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APPENDIX:  Selected companies for multiple case study: their company size, field of business, export to emerging market, offerings, experience of 
collaborative development, and role in the collaboration. 
Company Size Field of Business 

(type of env 
technology) 

Export to EM Offering Experience of collaborative product 
development for business purposes 

Focal company role and roles of 
other partners (in typical 
collaborative projects) 

1 130 M€ 
615 empl. 

Pure Env. Tech. 
(Solid) 

Yes, South America, 
Middle East, Asia (India, 
China). 

Physical eq. and services ie 
IPSO. 

Large experience. Development of 
solutions together with many parties. 

Responsible for design, 
configuration, and installation. 

2 3,6 M€ 
59 empl. 

Innovative Env. 
Tech. 

Yes, India (license). Physical eq., but technology as 
service, ie IPSO, to EM. 

Large experience. Development of 
customer solutions with partners, and 
organising “innovation partners”. 

Initiates contact. Distributor has 
customer contact and designs 
complete system. 

3 0,2 M€ 
14 empl. 

Innovative Env. 
Tech. 

No, but large potential 
where electricity 
infrastructure is poor. 

Physical component. Recently 
entered industrialization phase. 

Large experience. Develops together 
with strategic partner for 
commercialization. 

Locomotive role, choose suppliers 
that are best in their field to be 
partners. 

4 0 M€ 
3 empl. 

Innovative Env. 
Tech. 

No, but large potential 
where electricity 
infrastructure is poor. 

Physical equipment. (Not yet 
on the market, is in final stage 
before commercialization.) 

Large experience. Collaborates with 5-
6 complementary partners. 

Responsible for the development of 
proprietary technology.. 

5 5 M€ 
17 empl. 

Pure Env. Tech. 
(Liquid) 

Yes, China, Middle East. Mainly services, but also 
physical products and 
solutions, IPSO. 

Large experience. Specific 
collaboration teams for specific 
business cases. 

Usually the leading partner, 
together with component and total 
solutions providers. 

6 1,6 M€ 
10 empl. 

Innovative Env. 
Tech. 

No, but interest in Russia, 
(South Africa,) China, 
Indonesia. 

Physical equipment and total 
solutions, IPSO. 

Large experience. Development 
always in collaboration with partners. 

Initial contacts with customers and 
partners, hands over to general 
contractor. 

7 1,0 M€ 
6 empl. 

Innovative Env. 
Tech. 

No, but targeting Poland. Complete solutions, IPSO, 
where waste products are sold 
as fuel. 

Large experience. Close collaborative 
development, business network 
initiator. 

Responsible towards customer, and 
the driving part in supplier 
collaboration. 

8 2,5 M€ 
19 empl. 

Env. Efficient 
Products 

Yes, South Africa. Products based on recycling 
material, components and 
IPSO. 

Large experience. Collaborates with 
end-customers and general 
contractors. 

Initiates collaboration. Searches 
more strategic partners in their 
field. 

9 20 M€ 
140 empl. 

Pure Env. Tech. 
(Air and Solid) 

Yes, China, through sub-
sidiary firm in Germany. 

Physical equipment, spare 
parts, and accessories. 

Large experience, but today limited 
number of collaborations. 

(Currently not involved in 
collaborative projects.) 

10 20,0 M€ 
148 empl. 

Pure Env. Tech. 
(Air) 

Yes, Russia, through a main 
distributor, and plan to start 
manufacturing in China. 

Standardized physical 
products, customized to 
specific customers. 

Collaboration development experience 
with research institutes and 
universities. Sales via global partner. 

Rarely participates in collaborative 
development projects. Part of 
knowledge sharing networks. 

Source: LIAN research project (telephone interviews and secondary data collection 2009-2010). 


