How do small firms copein the European Union?

- The importance of intermediaries and politicablkiledge on business performance

ABSTRACT

Small firms are embedded in a political environméntarge majority of these firms in the
EU are small, and their importance for the econsmi@b creation, technological
development and prosperity) is often highlightebggboliticians and in media. The other side
of the coin, i.e. EU’s impact on small firms anditibusiness relationships is, however, much
less researched. There is a vast amount of ordgemsathat function as intermediaries
between small firms and the EU. The aim of thisgpap, by using a theoretical network
framework, to further penetrate the question omfimteraction and the special role of
intermediaries for small firms” when gaining paiéi knowledge and further, the outcome of
such interaction, e.g. the perceived effect onrimss performance. The empirical study is
based on survey data from 134 small firms in Swedarried out in 2008. We have in this
paper developed 6 hypothesis and used PLS foststatianalysis. The results indicate that
some intermediaries are more important than othedsthat political knowledge, specific or
general, has diverse effects on business perforeanc
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1. Introduction

The European business environment has changed ftiraltyaduring the last decades. There
is now a single European market and political denssthat departures from the EU influence
firms of all sizes. Welch and Wilkinson (2004) gatward that political organisations effect

business firms and those firms are interwovenmetaork containing both business and non-
business actors. Business and non-business acibrsnits are embedded and knowledge in
this context is becoming more important, both fasibess actors and for political actors.
Playing in one market requires comprehension frath Iparties. Firms are dependent on
politicians making decisions that are in favour fioms whilst politicians are dependent on

firms to increase employment and GDP.

Firms located in Europe are presently taking pad Europeanization process, characterized
by an internationalization of public decision makirchanged market conditions etc. This
process has several implications, not the leasttfeir performance. The phenomenon is
discussed by Wilts & Meyer (2005, p. 176) who stttat; “As the development of the
European Union (EU) progresses, corporate politcsion is becoming more important for
competitive success in Europe. The building of $ivegle European Market is creating new
opportunities for companies to gain economic bésefirough influencing political decision
making.” But how do firms influence political deima making on the EU level? It is argued
that “Firms that try to articulate their interestsvards the EU decision-making system are
faced with the management question of how to deeifective political strategies and
integrate these with their market activities” (Reimb& Schuler, 1999). Whereas large firms
may allocate considerable resources to establisbiafst lobbying departments and thus to
interact directly with EU-organs, small sized firdnave been told to be more likely to act
collectively, or adapt to political decision. (Sagger, 2001; Wilts and Meyer, 2005) Wilts &
Meyer (2005, p. 178) assert, for example, that @se of the economic importance, leading
European firms are able to maintain very close awst with high levels of the EU
bureaucracy, and in many ways have become an atéegpart of the EU policy network.
Studies like Hadjikhani and Ghauri (2001) for ex#&nphow how Swedish MNCs make
commitments to influence EU-organs and their pligadbehavior before political decisions
are made. However, those studies rarely touch gpmall firms and their embeddedness in

the political environment.



No matter of firm size, political knowledge is impant, e.g. knowledge about the political
units, actors and decisions when trying to infleenthose firms that have successfully
managed to influence a political decision will mbkely relate that success to an increase in
firm performance. In this study, small firms arghiighted in this process. Since resources
are somewhat limited for small firms they oftenntuto intermediaries such as trade
organizations to gain such knowledge. Several reBees claim that empirical studies of the
conditions facing small firms in EU are of spedraportance at the present (Wilts & Meyer,
2005; Bengtson et al, 2009). Not the least so mxdue role of large firms in EU policy
networks has been studied before (see e.g. Cod9; Badjikhani & Gauri, 2001). In
studying the political conditions facing small fismn the European Union, questions of
interaction between firms, and interaction betwkens and other organizations that may act
as intermediaries, or “collective voices”, becomgportant. The aim of this paper is; to
further penetrate the question of firm interactaomd the special role of intermediaries for
small firms”~ when gaining political knowledge andther, the outcome of such interaction,

e.g. the perceived effect on business performance.

The outline of the paper is as follows: After thgection, the research model and our
hypothesis are presented, followed by the methajicdd section. Then we move on to the
data analysis and present the results of our steidglly, we discuss our findings and make

some conclusions.

2. Theoretical frame and hypothesis

This paper is based on a network approach (Hakan&s&nehota, 1995; Ford, 1998).
According to Hakansson and Snehota (1995, p.4¢; figtwork approach is especially fruitful
in a world with increasing trade between countresd regions, where international
companies evolve partly by acquisitions and papyybuilding up new units in different

countries, where companies try to increase the afssuppliers worldwide and where

governments get involved both as important buyatsalso as promoters of specific technical
areas or regions.” It is argued by these authaslihilding continuous relationships is a way

for firms to cope with complexities and ambiguittbat firms face in a market (lbid, p. 11).



The reasoning that we put forward in this paperaiker straight forward; Political decision-
making have an impact on small firms” businessoper&nce. This impact can either be
positive or negative, e.g. the political actors’héeor towards business firms can be
supportive or coercive. A small firm with much paal knowledge has a better chance of
influencing the decision-making, making it more gogtive to its business, whereas a firm
with less political knowledge will have smaller deas of influencing and will thus more
often be faced with a coercive political impactttfarces the firm to adapt, resulting in
negative effects on its business performance. Hetheeability to influence political actors

regarding e.g. rules and regulations is dependekhowledge. (Bengtson et. al., 2009)

Knowledge, however, is a broad term that needs dodéfined. This paper follows a
traditional epistemological route and defines krexgle as “justified true belief” (Nonaka,
1994). This definition also helps in making a distion between information and knowledge.
While information is a flow of messages, knowledgécreated and organized by the very
flow of information, anchored on the commitment dmadiefs of its holder.” (Nonaka, 1994,
p. 15; cf. Machlup, 1983) Another, often made didion, which was first identified by
Polyani (1966), is that between “explicit” and ‘ta&nowledge. Explicit knowledge refers to
knowledge that is transferable in formal languagbereas tacit knowledge is rooted in
action, commitment and involvement in a specifiateat, which makes it hard to formalize
and communicate. (Nonaka et. al., 1994, p. 338pd&itical knowledge we mean knowledge
that is of use to business actors in handing thiéigad environment of which they form part,
e.g. knowledge about political decisions, abouttigal actors involved in the decisions and
about the needs and wants of connected actors balfbef these decisions. Political
knowledge is thus here interpreted as both tadt explicit knowledge on EU matters in a

rather broad sense.

According to our reasoning there is a positive @atron between the political knowledge that
a firm posses and its performance, but how thensoaall firms gain political knowledge?

Due to limited resources small firms are restricded are often unable to learn about the EU
and to perform political activities independentlystead knowledge on political matters is
gained through various counterparts, or intermezian the relationship between the small
firm and political actors on the EU level. An intexdiating actor, or intermediary, performs

according to IMP researchers (Ford, 1980; Havie®6) an assisting role between actors in a



relationship. This role means that they are briggaver a gap that can be geographical,

cultural, physical or technical.

However, according to Nonaka (1994, p. 14) and Kanet. al. (1994, pp. 337-338), a
problem with much contemporary organisational tiiderits focus on what is given to the
organisation with an over-simplistic view of theganisation as an “input-process-output”
sequence of information processing. Instead thepearthat one needs to consider the
organisation’anteraction with its environment, together with its own meainsthe creation
of knowledge; “For example, innovation, which ikey form of organizational knowledge
creation, cannot be explained sufficiently in terofsinformation processing or problem
solving. Innovation can be better understood asoagss in which the organization creates
and defines problems and then actively develops kmowledge to solve them.” (lbid, p.
337)

Based on a theoretical framing of industrial netwthreory (Hakansson & Snehota, 1995;
Ford, 1998), and the reasoning put forward by H&&an and Snehota (1995, p. 12) as they
state that; “Much of the knowledge put in use itampany becomes available from its
relationships to others outside the company. Thivies of a company draw on and are
made possible by some knowledge possessed by othkesomes available in relationships
to customers, suppliers and others.” We focus omllsfirms’ interaction with various
counterparts / intermediaries as a prerequisiteeséeh political knowledge that impact on
their business performance. In a qualitative stwedyconducted 2007-2008 it was indicated
that there are some actors that are more impottant others in assisting small firms
regarding political issues. (Bengtson et. al., 300@de organisations, the local municipality,
national governmental bodies and business partwere conceived as intermediaries in
reaching political knowledge and indirectly for fmeming political activities. Firms are
members in trade associations for task orientedores e.g. to gain direct support, and/or
long term reasons, e.g. long term opinion makimpgésentation. The local municipal and
national governmental bodies can provide suppod guidance to firms whereas focal
business partners are important not least whenlingridsues that are directly related to their
mutual business. The three types of counterpaatsviiil be discussed in this paper are thus
1) interest groups such as national trade orgaairgt2) political units on local and national
level, and 3) focal business partners (customsupplier). We therefore put forward our first

hypotheses;



Hypotheses 1a Trade organisations will increasefitime’s political knowledge.
Hypotheses 1b Political units on local and natiofealel will increase the firm’s
political knowledge.

Hypotheses 1c Business partners will increasditims political knowledge.

Previous studies have shown that political actowd @olitical rules and regulations have an
effect on business firms and on their businesstioaships. (Minniti, 2008; Welch &
Wilkinson, 2004) There are also studies, not |@astin the IMP tradition, that show that a
limited number of relationships have a profoundeefffon company performance (e.g.
Hakansson & Snehota, 1995, p. 11). Other studikésave shown that knowledge on a more
general level impact positively on firm performan€Ehis is, for example, much discussed on
industrial districts and cluster research. See kagenzoni & Ornati, 1988). There are,
however, few studies investigating the effect ditmal knowledge on firm performance. We
have looked upon firm performance related to ttageects; development of new products,

increase in revenues and, finally, positive effectsirm management.

To sum up, the impact of political knowledge abBut on firm performance is, thus, studied
in relation to the three types of intermediariearexted to the firm and political bodies. We
argue that these intermediaries, due to their inpuhe firm’s political knowledge, might
have an effect on the firm’s business performameebusiness network theory, business
performance of a business unit is related to isr®ss relationships and connections (Welch
and Wilkinson, 2004; Hadjikhani and Thilenius, 2R05 this paper business performance is
a perceived effect of the outcome of the businesk reon-business interaction rather than
financial support, revenues, market shares andmrein investments etc. Hence, we bring

forward three additional hypotheses;

Hypotheses 2a Political knowledge will positiveifiuence business performance
through trade organisations.

Hypotheses 2b Political knowledge will positivielffuence business performance
through political units on local and national level

Hypotheses 2c Political knowledge will positivielffuence business performance

through business partners.



Our theoretical reasoning and the hypotheses thdtave brought forward in this section are
summarized in figure 1 below, which shows how pedit knowledge that is gained through

interaction with either one out of three types ctbas, impact on business performance.

/I NFLUENCE

y
POLITICAL BUSINESS FIRM
DECISIONS PERFORMANCE

TRADE POLITICAL BUSINESS
ORG UNITS ON PARTNERS
LOCAL AND
NATIONAL

LEVEL

Figure 1: Theoretical model.

3. Methodology

3.1 Data

This research project is concerned with small fitmg& European context, and the material
for the study was collected in two ways. First, sotase studies, mainly based on personal
interviews, were made. These cases concerned &imadl in Sweden and focused on the
political embeddedness of their business. The casgs conducted in order to identify
concepts and categories that were of importansen@d! firms in the interaction with political
units, especially on the EU level. The cases la@drounds for the next step in the research
process. A questionnaire was designed to colletet da a variety of topics related to these
issues. The questionnaire was developed for thpogarof evaluating the impact of EU on
the firms” core business activities, the firmsatieinships towards intermediaries such as
associations, the municipal and national orgamsatiand finally the impact on their

relationship towards their business counterparts.



The chosen setting for this study is Sweden anticpdarly small Swedish firms. Following
the EU definition of small firms, e.g. firms withare than 10 and less than 50 employees, and
with a turnover of a maximum of 10 million Eurossample was drawn from a Swedish
database covering all Swedish firms. The questioenaas pre-tested in a face to face
setting. After the pre-tests some clarificationsafe sections and some minor modifications
were made to correct phrasings and unclear qusstmexclude erroneous indicators. Upon
completion, an introductory letter was attachedthie questionnaire that was sent to the
sample. The letter informed about the purpose @fstindy, the contributions to research and
the practical knowledge that it will bring to theidiness community. Some additional
information about the sampling procedures, on hoavanonymity of the respondents will be
taken into consideration, how the results will Isediand also information about how to fill in
the actual questionnaire was included. A pre paiclpe for returning the questionnaire on
completion was also sent along with the self adstémeéd mail questionnaire. Finally, data
from 134 small firms were collected in late 2008haan approximate response rate of 14
percent. However, a non response error analysiweshthat there were no systematic errors
amongst those that answered and those that did'hetnon response error analysis covered

geographical spread and branches.

3.2 Data analysis technique and operationalisation

To assess construct validity and test the hypoth&martPLS version 2.0M3 (Ringle, Wende
and Will, 2005) was used. PLS, partial least squasea statistical technique built on
structural equation modelling and is more appraperizwhen sample sizes are small,
exploratory and/or assumptions of normal distritmsi are not satisfied (Chin and Newsted,
1999). PLS is best suited for testing complex retethips by avoiding excluded solutions and
factor indeterminacy. The method of employing PL& fnalysis follows a two-step

approach. The first step comprises the assessnfettteomeasurement model, i.e. the
reliability and validity of the constructs. The sad step involves specifying a structural

model which is evaluated in terms of the strengfithe causal relationship.

The central and dependent variable for the stugypliical knowledgePolitical knowledge is
essential in both business and political contdxtshis paper we discuss specific and general

political knowledge, i.e. knowledge about politiccisions, about political actors involved



in the decisions and about the wants and needsomfected actors on behalf of these
decisions. A political decision that derives frone tEU can be a rule, regulation or directive.
In this study, we have operationalised all thedéipal decisions a&U rules. In the case for
most small firms, the question arises of the comeeges with a specific EU rule at the
implementation stage of the rule, regulation oedlive. Further, we assume that small firms
rely on other actors, such as intermediaries. is shudy, we have identified three types of
intermediaries; trade associations, political uaridocal and national level and focal business
partners. Business firm performance is in this ywtiegasured by how the effect of EU rules
has increased the development of new productseaserin revenues and, finally, positive

effects on firm management.

In the analysis, the three types of intermediaesl business performance were all
operationalised as latent variables, i.e. the \wbfehe indicators of a construct are assumed
to be caused by the latent variable and thus cp+electing the level of the latent variable.
The independent variable, Political knowledge, isasured by three indicators forming a
construct relating to the importance of understagdtU and the political rules, the effect of
political knowledge on profitability and, the neddr political knowledge. The other
constructs are formed in the same manner, all thitee or four indicators respectively to
measure the latent variable. Trade associationmaesured through indicators on their level
of importance, the actual help they provide, th@portance when needing information and
expertise and their importance when handling theerainties that EU brings. The local
municipal and national bodies are indicated on rethey consider firms interests on EU
issues, help when applying for financial suppaotrfrEU and EU problem solving. Business
partners are measured through indicators on timginitance when discussing EU issues, the
frequency of those discussions, the solutions ondsUes solved with business partners and
the support gained regarding political rules andulaions. Finally, the firm’s business
performance is measured by the creation of newnkasi opportunities, the facilitation of

product development, the increase of profitabgityl technical development.

4. Data analysis and results

The first step in the analysis comprises the assasisof the measurement model, i.e. the

reliability and validity of the constructs. In tall below, all indicators of latent variables and



constructs are displayed together with their mesandard deviation, factor loading, the

reliability coefficient and the average variancérasted (AVE) of latent variables.

Table 1: Means, standard deviations and factorihggidr all constructs

Construct Factor
Mean S.D.
Indicator” loading

Mediating actor: Trade organisation (Reliability’=0.76; AVE=0.55)

1. Trade organisations are very important when dealing with EU issues 3.56 0.956 0.71
2. Trade organisations often help us to handle EU issues 2.74 1.419 0.81
3. We are members in trade organisations to gain information and expertise 3.66 1.275 0.57
4. It is our trade organisation (s) that help us handle the uncertainty that EU brings 2.98 1.129 0.85

Mediating actor: Political units on local and nat. level (Reliability=0.69; AVE=0.62)

1. The municipality helps us apply for financial support from EU 2.12 1.089 0.67

2. Normally it is with the help of people working in the municipality that we solve problems that | 1.80 0.954 0.64
EU brings

3. We have good possibilities to influence people working in the municipality regarding EU issues 2.22 0.918 0.77

Mediating actor: Business partner (Reliability=0.79; AVE=0.63)

1. We discuss every specific EU issue with our business partner 1.83 0.982 0.86
2. We daily discuss EU issues with our business partner 1.64 0.921 0.86
3. Together with our business partner we find solutions to EU issues 1.99 1.129 0.82
4. We often get support from our business partner regarding political rules and regulations 2.44 1.235 0.59

Firms business performance (Reliability=0.80; AVE=0.62)

1. EU has created new business opportunities 2.79 1.27 0.79
2. EU has simplified product development for us 2.22 1.05 0.78
3. EU has a positive effect on our business profitability 2.35 1.00 0.75
4. EU has a positive effect on our business management and controlling 2.63 1.12 0.82

Political Knowledge

1. Good understanding for EU and the rules is necessary in our business 2.79 1.14 0.92
2. Having knowledge on EU is profitable for the business 2.99 1.06 0.86
3. It is necessary to have expert knowledge when handling issues regarding political rules and | 3.48 1.00 0.32
regulations

Comrey and Lee (1992) recommend that factor loadaid@.71 are considered excellent, 0.63

as very good, 0.45 as fair and finally loadingsobeld.32 as poor. The reliability in the

! Translated from Swedish. Original phrasing mafediglightly in some cases.
% Cronbach’s Alpha
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measures in table 1 above, are all between 0.6D&@dand thus considered as very good to
excellent. Convergent validity is assessed by tNM&EAThe AVE is recommended that for
every construct, more than 50 percent of the vaeahould be explained. This is standard
output from PLS. The AVE reported in table 1 abaamfirm that all measures demonstrate
satisfactory convergent validity. Trade organmsadi (0.55), political units on local and
national level (0.62), business partners (0.63) fads business performance 0)62he
recommended value for the reliability coefficieBrgnbach’s alpha) is 0.7. The values for all

latent variables are all above the recommendedeyalubetween 0.69 to 0.80.

In table 2 below, discriminant validity is assesbeth at the item level and at the construct

level.

Table 2: The latent variable correlation matrix: discriminant validity

Business Firms business | Political units | Trade
partner performance local/national organisations
Business 0.79
partner
Firms business | 0.48 0.79
performance
Local/national 0.33 0.46 0.68
Trade 0.24 0.28 0.21 0.74
organisations

Square root of AVE on the diagonal. Correlatiorfsdiigonal.

In table 2 above, the square root of AVE for theasuges on the diagonal and the correlations
among the measures as the off-diagonal elementdll@asgated. Discriminant validity is
assessed both at the item level and at the cohgtmet. Table X shows favourable results for
the discriminant validity. Overall, the evaluatiohthe measurement models demonstrate that
the square-roots of the AVE of the latent varialaleslarger than the correlation among them

and thus satisfactory reliability and validity isnéirmed for the purpose of this analysis.
The second step of the analysis involves specifgirsgructural model which is evaluated in

terms of the strengths of the causal relationshigure 2 below presents the results of the

structural model analysis.
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Figure 2: The structural model with measured vglitbr each path.

Note: B-coefficients with t-values in parenthesis

A standard bootstrapping re-sampling technique ®@@ re-samples consisting of 124 cases
was applied to determine the significance of eatimated path. The model showsdR31%

for business performance. First, as hypothesizeat, trade organisations will increase the
firm’s political knowledge (H1la) is moderately supted by the outcome of the analysis
(0.29). Hypothesis 1b is not supported and hasansignificant effect on the increase of
political knowledge for firms through political usi on local and national level (0.14).
Hypothesis 1c is supported and firm’s are thus igginand increasing their political
knowledge through business partners (0.38). Hahc® nteresting that political knowledge
is rather gained from trade organisations and foasiness partners then from political units

on local and national level.

More interestingly, the positive effect of politicenowledge through the three identified
intermediaries on business performance is not awpse intermediaries that political
knowledge is gained through. Hypothesis 2a, e.ditigagd knowledge will positively
influence business performance through trade osgéions is not supported (0.16). However,
Hla showed (0.29), meaning that some form of palitknowledge is gained through trade
organisations. But H2a was not supported and theanmg that the political knowledge
gained has no effect on business performance. Dhacpl knowledge that was gained
though, would most probably be general politicabkiedge rather than specific, issue based

political knowledge.
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The outcome of the analysis demonstrate that hgsa@h2b, political knowledge will
positively influence business performance througlitipal units on local and national level is
supported (0.22). But H1b was not significant, ¢hgt political units on local and national
level are not important when there is a need fareasing political knowledge. Instead,
political units on local and national level are marseful for small firms when applying and
using different types of financial support, botlogh from Sweden and those that departure
from EU units. That type of political knowledge hpsobably only concerned financial
support and therefore been regarded as havingm@itiepositive effect on firm performance.
The third hypothesis, political knowledge will peely influence business performance
through business partners, is supported and treoimat of the analysis shows that it has a
significant positive effect on business performa(@&8). Business partners have proven to
be important in both increasing political knowledg®al in influencing business performance
positively. The results from the analysis e.g. fben and degree of political knowledge
gained through intermediaries and their effect asitess performance will be further
discussed in the next section.

5. Discussion and conclusions

In this paper, firm interaction and the speciakrof intermediaries for small firms” when
gaining political knowledge and further, the outeof such interaction, e.g. the perceived
effect on business performance has been studiddhsitbeen argued in earlier studies that
knowledge is important in firms attempt to influenpolitical decision making (Pleitner,
1989; Bengtson et al, 2009). It has also been drthea small firms, due to limited resources,
are forced to rely on its relations to others ialohg with various matters, such as the matter
discussed here, i.e. political issues on EU ledékansson & Snehota (19956) declare, for
example, that; “There are two issues, in particuthat it appear critical to the goal
performance in business: how to mobilize the varidifferent counterparts of a company
and, consequently, how to develop cooperative pesaéind coordination mechanisms in

interaction with others in order to solve problessshey arise,”

Our study shows, however, that some intermedianiesa business and non-business
environment, are more important than others. Tiselt® of our study reveal that business

partners are most important when both gaining kedgé and thus provide the strongest
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effect on business performance. These resultsnatteeisame line as earlier findings in IMP
research. If certain suppliers account for a lgogetion of the firm's revenue, it seems
reasonable that this supplier will also be ablsupport the firm in EU matters in a mode that
is beneficial to the firm’s performance. Earlier PMtudies have shown that this type of
mutuality is useful to both counterparts. EU mattdrat are important for a small firm’s
business performance are, more or less by defmitielated to its core business, i.e. its

closest business partners.

The results also revealed that trade associatiomg rovide small firms with general
knowledge. That trade organisations had no sigmfieffect on business performance though
their input to the firms” political knowledge migbe the most interesting and surprising
result when we compare it to the results of eadiadies. Several researchers have pointed at
the need for these types of organisations in ggidiapecially small firms in EU policy
matters (Wilts and Meyer, 2005; Cook & Barry, 199%)is argued that small firms rely on
collective forms of business action in their intg#i@n with political actors and that they;
“maintain their membership in national trade asstmns to acquire information about the
public policy process and as a way to interact pivhtical institutions.” (Wilts and Meyer,
2005, p. 177) The difference in our result could Hd@sed on our inclusion of business
performance as in indication of the usefulnessasfous intermediating actors. When small
firms need knowledge about the political environtnanspecific regulatory issues they need
specific knowledge. The results from our study ¢atke that trade associations only provide
general knowledge and might not be able to intenatit single small firms. As stated by
Nonaka (1995), knowledge is a question of intecgicind creation rather than a simple input
— process — output sequence. Perhaps is the pblkimwledge that firms need for their
business performance of a tacit nature which reguarcloser interaction between the parties

than the interaction that is provided between sfiralls and their trade associations.

An interesting result in this study is, howevemrttipolitical units on the local and national
level serve a purpose not only as local/nationaleguments dealing solidly with

local/national matters, but should function as @termediating actor, i.e. translating filters,
for matters on the supranational level were nos¢hatermediaries that small firms turned to
when there was a need for political knowledge. adt political units on the local and
national level had a positive effect on businesfopmance. This can be explained by the

assumption that firms only interact with these rimediaries when gaining financial support

14



for their business. Hence, business performancthigh study is not measured by factual

numbers. Doing so would not always guarantee amavsdn accurate picture. There is a

certain time lag and that requires a longer timspective of the study. We used the creation
of new business opportunities, the facilitation pbduct development, the increase of

profitability and, finally positive effects on bugiss management and control as indicators of
the firm’s business performance. Business perfoomas, however, a concept that can be
measured in direct numbers. It could thus be isterg to do so, and see if the perceived

performance is supported also in absolute figuoeshfe individual firms in the investigation.

It is, however, not possible to know from the figeihow much of these absolute changes in

performance that are correlated to an impact fioer8U.

In conclusion, small firms generally do not have thsources to pursue political activities at
the EU level independently. This study has shova ithtermediating actors are important for

small firms in handling the political impact fromUEand also that some intermediaries are
more important than others. Some earlier studie® lanphasised the importance of trade
organisations for small firms’ political knowledgéhen handling political issues. However,

they are not as important as previously statethdt) our study shows that trade organisations
are not important when measured against businegsrpance and that the knowledge that

was gained was general.

Our study is based on small firms in just one coynSweden, and 134 firms have
participated in our survey. It would be interesttogsee how well the results hold in another
context. Does, for example, British or French firfasiction similarly, or are there any
statistically significant differences in how smftins use intermediaries on EU matters? We
believe that there is enough international researchelationships between various business
firms to guess that they are important also onethreatters in other countries, but are less
certain about the impact from the other two typlesctors in another national context.
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