope 

1 1 4 2 14 1 1 2 

2 4 4 3 15 2 3 2 

3  1 1 2 16 4 1 5 

4 5 5 5 17 1 1 2 

5 5 2 4 18 4 5 4 

6 5 1 4 19  4 4 4 

7 5 1 5 20 4 1 4 

8 4 5 5 21 4 1 4 

9 1 1 1 22 5 5 5 

10 4 1 3 23 4 1 3 

11 3 1 4 24 5 5 5 

12 2 1 2 25 3 2 4 

13 5 5 5     
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Appendix 4.1: Interview data 

Appendix 4.1: The Interview quotes 

1-1: “I've been working in the IT-sector for more than 20 years and I started out the in the 90s 

in the so called Internet era. Where I started programming Java, C, C++, PHP, a tiny bit of 

python. Then you have Escape, there is HTML and CSS. So yeah I've been teaching a lot 

from Java too to the concept of Internet, to graphics with Photoshop and (Adobe) illustrator 

and some in design yeah so more on the ground level.” 

 

1-2: “Then I've been for about 15 years been working within project management, as a 

project manager and also sales manager, marketing director, vice president and president in 

different companies.”  

 

1-3:“I have sort of worked in all the positions there are in the IT sector also, so I've been 

trying a little bit different. Nowadays I am splitting my time between doing lectures about the 

exponential technologies, where we see the acceleration of technologies very very rapid now. 

As a result from the Internet era where mostly social media, mobile Internet and E commerce 

a transfer form the world.” 

 

1-4: “We are looking into that to the next chapter of that story where we are seeing 

accelerating technology such as AR, VR, or XR.” 

 

1-5: “AI, Genomics and that sort of technologies. I’m giving lectures about that rapid 

improvement, and what is the social consequences of those technologies.”  

 

1-6: “Also I'm building in education facility and working with the question of how we are 

going to educate people in times of exponential technology, because that flips the coin so to 

speak. How we could and what new possibilities it gives us for educating people. I want to 

harvest that possibility so to speak. So I 'm building education facilities for doing that.” 

 

1-7: “I'm especially interested in 2 of those exponential technologies, with VR & AI and Big 

data and the combination of those. To see what that can do for the for the education sector”. 

 

1-8: “I think big data should be a little bit disillusioned term because in the early stage of  the 

AI-sector at their earlier models required a lot of data to function, that is still the case in some 

of the AI driven models.” 

 

1-9: “What is also commonly mistaken nowadays when you have more reinforcement 

learning, on this stage is that you can actually create the intelligence systems and learning 

without massive amounts of data.”  

 

1-10: “Even with the models like unstructured and structured data, you can still find the 

previously trained model and you can sort of get along without massive data.” 
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1-11: “Given that you have access to big data, I think there has been a very great set of tools 

coming during the last 36 months that really simplifies the way of working and finding multi 

dimensional connections.” 

 

1-12: “So I think that's quite interesting field emerging, where you can feed the models with 

unstructured data and be helped to find her those structures [patterns]” 

 

1-13: “Cloud [and fog] computing is a fact and that is a precaution that you really needed to 

be able to do a big data and AI in a larger scale.” 

 

1-14: “Because say if you just have your own set of computers it takes some time, but the 

cloud model make you able to do bigger and larger scale computations so to speak” 

 

1-15: “Cloud computing is a requirement that facilitates AI and big data” 

 

1-16: “I think the health sector is starting to adopt AI and big data but it is still in a very very 

early stage” 

 

1-17: “First, you have the health sector I think you can see from from 2 point of view in the 

health sector. First we have the clinicals and the scientists that are working from the inside 

out with the data that are already recorded in the health care systems. That's bit of a slow 

process because you have a lot of regulations.” 

 

1-18: “then I think we have in new health which is extremely interesting where players like 

Amazon which bought the there's the American online pharmacy and using the data. We have 

Apple that deploys their healthy institutions an deploying their Apple Watch and health 

applications where they use make use of all massive amount amount of data.  

 

I think those big players will actually change our health system with big data. I think that's a 

major shift will see in a 10 years ahead with the start this year or or this couple of years and 

forward.” 

 

1-19: “I think that from what we see so far the marketing sector that is tailed from from social 

media and had a really early start [in adapting big data], because as their nature states they 

have a lot of it. Which with the early models was very easy to find good solutions that could 

result in a benefit.” 

 

1-20: “Smaller companies and businesses they are still not really there and there haven't 

really start using AI [and big data], even if they could because the knowledge just isn't really 

there.” 

 

1-21: “I think big data could have huge implications for the energy industry” 
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1-22: “I think it could have huge implications there's a lot of layers when we talk about the 

energy industry. We could start with there's a lot of energy waste in the world, I think there is 

a huge possibility optimize energy flows.” 

 

1-23: “a lot of those things can be measured and is already measured, so if AI is not already 

applied it should be quite straightforward” 

 

1-24: “All the sensors are are already present, so on the larger perspective with energy 

consumptions. If you can see all the patterns of how it is used, for what areas etcetera, I think 

the understanding of how to optimize this should increase quite lot.” 

 

1-25: “If we have lot of people converting this private solar energy and private storage [of 

energy] with batteries, [energy] simulations I think would be quite much easier to do backed 

up with big data and [big data] models based on AI.” 

 

1-26:“It’s a quite reasonable scenario that with the current price drop in solar energy, and the 

current progress in efficiency. There is in my point of view it's just a matter of time before 

more and more private consumers are converting to private solar” 

 

1-27: “We are also entering the change towards electric driven cars, and maybe private 

electric storage. Which I think is the possible future way, that more people have like the Tesla 

batteries [Tesla Powerwall] at home. Also with energy storage in their [electric] cars as 

backup storage. I think it could be a massive change in the energy sector from the production 

perspective, and [big data can be of help] to figure out how to calculate factors in a changing 

environment.” 

 

1-28: “Different operators are not really competitors, for example the wind turbine owner in 

Denmark would not necessary complete with one in Sweden, or in different cities in 

Sweden.”  

 

1-29:“on the larger perspective with energy consumptions if you can see all the patterns how 

it is used, for what areas, I think the understanding of how to optimize it should increase quite 

lot.” 

 

1-30: “It could be very interesting to to do some simulations on the the macro perspective of 

the energy sector, since you have a lot of data on how the presents consumption patterns [...] I 

think if they check the rates between solar energy and between wind power [...] that are 

known data. What will happened with a energy prices and the markets during the flows?” 

 

1-31: “I think that it [big data] could benefit both for the turbine owner as you say and for the 

environment as a whole. Also what I can see, if not enough care is to be taken the whole 

energy program towards sustainable energy could be threatened, if you can't avoid those kind 

of problems [that challenges WT today].” 
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1-32: “I just got this side idea because we we see a lot of the development of the sensor part. 

So it might be interesting to add like sound data and also different types of light spectrum 

analysis. You could add sensor data that you might not have thought of, that could actually 

help solve all these things” 

 

1-33: “by applying unthinkable or unlikely sensors to give you new data sets, these could 

give new findings and insights” 

 

1-34: “the setting change it means that it will also change let's say the demands on what a 

wind turbine needs to include what type of sensors does it need to be able to record” 

 

1-35: “It should be an interesting business model, if the turbine developer and manufacturer 

add the sensor and also create a tool to process all that data. So it's much easier when a 

customer comes out and will buy a turbine, they can get help to avoid all the problems based 

on the data set. That the manufacturer could actually provide them with” 

 

1-36: “They [The OEMs] could probably, actually benefit very much from this, if it's made 

right.” 

 

1-37: “I agree that you definitely need variety of data, to draw necessary implications and 

conclusions” 

 

1-38: “They are not really competitors so, they could really gain from sharing all knowledge 

and all from repair schemes to insights into problems, efficiency, optimization, questions they 

what I think is they could really benefit from from creating a common user knowledge base 

so to speak, both between the different manufacturers or OEM or and that also a like 

optimizing your energy production.” 

 

1-39: “If you have certain wind conditions for example then you should optimize it on this 

way, when the temperature is like minus 10 degrees you're better off not running your wind 

power because you're actually tearing on your equipment much more. Those 3 days of the 

year, so you're better off not running the equipment. Those kind of insights that maybe the 

OEM don't want to be public, because it could actually benefit  the [the wind turbine] owners 

I think.“ 

 

1-40: “there might actually be a way to optimize your profit [by strategically comparing 

energy price versus maintenance costs with big data models]”  

 

1-41: “For example if a lot of wind turbine owners are on the grid at the same time, it might 

lower the the spot price because in for example a very windy day. It might actually lower the 

[energy] price. Theoretically, it could be more profitable that only half of the wind farm is 

running and would get much more paid, and then you switch halfs. Because then you are not 

also running out your equipment, because every working hour probably means you’ll have a 

[maintenance] cost for them [the turbines]” 
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1-42: “[About new Business opportunities] Something really interesting is... say for example 

now if you are a wind turbine owner you basically have one customer, and that is the grid. 

One electrical market that it could think of is, I'm just now in my car next to a wind turbine, 

and there is a possibility I think for example when you pass a wind turbine. You could stop 

by and just swap your electric car battery for a new one, or you recharge. You could create 

like a new market of not grid connected “gas stations” and that that could be a possibly with 

much higher margins” 

 

2-1: “I am a master in electrical engineer and I started to work with the wind power... I think 

the first time was 1987, and I started together with another person, and a company in 1989 

first win and that was rather early in the development development of wind turbines. And the 

wind turbine we built is not here anymore but they are moved to an island, in the West of 

Ireland still operate lifetime 30 years.“ 

 

2-2: “I can say I haven't researched so much i have acted an educated and I was engaged in 

the company we started 89, or was it 91? The company is still the private company that has 

built most of wind turbines in Sweden. I think it's about 600 wind turbines at start and this 

year on their own and it’s on the stock market market.” 

 

2-3: “I can say all Swedish large wind turbine companies they they have not been succeeded 

at all. They have been very bad in the long run. In Falkenberg it was an idea from the from 

the municipality from the beginning, that they should have a new a wind farm in the in the 

municipality. Because they saw how many companies in Denmark that had started and was 

successful.” 

 

2-4: “I think the Swedish company they made a big mistake, they tried to make twin bladed 

wind turbines. It is a good idea in theory and I can I cannot say that it will not be interested in 

the future. But it is more difficult because it has some factors that make these two bladed 

turbines more prone to be out of operation, because of the twin bladed technology. It's other 

types of wear on the turbine in one with two blades.” 

 

2-5: “In more of five different companies that have started in Sweden [during the 1990s], all 

have had bad technology, and because of that they haven’t succeeded.“ 

 

2-6: “Most of the wind turbines, they are constructed to operate in 25 years. Most of the types 

has done that very well. Especially the danish concept has been very successful, and the 

reason for that I think is that they have tried to do that as simple as possible. They’ve made 

them from parts that is used in other in the industrial operations” 

 

2-7: “However, it [the emergence of wind power] has revealed some problems also with the 

wind turbines. There has been a lot of protests in some places, and a lot of places they have 

not built because of the protest. But that is something that has changed lately because I think 

that the constructor or wind farms have been better to find the good place for building them 
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so they don't disturb.” 

 

 

2-8: “I think there was lower payment for electricity and Sweden has a lot of hydropower 

besides of that. Then during the 1980s we build a lot of of the nuclear power that it was not 

necessary to have, but we got too much of electricity so the prices for the electricity was very 

low in the 90s.” 

 

2-9: “I think it were bad conditions for to build wind turbines in Sweden from the beginning. 

In Denmark they have had that support system that has changed over time, but it has changed 

all the time also. Now it is almost no subsidising them, or for wind turbines anymore because 

the prices for the production of electricity has been lowered and over time. And they have 

changed support system when the prices has been lowered.” 

 

2-10: [About disruptive innovation and change] “Most of the Danish with industry had 

companies that made machines for farming, Denmark is a forming country, and they have 

changed. Vestas for example they were a farming company, but they started to build wind 

turbines instead.” 

 

2-11: “In Sweden the wind turbines, from the beginning it was a very slow growth, but the 

latest year it has been more and more. And it has never been as fast as now. The prospect 

now today we have about 19 TWh per year, according to the latest figures from the Swedish 

energy authority and that is about 14% of our needs of electricity. The plan for new farms of 

wind power by now indicates that it will be the double during the years ahead. I think what 

do they think it will be 38TWh and that will be equivalent to 28% of the Swedish energy 

needs that will be covered with wind power.” 

2-12: “The ownership of wind turbines has changed very much the latest years. Earlier it was 

local people, as our company like us with about 300 shareholders. That we I can say Beth 

some 1000 Swedish crowns per person, I can say it was more like a hope than a business. 

Then it has been a big investor's, such as farmers for example that has build a lot. But now it 

is almost only big companies that build wind turbines that has a lot of money. It's billions in 

costs for every park.” 

2-13: “It has been much more difficult to get production data from all wind turbines in the 

world. In Denmark they use to have a very good statistique collection of data earlier, but it is 

not so easy to get information about it now. In Sweden we had a company were we had 

subsidies for the investment where the owner had to deliver data from the production. But, 

that has also been much more difficult to get a hold of the latest time. This is due to the 

competition between different companies, and different manufacturers, so that it has been 

something that has been more difficult.” 

 

2-14: “I can also say that for example Enercon, they make the service for all their wind 

turbines by them self, the only one as far as I know and of course they also have all data for 

all the WT’s by themselves. They can do good calculation or what that is important to get 

them very safe, very very reliable operations very well.” 
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2-15: “So I think to have an open open information about this I think it's very difficult to get 

today, and even Vestas I think they tried to get more and more of a monopoly situation for 

themselves.” 

 

2-16: “I don’t perceive that there is good cooperation between different actors within the 

industry, it’s quite the opposite.“ 

 

2-17: “So the possibility to meet the environmental challenges is very good, I would say. As 

long as I look at Sweden at least.” 

 

2-18: “I can say also solar cells has the advantage that they can use areas that is not used for 

other purposes, for example in California every new house must have solar cells on the roof. 

That is areas that hasn't been used before.” 

2-19: “The energy [from solar power] cost almost nothing there, and there is a lot of such 

areas in cities around the world, and they there has also been a discussion during the latest 

years about how to build big solar power stations in for example desserts, such as Sahara. A 

very small part of Sahara can supply all of Europe with energy. “ 

2-20: “The area taken by renewables is not so important. For wind farms the area can be used 

very well for other purposes as well, so the area isn't a big problem for this. I think wind 

turbines in density populated areas in Europe is difficult, but in most of the world the area 

isn't a problem.” 

 

2-21: “With HVDC, high voltage direct current, the losses is very low so it's quite realistic [to 

transport energy over long distances]” 

2-22: “It is the same distance from Kiruna to Halmstad, as it is from Italy to Halmstad. And 

the double distance from Italy to Sahara. This topic [transporting energy] is discussed more 

and more, they’re also discussing today to build HVDC cable from Iceland. It's quite 

possible, and there you have a lot of you thermal energy.“ 

2-23: “I think we will transport more energy and more longer distances, but I don't think we 

will get any solar electricity for Sahara to Sweden. Because we don't need it, we have our 

own possibilities mainly with wind power during the next 20 years.” 

2-24: “In Sweden we haven’t increased our electricity usage during the last 30 years, so I 

don't think we will use more electricity in the future. Perhaps we will have electric cars, but 

it's only a small part of our needs even if all cars are electric.” 

 

2-25: “I can said they have calculated that if all cars in Sweden were electric, the electric use 

should be about half of what the wind power can give us today. About 10 TWh, so it's not 

difficult to cover the new needs for electricity I think. because a lot of the technology will be 

more and more efficient, and it’s much cheaper to have systems to save energy then building 

new ones.” 

 

2-26: “This [hydro dams as batteries] is for Sweden, for Europe in general this is not as much 

of an opportunity. Denmark has no possibility to do that this for example. But they have other 

ideas there, for example batteries and battery banks that can save energy.” 
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2-27: “I think hydrogen can be a solution in the future, the problem is that hydrogen costs a 

lot, from electricity to compressed hydrogen you can perhaps lose 30 percent of the energy.  

And when you go back from from hydrogen to electricity you lose perhaps 40 percent. It is 

perhaps not the most practical use, if 40% is what you get in the end if you store it with 

hydrogen. Compared to the hydro power systems where you can get 90% of what you have 

stored. The efficiency is quite different today, but in the future I absolutely think that 

hydrogen will be more and more interesting in some areas that hasn’t the natural possibility 

to store energy like hydropower in Sweden.” 

 

2-28: “Another very very big wind farm is now built out at sea. I think also out at sea the 

problem is much smaller, and I also think that for example birds, some bird at least, they 

learn very quick to to avoid WT’s and take another route. Or they move, so I don't think this 

problem is too important today.” 

 

2-29: “The largest challenge for the wind industry it is to meet the other renewable energy 

sources. For example today in United States, the latest figures show that it is about the same 

price for wind power and solar PV energy electricity. And very soon solar energy will 

become cheaper, so wind power must become more efficient from the economic point of 

view. If the big investment should be done in the wind power in the future.” 

 

2-30: “I think in the Nordic countries can go on with wind power several years ahead, but in 

Southern Europe, Portugal. Africa,, America Asia, here solar power will be cheaper. So 

competing with it will be the big challenge.” 

 

2-31: “I can say anyway 80% of the electricity come from fossil fuels today, so it has to come 

a big change if the world should move towards renewable energy. So I think there will be a 

need for a lot of more wind power the next 20 years ahead, but in the long run solar power 

will take over.” 

 

2-32: “I can say, I think today is still even if there is problems with the wind power. It is still 

the best choice for the environment, and then we have a cost that isn't paid today for the 

environment.” 

 

2-33: “That cost is lowest for wind power compared to others for example solar PV, because 

solar PV day need a lot of fossil sources to be manufactured and it also have some poisons 

that this left around the factories. And so also they have more environmental impact today, 

but of course it is much better than all other other other for fossil sources. But wind power as 

far as I can see is the best from an environmental POV today. ” 

 

2-34: “Every electric car can be used to save energy, and I'm not sure the idea exist today, 

and they will have to think some more. But it would be a very good for the future, for the 

households and for domestic use.” 
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2-35: “More people are starting to understand the need for renewables such as wind power 

generation, and technological advancements within the same” 

2-36: “I think this is a big problem to get data between different companies because they 

think they will lose in the competition if they give data to any other companies, and it has 

also been from the manufacturers perspective  that they don't want to share data today.“ 

 

2-37: “I think also that the WT’s while has become better and better, they operate very well 

the newest ones. Ten years ago, when we had a lot of problem for example with gearboxes, 

but I don't hear so much about that today so I think the WT’s work very well today.” 

 

2-38: “So in some way they have learned how to make the WT’s to operate well, and to have 

not too expensive service and so on.” 

 

2-39: “I can say that in the future, I think we will use the energy in more smart ways. Smart 

grid it's a lot of talk about that. “ 

 

2-40: “E-On they also think the electrical electric car you have in your garage, you can use 

that for the morning morning coffee is no problem. You can charge your car when the energy 

use is low and every car can used as a reserve for high time use time so I think in the future 

we can use to electricity much smarter. “ 

2-41: “In Sweden or in Norway we can save more than 40% of our electricity for a year 

behind the walls of our hydro system, 120TWh can be saved. That can easily be increased by 

pumping water, you pump up water when there is a surplus of renewable energy. Every 

hydropower station in Sweden they have this opportunity, so you can increase and utilize this 

opportunity to save energy for the right time when energy demand is high.” 

 

2-42: “Very soon we will have houses that needs almost zero energy, houses that doesn’t 

need more energy than you will get from your roof with a solar panel including solar heating. 

So you don't have to take so much electricity from external sources for an ordinary house in 

the future.” 

2-43: “I think the big problem [in the future] of course will financing, because it is a lot of 

money is needed to be invested in renewables.” 

2-44: “One possibility [for financing] is perhaps, but I i don't know if it has been successful, 

but it is these cooperatives.” […] “In Copenhagen for example wind power cooperatives with 

8000 owner where is has been satisfactorily with wind power solutions for the electricity 

generation.” 

 

2-45: “The move towards renewables must go much much faster than it has until date, and a 

lot of money is needed for that.“ [...] “We need to increase the speed of change. Up to 

perhaps 5% of the fossil fuels should be shut down for every year, in 20 years ahead.“ 

3-1: “In 1995 I started working for a consulting company which was very much involved in 

the design and you can say the overall development of the Nordic wind power and  wind 

turbines. They were hoping to build their winter run industry in Sweden. Then I was involved 
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in Nordic 400 and Nordic 1000 project. I have been working also with small wind turbines , 

hybrid systems and product development like measuring wind speed, finding sites. 

Developing a project rather than developing the turbine. I started working with with one of 

the big consultancy companies and I was there for 10 years. Nowadays I’m a consultant also 

buy at a small firm.” 

 

3-2: “When you buy a turbine usually you sign up for a maintenance contract and the 

maintenance contract will be expensive. Not the maintenance itself but the contract.” 

 

3-3: “I think the environmental challenges of wind power or quite well known and can be 

handled” 

 

3-4: “I am one of the people who think it's very important with the local ownership. But of 

course is not just to accept the wind farm it's also a question of who owns your wind 

resources. It's actually quite strange why you should so much or wind resources be be owned 

by someone far away? wouldn’t it be natural for people in Sweden to have control of their 

energy resources” 

 

3-5: I've approached some of these defunct manufacturers you can say in a project for the 

Swedish wind power association. and asked them ‘why don't you release your information as 

open source? we can even help you with this.’ You would be surprised by some of these 

owners. They seemed to rather die with this information and take it with him in their grave 

then to share it with a turbine owner. One company sounded the positive and then they said 

‘How much are you willing to pay for this?’ They still thought it had some value and they 

have totally misunderstood the situation.” 

 

3-6:“Wind turbine owners are so dependent on wind turbine manufacturers. they want to 

have a full service contract and also for a very long period”  

 

3-7: “If you have it open source, I think it's a safety issue. I mean really terrible things can 

happen if you make a mistake with the control system.” 

 

3-8: “I think it would help tremendously if there there were more open source designs 

because they business model which many manufacturers have today is that they they keep 

basically all information about the turbine to themselves. So when you buy the turbine you 

don't get enough information to really maintain it. Maybe you can get like a basic 

maintenance manual but but everything which is needed to do qualify maintenance is kept by 

the suppliers themselves.” 

 

3-9: “With the wind turbine it could take more time yeah years before you realize the design 

flaws. And can show a good track record which will impress investors and buyers.  It could 

also be so that after 2 years you realize we need to change the design so then it takes time.” 
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4-1: “I have MBA in economy and then I've been running youth hostel chain in Prague, 

Budapest and Vienna and then working with education. Then I start my own company doing 

trainings within wind power industry. Since 2014 I’m running this owner network “ 

 

4-2: “Five years ago, large companies like Vattenfall forced their employees to look into 

wind power sector. That was considered very alternative and today it’s jammed with pension 

fund money. I don’t think people really know the state of renewables today, not really! It is 

very good news, to give you an example, Texas hosts auctions for energy investment 

contracts. They have a sort of line marked by a list of criteria, that you must cross to land the 

contract. But every minute renewables are pushing that line. Everything with liquid gas, oil 

and coal are unable to sell and only one that’s closing deals are renewables” 

  

4-3:“Renewables have already won the competition against fossils, Investments in 

renewables has been going up and up with pension fund and big energy companies coming in 

has changed the whole industry. The competition amongst renewables is not simple as well, I 

thought solar was going to win rather quickly but speaking to some of the biggest players in 

the world in both solar and wind, it is not that obvious that solar is the better bet yet. They 

have a model they use to decide to invest in wind or solar when they go into a new country. 

When they went into Mexico, they decided solar for good reasons but there are a lot of 

countries where wind is winning.” 

 

4-4: “I had a meeting to prepare a webinar with a global bearing company and in the meeting 

was our technical moderator (he is called Mr. wind power in Denmark and he is very 

knowledgeable) at the end of the meeting, the guy from the bearing company showed some 

statistics where they have used CMS data and created a new model. Mr. Wind power looks at 

this and he said, ‘I’ve never seen this before and it is very valuable’. Then I asked, how many 

turbines were these statistics based on? And he said ‘200’. For me it’s very sad because his 

company are supplying bearings to thousands of turbines around the world. And he then says 

that ‘well you know it's a problem to get together data from the energy companies because 

NDRs and how to deal with that etc etc ” 

 

4-5: “I have been trying to get the members on my platform to collaborate. What I am trying 

to achieve here is to have the owners to come together and to have like a data sharing hub 

where they do business in a legal, ethical and respected way,” 

  

4-6: “Couple of years ago I was invited to a component factory in europe and they wanted to 

install a sensor in one of their components to study their behaviour. They wanted an open 

minded energy company to do it with. I asked ‘Why not go to an OEM that they are 

supplying to?’ They replied directly…’It’s impossible! It’ll be killed instantly” 

 

4-7 “I think that in every industry who have some money is looking into what big data can do 

for their industry” 
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4-8: “Currently all the data is locked in with the turbine manufacturers. They are not the 

owner of the data but  it's difficult for the owners to come together and share. And if the 

owners could come together and share they would open up the whole industry. Then they 

could want to improve something and decide ‘let's go to a supplier’. Most of the suppliers are 

also giant companies with giant balance sheets and global companies so there could be a 

great potential there. But it's just that  they are not arriving to the point where they start 

sharing.” 

 

4-9: “I spoke with their top guys in Tokyo, they think it's very cool with big data. But they 

haven't understood what they can do with it internally and they have not understand what we 

are doing here.” 

 

4-10: “II mean if you would have open up the data of every single component, the  

manufacturer would have use for that. They would understand ‘how does my little component 

be havin in this huge system’ but it's all being locked away and it's the big OEMs.” 

 

4-11: “We had a meeting with our gearbox and drivetrain and oil user group in Berlin and 

one of the participants working for one of the big utilities said \but but the OEMs will always 

have more information’ and I say it's bull**** it's just what they are being used to. I mean if 

you have a couple of big or owners coming together it will suddenly change everything.” 

 

4-12: “My previous sharing proposition was that we share data into a common pool and each 

company can download the common pool. But to have any interest in downloading a 

common pool of data you have to have people who knows what to do with it so you need to 

have data analytics people on your payroll. Now what we're doing is that we are asking them 

to come together and share this availability tags. And what we will give them back is the 

possibility we had before that they can download the common data, but we will also give 

them a little window where they can look at the benchmarking. And by doing that we are 

giving incentives to not only the big utility's who have data analytics. To other companies as 

well. I mean it becomes an interesting tool for them when they see if their turbines are 

producing in line with what it is expected to do.” 

 

4-13: “The biggest energy companies don’t care about the price; they look at their 

digitization strategy etc.” 

 

4-14: “These energies companies they are the big asset owners. So I think it's an inventor's 

wet dream to come on the air Radar. Because, if you look at YouTube and look at strange 

new inventions within wind turbines, you'll find a lot of weird ideas going on. But they will 

never even come on the radar of this big companies and they do not touch them because it's 

weird. They're looking for industrial scale.” 

 

4-15: “When I first came into wind, I did the trainings within operations and maintenance and 

then I understood that to have the most optimal setup for doing the best possible operations 

and maintenance you have to have the right contract. So  I did contract negotiations with 
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turbine manufacturers and then I understood that to have the best possible contract you have 

to have the best possible access to money because even if you have the most skilled 

negotiators it all comes down to which money you have” 

  

4-16: “But uh they are not seeking risks. They want to mitigate risks all the way through. 

And they they are somehow forced to choose big OEMs. They can't take this new little 

promising startup so so first they have to choose the major brands and then also they have to 

choose the longtime service contracts with these companies. And here they take away all the 

possibilities to run creative or entrepreneurial ownership “ 

 

4-17: “They pay a lot of money and they are given a phone number. So to do all these CMS 

and to try to predict when a component will breakdown is not of their interest because they've 

already paying money to OEMs for Maintenance” 

 

Appendix 4.2: Coding of interview quotes 

Nr. Main categories Incentive Technology Scope 

1 
Competitive 

advantage 

2-15, 1-29,  

2 
Operational 

efficiency 

1-29, 1-39, 2-37, 2-

38 

1-41, 4-12,   

3 Sustainability 
1-31, 2-32, 2-33, 4-

2, 4-17,  

4-2, 2-17, 2-28, 4-3, 

4 Relationships 
1-28, 1-36, 1-38, 3-

2, 3-5, 4-8, 4-12, 4-

15, 

1-37, 4-5, 4-11,  2-16, 3-6, 4-15,  

5 Competencies 
2-14, 4-9, 2-10, 2-21, 2-30, 4-

9, 

1-20, 1-34, 

6 Health & safety  3-7, 1-17, 1-18, 

7 
Societal 

development 

2-9, 2-12, 2-35, 2-

44, 

1-27, 2-20, 2-22, 2-

26, 2-27, 2-34, 2-

41, 2-42, 4-2, 4-3,  

1-16, 1-19, 1-25, 1-26, 2-7, 

2-8, 2-11, 2-23, 2-24, 2-25, 

2-31, 2-39, 2-40, 2-4, 3-4, 

8 Risk mitigation 
1-35, 2-29, 3-3, 4-

16, 

2-18, 2-19, 3-7 4-17, 

9 
Economies of 

scale 

1-40, 4-13,    

10 
Incremental 

Innovation 

1-24, 1-30, 4-13, 1-23,  



 

26 

 

11 
Financial 

security 

1-40, 2-43,   

12 Control 3-5, 4-10, 3-8, 4-6,   

13 
Radical 

Innovation 

1-22, 1-33, 1-42, 4-

11,  

1-21, 1-32, 4-14,  3-9, 

14 Ethics    

 

Appendix 5: Different views of the VAS 

Appendix 5.1 - Front view 
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Appendix 5.2 - Right view 
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Appendix 5.3 - Top view 
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Appendix 6: Coded values sought 

 

Participant 
Position 

[I, T, S] 
Values sought 

Cluster 1 The Prudential 

Participant 9 [1, 1, 1] 

Incremental Innovation [energy yield, lifecycle cost,], Competitive 

advantage, Operational efficiency, Sustainability [clean energy], 

Financial security [ROI] 

Participant 

14 
[1, 1, 2] 

Operational efficiency, Relationships [suppliers, bargaining power, 

attractive contracts], Competencies, Health & Safety, Financial 

security [ROI],  Societal development 

Participant 3 [1, 1, 2] 

Risk mitigation, Economies of scale, Operational efficiency, 

Incremental Innovation [lifecycle costs,predictability], Health & 

safety, Sustainability  

Participant 

17 
[1, 1, 2] 

Relationships [supplier], Competencies, Operational efficiency, 

Risk mitigation, Financial security [profitability] 

Participant 

12 
[2, 1, 2] 

Incremental Innovation [predictability, reliability, energy yield], 

Sustainability, Societal development [Ireland], Risk mitigation 

[preventative approach], Relationships [with OEMs] 

Cluster 2.1 The Pragmatists - Technically oriented 

Participant 1 [1, 4, 2] 

Relationships [supplier], Competencies, Control [over 

maintenance], Sustainability, Competitive Advantage, Radical 

Innovation 

Participant 

15 
[2, 3, 2] 

Health & safety, Sustainability, Operational efficiency [safe and 

cost effective sustainable energy], Competencies [engineering 

expertise, project management skills, technical capabilities, 

development of O&M-strategies], Radical Innovation, Societal 

development [Indonesia] 

Cluster 2.2 The Pragmatists - Progress oriented 

Participant 2 [4, 4, 3] 

Competencies [better management practices, accelerate their 

learning], Operational efficiency [O&M optimization], Health & 

safety, Societal development [customer and community 

involvement] 

Participant 

19 
[4, 4, 4] 

Operational efficiency [optimization], Incremental Innovation 

[lifecycle costs, energy yield], Financial security [stable cash flow, 

profitability], Radical Innovation 
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Participant 

22 
[3, 4, 3] 

Radical Innovation [data analytics, technical improvements], 

Operational efficiency [performance], Sustainability [solutions for a 

livable future], Health & safety, Incremental Innovation [efficiency, 

predictability, reliability], Financial security [energy cost, identify 

value gaps, value capture, financial improvements, tending the 

investors interests, ROI], Societal development [electricity 

availability], Relationships [knowledge sharing, best practice 

exchange, customer service, strong long-term partnerships, 

suppliers] 

Cluster 2.3 The Pragmatists - Financially oriented 

Participant 

21 
[3, 2, 3] 

Operational efficiency [optimization, energy yield, better practices], 

Incremental Innovation [energy yield, performance improvements, 

lifecycle costs], Financial security [ROI], Sustainability, Health & 

safety [employee], Competitive advantage, Economies of scale [fine 

tuning, large scale] 

Participant 

25 
[3, 2, 4] 

Operational efficiency [optimization, energy yield], Financial 

security [long term returns, longevity of assets], Health & safety, 

Incremental Innovation [reduce energy loss], Radical Innovation 

[exploration through researching global incentives], Sustainability, 

Relationships [investor], Economies of scale[increased utilization of 

assets, reduced energy slippage] 

Cluster 2.4 The Pragmatists - Incentive oriented 

Participant 5 [5, 2, 4] 

Operational efficiency [process control, cost reductions, stable 

operations, ], Economies of scale, Incremental Innovation 

[improvements, asset reliability and predictability], Health & safety 

[employee], Competencies [accelerate adaptation of clean energy, 

knowledge gains], Sustainability [sustainable growth, fossil free 

living, clean energy], Societal [a better society and environment], 

Relationships [multi-stakeholder perspective], Financial security 

[financial stability] 

Participant 

11 
[3, 1, 4] 

Incremental Innovation [asset longevity], Health & safety, 

Operational efficiency [performance improvements], Societal 

development 

Participant 

16 
[4, 1, 5] 

Operational efficiency [operations and production optimization], 

Incremental Innovation [more predictable production], 

Sustainability [a clean energy future], Risk mitigation, Relationships 

[stakeholder involvement] 

Participant 

20 
[4, 1, 4] 

Incremental Innovation [increased energy yield, AEP, counter and 

avoid energy scarcity, predictability], Radical Innovation 

[exploration, research & development], Sustainability [reducing 

carbon footprints], Relationships [stakeholder participation], 

Societal development [counter and avoid energy scarcity] 
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Participant 

10 
[4, 1, 3] 

Operational efficiency [efficiency and performance improvement], 

Competencies [in house competence development], Relationships 

[good supplier relationships], Financial security [increase ROI and 

growth, Societal development [society development, country 

development], Health & safety, Ethics 

Participant 

23 
[4, 1, 3] 

Incremental Innovation [reliability, predictability], Risk mitigation, 

Societal development [societal and environmental benefits with a 

national focus (Jamaica), national independence of fossil fuels], 

Sustainability [national independence of fossil fuels, increased 

usage of renewable energy (national focus), facilitating wind 

power], Operational efficiency [optimization, equipment 

benchmarking] 

Participant 7 [5, 1, 5] 

Health & safety, Incremental Innovation [reliability, stability, 

predictability, optimization], Operational efficiency [maintenance 

improvements, cost reduction,  lean operations], Sustainability 

[clean energy, efficient transaction of clean energy], Financial 

security [control over costs], Risk mitigation [uncertainty 

reduction], Relationships [member oriented cooperative] 

Participant 6 [5, 1, 4] 

Relationships [smooth supplier relationship], Competencies [in 

house competence development, clean energy adoption], 

Incremental Innovation [energy yield, asset longevity, Societal 

development [energy education, responsibility], Sustainability 

[clean future], Financial security [long term stability] 

Cluster 3 The Progressives 

Participant 8 [4, 5, 5] 

Radical Innovation [exploration, new technologies, improvement of 

existing technology], Operational efficiency [optimization], 

Relationships [knowledge and experience sharing], Sustainability 

[low carbon growth, the realization of a sustainable future, increased 

efficiency of electricity generation and usage, clean energy], 

Competitive advantage, Societal development [lowered electricity 

consumption, counter electricity scarcity, affordable energy for the 

masses], Health & safety 

Participant 

18 
[4, 5, 4] 

Radical Innovation [better technologies], Incremental Innovation 

[long term asset performance], Financial security [ROI], Societal 

development, Sustainability [sustainable future, increased renewable 

energy production] Operational efficiency [efficient O&M] 

Participant 

13 
[5, 5, 5] 

Radical Innovation [big data predictive analysis, opening the world 

of energy to new technologies, opening up new uses of energy], 

Financial security [increasing asset life], Societal development 

[opening energy access to more people, opening new ways for 

people to manage energy], Relationships [opening more 

partnerships, collaboration with visionaries] 
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Participant 4 [5, 5, 5] 

Health & safety, Incremental Innovation [quality, reliability], 

Sustainability [environmental improvements, sustainable 

development], Societal development [social well being, better 

present and future], Operational efficiency [minimize production 

losses]  

Participant 

24 
[5, 5, 5] 

Incremental Innovation [increased life cycle energy yield, cost 

reductions], Competitive advantage, Relationships [knowledge and 

experience sharing], Societal development [change, local regional 

benefits (Norway)], Radical Innovation [new technology, value 

creation], Sustainability [environmentally friendly production and 

distribution]  
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