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Abstract

This thesis is a case study on Icelandic born globals, where challenges of new ventures
internationalization are explored, as well as strategies of internationalization. Innovation
and new ventures have been nominated as two of the most important tools in order to
rebuild the Icelandic economy, in fact they have always been a key factor in the economy.
Since the Icelandic market is overall relatively small or non-existent for different
industries, new ventures might be strategizing from the beginning to enter new markets and
are therefore born global companies from conception. The research includes interviews
with Icelandic born globals to find out which internal and external barriers they are facing
when expanding to other markets, as well as exploring whether they are following specific
strategies of internationalization. The aim of the research is to explore which strategies
Icelandic born globals are actually applying in order to manage their internationalization.

Keywords: Alpjodavidskipti, alpjodaveeding, sprotafyrirteeki, Island, born globals,
internationalization
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Part I: Introduction

New information and technologies play an increasing role in all global business relations.
They are particularly important in the emergence of new global organizational work
structures and virtual work environments (Norhayati Zakaria, 2004). This recent
technology as well as increasing number of people with international business experience,
has made it easier for new ventures with limited resources to compete successfully in the
international area (Oviatt & McDougall, 1994).

New ventures are companies that derive from research- or development projects from
individuals, development groups, universities, research institutes or other companies.
These companies are built on specialized knowledge, technology or anything new in the
area which the company operates (SSP, 2004). In the late 1980s, it was reported that there
was a new and growing phenomenon which was the establishment of international new
ventures, companies that were international right from the beginning (Brokaw, 1990).
According to Oviatt & McDougall (1994), international new ventures have existed for

centuries and point at cotton exports 100 years ago as an example.

The definition of the term internationalization has generally been regarded as “[...] a
process in which the enterprise gradually increases its international involvement”
(Johanson & Vahlne, 1990, p. 11). Research has shown that experience is crucial in the
internationalization process and that this experience is developed through experience in
international markets. Lack of knowledge and uncertainty are constraints that are deterrents
to internationalization (Blomstermo & Sharma, 2003).

New Ventures have been nominated as one of the two of the most important tools in order
to rebuild the Icelandic economy (Jonsson, 2012), and today there are 135 companies in
Iceland that are defined as new venture companies (Sprotar, 2012 a), nevertheless it can be
assumed that this number is much higher since these companies are only defined as
technical companies. Many of the new ventures were internationalized after only few years

after conception, and are international new ventures.
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1. Problem Formulation

International new ventures from small and open economies are facing a tremendous
challenge. International marketing channels is among one of the most difficult managerial
challenges, and usually it takes years for global companies to expand and penetrate into
foreign markets (Gabrielsson & Luostarinen, 2004). Kudina et al. (2008) concluded that if
a company operates in a sector with a very limited home-market potential, a strategy would
be to internationalize faster than normal. It is possible that international new ventures lack
financial and managerial sources in general which is required for globalisation and foreign
global marketing. There are higher stakes at risk of gaining profitability and the challenge
is even bigger when the new firm goes global (Gabrielsson & Kirpalani, 2004).

There foreign literature includes internationalization processes, challenges of
internationalization and definition of international new ventures, but there seems to be
difficult to find research on which strategies born globals are using, and challenges which

born globals are facing especially when expanding to other markets

There seems to be a gap in both Icelandic and foreign literature and research on Icelandic
new ventures, where there seems to be very little or no data on internal and external
barriers which these Icelandic born global companies are facing when expanding their
business to other markets. According to the “word on the street”, Icelandic born globals
might be following their gut when expanding to other markets, without having the relevant
resources or a specific strategy behind it. When looking at foreign literature, having the
Uppsala model especially in mind, it is questionable whether Icelandic new ventures might

be facing serious catastrophic results or not.

Since the Icelandic market is overall relatively small or non-existent for different
industries, new ventures might be strategizing from the beginning to enter new markets and

are therefore born global new venture companies from conception.

2. Research question

Literature on international new ventures on the matter seems to be sufficient and will be
used as a guideline to the research. After consideration, the answer to the following

question will be answered in this paper:
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Which strategies do Icelandic new ventures (born globals) actually apply in order

to manage their internationalization?

Strategy is used in a very broad sense. A strategy can reflect upon processes, plans, tactics

and other concepts. The strategies which the Icelandic new venture companies follow

when managing and/or expanding to foreign markets could be for example pricing

strategies, entry modes, international marketing strategies etc.

The following sub questions need to be answered as well in order to answer the main

question:

3.

. What internal and external barriers to Icelandic new ventures (born globals) face

when expanding to other markets?

Do Icelandic new ventures (born globals) have the relevant knowledge and
experience on external analysis (entry methods, market analysis etc.) in order to
expand successfully to other markets, or do they seek help from governmental

institutions or other sources?

. Are governmental institutions offering satisfying assistance to Icelandic new

ventures (born globals)?

Have internal weaknesses been explored thoroughly before internationalization?

. At which time after inception do Icelandic new ventures (born globals) usually

expand to other markets and does it influence other issues in regards to the success

to the expansion?

. What is the main purpose of Icelandic new ventures (born globals) expanding to

other markets?

Research overview

By formulating the problem into a research question and sub questions, an overview of the

thesis is presented. The first part is introduction, followed by theoretical background,

which is divided into four chapters;

The most important internationalization theories, where the Uppsala model is
defined and the most popular theories are defined

The definition of born global companies and new ventures
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e The challenges of internationalization, both internal and external challenges

e Challenges of born globals internationalization

The third part which is called methodology is based on theoretical background and
involves research purpose and design. The research question and sub questions can be
found in part three as well. The fourth part explains the Icelandic environment and
Icelandic new ventures. Both primary and secondary data were conducted, the secondary
data was gathered through the web, and informal interviews were taken when collecting
the primary data. The interviews in part five are primary data which were collected by
conducting interviews with founders or marketing directors of Icelandic new venture
companies (born globals). Part five also includes the answers to the main research question
and sub questions and is a result analysis from both primary and secondary data. Part six
includes the findings and recommendations, and finally there are a few final remarks from

the author.
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PART II: Theoretical Background

This chapter reviews earlier findings and theories which will be used to analyse the

problem and answer the research question. The chapter is split into three chapters; first
section will look at different internationalization theories where the International Process
Theory (the Uppsala Model) will be paid a special attention. In the second chapter, the
born global phenomena will be discussed. Different theories and findings will be
introduced and discussed thoroughly. The third chapter is meant to describe the barriers of
internationalization, a general discussion on challenges which born globals face when

expanding to foreign markets.

4, Internationalization Theories

One of the first internationalization theories was the Internationalization process theory,
which is also called the Uppsala Model, developed by Johanson & Vahlne (1977) after
their research on Finnish companies. The theory has been challenged by many researchers,
including the authors of the theory. The most challenging arguments as well as the original
theory will be discussed in this chapter. The Network Approach and the International
Product Life Cycle theory (Vernon 1966) will also be discussed as examples of

internationalization theories.

4.1. International Product Life Cycle Theory

The product life cycle theory was developed by Vernon (1966), which is used to
comprehend and analyse various stages of products and industries. In short it refers to the
time period between the launch of a new product into the market until the product is
withdrawn from the market. The theory claims that firms internationalize in order to
protect their existing markets of mature products. Vernon (1979) noted that his life cycle
theory had become less relevant as the international market conditions changed. He
predicted that SMEs (small and medium sized enterprises) would move from their
domestic market innovation towards exporting and ultimately overseas investment.
Bloodgood et al. (1996) claimed that a firm that does not have a pre-existing domestic
market, the product life cycle theory cannot explain why it internationalizes at inception,
the evidence only exists for a qualitative importance of a presence on the domestic market
(Chetty & Campbell-Hunt, 2004).
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4.2. The Internationalization Process Theory

The Internationalization process theory (Johanson & Vahine 1977, 1990) or the Uppsala
model (see figure 1), which was formulated in 1977, referred to empirical observations on
Swedish manufacturing firms from their studies at the international business department at
Uppsala University. It explains how firms must first gain experience in their home market
before they expand to other markets. The underlying assumption of the 1977 Uppsala
model is according to Johanson & Vahlne (2009), uncertainty and bounded rationality. It is
based on the assumption that developing knowledge is fundamental to a firm’s
internationalization. In particular, knowledge grows out of experience in current activities
which is crucial to the learning process (Johanson & Vahine, 2009). The lack of knowledge

is an important obstacle to the development of international operations (Johanson &

STATE CHANGE
Market S Comn.lifment
Knowledge Decisions
Market < Current Activities
Commitment

Figure 1: The basic mechanism of internationalization: State and change
aspects (Johanson & Vahlne, 1977)

Vahlne, 1977). The model comprises four basic concepts which are linked to each other
and two of them concern the changes in the internationalisation of the firm. Both
commitment decisions and current activities are related to how internationalisation occurs
(Johanson & Vahlne, 2003).

One of the ideas behind the model is that many different types of increased engagement in
foreign markets, such as market entry and the establishment of a sales subsidiary, and
investment in foreign production, are of the same basic kind and that international
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expansion of the firm can be understood as one process driven by one underlying
mechanism. The mechanism is that the relevant firm develops knowledge when it operates
in the home market and by gaining this knowledge, it enables the firm to better see and
evaluate business opportunities and to make new market commitments (Johanson &
Vahine, 2003)

The two state aspects of the model are resources that are committed to foreign markets,
market commitment and market knowledge (Johanson & Vahlne, 1977). Many different
types of increased engagement in foreign markets, such as market entry, the establishment
of a sales subsidiary, and investment in foreign productions, are of the same basic kind.
The international expansion of the firm can be understood as one process driven by one
underlying mechanism, which is that the firm develops knowledge when it operates in the
market. This knowledge enables the firm to get a clearer view, evaluate business
opportunities, and to make new market commitments (Johanson & Vahline, 2003).

4.2.1. Market Commitment

Market commitment is composed of two factors, (1) the amount of resources committed
and (2) the degree of commitment. The resources which are located in a specific market
area can often be considered a commitment to that market, nevertheless, in some cases
such resources can be sold and the financial resources can easily be used for other means.
Some resources cannot easily be directed to another market or used for other purposes. An
example is a marketing organization specialized around the products of a firm and has
established integrated customer relations. The resources which are located in the home
country and employed in development and production of products for a separate market,
constitute a commitment to that market (Johanson & Vahlne, 1977).

According to the internationalization process theory, it can be assumed that the resources
that are located in the particular market are most committed to that market (Johanson &
Vahlne, 1977).

4.2.2. Market Knowledge

In general, knowledge relates to the present and future demand and supply, as well as to
competition, channels for distribution, payment conditions and transferability of money.
These things change between countries and from time to time (Carlson 1974; cited from
Johanson & Vahlne 1977).
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According to Penrose (1959), knowledge is distinguished between objective knowledge
and experiential knowledge where objective knowledge can be taught through blueprints,
textbook knowledge, stored information etc. The objective knowledge can easily be
transferred between individuals and organisational units within an organisation.
Experiential knowledge can only be established through first-hand experience. Difficult
and ambiguous phenomena concerning people and organizations can only be captured
through personal experience. According to Johanson & Vahlne (2003), experiential
knowledge is critical when entering into foreign markets where experiences are important
for identifying new business opportunities. Such basic experiential knowledge is none to
start with so the experience must be gained successfully during the operations in the home

country.

Commitment decisions are based on several kinds of knowledge, (1) knowledge of
opportunities or problems is assumed to initiate decisions and (2) evaluation of alternatives
is based on some knowledge about relevant parts of the market environment is all about

performance of many activities (Johanson & Vahine, 1977).

According to Johanson & Vahlne (1977), there is relation between market knowledge and
market commitment where knowledge can be considered a resource and the better
knowledge about a market, the more valuable are the resources and the stronger the

commitment to the relative market.

The change side of the model has two change mechanisms which are current activities and

commitment decisions (Johanson & Vahlne, 1977)

4.2.3. Current Activities

Firms change by learning from their experience of operations in foreign markets (Johanson
& Vahlne, 2009). There is a lag between most current activities and their consequences
where these consequences may not be realized unless the activities are repeated more or
less continuously. The time lag is in many cases appreciable, and the marketing investment
represents and important and ever-increasing commitment to the market. The longer the
delay, the higher the commitment of the firm rises (Johanson & Vahlne, 1977). Johanson
& Vahlne (1977) assumed that the more complicated and the more differentiated the
product is, the larger the total commitment as a consequence of current activities will come

to be. They also argued that experience could be gained alternatively through the hiring of
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employers with experience, or through advice from persons with experience. They
distinguished between firm and market experience and, both of which are crucial. Persons
who are working on the boundary between the firm and its market must be able to construe
information from inside the firm and from the market. They concluded that both firm and
market experience are required and in that area it is difficult to substitute personnel or
advice from outside for current activities. It may be possible to some extent to hire
employees with market experience and use them profitably after some time in the
marketing activities, but there might be a delay while the new personnel gains the

necessary experience within the firm.

4.2.4. Commitment Decisions

Johanson & Vahlne (1977, 2003) assume that commitment decisions are the result of the
conception of business opportunities and problems, which are the consequence of
experiential knowledge. The commitment decisions seem to be related to the operations in
which the firm is already engaged where the opportunities are usually identified by those
who work in the firm, who are aware of the opportunities and problems within the firm and
of the probable solutions. Firms change through the commitment decisions that they make
to strengthen their position in the foreign market where the definition of commitment is the

product of the size of the investment times its degree of inflexibility.

4.3. Challenging the Uppsala Model

According to Oviatt & McDougall (1994), they believed that the emergence of
international new ventures presented a unique challenge to the stage Uppsala model and
they stated that the stage theory needed more than a minor adjustment in terms of new
ventures since they had little or no experience in any market. According to Johanson &
Vahlne (2003), many studies have either questioned the model or made empirical studies
that do not support the model. In his critical review of the original Uppsala model,
Andersen (1993) noted that the model does not consider specific situations, phases, firms,
or foreign markets. According to Forsgren (2002), the three types of non-experiential
learning, (1) the acquisition of other firms, (2) imitation and (3) search, may also speed up
the internationalization process. He argued that the Uppsala model exaggerates the gradual

nature of the process.
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Most of the criticism on the Uppsala model is based on the observation that company
behaviour has changed significantly since Johanson & Vahine built their original model.
For example, companies do sometimes skip stages in the establishment chain (Hedlund &
Kverneland, 1985) and that they start to internationalize soon after their birth (Oviatt &
McDougall, 1994). Oviatt & McDougall (1994) and Zahra et al. (2000) stated that the
internationalization process proceeds more rapidly than when the original model was
published. The orders in which companies enter foreign markets do no longer correlate

with psychic distance (Madsen & Servais, 1997).

However, some empirical studies have demonstrated that those firms that have
internationalised in the way described by the process model, have performed better than
those that have not (Barkema et al. 1996; Li 1995; Luo 1999).

4.4. The Business Network Internationalization Process Model (2009)

In 2009, Johanson & Vahlne published an article where they revisited the Uppsala model.
They concluded that new findings needed to be taken into consideration when looking at
the 1977 model. They discovered after having looked at various researches that more
general internationalization knowledge- that is knowledge that reflects a firm’s resources
and its capabilities for engaging in international business is also important, additional to
their original findings that general market knowledge may be transferred between
organizational units. Several studies have shown that a number of different aspects of
general internationalization knowledge might be important as well. After looking at these
studies, they believe now that the general internationalization knowledge which enclosed
several kinds of experience, including foreign market entry, mode-specific, core business,
alliance and acquisition, and other specific kinds of internationalization experience, is
presumably more important than they had assumed in 1977 (Johanson & Vahlne, 2009). It
has for example been shown that internationalization knowledge is positively related to
differences in the experiences a firm has in different markets (Barkema & Vermeulen,
1998).

They added to their model the concept “relationship-specific knowledge” which includes
knowledge about each other’s heterogencous resources and capabilities. They expected
interaction to contribute to more general knowledge about international relationship
development, and also to help the partners learn about way in which they could develop
distinct and transferable relationships in alternative situations, based on Hoang and
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Rothaermel’s research (2005). Knowledge development in business networks is different
from the kind of knowledge development which Johanson & Vahlne assumed in their
original model from 1977. It is not only a matter of learning extant knowledge from other
actors, the interaction between a buyer’s user knowledge and a seller’s producer

knowledge may also result in new knowledge (Johanson & Vahline, 2009).

Johanson & Vahlne (2009) wanted to change their opinion from the original model where
it does not explicitly include any affective or emotional dimensions in relationships, even
though it could be argued that they are implicitly present in the concept of knowledge.
They now think that those dimensions should be explicit. They argued since year 1977, a
lot has been written about social capital, trust and similar concepts, which included both
affective and cognitive elements. They also realized that from empirical observation,
affective dimensions are indeed important for understanding the relationships that are a
critical component of their original model. They also recognized the possibility of
including relationship development and business networks in their model. They concluded
that trust is an important ingredient for successful learning and the development of new
knowledge. Trust can also substitute knowledge when for example a firm lacks necessary
market knowledge and instead lets a trusted middleman run its foreign business compared
to Areius (2005) research.

In Johanson & Vahine’s original model, they for example assumed that market
commitment and market knowledge affected perceived opportunities and risks which
would influence commitment decisions and current activities. They now recognize that
they had probably neglected the opportunity dimension on experiential learning after
having taken other researches on networks and entrepreneurship which has made
considerable progress since the publication of their original model (Johanson & Vahine,
2009).

In light of all criticism and evaluation of new research and studies, Johanson & Vahlne
(2009) developed their revised model (see figure 2). They added recognition of
opportunities to the knowledge concept where opportunities constitute a subset of
knowledge. They intend to indicate that they consider opportunities to be the most
important element of the body of knowledge which drives the process. Other important
elements of knowledge include the needs, capabilities, strategies and networks of directly

or indirectly related firms in their foundational context. They labelled the second state,
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network position, instead of market commitment since they now assume that the

internationalization process is pursued within a network.

They also changed the state from the original Uppsala model (Johanson & Vahlne, 1977)
where they changed the current activities label to learning, creating and trust-building in
order to make the outcome of current activities more explicit. The use of the term learning
is at higher level of abstraction where it is more than experiential learning even though
they still regard that to be the most important kind of learning. They made the trust-
building dimension more explicit than in the earlier model. They mention that the speed,
intensity, and efficiency of the processes of learning, creating knowledge, and building
trust depend on the existing body of knowledge, trust and commitment. In particular it is
on the extent to which the partners find given opportunities appealing. The high-level of
knowledge, commitment and trust in a relationship result in a more efficient creative

process. The relationship was added to the commitment decisions variable in order to

STATE CHANGE
Knowledge Relationship
Opportunities —> Commitment
Network Learning
Position | Creating
Trust-Building

Figure 2: The Business Network Internationalization Process Model (the 2009 version), (Johanson &
Vahlne, 2009)

clarify that commitment is to relationships or to networks of relationships, which implies
that the focal firm decides to increase or decrease the level of commitment to one or more

relationships in its network (Johanson & Vahine, 2009).

Johanson & Vahlne (2009) argued that there were some implications for the

internationalization process in their revised model. Internationalization depends on a firm’s
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relationship and network, and also when a partner who is entering a new market or is
already in a new market, wants the focal firm to follow. The process model implies that
state variables, such as knowledge, trust or commitment to the firm’s specific relationships,
should be looked for explanations regardless of whether the starting point is considered to
be the founding of the company, the first international market entry , or the establishment
of a specific relationship. They also agreed with Barkema et al. (1996) and Steen & Liesch
(2007), that the model should be equally applicable to large and small firms. Eventually
they accepted the challenge provided by INVs (international new ventures) where they
acknowledged the research of rapidly internationalizing firms and follow the proposition of
other authors to integrate the network and stages models (Johanson & Vahlne, 2003).

4.5. Network Approach

In recent years, there has been an enormous growth in different forms of cooperation
between organizations. These cooperating organizations form different kinds of networks
where each serves different purposes (Hagberg-Andersson & Virtanen, 2006). According
to Thorelli (1986), a business network is when two or more organizations are involved in

long-term relationships.

Networks of relationships exist both within and between companies and can be expressed
through global, national and local scales. Increasing revenue is one of the reasons why
organisations engage in these inter-organisational networks relationships. Companies can
access complementary resources and capabilities through these networks which can lead to
for example better market access and faster market entry. Cost reduction is another reason
for engaging in networks where companies can reduce costs through economies of
scale/scope by joint research, marketing or production. Inter-organisational networks
represent cost-efficient ways to gain access to know-how which can neither be available
internally nor be easily transferred by licensing. Joining a network could also be a way to
reduce financial or other risks, for example in innovation or in other highly risky projects.
Networks are considered to be as a fast, effective and efficient way to learn and acquire
skills. There could also be other reasons for engaging in inter-organizational network
relationships, like necessity, which is when companies are required by law or regulations
by authorities to establish relationships; asymmetry, when one party has control over

another party and its resources; efficiency, when companies cooperate to achieve higher
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input/output; legitimacy, when companies can establish their reputation, image and prestige
in order to prevail norms (Ebers, 2002).

45.1. The Role of Networks in the Internationalization of Firms

Several studies have demonstrated the role of networks in the internationalization of firms.
According to Johanson and Mattson (1984), internationalization depends on network
relationships rather than on a firm-specific advantage or the psychic distance of the target
market. Externalization of transactions is more likely to happen than internationalization
with these relationships. Each company will become dependent on the external resource
where exchanges are commenced, companies can then internationalize with the assistance

of their partners who offer contact and assist in development of potential partners.

Johanson & Vahlne (2009) concluded that their original model needed to be developed
further in light of clear evidence of the importance of networks in the internationalization
of firms. They stated that researchers that had studied which networks influence
internationalization, lack to discuss how those networks have been created and without
considering the network structure in the country where the company entered. Coviello and
Munro (1995, 1997) found from their empirical studies that network relationships have an
impact on foreign market selection and also on the mode of entry in relations to ongoing
network processes. Martin et al. (1998) found in their study of the international expansion
of Japanese suppliers of automotive components, that the inter-organizational relationships
of suppliers, especially the suppliers with buyers, affected their pattern of international

expansions.

Coviello’s research (2006) studied whether international new venture (INV) networks
shifted from being dominated by socially embedded ties within smaller networks that were
dense and path dependent at the earliest stage of the life cycle, to a greater majority of
economic ties in scattered networks that were larger, more diverse and intentionally
managed at later stages of the life cycle. The focus was on the very early stages of the
INV’s life cycle. The results on Coviello’s study on three INVs located in New Zealand
were that there was a linear pattern of evolution over time where (1) the INV network
increased in range and decreased in density, (2) there were non-redundant aspects as the
network grew larger while constraints on the venture decreased, and (3) that although each
INV’s closeness to other network participants was consistently high through the evolution

process, its centrality increased in terms of the extent to which it was positioned between
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other network participants. The structural analysis of the study suggested a linear path of
change within each network, but further understanding of networks dynamics came with
the analysis of tie content, direction and durability. The results of the study supported
Oviatt & McDougall’s (1994) arguments that networks would indeed open doors for INVs
by providing market access, financing, distribution channels, referrals and a pool of
contacts for internal and external development. Network relationships are intangible

resources prominent to organizational growth.

As identified in Coviello’s study (2006), resources are essential before internationalization,
growth and commercialisation, or at the earliest stages of development of companies,
conception. It confirmed the importance of early relationships for new ventures, as argued
by Coviello & Munro (1995, 1997) and Sharma & Blomstermo (2003). Sharma &
Blomstermo (2003) also identified the influences of initial network ties on
internationalization, the importance of the INV being in the middle of the network and the

impact of weak and indirect ties on the internationalization process.

The network approach does not always find support in explaining the internationalization
of new ventures. Bell (1995) argued that it does not adequately account for the rapid
internationalization of firms not being a part of a network. He also argued that it did not
explain new ventures going abroad to profit from an industry growth in foreign countries.
Another study found that companies which spent heavily on research and development
showed significantly lower performance as a means of international market entry (Shrader
R. C., 2001). Another study by Preece et al. (1998) showed that the strategic use of
strategic alliances with home or foreign companies was not a factor in explaining the
international intensity and global diversity of firms. It showed no differences between
allied companies and non-allied companies, but nevertheless showed that around 70% of

the companies in the study were in indeed engaged in alliances.

It is not certain whether the network approach is important, since the results of the
researchers conducted on the matter are diverse. Recent studies have shown the positive
influences of networks though and therefore they should not be dismissed. It might be
assumed that it depends on the industry, where networks where they might be of higher

importance than in others.

When looking at different processes of internationalization, especially the Johanson &

Vahlne’s Uppsala model and the network approach, it is questionable whether International
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new ventures are following these approaches, and to what extent. According to Johanson &
Valhne as stated here above, they believe that experiential knowledge is very important for
SMEs. They decided to include networking into their revised model after studying
researches and criticism from other researchers on the network approach. Whether
Icelandic international new ventures might be skipping some of the stages in the process is
yet to be answered.

5.  Born Globals

In recent years, a number of small and medium sized companies have gone global even
after only few years of inception, even though they were quite small and unknown in their
home markets. Many terms have been used for these companies, they were first called
innate exporters (Granitsky, 1989), then born internationals (Ray, 1989), subsequently
infant multinationals (Lindqvist, 1991) and later Oviatt & McDougall (1994) proposed the
term global start-ups, and Jones (1999) international entrepreneurs. The name born globals
(Rennie 1993; Knight & Cavusgil 1993; Moen 2002; Chetty & Campbell-Hunt 2004) has
been used more frequently today along with the term international new ventures (Oviatt &
McDougall, 1994; Bloodgood, Sapienza, & Almeida, 1996; Zahra, Ireland, & Hitt, 2000).

These companies will either be called international new ventures or born global companies
throughout this paper. The born globals reach very high percentage of international
revenues very fast. Within two to three years of their establishment, they have reached at
least 25% in foreign sales of the company’s total share (Kudina, Yip, & Barkema, 2008).
Oviatt & McDougall (1994), defined an international new venture as “[...] a business
organization that, from inception, seeks to derive significant competitive advantage from
the use of resources and the sale of output in multiple countries” (Oviatt & McDougall,
1994, p. 49)

Hannan & Freeman (1984) define born globals as new companies which suffer from
liability of newness and possess limited foreign business and institutional knowledge.
These firms are exposed to high level of uncertainty in regards to potential clients and their
needs and demands. They sell new products and services or substantially different from
existing products or services (Sharma & Blomstermo, 2003). Johanson & Vahlne (2009)
argued that born globals are really born regionals with international activities that do not

span the globe in any significant fashion. They studied many companies with the
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internationalization pattern and concluded that they should be considered born regionals or
international new ventures and that they were old phenomena as concluded by Oviatt &
McDougall (1994) and believed that these phenomena did not create a problem for their

Uppsala model.
Oviatt’s & McDougall’s (1994) definition of born globals (global start-ups) is that

[...] itiis the most radical manifestation of the international new venture because it
derives significant competitive advantage from extensive coordination among
multiple organizational activities, the locations of which are geographically
unlimited. Such firms not only respond to globalizing markets, but also proactively
act on opportunities to acquire resources and sell outputs wherever in the world

they have the greatest value.
(Oviatt & McDougall, 1994, p. 59)

Age at internationalization is assumed to have important implications for a company’s
successful expansion, survival and performance. Some ventures go through long period of
gestation before they are eventually launched and it is therefore difficult to define the exact
starting time of a new venture’s existence (Oviatt & McDougall, 1994). These variations
influence both the resources that new ventures assemble (Reynolds & Miller, 1992) and the
clarity of the mission and vision that guide a venture’s strategic choices. Some INVs
(international new ventures) are created by existing companies, which benefit from the
networks, established systems, awareness and resources of their parent corporations.
Therefore it may be a problem when using the age to define INVs (Zahra S. A., 2005).

There are different types of international new ventures which may be distinguished by the
number of value chain activities that are coordinated and by the number of countries
entered as seen in figure 3. It identifies certain types of INVs at the extremes of the two
contiguities, but mixed types do appear in between, and over time it is possible that new
ventures change type by coordinating additional or fewer activities and by operating in

more or fewer countries (Oviatt & McDougall, 1994)

5.1. New International Market Makers

New international market makers (figure 3, quadrants i and ii) are an age-old type of firms

where importers and exporters profit by moving products between two or more nations.
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They may be either export/import start-ups or multinational traders. Systems and
knowledge of inbound and outbound logistics are the most important value chain activities
and therefore most likely to be internalized. There is a location advantage which these
companies have that lies in the ability to discover imbalances of resources between
countries and in creating markets where none existed. Secondly, there is a minimum direct
investment in any country. Sustained competitive advantage depends on three factors; (1)
the great ability to locate and act on emerging opportunities before the increased
competition reduces profits in the markets which the company had already established; (2)
knowledge of markets and suppliers; and (3) the ability to attract new partners or network
as well as maintaining them (Oviatt & McDougall, 1994).

Few Activities Coordinated I
Across Countries New International Market Makers

(Primarily Logistics)
Export/Import Start-up Multinational Trader

Coordination of Value Chain i i
Activities

Many Activities Coordinated Geographically Focused

Across Countries Global Start-up

iii iv

Few Many

Number of Countries Involved

Figure 3: Types of International New Ventures (Oviatt & McDougall, 1994)

Geographically focused start-ups (new ventures) which can be seen in figure 3 (quadrant
iii) serve well the specialized needs of a specific region of the world through the use of
foreign resources and therefore gain advantage. They are geographically restricted to the
location of the specialized need. They are different from multinational traders because they
are geographically restricted to the location of the specialized need (Oviatt & McDougall,
1994).

Global start-ups (see figure 3, quadrant iv) derive significant competitive advantage from
extensive coordination among multiple organizational activities or the locations of which

are unlimited geographically and is therefore the most radical manifestation. These
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international new ventures might be the most difficult to develop because they require
skills at both geographic and activity coordination (Oviatt & McDougall, 1994).

5.2. High-Tech Study on Born Globals

Why some new ventures choose to go international from their inception instead of the
traditional path of developing their domestic markets first, is a question that remains
mostly unanswered. Kudina et al. (2008) wondered if possible explanations might be prior
experience of the founders, their international experience and recognition of international
business opportunities. Since high-technology companies particularly have a tendency to
be born global companies, they wanted to investigate why some of these companies were
more successful in their internationalization than others. They studied high-technology
companies in the Greater Cambridge Are Cluster in the UK and chose companies that were
for example less than 20 year old and started international operations at an average 2.5
years. They discovered that their importance for venturing overseas increased from the
inadequacy non-existence of the domestic UK market for their product or services and the
need to serve global or multinational customers, which are prevalent in high-technology
industries. Their findings indicated that some of the factors why a company would

internationalize early are:

e New market conditions; the presence of global networks and alliances, the
alignment of the buyer’s need, the global nature of the coeval business, and to
follow customers abroad

e Advances in technology; that what makes small project profitable are lower fixed
costs in addition to advances in communication technology and e-business
possibilities

e Learning from overseas; to learn from technological innovation and use people

networks as well.

There are some factors that have previously been suggested to be conducive to early
internationalization, such as knowledge intensity of the business, ease of imitation and
global mindset of managers. Kudina et al. (2008) enquired other causes that companies felt
to be important enablers of internationalization, such as knowledge intensity, hard-to-

imitate technology and competitive advantage.
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e Knowledge intensity; the best companies in the research were conducting R&D

domestically, but manufacturing their products in Asia, but stayed alert to the latest

market developments by actively learning from their international exposure

e Hard-to-imitate technology; These companies’ technologies are normally hard to

imitate which gives them a competitive edge in the global market. A competitor

would need to use a serious amount of time in imitating and develop a similar

product

e Competitive advantage; these kinds of companies (as in Kudina et al’s research)

usually competes on differentiation and the company’s ability to be flexible and

adapt its product to the need of the market.

Kudina et al. (2008) concluded that if a company operates in a sector with a very limited

home-market potential, a strategy would be to internationalize faster than normal.

5.3. Conceptual Framework — Born Global

Many factors influence born global firms, as seen in figure 4. Andersson & Wictor (2003)

summarised these factors into the following framework.

Entrepreneurs

Born
Networks — =——————p Global

Globalisation

€ Industry

Figure 4: Conceptual Framework (Andersson & Wictor, 2003)

Globalisation: There are globalisation trends that make it easier to pursue an international

strategy, trends like development in communications technology, transportation,

globalisation of marketing demand, and strategy (Levitt, 1983). There is also a decrease in

trade barriers which makes it less difficult to pursue an international strategy. All these
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factors make it easier for the emergence of born globals (Knight & Cavusgil, 1996). These
factors cannot alone explain the born global phenomenon. Culture, language, and market
channels need also be taken into a consideration where they are different between countries
and regions and many companies are still focusing on the home market. There are greater
opportunities for single companies, provided by the globalisation trends, but it is not
enough to create a successful international venture. For that there is a need for resourceful
individuals and companies that choose to recognise the opportunities that are offered by

the international globalisation (Andersson S. , 2000)

Entrepreneurs: The importance of the entrepreneur and entrepreneurial behaviour might be
the most common denominator in born global research (Rennie, 1993; Knight & Cavusgil,
1996; Madsen & Servais, 1997; McDougall, Shane, & Oviatt, 1994). The interest in
international entrepreneurship has grown very fast during the last few years (Oviatt &
McDougall, 2000), but the research on entrepreneurs and entrepreneurship is a very wide
area (Andersson & Wictor, 2003). While some studies focus on the characteristics of
individual entrepreneurs (Gartner, 1989), others focus more on the entrepreneurial firms
(Covin & Slevin, 1989; Oviatt & McDougall, 2000)

The definition of international entrepreneurship is: International entrepreneurship is a
combination of innovative, proactive, and risk-seeking behaviour that crosses national
borders and is intended to create value in organization” (Oviatt & McDougall, 2000, p.
903). This definition does not explicitly focus on the individual entrepreneurs within a
company, but on the entrepreneurial behaviour at company level (Andersson & Wictor,
2003). A study by Bloodgood et al. (1996), found that international work experience
among top managers was heavily associated with the internationalization of new high-

potential ventures in the United States.

Networks: In order to understand firm’s international development, studies have shown the
importance of international network, both individually and on an organizational level
(Majkgard & Sharma, 1998). New ventures are dependent on relationship with financiers,
suppliers, customers and other relationships (Oviatt & McDougall, 1995) and it is
important to look at both social and business aspects of networking (Johannisson &
Monsted, 1997). Not all born global firms are established being involved with any
international networks; some of them are not involved with these networks at all

(Rasmussen, Madsen, & Evangelista, 2000)

22|Page



Industry: Born globals are found in many different industries, nevertheless, industry
characteristics are still of importance of their international development (Andersson &
Wictor, 2003). The industry is more important than the company’s nationality, according
to Boter & Holmquist (1996). Born globals are more specialized and niche oriented than
other companies (Madsen & Servais, 1997). According to Oviatt & McDougall (1997),
born global entrepreneurs are more likely to consider entry into foreign markets if a large

number of venture’s competitors and customers are international.

It seems that new ventures are born globals than before, especially in small markets where
it might be considered necessary for a company to expand to other markets in order to
survive. At least they have become more noticeable. By looking at the literature, it can be
assumed that each industry is different in terms of internationalization process, as well as
network approach and knowledge. Perhaps there is a difference between born global
internationalization and a company that takes its time in the home market before
internationalization. The born globals may start as entrepreneurs, but in time, they can
become a leading company in their industry. Research has shown how important
networking is for born globals since they are considered to be dependent on relationships.
Born globals are exciting and resourceful companies which will be informative to follow in

the near future.

6. Challenges of Internationalization

Barriers of Internationalization are twofold; internal and external barriers. This chapter

includes a discussion on these barriers.

Dramatic and swift transformation are taking place in international trade, there is a
growing liberalization of trading systems; expansion of regional economic coalition,
excessive liquidity in financing cross-country purchases; and increasing networking and
connectedness with both customers and marketing partners, due to major advances in
information, communication, and transportation technologies (Keegan, 2002). This has led
to the creation of a business environment that has become globalized, interdependent, and
connected, widening in this way both the scope and scale of opportunities which are open
to sellers (Leonidou, 2004). Nevertheless, a large number of smaller-sized manufacturers
do still not dare to cross national boundaries to sell their products and services, thus putting

themselves at a major disadvantage compared to their competitors who have opted for a
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more global perspective. The reason is that engagement in export operations is vital in
spreading business risks across different markets and ventures; improving technological,
quality and service standards in the organization; generating more income and funds for
reinvestment and further growth; exploiting inactive operating capacity and improving
production efficiency; and attracting and rewarding shareholders and employees through
the creation of a better profit base (Czinkota & Ronkainen, 2001; Terpstra & Sarathy,
2000).

It is not a trouble-free task to reap these benefits, but one is hindered by many obstacles
pertaining to internal organizational weaknesses, strategic business flaws, home-country
deficiencies, or host-market problems (Korth, 1991; Onkvisit & Shaw, 1988). These
obstacles are responsible for (1) many small home-country companies viewing exporting
with great scepticism and refusing to engage in activities abroad; (2) rookie exporters
developing a negative attitude toward exporting and thinking of withdrawing from
overseas operations; and (3) experienced exporters suffering from retrograding
performance, which even threatens their survival in international markets (Leonidou &
Katsikeas, 1996; Miesenbdck, 1988).

Before entering new markets, both internal and external analysis need to be conducted in
order to form a strategy. External analysis is in brief customer analysis, competitor
analysis, market analysis and environmental analysis. Internal analysis is analysing the
performance of the company and determinants of strategic options (Aaker, 2001). Even
though firms may skip stages of international development that have been observed earlier,
internationalization may not occur in stages at all. It seems that firms are not following the
theories of gradual firm internationalization, depending on the industry (Oviatt &
McDougall, 1994).

There are some barriers that refer to all the constraints that hinder a firm’s ability to
initiate, to develop or to sustain business operations in overseas markets. Export barriers

can be classified as
e Internal
- Barriers associated with organizational resources or capabilities

- Company approach to export business
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e External

- Barriers stemming from the home and host environment where the firm

operates (Leonidou, 1995a)

According to Leonidou (2004), internal barriers can be broken into functional,
informational and marketing, and external barriers can be separated into procedural,

governmental, task and environmental barriers.

6.1. Internal Barriers

There are environmental factors which can affect export-barrier perceptions. They can be
the source of barriers in the home market, especially those related to the local government,
infrastructural facilities and logistic system. They can also shape the obstacles derived
from foreign market conditions, such as economic, political and socio-cultural conditions
within which the firm has to operate. These barriers are affected by several factors like
rapid external changes, incorporate high levels of uncertainty, and usually fall beyond the

control of the individual firm (Leonidou 1995a)

6.1.1. Informational Barriers

The informational barriers refer to problems in identifying, selecting, and contacting
international markets because of information incapability (Morgan & Katsikeas 1997;
Katsikeas 1994; Katsikeas & Morgan 1994). When looking at the internal barriers of a
firm, locating and analysing foreign markets, finding international market data, identifying
foreign business opportunities and contacting overseas customers, are the barriers that
consistently are rated highly by both exporters and non-exporters, stressing their critical

impact on export-management decisions (Leonidou, 2004).

Limited information to locate/analyse foreign markets: Even though information is vital in
reducing the high level of uncertainty surrounding the heterogeneous, sophisticated, and
turbulent business environment (Welch & Wiedesheim-Paul, 1980), many small firms are
not familiar with national and international sources of information. Even when they are
aware and have access to the information, they experience difficulties with data retrieval.
They do not have a clear idea which specific information is required, especially with
reference to the identification and analysis of and entry into foreign markets. The

company’s progression therefore becomes too risky, since it is based on managerial
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intuition and personal experience rather than on organized effort and accepted research
(Leonidou, 2004).

Problematic International Market Data: Companies that are systematic export researchers
tend to be confronted with numerous problems associated with the source (unsophisticated,
manipulative, and idiosyncratic data collection methods), quality (imprecise, outdated and
incomplete data), and comparability (different base years, classification systems, and
measurement units) of the information required (Czinkota & Ronkainen, 2001). It is
necessary to add other problems, like difficulties in gaining access to some data sources,
achieving timely delivery of the information, and paying high prices to obtain certain data.
The problems hinder the effective execution of international marketing research, thus
mutilating the real picture of foreign markets and leading to false management decisions
(Leonidou, 2004).

Identifying Foreign Business Opportunities: A strong pressure upon firm’s willingness to
begin and expand exports, may be exerted when market opportunities abroad are revealed
(Albaum, Trandskov, & Duerr, 1998). Many firms face difficulties in effectively
identifying new opportunities which is closely related to the aforementioned problems in
conducting research into foreign markets. These opportunities are in many instances,
identified in a reactive behaviour, and usually it takes the form of unsolicited orders from
foreign customers or consultative guidance by external agents, such as governmental
agencies, chambers of commerce and trade associations, leading to the result that the small
companies are unprepared and ill-equipped to face the challenges stemming from the
international business environment (Leonidou, 1995b). A lack of firm resources (Yaprak,
1985) may hinder firms to conduct marketing research activities which are important when

export strategies are formatted (Diamantopoulos & Schlegelmilch, 1990).

6.1.2. Functional Barriers

The functional barriers relate to inefficiencies of the various enterprise functions, like
human resources, production and finance, in regards to exporting (Vozikis & Mescon,
1985). The four barriers are inadequacies in export personnel where small firms might not
have sufficient personnel to handle the excess work demanded by export operations, lack

of excess production capacity, and shortages of working capital (Leonidou, 2004).
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Limited managerial time to deal with exporters: Management plays a critical role in
selecting, entering and expanding to foreign markets. They play a critical role in designing
export-marketing strategies, and in conducting business with overseas customers as well
(Leonidou, Katsikeas, & Piercy, 1998). However, the business decisions are usually taken
by a single decision maker in smaller companies, who lacks the time to deal with activities
other than the ones taking place in the home market. The management must be willing to
spend sufficient time, resources, and energies if they would want to exploit successful

export possibilities for their products and services (Leonidou, 2004).

Inadequate/untrained export employees: Smaller companies complain that they do not
have the sufficient employees needed to handle the excess work demanded by export
operations (Gomez-Meija, 1988). There might be a lack of specialized knowledge and
expertise to deal with export-business tasks like documentation, handling, logistical
arrangements, and communication with foreign customers. There might also be problems
in communicating in foreign languages, being exposed to foreign cultures, and obtaining
hands-on export experience. This can be attributed to the inadequate training and

development of the company’s employees in export business issues (Leonidou, 2004).

Lack of excess production capacity for exports: Many small companies view exporting as a
peripheral business activity, which is only undertaken when there is availability of
production resources. However, it could be likely that these resources could be used more
effectively and efficiently when serving the foreign market rather than the home market.
The small companies should be more willing to adopt a more global perspective and
should treat exporting as one of the strategic options available to them, with possible
positive effects on overall business performance (Kamath, Rosson, Patton, & Brooks,
1987).

Shortage of working capital to finance exports: When companies incest in export
operations, extensive expenditures are required. They can be related to for example
researching overseas markets, visits to foreign customers and adapting the export strategy
market. This leads to excessive financial burdens for the smaller companies, especially if
the latter is already strained financially due to domestic business problems. However, there
are many sources that are not available for export financing, for example letter of credit

which can be used as security to finance report (Leonidou, 2004).
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6.1.3. Marketing Barriers

Marketing barriers are the largest problem area for the exporting firm (Leonidou, 2004)
that deal essentially with the company’s product, pricing, distribution, logistics and
promotional activities abroad (Moini 1997; Kedia & Chhokar 1986).

Product: Many small businesses consider exporting a marginal business activity, whereby
excess production can be absorbed. This leads to a management attitude characterized by
reluctance in developing entirely new products for specific foreign market needs and
wants. The problem becomes even more acute in view of that there is diversity of customer
preferences across countries. The product might need to be adapted to the relative market,
where an entirely new product for the specific needs and wants might have to be
developed. Small firms are in an inferior position regarding developing innovative
products for the international market, due to lack of managerial expertise, absence of
research and development capabilities and with limited financial resources (McConnel,
1979).

According to Diamantopoulos & Schlegelmilch, (1990) adaptation of the company’s
product design is often necessary due to different conditions of use, variations in
purchasing power, dissimilar consumer tastes, and diverse sociocultural settings. These
adaptations are very important in order to gain product acceptance and increasing company
sales, nevertheless they can pose several problems for the company: (1) a rise in unit costs
due to lack of economies of scale; (2) weak control of exporting operations and weak
organization; (3) difference in marketing support activities abroad (Terpstra & Sarathy,
2000). Many products sold to other markets, must be packaged in a certain way for safety
during transportation, storage, and handling. Instructions labels must be written in a
particular language and must incorporate specific information required by the host country.
In order to meet foreign tastes and preferences, pictures, symbols and colours on the label
need to be adapted (Cateora & Graham, 2001). The changes in export packaging and
labelling is very time consuming and expensive especially for small companies (Leonidou,
2004).

Due to of geographic distance separating the exporters from their foreign customers, it can
cause delays and increase cost in the provision of aftersales service (Czinkota &
Ronkainen, 2001). Smaller companies find it difficult to offer this service internationally
because of limitations in human, financial, and allied resources (Leonidou, 2004).
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Price: Small manufacturers are often unable to offer foreign customers satisfactory prices
and that is a serious problem. Prices can be escalated because of higher unit costs due to
small production runs, export prices and other reasons are (1) additional costs incurred in
modifying the product, packaging, and services in overseas markets; (2) higher expenses in
regards to operation, transportation and administrative expenses related to exporting; (3)
extra taxes, tariffs and fees imposed when entering the foreign market; and (4) excessive

cost of marketing and distribution to foreign markets (Terpstra & Sarathy, 2000).

Difficulties in matching competitors prices is also a challenge for especially small
companies, and is one of the most severe problems they need to face when expanding to
other markets. Small exporters might somehow alleviate the problem by operating in niche

markets and competing on nonprice considerations (Doole & Lowe, 2001).

Small companies might experience lack of funds to sustain their efforts. Fear of customers
turning into bad debtors is also a problem. Credit risks tend to be greater for customers
who have no past experience with the company and are far away from the home country
(Korth, 1991).

Distribution: In general, the distribution system is different among foreign markets; an
example would be the range and quality of the service offered by distribution members
(Terpstra & Sarathy, 2000). Exporters face many challenges and one of the greatest one is
to obtain reliable representation in the foreign market due to difficulties to find foreign
representatives who would meet the structural, operational and behavioural requirement of
the exporter. It might also be difficult to control middlemen in foreign markets due to
geographic and cultural distance. It gets more difficult when there are small varieties of
middlemen in the market if they have more product lines that are more profitable than

those of the exporters (Leonidou, 2004).

Logistics: It can cause problems when companies sell their products across national
boundaries with resupplying the foreign market adequately. Many things can cause
shortages of the company’s products abroad, like transportation delays, fluctuations in
demand and unexpected events. Exporters might experience disadvantages, such as (1) no
credibility image of products in the foreign market; (2) sales and profit loss from potential
and existing customers; and (3) additional costs when using faster transportation when
sending products abroad. It is claimed by many small companies that the more distance

between the foreign market and the home country, the greater the likelihood of
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experiencing product shortages (Leonidou, 2004). It is critical to find appropriate
warehouse facilities abroad in order to secure a constant flow of products to the host
market. However, the availability in some foreign markets on warehouses is none, nor the
proper installations to secure the products’ quality (Cateora & Graham, 2001). Some
countries have poor infrastructural facilities and limited availability of transportation
(Leonidou, 2004) and are therefore increasing transportation costs and delaying product
delivery, especially due to great distance from foreign markets (Albaum, Trandskov, &
Duerr, 1998).

Promotion: Promotional activities need to be adjusted to each market because of variations
in buying motives, consumption patterns, and government regulations. Advertising needs a
particular attention because of greater sensitivity and previously mentioned differences.
There are some specific problems in advertising products in overseas markets, especially
(1) the variations in the structure of the target audience; (2) unsuitable content of the
advertising message; (3) dissimilar use of advertising media and unavailability; (4)
Limitations in the frequency/duration of advertising; and (5) difficult to measure

advertising effectiveness across countries (Leonidou L. C., 2004).

6.2. External barriers

As stated before, external barriers are barriers that stem from the home and host
environment (Leonidou, 2004). These barriers are procedural, governmental, task and

environmental barriers which will be discussed thoroughly in this chapter.

Procedural Barriers: Many small companies find export procedures like customs
documentation, shipping arrangements, and other export processes difficult to manage.
They tend to relate it to excessive costs, time losses, and red tape, which can encourage a
negative attitude toward handling exports (Moini, 1997). According to Terpstra and
Sarathy (2000), the average international transaction involves 40 documents and 27 parties,
which results the documentation cost to be around 7 per cent of the total export costs.

Communication with foreign customers is in many cases insufficient and infrequent, due to
large geographic and psychological distance between sellers and buyers in international
markets. The poor communications infrastructure is prevailing in many foreign countries,
especially in underdeveloped economies (Terpstra & Sarathy, 2000). According to

Leonidou (2004) this situations can create serious problems for exporting firms, such as
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misunderstanding with foreign customers, poor control over activities in overseas markets,
delays in taking strategic and tactical export decisions and inadequate feedback from

foreign business developments.

The collection of payments can be delayed due to lack of immediate contact with overseas
markets, combined with the inclinations of many foreign buyers to ask for more credit

proficiencies (Leonidou, 2004).

Governmental Barriers: Leonidou (2004) stated that emphasis on governmental barriers
where twofold; Limited interest shown by the government in assisting and providing
incentives to current and potential exporters and the restrictive role of the regulatory
framework on export management practices. In some countries, exporters complain that
they do not receive assistance from the home government, and when it is offered, it is
insufficient. Even though the assistance was provided by the home government, there have
been instances of exporters not being aware of how to use that assistance. The assistance
offered might not cater for the specific needs of small companies (Seringhaus & Rosson,
1990). The home government may have restrictions on exports to certain hostile countries
and restrictions on products which have significance on national security or foreign policy
(Terpstra & Sarathy, 2000).

Task barriers emphasise on the company’s customers and competitors in foreign markets,
which may have immediate effect on its export operations. The consumer habits and
attitudes are not identical around the world, due to for example variations in topographic
and climatic conditions, household size and structure, level of technical understanding,
income level and income distributions, educational standards and manners and customs
(Cateora & Graham, 2001).

A company may have an advantage on the home market, but when expanding to other
markets, it might lose this advantage and might encounter more complicated and intense
competitive situations as well. Competition in international markets can come from many
sources; it can operate on a different base, have different positions vis-a-vis the company,

and can employ variable marketing strategies between countries (Doole & Lowe, 2001).

Environmental Barriers: There are barriers within the foreign market, which the company
already operates or is planning to operate and they are usually referring primarily to the

economic, political-legal and sociocultural barriers (Kedia & Chhokar, 1986; Moini, 1997).
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Environmental barriers are usually subject to fast changes and are very difficult to predict
and control. These barriers are for example economic conditions in foreign markets,
political instability, verbal/nonverbal language differences, different sociocultural traits,

and unfamiliar business practices (Leonidou, 2004).

Economic Barriers: Some markets might not be attractive to exporters due to poor or
deteriorating economic indicators. Consumers in some countries might experience serious
foreign depts., high inflation rates, and high level of unemployment. Therefore, they tend
to seek more economical products, they purchase less, and select what they buy carefully
(Leonidou, 2004).

Foreign currency exchange risk is classified into (1) unstable exchange risks which may
lead to price fluctuations; (2) revaluating exporter’s currency which is unfavourable to the
exporter; and (3) unconvertible foreign currencies which make transference of profit from
sales difficult (Czinkota & Ronkainen, 2001).

Political Barriers: Political instability is caused by economic, societal, and political
factors. The instability can put the exporter’s operations abroad at risk in a number of
ways. An example is the confiscating of property, by the closing/suspending of activities,

or by the prohibiting of repatriation of earnings (Terpstra & Sarathy, 2000).

Governments have carried out a number of restrictions and controls for exporting
companies, including entry restrictions, price control, special tax rates, and exchange
controls (Cateora & Graham, 2001). From these controls, it is obvious that they may turn
the exploitation of export opportunities into a dreary, expensive, and prolonged task, which

prevents many small companies from expanding to other markets (Leonidou, 2004).

High import tariffs can cause a serious problem for exporting firms, whereas export prices
increase. Nontariff barriers, such as administrative subtleties, quantitative restrictions, and
customs administration can cause serious problems for the exporter (Albaum, Trandskov,
& Duerr, 1998).

Sociocultural Barriers: Business practices are different between countries and it can place
the new exporter into a stressful situation. The culture plays a big role where conservative
countries are reluctant to take risks and seek changes and negotiations tactics are different

as well (Czinkota & Ronkainen, 2001). The sociocultural characteristics are different when
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it comes to for example education, manners, values, religion, and attitudes. These
differences create difficulties for the exporting firm, since they affect consumer behaviour,
targeting approaches, and marketing programs (Cateora & Graham, 2001). Geert
Hofstede’s study on national culture, verifies the importance of being aware of the

differences in culture, especially when doing business (Geert Hofstede-Itim).

Language can be a barrier as well. It needs a particular attention because of interpretation
of the context of culture; it provides access to local society; assists in export information
gathering and market evaluation; facilitates the communication process with several
audiences in the overseas market; and affects different components of packaging, branding
and advertising (Terpstra & Sarathy, 2000).

6.3. Born Global Challenges of Internationalization

According to Gabrielsson & Luostarinen (2004), born globals from small and open
economies, are facing a tremendous challenge, given their origin, resource constraints and
vision. International marketing channels is among one of the most difficult managerial
challenges, and usually it takes years for global companies to expand and penetrate into
foreign markets, where it has usually taken many years for global companies to expand to
foreign markets. Born globals would in general lack financial and managerial resources
which is required for globalisation and foreign global marketing. There are higher stakes at
risk of gaining profitability and the challenge is even bigger when the new firm goes global
(Gabrielsson & Kirpalani, 2004).

Oviatt & McDougall (1994) stated that international new ventures usually had to rely on
other resource than MNEs (Multinational Enterprises) that rely on advantages of scale in
order to overcome barriers as governmental instituted barriers to trade, incomplete
understanding of laws, language, and business practices in foreign countries. Knowledge
barriers are a threat to the knowledge based INV, whereas knowledge is a public good to
some extent. The INV must limit the use of its knowledge by outside party for it to have a
commercial value, and therefore knowledge could be best protected with secrecy.

Licensing is another way where knowledge can be protected as well.

Networks will open doors for INVs as argued by Oviatt & McDougall (1994) and Coviello
(2006), where it is essential for INV in terms of providing them market access, financing,

distribution channels, referrals and contacts for both internal and external development.
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Therefore it can be assumed that it becomes a challenge for INVs to establish a network as
soon as possible. This assumption is verified by Coviello & Munro (1995, 1997) and
Sharma & Blomstermo (2003).

7. Conclusion on Theoretical Background

The main processes the author felt was relevant to the research were discussed in the
theoretical chapter. A definition on born globals was important in order to gain a better
view on the definition on born globals as well as finding what was lacking in the literature.
There are internal and external barriers which companies need to face as stated in
Leonidou’s research (2004), but what was lacking in the literature was a special study on
challenges of born globals in general. The literature will be used as a guideline to the
research in order to do attempt to see if born globals are using different strategies or
processes than SMEs, and whether born global challenges of internationalization are
similar to the challenges described in the literature.
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Part III: Methodology

The most important theories have been discussed in previous chapter called “Theoretical
Background” where some internationalization process theories were discussed, especially
the Uppsala model, and the definition of Born Global and challenges of
internationalization were defined thoroughly. The Theoretical Background chapter will be
used as a guideline for the research. This chapter‘s purpose is to determine (1) how data
will be handled, which will discuss different research approaches and methods of handling
the data which was gathered for the research. This will provide the following research with
specific guidelines but with a chance of changing the methodology once the process has
started; and (2) research design, which is a description of steps to take so the research

question will be answered.

8. Research Purpose

The purpose of this research was to investigate which strategies Icelandic born global new
venture companies apply in order to manage their internationalization. The research
includes information which could possibly close or decrease the gap in the literature on
Icelandic born globals by getting better insight in which strategies these companies are
applying when expanding to other markets, to see if they apply the Uppsala model or other
relevant theories, or if they follow their instinct. The purpose was also to investigate which
internal and external barriers they are facing before or during internationalization. The

following research gquestion has been identified:

Which strategies do Icelandic born global new ventures actually apply in order to

manage their internationalization?

The following sub questions need to be answered as well in order to answer the main

question:

7. What internal and external barriers to Icelandic new ventures (born globals) face
when expanding to other markets?
8. Do Icelandic new ventures (born globals) have the relevant knowledge and

experience on external analysis (entry methods, market analysis etc.) in order to
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expand successfully to other markets, or do they seek help from governmental
institutions or other sources?

9. Are governmental institutions offering satisfying assistance to Icelandic new
ventures (born globals)?

10. Have internal weaknesses been explored thoroughly before internationalization?

11. At which time after inception do Icelandic new ventures (born globals) usually
expand to other markets and does it influence other issues in regards to the success
to the expansion?

12. What is the main purpose of Icelandic new ventures (born globals) expanding to
other markets?

9. Research Approach

First, the research approach will give a framework on how data will be analysed in the
research. The research philosophy will be introduced, which will be used for the purpose of
the research. Secondly, the type of study conducted will be discussed, along with the data
collecting method. Finally there are chapters which include ethics, validity, and reliability

that were taken into a consideration while conducting the research.

9.1. Research Philosophy

According to Blumberg (2011), positivism is based on three basic principles, (1) The social
world exists externally and is viewed objectively; (2) the research is value free; (3) the
researcher is independent and unbiased. The information which is gathered in the research
should not be effected in any way, and the researchers who would use the same
methodology should have the same results. Researchers applying the principles of the
philosophy often select one explanation due to fundamental laws which are made from the

reduction of the social world to simple elements.

Interpretivism is based on three principles as well, that (1) the social world is constructed
and is given meaning subjectively by people; (2) the researcher is a part of what is
perceived; and (3) the research is driven by interests. It is argued that simple laws explain
complex interaction of social elements, which has different meaning to diverse individuals
(Blumberg, Cooper, & Schindler, 2011).
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Realism shares several principles of both interpretivism and positivism as the approach
dominant in natural sciences is used, while some interpretation is necessary for
understanding (Blumberg, Cooper, & Schindler, 2011).

It was decided to use interpretivism instead of positivism since it could turn out to be
complicated not to choose one of these two options. It could be hard to follow the
principles of positivism since the research is based on interviews with different participants

and could therefore be difficult to imitate.

9.2. Type of Study

When researchers lack information or knowledge about the research topic, exploratory
studies are conducted. Occasionally the method could be both time and money saving as
some conclusions could be made from the findings. Perhaps it could prevent the expensive
and flawed research from being conducted. There are four exploratory techniques that are
identified by Blumberg (2011) which are secondary data analysis, experience surveys,
focus group, and two stage designs. The first stage in the two stage designs defines the
question and design, and the second stage conducts the actual research.

The research question is clearly defined in descriptive studies. These researches normally
serve to; describe phenomena or characteristics of populations, estimate proportion,
estimate the quantity of population which has certain characteristics, and discover

associations among different variables (Blumberg, Cooper, & Schindler, 2011).

Casual studies make an attempt in defining causal relationship between variables. It can
often become difficult to identify the difference between causal association and correlation
(Blumberg, Cooper, & Schindler, 2011).

The research will be using a two-fold structure; secondary data and other pre identified
data will first be explored in order to find data relevant to the subject; and secondly, a
research will be conducted on founders of born globals in Iceland. The first part of the
research will be both exploratory and descriptive, and the second part will only be
descriptive.
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9.3. Data Collecting Method

The information which is gathered especially in order to answer the research question is
called primary data. The primary data is gathered to obtain the information that is either
unavailable or insufficient quality of the information gathered (Blumberg, Cooper, &
Schindler, 2011).

For the purpose of this research, secondary data will be gathered from reports available in
regards to the subject, mainly through the web. Since it is assumed that the data is limited,
informal interviews will be conducted in order to get a better insight in the Icelandic new
venture environment, having the research question in mind. Primary data will both
compliment and add to the information gathered by taking interviews with the founders of

the Icelandic born global companies.

Gathering data is divided into to two categories, (1) quantitative which measures the
quantity of what is being researched, and (2) qualitative refers to the meaning, definition,
analogy, model or metaphor when categorizing. The choice of methods frequently derives
from epistemological issues, for example if the objective is to understand and explain
reality, or to measure it. Blumberg (2011) proposed four question in order to determine

which approach is to be used,

e What is the research problem?
e What type of study is being conducted?
e What is the objective of the research?

e What kind of information is preferred and what does the researcher have access to?

The research problem was discussed in the Introduction chapter and the type of study was
answered here above. The objective of the research is to collect secondary data in order to
find qualitative information which has been formed in the main and sub research questions.
Since it is assumed that collecting secondary data might be difficult in terms of
unavailability, further interpretation on the matter is necessary and collecting primary data
will therefore become essential for the research.
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9.4. Ethics

Any changes to the methodology need to be considered ethically, is case a problem occurs
during the research. The information has to be handled delicately as well as all information

sharing in favour of the participants.

9.5. Validity and Reliability

Blumberg (2011) stated that when a research is considered valid, it has to measure the
intended variables while reliability refers to the quality of measures, its accuracy, precision
and consistency. It is therefore of great importance that the data gathered is both valid and

reliable. If the data is not reliable and valid, better information is gathered for the research.

10. Research Design

The research design is a design where data is gathered, as well as its measurement and
subsequent analysis (Blumberg, Cooper, & Schindler, 2011). In the chapter on research
philosophy, the handling of data was explained. This section of the methodology chapter
will be more case oriented and present steps on what information is essential and needs to

be collected to answer the research question.

Secondary data and informal interviews were first gathered and later the interviews were
conducted. The interviews are qualitative research and therefore hypotheses will not be
tested, the researcher will instead pursue to find answers to the sub questions in order to

find answer to the research question.

10.1. Procedures

The researcher looked for secondary data mainly by using the web. It was difficult in the
beginning but as the work progressed it became easier. First the Icelandic environment was
defined which was important in order to get a better perspective on the Icelandic new
ventures environment. Secondly, the website sprotar.is identifies many of the Icelandic
new ventures and was used when approaching potential respondents for the collection of
primary data. Finally, governmental institutes and other companies were identified in order
to get a better view on the assistance and guidance which these companies were offered by
the government and others. An informal interview was made with a consular agent at

Islandsstofa, and an email was sent to a consular agent at the Icelandic embassy in the US,
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in order to add information to the secondary data, and to gain a clearer view on their

service towards Icelandic new ventures.

It was decided to interview 15 founders or marketing directors of Icelandic born globals in
weeks 49 and 50, there were two companies though which were interviewed in the
beginning of week 51 due to the unavailability of the interviewees in the weeks before. The
new ventures for the interviews were mainly located on the list from the Innovation Center
Iceland, sprotar.is (Sprotar, 2012 a), except for a design company called Tulipop.
Companies that were chosen for the research are born global companies, so some
companies on that list did not apply. The researcher did a research mainly through the web
to see which companies applied to the criteria for the research. The companies were chosen
by the researcher, or mostly companies she was in acquaintance with and variety of
companies were considered for the research. The potential respondents were sent emails
with an explanation of the request and a proposal of date and time of the interview. The
potential respondents were told in the email that the interview would take 15-20 minutes.
Most interviews were around 20-30 minutes in practice, and only one reached almost the
hour. The emails were sent to founders or marketing directors of the new venture
companies. 18 companies received emails whereof 15 of them responded. 13 companies

were interviewed at their offices, and 2 companies were interviewed through the telephone.

The first company which was interviewed was a trial interview to find out if the answers to
the guided questions were sufficient in order to answer the research questions. The trial
company was interviewed in week 48. After the interview, the researcher altered the
guidelines in order to receive more clear answers. Each interview was recorded on a voice
recorder or a call recorder and then written down afterwards. The interviews were in
Icelandic. The interview guideline can be found in appendix 2 in both Icelandic and
English. The guidelines were used throughout the interviews, with small altercations in
order to get better answers from the participants. Appropriate questions were added to
guidelines as seen fit, unique for each interview in order to get a clearer view of the
answers. The full length of interviews can be read in appendix 4 and are available on

digital files upon request.

10.2. Interviews

The interviews were conducted with founders or marketing directors of the Icelandic born
global new ventures and the procedure was explained here above. The list of participant
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companies is in the order of which the interviews were conducted and can be found below.
A full list which includes the individuals who were interviewed on behalf of the companies
can be found in appendix 3.

Meniga is a software company that develops personal finance software for European banks
and financial institutions.

Fafu Play is an educational entrepreneur venture company which creates special costumes
for playschools.

Odin Software sells and develops software for travel agencies.

Mentor has developed a unique platform for schools to communicate with parents and
children in order to help children reach their goals.

DataMarket provides access of various kinds of data from United Nations, World Bank
etc.

Marorka is a provider of energy management technology for the shipping industry.
Plain Vanilla Corp develops games in the form of apps for iPhones and iPads.

Expeda sells medical products (software) for treatment and prevention of Osteoporosis
and Rheumatic mainly to doctors.

Fancy Pants Global creates and develops game apps especially for iPhones, but for
Android phones as well.

Clara is a company that develops software which analyses extensive amount of text, and
evolves interface for their customers.

Tulipop is a world with funny characters and the company sells products related to
Tulipop.

Greengloud offers renewable energy-powered facilities for data storage services and
public compute.

Saga Medica is an Icelandic natural products manufacturer which offers herbal dietary
supplements.

Risk develops and sells innovative IT-solutions for medical healthcare systems.

Gogoyoko is a music community on the web where customers can buy music directly from
artists. Artists can upload their music themselves on to the website.
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11. Data Analysis

During the interviews, the participants are asked open questions in a qualitative research.
The data which was recorded was processed and each interview was briefed in the Primary
Data chapter (interview in full can be seen in Appendix 4, the interviews are in Icelandic).
The researcher found a connection to all responses in the Result Analysis chapter and
compiled the answers in tables and text. The answers to specific questions were gathered
from each interview in order to find out the main answers to specific questions. The
method which was used was reviewing the text having the research questions in mind, and
compiling them in a document. If answers from different interviews were the same or very
similar, they were counted together in order to find out which answers were the most
frequent. An excel sheet was made for all the answers in order to find average years from
conception and average time of the interviews. Assumptions were made by the author, both
from the results of secondary and primary data. The research question and sub questions

were answered pursuant to the results analysis.
11.1. Biases

Individual biases can be accounted during interviews and in general there were biases.
First, especially one respondent used some kind of a sales pitch the whole interview. There
were few obstacles, the company was doing extremely well even though it was only 3
years old. Secondly, one of the respondents was in the board of Islandsstofa, so the
responses towards the institute were very positive which could relate to the answers being
biased. Thirdly, it is possible that some respondents were more open to answering

questions than others because of acquaintance to the interviewer.
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PART 1IV: The Icelandic Environment

Before conducting the interviews, it was necessary to collect information in order to create
valid and reliable understanding of the subject. The information gathered was guided by
the research question and sub questions. This chapter involves environmental information
about Iceland, general information regarding the new venture environment in Iceland and
how it is supported by the Icelandic government. The internet was mainly used in order to
gather information for this chapter. Informal interviews with institutes like islandsstofa and
The Icelandic embassy in the US were also conducted in order to get a better
understanding on the environment. In the last section of the chapter, a conclusion by the

researcher will be gathered in order to gain a better overview.

Iceland is an island in the northern part of the Atlantic Ocean and is part of the Nordic
countries (Norden, 2012). The population of Iceland is around 320.000 (Statistics Iceland,
2012) with the average age of 35.6 years. The capital city is Reykjavik and around half of
the population lives in the area around and in the capital (Norden, 2012). The official
language in Iceland is Icelandic but English is also widely spoken and understood in
Iceland. The currency is the Icelandic krona. The GDP of Iceland is around $13 billion
(Iceland.is, 2011) and the unemployment rate is around 5% (Statistics Iceland, 2012). The
most important revenue source of Iceland is the fish and fish products, followed by
aluminium and iron silicon exports. In recent years, there has been growth in sectors

including biotechnology, software and tourism (Norden, 2012).

The Icelandic krona and capital controls: There are 200 independent countries in the
world, 40 of them have inhabitants under one million. Iceland is one of these 40 countries
and is the only country that has its own independent currency and it is the smallest
currency in the world (Hauksson, 2011). It has been argued that Iceland needs a new
currency, a currency that is mature and has less fluctuation than the Icelandic krona. It
would provide more stable inflation and decrease interest rate (Sedlabanki islands, 2012).
In the year 2011, the largest Icelandic companies published their annual reports in US
dollars or euros instead of the Icelandic krona or which is of 24.7% of the total turnover of
Icelandic companies in the year 2011. This could possibly implicate the instability or

mistrust of the Icelandic krona, (Sverrisson, 2011).
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The Icelandic krona collapsed in October 2008 after three of the major banks in Iceland
went bankrupt. It is the largest collapse that any country had ever suffered, relative to the
size of an economy, which the IMF (International Money Fund) called the biggest banking
failure in history relative to the size of an economy (The Economist, 2008). The domestic
interest rates rose sharply. It was therefore decided by the National Bank of Iceland to
establish exchange controls where exchange from Icelandic krona to other currencies was
restricted (The Economist, 2008) in order to protect the Icelandic economy and to establish
stability in the exchange market (Sighvatsson, 2010). In 2011, the Icelandic parliament
approved that the law on exchange control law would at least vary until the end of year
2013%.

Governance: Iceland is a parliamentary constitutional republic (Norden, 2012). Iceland
joined the European Free Trade Association (EFTA) in 1970 and became fully integrated
into the European single market when joining the European Economic Area (EEA) in
1994. Iceland has been part of Europe’s border-free Schengen-zone since 2001. Twenty
four other European states are in Schengen along with Iceland. Iceland is also in the United
Nations and has been since 1946, it became a founding member of OECD (Organisation
for Economic Co-operation and Development) in 1948 and has been a member of NATO
(North Atlantic Treaty Organization) since 1949. Iceland is a member of Council of
Europe, and OSCE (Organization for Security and Cooperation in Europe) as well. It is
also involved in CBSS (Council of Baltic Sea States) and BEAC (Barents Euro-Arctic
Council) (Iceland's application for membership of the EU, 2012 a).

Iceland is not a member of the EU (European Union) but decided to start the application
process in 2009. The application is still under construction (Iceland's application for
membership of the EU, 2012 b).

12. Icelandic New Ventures
Followed by the crash in 2008, innovation and new ventures have been nominated as two

of the most important tools in order to rebuild the Icelandic economy. In fact, new ventures

have always been the key to a powerful economy. The most successful Icelandic new

! bskj. 1976, 139. Loggjafarping 788.mal: gjaldeyrismal og tollalég (rules on Capital Control). Law nr. 127
27. Sept. 2011
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ventures are companies like Ossur® and CCP® who were established as new venture

companies but evolved to be highly successful global companies (Jonsson, 2012).

There are around 135 companies in Iceland that are defined as startups, or new venture
companies, by the Innovative Center in Iceland (Nyskdpunarmidstod islands), whereof
67% of them are companies within information technology (Sprotar, 2012 a). These
companies are defined as small or medium sized innovative companies that are growing in
research and development or are leading technological companies, located in Iceland with
Icelandic social security numbers (Sprotar, 2012 b). It can though be assumed that both the
number of new venture companies in Iceland is higher since this number only reflects upon
certain types of companies and companies that the Innovative center is aware of. New
ventures in the design industry are for example not on the list. There are several privately
held and governmental institutions that provide assistance especially for new venture

companies and the main institutions will be discussed here below.

Innovit which was established in 2007 is a privately held centre for entrepreneurs, which
operates with the public’s best interest in mind. It is an innovation and entrepreneur centre
which encourages new ventures to be active by establishing events, provide consultations
and service. The main purpose of Innovit is to assist the new ventures to implement
business ideas by establishing companies with success in mind (Innovit, 2012a). They
emphasize on supporting these companies by creating encouraging framework with
consultation, offering facilities, training and access to a powerful network (Innovit, 2012b).

Klak is a center that focuses on education for entrepreneurs. It offers consulting to small
and medium sized companies and host different networking events for different groups.
According to Klak, Iceland ranks number one in early-stage activity, and number 3 in high-

growth expectation entrepreneurial activity (Klak, 2012).

The Innovation Center Iceland (Nysképunarmidstdd islands) claims that it is a leading
research and development business support institute in Iceland where their mission is to
increase innovation, productivity and competitiveness of Icelandic business. They offer
both technology research and consulting, and innovation and entrepreneur services

(IMPRA). IMPRA assists entrepreneurs in their new ventures, growth and management of

2 Ossur is a global leader in orthopaedics and was established in 1971. It has now offices in 10 countries

including Iceland. Website: (Ossur, 2012)
¥ CCP Games was founded in 1997 and is one of the leading companies in online multiplayer computer
games. Website: (CCP Games, 2012)
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small and medium sized enterprises, and they offer support and facilities to new ventures
that are working on innovative business ideas (Innovation Center Iceland, 2012 a). They
oversee allocations from several funds as well, which are offered to innovative stages of
implementation of business ideas. These funds offer grants to for example innovation
projects, marketing activities, development, implementation of innovative ideas, as well as
grants from several European funds for similar purposes. One of their supports includes
creating jobs in collaboration with Labour Directorate so it becomes less expensive to hire
employment for new ventures and other companies as well (Innovation Center Iceland,
2012 b).

RANNIS, or The Technology Development Fund is a governmental institute which offers
innovation funds for students, Icelandic Research Fund is administered by RANNIS, and
the two principal funding instruments for research and technical development (Rannis,
2012a). The role of the fund is fourfold:

e To strengthen technological development and related research in order to help
innovation in industry

e To support new venture enterprises in development

e To finance promotional drives and strategic action plans within a certain
technological field, for the intention of consolidating the technological base of
industry

e To support small project which were initated by individuals and small companies
which have the potential to become sources of employment and income as well as
generating profit, despite the initial risk (Technology Development Fund, 2012)

The Technology Development Fund received ISK 725 million at its disposal in 2012. The
Technology Development Fund is divided into three different funds; entrepreneurial,
project, and bridging grants. The bridging grant (infrastructure and marketing grant) offers
new venture companies which are starting to find their feet, the opportunity to apply for
this grant in order to develop their infrastructure, which means the fundamental building
block of the operation in the form of software systems and other factors of similar
importance, as well as a special marketing effort (Technology Development Fund, 2012).

Table 1 shows the amount of grants granted to new ventures from years 2009-2001.
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Table 1: The quantity of application and grants from Technology Development Fund in 2009-2011
(Teeknipréunarsjodur, 2012)

applications grants results ratio

Bridging grants 24 7 29%
Entrepreneurial grants 55 8 15%
project grants 122 21 17%
Continuance grants 53 53 100%
European projects 2 2
Total 256 91

RANNIS offer companies that are in research and development, an opportunity to apply

for tax reduction, which is to support these companies (Rannis, 2012b).
12.1. Islandsstofa

Islandsstofa (Promote Iceland) is a partly private governmental institute which one of the
main objectives is to improve the competitiveness of Icelandic companies in foreign
markets. The institute assists Icelandic companies who want to expand to foreign markets
through competence building programs and international events (trade fairs, press trips,
trade delegations). The Icelandic embassies and consulates in other countries cooperate
with Islandsstofa (islandsstofa, 2012 a).

Islandsstofa is in cooperation with other similar institutes in the Nordic countries where
information on tax and tariff regulations in different countries can be gathered especially.

[slandsstofa offers two projects to companies in general;

e The UH project, which is an exporting school with duration of several months.
Companies learn how to form a marketing plan and do a market analysis, among
other valuable things involving internationalization. After the program they will be
ready to represent an exporting plan. Out of applicants, only ten companies will be
offered to attend the UH school

e An after program for guidance into foreign markets, in cooperation with the
Icelandic embassies and their consular agents in order to find distributors, sales
agents or other relevant contacts through their networks. If the consular agents are

not available in the relevant market, a privat agent will be provided by the embassy
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or Islandsstofa. This step is rarely taken by the companies where they seek to take
the next step themselves. Islandsstofa pays two third of the cost and the company
one third (Erna Bjornsdoéttir, project manager in market development at

islandsstofa, personal communication 13™ of December 2012).

According to Erna Bjornsdattir (2012), the institute makes an effort in trying to assist all
new ventures that approach them for consult or assistance, but because of lack of
consultants at Islandsstofa, they might not be able to provide full service. Instead their
focus is mostly on the new ventures which they expect to be promising. If consultants at
Islandsstofa feel that the new venture is not ready to be internationalized due to lack of
financial competence, the product is not ready for foreign markets etc. they recommend to

companies not to expand.

According to Erna Bjornsdottir (2012), the main barriers which are affecting new ventures
are (1) cultural difference even though there is short distance to some markets, the
differences are always there; (2) Not realizing that the product needed adaptation to the
specific market; and (3) law regulations, which are especially tariff and tax barriers. The
main reason for these barriers is assumed to be that these new ventures have not prepared
themselves enough before expanding to other markets where they lack information on
relevant markets in regards to tax and regulations, and culture etc. Everything could be

prevented by doing the research before expanding.

In many cases, new ventures have formed a marketing strategy or some kind of strategy
before contacting Islandsstofa for guidance or assistance, while others have an idea but
have not done the relevant research. islandsstofa recommends to the companies that they
should do more research on the foreign market in order to be more successful, by for
example looking at competition in the relativet market and see if their product could be
altered in order to gain competitive advantage. Islandsstofa’s role is to assist these
companies to take the next step to internationalization, not to support them financially. The
most common reason why new ventures seek assistance from Islandsstofa is to find out if
they can help them form business networks in the foreign market (Erna Bjornsdottir,
project manager in market development at islandsstofa, personal communication 13" of
December 2012).

Bjornsdottir explains that islandsstofa needs improvement, the idea is to form some kind of

a system or a forum where people can seek guidance from more experienced people so that
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the companies will not make the same mistakes as companies who have been

internationalized did in the beginning.

12.2. Consular agents in Icelandic Embassies

Icelandic embassies offer companies assistance in providing contact and distributors,
including assessment of business opportunities and providing market surveys for products
and services (Utanrikisraduneytid, 2012). The consular agents are located in 8 different
locations; New York, New Delhi, London, Tokyo, Peking, Moscow, Copenhagen, and
Berlin (Islandsstofa, 2012 c)

Companies come in contact with the consular agents by direct contact, through Islandsstofa
or the ministry of foreign affairs. The assignments are different and when companies send
in their request for assistance, a certain process starts at the embassy. Some factors are

considered, such as

e What the companies are seeking

o If the relevant industry in the consular agent’s network, if not, if the consular agent
has the relevant resources to assist the company

e If the project is realistic

e Ifitis suitable for the foreign market or if another market is more suitable

e If there is something in the way of starting importing on the relevant product or
service

e If the company should establish a company in the foreign market (US)

e Examine the distribution channels

e What kind of a business model is acquired from the relevant company (Hlynur
Gudjonsson, consular agent at the Embassy of Iceland in United States of America,

personal communication, 12" of December 2012).

The assignments are then delegated to relevant partners if necessary. According to Hlynur
Gudjénsson (2012), the main barrier Icelandic companies face when they want to expand
to the US market are mainly (1) price differences between the Icelandic and the US
market; (2) cultural differences; (3) language barriers; (4) lack of financial support; (5)
lack of excess production capacity; and (6) lack of some kind of strategy such as marketing
strategy, pricing strategy etc. The consular agents do not provide recommendations to

companies when they feel that they are not ready to enter the US market. They mainly
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assist companies in establishing business relationships on the market. Around 200
companies seek assistance from the US consular agent each year, whereof not all are new
ventures companies. Enquiries from travel agencies are not included in that number. Each

company has different needs in regards to products and service.

From the secondary data and the interviews conducted during the research on the Icelandic
Environment, it can be assumed that Icelandic new ventures are receiving governmental
support especially through Islandsstofa, Innovation Center Iceland and the embassies.
There are several privately held innovation centres that offer these new ventures support as
well, especially when it comes to sharing experiences with other new ventures. The
financial support comes mainly through funding in form of grants that can be applied for in
regards to R&D and marketing in foreign markets. There are many barriers to consider,
both internal and external barriers. The main internal barriers are the new venture’s lack of
financial capacity, lack of excess production capacity, product or service adaptation,
forming a strategy and doing research on foreign markets. The external barriers are mainly
law regulations (tax and tariffs); language and cultural challenges; pricing differences;

capital controls; and finding relevant contacts or distributors in foreign markets.

Support from other international new ventures is lacking and needs to be improved.
Platforms or forums need to be created where international new ventures can share their
experiences with other new ventures within the same industry, so that they will not need to
make the same mistakes. There is also need for improvement within Islandsstofa where
lack of consultants, and perhaps experience, may prevent new ventures to go forward with

expanding to foreign markets.
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Part V: Results

The methodology part of the thesis gives guideline for the interviews. Some changes of the
guideline were made, especially after the first interview which was a trial interview but
will nevertheless be included in the primary data part of the thesis. The guidelines were
improved during the interview if the interviewee did not fully understand the question. The
question was therefore rephrased or examples were added to the question. The guidelines
can be found in appendix 2. Both the individual and organizational aspect are captured
during the interviews. Company case studies will be compiled for cross-case analysis, and
direct insights from the founders or marketing directors will be used. According to the
methodology, respondents were expressed that the interview would take 15-20 minutes;
most of the interviews were nevertheless longer than 20 minutes with the average time of
26 minutes and 38 seconds. A two- promped approach will be followed This part shows an
overview of all interviews which are in chronological order. The setup is in accordance

with the guidelines used during the interviews.
Meniga — Viggo Asgeirsson

This interview was the first interview and considered a trial interview. Some biases need to
be taken into a consideration, firstly since the author was an employee of Meniga in 2010
and the respondent was her manager. Secondly, it is possible that the respondent used some
kind of a sales pitch during the interview, since few barriers or obstacles were mentioned.
After having concluded the interview with Mr. Asgeirsson, the guidelines were altered in

order to hinder misleading questions. The interview was taken at Meniga’s office.

Meniga is a software company that develops personal finance management software. It
was established in 2009 as a born global new venture company. Today, Meniga has offices
both in Reykjavik Iceland, and in Stockholm Sweden. The employees at Meniga are today
31. Meniga has sold the software to banks located in Western Europe and Scandinavia, and

are now in negotiations with a finance company in South-Africa, Poland and Russia.

Meniga has always looked at Iceland as a pilot market, where they would receive instant
feedback from customers, test the setup and improve the product. 2 years after conception,
Meniga started their selling process in Europe and started negotiating with banks in

Europe. The selling process, negotiations, and the software implementation take 6 months
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or longer. It was the goal from the beginning to sell the Meniga software especially in
Europe. There was similar software available in the US, but the European market had
remained untouched where they saw an opportunity. Meniga’s main objective is to help

people save money, which may never be forgotten.

Meniga has skilled sales people located in Sweden, and employees with both knowledge
and experience in marketing. If the company has needed market analysis done on a specific
market, the work has been outsourced if it was more suitable for the company. Their main
customers are banks and the objective is to come in contact with the right person within

each bank and sell Meniga’s concept.

Meniga has received three grants from the Technology Development Fund and has
received tax reduction for R&D. Other than that, Meniga has not received other support

from governmental institutes in Iceland.

Mr. Asgeirsson, argues that main internal barriers for an Icelandic company to expand to
foreign markets is that Icelandic companies do not have much experience, so the biggest
challenges is to find experienced people to handle the expansions. That is why it is
important to look for more experienced people elsewhere than in Iceland. There is a larger
pool of people with the appropriate connections to the markets, and more talent in sales
and marketing in other countries than Iceland. Iceland has highly skilled and talented
software developers. Currently there is a serious shortage of programmers in Iceland, and
Mr. Asgeirsson claims that it is one of the main barriers an Icelandic software company

needs to face.

Meniga is a small company and one of the external challenges is that because of its size, it
can be difficult to negotiate with large companies, and compete with much larger
competitors as well. Mr. Asgeirsson looks at the capital controls as a barrier as well as the
Icelandic image. These are barriers which Meniga has overcome by working in alliance
with a larger local trustworthy company on each market and together they go into
negotiations with the larger banks. Meniga has not been facing any cultural or language

barriers.

Meniga has not formed some kind of a special strategy except for using marketing methods
in how to get in touch with new clients. They do that by attending bank conferences, and
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are preferably speakers. Their main objective is to establish and evolve relationships with
contacts and to get in touch with the right person within each bank.

Meniga has succeeded well on foreign markets, almost too well according to Mr.
Asgeirsson. In the year 2012, they will be cash positive. They have managed to get solid
customers who are large banks. Meniga’s managing director and co-founder, Mr. Georg
Ladviksson is working full force with the sales team in each country, where he has
attended most of the sales meetings, which gives the company high credibility. The
company’s main concern and the most challenging thing up until today, is to manage the
company’s growth. There has been a cash flow problem in the past, because of the slow
implementation and sales process. They have not been able to hire as many employees as

they wanted for that reason.

The most important thing they have learnt from going global is to know how to price the
product. When a company is new on the market, it tends to sell its products for lower price
in order to close the sale, but once they have established themselves on the market, they are
able to sell the product for higher price. This has been a great challenge and a very

important one.

Fafu Play- P6runn Jénsdéttir & Hulda Hreidarsdottir

Ms. P6runn Jonsdéttir and Ms. Hulda Hreidarsdéttir are the founders of Fafu Play. A bias
needs to be discussed, but that is that the author is acquainted with the founders. The
interview was taken at Fafu Play’s office. The company will be referred to as Fafu

hereafter.

Fafu has been evolving for the last years. Starting as a special costume company, Fafu has
dedicated themselves in introducing the idea behind Fafu, which is to inspire children to
learn, to teach behind playing. Fafu was established in 2009 by the two employees. In 2011
they started selling their products and concept to playschools mostly in United Kingdom,
but also in the US. Fafu was established as a born global company, since they saw that the
Icelandic market was not big enough in order to succeed as a business. They also wanted to
spread their ideology on learning by playing to other countries. They claim that they have

relevant knowledge and experience within the company to do an external analysis on
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foreign markets, but since there are only two employees within the company, they have
limited time to do an analysis. They attended the UH program at Islandsstofa and had
masters students do a marketing plan which was only a copy of Fafu’s own marketing plan.
Neverhteless, they received support from the supervisors from the UH program. They have
received assistance and guidance from Islandsstofa, and they have received grants which
they used for marketing purposes in foreign markets. They argue that it has been difficult
to ask for assistance due to late responses from the consultants at Islandsstofa, but have

received free access to statistics on European markets through Euromonitor.

Fafu knew their weaknesses before entering foreign markets, but claim that they ignored it
completely. They have had several barriers, especially due to lack of financial support.
They claim that there is very little experience in Iceland when it comes to building a brand
in foreign markets and that no one realizes how expensive it is. They also say that because
of little experience, there are very few that can assist them in how to enter foreign markets,
there are many that have the knowledge, just not the experience and the networking to
assist. Fafu has not been able to afford to hire new employees which the company

desperately needs.

Ms. Hreidarsdottir explains that capital controls and difficult tax environments have the
main external barriers which Fafu has had to face. Ms. Jonsdottir claims that high shipping
cost has been very expensive and a barrier too. Another barrier is that the foreign market,
especially the British market, is very much unlike the Icelandic market, both in size and
how to build a network in that market. The cultural differences play a huge role as well,
where the communication form and other factors are very different from communication
form in Iceland. They have had to learn how the British school system is different from the
Icelandic system and have had to adapt their way of thinking. They are mainly focusing on
English speaking markets so they will not have to adapt their material in terms of

languages- since that can become very expensive.

Fafu has not been following a special strategy, or are following a special model, except for
to build up a network which has been one of their biggest challenges yet. They have
attended fairs, but it is not for selling their products, but to build relationships. They have
used LinkedIn in order to build these relationships, visited playschools and sold their

products directly to them. They now have formed some kind of a strategy which is to hire
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two British teachers who will be selling their products. They claim that if they would back

out from the internationalization, the company would not be able to survive.

Fafu sells a unique set of products, but are aware who their competition are and how they
have differentiated themselves from the competition. It took them 2 years to understand
who they were and what they stood for and how to adapt the product to the market. Their
main challenge has been to close sales, and also to form some kind of a sales process. The
most important thing the founders have learned is how important networking is when
internationalizing and that mistakes can be costly- especially when a company has limited

resources.

Odin Software — Arni Gunnar Ragnarsson

The interview with the founder, Mr. Arni Gunnar Ragnarsson might be bias since the
author is acquainted with him, and she also used the software in the past.

Odin was founded in 2006 as a software company, but today they define themselves as a
tourism company which changes how they see themselves and how the customer sees
them. There are 6 employees at Odin and they have already sold their solution to Portugal,
United Kingdom, United States, Denmark, Sweden, and to the local market. They entered
the foreign market in 2008, 2 years after conception. Their main purpose to enter new
markets was the small size of the Icelandic market. There are not many companies in
Iceland that can afford a software of that size, and therefore they had to grow outside of

Iceland.

Odin has recently hired a managing director that has international experience both in
software and in the IT industry, and Mr. Ragnarsson believes that they have both the
knowledge and the experience to do external analysis on foreign markets. They have
received assistance from Islandsstofa when they attended a fair this November (2012), but
not when doing a market analysis or any other assistance. They have applied for grants that
are intended for international marketing but never succeeded. Mr. Ragnarsson claims that
Odin has not received satisfying service in regards to funding since they have had positive
response, but have nevertheless received no grants from Rannis or other institutes. Instead

they have increased revenues in order to finance their operations. They will continue to
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apply for funding though and their goal is to improve their applying process for funding in
2013.

Mr. Ragnarsson claims that the company was aware of the weaknesses before entering new
markets. Their main weaknesses were that they had no credibility and that the company
was small. It was difficult to sell software that was only used by Icelandic companies, but
after their international customer base grew, it has been easier to show credibility. Odin
does not adapt the product for a specific customer. If they improve the system, they
improve it for all their customers. One of the main internal barriers is difficulties in hiring
employees with the relevant knowledge, especially programmers. It has also been a
challenge for Odin to predict the size of the tourism industry, especially in Iceland, for
their business plan, since the statistics provided by the governmental institute Hagstofa
Island (Statistics Iceland). The main external barriers that Odin has had to face are capital
controls, the larger the company becomes, the more challenge they have met due to the
capital controls. Mr. Ragnarsson says that this is just something that they will overcome
just like anything else. They have not had any cultural challenges when communicating

with other markets.

Odin has recently formed their first real international strategy on how to enter foreign
markets. How it works has yet to be proven. If they will hit a wall, they will do it
differently the next time. Odin is aware of the competition and how they differentiate
themselves from other competitors. The last months they have had to do a business plan

and have therefore had to define everything involving the company.

Odin’s biggest challenge so far according to Mr. Ragnarsson is that they have been
focusing more on the home market instead of focusing concisely internationally. They
have realized how important it is to have a local person in each market to sell the software
more efficiently, and that the sales and implementation process can take up to several
months.The most important thing Mr. Ragnarsson has learned from internationalization is
to be cocky and know that even if they come from Iceland, they have the potential to

become just as successful as others.
Mentor, Vilborg Einarsdéttir

Vilborg Einarsdottir, the co-founder and managing director sits on the board of

Islandsstofa and could therefore be bias to the questions involving the institution.

56 |Page



Mentor was founded in 2000 and is a company in the knowledge industry, developing a
platform for teachers and students to communicate. Today, there are 58 employees at
Mentor, located in 5 countries. The company has already entered 5 markets, including
Iceland. 5 years after conception, they entered foreign market at a slow pace. The purpose
of expanding is according to Mrs. Einarsdottir because of the small size of the Icelandic
market. They have the knowledge within the company to do an external analysis, but what

they lack resources and time. They also have experienced local employees in each market.

Mentor has received assistance from Islandsstofa, through the UH program. Mrs.
Einarsdottir has worked very closely with islandsstofa, and they have also received
funding for international marketing purposes from the Technology Development Fund. She
believes that Mentor has received very good service from these companies and institutes;
they have received assistance whenever they have asked for it, for example from
Islandsstofa; the Icelandic embassies, and with the Federation of Icelandic Industries. Mrs.
Einarsdottir claims that there is a lot of goodwill in Iceland towards new ventures and that

founders help each other in order to take the next step.

Mentor was probably not conscious about their weaknesses before entering foreign
markets. What they did not know was that it was impossible to have everything done from
Iceland, which they discovered after one and a half year time. After that they decided to
have partners in each market, but they learned the hard way. The internal barriers which
Mentor has had to face have been to adapt their product to the needs and wants of the
foreign market. Hiring the right people has also been a challenge since there is a shortage
of people with technical educational background (programmers), therefore Mentor has
offices in United Kingdom where they have their development center. Mrs. Einarsdottir
claims that this shortage is a huge problem in Iceland and needs to be taken seriously. The
external challenges which Mentor has had to face are very few. They constantly need to
take cultural differences into a consideration, but do not look at them as a challenge. The
only challenge they mentioned and have had to face was the language environment, since
in Switzerland are four spoken languages and it might be difficult to adapt to that
environment in terms of the software. They do not look at these obstacles as challenges,

just as assignments that need to be solved.

Mentor has a very clear vision, very clear marketing strategies, clear core values, and clear

branding strategies, all the way on how they handle give always in fairs. They have
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everything nailed down, what they are going to do and how to handle it. Mentor has
succeeded on foreign markets through their partners. They joined forces with a Swedish
company and became more powerful than before. The force of the size and knowledge
sharing made it possible for them to grow as much as they have. They are also joining
forces with a British company for the exact same reason. In Switzerland they are
cooperating with a company which has a strong market share in the telecom industry in
Switzerland. Mentor is aware of their competition on each market and the overall
international market. They have gained advantage through their solutions on how to

encourage students to reach their objectives.

The biggest challenge so far is to close the sales and increase revenues. They want to
evolve a long term relationship with customers, so that they remain customers the next 10-
20 years. The implementation is also a challenge because they also need to change the

customers’ behavior as well where the users are defined as both teachers and students.

The most important thing Mentor has learned from internationalization is according to
Mrs. Einarsdéttir to find the right partners and to have a strong team around you, since one
can never do this alone. It is also very important to have a vision and to have the passion.

DataMarket - Agnar Jon Agustsson

DataMarket is a new venture company, established to be born global. They sell their
technical solution to both companies and individuals. The company was established in
2008 and today, there are 12 employees within the company. They have two offices, in
Reykjavik and in Boston (United States). The programming team is located in Iceland as
well as the marketing department. They have sold their solutions in the United States,
Germany, and Iceland. DataMarket has received investment which is dedicated
international marketing. They entered the foreign market in 2012 and the main reason why
they wanted to go international was because of the small size of the Icelandic market. They
have sold their solution to the Icelandic market which they considered as a trial market.
They have not needed to adapt the software to each market, only the main frame from the
German market, which was to change the language to German. They are especially
focusing on selling their software to large companies and institutes, where the main focus

lies within market research companies.
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There is great knowledge within the company and also some experience in order to do an
external analysis on foreign markets. Mr. Agustsson claims that they are no specialists, but

they seek assistance from a third party when they need further analysis.

DataMarket has not received assistance or guidance from islandsstofa in regards to
entering the US market or other markets. They have done the work themselves and have
received assistance and guidance from their first US customers before opening their offices
in Boston. They hired an American individual to manage and sell to US companies within

the target group.

According to Mr. Agustsson, DataMarket was conscious about their weaknesses before
entering the US market and therefore they immediately reached out to their first US
customer for assistance and guidance. They hired an American employee for their brand
and it all comes down to networking. They decided to define the US target market, which
was to focus on market research companies. The main internal challenges which
DataMarket has had when entering foreign markets are mainly financial since it is very
expensive to enter foreign markets. It takes time to find new customers and since the US
companies wanted to do business with a US company rather than an Icelandic one, they
had to open an office in the US. It was not because the company was from Iceland, but
because of the comfort in dealing with a US company wanted create credibility. The
barriers which Mr. Agustsson mentions in regards to the external barriers are the capital
controls. He mentioned the culture as well in another context, that cross cultural
differences needed to be taken into a consideration, he claims that an Icelandic company is
unable to transfer its culture to another country. Therefore the company has had to adapt to
the relevant business culture and other cultural aspects. Pricing has also been a challenge,
where they have had to price discriminate due to different environments, which means that

the price is much higher in the US than in Iceland.

DataMarket does not currently have a special strategy or follow a certain method when
expanding to other markets, and are currently only focusing on the US and German market.
In the US, they only use networking marketing where they use the networking to contact
companies. They have managed to close large sales both in the US and Germany and are
expecting to close more sales in the near future. They are aware of their competition and
are offering a product that is unique; therefore they have a competitive advantage and are

ahead of the competition.
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Mr. AgUstsson is certain that they would not have come so far in that short period of time
if it was not for the investors who invested in the company. The most important thing they
have learned so far is that each market has its own culture and that the price is not the same
on all markets. They found out that they could multiply the price of their software in the

US market, compared to what they were charging in Iceland.

Marorka — Kristinn Aspelund

Marorka was established in 2002 and today they have 50 employees. 90% or their sales are
in foreign markets and they are located both in Reykjavik and in Dubai. They got their first
foreign customer in 2002, which was a Canadian company. The main reason why they
wanted to expand to foreign markets was because the solution is made especially for the

global shipping industry.

According to Mr. Aspelund, they do have relevant knowledge and experience within the
company to do an external analysis on foreign markets. This industry is not very big and
they consider it to be more between sectors than between countries. They have had outside
assistance to some extent when it comes to do an external analysis on foreign markets, but

not much.

Marorka had assistance from Icelandic institutes like slandsstofa, through the UH program
in 2004. They have also received assistance from Icelandic embassies and from consular
agents, especially from the embassy of Iceland in China. The president of Iceland,
ministers and others have been there to assist as well and Mr. Aspelund claims that the
Icelandic government wants to offer all the assistance they can offer. Their role is first and
foremost to prevent barriers and make it easier for Icelandic companies to pursue other
markets. Marorka has also received tax reduction through Rannis due to their research and
development department. He believes that the Icelandic governmental institutes like
[slandsstofa want to assist, but he argues that they need more specialization for different
sectors. When Marorka has attended fairs through Islandsstofa, they have been alone since
they are the only Icelandic company in the shipping industry. Financial aid for these fairs is

not available from the governmental institutes.
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Marorka has always been aware of their weaknesses, even though the company’s strengths
and weaknesses are different between markets. Their weaknesses have mainly been the
company’s distance from markets and how small the company is. The internal barriers
have especially been the distance from markets and that they have had to offer their
customers maintenance service in each market and it has been difficult since ships are
mostly on sea. For example, it can be difficult to offer service from Iceland to customers in
Asia. It was a challenge to keep up with the growth from 2004 to 2006 where they had to
hire many employees. They have experienced political barriers, for example when they
sold solutions to a shipping company located in Iran. Then Iran announced that they were
involved with nuclear weapons, and it became impossible to do business with Iranian
companies. Other external barriers are language differences, and time differences. Mr.
Aspelund argues that it all comes down to personal relationships, to build a network and
get to know other cultures. Marorka has a diverse group of employees in order to prevent
cultural conflicts in relations to language and understanding other cultures.

Marorka does not follow a specific strategy or a model, but they have certain guidelines to
follow when they are pursuing new markets. They have mapped the companies and the
employees in order to find the leaders and potential partners in that specific market. They
look at who would be their potential customer, so they do the research. There are only few
large shipping companies in the world, but those who are in the business are very big in

terms of the fleet.

Marorka has been successful in foreign markets, but they have also learned by their
mistakes and backed out of some markets in order to wait a few years more. They are also
very much aware of who their main competitors are, but they have a unique product which
is a financial gain for ships to have. The biggest challenge so far has been to have the first
customer in each sector in order to get customers who can give references in order to gain

credibility. It is a challenge to maintain the customer and keep him satisfied.

What is the most important thing in internationalization according to Mr. Aspelund, is to
emphasize on sales and marketing, which is something that is underestimated in Iceland. It

is important to build up networks and have the environment on the company’s side as well.
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Plain Vanilla Games - borsteinn Fridriksson

Plain Vanilla was established in 2010 and the company emphasize on the mobile game
industry. Today, they have 8 employees, both in Reykjavik and San Francisco (United
States). The company’s sales are mostly outside Iceland since the app market is very small
in Iceland and that is the main reason why they decided only to focus on foreign markets.
Today there are 350.000 users, mostly from the US, so they focus especially on that
specific market. Plain Vanilla is the only Icelandic company that has received seed funding
from the US. They expanded to other markets in 2011, but the offices in San Francisco
opened in 2012.

Mr. Fridriksson believes that there is knowledge within the company in order to do an
external analysis on foreign markets. They have received funding through investment and
believe that it is verification that they are doing something right. Time will tell if this has
worked or not. They have never bought outside consult or bought an analysis on the mobile
market. They have supported their own findings with the material they have found on the

internet.

Plain Vanilla Games attended Nordic Game fair in association with Islandsstofa, but they
have never received any other assistance or guidance from the institute or other

governmental institutes or companies.

Plain Vanilla was not aware of all their weaknesses before entering foreign markets, they
knew about the tremendous competition on the app market, but the awareness of other
weaknesses came very quickly after having entered the market. If a company thinks too
much about its weaknesses, it will just become discouraged according to Mr. Fridriksson.
They have had to face internal barriers, especially how difficult it is to hire good
programmers; and the difficulties in getting funding. Their main external barriers have
been language barriers since they are entering the Chinese market. There are cultural and

political issues in China, and challenge in how to get exposure in China.

Plain Vanilla Games does not have a specific marketing, or international strategy. In the
app world, the company only decides in which category and on which shelf they should be
in the app store, other than that, they do not have a specific pricing strategy for each
market. Apple, Android and other app stores decide the price for them. The main challenge

Mr. Fridriksson has had to face is to manage the time difference and the distance from
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other markets is also a challenge. He is facing another time zone which is the Asian
market, so it will become difficult to manage the markets from Iceland.

The most important thing Mr. Fridriksson would recommend and he feels is important
when going global, is to go for it. There are so many opportunities. He then added that the
most important thing of all was that it is almost impossible to enter a market without

having contacts or partners on relevant markets.

Expeda - borsteinn Geirsson

The company was officially established in 2008. For three years they worked on
development and in 2011, they started to seek investors. Today, investors have invested in
the company and today they are preparing to expand to foreign markets. Their main focus
is on the health industry In Europe and the US. The main reason why they are expanding to
foreign markets is to create income, since the Icelandic market is too small. The Icelandic

market will be used to show that the solution works. There are 5 employees at Expeda.

Expeda is a small company and the employees have background in technology and within
medicine. They have made effort in analyzing the risk factors, the opportunities in each
market, and tried to separate the European and the US market since they are very different.
They have experience in marketing technical products for the health care industry and
within the international environment. They have not received an outside assistance in

external analysis.

Mr. Geirsson claims that they have not received any assistance or guidance from
governmental institutes. He points out that the Innovation Center Iceland is not functioning
as it should, a lot of knowledge is coming in, but nothing comes out- everything is totally
dead. He also points out that these institutes are in desperate need for very experienced

consultants, who have expanded to foreign markets, made mistakes and succeeded.

Expeda is well aware of their weaknesses, they assume them to be the size of the company,
and lack of financial capacity. They are also aware of that the credentials in the software
need to be changed for each market. The main internal barriers are lack of financial
resources and that they have a large project for a small company. It is therefore difficult to

enter foreign markets. Mr. Geirsson mentioned that external barriers are the opinion

63|Page



leaders located in each market, that need to approve the product before anyone will
consider in purchasing it. The process is to contact Icelandic opinion leaders who are part

of a network of opinion leaders.

Expeda is aware of the uniqueness of the product and know their competition. They have
some kind of a strategy which is to look at the markets as sectors and they have fully
researched who their target group is for the products. Mr. Geirsson verifies that they have
considered finding partners in each sector, but first of all they will need the opinion leaders

to approve the software.

Expeda’s biggest challenge so far is to create a unique value proposition, to gain
competitive advantage. The most important thing Mr. Geirsson has learned from starting
the internationalization process is time and money, how much the process costs and how
much time it takes to enter the market. Every market is unique since there is different
culture in each country. They thought that the world was all the same, they have for
example had barriers in Norway in regards to the software, where it is forbidden to save

patients’ information in a computer cloud.

Fancy Pants Global - Elias R. Ragnarsson

Fancy Pants Global was established in 2009, after the premier of Star Trek (the movie) and
today there are around 10 people working fulltime with the company. Fancy Pants Global
developed a game for children which was sold in Germany and other markets it came out
in app stores in 2010, but was never sold in Iceland since the app market wasn’t open until
February 2012. Today they are working on a game app for iOS (Apple) devices which is
estimated to be in app stores early next year. The company has received some funding for
international marketing, currently they are creating a buzz before the game is published.

The company has learned that China should be the market for their new game, which they

will be focusing on, as well as the US.

Mr. Ragnarsson says truthfully that the company does not have the knowledge or the
experience to do external analysis on foreign markets. Their motto is “learn by doing”.
They have now hired a marketing director and an outside consultant to assist them in

introducing their game app. They have never had any assistance or guidance from
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[slandsstofa, but they have attended the Nordic Game fair accompanied by six of the
largest computer game companies in lceland, which was organized by islandsstofa.

Fancy Pants were aware of their weaknesses before entering the foreign market. In order to
develop a big computer game it is necessary to have the financial resources because it is
very expensive to develop a game. When the app market opened, Fancy Pants saw an
opportunity to develop games for apps since it was less expensive and offered new sensor
options which had not been offered before. The internal challenges have mainly been lack
of financial resources so the employees have had to earn money for the company by
designing websites and programs for other companies in order to be able to develop the
new game app. They usually hire computer specialists which has been very expensive.
Other challenges have been conflicts between employees in regards to internal
communications. The external challenges are how expensive it is to create awareness in the
foreign market. Otherwise Mr. Ragnarsson claims that there are no other barriers since
Apple is the one who enters the market with the app store and overcomes the external
barriers for the store. Those who sell apps in the app store, never have to worry about tax,
governmental issues, or other external barriers. Fancy Pants has to be concerned about how
to create awareness in different markets. They have also had capital control barriers in the

past, but managed to overcome them.

Fancy Pants use Scrum and KanBan in order to manage their assignments, but they do not
have specific international or pricing strategies. They have a process when it comes to
promote a new game. They use the social media very much when promoting their new
products, but Mr. Ragnarsson pointed out that they were considering app promotions,
which is an advertising tool for game apps. What gives Fancy Pants competitive advantage
is above all the humour and the technical knowledge which they have.

The most important challenge which the company has had to face when entering foreign
markets has been to finish the product while doing 10 other things and to promote the
game. They need to send review codes to some websites for review and it all comes down
to creating awareness through game fairs. They have realized that they will need to come
in contact with larger parties which handle the marketing in each market. The most
important thing Mr. Ragnarsson has learned in the process is that the passion must be there
and the founders must be very interested in what they are doing, otherwise this would

never work. It is impossible to please everyone.
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Clara — Gudmundur Gunnlaugsson

The company Clara was established in 2008 as a software company after having been in
second place in an Innovit competition. Currently there are 12 people working at Clara,
thereof 2 working at their offices in the US. Two years after conception they entered
foreign markets, and have mainly been selling their solution to companies in the US and in
the United Kingdom. Recently they sold their solution to a German company. They are
limited by the languages, since their software can only detect English and German. The
main reason why they sold their product outside of Iceland was because of the small size of
the Icelandic market and that they have already saturated the Icelandic market.

Mr. Gunnlaugsson claims that the company has the talents within the company to do an
external analysis on other markets, but says that the most experience comes from
expanding to other markets. Most companies jump into the pool to see if they can swim. In
2010, Clara reached out to Islandsstofa for assistance in finding contacts in the US but
realized after a while that the consular agent in New York did not have enough resources to
assist them. They have received funding for international marketing purposes, mainly to
attend the largest conventions in the industry. Mr. Gunnlaugsson does not believe that they
have received a satisfying assistance from the governmental institutes like islandsstofa
since it is not clear what kind of a service they provide. They have received assistance
from the British embassy which helped them to get in contact with companies within the
United Kingdom.

Clara was well aware of their weaknesses before entering the foreign markets, they decided
to change their solution so that it would become unique to the computer gaming industry.
They have had to face internal barriers, mainly concerning hiring American employees,
which was expensive and difficult to find the right person for the job. They had lack of
financial resources when opening their offices in the US. Entering a new market is very
expensive. They have always focused on getting financial assistance in finishing the
development, but not to spend on marketing, which is their next step. The external barriers
are according to Mr. Gunnlaugsson the capital controls, they have not had any specific
cultural or language barriers. They opened their office in Silicon Valley and that was not a

challenge.

The company has no specific international strategy and instead they go with “trial by

error”. They have also focused on research which has lead them into decision making.
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They are not using a special strategy, just following their instinct. Recently they formed a
pricing strategy, at first their pricing was to sell for the price which companies were ready
to pay. The selling process is very long and can take up to one year, which lead them to
increase the price of the solution. Today they have a fixed model, where customers pay the
asking price. This model has accelerated the sales process. They are trying to change their
strategy and want to partner up with companies that are offering other solutions on the
specific market in order to use their network. They had found out that selling door to door
was not working. The company is not cash flow positive which means that they can try to
succeed in foreign markets until the funding is over. They believe that they have found the

right way to sell their solution.

Clara is aware of the competition and they know what makes them unique, and what gives
them competitive advantage. Their main challenge so far when entering foreign markets
has been to build a network. It is very expensive and time consuming to attend conventions
and meet people. For an Icelandic company that wants to enter the international market,

networking is number one, two, and three.

The most important thing Clara has learned is that it is very good to be in Iceland because
it is a great trial market where it is easy to receive feedback very quickly. It is easy to
distribute the product in Iceland and it prepares the company better before entering foreign
markets. They have been able to avoid mistakes, and they overcame obstacles in the
development. By launching the product in Iceland, they realized that they had to change
the product in order to gain competitive advantage. Their first business plan did not include

Iceland as a market, but today they do not regret having started in Iceland.

Tulipop — Signy Kolbeinsdottir

Since the author is acquainted with the founders of Tulipop, the interview might be bias.
The Tulipop world was established in January 2010 and today there are three employees at
the company. Tulipop is focusing especially on international markets, but have also been
selling their products in shops in Iceland. Mrs. Kolbeinsdottir explains how the Icelandic
market is good as a trial market, to test the products and see what works and what does not
work. Their main reason for expanding to other markets is to build a brand and grow.

Tulipop sells its products in various stores around Europe and they mostly come in contact
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with buyers through consumer-goods fairs where people meet the old fashion way, touch
the products, make personal connections etc. Attending these fairs is very costly, but
nevertheless necessary for a small company like Tulipop. The company started exporting
to Sweden in 2010.

One of the founders has had experience in international companies, and gained knowledge
through her education. Therefore they have not sought outside assistance in conducting an
external analysis on foreign markets. Tulipop has not received a satisfying service from
governmental institutes like Islandsstofa in regards to foreign markets. Mrs. Kolbeinsdattir
has experienced them to want to be helpful but failed, they have neither been able to assist
them financially in regards to consumer-good fairs, nor have they been able to assist them

in doing business in Europe.

Tulipop were aware of their weaknesses before entering new markets. They knew that they
were small and have therefore made themselves bigger when going to consumer-goods
fairs. They have put effort in making their booth boosting the size of the company. The
internal barriers the company has had to face are financial barriers which have led to
employees’ shortage. They are also lacking information on other markets and excess
production capacity. A part of their production is in Iceland, and part in China. Tulipop has
faced some external barriers; they have experienced political barriers when exporting
products to Europe in terms of taxes and tariffs, and capital controls as well. Shipping-
transferring goods has been a challenge for them. It was so expensive to ship their products
to Iceland, that they rented a warehouse in the Netherlands in order to decrease the
shipping cost. Another challenge is to get buyers to have more than one time order. A

continuous order is a victory for the company.

The only strategy Tulipop has is that they know what they want to accomplish and that
they want to attend consumer-goods fairs in order to get in contact with potential buyers.
They have a pricing strategy where they focus on having the same price on every market,
except for Iceland where additional tariffs and taxes hinders them in having PPP

(purchasing power parity). The pricing in markets within the European Union is the same.

Tulipop has succeeded in foreign markets, they receive large orders and their products are
available in more than 30 shops in Europe. They have received backorders which is as
mentioned before a great victory for the company. Tulipop has a unique concept, they

focus mainly on children but also on adults, their objective is to offer well made products
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for a reasonable price. They have managed to create a Tulipop world with unique
characters and their competitive advantage lies in their unique concept.

Their main challenge so far has been to have their ego in place, it is difficult to get
rejections but still be able to continue. It is always a struggle to start from scratch with
small funding. It is important to have the passion, because without that this would never
work. The most important thing Tulipop has learned when going global is how important it

is to believe in what they are doing, and have a good product which they can support fully.

GreenQloud - Eirikur Hrafnsson

Mr. Hrafnsson is an acquaintance to the researcher and it could therefore be assumed that
the interview might be bias, which means that he would reveal more than usual, or hold

back information.

GreenQloud was founded in February 2010 and today there are 17 employees with the
company. It is a global company with diverse group of employees. 90% of their customers
are international, and they have never focused on the Icelandic market. They have recently
opened an office in Brazil in order to be closer to their customers. They are looking for
other markets to open offices and are considering Silicon Valley for same purposes as the
Brazilian office. Today GreenQloud has customers in over 60 countries all over the world.
They are mainly focusing on the US market, or Silicon Valley. The company has spent a
lot of financial resources in getting brand recognition and they have already lost a lot of
money in not being enough focused and because they are a “trial by error” company.

GreenQloud wants to be known as thought leaders in sustainable energy.

Months after conception, GreenQloud had gone global. They used social media to find
target groups and their first target group was green IT companies which lead the into
innovation, entrepreneur, new venture world. They were considered to be one of top ten
hottest Cloud companies in the world in 2010 by a blogger at New York Times. They
focus on attending special IT conferences each year to gain credibility. They use these
conferences to meet people within the industry and form personal relationships. According
to Mr. Hrafnsson, the importance of networking is not fully recognized in Iceland. He

claims that networking is very important.
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GreenQloud is a fast startup, they started creating brand awareness before they even
launched their service. This kind of a company does not stand a chance if the focus would
only to be in Iceland, so they have always considered themselves as global. The cloud
market is predicted to 40 fold within few years and that is an opportunity for GreenQloud.

The name of the company represents what the company stands for.

GreenQloud has hired a highly experienced marketing director who has worked in the US
and other countries. They believe that now they have the knowledge and experience to do
an external analysis on foreign markets. Until know they did not have the experience or the
knowledge to do these kinds of analyses. When they were looking for investors, they did
an analysis of some kind, bought reports from companies like Gartner and McKinsey in

order to build a case for the investors.

GreenQloud has received funding for international marketing twice, they have not received
any grants recently even though they have applied for them every time the funds are open
for applications. Mr. Hrafnsson does not feel that Islandsstofa has a specific strategy in
assisting companies in the software industry; their main focus has been on tourism and the
fishing industry. The only support the software industry has had from governmental
institutes is to alter some parts of the law environment in Iceland. GreenQloud has received
tax reduction due to their development apartment. This reduction has given them the
opportunity to hire more employees for development purposes. Mr. Hrafnsson explaines
that he has had fine service from Islandsstofa, he has attended seminar in marketing and
sales in foreign markets with them, but feels that the institute lacks the follow up after the
seminar and also to inform companies when they are going to attend conferences or fairs
The institute has to open its eyes to the fact that if Icelandic companies want to expand to
foreign markets, they will need to go abroad. It is possible to apply for some financial
support from Islandsstofa when attending fairs and conferences, but Mr. Hrafnsson does
not understand why companies are not allowed to choose their own conferences for the

support.

The company was aware of their weaknesses before going global. They were not selling
their product from the start, but just the concept. The internal challenges which they have
had to face are to hire good technical employees. There is a shortage of Icelandic software
developers especially. The external challenges which they have had to face are capital

controls, and the regulations in regards to getting a permit for hiring employees outside of

70|Page



the European Union. GreenQloud has had to explain the Icelandic environment to potential
customers and have had difficulties in gaining the credibility due to outside ignorance on
Iceland. They have had to convince potential customers that they are real and that there is a

good internet connection to Iceland.

GreenQloud has a specific strategy on how to find their market fit, risks and assumptions.
They have a specific marketing plan and how to reach the target group. They have a
pricing strategy as well. Their strategy is to be 90% cheaper than the competition. They
know their competition and they have gained competitive advantage because they are

unique.

The biggest challenge so far has been to form personal relationships with potential
customers. It is not only expensive but physically and mentally difficult as well. Their
future plans are to have local partners in each market. Many companies have failed to find
market fit which Mr. Hrafnsson believes takes the first 5 years after a company’s
conception. It is also a challenge to increase the financial resources in order to grow faster.
The most important thing Mr. Hrafnsson has learned by globalizing is how to build a
network. Start immediately to create opportunities and form personal relationships, and do

not be afraid of speaking to CEO’s of large companies.

Saga Medica - brainn porvaldsson & Perla B. Egilsdottir

The interview had small complications due to audio record failure. At times the low voices

were not recorded, but the author believes that it will not affect the research’s results.

Saga Medica was founded in 2000 and today there are 10 fulltime employees with the
company. They have already entered foreign markets, which was in year 2005. The main
reason for their internationalization was that Iceland is good as a trial market but too small
for a company that spends so much in research and development. It is expensive if the
product is not ready before entering foreign markets, so the trial market in Iceland is

important.

The company has great experience and knowledge to do an external analysis on foreign
markets. The managing director has 40 years of experience in marketing. Mr. pPorvaldsson

adds that even though these external analyses are made, it is not a formula for success. It
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can happen when a company enters a market that it is not the right market to enter, even
though they have done the market analysis. The company has had outside assistance in
doing external analysis on foreign markets, they have bought a few reports on specific
markets, and they have experimented in buying consultation for a specific market. They
have for example learned by these reports that the German market is not growing in the
health sector compared to other European markets.

Saga Medica has received assistance from Islandsstofa in regards to guidance and they
have also received funding from the Technology Development Fund. This support is
valuable for new ventures. The company has also received tax reduction due to their R&D
department. Mr. borvaldsson adds to it that it is very important to have passion in what you
do, since there are many closed doors on the way. If they receive funding, it is a certain

acknowledgement for the company.

Saga Medica was aware of their weaknesses before entering the foreign market. Today
they have a clinical study that supports their product, and it is the first clinical study in
regards to Icelandic herbal products. The internal challenges so far have especially been
the lack of financial resources. The external challenges have mainly been language
problems, and cultural differences which are challenging, there are differences between
markets even though they are next to each other. They need to adapt the packages and

follow regulations in each market.

Saga Medica has a certain marketing strategy and have a strategy in what kind of partners
they are seeking. They have a strategy in how to adapt the packages to each market as well.
Saga Medica has the competitive advantage that they are the only herbal products company
in Iceland to have gone through a clinical study and had it approved. They are well aware
of their competition and that someone might replicate their products. Their goal is to

always be three steps ahead of the competition.

The most challenging thing Saga Medica has had to face when entering new markets is to
gain credibility and recognition on the market. The most important thing Saga Medica has
learned through the global process is to cultivate and maintain relationships. Another
important thing is to always be honest in what you are doing and never go behind people’s
back.
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Risk - Olafur Palsson

Risk was established in 2009 and today there are 5 employees within the company. Risk is
an international company that has mainly sold their solutions outside of Iceland, or mostly
in the UK and the US, but also in China and Saudi Arabia. They expanded to other markets
almost immediately after conception, where they went to Denmark to receive validation for
their products. The main reason they focused on other markets than Iceland was in order to

increase revenue and receive recognition.

What companies need in Iceland today are relevant knowledge and experience in doing
external analysis on foreign markets, according to Mr. Palsson. He claims that he has some
experience to do an external analysis but nevertheless the answer is no. They have used an
academic expert in the US market who has been their marketing counsellor to assist them
in testing and getting a validation for the product. It is very expensive for a small company
with limited financial resources to buy services from large marketing companies, so they
have used personal relationship instead. Risk has worked with islandsstofa which is
cooperating with the British embassy and they have received assistance from them in
getting in contact with relevant opinion leaders on the British market. They have not
sought assistance or guidance in regards to expanding to other markets since they are very
specialized. Risk has received funding from Icelandic funds and they have received tax
reduction in regards to their R&D department. Risk are not yet cash flow positive in
foreign markets, in 2013 they will be introducing their products systematically with a sales
process in mind. They have already received product recognition in some market which is

important for software used in the health sector.

Risk was not fully aware of their weaknesses before entering foreign markets but they
knew that they would need assistance from someone in relative markets, since they would
not be able to do the implementation themselves. Their financial plan has been accurate,

the problem has been to find the right partner to sell their products.

The internal challenges are mainly how difficult it is to hire good technical professionals
and they have had to work hard in hiring good software developers. They have had to
adapt to the limited financial resources as well. The external challenges have mainly been
from the Icelandic government since a few regulations need to be changed. There have
been 3 health ministers in Iceland since 2009 and it has slowed the process for Risk. It is
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very important for a company like Risk to be able to demonstrate that their products are
used in Iceland. They have not experienced specific cultural challenges.

Risk has a marketing strategy and a process for their products to some extent. They follow
a process on how to validate their products in each market and have a specific description
on who they want to be partnered with. They have a specific pricing strategy where they

have the size of the customers in mind when setting a price.

Their software is unique, there is no direct competition for their products and that gives
them competitive advantage on all markets. Mr. Palsson explains that their main challenge
has been to find the right partner, or a distributor, and to build a network in each market.
They would mostly want to have one doctor and a marketing specialist in each market. He
claims that networking is very important, if they want to succeed they will need to be
available to each market, and attend fairs, publish articles and be visible. What Mr. Palsson
has learned from internationalization is how important it is to have credibility on the

market.

Gogoyoko — Hreinn Eliasson

Gogoyoko was established by musicians in 2007 and today there are 7 employees with the
company. They have not really expanded to other markets, but opened online access to
Scandinavia in 2009. They are strategizing in expanding more concise in year 2013. Their
product which is an online access to music fits well globally and their objective is that it
will be open to all markets in the world. Iceland is a good test market since it is small and
the company has found errors in the software very quickly for that reason. It is a good
market to test and develop new products due to the closeness to customers. Gogoyoko has
relevant knowledge and experience within the company to do an external analysis on
foreign markets. Both the CEO and CFO have backgrounds in marketing. They have never
had outside assistance in doing an external analysis. They have never sought assistance
from governmental institutes in Iceland like islandsstofa. Right after conception they
received funding from the Technology Development Fund for software development
purposes. When they opened their website to the Scandinavian market in 2009, they found
out that in order to have a chance on the market, they would need to separate themselves
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from the competition which was Spotify and iTunes. Today they have gained competitive
advantage.

Mr. Eliasson describes internal challenges as mainly the lack of financial resources. They
have not had the official launch in foreign markets or done a marketing campaign due to
that reason. Gogoyoko has diverse group of employees and they have had minor conflicts
in regards to cultural differences, but otherwise it has not been a problem. It is also
necessary to be tangible on each market for gogoyoko. The external challenge that the
company will probably face when entering the Scandinavian market is related to the
currency and different languages. Until now they have only had their website in English,
but it is certainly a challenge to translate all material into Danish or other Scandinavian

languages.

Gogoyoko has a specific strategy, they will be using their experience with the Icelandic
market when entering other markets. The biggest challenge so far is to be visible on each
market and how to reach the future customers. To do that they will need to spend money in
advertising in media and that is very expensive. Today they are relying on word of mouth
but it takes much longer time.

The most important thing that Mr. Eliasson has learned is to have everything planned
before entering new markets, have the budget and be ready. If the company is ready, the

outcome will be better than if it is not ready. The product has to be ready.

13. Conclusion

The interviews have provided information on Icelandic new ventures and especially given
perspectives which the secondary data did not. From the primary data it can be assumed
that Icelandic new ventures are struggling with the financial part of the operation as well as
the challenge in hiring good employees with technical backgrounds. The results from the
interviews contradict some of the secondary data, especially the information gathered from
Islandsstofa. These topics will be discussed further in this chapter, among other relevant

results.

The conclusion includes the overall results of both primary and secondary data, the

answers to the sub questions, and finally an answer to the research question. Theories from
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the theoretical overview will be used when analysing the data where it is relevant. Specific
names of participants or their companies will not be mentioned in the results analysis.

13.1. Icelandic Born Globals

According to the primary data, 13 out of 15 new ventures had already expanded to other
markets. The average internationalization after conception of these 13 new ventures was
1.9 years, where the minimum was 0 years and the maximum was 5 years. Figure 5 shows
the division of when companies expanded to other markets after conception where none
defines the born globals that had not expanded to international markets when the
interviews were conducted. Around 67% had expanded within 3 years from conception,
while 20% expanded 3-5 years after conception and 13% had not yet expanded. There are
on average 25.7 employees working for the interviewed born globals where the minimum

was 2 employees and the maximum was 58 employees.

Internationalization after Conception

Years
m0-1
1-2
m2-3
m3-4
m4-5
5-6

m None

Figure 5: Internationalization after conception of Icelandic Born Globals
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13.2. Research Questions
The sub questions and the main research question will be answered in this chapter, based

on both secondary data and primary data collected for the research. Theories will be

combined with answers where it is appropriate.

What internal and external barriers to Icelandic new ventures (Born Globals) face when

expanding to other markets?

According to the information provided by both Erna Bjornsdottir at islandsstofa, and
Hlynur Gudjonsson at the Icelandic embassy in the US, the main internal barriers which
Icelandic companies are facing are especially (1) lack of financial support and resources,
(2) lack of excess product capacity, and (3) lack of some kind of strategy such as
marketing strategy, pricing strategy etc., (4) forming personal business relationships in the
foreign market, and (5) product adaptation to foreign markets. The Icelandic born globals
mentioned these barriers as well, but the list is much longer. The primary data adds more to
the internal barriers such as (6) managing growth, (7) close sales, (8) gain competitive
advantage, (9) shortage of employees on the market with technical background, (10)
distance from foreign markets, (11) limited information on other markets, (12) inability to
hire Icelandic people with international experience, (13) small size of the company, (14)
inability to create awareness through promotion, (15) establish credibility in foreign

market, and (16) inability to contact potential overseas customers through networking.

According to Leonidou’s study (2004), these internal barriers which are mentioned here
above are defined as barriers that SMEs do face in general, except for barriers which may
especially apply to the Icelandic market (1) lack of employees on the market with technical
background, which seems to especially apply to the Icelandic market; (2) the inability to
hire Icelandic people with international experience; and (3) distance from foreign markets.
Some barriers which Leonidou did not mention may only apply to new ventures, such as
(1) to alter the product in order to gain competitive advantage in foreign markets; (2)
managing growth; (3) the new ventures are small in size, and therefore difficult to
compete; (4) gaining product or company’s credibility; and (5) lack of strategies, such as

marketing and pricing strategies etc.

Other barriers which are mentioned in Leonidou’s study may apply as well to some of the
participant companies in the primary study, and were mentioned by only one participant in
each case. These barriers were (1) Excessive transportation costs to foreign markets, (2)
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accessing export distribution channels, (3) meeting packaging/labeling requirements, and
(4) offering technical services in foreign markets. Table 2 has listed up all the barriers
which Icelandic new venture companies that are born global have had to face. The most
mentioned barriers collected from the primary data are (1) lack of financial support or
resources, (2) difficulties in forming a network or personal relationships in overseas
markets, and (3) lack of employees with a technical background- especially software

developers.

Table 2: A List of internal barriers which Icelandic new ventures have had to face, retrieved from

interviews

Internal Barriers

Lack of financial support and resources

Lack of excess product capacity

Lack of some kind of strategy such as marketing strategy or pricing strategy

Inability to form personal business relationships in foreign market

Product adaptation to foreign markets

Managing Growth, when a company grows fast, it is difficult to keep up with hiring
employees and managing the cash flow.

Some sales negotiations and considerations can take months and closing sales can be a
challenge

Small companies can lack credibility and are understaffed with limited financial and other
resources

Create awareness through promotion

Gain competitive advantage

Shortage of employees with technical background on the market

Limited information on other markets

Inability to hire Icelandic people with international experience

Inability to contact potential overseas customers through networking

Distance from foreign markets

Excessive transportation costs to foreign markets

Accessing foreign distribution channels

Meeting packaging/label requirements

Establish company and/or product credibility

Offer technical service in foreign markets
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According to the information provided by both Erna Bjornsdottir at islandsstofa, and
Hlynur Gudjénsson at the Icelandic embassy in the US, the main external barriers which
Icelandic companies in general are facing are (1) price differences, (2) cultural differences,
(3) language barriers, (4) law regulations (tax and tariffs), and (5) economic sanctions.
Other barriers based on the primary data are (6) capital controls, (7) Lack of assistance
from home government, (8) software regulations, (9) work permit regulations in home

market, and (10) high shipping cost.

The capital controls in Iceland are mentioned and explained in the secondary data. Since
Iceland is not part of the European Union, there have been some barriers when exporting
goods to Europe in regards to tariffs especially. Leonidou (2004) mentioned foreign
currency exchange risks as one of the external barriers, the respondents did not mention
that as one of the barriers and it can be assumed that it is because of the fixed rate on the
Icelandic krona due to the capital controls. High shipping cost can be related to distance
from market and may especially be applied to the Icelandic market. Work permit
regulations are related to the internal challenges Icelandic companies need to face since
there is a shortage of employees with technical background. Instead of hiring Icelandic
employees, companies have tried to seek talent elsewhere. Other barriers collected from
the interviews were in consistency with Leonidou’s study. Table 3 lists up all the external

barriers which were collected from the interviews, in order to get a clearer view.

Table 3: A list of external barriers which Icelandic new ventures have had to face, retrieved from

interviews

External Barriers

Price differences between markets

Cultural differences

Language barriers, such as communication

Law regulations (tax and tariffs)

Economic sanctions on countries

Capital controls in Iceland

Lack of assistance from home government (governmental institutes)
Software regulations in foreign markets, regulations on

Work permit regulations in home market

High shipping cost
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Do Icelandic new ventures (Born Globals) have the relevant knowledge and experience on
external analysis (entry methods, market analysis etc.) in order to expand successfully to

other markets, or do they seek help from governmental institutions or other sources?

When companies were asked if they had the relevant knowledge and/or experience within
the company to do an external analysis, most of them had the experience and the
knowledge, or 50% of the respondents. Some did not have the experience before, and after
they had realized that, they hired specialists in each market to work for the company. Even
though some of the respondents claimed that they had the experience and the knowledge
within the company, they for example outsourced the external analysis to specialists in
other markets, had assistance from embassies, and attended UH program for international
marketing from {slandsstofa. Those who answered that they didn‘t have the relevant
knowledge or experience, claimed that the best ways to gain experience, was to “learn by
doing”, even though it was expensive. Some companies had the knowledge but not the
experience. Islandsstofa supports companies in attending fairs for promotional purposes
and to form relationships in foreign markets, which is supported with both secondary and
primary data. Around 40% of the respondents had received funding from governmental
institutes for international marketing purposes. The assistance which the new ventures

received from governmental institutes for external analysis purposes can be seen in table 4.

Table 4: A list of assistance from governmental institutions or other sources retrieved from primary
data

Assistance from Governmental Institutions or other Sources

Hire experienced freelancers in Iceland

Outsourcing to specialists in other markets

UH program for international marketing with islandsstofa
Assistance from consular agents at the Icelandic embassies
Guidance from islandsstofa

Access to statistics in foreign markets through Islandsstofa
From customers in foreign markets
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Hannan & Freeman (1984) define born globals as new companies which suffer from
limited foreign business and institutional knowledge. This definition might be in
accordance with some of the Icelandic born globals, but as mentioned before, some of the
companies in the research did claim to have relevant knowledge in doing external analysis.
Many of the companies’ had employees with sales and marketing background. This

definition may therefore not apply to all Icelandic new ventures.
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Are governmental institutions offering satisfying assistance to Icelandic new ventures
(Born Globals)?

When looking solely on the secondary data, it can be assumed that Icelandic governmental
and privately held institutes are offering satisfying assistance to the Icelandic new
ventures. They offer guidance, grants opportunities, tax reduction for R&D purposes, have
consular agents located in Icelandic embassies, Islandsstofa, and other options. The
primary data contradicts the secondary data since most companies expressed that they did
not feel that they had received satisfying assistance. Some companies had not sought for
any assistance since they did not know where to look or had had negative or no responses
when attempting to look for assistance. The following table (table 5) lists up all the results

from the primary data.

Table 5: List of satisfying assistance from governmental institutions retrieved from primary data

Satisfying Assistance from Governmental Institutions

Received funding which meant a great deal for the company when expanding to other
markets and for R&D purposes

No assistance from governmental institutions

Governmental institutions need more specialization

Satisfying assistance when attending fairs organized by Islandsstofa

Islandsstofa does not have a specific strategy for software companies, they are mainly
focusing on tourism and fish industries

Not clear who provides which service

UH program at Islandsstofa was satisfying, but the follow up was not

UH program and follow up was satisfying

The Innovation Center Iceland receives enormous knowledge, but holds back in assisting
Icelandic new ventures. Knowledge comes in, nothing comes out

Satisfying assistance with the Icelandic embassy in China

Not enough assistance from the Icelandic embassies when seeking partners in foreign
markets, do not have specialized networking options

Lack of knowledge in regards to tariffs related to EU regulations

Difficult to get in contact with the governmental institutions that offer assistance

Satisfying assistance from Icelandic embassies in Denmark and the United Kingdom

82|Page



Have internal weaknesses been explored thoroughly before internationalization?

The results from the primary data indicate that most of the respondents were aware of
internal weaknesses before internationalization. Nevertheless, there some of the
respondents were not aware of all of their weaknesses which they discovered after
internationalization. The main weaknesses which were explored before internationalization
were (1) the small size of the company; (2) that they lacked financial resources to enter a
foreign market, therefore they had to postpone the internationalization; (3) and that they
had to gain credibility before succeeding in foreign markets. All weaknesses are listed in
table 6. The weaknesses which were discovered after internationalization were that the
company (1) was not aware that it was impossible to do everything from Iceland, and (2)

could not do the implementation themselves, but needed a partner.

Table 6: List of weaknesses companies were aware of before internationalization retrieved from

primary data

Weaknesses before Internationalization

The small size of the company

Lacking financial resources to enter foreign markets

Gain credibility before succeeding in foreign markets

Distance from markets and time difference

Change solution/product in order to gain competitive advantage and competing in foreign
markets

Just sold their concept first without having a product

Needed opinion leaders in each market to approve the product

Do a clinical study in order to gain competitive advantage
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At which time after inception do Icelandic new ventures (born globals) usually expand to
other markets and does it influence other issues in regards to the success to the expansion?

According to the data, as seen in figure 5, around 67% of the companies who were a part of
the primary data, had already expanded within 3 years of inception. 24% expanded 3-5
years after inception, and 12% had not yet expanded. After looking at the data, there seems
to be no relation to success, if a company expanded to other markets 0 years after inception
or 5 years. Nevertheless, the companies that did expand after 5 years from inception are
doing extremely well today. What is a success of a company in this case and retrieved from
the primary data is when companies are cash flow positive in foreign markets, there is a
demand for their products, and they have gained credibility on the relevant market.
According to Oviatt & McDougall (1994), age at internationalization is assumed to have
important implications for a company’s successful expansion, survival and performance.
The result of the primary data contradicts their theory of expansion where it does not seem
to matter when born globals who expand to other markets immediately or after 5 years
after inception. The success might be related to other aspects which will be discussed in

Findings and Recommendations.

Kudina et al.’s (2008) study on high tech companies concluded that the born globals
started international operations at an average 2.5 years,where the results in this research
was an average 1.9 years, which is less than in the UK. It can be assumed that the reason
for this difference might be because of how small the Icelandic market is and how

important it is for Icelandic born globals to expand to overseas markets in order to survive.
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What is the main purpose of Icelandic new ventures (born globals) expanding to other

markets?

According to the primary data which was collected among 15 new ventures (born globals),
the main reason was due to the size of the Icelandic market, which is very small. The
secondary data supports that Iceland is very small with only 320 thousand inhabitants. If a
company would like to increase revenues, they would need to expand to foreign markets
and become a global company. Around 67% of the respondents explained how small the
Icelandic market was. Some products or services could not be sold in Iceland due to lack of
industries in which the product was sold to. One product had already saturated the
Icelandic market after only 2 years from the company’s inception. The other 33% of the
companies explained that their products and services were intended for the global market
and sold throughout the world, but not to a specific market. The game app market is for
example considered to be a global market even though the new ventures can emphasize on
creating awareness on a specific market. Everyone who has access to app stores through

tablets or phones can buy their products.

The Icelandic market was used as a trial/pilot market for many companies in software
development where they could test their software and receive immediate feedback. It was

used in order to increase their product readiness before entering foreign markets.

The international product life cycle theory by Vernon (1979) predicted that SMEs would
move from their domestic market innovation towards exporting. The theory claims that
firms internationalize in order to protect their existing markets of mature products. It can
be assumed from research that this theory might not apply to born globals which have
usually expanded to overseas markets within three years from inception. Bloodgood et al.
(1996) and Chetty & Campbell-Hunt (2004) support the primary data results where they
claim that a firm that does not have a pre-existing domestic market, the product life cycle
theory cannot explain why it internationalizes at inception. Five companies which were a

part of the research were internationalized within one year from inception.

Most of the participants in the research are software companies. Kudina et al. (2008) did a
high tech study were they concluded that if a company operates in a sector with a very
limited home-market potential, a strategy would be to internationalize faster than normal.

The results from the research support Kudina et al.’s conclusion.
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Which strategies do Icelandic (born global) new ventures actually apply in order to

manage their internationalization?

All the new ventures that participated in the research have one thing in common; they all
decided by inception to become global companies, which means that their first strategy
was to be born global companies. Kudina et al (2008) concluded that if a company operates
in a market with very limited home-market potential, their strategy would be to
internationalize faster than normal, which is what all of these new ventures have in

common.

During the interviews, one of the guideline questions was “does the company had some
kind of a strategy when expanding to other markets”. Most of them had formed some kind
of a strategy, marketing strategies, pricing strategies, entry method strategies etc. These
companies had conducted some kind of external analysis, especially in finding the right
market fit for their product. Most of them knew their weaknesses before
internationalization. Most companies had received outside assistance when doing their
external analysis, for promotional purposes, to establish a network, or to find the right
partner in each market. The results from the interviews with consular agents at Islandsstofa
and the Icelandic embassy in the US imply that some companies have a specific strategy
when seeking assistance from Islandsstofa, but the consular agent at the Icelandic embassy
in the US, describes lack of a strategy as one of the internal barriers when companies seek
assistance from the embassy. To form an international strategy, internal and external
analysis need to be conducted (Aaker 2001). The results from the research when looking at
especially the barriers and errors in the companies’ internationalization imply that the
Icelandic born globals have done some kind of analysis but not conducted the analysis
fully. Even though most of the companies claim to have both the knowledge and the

experience within the company, they do not conduct these analyses to the fullest.

The respondents knew their competition and most of them adapted their product in order to
gain competitive advantage on the global market. Around 40% of the born globals used the
Icelandic market as a trial market in order to have the product ready for the

internationalization.

The results show that companies, who knew their weaknesses before internationalization,
could improve them by using international strategies. They formed strategies in how to

gain credibility on foreign markets; and how to decrease the distance between markets by
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finding a partner, opening offices and other means. Some companies emphasized more on
gaining credibility than others. Some of the solutions were seeking opinion leaders to
recognize or approve their product. They emphasized on creating brand awareness through
articles, attending fairs and conferences, and by forming relationships within the industry

on each market.

During the interviews other information on their internationalization strategies appeared.
What was most common was that the strategies were not formed until the companies had
pursued to enter overseas markets. The companies went blind into the internationalization
but learned on the way, which was very costly and time consuming, that they should have
gone another path in their internationalization. The lesson they learned took some of the
companies 1-2 years to learn. They believed that they could enter markets without any
partnering or joint venture of any kind. The most important lesson they learned was how
important networking and partnering was on each market. They formed a networking
strategy after having tried to do it by themselves, and entry methods. Figure 6 shows the
path which Icelandic born globals take from conception to internationalization. Some
companies have gone through each step where they used Iceland as a trial market, formed
international networking, found partnering and started their internationalization. Other
companies skipped the trial market and went straight to international networking. A few
companies started their internationalization immediately after conception, skipping all the
steps, but realized that they should have started with networking or decide entry methods
with partnering or distribution. R&D is an ongoing step with the born globals; they need to
stay ahead of competition at all times in order to keep the competitive advantage. Other
factor with new ventures is the ongoing funding which they always need to worry about
until they are cash flow positive. They seek funding around conception for R&D purposes,

and then for international sales and marketing purposes.

Entry Modes

. . Intemational ot
Conception N Iceland Trial Market . (Distributors, L
P Networking Partners, Sales Intemationalization

Offices)

I

Figure 6: The Icelandic born global path to Internationalization from conception
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There are several studies that support the network approach, Coviello’s study (2006)
confirmed the importance of early relationships for new ventures as argued by several
studies. Johanson & Vahlne had recognized the importance of networks when they
changed their Uppsala model in 2009. The Icelandic born globals have discovered the
importance of networking, but one of the interviewees said: “Networking is not something
people understand in Iceland” and is clearly something that the Icelandic born globals
should take seriously. Networking can help born globals in finding partners, distributors
and customers in foreign markets. Therefore they are attending fairs, not only to promote
their products or services, but especially to form relationships that might benefit them in
the future. They have formed international networking strategies and found entry methods
that are more valuable to them. Johanson & Vahlne’s revised Uppsala model (2009) seem
to apply more to results of this research than the orginial model in 1977. The steps are
important as seen when looking at the results. When Icelandic companies have gone
straight from conception to internationalization, they have realized that skipping the middle
steps have not been to their advantage. It is important to have a strategy, to know in which
direction the company wants to go, form relationships, and to gain credibility on the

market.
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Part VI: Findings and Recommendations

After having answered the research questions, collected both secondary and primary data,
and much consideration, the following findings were discovered by the author. These
findings are assumptions which are supported by both the literature and the analysis.
Results from the research which were not used in the results analysis, but the author feel

are important when supporting the findings and recommendations, will also be revealed.

Most of the interviewees were the founders of the new ventures participating in the
research and had technical background. They founded the company with the experience
and knowledge they needed to create a unique product. What these companies might have
lacked in the beginning were co-founders or experienced employees with international
marketing experience and knowledge. Some of the participants indicated how difficult it
was to find Icelandic people with international marketing experience and knowledge on
foreign markets. These companies usually took a path, made a mistake and went the other
way. They discovered later that they should have taken another path, form a strategy and
manage the internationalization better than they did. There seems to be need for a serious
improvement when it comes to Icelandic governmental institutions which could assist
these companies in doing an internal and external analysis, and to form a strategy. If we
compare the data collected from consular agents at islandsstofa and the Icelandic embassy,
to the data from the born globals, there are some similarities, to external and internal
barriers, but there is a large gap in the information received from islandsstofa. The born
globals mention more barriers, and some of the barriers mentioned were quite frequent. An
example is the internal barrier “to gain credibility on the foreign market”, which was
mentioned as an internal barrier by 46% of the participants, but was not discussed by the
consular agents. It is questionable if further research needs to be conducted on the needs
and wants of the born globals so that the governmental institutions could get a better

insight in what kind of assistance they should be providing.

There is indeed a need for some kind of a forum with experienced people in each industry
as it appears that these companies are doing similar mistakes. Most of the companies
cannot afford to hire new employees or buy expensive reports, but they need to realize that
mistakes cost money and valuable time. The institutions need to be more apparent to these
companies in terms of purposes and what they are offering. Most of the companies had no

idea what was available to them, they complained about not being informed when
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Islandsstofa was organizing to attend fairs related to their industry. The institutions need to
be more transparent and have a specific strategy in how to assist companies in specific
sectors. They need to hire employees or consular agents with the relevant experience and

knowledge for each industry, especially in the software industry.

What most companies said when they were asked to name the most important thing they
had learned from internationalization/globalization, or what they would recommend, was
to build networks, form relationships and find the right partners. The network strategies
came later though for most companies as they believed that they could do it from a
distance, without having relations to the market. They realized how important it was to
have a local person in each market, either as an employee, or to have a partner that could
form the strategy for the specific market, to have someone with experience and relations to
the market. The governmental institutions may need to improve in order to assist new
ventures in forming networks and finding partners, especially in the software industry.
Islandsstofa organizes Nordic Game fair each year for game developers, but there seems to
be lack of some kind of platform for the software industry to form relationships in potential
markets. These new ventures usually begin to form networks in conferences or fairs, and

there seems to be lack of support in that area from Islandsstofa.

The companies mentioned lack of experiences within the governmental institutions, that
there was a need for experienced people who had been in their shoes. It is possible as one
stated, that the number of experienced consular agents might be increasing in Iceland since
there are companies in Iceland that started as born globals, but are now global companies
with wide international experience. Icelandic born globals see the US as a profitable and
attractive market, it is very important to create relationships within the market in order to
survive. The consular agent located in the Icelandic embassy in the US, is an Icelandic
agent. Based on the research, it could be wise to recommend that the embassy should focus
on hiring an experienced consular agent in the US market, with a large network in the US.
He would then be able to assist the Icelandic born globals, in which they consider is the
most important thing when entering overseas markets, in finding suitable partners, form
relationships and establishing a network. It might be important to have a person who has
made the mistakes and succeeded on that specific market as a consular agent. The same

might apply to islandsstofa as well.
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There seem to be no relations to when the company expanded to foreign markets after
conception and how they have succeeded in foreign markets. However, when looking at
the primary data it is possible that companies who are well prepared and have formed a
strategy, companies that have not wasted time and money in going in the wrong direction,
are related to the success. Johanson & Vahlne (1977) argued that the lack of knowledge is
an important obstacle to the development of international operations, which could support
the research’s results- that the knowledge on how to build a strategy and find a market fit

for the potential market could possibly be essential for the company’s readiness.

There does not seem to be relation to if Iceland was used as a trial market and to how
companies succeeded in foreign markets. Even though the results did not implicate these
relations, it might be assumed that there has not been enough experience with these
companies to make assumption. The new ventures were all relatively young companies,
where many of them were still trying to find the right market fit. Iceland is a small market
and perfect as a trial market due to fast feedback and less cost than if the company had not
improved the product before internationalization. Some companies realized after launching
their product to the Icelandic market that they had to become more unique in order to gain
competitive advantage, and that alone should be a justification to use Iceland as a trial

market.

One of the interviewees pointed out how important it is for a company to have everything
planned before entering new markets, have the budget and be ready. If the company is
ready, the outcome will be better. The product needs also be ready and it is important to
have developed and adapted the product so that will gain the competitive advantage needed
in international markets. This supports the assumption which have been made here above,
on how important it is to be ready, otherwise the results could be costly, valuable time has
been lost, and possible have catastrophic outcome for the company. The outcome could

have been prevented with better preparation for internationalization.

What most of the companies wanted to point out and use as guidance to other new
ventures, and need to be included in the findings, is how important it is to have passion in
what they are doing. There are many obstacles on the way to success, many doors that
close, and if founders do not have the passion, they will not be able to survive. One of the

participants said: There is no one in the world waiting for solutions, great solutions from
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Iceland, so it is important to build networks, be sure to have the environment with you, and

above all; do not underestimate the sales process”.
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Part VI: Final Remarks

When formulating the problem, there seemed to be a gap in both Icelandic and foreign

literature on what barriers Icelandic new ventures are facing when expanding to other
markets. After having conducted the research, the author realized that the gap was real.
Neither indications in the literature on which internal or external barriers Icelandic new
ventures had to face were found, nor indications on which strategies they used to manage
their internationalization. After having interviewed 15 Icelandic born globals and analysed

the data, the gap which was there in the beginning has been decreased.

The revised Uppsala model does relate to the results of the research. Johanson & Vahine
(2009) wanted to indicate that they considered opportunities to be the most important
element of the body of knowledge which drives the process, which could indicate how
important it is to see an opportunity and gain competitive advantage by adapting the
product. The trial market is therefore considered very essential before internationalization.
They consider experiential learning to be the most important kind of learning. The results
from the primary data collected might agree with this argument, since there is a lack of
Icelandic people with international marketing experience in the Icelandic market which
might have slowed the successful internationalization for the new venture companies.
Johanson & Vahlne also added network position and relationship commitment to their
revised model. According to the analysis, these to processes are one of the most important

processes for Icelandic companies to succeed in foreign markets.

Icelandic new ventures do follow their gut in the beginning of internationalization and skip
important steps to internationalization. Many of them have made severe mistakes, but once

they have formed a strategy of some kind, they seem to follow the path to success.
Bill Gates said that to learn, mistakes need to be made (Young, 2012).

Further research on Icelandic new ventures is suggested, recommending that the next
research would be on the readiness of a company and if it is related to the founders’
backgrounds. If there is a founder or an employee with international marketing
background, is there more probability that the company has formed a strategy before

internationalization.
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Another recommendation for further research would be that if companies have formed
international strategies before internationalization, if they are more likely to become cash

flow positive and maybe sooner than if they did not form a specific strategy.
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Appendices

14. Appendix 1

Abbreviations

INV - International New Ventures
MNE - Multinational Enterprises
NV — New Ventures

SME - Small and Medium sized Enterprises
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15.  Appendix 2

Guidelines for Interviews

1.

What kind of company is this?
Hvernig fyrirtaeki er petta?

When were you founded?
Hvener vorud pid stofnud?

How many people are working in your company?
Hversu margir vinna i fyrirteekinu?

Have you already expanded to other markets?
Erud pid buin ad fara inn a adra markadi?

Yes: At which time, after conception did you expand to other markets?
No: Why not?

Hvener eftir stofnun fyrirtekisins forud pid inn & adra markadi?
What was your main purpose of expanding to other markets?
Hver var megintilgangurinn ad fara inn & adra markadi?

Do you have the knowledge or/and experience within your company to
conduct an external analysis on foreign markets, - like market analysis, entry
methods etc.

Erud pid med videigandi pekkingu eda/og reynslu innan fyrirtekisins til ad gera
ytri greiningu & erlendum modrkudum- markadsgreiningu, inngénguleid & markadi

Have you sought an outside assistance for conducting an external analysis on
foreign markets?

Hafid pid fengid utanadkomandi adstod til pess ad gera ytri greiningu & erlendum
maorkudum?

Have you received some kind of governmental assistance when you wanted to
expand, from Islandsstofa or other Icelandic institutes or companies?

Fengud pid einhvers konar adstod fra islenskum stjérnvéldum pegar pid vildud
seekja & erlendan markad, eins og Islandsstofu eda 6drum islenskum stofnunum eda
fyrirtekjum?

10. Have you received a satisfying assistance from these institutes/companies?
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11.

12.

13.

14.

15.

16.

17.

Fékkstu fullnaegjandi pjonustu fra pessum stofnunum/fyrirteekjum?

Were you aware of the company‘s internal weaknesses before expanding to
foreign markets?

Vorud pid medvitud um veikleika fyrirteekisins adur en pid forud inn & erlendan
markad?

What kind of internal barrires have you faced when expanding to other
markets, for example in regards to company‘s financial resources, lack of
information in regards to other markets, lack of excess production capacity
etc?

Hvada innri hindrunum hafid pid purft ad takast a vid pegar pid vildud sekja & adra
markadi, til demis vardandi starfsmannamal fyrirteekisins, fjarmagn, skortur a
upplysingum um adra markadi, skortur & aukaframleidslugetu osfrv?

What kind of external barriers have you faced when expanding to other
markets, like for expample home governmental barriers, environmental
barriers in the foreign market (cultural, language, political, economical
environment)?

Hvada ytri hindrunum hafid pid purft ad takast & vid pegar pid vildud sekja & adra
markadi, eins og hindrunum fra islenskum stjornvéldum, umhverfistengdar
hindranir & erlendum moérkudum (menning, tungumal, pélitiskt eda efnahagslegt
umhvefi)

Do you have a special strategy or use a specific method when expanding to
other markets, do you for example follow some kind of a model?

Erud pid sérstaka stefnu eda notid einhverja adferd pegar pid sekid a erlendan
markad, fylgid pid til deemis einhvers konar modeli?

How have you succeeded in foreign markets?
Hvernig hafid pid nad arangri a erlendum maérkudum?

What is the company doing that is giving you competitive advantage?
Hvad er fyriteekid ad gera sem gefur pvi samkeppnisforskot?

What has been your most challenge so far when expanding to foreign
markets?

Hver hefur verid mesta dskorunin hingad til pegar pid hafid sott & erlenda markadi?
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18. What is the most important thing you have learned when internationalizing, or
if someone came to you who wanted to expand to foreign markets, and would
ask you what was the most important thing to do or not to do?

Hvad er pad mikilveegasta sem pid hafid leert a pvi ad alpjodaveedast, eda ef einhver

keemi til pin sem vildi s&kja a erlendan markad, og myndi spyrja pig hvad veeri pad
mikilveegasta sem madur etti ad gera eda ekki gera?
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16. Appendix 3

Interviewees and companies

Viggo Asgeirsson, co-founder and marketing director at Meniga. Meniga is a software
company that develops personal finance software for European banks and financial
institutions.

Pdrunn Jonsddttir and Hulda Hreidarsddttir, founders and sole employees at Fafu Play.
Fafu is an educational entrepreneur venture company which creates special costumes for
playschools.

Ami Gunnar Ragnarsson, co-founder and head of development at Odin Software. Odin
sells and develops Odin software for travel agencies.

Vilborg Einarsdottir, co-founder and managing director at Mentor. Mentor developed a
unique platform for schools to communicate with parents and children in order to help
children reach their goals.

Agnar Jon Agustsson, marketing director at DataMarket. DataMarket provides access of
various kinds of data from United Nations, World Bank etc.

Kristinn Aspelund, marketing director at Marorka. Marorka is a provider of energy
management technology for the shipping industry.

porsteinn Fridriksson, founder and managing director at Plain Vanilla Games. Plain
Vanilla develops games in the form of apps for iPhones and iPads.

porsteinn Geirsson, co-founder and managing director of Expeda.Expeda sells medical
products (software) for treatment and prevention of Osteoporosis and Rheumatic mainly to
doctors.

Elias R. Ragnarsson, co-founder and a creative dictator at Fancy Pants Global. Fancy Pants
creates and develops game apps especially for iPhones, but for Android phones as well.

Gudmundur Gunnlaugsson, co-founder and marketing manager at Clara. Clara is a
company that develops software which analyses extensive amount of text, and evolves
interface for their customers.

Signy Kolbeinsdottir, co-founder and the creator Tulipop. Tulipop is a world with funny
characters and the company sells products related to Tulipop.

Eirikur Hrafnsson, a co-founder and chief global strategist of GreenQloud. Greengloud
offers renewable energy-powered facilities for data storage services and public compute.
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prainn porvaldsson, co-founder and managing director at Saga Medica, and Perla Bjork
Egilsdottir, marketing director at Saga Medica,. The company is an Icelandic natural
products manufacturer which offers herbal dietary supplements.

Olafur Palsson, a managing director at Risk, a company which develops and sells
innovative IT-solutions for medical healthcare systems.

Hreinn Eliasson, a co-founder and marketing director at gogoyoko. Gogoyoko is a music
community on the web where customers can buy music directly from artists. Artists can
upload their music themselves on to the website.
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17. Appendix 4

In the following appendix, full interviews based on audio recording s will be shown in the
order which they were taken. The interviews are in Icelandic. The interviewer‘s questions
and comments are in bold. Short words as yes, or no, or einmitt, are added to the text in

[..].

Company: Meniga

Date: 30th of November 2012
Time: 2pm

Duration: 21.34 minutes
Interviewee: Viggd Asgeirsson
Interviewer: Inga Jessen

Trial interview

Hvad starfa margir hja Meniga?

Vid erum ordin 31 nana, 31 starfsmadur, blin ad tvofalda starfsmannafjoldann & 9
manudum, vid vorum 15 starfsmenn pa pannig ad petta var hradur voxtur starfsmannalega
[flott hja ykkur]

Hafid pid, erud pid banir ad fara inn 4 adra markadi?

J&, vid byrjudum 4 Islandi sem vid nyttum sem svona pilot markad sem var kannski svona
heillaspor ad geta bara préfad nyjungar og profad setupid og allt gert med miklu meiri
hrada en madur hefdi getad gert annars stadar. Og en svo sidasta vor launchudum vid badi
med Skandiabank i Noregi og Svipjod sem eru eiginlega tveer innleidingar, og svo i
kjolfarid i Finnlandi med sparisjodasamsteypu par sem heitir Sasto banki [0kei], pannig ad
vid erum komin ndna i fjogur 16nd og erum ad vinna i processum i miklu fleiri. Vid erum
bénkum, innleidingum i Pyskalandi, vid erum ad vinna med neytendasamtokum i Belgiu
sem verda svona, par sem platformid okkar mun verda opid i 6 l6ndum. Vid erum ad vinna
med rosalega flottum banka i Péllandi, Rasslandi, uuuu, Sudur Afriku- ekki banka par
reyndar, pad verdur.. pad er eitt svona steersta fjarmalafyrirteeki Sudur-Afriku. Og nokkrum
stodum i viobot svona, margt i gangi sko. Petta eru bara svona innleidingar sem eru farnar
af stad, sem eru komnar i gang [Okei], pannig ad pad er mikill gangur i sélunni sko og

parna mikid um ja. Hérna, margt i gangi.

Hvenaer eftir stofnun fyrirtaekisins férud pid innd adra markadi, ss. Hve l16ngu eftir?
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Sko fyrirteekid er stofnad vorid 2009, og arid 2010 stofnudum vid skrifstofu i Svipjod en
pad er raunverulega kannski ekki fyrr en 2011 sem vid férum almennilega ad vinna med
erlendum bdnkum. Pannig ad petta tekur svolitid langan tima ad vinna med svona storum
bonkum. S6luprocessinn er mjog langur. Svo er samningaferillinn lika mjog langur lika og
svo innleiding & verkefnum taka alveg 6 manudi og uppur [petta er samt ekkert langur
timi], nei petta hefur gengid lygilega hratt, svo gengur petta alltaf hradar og hradar eftir pvi
sem ad, sem ad vid erum ordin vanari og petta eru ordnir svona smurdari ferlar myndi ég

segja.

(talk about the reason why author chose Meniga for an interview..)

Ja, og vid stefndum alltaf & Skandinaviu, pad hefur bara gengid eftir, 61l plon hafa nokkurn

veginn stadist sem er ekki mjog hefdbundid i [nei] i svona bransa held ég.

Pid hafid komid med petta a réttum tima

Ja

Hver var megintilgangurinn ad fara inn 4 adra markadi?

Megintilgangurinn var ad pad var alltaf hugsunin fra byrjun ad vid saum alltaf svona
teekifeeri, svona PFM tél eda personal finance management tol voru ad rydja sér til rams i
Bandarikjunum og bandarisk fyrirteeki reyna ad dekka sinn markad adur en pau fara
eitthvad lengra. Og vid sdum bara , parna bara Evrépumarkad Gsnertan hér nanast sko og
parna saum bara gridarlegt teekifeeri par. bad var alltaf stefnan ad fara pangad inn og par
geetum vid buid til miklar tekjur. Og néttarulega grunnurinn ad fyrirteekinu er ad hjalpa
folki ad spara peninga. bad er alltaf eitthvad sem vid megum ekki gleyma pegar vid erum i

verkefnum [nei] en pad er alltaf grunnurinn & pvi sem vid erum ad gera.

Erud pid med videigandi pekkingu og/eda reynslu innan fyrirtaekisins til ad gera ytri
greiningu & erlendum moérkudum , markadsgreiningu, inngdnguleid a markadi
osfrv.?

Vid erum med toluverda pekkingu og hofum verid ad beeta i par. Vid erum med mjog haefa,

hérna- haeft solufélk til deemis sem hefur reynslu af sélu & alpjédlegum mérkudum...

Eru peir ati?
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J4, pad er, pad folk er Gti i Svipjéd. En svo erum vid lika med vant markadsfolk sem hefur
verid ad greina Evropumarkadinn ekki sist. Og svo héfum vid bara leitad lika utfyrir bara,
vid hofum outsourcad pegar a parf ad halda. Keypt greiningar og...

En vid erum néttdrulega med mjog skilgreindan kinnahdp sem eru bara bankar adallega og
betta gengur bara uta ad komast i contact vid pessa banka og raunverulega selja peim
conceptid sko. Og selja okkur pa lika ad hluta til sem radgjafa & pessu svidi, ad vid séum
bara sérfredingar i ad mota framtidarsyn peirra i netbankamalum. bannig ad vid erum
svona ad kynna okkar voru og innleida sem naestu kynslod af netbanka. Og pad er svona,
betta er einhvern veginn blid ad vera, a sidustu arum hefur petta snuist fra pvi ad vera nice
to have i netbanka, i ad vera must have. Pannig ad ndna vita allir bankar , pvi fleir bankar
sem eru bunir ad innleida svona voru, peir vita bara ad porfin er parna og peir verda ad fara

i petta fyrr eda sidar.

Fengud pid adstod fréa islenskri opinberri stofnun pegar pid vildud sekja & erlendan
markad?

Hvad segirdu?

Fra Islandsstofu eda 68rum stofnunum eda fyrirteekjum?

I rauninni ekki sko. En vid héfum fengid nuna i prigang styrk fra teekniprounarsjodi sem
hefur nattdrulega nyst okkur mjog vel. En ad 6dru leyti pa er pad bara pessi hefdbundna
skattaivilnun fyrir fyrirteeki sem eru i svona préun, pannig ad pad hefur nyst okkur mjog
vel. En ad 60ru leyti hofum vid ekki fengid opinberan studning.

Ekki fra Islandsstofu?
Nei, Islandsstofa, ég hef verd ad hafa samband vid pa uppé sidkastid. pPeir hafa verid ad

reyna ad mota sér stefnu & pessu svidi. En vid hofum ekkert nytt okkur peirra pjonustu.

Hvada innri hindranir hafio pid purft ad takast & vid, pe. pad sem snyr ad
fyrirtekinu?

J&, einmitt, sko. Pad er natturulega stzersta hindrunin fyrir Islending ad sekja & erlendan
markad er nattdrulega bara ad pad er ekki, pad er ekkert rosalega stor reynslubanki a
Islandi [nei]. Pannig ad staersta hindrunin var bara ad finna folk til ad sinna pessari Utras
skulum vid segja. Og vid leystum pad bara med pvi ad rada folk sem er meira vant og er

b4, ja vant & alpjodlegum morkudum. Vid hérna, pess vegna urdum vid eiginlega ad stofna
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skrifstofuna annars en & Islandi. bad hefdi verid miklu floknara ad finna rétt folkid i pessi

hlutverk, ja.

Pannig ad pid rédud félk sem hafdi...

Sem hefur pessa reynslu, hefur tengsl og kann, kann petta bara. Pannig ad ég held ad pad
hafi verid harrétt akvordun ad stofna skrifstofu uti i Svipjéd, pad hefdi alveg getad verid i
einhverju 6dru landi en Svipjod virkar bara vel. bad eru alla vega mérgum sinnum fleiri
sem bua par og miklu steerri pulia af hérna hafileikafélki og sérstaklega i svona soélu- og
markadsmalum [ja]. bu veist, pad er fin pllia hérna & islandi med hugbanadarfolki, alla
vega eins langt og pad nar [peir f& minna borgad en annars stadar] ja, petta er, alls stadar
eru hugbtnadarmenn mjog dyrir sko og peir eru ekkert odyrir & islandi heldur, en pad er

svona...

Mikill skortur & peim alltaf ?
Ja, pad er alls stadar skortur & peim [ja]. En alla vega vid leysum pad & islandi en vid
hefdum ekki geta leyst hitt med godu mati held ég. Pad er kannski steersta hindrunin myndi

ég segja.

En ytri hindrun, pegar pid hafid viljad sekja & adra markadi, pa er ég ad tala um
svona external environment..

J4, pad er , er nattarulega ein hindrun ad vid erum nattarulega bara litid fyrirteeki og litid
fyrirteeki & alltaf erfitt uppdrattar pegar pad er ad semja vid stor fyrirteeki. Og jafnvel miklu
steerri keppinauta lika. En pad hefur bara ekki ordid okkur neitt vodalega mikill fjétur. Vid
héfum nad bara rosalega godum arangri samt i sélu. Helsta vandamalio er ja, steerdin er
alltaf vandamal og pu veist ad einhverju leyti er vist vandamal ad koma fra islandi par sem
rikja gjaldeyrishoft og parna.. og parna.. kannski reppid var ekkert mjog gott. En pessar
hindranir bara yfirstigum vid og paer hafa ekkert truflad okkur neitt gridarlega mikid.

Pannig ad steerdin skiptir mali?

Steerdin skiptir alltaf mali sko ja en greinilega ekki pad miklu mali ad vid hofum ekki bara
komist hja pvi. Vid hofum leyst pad ad hluta til ad vinna med localadilum & hverjum stad.
pannig ad pegar vid héfum gert tilbod til banka héfum vid line-ad pau med einhverju

system integrator i viokomandi landi sem hefur mikid traust og hefur steerdina med sér og
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allt petta. Pannig ad vid erum yfirleitt ekki, ekkert endilega ein ad bjoda i parna dilinn [ok],
pannig ad vid hdfum svona support fra sterri adila. Pad hefur audvitad hjalpad.

Erud pid med einhverja stefnu sem pid fylgid, eda fylgid pid einhverri akvedinni
adferdarfraedi?

Ja ja vio gerum pad, og sérstaklega i hugbunadarpréun néttdrulega, par erum vid ad
stydjast vid ad allt petta sem flest hugbunadarfyrirteeki eru ad vinna eftir, sérstakega i
minni kantinum svona agile hérna hugmyndafraedi og scrum og scrum-ban og kan-ban og
allt petta...

J4, ég sa einmitt vegginn...

Ja ja pu veist pad er mikid unnid a téflum hérna. Og vid erum med flott kerfi til ad halda
utan um allan hugbdnadarprounarferla. Vid erum komin med lika prounardeildir og
profunardeild og svona. Eg myndi segja ad ferlarnir i hugbtnadarpréun eru ordnir mjog

bréadir hja okkur. En betur ma en duga skal, vid erum hérna alltaf ad baeta petta.

En svo pegar pid farid inn & erlenda markad og svona, erud pid med einhverja
svona....

Strategiu par? Ja...

Hafid pid fylgt einhverjum dkvednum maédelum eda einhverju svona?

I sjalfu sér ekki ekki beint, ekki nema pa bara svona best practice i svona B2B s6lum sko,
en parna sko. baer markadsadferdir sem vid hofum verid ad beita er ad, hérna & radstefnum
par sem ad okkar kunnar sekja og hérna og pa hofum vid helst viljad vera speakerar a
beim radstefnum og svo med bas frammi par sem vid getum kynnt betur pad sem vid erum
ad tala um. Svo er bara kontakts bara, parna ad fa, ad hafa samband vid vidkomandi banka
og finna réttan hagsmunaradila innan peira og leena upp fundum. Petta er bara djéfulgangur

sko, ekkert annad. betta er bara horkupul sem hefur gengid vel og skilad arangri.

Hafid pid nad arangri a erlendum mérkudum?

Ja, ég myndi segja ad vid bara hérna vid héfum bara ndd of miklum arangri ef eitthvad er a
peim morkudum sem vid héfum farid innd. I flestum af peim hérna, petta er svona
tilbodsferli par sem er kannski einhver 5 fyrirteeki sem fa ad keppa upp um vidkomandi

banka og vid htfum nanast alltaf unnid hérna i pessum [va] prosessum, pannig ad. bannig
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ad vid erum greinilega ad hérna ad gera eitthvad rétt pvi vio erum pa greinilega med rétta
vOru og erum buin ad vinna ofbodslega mikid i grunnelementum i vérunni i sko skulum
vid segja kjarnanum, pannig ad vara en ordin solid. HGn stydur nana milljénir notenda og
buid ad vinna mikid i grunnkerfunum. bannig ad han polir mikla skélun til deemis sem ad
skiptir miklu mali pegar madur er ad vinna med stérum bonkum. En pad er mjég margt
sem vid hofum verid ad gera rétt. Goggi, Georg semsagt, hann hefur verid mjég duglegur
ad sinna sjalfur sélunni, pannig ad hann maetir yfirleitt a alla fyrstu fundi og pad er mjog
sterkt pegar ad vera med framkvaemdastjora sem er full force i sélu. Pvi hann pekkir
voruna alveg fra hérna fra préun og uppur. bannig ad ... og getur pa selt sig og sitt fyrirteki
sem radgefandi fyrirteeki lika i strategium og bankar hafa verid ad kaupa pad svolitid,
bannig ad vid erum med réttu visionina lika sko. Pannig ad petta er ekki bara, pu ert ekki
bara ad selja hugbunad, heldur ertu ad selja akvedna syn & hvernig netbanki framtidarinnar
4 ad lita. bannig ad ég held ad pad, pad hafi hjalpad mikid lika. Og pad sem hefur verid ad
gerast & sidustu 2 arum er pad kannski ad allir analystar sem ad fjalla um pennan markad,
pennan pfm markad, peir hafa nu tekid okkur inn i sinar skyrslur og greiningar, og par
héfum vid verid ad koma vel Gt i samanburdi vid okkar helstu keppinauta, pannig ad petta
hjalpar lika. petta er mjog flott tolupldgg sem er svo 6hadur greinandi er ad hérna ad taka
ut fyrirtaekio pitt. Pannig ad petta hefur skilad okkur lika.

Hver hefur verid mesta askorunin hingad til?

Eg held ad mesta askorunin hafi n(i bara verid, eins og Gttast er i fyrirteeki sem vaxa hratt er
bara ad managera vextinum, bara hérna i rauninni ad na utan um voxtinn skulum vid segja.
Eins og i okkar tilviki eru lika bara cash flow mal, p6 okkur hafi gengid rosalega vel i s6lu
0g svona, pa hérna tokum vid inn frekar litla fjarmégnun midad vid hvad vid stludum ad
vaxa hratt, sem veldur pvi ad vid veroum ad fa tekjur, veroum ad syna mikid adhald i
rekstri og allt petta og parna, en parna, pannig ad hvad eigum vid ad segja... ja hérna...
tekjurnar koma seint inn. I pessum innleidingaverkefnum faum vid nattarulega borgad fyrir
a medan & innleidingunni stendur, en licence greidslan sjalf kemur ekki fyrr en pa ert bdinn
ad launcha vérunni. Pannig ad ....

En er petta ekki mjog algengt hja sprotafyrirteekjum?

Ju, petta er mjog algengt, pad hefur bara gengid upp pu veist, pannig ad...

Med launin og...?

J4, stundum eru manadamotin teep en parna en petta hefur alla vega gengid upp. Vid héfum

purft ad fara inn & yfirdrattinn og svona. En pa koma pessar storu greidslur og pa eru paer
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banar ad dekka marga marga manudi fram i timann og nd erum vid bara komin i pa stédu
ad petta &r verour gert upp i hagnadi og ég held ad pad sé nd bara nokkud gott & 3,5 ari
[j&ha]. Pannig ad, og og framtidin litur bara mjog vel ut. bannig ad pessi atbk um aurinn
eru kannski ekki jafnrelevant & naesta ari. En hins vegar hitt ad stjorna vextinum verdur
alltaf challenge held ég. Hvad eigum vid ad pora ad rdda marga og hvernig & ad setja pa
inni verkin og parna.. begar pu @tlar ad vaxa hratt pa er petta mikil vinna.

J4, lika pu veist, hvort pu eigir ad vera ad rada aukamanneskju..

Ja og pad hefur verid sérstaklega pegar cash stadan er eins og han hefur verid kannski
framan af, pa er petta bara alltaf stersti hausverkurinn.. ba parft helst ad rada fimm til
vidbétar i hugbdnadarpréun en pua hefur eiginlega ekki efni & pvi. Pannig ad cashflow
skiptir verulega miklu mali ,ja, pannig ad barattan vid voxtinn og cashflowid, petta eru
constant &hyggjur, en na er sa timai ad klarast sko en n sjaum vid bjartari tima i pessu. En
betta er lika hollt fyrir mann ad passa vel upp & peninginn og hafa reksturinn stabilann og
skynsaman. Vid viljum helst ekkert missa petta Ur bondunum pegar pad fara ad fleeda meiri

tekjur i kassann [erud pid ekkert ad fara ad byggja hus vid fjérdinn?] nei haha...

Hvad er pad mikilvaegasta sem pid hafid leert af pvi ad alpjédavaedast? betta er svona
bdnus question.

Ja, pa segir nokkud sko. Eg hugsa ad Goggi veeri betri til ad svara pessu af pvi ad hann
hefur verid meira parna Gti. U getur nu kannski tekid pessa spurningu & hann svosem. En
vid hofum nattarulega ef vid hugsum petta sem hugbunadarfyrirtaeki, pa er nattarulega
bara, pa er gridarlegt, pa er... 6.. héfum vid 6dlast gridarlega pekkingu a bankakerfum
Olikra landa, hvernig pau virka og hvernig pau hérna lita Gt og & hvernig formi faerslur
koma og vid erum buin ad adlaga flokkunarkerfi ad mjog 6likum 16ndum. Pannig ad pad er
ofbodsleg reynsla inni i fyrirteekinu myndi ég segja og pekking sem ad er bara gulls igildi
myndi ég segja. En svo nattdrulega bara held ég ad s6lufolkid okkar hafi lika bara tekid
ansi parna ansi sto.. parna ansi mikla leerdomskdrvu a stuttum tima ja og svona helsti
leerddmurinn par er ad vid erum alltaf ad leera hvernig & ad verdleggja voruna. begar pu ert
ad byrja pa parna pa heettir pér til ad selja frekar odyrt. bu vilt parna na dilnum pvi pad er
svo mikilveegt fyrir pig ad geta synt.. pu ert kominn med banka i 6dru landi pvi dillinn

selur naesta dil, og nt erum vid ad n& miklu betur utan um petta.

J4, petta pricing deemi?
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Ja petta pricing mddelid og pad meikar bara meiri séns ad vera dyrari. Vid erum ordnir
stabilli og buin ad innleida nokkrum sinnum &dur og vitum ad vid getum petta og vid erum

ordnir géd i samningagerdinni og i pessum processum. Parna er ofbodslegur leerdomur.

Pid hafid kannski ekki gert rad fyrir pvi ad petta veeri svona?
Ekki kannski svona flokid nei. Svo er olikt umhverfi & milli landa. b parft ad vera med

l6gfreedinga sem pekkja viokomandi markad og allt petta.

Sem pid outsourcid er pad ekki?

Ju, vid héfum purft ad kaupa pa pjénustu. Vid hofum keypt alla 16gfreedipjonustu.

En eins og med menningu og svona, hafid pid verid ad lenda i einhverjum vandradum
med pad?

Pad er mjog olikur kaltar & milli landa en pad hefur ekkert verid ad fleekjast fyrir okkur.
betta hefur bara verid gaman. Vid hofum verid ad fa hopa til islands og bara synt peim
betta flotta land og svona panni ad pad getur lika hjalpad ad koma fra islandi og f4 sma

treat.

Vid holdum paad...

Ja, vid héldum pad nefnilega...

Interview ends
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Company: Fafu Play

Date: 4th of December 2012

Time: 11am

Duration: 31.42 minutes

Interviewees: Porunn Jonsdéttir & Hulda Hreidarsdottir

Interviewer: Inga Jessen

Started with a small talk about their new office at Laugavegur.

Hvernig fyrirtaeki erud pid, mjog einféld spurning?

Hulda: Daldid samt erfid spurning haha. Ja, vid erum ad selja leikefni til leikskola og proa
svona, vid erum samt eiginlega svona concept fyrirteki vio erum ekki beint bara
baningafyrirteeki, vid erum miklu meira ad kynna hugmyndafredina og reyna ad fa
kennara til ad hugsa petta upp a nytt og nota svolitid adra adferdafraedi til ad fa krakka til
ad leera. bannig ad ég held ad pad sé pad miklu frekar en buningafyrirteeki. Vid eigum
hérna svolitid erfitt med ad skilgreina okkur (laugh).

Komin Ut i svolitid annad heldur en upphaflega?

Pérunn: Jah, vid erum buin ad vera svolitid i svona préun a conceptinu bara Gt fra pvi sem
vid hofum laert um markadinn. Pannig ad eiginlega ja, vid erum i rauninni ad bua til
leikefni og studningsefni fyrir leikskola, leikskdlakennara, umm, svona sem ad ytir undir
opinn, ad nota opinn efnivid.

Hulda: pad er ad nalgast svona kannski kennslu i gegnum leik. Ad vid séum ekki alltaf ad
reyna og pa kannski meira vid i Bretlandi og annars stadar en & Islandi, pannig ad petta er
svolitid kannski ad kynna islenskan kaltdrinn par sem krakkar fa bara ad leika sér i fridi og
leera i gegnum pad i stadinn fyrir eins og i Bretlandi pa kannski priggja og halfs, fjogurra
ara pa eru pau farin ad leera stafrofio vid skrifbord pannig ad vid erum ad reyna ad fa folk
til ad sja ad pad er haegt ad nota adrar leidir til ad kenna, eda nd sému markmidum skoh pvi
islensku bornin standa ekkert verr pé pau byri ekki ad lzera ad lesa fyrr en 6 ara svona med
formlegum haetti. Pannig ad pad er svona [ja]basically pad sem gerir [...]

PArunn: betta var stutta utgafan [ja] (laugh)

Eg bara nyskopunarfyrirtaeki, eda pu veist bara teeknilegt fyrirteeki...

Hulda: ja, er pad svona...

Ja vid erum hugbunadarfyrirteeki, ja frabzert, en heyrdu, hérna
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Hvenaer vorud pid stofnud?
2009

Hvad eru margir ad vinna hja fyrirtekinu?
2

Erud pid buin ad fara inn & adra markadi heldur en islenska markadinn?
Porunn: J4, vid erum & breska markadnum, blnar ad vera par i ar, og i Bandarikjunum lika

adeins verid ad selja. [frabeert]

Hvener eftir ad pid stofnudud fyrirteekid forud pid inna adra markadi? pad hefur pa
veentanlega verid arid 20117
Porunn and Hulda: ja, 2011

Hver var megintilgangurinn ad fara inn a adra markadi?

Porunn: Eiginlega vorum vid svona Born Global fyrirteki og islenski markadurinn er ekki
nogu stor. Vid myndum aldrei né sjalfbaerni ef vid vera bara hér, nema vera bara svona
bilskdrsfyrirtaeki, og vid vildum pad ekki.

Hulda: Nei, og lika bara til pu veist ad hafa meira ahrif, eda pd veist, koma.... pad er na
kannski pad sem vid hofum verid ad strida vid erum ad vid etlum ad breyta heiminum og
vantar svona .. ad nd meira jafnveegi i pvi kannski og graeda peninga (laugh). bad er svona
kannski [samt lika ad graeda peninga?] Ja, ég er ad meina pad, ja okkur vantar sko svolitid
drive-id til ad graeda peninga sem ad kannski folk med annad perspective myndi hafa af pvi
ad vid einhvern veginn férum kannski i petta miklu meira Gt fra pvi ad , pa veist hafa ahrif
& umhverfid [ja]. Og sdum frama ad graeda peninga i kjolfarid. [ja ég skil]. pannig ad pad
er svona asteedan fyrir pvi vid forum 0t lika [ja, frabeert].

Erud pid med videigandi pekkingu eda/og reynslu innan fyrirtekisins til ad gera ytri
greiningu & erlendum mdorkudum, svosem markadsgreiningu, inngoénguleid &
markadina?

Hulda: Jaaaaa

Porunn: Ja ja, vid hofum pad, vid hofum bara ekki tima [petta er natturulega svolitid

timafrekt] en vid hofum alveg gert...
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Hulda: vid hofum alveg gert svona itarlegri greiningar , pad er bara spurning lika hversu
mikid peaer koma ad gagni. Pad er endalaust haegt ad fara i einhverja tolfredi en svo bara
begar pa kemur a markadinn, pa veist, eru pin skilabod ndgu skyr [mmm], pa veist, ertu
ad hitta rétta folkid, ertu ad byggja upp rétta tengslanetid, pu veist. Pad eru svo margir
paettir, sem tolfreedin segir pér ekki. [pad er samt reyndar bara, svona sma innskot, &i ég
atti kannski ad segja pad & eftir bara, ég parf ad skrifa petta allt nidur]

Hafid pid fengid utanadkomandi adstod til pess ad gera ytri greiningu & erlendum
morkudum, svona eins og markadsgreiningu?

bérunn: nei, skoh, vid fengum ... vid vorum i UH hja islandsstofu og pa fengum vid
einhvern hop af haskélanemum i mastersnami i alpjédavidskiptum sem attu ad gera svona
greiningu fyrir okkur, en toku eiginlega bara okkar markadsastlun og coperudu hana ..
Hulda: j&, vid fengum ekkert Ut ur pvi

porunn: vid fengum ekkert Gt ar pvi.

Hulda: ekki neitt [ok]

Pérunn: vid attum ad fa hana en fengum pad ekki.

Hulda: en vid fengum studning i UH verkefninu fra kennurum par og fra hépnum 4 pvi ad
kynna svona...

Pérunn: jah, en vid fengum ekki utanadkomandi...

Hulda: nei, ekki utanadkomandi [nei]kannski

Pdrunn: nei, svarid er nei.

Hulda: jah... mjdg skitt

Fengud pid einhvers konar adstod fra islenskum stjérnvéldum pegar pid vildud seekja
4 erlenda markadi, eins og Islandsstofu eda 6drum islenskum stofnunum eda
fyrirtekjum?

pérunn: ja, islandsstofu

Hulda: islandsstofu og lika Rannis i raun og veru. Vid fengum brdarstyrk [ja] sem er
markadssetningarstyrkur fra Taekniprounarsjodi, pannig ad ja, pad er svona helsta... Pad
eru samt eiginlega einu stofnanirnar sem vid héfum unnid med, vié héfum ekki til deemis
verid med Nyskdpunarmidstddina eda neitt ad viti.

pPoérunn: vid fengum samt, vist vid fengum styrk til markadssetningar fra
Nyskdpunarmidstod

Hulda: ja, en vid hofum ekkert nytt okkur pjonustuna peirra.
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porunn: Nei [nei]

Eru peir med einhverja pjénustu?

pérunn: ja ja

Hulda: peir eiga ....

Pérunn: j&, peir eru med alveg fullt af handleidslu og allskonar
Hulda: jaaa

pérunn: vid héfum bara ekki notad pad.

Fengud pid fullnaegjandi pjonustu fra pessum stofnunum eda fyrirteekjum, fra eins og
Islandsstofu og Rannis?

Hulda: jaa

pérunn: ja... reyndar sko med Islandsstofu pa er rosalega erfitt ad na sambandi stundum,
peir svara engum télvupdstum...

Hulda: pad er reyndar....

Pérunn: madur parf eiginlega bara ad meeta a stadinn til ad fa pjonustu, en vid komumst i
Euromonitor okeypis til demis

Hvad er pad?

Pérunn: pad er hérna svona gagnagrunnur, markadsgagnagrunnur med markadsgdgnum.

[talks about Euromonitor and how it works]

Hérna, vorud pid medvitadar um veikleika fyrirtekisins &dur en pid forud inn a
erlendan markad? b4 er ég ad tala um veikleika eins og framleidslugetu og ,eda attud
ekki nagilega mikinn pening, eda...?

Pérunn: Vid vorum medvitadar um pad, en vid hunsudum pad algjorlega

Hulda: J4, @tli pad sé ekki [petta er 6gedslega flott svar]

Hvada innri hindrunum hafid pid purft ad takast & vio pegar pid vildud sekja & adra
markadi, tild demis, vardandi starfsmannamal fyrirtaekisins, fjarmal, skortur &
upplysingum um adra markadi, skortur a aukaframleidslugetu osfrv.

Hulda: bara allt sem pd sagdir. Eg held pad sé samt lika adallega bara
fjarmagnsskortur.pad er alveg greinilegt ad pad kostar bara akvedid mikinn pening ad
koma med nytt vorumerki a nyjan markad, sérstaklega & alpjédlegum markadi. Og svo lika
sko vid erum bara tveer og pad hefur haldid rosalega aftur ad okkur [j&]. Okkur vantar folk,

en til pess ad fa folk vantar okkur fjarmagn.
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porunn: Basically vantar okkur fjarmagn.

Hulda: ja okkur vantar basically fjarmagn, og pad er lika bara held ég eitthvad sem island
kannski skilur ekki, badi pa Rannis og fjarfestar og svona. PU veist, pad er bara svo
rosalega litil reynsla & pvi ad byggja upp vorumerki & Islandi. bad er eiginlega bara Nikita,
[j&] basically eina- og Anderson og Lauth féru & hausinn, pannig ad pd veist einhvern
veginn, pad vantar pennan skilning & pvi hvad petta kostar og hvers virdi petta getur verid
til langs tima.

porunn: Sérstaklega sko Island hefur reynslu af , eda islenskir fjarfestar hafa reynslu af
merkjum eins og Ossur og Marel par sem peir eru ad fara inn & markadi sem eru kannski 3
fyrirteeki sem eru alvoru players & markadnum en vid erum ad fara inn & markad par sem
eru hundrudir samkeppnisadilar. Madur parf allt annad fjarmagn og svona 6druvisi sko..
Hulda: ja bara svona 6druvisi strategiu og pad er svo margt sem kemur inni sem ég held ad
allt, fyrir Island i heildina pvi vid eigum ekki alpjodlegt markadsfolk, vid eigum pad bara
ekki til. Vid eigum ekki folk sem hefur pessa reynslu og pekkingu og petta tengslanet til
bess ad stydja vid fyrirteki eins og okkur. Eg held ad pad séu rosalega margir sem ad
myndu graeda a pvi ef vio nedum okkur i pannig folk. bPad eru svo margir sem getu nytt

sér pjonustuna sko. Allir fatahénnudirnir og alls konar fyrirteeki sem ad vantar petta.

Ja, ef pad veeri svona fyrirteeki til 4 Islandi sem geeti hjalpad fyrirteekjum eins og
ykkur ad fara inna adra markad, kontakt og svona. Myndud pid nyta pad?

Porunn: vid myndum nyta pad en vid pyrftum natturulega ad hafa fjarmagn.

Hulda: vid myndum alveg pottpétt nyta pad ef ad pad veeri einhver sko reynsla & bakvid
pad, mér finnst pad svona, vid hofum verid ad skoda svona radgjof & islandi. bad er
rosalega mikid svona folk sem langar ad vera radgjafi og pu veist er kannski alveg med
menntun vid hafi, pad er bara svo mikid mikid lykilatridi ad folk hafi unnid i atléondum og
viti hvernig markadurinn virkar, pvi pad eru ekkert allir markadir eins og islenski
markadurinn. Og ég held ad pad sé kannski steersti veikleikinn, kannski faum vid pannig
utdr kannski CCP kannski,

Pdrunn: Latibaer kannski lika

Hulda: Latibaer. Kannski fara ad verda til einhverjir radgjafar utdr pessum verkefnum skoh.
Vonandi.

Hvada ytri hindrunum hafid pid purft ad takast a vid pegar pid vildud sekja & ad

adra markadi, eins og hindrunum fra islenskum stjornvoldum, umhverfistengda
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hindrunum & erlendum moérkudum- eins og menning, tungumal, efnhagslegt eda
pdlitiskt umhverfi?

Hulda: Gjaldeyrishoft, bara rosalega erfitt skattaumhverfi fyrir litid fyrirteeki sem er ad
reyna ad nota alla sina resourca til ad byggja eitthvad upp. bad er rosalega erfitt ad berjast
vid pad.

bérunn: har sendingarkostnadur til islands sem reyndar vid erum ad flytja allan lagerinn
nuna beint fra Nepal til Bretlands. Pad sem vid erum ad selja hér. En pad er égedslega dyrt
ad selja til og fra islandi. Pad er bara faranlegt sko hvad pad er dyrt.

Hulda: Og lika bara held ég sovna 6nnur hindrun er kannski lika bara pessar rosalegu 6liku
steerdir, madur er svo vanur hérna madur getur bara hringt i alla og [j&] og pad er bara allt
annad ad koma til Gtlanda par sem pu ert bara dropi i hafid sko. Vid erum ad reyna ad
byggja eitthvad upp strategiskt tengslanetio og kynnast folki sem getur sagt 6drum fra
okkur og la la la la. Pad er bara 6tralega mikil vinna og tekur rosalega mikinn tima. Og lika
ja, ja.. pa varst ad tala um ytri. [ja, pad er einmitt bara] ja, pad tekur bara rosa tima bara ad
koma einhvern veginn skilabodum négu skyrt fra sér og petta eru svo margir peettir sem

parf ad vinna i @ sama tima.

Pid vorud ad tala um pad ad kynnast hvernig adrir hugsa eda pu veist, pad
natturulega tengist menningu, pid purfid ad vita..

Pérunn: Ja, til deemis bara eins og pegar madur er ad hringja simtol til Bretlands pa er
eitthvad svona Phone adicat i gangi i Bretlandi. PG veist par sem pu byrjar a einhverju
smalltalk og djokar sma og eitthvad og vid kunnum petta ekki [nei]. Pad er ekkert mal ad
hringja til leikskdla a islandi, madur er eitthvad hvad segir, attirdu géda helgi og eitthvad
svona bla bla bla, en petta er allt 6druvisi i Bretlandi. pad fer eitthvad leikrit i gang pannig
ad vid hofum fengid vid erum med svona virtual office i Bretlandi par sem vid erum med
heimilisfang og pau eru ad sja um hitt og petta og vid hofum Iatid pau svona hringja fyrir
okkur pvi pau kunna petta. Og eins og a syningum par sem er eitthvad svona, vid hofum
verid med bresku folki & syningum, svona samstarfsadilum og par fer eitthvad svona lika
leikrit i gang pegar folk er ad tala saman, hvernig pad tjattar folk upp til ad fa pad til ad
koma & basinn og segir einhvern brandara- skytur einhverju og madur er eitthvad bara- er
petta videigandi. Og folk er bara haha en 6gedslega fyndid. betta er mjog skrytid sko, pad
er allt 6druvisi. Pad er rosalega 6lik menning hérna en i Bretlandi ..

Hulda: og 6rugglega er petta lika mjog 6likt og i Danmorku og Svipjéd [pad er pad]
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Hulda: ja- [small talk on Denmark] En mér finnst lika bara fyrir okkur, vid hofum purft ad
setja okkur inni breska leikskolakerfid, budgettid, pu veist hvernig hvada ord pau nota. Pad
eru svo rosalega margir paettir sem madur gerdi sér kannski ekki grein fyrir. bvi vid vorum
bara alltaf ad tala um okkar vorumerki svona eins og vid myndum tala um pad & islandi,
pannig ad vid purftum ad adlagast ad pvi . bad er svo mikil grunnvinna sem tekur tima og
kostar peninga.

porunn: svo gerdum vid lika rad fyrir ad pad veeri sama budget par, ad pad veeru bara
aramat. pad er ekki pannig. Pad eru skatta umhverfi fra april til mars og peir fa nytt budget
i april og vid eitthvad bara 60.. Pess vegna keypti enginn af okkur i febrdar.

Hulda: pad er svo margt sem parf ad setja sig inni. pad er alveg klart mal.

Erudi med eda farid pid eftir einhverri sérstakri stefnu eda notid pid einhverja adferd
begar pid sekid a erlenda markadi, pu veist fylgid pid einhverju mddeli eda?

Pdrunn: Nei, ég meina pu veist vid erum svolitid hoéfum bara verid svona ad byggja upp
tengslanetid og erum svolitid nana bara ad tala vid tengslanetid. bu veist. Hvada svadi i
Bretlandi veeri gott ad fara a.

Hulda: vid forum néattarulega & 3 syningar. Pad var svona, pad veeri lika bara til pess ad
kynnast markadnum, kynnast félki, sja hvort syningar eru malid, sem peer eru ekki sko, paer
eru ni meira svona social vidburdur meira en séluvidburdur. En samt var alveg mikilveegt
ad vid forum pvi vio kynntumst félkinu og erum ad byggja a pvi. En vid erum ekki med
svona ég veit ekki...

Pérunn: vid fylgjum engu modeli

Hulda: Eg pekki einu sinni hvada model pad veeri

Porunn: vid vorum einu sinni alltaf ad gera SWOT greiningar og Porter‘s five forces og
eitthvad. Og madur er alveg medvitadur um nuna er petta ordid svolitid pannig ad madur er
medvitadur um til hvers pessi madel eru en vid vitum hverjir eru veikleikar og petta er fint
begar petta er i samhengi vid hvernig petta er i vidskiptum, en nina er petta frekar eins og
svona partur af pvi hvernig vid hugsum an pess ad vid séum endilega med petta skrifad

niour sko.

Hvernig hafidi nad arangri & erlendum morkudum? Hafid nad arangri? pPid hafid
nattdrulega nad ad selja eitthvad, sumir hafa bakkad at.
Hulda: ja, pad er ekki option okkur ad bakka Ut ...

pPérunn: ba hattum vid
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Hulda: pvi islenski markadurinn er of litill, pad er bara pannig. Vid héfum alveg selt
eitthvad. Vid hofum ekki alveg selt eins mikid og vid &tludum ad selja & pessu ari, petta
hefur adallega bara verid...

Porunn: Vid hofum farid i ferdir ut a svona Road Show.

Hulda: Vido hofum selt eiginlega bara i gegnum tenglsanetid. Vid héfum lika verid ad
heimsakja leikskdla og selt peim

Porunn: vid hofum kynnst lika mikid af folki i gegnum LindedIn [ja] og hitt folk.. Hulda
hefur lyst eftir folki, vid erum ad koma til Bretlands og okkur langar ad hitta svona like
minded folk

Hulda: svo i jantar erum vid ad byrja med program par sem vid erum med kennara sem eru
meira svona radgjafar og fara inn & leikskdla og eru med svona training sessions. Peir eru
ba ad selja fyrir okkur namskeid og buininga pannig ad hver leikskdli kaupir eitt sett af
baningum og fer pa tveggja tima namskeid fyrir tvo starfsmenn med og pannig &tlum vid
ad reyna ad na svona, adeins ad struktira petta betur pannig ad vid séum ad na pessu i
brepum. Vid erum buin ad vera med svo margt i gangi sem var alveg naudsynlegt svona til
ad skilja markadinn, kynnast folki og svona og nina purfum vid ad gera petta miklu meira
i skrefum fra A til B og B-C, taka petta i litlum bitum. [pad er nG nokkurs konar strategia],
ja ja, en pad er ekki alveg eftir bokinni. Madur parf ad finna sér leid til ad skala petta upp
bannig ad vid séum ekki sjalfar ad fljuga til Bretlands, pad er alveg buin ad vera hindrunin
okkar nina. bad er buid ad vera allt of dyrt og tekur svo mikinn tima og orku fra manni. PG
veist pegar madur er i viku eda tveer i Bretlandi, pa fer vika adur i ad klara ad undirbla allt
til ad boka, svona sidasta tima &dur en pu ferd Ut ertu pinu stressud og svona. Svo pegar
madur kemur heim eru svona 2 vikur i followup og petta er bara, petta drepur alveg heilu
manudina sko.

Pid erud nattUrulega i Bretlandi nuna en &tlid ykkur ad fara innd adra markadi,
pannig ad vera med svona strategiu til ad rada kennara til pess ad fara inn og kenna..
Pad er pad sem pid verdid ad gera hvort sem er pvi pid eigid ekki eftir ad kunna
tungumalid i peim I6ndum sem pid erud ad horfa til.

Hulda: ja, ég hugsa ad vid byrjum.. Vid erum ad fa mikla svorun fra Bandarikjunum,
Kanada og Astraliu, vid vitum ekki alveg afhverju, en par er svo mikid folk sem er ad skra
sig a postlista hja okkur. bpannig ad vid sjaum framd ad halda okkur innd svona
enskumalandi mérkudum pangad til vido erum ordnar sjalfbeerar

Pdrunn: P4 getum vid kannski styrt markadsefninu miklu betur i stadinn fyrir ad treysta a

einhvern annan til ad fara ad pyoda.
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Hulda: pad er rosalega svona eins og i byskalandi par sem ad er rosalega goédur markadur
fyrir okkur en vid erum alveg mallausar, pad er rosalega mikil hindrun. Madur pyrfti
eiginlega ad hafa fjarmagn til ad rada einhvern, annad hvort einhvern pjdédverja sem byr &
Islandi og getur styrt kennurunum Uti, eda Pjodverja sem er i byskalandi pd veist ég veit
pad ekki.

PArunn: og p6 svo ad Pjédverjar tali i dag mjog géda ensku ad pa samt eru ndmskeidin
alltaf ad fara fram & pysku.

Hulda: og namskeidin purfa alltaf ad fara i gegnum akvedid adldgunarferli pannig ad pad
henti namskranni & pvi sveedi. Pad er svona fyrir utan nattdrulega alla pydingavinnuna. bu
veist, farinn ad vera virkur & pyskum eda donskum markadi og parft eiginlega ad vera med
vefsidu & pvi tungumali

Pérunn: fyrir utan pad ad byskaland er alveg ageetlega vel sett i leikskdélamalum og
Nordurlondin pvi vid hofum verid ad peela, eigum vid kannski frekar ad fara pangad. pad
er audveldari sala & buningunum per ce

Hulda: en pad er ekki heildarkonceptid okkar af pvi ad vid sjdum frama ad fara ad selja
miklu meira af vorum sem eru rafreen namskeid, rafreenar beekur par sem vid erum ekki
med pennan framleidslukostnad..

Porunn: enginn breytilegur kostnadur

Hulda: pannig ad hérna..

Pérunn: en pa erum vid heldur ad fara ad selja pad & enskumelandi mérkudum heldur en i
Vestur-Evrépu pvi par eru pessi mal i godum farvegi, & pvi skolastigi sem vid erum ad
vinna a. Pa er bara pinu svona hamingja.

Hulda: Peir eru ekkert ad leita mikid ad einhverju nyju.

Pérunn: pa vantar ekkert.

Hvagd er fyrirtekid ad gera sem gefur pvi samkeppnisforskot?

Hulda: | fyrsta lagi erum vid ad gera buninga sem eru opnir og vid erum eiginlega bara
eina fyrirteekid i heiminum ad gera pad. Flestir buningar sem leikskdlar nota eru
I6ggubuningur, prinsessubuningur og svona flest baningafyrirtaeki eins og i Bretlandi eru
ad selja pannig baninga, baninga sem hafa akvedinn tilgang, en okkar buningar byggjast
meira a svona Lego hugsun, par sem pu getur sett hluti saman og buid til pad sem pu vilt
atar pvi. pad er akvedid samkeppnisforskot svona eins og med voéruna. En svona &
heildarkonceptid held ég ad pad sé bara svona hugmyndarfradin, ja.

PArunn: pad er i rauninni, skoh, samkeppnisadilarnir eru alltaf ad selja vorur fyrir born.

Peir eru ad selja kubba og eitthvad svona fyrir bornin. Pad sem vid erum ad fara ad gera er
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ad fara meira Ut i ad styrkja starfsfolkid inni & leikskdlunum og veita pvi studning, af pvi
ad til deemis i Bretlandi er starfsfolkid litid menntad. bad tekur kannski namskeid sem er
kannski nokkrar vikur eda manudir og fer svo ad vinna & leikskdla & medan hér er petta 5
ara haskolanam. pannig ad pegar madur kemur med eitthvad nytt inn & leikskola, pa hugsar
starfsfolkid — hver er minn stadur i pessu hérna ferli, hvad & ég ad gera vid petta, ég skil
pbetta ekki. bannig ad vid vildum frekar veita starfsfolkinu studning pvi born eiga ekkert i
vandraedum med ad skilja petta. bannig ad starfsfolkid fai kannski svona endurmenntun og
svona... bad er enginn i rauninni ad gera pad. bad er hagt ad fara i einhverja svona pjalfun,
en han ...

Hulda: ja, pad er litid frambod, pad sem vid viljum gera i gegnum pessi rafreenu gégn og
viljum i rauninni fara ad byggja eitthvad tengslanet af kennurum pannig ad vid sem ad
ytum samskiputum peirra & milli og séu ad bua til kennsluefni til ad deila med 6drum og
svona. Og reyna i raunninni ad f4 fram pessa endurmenntun pannig ad vid erum ad reyna
ad fa folk upp & petta skandinaviska plan an pess ad rikid og leikskolarnir purfa ad borga
fyrir pad eda ad purfa ad senda pad i haskdla sko. Pannig ad vid viljum vera med i raun og
veru svona rannsdknargdgn og hugmyndafraedi & svona mannamali. Pannig ad pad verdi
adgengilegt, ekki timafrekt, parft ekki ad lesa heilar 50 bladsiour af ranns6knum, parf ekKki
ad hafa heila eda proska til pess ad skilja basic peelinguna i pvi sko, pannig ad pad er
kannski svona a heildina litid okkar forskot og okkar framtidarsyn er ad vid viljum vera
stadurinn sem pa ferd & til pess ad kynnast 6drum leikskolakennurum. Pannig ad vid
viljum tengja leikskolakennara fra Island vid Astraliu, Kanada og Ameriku..

porunn: Vid erum lika svolitid svona ad flytja Ut islenska leikskélamenningu

Hulda: ja pad er rosalega vinszlt. Vid htfum haldid ndmskeid i Bretlandi um pad hvernig
leikskdlar virka. Og peim finnst bara pad ad bérn megi leika sér pangad til pau verda 6 ara
bara Gtdpia og sko leikskdlakennari & leikskéla & islandi meetir bara i vinnuna og sér bara
hvad krakkarnir eru ad gera. Pad er nattarulega akvedio plan, hvildartimi, hadegismatur og
svona. En pad er ekki eins og i Bretlandi par sem pu parft ad vera med skyrslugjof um
hvert einasta barn, pu parft ad skra : Tjo leerdi A fimmtudaginn 17.mars. Eg kenndi honum
bad. Svo parftu helst ad vera med mynd af honum [i alvéru?] ja pad er rosalega 6likt og
pad sem er i raun og veru. ... Vid erum med niutiu og eitthvad prosent rikisrekid og peir eru
med niutiu og eitthvad prosent einkarekid. Og vid erum med miklu haerra menntunarlevel,
beir eru med ekkert menntunarlevel, petta eru algjorar andsteedur.

PArunn: vid erum med minna svona red tape, peir eru med meira
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Hulda: peir eru med meira sko. beir eru med rosalegan struktdr og rosalegar hindranir fyrir
kennara til pess ad geta sinnt sinu starfi vel af pvi ad peir beri ekki abyrgdina sjalfir heldur
einkaadilar. Og af pvi ad peir eru ekki med menntun, er ekki haegt ad treysta folki. Pannig
ad petta er svona traust issue sko hvernig og okkur langar ad vinna svolitid med opinberum
adilum lika i ad skilja hvernig vid getum motiverad kennarana, hvernig getum vid
endurmenntad pa pannig ad peir geti, pu veist, pannig ad hagt sé ad treysta peim. bad er
svolitid mikilveegt svo peir geti i raun og veru unnid vel med bérnum. [small talk about
schools in France, Sweden and UK and that Icelandic children walk alone home from
school].

En petta er nattdrulega mjog metnadarfullt.

Pérunn: og vid byrjudum & allt 6drum stad en vid erum i dag.

Hulda: ja og pad er kannski lika vandamalid, pad tok okkur alveg fyrstu 2 arin i ad fatta
hverjar vid vorum

Porunn: og hvernig & ad adlaga voruna ad markadnum

Hulda: vid héldum ad varan eins og han er svona opinn leikbaningur, vaeri svo gedveikt ad
allir myndu kaupa pad, en svo skilur madur sko pessa 6liku menningarheima, folk sem sér
vOruna og kaupir peer i Bretlandi og Bandarikjunum, pad eru svona Mdggu Palur Bretlands
og Bandarikjanna. bad er svona folk sem er ad reyna ad breyta og er komid & annad level
0g pad er svona kannski stersta utanadkomandi hindrun okkar, pad er ad vid prufum ad
breyta folkinu..

Porunn: en vid purfum audvitad lika ad adlaga okkur ad markadnum.

Hulda: J4 j4, en pad er, pad var ad koma Gt ny namskré i haust i Bretlandi sem gerir krofur
ad meiri frjalsum leik og er ad faera sig naer Nordur Evropu og byskalandi. Og svona folk
sem ad er ad vinna i svona local authority og er ad bera abyrgd & eftirliti med leikskélum
0g svona, peir skilja petta og vilja breyta pessu en petta er nattirulega bara eitt stort
verkefni ad breyta heilu kerfi.

porunn: breyta kerfi i landi sem madur hafdi ekki komid til fyrir 3 &rum, 2 arum.

Hulda: vid erum kannski ekki ad breyta kerfinu, en erum kannski ad stydja pa i pvi. Vid

erum kannski med lausnir sem stydja peirra i raun og veru vidleitni til ad breyta...

Hver hefur verid mesta askorunin hingad til pegar pid hafid sott a erlendan markad-
mesta hindrunin til deemis?
Fjarskortur og sala- ad loka sélum, ad vera med eitthvad svona skyrt séluferli, pvi fyrst

begar pu ferd inn a nyjan markad ertu kannski bara ad leera. Pu parft einhvern veginn ad na
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s6lunni og par sem vid erum med pessi namskeid og finna einhverjar svona leidir par sem

petta gengur upp.

Hvad er pad mikilveegasta sem pid hafid leert af pvi ad alpjodavaedast?

Porunn: hvad tengslanetid er mikilvaegt

Hulda: j&

Porunn: bu ferd ekki a nyjan markad nema kynnast, eda kemst ekki inn nema kynnast nyju
folki

Hulda: Tenglsanet numer 1,2,3. Vid erum lika buin ad leera hvad petta kostar mikid beaedi i
vinnu og peningum.

Pérunn: Vid vanmatum rosalega hvad petta myndi kosta

Hulda: A sama tima erum vid buin ad kynnast fullt af folki og kynnast folki i gegnum pad
folk og péa attar madur & sig samt lika & pvi hvad heimurinn er litill og pa veist, petta er
haegt- ad pu hefur rétta resourcanna. Petta er ekkert, petta er kannski ekkert eins og ég held
ad morg islensk fyrirteeki sjai eitthvad svona aljpddamarkad sem eitthvad svona pu veist
algjorlega eitthvad framandi erfitt og stort en ef petta er haegt ad gera petta a réttan hatt og
alltaf aftur til fjarmagnins, ef madur feer naegt fjarmagn, pé er petta doable.

Porunn: Ja, madur parf ad vera med sko polinmott fjarmagn og pad parf ad vera rymi til
bess ad leera, rymi til pess ad fara & nokkrar syningar og fatta ad syningar séu ekki malid og
ba er pad bara ok pa leerdum vid petta og eiga pa samt fjarmagn til ad gera pad sem parf ad
gera pegar madur er madur er blin ad leera & pvi...

Hulda: Eg held ad pad sé edlilegt hja ollum fyrirteekjum, madur fer ekki inn & nyjan

markad og sigrar hann & einu ari . Pad eru allir ad leera og adlaga sig.

Interview ends
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Company: ODIN Software

Date: 5th of December 2012

Time: 10am

Duration: 21.12 minutes

Interviewee: Arni Gunnar Ragnarsson

Interviewer: Inga Jessen

Hvernig fyrirteeki er petta?

Ef pa hefdir spurt mig fyrir ari hefdi ég sagt ad vid verum hugbunadarfyrirteeki.En vid
skilgreinum okkur sem ferdapjonustufyrirteeki. Sem breytir pvi nokkud hvernig vid
hugsum um kannann okkar og okkur sjalfa. Pad er miklu audveldara ad nalgast kinnana
eftir ad vid forum ad hugsa um okkur sem ferdapjonustufyrirteki. Pegar vid byrjudum med
petta atludum vid bara ad selja hugbunad p.e. hugbunadarfyrirteeki. Svo var beina val
okkar bokunarfyrirteki fyrir ferdaskrifastofur. Pa vorum vid i ferdapjonustuninni og erum
hluti af landsambandi fyrir ferdapjonustu. Vid erum hluti af peim geira og litum a okkur

sem ferdapjonustufyrirteeki.

Hvenear voru pid stofnadir?
Fyrirtekid var stofnad 2006.

Hvad eru margir sem vinna hérna?
6

Og erud pid buin ad fara inna adra markadi heldur en Island?
Sko. Vido erum med vidskiptavini i Portlgal, Bretlandi, Bandarikjunum, Danmdorku,

Svipjod og islandi.

Ok. bad er bara nokkud stért.

Ja vid erum bara alveg satt vid pad.
Hveneer eftir ad pid stofnudud fyrirtekid forud pid inna adra markadi?

Sko fyrsti erlendi kanninn kom 2008 eda 2009. Eg er ekki alveg viss.Eg get fundid pad &

heimasidunni.
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Allt i lagi. Pad parf bara tjekka hvort pad sé innan priggja ara eftir ad fyrirtekid var
stofnad.

Hérna. Hver var megin tilgangurinn ad fara inna adra markadi?Pu veist, hver var
astedan?

Ja. Sko. Bokunarkerfid er rosalega stort og vidamikid.Og alveg 6trulega flokid fyrirbaeri
sem ég skil stundum ekki sjalfur sko. Hérna.. markadurinn fyrir petta hérna & Islandi er
ekkert svo rosalega stor. bad er ekki rosalega morg fyrirteeki hérna a islandi sem geta keypt
svona stéra hugbunad svo vid saum eiginlega enga adra leid til pess ad vaxa og gera

eitthvad almennilegt Ur pessu 6druvisi en ad fara med petta svona.

Ja einmitt. Pad segja pad nu flestir sko. betta er svo litill markadur hérna.

Ja, bad er alveg haegt ad vera a litlum markadi og gera pad bara fint. Vid getum alveg
verid hér og bett vid okkur innlendum fyrirtekjum og i rauninni tekid meiri
markadshlutdeild heldur en vid héfum i dag og haft pad bara ageett. En hins vegar eru
vaxtamoguleikarnar sko svo miklir erlendis. Sem sagt veldisvoxturinn Sko bara

margfaldur.

Erud pid med videigandi pekkingu eda reynslu innan fyrirteekisins til pess ad gera ytri
greiningu & markadi erlendis sem sagt markadsgreiningu, inngénguleid & markadi
osfrv.

Vid erum med framkvaemdarstjora sem hefur alpjédlega reynslu i baedi hugbinadi ja og
hérna i IT geiranum og vann hja Oracul i 6 & sem verkefnastjori var hérna hja EJS i
nokkur ar vid ad selja hugbunad erlendis. Pannig ad par hofum vid ageetis pekkingu i

hvernig a ad nalgast markadinn Qti.

Hafid pid fengid utanadkomandi adstod til pess ad gera ytri greiningu & erlendum
morkudum?

Vid héfum adeins verid i samstarfi vid Islandsstofu [j&] Férum & syningu nana peir
hjalpudu okkur adeins med pad nuna i ndvember. En i svona markadsgreiningu og
svoleidis, vid erum ekki alveg komnir pangad ad vilja, sko, ad vilja greina markadinn
erlendis markadinn svo mikid.Nei vid hofum ekki nytt okkur neina hjalp i pvi.

Fengud pid einhvers konar adstod fra islenskum stjornvéldum pegar pid vildud sekja
4 erlendan markad, eins og lIslandsstofu eda 6drum islenskum stofnunum eda
fyrirteekjum?

133|Page



J4, vio hofum s6tt um og reynt ad komast i styrki frd Rannis sem eru hérna atladir fyrir
svona markadssetningu sko svona markadsstyrki [ja] En vid hofum bara ekki fengid pa.
pad er kannski bara klaufaskapur af okkar halfu ad vera ekki badi bdin ad sekja nogu

mikid um og gera pad bara nogu vel.

pad er lika haegt ad seekja um svona skattaivilnanir og svona.
Ja vid gerdum pad einmitt. Pad er sko ymislegt i bodi. Vid reynum ad nyta pad svona eins

0g Vvid getum.

Hafid pid fengio styrk fra peim?
Nei.

Hafid pid fengid fullnaegjandi pjonustu fra svona eins og Islandsstofu og Rannis og
svona?

Ja og nei. [ ordi, ef vid tdlum kannski bara um Rannis. [ ordi eru peir rosalega hjalpsamir.
Og i ordi eru peir rosalega jakvadir og segja : Petta verdur ekkert mal pua feerd alveg styrk
og komdu bara, vid skulum bara fara yfir petta. Petta verdur ekkert mal sko. Svo tveimur
manudum seinna fer madur nei og feer bara einkunn sem er bara falleinkunn og hvad
vorud pid ad pala? betta er rosalega skritid umhverfi. Og hérna, vid bara hofum bara ekKi
bekkinguna a hvernig & ad fara i pennan prosess . bennan styrkjaprésess sko. pad er

eitthvad sem vid purfum ad laga sko.

Ja ef pid purfid styrki pa purfid pid pad.

Ja ja i stadinn fyrir ad vera ad elta styrkina pa reynum vid bara ad fa tekjur i stadinn [j&] og
erum pu veist & mjog godum stad par. A endanum pa pu veist pa. Til lengri tima litid pa
hvort er betra? Eg veit pad ekki. En ad sjalfsdgdu ég meina petta eru , geta verid alveg po
nokkrir miljardar sem pa getur fengid i styrki. Pad er kannski ..

Pu parft ekki ad borga til baka.

Nei, ndkvaemlega. Vid a&tlum ad reyna ad gera petta betur 2013.
Ja ndkveemlega.
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Vorud pid medvitud um veikleika fyrirteekisins adur en pid forud inn & erlendan
markad? ba er ég ad tala um veikleika eins og héfdud pid kannski ekki négu mikinn
starfmannafjolda,

Ja, ég held ad pad sé svona steersti hlutinn sko. bad ad vera ekki ndgu stor og og geta ekki
synt fram & svona truverdugleika. Pad snyst svona eiginlega meira um pad heldur en svona
x fjolda starfmanna. Heldur ad geta verid med pannig kdnnalista ad madur sé tekinn
traanlegur erlendis. PG veist ,hvad eru pessir med einhverja 5 kanna & Islandi ad vilja upp &
dekk hérna i Bretlandi? pad er nu adalega pad sem hefur pveelst svolitid fyrir okkur. Pad er
ad koma. Svona eftir pvi sem vid batum vid okkur fleiri kinnum erlendis pa verdur petta

audveldara og audveldara.

Hér kemur eiginlega bara naestum svipud spurning sko. Hvada innri hindrunum
hafid pid purft ad takast & vid pegar pid vildud sekja & adra markadi, til deemis
vardandi starfsmannamal fyrirtaekisins, fjarmagn, skortur a upplysingum um adra
markadi, skortur a aukaframleidslugetu osfrv?

Vid erum nattarulega i peim bransa ad starfsmannamal eru bara endalaus hofudverkur. Vid
erum ad leitast vid ad baeta vid folki en pad er bara ekki til folk til pess ad framleida pad

sem vid erum ad framleida. Pad er huge, huge mal fyrir okkur.

En adlagid pid ekki alltaf viruna ad hverjum vidskiptavini?

Vid erum bara med Odinn, hann er bara svona. bannig ad breytingar sem vid gerum fyrir
einn paer koma bara inn i kerfid fyrir adra. bar erum vid ekkert svo sveigjanlegir. Varan er
bara svona. En hinsvegar erum vid alltaf i stddugri préun og ef ad pad koma fram 6skir um
breytingar pa er pad ekkert mal. Svo kannski hlutir eins og ad finna hagtélur, finna sterd
markada po pad sé bara hérna & islandi. Vid vorum t.d. ad reyna ad greina islenska

ferdamarkadinn um daginn pa voru nyjustu tlurnar sidan 20009.

Pad var ekkert ad marka peer sem sagt?

pad er rosalega erfitt sko. Af pvi ad pad er buinn ad vera svo rosalega mikill voxtur. 15% -
20% voxtur & ari sidan 2010. betta er rosalega erfitt og petta er ennpé erfidara erlendis. Vid
vorum ad klara vidskiptadzetlun bara ndna fyrir tveim vikum sidan. betta var bara
héfudverkur daudans. Ad reyna ad greina steerd markadarins erlendis. Pad er bara ekki
haegt. Pad er ekki hagt
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pad var ein ad segja mér eitthvad i geer sem heitir eitthvad Europol eda eitthvad. Eg
man ekki hvort Islandsstofa er med pad eda Nysképunarmidstdd. betta er svona
gagnagrunnur fyrir erlenda markadi. Par geturdu farid inn og séd télur einmitt um
.hagtolur fra 6llum Ié6ndum i Evropu.

Ja ok. Svona einhvers konar midlaeg gagnageymsla

Svona eins og Hagstofan med allt a einum stad allt fyrir Evropu.

Ja ok Europol.

Ja Euro eitthvad. betta er einhvers konar gagnagrunnur sem paer eru med getur
fengid adgang ad honum ef pu bidur um pad.

I gegnum Islandsstofu?

Ja ég held pad ja.

pad er eitthvad sem vid purfum ad skoda.

P4 geturdu kannski flett upp hvernig ferdamarkadurinn er i 6drum I6ndum.

Ja ok

Alltaf ad leera eitthvad nytt.

Hvada ytri hindrunum hafid pid purft ad takast & vid pegar pid vildud sekja & adra
markadi, eins og hindrunum fra islenskum stjérnvéldum, umhverfistengdar
hindranir & erlendum moérkudum (menning, tungumal, pdélitiskt eda efnahagslegt
umhvefi)

Vid hefum ekki lent i neinum svona tungmala- og menningalegum vandraedum pannig

séd. bad hefur allt gengid rosalega smooth. bad kemur lika af pvi ad peir sem vid erum ad
vinna med i pessum l6ndum eru islendingar ad hluta til. Sem eru ad reka fyrirtaeki erlendis
og eru ad selja folki ferdir til islands. Vid héfum ekki lent i neinu veseni. pad eina sem
natturulega er vesin eru pessi gjaldeyrishoft. pad er pad eina sem pveelist eitthvad fyrir

okkur. Og eftir pvi sem vid steekkum meira pvi erfidara verdur pad.

Pad & kannski ad fara ad stofna Odin punktur eitthvad se?
Vid erum ad horfa & fyrirteeki sem vid eltum svolitid. Eins og Meniga og fleiri sko. Pau
hafa lent i storum vandreedum med petta. Hvernig & ad saekja um undanpagur og svoleidis.

petta er mikill prosess sko.

Pau eru nattarlega med fyrirtaeki i Svipjod.

Ja pau eru med skrifstofu i Svipjod og stofnudu détturfyrirteeki i Danmorku.
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Ja pid verdid einhvern veginn ad komast fram hja pessu. En pad er samt rosalega
leidinlegt.

Ja og petta er vesin. bad er erfitt ad gera petta sko. Petta er ekki bara ad fylla Gt eitthvert
blad og svo er petta komid. Pad kemur til med ad verda okkur erfitt sko. betta verdur

okkur pinu hindrun. En vid komumst yfir pad eins og allt annad.

Erud pid med einhverja sérstaka stefnu eda einhverja sérstaka adferd pegar pid sakid
a erlendan markad, ss. bu veist, erud pio ado hugsa eitthvad svona “okei ,pegar vio
e&tlum ad reyna ad komast inn & pennan markad, pa setlum vid first ad gera petta, svo
etlum vio ad gera petta”. Erud pio med eitthvad svoleiois?.

Ja vid natdrulega.. i pessari vidskiptadaetlunarvinnu pa forum vid svolitid i gegnum pad
hvernig vid etludum ad komast inn a erlenda markadi. Vio erum med akvedna strategiu i
pvi [j&]. J4, vid erum buin ad leggja pad nokkud vel nidur fyrir okkur hvernig vid &tlum ad
gera hlutina. En hvort pad virkar svo hins vegar pad & svo eftir ad koma i 1jés. P& bara
breytum vid pvi. Madur hleypur & nokkra veggi og svo snyr madur i adra att.Vid erum bara
nokkud solid med petta [frabeert].

Hérna.. Hvernig erud pid ad gera hlutina 6druvisi en keppinautar ykkar?

Keppinautar erlendis?

Ja, eda bara hér eda pu veist, hvernig, svona competitive advantage [ja], hvad erud
pbid ad gera 6druvisi?

Skooooo...

What makes you special?

pad eru hlutir i hugbunadinum sem eru unik sem eru ekki i 6drum svona kerfum. Vid
héfum verid ad reka hér & islandi pad sem heitir ferdaping. Sem er svona klasi sem er fullt
af fyrirteekjum inni i sama kerfinu og 61l ad vinna saman. Pad er t.d. madurinn sem tok af
okkur fundarherbergid hann er med flugfélagid Ernir. bPeir eru med allt sitt asetlunar flug
inn i kerfinu og nota pad bara sem sitt adal kerfi. Svo er fullt af 6drum séluadilum inni i
kerfinu sem eru ad selja flugid hans bara beint. Pad er pad sem gerir okkar kerfi svona
unik. pad verdur okkar leid ad markadi erlendis. bad ad reyna ad finna svona klasa,
landfraedilega eda af einhverjum 6drum asteedum , af fyrirteekjum sem eru ad vinna saman
og par hofum vid alveg klart advantage fram yfir 6ll onnur kerfi. Eg hef ekki séd neitt
svona adur. Par liggur okkar special??.
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Pid erud med petta allt nidurnjorfad

Eg get sagt pér pad ad hefdirdu komid fyrir svona tveimur manudum sidan hefdi ég getad
svarad helmingnum ad pessum spurningum. Eg er ekki ad joka. Vid erum i fjarfestaleit ad
fa peninga inn i félagio og purftum ad gera bara alvoru vidskiptaaztlun, pu veist, han er
38 bladsidur sko. Og pad var rosalega mikil vinna en vid fengum lika alveg rosalega mikid
at ur pvi. bannig ad vid erum med nokkud gott plan.

pad er lika bara traverdugt ef madur er med eitthvad svona frekar en eitt blad.

Vid férum med bara med powerpoint kynninguna og téldum okkar vera rosa hipp og cool .
Svo pegar kynningin var buin sagdi madurinn bara og hvad svo. Vid bara hvad meinardu?
Ja okey gefid mér bara rekstrarasetlun naestu 5 arin.Ha..ha

Ju ja. petta var allt hérna uppi i hausnum sko. betta var bara spurning um ad koma pessu i

einhver n struktur og koma pvi nidur & blad.

Hver hefur verid mesta askorunin hingad til pegar pid hafid sott & erlendan
markad?Mesta hindrunin eda eitthvad sem pid hafid purft ad kljast vid?

Pegar vid hofum fengid tekiferinpegar pad er ad segja pegar pau hafa komid hefur petta
verid nokkud smooth. Og af pvi ad vid héfum hingad til verid ad fokusera & markadinn
innanlands en vid héfum ekki aktivt verid ad sakja erlendis. beir sem eru hja okkur i
pessum 5 erlendum I6ndum hafa i rauninni bara komid til okkar. Vid htfum ekkert svona
fario svona sérstaklega og reynt ad beta vid okkur kinnum. begar peir hafa komid til
okkar hefur petta gengid nokkud smooth.

En eins og network hérna vidskiptasambdnd, finnst pér pau ekki hafa stoppad ykkur
i ad sekja & erlenda markadi, eda?

JU, ja audvitad er petta miklu, miklu audveldara hérna. Her er alltaf einhver sem pekkir
einhvern og pad er mjog audvelt ad komast & svona personulegu level med peim sem taka
akvardanir. Vid forum sumarid 2009 pa férum vid i svona prufuherferd Gti i Bretlandi. pad
hafdi samband islenskur gaur fra Bretlandi og sagdist geta selt fyrir mig kerfid i Bretlandi.
Hann hringdi kalt i ferdaskrifstofur, i i London . pad er ekkert audvelt ad gera. Ef pu atlar
ad hringja svona kalt i einhvern. Ppad parf alveg sérstakar typur af manneskju sem kemst
ad einhverju sem ma taka &kvardanir ut fra. Pad getur tekid einhverja manudi. Vid hofum
verid ad hlera og tala vid énnur fyrirteeki sem eru kannski komin adeins lengra heldur en

vid og pad er einmitt pad sem pau eru ad segja. Teygjan i pvi ad komast ad peim sem tekur
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einhverja akvordun og svo ad taka dkvorduner rosalega vandasamt. Madur heldur ad pad sé
heaegt ad klara petta & nokkrum vikum bara ad kyla & petta og fara svo ad vinna.En uti er
betta allt annad. bad er nokkud sem vid purfum ad adlaga okkur ad. Akvardanarprdsessinn
er allt annar.

Pad er kannski best ad hafa einhvern Gti sem ag ...........ccccceevevvnene,

Ja pad er i rauninni planid okkar pad er ad vera med lokal adila i hverju landi og vid hofum
svona adeins verid ad vidra petta vid nokkra adila sem okkur hefur litist vel & sem sagt i

Evropu.

Pid virdist vera med petta allt planad?

NU kemur bonus spurningin. Hvad er pad mikilveegasta sem pua hefur laert af pvi ad
alpjodaveedast?

Eg held allavega fyrir mig personulega og kannski sem adaleigandinn ad vera svona
svolitid ,,cocky* og vera svolitid medvitadur p6 vid séum hér In middel of Fucking
nowhere i landi sem enginn veit hvar er. Pad veit enginn um petta land p6 vid héldum pad
pa er enginn ad pela i pvi hvar Island sé. Pegar pu fattar pad ad ttlendingar couldn‘t care
less pa & madur samt ad vera svolitid cocky og vita pad ad vio getum alveg gert petta alveg
jafn vel og allir hinir. b6 svo ad hinir séu i 6llum finu borgunum med flottu skrifstofurnar
ba er pad ekki pad sem skiptir mali og allt pad. Vid getum alveg buid til jafn gdda véru og
allir adrir. bad tok mig pinu tima ad fatta pad. En nuina erum vid bara rosalega cocky sko.

Pad er bara svoleidis.Vid vitum alveg hvad vid erum ad gera.
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Company: Mentor

Date: 5th of December 2012
Time: 11.10

Duration: 18.17 minutes
Interviewee: Vilborg Einarsdottir

Interviewer: Inga Jessen

Hvernig fyrirteki er petta? Bara svona i stuttu mali.

Vid skilgreinum okkur sem pekkingarfyrirtaeki par sem vid erum ad audvelda eda ad hjalpa
skolum hjalpa kennurum ad allir nemendur nai sinum markmidum pannig ad vid horfum Gt
fra pvi. Vid horfum ekki & okkur sem teeknifyrirteeki heldur er pad petta er okkar markmid,
okkar hlutverk

Hvenar vorud pid stofnum?
2000

Hvad eru margir ad vinna hja Mentor?

58 [va svona margir?] ja, i 5 16ndum sko [ja einmitt]
Erud pid buin ad fara inna adra markadi?
J&, vid erum inni & samtals 5 morkudum, i Svipjod, Sviss, byskalandi, Bretlandi og Islandi

[ja, frabeert]

Hveneer eftir stofnun fyrirtekisins férud pid innd adra markadi?
2005

Semsagt 5 arum eftir stofnun?

Vilborg: ja, byrjudum pa smam saman.

Hver var megintilgangurinn ad fara inna adra markadi?

Island er bara svo litill markadur
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Erud pid med videigandi pekkingu og/eda reynslu innan fyrirtakisins til ad gera ytri
greiningu & erlendum mdérkudum, svosem eins og markadsgreiningu, inngénguleid a
adra markadi?

Ja, vid erum med pekkinguna, pad vantar frekar timann [j&] pad vantar resource i pad. Svo
erum vid nattarulega med folk & mérkudum sem eru & hverjum markadi fyrir sig, eru med

sérfreedinga & sinum mdrkudum. Pannig ad vid erum med skrifstofur i hinum I6ndunum.

En eins og pegar pid forud inna til deemis seenska markadinn, hvernig forud pid ad
bvi?

Pad voru nu eiginlega bara mistok, bestu mistok sem vid héfum gert, en vid fengum
reyndar, pad voru mastersnemar i Hi i marketing, eda semsagt ja mastersnemar i
markadsfreedi sem gerdu greiningu og komust ad peirri nidurstodu ad Svipjod veeri besti
markadurinn og petta var algjorlega snarvitlaus greining pvi petta er langsamlega erfidasti
markadurinn. En vid forum ekki til Svipjodar Ut af pessari greiningu aftur & méti komu
hingad skolastjorar og bonkudu uppa hjé okkur og ségdu ,,okkur vantar svona lausn“ og pa
vorum vid komin med strax pilotskdla [ja Okei], pannig ad petta er ekki eins djupt eins og

pad litur ut fyrir ad vera midad vid petta var slys [jaha].

Hafid pid fengid utanadkomandi adstod til pess ad gera utanadkomandi greiningu a
erlendum moérkudum? Eins og ad skoda adra markadi?
Nei, ekki nema petta [ja]

Fengud pid einhvers konar adstod fra islenskum stjérnvéldum pegar pid vildud seekja
& markadi, eins og fra Islandsstofu eda 6drum fyrirteekjum og stofnunum?

J4, Islandsstofu

En eins og Nyskdpunarmidstod Islands?

Nei, vid hofum ekki verid i samstarfi vid pa [nei] ekki pad ad madur hefdi ekki fengio
bjonustuna, heldur bara... For i UH hja Islandsstofu eda pa var pad Uflutningsrad-
Utfluningur og hagvoxtur. Eg hef unnid nattrulega mjog naid med Utflutningsradi og
Islandsstofu, er reyndar i stjorn sjalf par [ja okei], en ja tengist peim vel [ja]. Sidan er
nattdrulega teknipréunarsjodur, ég veit ekki hvort pu kemur ad pvi vardandi styrki [ja,

einmitt, ég minnist adeins a pad].
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En eins og til deemis penna styrk til pess ad sekja a adra markadi, pu getur fengid
markadsstyrk?

Ja, bara i gegnum i rauninni teekniprounarsjod

Hafid pid fengid fullnegjandi pjonustu fra til demis Islandsstofu og 6drum
fyrirteekjum og stofnunum?

Ja, ég bara get ekki kvartad undan studningsnetinu, hvert sem madur leitar vilja allir hjalpa
manni, eins og til demis, audvitad eg starfa nattrulega med sprotum med hérna, ég var i
stjorn samtaka sprotafyrirteekja og pa leerir madur & petta. P& kynnist madur og veit hvert
madur & ad leita og vid hvern madur & ad hafa samband og svona. Pad hjalpar til. En hérna,
pad er mjog mikil velvilji gagnvart sprotafyrirteekjum & islandi. Eins og hja Gtflutnings..
sendiradum, ég get tekid demi um pad. Sendiradin i Kaupmannahofn, London og ja pau
sendirad sem ég hef haft samband vid, mikill velvilji og hjalpsemi, islandsstofa og pad er

nu kannski Samtok idnadarins.

(small talk about how the interviewee contacted companies for the research and how

people were helpful)

Eg, pad eru margir sem leita til min og ég er oft ad koma & fundi og halda fyrirlestra og
svona til pess ad midla minni pekkingu og svo er ég ad s&kja til annarra, ég var einmitt ad
hafa samband vid Hilmar hja CCP af pvi ad ég parf ad fa radgjof hja honum pvi ad,
hvernig kemst ég uppa nasta skref [ja], ég get hjalpad peim sem eru ad byrja nina til ad
komast ad steekka en svo parf madur radgjof fra 6orum til pess ad komast og hann sendi

mér skeyti og sagdi bara ja, hringdu i mig & morgun.

petta er lika Island, par vilja allir hjalpast ad og ekkert mal ad hringja i naesta mann
og svona. Og eins og fyrir mig ad tala vid pa sem stofna fyrirtaekin, ég vil mest gera
pad. Ef madur myndi vera Uti og hringja i yfirmann, pa...

Vorud pid medvitud um veikleika fyrirtaekisins 4dur en pid férud inn a erlendan
markad?

Ja og nei og sennilega nei. Pad sem vid leerdum var ad vid gatum ekki gert petta hédan, vid
urdum ad hafa samstarfsadila i pessum léndum. Vid komumst ad pvi eftir svona eitt og
halft ar ad petta gekk ekki og vid purftum ad hafa samstarfsadila, pa komumst vid ad vid

purftum ad hafa samstarfsadila, en pad var svona ,,the hard way*.
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Hvada innri hindrunum hafid pid purft ad takast & vid pegar pid vildud fara & erlenda
markadi, til deemis eins og starfsmannamal fyritekisins, fjarmagn, skortur &
upplysingum um adra markadi eda skortur a aukaframleidslugetu ? Pid erud
nattarulega med Mentor, en pid ventanlega purft ad adlaga kerfid?

J4, pad var hindrunin, pu ferd ekkert inn i skdla og segir hérna er flottasta kerfid i heimi, pd
verdur ad setjast nidur og hlusta og skilja hvernig petta er gert & pessum markadi og adlaga
kerfid eftir pvi. Pannig ad pad var eiginlega hindrunin, vid héldum ad vid verum med
meira tilbGid kerfi heldur en vio vorum med [ja]. En sidan sameinudumst vid saensku
fyrirteeki og tokum peirra kerfi og skrifudum inn i Mentorkerfid og pannig verdum vid bara
flottasta kerfid i Svipjod en vid hefdum ekki getad gert petta ein [nei]. En hindranir adrar,
innri hindranir, pad er nattarulega bara endalaust vandamal og vesen en pad er bara partur

af pessu.

En eins og gjaldeyrishoft, hefur pad eitthvad...
Nei, pad eru bara leidindi. Madur parf ad senda skyrslur og eitthvad svona en pad stendur

ekki i vegi, pad er bara eins og pad er.

En eins og starfsmannafjolda, gatud pid alveg styrt pvi eins og pid vildud?

Ja, nei, pad er nattdrulega vandamal ad rada inn folk pvi pegar mann vantar gott félk péa er
erfitt ad radda inn teknimenntada f6lkio og pvi erum vid med Utstdd i Bretlandi, par erum
vid med préunarsetur lika [ja].

Af pvi ad madur setur kannski stora auglysingu i bladid hérna og fer bara nokkrar
umsoknir pd vid séum ad auglysa 4 storf [ja pad er rosalegur skortur af forriturum ndna].
En svo kannski hefur einhver samband vid mann ndna pegar vid erum ekki ad rada en
begar vid erum ad steekka pa er petta bara stort vandamal & islandi og ég hef miklar
ahyggjur af pessu. Eg segi pad venjulega & hverjum fundi og hverjum fyrirlestri ad folk sé

ekki ad atta sig & pessu.

En etli markadurinn sé ekki ad fara ad mettast, nu eru allir ad fara i forritun og eins
og skortur af vidskiptafreedingum en nuna fer enginn i vidskiptafraedi?
J4, petta tekur sinn tima, pad vantar fleiri i raungreinarnar, pad eru ekki svo margir ad fara i

forritun. Pad vantar bara teknimenntad raungreinaf6lk og svo designera.
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Hvada ytri hindrunum hafid pid purft ad takast & vid pegar pid vildud sekja & adra
markadi, eins og hindrunum fra islenskum stjornvéldum, umhverfistengdar
hindranir & erlendum morkudum eins og menning, tungumal, politiskt eda
efnahagslegt umhverfi, hafid pid lent i einhverju svoleidis?

Nei

Svona eins og med Sviss, var pad ekkert, pad er nattrulega 6druvisi tungumal..

Vid purfum na stédugt ad vera ad hugsa um menningarmuninn og pad er eitthvad sem
nanast daglega redum og ef vid redum ekki menningarmunninn pa lendum vid i
vandredum, pu verdur ad skilja hann og vid segjum alltaf ad vio verdum ad skilja
menningarmuninn en vid notum hann ekki sem afsékun, pvi ef pa byrjar ad nota hann sem
afsokun- ad segja ja, petta er bara af pvi ad peir hugsa svona eda eitthvad svona, pad er
ekki.. pannig ad & badum stédum beaedi Svipj6éd megin og Sviss, reedum vid menningarmun
og skiljum alveg ad Svissarar eru allt 6druvisi og Sviarnir eru lika allt 6druvisi pannig ad
hérna pad parf bara ad vinna med petta, petta er engin hindrun, petta er bara hluti af pessu
og gerir fyrirteekid betra med fjolbreytni og ad skilja bara, setja pig i spor annars félks, med
adrar skodanir og adra syn og allt petta og hvernig pér myndi lida i peirri stédu og pad
skapar fullt af vandamalum [...]. En pad parf bara ad leysa pau, petta er verkefni bara. En
annars ekki nein pélitisk, pad er ekkert svoleidis, ég meina, pad eru engar pannig hindranir.
En i Sviss eru 4 tungumal en vid erum ekki byrjud a pvi, vid erum bara i pyskumelandi
hlutanum. pad er alltaf, ég meina pad eru nattdrulega mismunandi tungumal, pad er bara

mjog edlilegt.

Pannig ad pid hafid purft ad adlaga kerfid ad tungumalum?

Ja

Erud pid med einhverja sérstaka stefnu eda notid pid einhverja adferd pegar pid eru
ad sekja & erlenda markadi, erud pid med einhverja strategiu?

J&, en hln er bara svolitid flékin.

Pannig ad pid erud med aaetlun og allt svona?
Ja algjorlega, vid erum med mjog skyra, vid erum med skyra framtidarsyn, vid erum med
skyrt hlutverk, vid erum med skyr kjarnagildi, vid erum med skyra marketing strategiu, vid

erum med branding sem vid hugsum & allt okkar markadsefni, hvernig vid skyrum hlutina,
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allt nidur i give aways & syningum. P veist, pad er allt & strategiu. bad er ekki svona bara
hvad eigum vid ad gera hér, heldur petta er allt hérna [pid erud med allt nidurnjorfad?] ja

Hvernig hafid pid nad arangri a erlendum morkudum?

I gegnum pessa frabaeru samstarfsadila, vid sameinudumst seensku sprotafyrirtaeki par sem
einn plus einn urdu fjorir. Pad er engin leid ad vido hefdum getad gert petta og peir heféu
ekki getad gert petta pannig ad pu veist pad er svaka gaman pegar tveir hdpar koma saman
og verda langtum 6flugri. Badi pekkingarlega og bara afl steerdarinnar. bad sama erum vid
ad gera i Bretlandi par sem vid faum breskan frumkvédul sem er ad sameinast okkur og
hann kemur med sina pekkingu sem vid getum ekkert nalgast nema med pvi ad fa hann
inn. Pannig verdur petta langtum steerra pegar folk vinnur saman. Fyrirgefou ég gleymdi

spurningunni- fér adeins Gtaf sporinu..

Hvernig hafid pid nad arangri & erlendum moérkudum?

Ja, pad eru ss samstarfsadilar og sidan erum vid ad skoda hvernig vid forum inn a nyja
markadi, eins og i Sviss erum vid ad fara i gegnum ss erum vid ad fara ad vinna med
Svisscom sem er eitt pekktasta brandid i Sviss, i rauninni eins og Siminn var i den med
rosalega sterka stddu & markadnum og mjog jakveeda imynd. Peir eru med internet i 6llum
skolum i Sviss pannig ad vid getum [komist inn & markadinn, ja snidug], ja og & Italiu
erum vid ad vinna med itélsku hérna publishing house sem er med 20% markadshlutdeild &
italiu og pa eru peir komnir parna inn. Pannig reynum vid ad finna adila i hverju landi fyrir

sig [pad eru ekkert allir svona skipulagdir].

Hvernig gerid pid hlutina ykkar 6druvisi en samkeppnin, eda hvad myndud pid segja
ad veeri ykkar samkeppnisforskot?

Ja, vid nalgumst petta 6druvisi, vid ndlgumst petta at fra pvi ad allir nemendur nai sinum
markmidum en ekki ad hanna einhverja flottustu teeknilausn i heimi. Pannig ad petta er
algjorlega utfra porfum nemandans, pérfum kennarans og petta er kennaramenntad folk og
folk sem er med tengingu inn i skolana, en hitt eru meira teeknifyrirteeki sem segja hér
erum vid med teeknilausn fyrir skdla. Svo vid erum svona sérfraedingar i ... Svo erum vid
sérfredingar i adalnamskra, pannig ad adalndmskra er adallega kjarninn i kerfinu okkar.
Vid erum nina med nyja lausn sem getur adlagad sig ad adalnamskra i rauninni hvernig

sem han er sett upp, & medan keppinautarnir eru kannski bara, ja horfa bara & eitt land og
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reyna ad troda hinum Iéndum inn i lausnina og pa erum vid med hannada lausn sem getur
tekid mismunandi adalndmskrar og adalnamskrain & ad vera kjarninn i 6llu skolastarfi.

[small talk about Mentor]

Hver hefur verid mesta askorunin hingad til pegar pid hafid sott & erlendan markad?

Mesta askorunin er ad i rauninni til deemis i Bretlandi ad koma sélunni af stad og sjalfsagt
bara ad loka sélum og na veltunni upp. Til pess parftu ad hafa kerfi sem ad.. og vid erum
ekki ad hugsa um ad geta selt bara... vid erum ad hugsa um long term relationship vid
notendur pannig ad petta er ekki bara ad koma med og selja bara einhverja voru sem er
rosalega flott med glimmeri og englum fljagandi, petta er ekki pannig ad pa kaupir af pvi
ad han er svo flott og notar svo ekki. Pannig ad okkar business model snyst um ad
virkilega skilja hvad okkar vidsktipavinur er ad gera og uppfylla peirra parfir pvi vid atlum
ad vera med pa i vidskiptum nestu 10- 20 &rin. Og Implementation er lika challenge af pvi

ad petta snyst um breytingu & hegdun.

Erud pid ad bjéda uppa namskeid lika pegar pid erud ad implementera kerfid?

J4, og vid erum lika med mikid af namskeidum um namsmat og um ja ymislegt annad
heldur en pad sem kemur kerfinu okkar vid. J&, hérna implementationid er helsta
askorunin, ad virkilega koma pessu i notkun af pvi ad pad pydir ad pa purfa kennarar ad

breyta pvi sem peir gera dags daglega og pad er ekkert audvelt.

Hvad er pad mikilveegasta sem pid hafid leert af pvi ad alpjédaveedast, pannig ad ef pu
hittir einhvern Uti a gétu sem myndi spyrja hvad a madur ad gera og hvad & madur
ekki ad gera, hvad myndir pu radleggja vidkomandi?

Pad er ad vera ad vinna med , jah finna réttu samstarfsadilana og vera med 6flugt folk i
kringum pig, petta snyst um ad vera med 6flugt teymi med pér, petta er ekkert eitthvad sem
einhver einn gerir. PU parft ad vera med 6flugt teymi med pér og hafa trd og vita hvad pu
ert ad gera og hafa virkilega passion fyrir pvi sem pu ert ad gera. bvi ef pu ert ekki ad gera
eitthvad sem pu hefur ekki virkilegt passion fyrir, pa attu bara ad fara ad vinna i einhverju
60ru, pannig ad pa parft ad hafa vision og brenna fyrir pvi sem pu ert ad gera. bu parft ad

vera med gott teymi og finna réttu samstarfsadila & erlenda markadnum. bad er audvelt ©
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Company: DataMarket

Date: 6th of December 2012
Time: 10am

Duration: 29.53 minutes
Interviewee. Agnar Jon Agustsson

Interviewer: Inga Jessen

Hvernig fyrirteeki er petta?

Ja, DataMarket er pjonustufyrirteki sem hefur smidad sina eigin teknilausn og & pvi
byggjum vid tilvist okkar sem er ad selja okkar eigin voru eda pjonustu til fyrirtekja og
einstaklinga. Pannig ad vid erum ekki teknifyrirteeki sem slikt sem er ad selja
forritunarvinnu heldur erum vid buin ad smida okkar eigin lausn og erum ad markadssetja

hana hér og erlendis.

Hvener var fyrirtekid stofnad?
2008

Hvad eru margir ad vinna hja DataMarket?

pad eru allt i allt, vid erum med starfsemi a tveimur stddum, i Reykjavik, eins i Boston. bar
eru 2 sem eru ad sinna semsagt markadsmalum eingéngu par. Islendingur og einn
Bandarikjamadur og sidan er forritunarteymid & Islandi og eins s6lu og markadssetning hér
fyrir islenskan markad. bannig ad allt i allt erum vid 12 eins og stadan er.

Erud pid buin ad fara inna adra markadi?

Ja, vio hofum sko, vid hdfum i gegnum semsagt, pad eru Bandarikin og astedan fyrir pvi
ad vio forum pangad er ad vid erum agd elta vidskiptavinina sem ad vid nadum i vidskipti i
fyrra, sidan hofum vid lika verid sko inni & pyska markadnum. Par eru adilar. Vid hofum i
rauninni sett upp vidskiptamaddelid okkar eda selt pjonustuna sem vid rekum hédan en pad
eru adrir sem eru ad kynna og selja pad undir merki par Gti. Pad er svolitid 6druvisi, par eru
bad Pjodverjar sem ad eru ad... fyrirgefdu buid ad pyda allt saman & pysku og peir eru ad
kynna ss. Conceptid vidskiptahugmyndina i Pyskalandi. P¢ petta sé allt stadsett hérna pa er
bara skelin, hun er hun er buid ad setja hana yfir & pysku. En han er , i Bandarikjunum er
pad 6druvisi, par erum vid med okkar menn alveg og par erum vid med Gtiba par i raun og

veru. Sér félag utan um pad. En ad 6dru leyti hofum vid ekki verid ad gera neitt meira sko.
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Vio fengum styrk fra fra hérna Frumtaki eda styrk [eda fjarfesting] petta er fjarfesting en
semsagt til pess ad fara i pessi markadsmal og til pess ad vaxa og dafna. Eins og Frumtak
gerir peir koma fyrirteeki sem eru buin ad selja voruna sina, méta hana og eru komnir af
stad og eru nidri i 6ldudalnum par sem vantar fjarmagn til pess ad koma okkur uppur
6ldudalnum og til pess ad na i massann [til pess ad gefa ykkur bensin], til pess ad gefa
okkur bensin, pad er pad sem peir gera.

Hveneer eftir stofnun fyrirteekisins férud pid inna annan markad?

2008 var pad stofnad og pad ma segja & pessu ari 2012 [ja dkei]

Hver var megintilgangurinn ad fara inna adra markadi?

Megintilgangurinn er audvitad sa ad hérna ad... skala i raun og veru voruna okkar pannig
og s6luna pannig ad magnid audvitad aukis. Markadurinn okkar er audvitad litill pegar
kemur ad vorunni okkar og Bandarikjamarkadur og Evropumarkadur og einstdk 16nd eru
bad stor ad ef petta gengur hér & islandi, erum vid ad faera vidskiptaconceptid yfir 4 adra

markadi til pess ad audvitad meiri tekjur og pad sem allt snyst um, meiri hagnad.

purfid pid alltaf ad adlaga voruna hverju sinni, gagnagrunninn?

Jah, vodalega litid pannig lagad. Vido purfum ekkert ad adlaga neitt sérstakega
gagnagrunninn. betta er allt saman rekid hédan fra Islandi og, en sko vidskiptamddelid
okkar er mé segja ad sé med tvennum heetti:

Vid erum med voruna okkar sem er leitarvélin, DataMarket.is eda DataMarket.com petta er
i grunninn alveg pad sama nema bara enska og islenska. barna erum vid ad selja askriftir
ad kerfinu okkar til pess ad nota pad og vid purfum ekkert ad breyta miklu en , 6dru en
skelinni og pyda pad. Sidan hofum vid lika, og pad er hinn patturinn i pessu eins og vid
gerum i Bandarikjunum, par seldum vid notendaleyfi a kerfid okkar. ba eru kerfin i raun og
veru ad taka kerfin upp — eda ekki taka upp heldur semsagt i notkun undir sinu merki [ja].
Dami um slikt hér er Sedabanki Islands sem hefur tekid i notkun kerfid okkar til pess ad
myndbirta peirra eigin gogn sko. Pannig ad notendur sem fara par inn peir eru ekki i
DataMarket viomotinu, peir eru i look and feel og med peirra brandi & pvi sko. Pannig ad
petta er svona tvennt; askriftamodel og hins vegar erum vid ad selja storum fyrirteekjum og
stofnunum eins og i Bandarikjunum, markadsrannsoknarfyrirteekjum vid héfum verid ad
herja a pau par. Midlungsstér og stor markadsrannsoknarfyrirtaeki sem eru gangatflunar

fyrirteki  og gagnaveitur peir eru ad gera markadsrannsoknir.  bessi
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markadsrannsoknafyrirtaeki purfa sidan ad afhenda kiinnum sinum goégnin med einhverjum
heetti og nidurstddum og talkunum. Med okkar kerfi par geta peir veit kinnum pjonustu

rafreent med vélinni par sem kdanninn getur skodad pad.

(talk about how the product works)

Erud pid med videigandi pekkingu og/eda reynslu innan fyrirteekisins til pess ad gera
ytri greiningu & erlendum morkudum, svosem eins og markadsgreiningu,
inngdnguleid & markadinn osfrv?

Nei, njah sko, vid erum... Eg myndi orda pad kannski pannig ad.. vid feerum... pad er mjog
haldgdd pekking hérna & slikum hlutum, peas. Hvernig & ad nalgast viofangsefnid skoh.
Hér innanhdss eru verkfredingar, MBA, hagfredingar med meistarapréf og svo
tolvufreedingar. Ehh.. pad er peir sem standa i pessum méalum eda ss eru ad vinna i pessu
hafa reynslu af pvi ad vera ad vinna & erlendum moérkudum [j&]. Vid skulum kannski orda
bad pannig ad vid séum ekki akvednir sérfreedingar & svidinu heldur htfum vid reynsluna
og Vvid héfum menntunina og leitum ad adilum pegar vid erum ad nalgast ef vid purfum
greiningu eda eitthvad slikt, pannig ad vid vitum svosem hvernig & ad moka skurdinn pegar
& ad greina petta og gera petta. Deemi nlna er skoh vid erum ad skoda akvedna hluti og
erum ad gera aatlanir og vidskiptaaztlanir um inngéngu & markadi og vitum alveg hvad
vid purfum og annad en greiningin, finna gognin og annad, vid purfum ad leita ad pridja

adila til pess og ef vid erum ad fara inn & markadinn, pa leitum vid adstodar lika.

Hafid pid fengid adstod fra islenskum stjornvoldum pegar pid vildud seekja a annan
markad, eins og fra Islandsstofu eda 63rum stofnunum og fyrirteekjum?
Nei ekki sérstaklega, ekkert vardandi bandariska markadinn pannig lagad [nei]. Pad

geroum vid eiginlega ad 6llu leyti bara semsagt sjalfir sko [ja]

Hafid pid fengid fullnaegjandi pjénsutu fra islenskum stjornvéldum eda fyrirtaekjum,
pad er kannski ekki relevant?

Nei, pad er ekki relevant, en vid fengum hérna einu sinni — oh hvad heitir han, i Bretlandi,
en pad vard ekkert ar pvi. En vid unnum petta ad mestu leyti sjalfir og med adstod kannski
lika okkar vidskiptavina sem vid vorum pegar med og komnir med adur en vid forum Gt .
beir adstodudu okkur og guidudu okkur med hlutina. En vid rédum strax bandariskan adila

ati til pess ad vinna med.
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Vorud pid medvitadir um veikleika fyrirtaekisins adur en pid forud inna erlendan
markad?

Ja ja, vid vorum alveg pess vegna gerdum vid strax ad vid fengum guidance fra pessum
fyrirteekjum sem voru vidskiptavinir okkar og hofdum &kvedid network af pessum adilum
sem eru ekki beinlinis vidskiptavinir okkar heldur kollegar og vidskiptavinir okkar
vardandi opinber gdgn og hitt og petta. bannig ad vid fengum guidance og leidbeiningar og
hugmyndir fra adlium en vid gerdum pad strax ad leita ad adila til pess ad koma inn i
fyrirteekid og adstoda okkur med markadssetninguna. Adallega byggir petta & Networking.
Petta er ekki pannig ad vio séum ad fara inn & erlenda markadi og dundra einhverri
auglysingu i blad. Nei, petta eru , vid skilgreindum  markadinn,
markadsrannsoknarfyrirtaeki. Pad er bara markvisst, forum bara ad tala vid pau. bad er bara
listi og hringja i og nyta tengslanetid par til pess ad komast inn og reeda vid fyrirteeki eda
adila innan fyrirteekja.

Hvada innri hindrunum hafid pid purft ad takast & vid pegar pid vildud sekja a
erlendan markad, td. Starfsmannamél, fjarmagnsskortur, skortur &
aukaframleidslugetu osfrv.

Sko, &dur en vid I6gdum i hann parna Ut pa var nattarulega fjarmagnid hindrun. pvi pad
kostar verulega ad koma sér upp a erlendum markadi. Bara adstadan og starfsmenn fara ad
stad. Tekur tima ad finna kinna nyja og annad. bad var ekki pekkingin pannig lagad, peas
ss. Eitthvad sem snéri ad starfsmannamalum ad pad legi alveg ljost fyrir ad einn
starfsmadur faeri strax, peas. Framkvaemdastjorinn. bad lagu engar, pad er kannski erfitt ad

seekja um leyfi til pess ad fa ad vera parna (ti.

(Small talk about the office in Boston and why it was opened, answer is below)

Fyrirteekin ati vildu frekar vera i sambandi vid bandariskt fyrirteeki heldur en islenskt
fyrirteeki Gt af fjarleegdinni. Pad var ekki hrunid, astandid hérna a landinu ad pau vildu
betta ekki, heldur comfortid ad fyrirteekid sem pau eiga i vidskipti vid, ef pau eru ad kaupa
lausnir DataMarket, pa parf fyrirteekio ad vera- [til ad skapa traverdugleika i rauninni] til

ad skapa traverdugleika i rauninni .

Hvada ytri hindrunum hafid pid purft ad takast a vid pegar pid vilduo szkja a

erlenda markadi, td. Hindranir fra islenskum stjornvéldum, umhverfistengdar
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hindranir & erlendum mdérkudum eins og menning, tungumal, politiskt eda
efnahagslegt umhverfi?

pad var adallega ad pad purfti ad fara i gegnum, pad var eitt sem vid purftum bara ad
kanna og pad voru gjaldeyrishéftin vardandi tilfeerslu & fjarmagni. bad var eina hindrunin.
Eg man ekki hvort vi® purftum ad fa sérstakt leyfi til pess ad fa ad feera hlutafé Gt pvi allt
fé var i islenskum krénum og purfti ad feera fé Gt, annad var pad ekki.

Erud pid med einhverja sérstaka stefnu eda fylgid pid einhverri sérstakri adferd pegar
pbid sxekid & erlendan markadi, erud pid med mddel eda sérstaka ferla pegar pid farid i
gang?

Uuu.. nee.. sko, nei, ég get sagt nei, vid erum bara eins og er ad vinna ad tveimur malum
erlendis. Fyrra malids em er i Bandarikjunum kemur til vegna pess ad pad er, pad var bara
ljos eftirspurn eftir vorunni okkar par. Og vid nddum pessum vidskiptavinum tveimur nu
eru pad prir, vio nadum pessum vidskiptum hédan fra og svoleidis pannig ad vid erum ekki
med formulerad, formuluna hvernig vid stlum ad teekla adra markadi i dag. Vid erum bara
ad sinna pessu, pad eru Bandarikin og svo hitt, pad er byskaland. Pad voru bara adilar sem
nalgudust okkur og vildu koma vérunni okkar par & framfeeri. Annad erum vid ekkert ad

gera i bili fyrr en vid erum buin ad akveda pessi mal meira i framtidinni.

Meetti segja ad pid hafid bara dottid inn & markadina?

J4, pad meetti segja pad, pad var... peir syndu mikinn ahuga & ad taka upp véruna okkar og
annad. Pad sem vid sjaum ad peir eru ad gera er ad peir eru ad spéla gognum fra
sedlabankanum og gégnum 6drum gégnum sem eru ss. Pysk gogn inn i kerfid sko. Sem er
bara mjog gott fyrir okkur og peir eru parna framendinn i s6lunni okkar. Skiptum bara
tekjunum par sko. En vid héfum ekekrt akvedid neitt meira. Ef vid setlum ad fara i eitthvad
meira purfum vid ad taka pessi mal til gagngerrar endurskodunar, hvada guidelines vid
munum fylgja ef vid forum og atlum ad fara eitthvert annad sko. En pad gengur vel i
Bandarikjunum og petta er bara svona networking markadssetning. petta er madur & mann
0g nota tengslanet til pess ad fa contacta i fyrirteekjunum og hitt og petta. Pad gengur bara

mjog vel og hérna, pannig ad vid hofum bara skalast i pa attina, Bandarikin.

Hvernig hafid pid nad arangri a erlendum moérkudum?
Solur og hafa verid mjog storar solur, pipan alltaf ad steekka og vid sjaum fyrir okkur ad

vid getum lokad fleiri malum a naestu manudum. Svo er nattdrulega [...]Jvid héfum verid ad
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gera fina hluti hérna heima sem hafa nyst i markadssetningu parna Uti sko, med pvi ad selja
pjénustuna hérna heima. pPad var lerdomurinn [pad var trial markadur] pad var trial market

ja.

Hvernig geridi hlutina 6druvisi en samkeppni, erud pid medvitadir um hver
samkeppnin ykkar er?

Ja vid erum nokkud medvitadir um hver samkeppnin okkar er og hvada adilar eru hérna
inn& pessu svidi. Microsoft eru svolitid .. peir eru & 6drum stad en vid , peir gera petta

ooruvisi..

(Talk about Microsoft)

Eg myndi segja ad vid erum med hvad staerstan gagnagrunn & opinberum gogn og
myndbirting & opinberum gdgnum. Eins og stadan er i dag erum vid langsteerstir. Atlum
vid seum ekki bunir ad vera hvad lengst i pessu sko po petta sé ekki langur liftimi, petta er
ad spretta upp og verda ad [...] ad taka opinber gdégn og 6nnur gdgn og sameina pau inni
eitt sko. Eg meina sko Eurostat grunnurinn er mjog mjog stor. Hann er allur inni hja okkur,
erum buin ad koma honum inn. Svo erum vid lika med svona eins og alpjéoa
gjaldeyrissjodinn, sameinudu pjédirnar, allt hérna & islandi og fleira og fleira og fleira sko.
Af pvi leitinu héfum vid akvedid forskot eins og stadan er i dag. Forskotid liggur i hvad
mikid af gognum vid hdfum nad til okkar. P pad sé audvelt fyrir adra adila ad na i pad. En
hitt er ekki sidur hvernig vid hofum leyst ymis vandamal, teeknileg vandamal sem hinir
eiga eftir ad gera. Vio erum med mjog 6flugt teekniteymi og vid sjaum pa ad peir eiga
alveg eftir ad fara i gegnum til pess ad leysa vardandi teeknimalin hja sér. Vid erum mjog

framandi par og pad er ekki audveldlega leyst.

Hver hefur verid mesta askorunin hingad til pegar pid hafid sott a erlenda markadi?
Ja einstakt atridi?

Ja, pad sem pér dettur fyrst i hug.

Meinardu ad hvada leyti?

Eins og peningar, erfitt ad yfirstiga eitthvad...

Petta hefdi aldrei verid haegt nema ss. Frumtak hefdi komid ad pessu. Vid hefoum ekki
farid i petta setup og pad var vitad fyrirfram ad til pess ad geta farid Gt pa purfti fjarmagn.

Annad hvort niverandi hluthafar eda nyir hluthafar keemu inn. Naverandi hluthafar adur en
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Frumtak kom inn, peir vildu f& nyjan adila til ad supportera pessa... hvad 4 ég ad segja...
markadssetningu eda markadsferslu inna erlenda markadinn, stofna fyrirteeki, og pess
hattar og gerd sérstok astlun. bannig ad fjarmagnid var svona pad sem purfti ad eyda i

slikt i pessu.

Hvad er pad mikilveegast sem pid hafid leert af pvi ad alpjédaveedast eda fara inn &
erlenda markadi. Ef einhver kaemi hingad inn og segdi hvad a ég ad gera eda hvad &
ég ekki ad gera, hvad myndir pu segja?

J4, hvad er pad mikilveegasta sem vid hofum leert... pad er bara svo margt ad .. einstakt
atridi.... ég sko, ég pekki pad sko fra fyrri tid pegar ég hef verid ad gera petta ad sko pa &
bad ekki vid hér heldur annars stadar, ad hver og einn markadur hann hefur sinn eiginn
kaltar, og vidskiptakultdr og annan kualtar sem hver og einn parf ad leera a. byskaland hefur
eitthvad Bandarikin, Austur Evropa eda Midausturlond eda hvad pad er. Og vid getum ekKi
heimfeert pad, vio getum ekki heimfert okkar kaltar yfir & pessa markadi, heldur purfum
vid ad adlagast pessum kultdr, vidskiptakaltar og 6drum kaltar, og pessu hja hinum. Vid
gerum pad i pessu tilviki bara beint med ad rada bandariskan starfsmann og pad sem ad
kemur okkur skemmtilega & Ovart i pessu annad atridi, er ad hversu storar télurnar eru,
pbeas. S6lurnar eru i Bandarikjunum. betta er svo stoér markadur, eitthvad sem vid teljum
vera tiltdlulega stort hér, pad er bara pinu pinulitid parna uti. Pannig ad vid getum i raun og
veru svolitid.. og erum ad price discriminera markadinn, peas ad sama pjénustan kostar
eitthvad hér og margfalt margfalt Uti og pad segir manni ad virdi pjonustunnar eda value
addid i henni er pad mikid ad vid attudum okkur ekki a pvi pegar vid vorum eingbngu a
Islandi. peas. Hvad vidskiptavinirnir meta i raun og veru mikid. pad pydir pad ad pad verd
sem vid setjum upp sem er margfalt 4 vid pad sem er hér heima, ad vidskiptavinur okkar
sem er ad selja pjénustu til pridja adila, er ad fa miklu meira heldur en vid erum ad gera.
bannig ad pad er sannarlega. Petta kom okkur sérstaklega & ovart. Eg held ad & endanum
snuist petta um hversu mikid virdi petta er i timasparnadi fyrir adila, hvernig pjonustan og
gadin breytist, pannig ad peir sjai.. petta eru millilidir.. peas markadsrannsoknafyrirteeki
eru ad kaupa okkar kerfi og eru ad gera eitthvad fyrir sinn vidskiptavin sem er pridji adili
0g peir gera eitthvad 6druvisi en samkeppnisadilinn med pvi ad taka upp svona kerfi, bjéda
pbetta, spara sér tima og auka geedi pjonustu sinnar gagnvart vidskiptavinum sinum. Og
petta attudum vid okkur ekki & ad vid gatum verdlagt pjonustu og voruna margfalt margfalt

4 vio voruna sem hdn kostar hérna heima.
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Company: Marorka

Date: 6th of December 2012
Time: 1pm

Duration: 23.18 minutes
Interviewee: Kristinn Aspelund

Interviewer: Inga Jessen

Eg er hérna med nokkrar spurningar. Hvernig fyrirtaeki er petta?
Marorka [J4]
Vid erum orkustjornunarfyrirteki fyrir skip.

Ja. Hvenaer vorud pid stofnud?
2002 formlega. “Spinof” ut ar rannsékn eda rannséknum i haskdlasamfélaginu pannig ad

formleg stofnum 2002...

Hvad eru margir sem vinna i fyriraekinu, allt i allt?

Um 50 manns.

Ja. Erud pid bunir ad fara inn a adra markadi?

Ja vid erum nattarulega heilt yfir er 90% af okkar sélu er Gtflutningur.

Ja, erud pid ekki inni adallega... biddu erud pid ekki med skrifstofu annars stadar
lika?

Vid erum med eitt fyrirteeki i Dubai par sem eru prir fjorir karlar. Sidan erum vid med adra
starfsmenn hérna nina. Vid erum med umbodsmenn og eigin sélumenn sem eru ad fljuga

at um allan heim.

Hvenger eftir stofnun fyrirtekisins forud pid inn & erlendan markad?

Fyrsti vidskiptavinurinn okkar var i Kanada 2002 [...] [V4, bara strax.]

Hver var megintilgangurinn ad fara inn 4 adra markadi?

I rauninni er markadurinn okkar mjog alpjodlegur skipamarkadur og pannig ad pé ad pad
séu nokkur skip 4 Islandi eru pau fa i svona alpjodlegu samhengi. i rauninni bara er lausnin
okkar pannig ad hdn hentar globalt alltaf ad syna hana og selja hana i alpjédlegan

skipamarkadi.
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Erud pid med videigandi pekkingu eda reynslu innan fyrirteekisins til pess ad gera
greiningu & erlendum moérkudum svo sem markadsgreiningu .... market analysis og
kanna moguleika og eitthvad.

er natturulega lika kannski eins og i mérgum bronsum ad hann er ekkert sérlega stor pessi
idnadur og pekkist mjog mikid & milli landa pad er frekar sektorarnir [...] uppfinningaskip
bekkjast kannski mjog mikid... mjog svona péttur bransi pé madur sé kannski i mérgum

I6ndum, pad er svona kannski svona frekar & milli sektoranna [...]

Hafid pid fengid utanadkomandi adstod til ad gera ytri greiningu & erlendum
morkudum ?

J& vid hofum gert pad ad einhverju leyti.

Hafid pid fengid einhvers konar adstod fra islenskum stjornvéldum pegar pid vildud
seekja 4 erlendan markad, eins og Islandsstofu eda 63rum islenskum stofnunum eda
fyrirtekjum?

I rauninni kannski ekki Islandsstofu en fyrirrennara hennar Utflutningsrad, vid forum i
gegnum UH -verkefni 2004, sidan hafa hafa vidskiptafulltrdar, sendirad t.d. nina eins og
sendirddid i Kina komid ad sterkir... spilad sterkt inn, utanrikisraduneytid, forsetinn,
radherrar hafa verid lika mjog hjalplegir pannig ad ég held ad islensk stjérnvold séu oll af
vilja gerd, yta undir og hjalpa til par sem pau geta, nattarulega.

Ja, einmitt. Vid erum nefninlega svo litil pé okkur finnst vid vera svo stor.

Vid nattdrulega héfum nattirulega adgang & hau leveli oft pannig enn nattdrulega
stjornvold eru, kannski peirra hlutverk kannski fyrst og fremst kannski ad lioka fyrir, passa

ad pad seu ekki hindranir.

Erud med einhvers konar skattaivilnanir fra ..., hafid pid sott um pad?

Pad er parna pad er einhvers konar eitthvad i kringum Rannis veit é€g, ég pekki pad ekki
neegilega vel.

Pid getid sott um skattaivilnun.

Eitthvad préunar?

Ja. bad eru nefninlega einhverjir, margir sem seekja um pad en ekkert endilega vist

ad madur fai pad og svona. betta er i rauninni eins og styrkur bara i rauninni.
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Fengud pid fullnaegjandi pjonustu fra pessum stofnunum, fyrirteekjum sem pid hafid
semsagt leitad til?

Ja, ég held madur geti sagt ad pau séu svona 6ll af vilja gerd og en sko ef madur vid
nattirlega ef pau eru néttarulega med pad litid backup og litid volume hérna & islandi ad
hérna ad pad kannski vantar kannski meiri sérhafingu i stodfyrirteekjum-stodbatterium. Ef
vid horfum 4 til deemis & Utflutningsrad eda Islandsstofu ad til demis pegar vid tokum patt
i syningum erlendis férum vid bara sjalf og erum eina islenska fyrirteekid oftast sem er ad
fara. Ef pu horfir til deemis & nagrannaldndin ad pa eru pau yfirleitt med basa, svona
pjédbasa. Audvitad getum farid inn & i sumum tilfellum.

Sambeerileg fyrirtaeki eru pa oft ad fara og halda pannig nidri kostnadi. En hérna...

Pid hafid i rauninni stadid ad peim kostnadi sjalf?

Ja, pad er pa kannski helst i svoleidis sem orsakast kannski af pvi ad samfélagid er litid og
i rauninni kannski ekki mikil breidd & hverju svidi. Vid hofum verid eina fyrirteekid sem
hofum verid ad selja i skipaidnad. Fullt af fyrirteekum i matveela- eda fiskvinnslu og
fiskiskipum en ekkert ad taka eitthvad svona [...].

Ertu bdinn ad vinna hérna alltaf?

J4, ja.

Ertu einn af eigendunum kannski?

Ja, ég 4 sméa hluta. Eg er buinn ad vera hérna sidan 2001.

Pad er nefninlega svo gott, ég var einmitt ad hugsa hvort pa verir ekki 6rugglega
buinn ad vera hérna alltaf pad er nefnilega svo naudsynlegt ad vita hvernig petta hafi
verid i upphafi, pu veist allt strogglio og pad allt.

Eg byrjadi hérna i rannsoknarverkefni. Vid vorum prir hérna pegar fyrirteekid var stofnad
2002. prir starfsmenn. betta er bdinn ad vera dalitio hradur voxtur. Komum mjog fljétt

med fyrirteeki med s6lu ut um allt, pekktar vorur, pekkt vorumerki.

Pad er bara frabart.\Vorud pid medvitud um veikleika fyrirtaekisins 4dur en pid forud
inn a erlendan markad. Vissud pid til deemis....

Vid er nattdrulega buinn ad fara i gengum margar SWOT greiningar. Og hérna vid erum
akvednir brautrydjendur lika i pvi sem vid erum ad gera & heimsvisu pannig. Vid pekktum
nattdrlega alveg smadina og hvad vid erum langt i burtu og alla pessa veikleika. Vid
byrjudum petta i fiskiskipum, fokuserudum & pau. Tékum sidan steerri markadinn sem er

[...]bransi. Sér kannski ekki alla hvorki styrkeika og veikleikana alveg alltaf 1 réttu 1j0si.
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Peir eru nattdrulega misjafnir eftir mérkudum.

Hvada innri hindrunum hafid pid purft ad takast a vid pegar pid vildud sekja & adra
markadi, til demis vardandi starfsmannamal fyrirtekisins, fjarmagn, skortur a
upplysingum um adra markadi, skortur & aukaframleidslugetu osfrv?

Vid hofum ekki ennpd lent & peim floskuhalsi. H6fum néd ad stilla afhendingartima og
0dru vardandi framleidslugetu. bad sem er kannski svona helsta vidfangsefnid hja okkur er
i raunninni er ad okkar skipamarkadur par er vidfangsefnid okkar alltaf & hreyfingu lika og
ba er pad kannski stadsetning & pjonustu og frambod & pjonustu sem pjonustar skip sem er
ad sigla fra Kina til Bandarikjanna, eda frd Evrépu eda Afriku eda. betta er er svo mobilt
kerfi. 1 rauninni heimurinn allur undir. Pad er kannski svona eitt af svona logistik
vandamalum eda verkefnum frekar. Nyr markadur, pu parft folk til ad koma ad sérstaklega
ef pad er langt i burtu. Asia, par er [...] mjog erfitt ad &tla ad [...] teekla hédan.

Pad eru engar storar major hindranir ad gera hlutina hédan en pad en néattarulega eftir pvi

sem peir vaxa og nerd meiri fotfestu & markadnum parftu ad vera meira par.

Eins og pegar pid vorud ad byrja og svona ad fara inn a erlenda markadi fundud pid
pba fyrir einhverjum starsmannaskorti af pvi ad pid naoud ekki ad stilla af hvad
marga starfsmenn purfti eda pu veist, purftud pid ad auka hann rosalega hratt eda
hvernig...?

Vid tokum mjog stéra vaxtasveiflu [...] forum vid fra pvi ad vera fiskiskip l6kalt, pa vorum
vid hva 2004 held ég fimm starfsmenn, 2006 24 starfsmenn. Tokum mjog skart til pess ad
reyna ad nad ad halda halda.... i almennilegt fyrirteeki en sidan st6d pad i stad og i raunni
feekkaoi allt til arsins 2008, pa vorum vid held ég 14 starfsmenn en & sama tima vorum vid
ad auka veltu og framleidslu.

Nuna erud pid 50. Pannig ad pad er alveg slatti....

Hvada ytri hindrunum hafid pid purft ad takast a vid pegar pid vildud sekja a adra
markadi, eins og hindrunum fra islenskum stjérnvéldum, umhverfistengdar
hindranir & erlendum modrkudum eins og menning, tungumal, pdlitiskt eda
efnahagslegt umhvefi)

Ja. Pad er natturulega ad eiga i alpjodlegum vidskiptum pa verdur pad i rauninni daglegt

braud. Kannski ekki hindranir beint.

Askorun kannski, hindranir til ad yfirstiga i rauninni?
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Til demis vidskiptavinur i rauninni partner selur t.d. kerfi, okkar kerfi til
skipasmidastodvar sem ad selur sidan skipin til fyrirteekis sem var stadsett i fran. Sidan allt
i einu for Iran ad eitthvad ad krukka i kjarnorkuvopnum og pa kemur vidskiptabann og pa
getum vid ekki pjénustad skipin og i rauninni bara ekkert snerta & pessu [...] lengur.barna
eiga i alpjodlegum vidskiptum pa koma alls konar svona hlutir upp. Edlilegri hlutir reyndar
betta leystist sidan sjalfkrafa og skipin voru sidan seld til fyrirteekis sem voru ekki
[...]Leystist sidan. Vid purfum ekki ad neita ad pjonusta vidskiptavinina. En hérna eins og
kannski svona meira venjuleg mal, eda pd veist pad er timamismunur, pad er svona
tunguméalamismunur svona pessi bransi tali, officialt mal er alltaf enska en er mjog
alpjodlegur og er allt & ensku i rauninni. En petta nattdrulega ad eiga i vidskiptum snyst
miklu meira lika um pessi mannlegu tengsl.

Bisness sala er mjog mikid ad byggja upp netverk, kynnast folki og pu veist ad kynnast
helium organisationum og komast inn i svona akvardanatokuferli. betta er ekki svona

consumer nattdrulega markadsstenging sem ad vid erum i.

En bara svona med tungumal. betta er ekki médurmal neins og pa natturuleg eru
geta samskiptin ordid svolitid brésug.

J4, petta er néattdruelga shipping enska. En svo er ad skilja mismunandi hreim i gegnum
sima pad er....

Ja, pessa indversku pad er mjog erfitt., ég hef lent i pvi.

Med kinversku. Vid erum reyndar med hérna. bad er einn Kinverja hja okkur og peir sem
eru ad selja i Asiu, par einn faeddur i Kina, reyndar med islenskan passa. Einn sem er hérna

feeddur i Sudur-Afriku. Pannig ad vid sjaum lika value i pvi ad vera med adeins blandad.

Pid erud svona med diverse vinnustad...

Erud pid sérstaka stefnu eda notid einhverja adferd pegar pid sekid a erlendan
markad, fylgid pid til deemis einhvers konar maodeli?

Ja og nei. Vid erum néattrulega med akvedna reynslu i pvi pu veist, pi sérd med markadi
eins og tildemis i svona akvednum skipaklaustur “Clustera” af eigendum og pa er
nattarulega byrjad a pvi ad kortleggja hvada eigendur og hvada stad og i dag er pad nu
ordid pannig ad vid yfirleitt tengjumst einhverjum parna inni i gegnum mogulega
vidskiptavini eda eitthvad. Vid getum oft kortlagt markadinn utan frd. Sidan er hérna,
pannig vid reynum svona ad kortleggja fyrirteekin og félkid sem er parna en vid reynum ad

finna hverjir eru svona leidtogarnir, eru samstarfsadilar, eru peir mégulega & stadnum.
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Hvernig er eru parna pessar tengingar, hverjir borga, hverjir myndu kaupa af okkur, hverjir
myndu vera ad fa avinninginn af ad kaupa af okkur. Pad eru svona akvednir hlutir sem
skodum. En vid gerum pad kannski, ja eigum vid ekki [...] keeruleysislega i gegn pa myndi
g segja ad vid erum [...] verkfraedileg finnst vid ekki med mjog visindalega gert endilega,
en svona midad vid marga adra held ég ad vid seum ad fara mjog visindalega i gegnum
petta.

(small talk about how people with technical background vs marketing background)

Fyrst pad sem madur skodar er nattirulega bara pd veist fjoldi skipa. bu veist hvad er
markadurinn stor. pad fer dalitid eftir pvi. Og sidan vid erum til deemis med pu veist svo er
i rauninni einn nyr markadur fyrir okkur sem vid erum ad taka vid nina er gamastod. Og
par eru kannski 30 fyrirteeki sem eru mjog ahugaverd sem reka gamaleidir i heiminum. 30
steerstu fyrirteekin mjog ahugaverd. Ef pa ferd i 50 sterstu ertu farin ad sja islensku
fyrirteekin lika. Hérna pannig ad pa veist petta er ekkert sérlega stor morg fyrirteeki ad fara
inn i pennan markad pad er eitt i Danmorku, eitt i Frakklandi, eitt i Sviss, tvd i Hamborg,

tvo i Kina, eitt eda tvo i Singapore. Pannig ad pu veist [...] en tengjast samt.

En ef pd naerd einum stéran kinna pa ertu i nattarulega i godum malum....

pa er brjalad ad gera.

En peir greeda nattlrulega & pessu pess vegna eru peir pa veist. Um leid og peir eru
komnir med petta kerfi eru peir ad spara. bPannig ad peir sja alveg hag sinn i ad

kaupa petta af ykkur.

Hérna...Hvernig hafido pid nad arangri & erlendum morkudum. Petta er bara
veentanlega bara géoum.

Ertu ad spa i hvada adferoum eda hvada reynist okkur best?

Nei. Hafid einhvern tima farid inn a eitthvad og purft ad bakka at, eda pu veist.. .

Jaja, vid hofum gert fullt af mistokum og [...] vitlausa hluti. T.d. i Danmorku er mjog
ahugavert hja okkur. Vid byrjum kannski adeins of snemma par. Vid fengum mjog flottan
vidskiptavin sem er bara pad stér. begar eru svona storir vidskiptavinir pd parftu ad
fjarfesta i innanhdslobbiisma, eda pu veist kannski ekki lobbiisma pu parft ad vera ad tala

vid mjog marga. Pannig ad parft i rauninni ad kynnast mjog vel fyrirtekinu til pess ad vita

160 |Page



hvar akvardanir eru teknar. Og pessi vidskiptavinur var & pessum tima lika ad fara i
gegnum mjog mikid af endurskipulagningu pannig ad vid vorum alltaf med nyja menn par.
Mjog ahugavert. Vid vorum med danskan sélumann og i rauninni fyrirteeki i Danmdorku.
2008 akvadum vid i rauninni ad draga pad allt heim og hvila markadinn adeins. Og férum
svo aftur af stad par nina i ar og pa gengur allt miklu hradar, pa var markadurinn tilbdinn
og vid erum strax komin med nyja vidskiptavini og buinn ad taka pennan gamla
vidskiptavin aftur og aftur buin ad nd honum & fleygiferd. Pannig ad pad er svona stundum

er ageett ad hvila og stundum parf ad [...]

Erud pid medvitadur um hverjir keppinautar ykkar eru og hvernig erud pid ad gera
hlutina 6druvisi en ykkar keppinautar?

Vid fylgjumst mjog vel hvad er ad gerast a markadnum og reynum mjog mikid ad draga
fram okkar sérstodu.

Sem er, hvad er svona unik?

I rauninni er okkar nalgun ad vera orkustjornunarfyrirtaeki er mjog er akvedin sérstada. bad
eru fyriteeki sem er ad beita tdlvublinadi svipad og vid kannski ad med greiningar i
rauntima i skipunum sem gerir pad og eru med radgjof hvad & ad gera til pess ad na betri
hagkvaemni fram. bad eru skyld fyrirteeki sem eru med akvedna skyrsluhluti sem vid erum
lika med. Par eru radgjafar ad gefa radgjof. Pad er enginn sem teeklar orkustjornun, hvernig
styrirdu innan fyrirteekis sem er med mjog skip af mjog mikilli dynamik. Hvernig i fyrsta i
lagi greinirdu upp oOll pess gégn sem pu ert med og hvernig feerou menn til pess ad bregdast
vid og [...] g6dum hlutum. pagd er i rauninni enginn sem nalgast petta svona heildstett, eda
bad er enginn eiginlega ad gera pad akkdrat nuna. Vid héfum verid leidtogar i ad reyna ad
setja petta & kortid. Petta er svona field sem vid héfum svoitid att, sem ermjog gott pvi vid

erum ad koma meira inn i reglur alpjoda siglingamalastofnunarinnar.

Erud pid med stora deild hérna. Research and developmentdeild. Erud pid komin
med svona einhverja?

Ja [...] Vid erum med, pad eru svona 10 manns sem vinna kannski i hugbudanargerd og
svona algorithmum. Vid erum med svona verkefnadeild sem eru svona 15, cirka about.

So6ludeild sem eru nina 10 manns. Petta er svona ja

Hver hefur verid mesta &skorunin hingad til pegar pid hafid sétt & erlendan markadi?

Hvao myndirdu segja ad veeri svona “most challenging”
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Mjog misjafnt sko. En pad er, pad er alltaf steersta skrefid ad fa fyrsta vidskiptavininn &
akvednu landsveedi. Pad er mjog stort skref. Fa svona reference kinna. Og [...] reference
kanna annars stadar fra pa skiptar lika mali ad fa svona petta lokal, ad syna ad pu sért med
backup a pessu svaedi. Pad er oft svona sterstu challengar ad fa pann fyrsta inn og passa

upp & ad hann haldi &fram og sé anaegdur.

Og hann lati alla hina vita hvad petta seé frabart?

Pad gerist mjog hratt pegar madur passar upp & hann sko. bad tala allir saman.

En hérna ef einhver keemi til pin og mynda spyrja pig, petta er lokaspurningin sko, ef
einhver myndi spyrja pig hvad veeri pad mikilvaegasta sem pid hafid lert af pvi ad
alpjodaveaedast. Hvad myndirdu segja ef ad eda pa hvad & ad gera og hvad a ekki ad
gera ef pu meettir ad nefna eitthvad. Ef ég keemi til pin og bara heyrdu, ég var ad spa i
ad fara hérna pu veist med hugbunadinn minn hérna. Hvad myndirdu segja? Bara
ekki gera petta eda...?

pPad sem ég myndi allaveganna segja veri hérna ad leggja mikla aherslu & solu- og
markadsmal. bad er eitthvad svona sem okkur vid vanmetum oft & islandi. Sérstaklega ef
pbu ert ad horfa svona a svona akvedid svona afmarkad sektor sem er mjog gott ef pd neerd
ad bua til mjog afmarkada hillu. Vid erum yfirleitt pad sma ad eftir pvi sem vid naum ad
afmarka okkar sérsvid betur, finna okkar [...] og vera mjog aktif i pvi ad fara med pad (t,
vera 6hraedd vid ad henda upp pakka-lausnum bara eftir pvi sem parf, reyna alltaf ad gera
betta betur og betur og betur sému lausnina og snua adeins akvorduninni vid. bad breytir
Ollu bara hvernig & ad horfa & hlutina, pakka peim inn.

bad er enginn ad bida eftir lausnum, frabserum lausnum fra islandi Gti i heimi. bannig ad
byggja upp netid, passa ad pua sért med umhverfid med pér og alls ekki ad vanmeta

sOlupattinn.
Pu ert ekki ad bida bara eftir ad einhver kinni banki upp a.
pad gerist ekki.

Okey, frabeert!

Interview ends
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Company: Plain Vanilla corp.
Date: 30th of November 2012
Time: 10am

Duration: 14.19 minutes
Interviewee: borsteinn Fridriksson

Interviewer: Inga Jessen

Eg @tla ad byrja & ad spyrja & pvi hvernig fyrirtaeki petta sé. Hvernig fyrirteki er
petta?

Petta er sem sagt hérna (petta hefur verid sem sagt hérna) ,,uhh* télvuleikjaframleidandi
,»0g hérna*“ vid gerum leiki og leikjavélar fyrir hérna , vid héfum lagt dherslu 4 svona
mobile eda sem sagt sima og spjaldtélvur eda snjallsima og spjaldtélvur. Vid baum til
afpreyingu fyrir sima og ,,uhh* snjallsima og spjaldtélvur og vid erum lika Utgefendur &

moogies.

Hvener vorud pid stofnadir?

Fyrirtekid er stofnad 2010 i oktober. Vid erum rétt rimlega tveggja ara gomul ,,uhh* pad
var samt i breyttu formi vid sem sagt hérna vorum vid fyrsta arid ad vinna ad leik sem er
gerdur fyrir iPad og iPhone ,,uh* sem sagt barnatdlvuleikur og hét Moogies. [...] en svo sko
sidasta vor forum vid til Bandarikjanna. Fengum fjarmagn par. Med nyja hugmynd sem vid
erum buin ad vera préa [...] NG er pad svo ad i raun og veru erum vio med fyrirteeki i
Bandarikjunum lika pad & islenska félagid. pannig ad islenska félagid sem er med
operations hérna heima 4 Islandi er i raun og veru déttur félag bandariska félagsins sem
heitir Plain Vanilla corporation og hérna i raun og veru pad fyrirtaeki er ekki nema sex sj6

manada gamalt.[ J&] En vid erum sem sagt tveggja ara gémul.

Hvad eru margir sem vinna hérna i fyrirtaekinu i allt? Nuna i fyrirteekinu erum fastir
starfsmenn fastir starfsmenn ,,uh* atta. En svo erum vid med ymiskonar verktaka sem

koma inn i ymis verkefni pegar pad kemur ad einhverju sem parf ad leysa [...]

Erud pid bunir ad fara inn a adra erlenda markadi?
Ja vid erum eiginlega nar eingbngu & erlendum mdérkudum og hérna eiginlega 6ll okkar
sala og exposure er er ekki & Islandi pad er Island er mjog litid i pessum app heimi sko. Og

hérna vid erum pu veist til ad mynda med fleiri vidskiptavini sem slika heldur en
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islendingar eru sem er svona milestone [...] pu veist vid erum med eitthvad svona 350
pasund notendur a kerfinu okkar nuna. Lang steerstur hluti af pvi er i Bandarikjunum. Vid

soldid fokuserum & Bandarikin.

Hveneer eftir stofnun fyrirtaekisins forud pid inn & adra markadi? Var pad péa fyrir 6
manudum? Uhh, nei. Moogies er sko seldur ut um allan heim. Munurinn kannski &
Moogies og hinum leikjunum var ad pegar vié gafum Ut Moogies pa gafum vid hann ekki
ut sjalfir. pa vorum vid med utgafu fyrirteekid sem i raun og veru sau um utgafu og
dreifingu & leiknum en audvitad ju audvitad vorum vid & erlendum markadi samt ju pannig
ad vid vorum stofnadir fyrir tveimur &rum sidan algjorlega med pad ad leidarljosi ad vera
neer eingdngu a erlendum mdérkudum. bad var svona eiginlega ein af ein af hérna einn af
hvotunum fyrir pvi ad ég stofnadi petta félag var af pvi ad ég hafdi verid med félég og ad
vinna mikid & Islandi svo for ég erlendis i ndm og langadi rosalega [...] opnadi augun min
fyrir pvi hversu mikil érmarkadur er hérna & Islandi. P6tt pu eigir gott product pa er pad
ekkert life changing fyrir pig sko. PU getur verid tonlistamadur sem er vinsalasti
tonlistarmadur sko landsins en pu ert samt pu veist byrd i blokkaribud byrd i blokkaribid
sko og i Breidholti scalability & 6llu sem gerist er svo litid hérna pad er svo litill fjoldi
pannig ad klarlega pegar ég kem heim Ur nami pa var pad eitt af minum svona criterium i

bvi sem ég vildi gera var ad vera global, alveg alveg hérna pottpétt.

Hver var megin tilgangurinn ad fara inn & adra markadi? ba ert na svo sem kannski
biinn a0 svara pvi...

Erud pid med videigandi pekkingu eda reynslu innan fyrirteekisins til ad gera ytri
greiningu a erlendum morkudum, sem sagt Market analysis og inngonguleid &
markadi og svo framvegis?

Ja, [ok], ja vid stondum okkur vel sko. En hérna pad er voda erfitt ad segja ad madur sé
med ndgu goda pekkingu en vid traum pvi ad vid séeum med pad og hérna ef pad er einhver
indication & pvi hvort ad adrir tria pvi lika pa pa héfum vid hefur gengid vel ad fa
fjarmagn fra erlendis fra. Eg held ad pad sé einn besti svona malikvardinn & pad hvort ad
folk treysti pvi ad madur viti eitthvad hvad madur er ad tala um sko ef pad leetur mann hafa
peninginn sinn. Pannig ad pad hérna pannig ad ég ég vona pad held ég. bu veist timinn

leidir i 1jos hvort petta gangi upp eda ekki sko.

164 |Page



Hafid pid fengid.., biddu nu vid hvar, hafid pid fengid utanadkomandi adstod til ad
gera ytri greiningu a erlendum mérkudum? Einhverja, pu veist, hafid pid rad... [nei].
eda einhverja hjalp?

Nei, sko ytri greiningu ég pu veist audvitad er madur ad tala vid alla um markadinn og
pelir i hvad er ad virka og og hvernig er best ad [...] notendur og na inn og komast i pu
veist. En nei vid hofum ekki sérstaklega fengid einhverja radgjafa fyrirteeki eda keypt
einhverja analisu a markadnum sem slikum. Petta er mjog eldfimur markadur,
leikjabransinn, serstaklega mobile og pad er ofgnoétt af alls konar kenningum og og og
hérna svona einhverjum analisum & honum bara & netinu. Audvitad skodum vid pad. Vid
pannig séd rannsokum petta ekki sjalfir, vid stydjumst vid upplysingar sem vid finnum &
netinu eda pa veist audvitad en hérna. Madur parf bara ad vita hvar madur a ad finna peer,
japa veist pad er.. Ja, ja en vid notum engar pjonustur sem slikar sko bara eitthvad sem vid

héfum &huga & og kynnum okkur sko, pannig ad...

En hafid pid fengid einhvern timann fengid adstod fra islenskum stjornvéldum pegar
pid vildud sakja & erlenda markadi, eins og Islandsstofu eda 6drum islenskum
stofnunum eda fyrirteekjum?

Njje vid tokum patt alveg i byrjun, pa forum vid & norrena leikjarastefnu. Med 6drum
islenskum leikjafyrirteekjum sem hét hérna Nordic Games. betta er bara i mars sem sagt
2011 og pad var eitthvad tengt islandsstofu. Han var eitthvad ad organizera pé ferd, a pann
hatt ju en ég get ekki sagt ad midad vid nlverandi Utras og parna pegar vid férum Gt og
annad ad p4 kom enginn ad pvi sem slikir. banngi ad nei ég veit, nei i raun og veru myndi
ég segja ad vio hefdum ekki beint fengid hjalp fra henni p6 vid hefdum tekid patt i

einhverju [...] fyrir tveimur arum sidan.

Vorud pid medvitud..., medvitud um veikleika fyrirtekisins adur en pid forud inn a
erlendann markad?

Nei, alls ekki sko en peir koma svona sméa saman i ljés. Uhh, ég held ad, [j&] adur en vid
forum a erlendan markad ju madur veit alveg ad samkeppnin er gridarleg reyndar og pad er
veikleiki alltaf ad pad er kannski ekki veikleiki & fyrirteekinu pad er bara pu veist bara
threat bara ef pu tekur [...] pa er pad threat meira sko bara hvernig pu gerir pig synilegan
sko. En vid vid vorum medvitadir um pad og reyndum ad nota fyrir til pess ad countera pad
en en nei & vissan hatt var madur samt ekkert of medvitadur um pad pad er ég hugsa ad ef

madur hugsar of mikid um pad pa verdur madur disdiscouraged. Og madur verdur pinulitid
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ad trda ad madur se alveg med til pess ad hérna bara hafa sko sjalfsviljann i pvi ad halda

afram [ J4].

Hvada innri hindrunum hafid pid purft ad takast & vid pegar pid vildud sekja & adra
markadi t.d. starfsmannamal fyrirtekisins, fjarmagn, skortur & upplysingum um
adra markadi, skortur & auka framleidslugetu? [...]

hvad sagdir pu?

Sem sagt, hvada innri hindrunum hafid pid purft ad takast a vid? ba er verid ad tala
eins og um: skort a starfsménnum eda...

ja bara allt bara. pPad er erfitt ad f4 g6da forritara, pad er ad leita ad peim, pad var erfitt ad
fa fjarmoégnun, vid eyddum mérgum manudum i ad leita ad fjarmagni hérna & Islandi adur
vid forum at. bad er hérna pad er bara eins og i 6llum fyrirteekjum sko, pad er i mérg horn

ad lita [J4]. Pad tengist svo sem ekkert beint erlendri Utras sem slikri sko og hérna. ..

Hvada ytri hindrunum hafid pid purft ad takast a vid pegar pid vildud sekja & adra
markadi? eins og hindrunum fra islenskum stjornvéldum, umhverfistengdar
hindranir & erlendum mérkudum sem er sem sagt: menning, tungumal, politiskt eda
efnahagslegt umhverfi. Pid nattdrulega purftud ad stofna parna fyrirteekid.

Ja, ég veit pad ekki . Pad er miklu audveldara ad stofna fyrirteeki i Bandarikjunum heldur
en & Islandi sko.[ Er pad?] Ja, miklu. pad tekur héalftima. kostar ekki neitt. 200 dollara.
Hérna, ég veit pad ekki ég held ad pad ef pad purfi eitthvad ad vera pa hafi okkur fundist
akvednum hindrunum verid aflétt pegar vio férum med petta inn & markadinn pannig ad
ég. Audvitad er fullt af [...] hindrunum sem madur parf ad leera og ég tala na ekki um ad
vid erum ad reyna ad selja vorurnar okkar i Kina. Vid erum ad lata pyda hluta af pvi a
kinversku og hérna og og pad er erfitt ad skilja pann markad. bad eru menningarleg issue
par sko og hvernig madur & ad [...]Jiza og og og komst par. Sko og fa exposure par. N eru
t.d. kinversk stjornvold ad loka & alls konar netnotkun, internet notkun og svona. Ja, ja, en
beir voru ad opna landid fyrir 6llum nema Nordmoénnum i dag. [NG?] Aha. Peir voru banir
ad gefa pad at ad allir i Evropu myndu fara visa-laust til Kina nema Noregur. [N,
afhverju?] betta er hluti af sem sagt motmeaelum Kina vid Nobel afhendingu parna
fridarverdlaun Nobels til parna andofsmannsins parna[ja] [...] leggja Noreg i einelti, algjor.
Nei, nei, nei ég hérna held ad petta sé margt pad er margt sem er miklu miklu audveldara
reka fyrirteki i bandarikjunum en & Islandi t.d. pad ad ef pu ert med kreditkort,

fyrirteekjakredit kort pa parftu ekki ad safna éllum kvittununum i Bandarikjunum. Pad
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naegir ad sja kreditkortayfirlitid.. [ja, ja]... & medan ad & Islandi pa parf ég alltaf ad tina
kvittunum og madur er sko personulega liable ef madur getur ekki synt kvittun af einhverju

sem madur notar. Sem mér finnst vera bara einhver nasismi i gangi. En allt i lagi.

Erud pid med einhverja sérstaka stefnu eda notid pid einhverja adfero til ad sekja a
erlenda markadi eda sem sagt erud pid t.d. niina erud pid ad tala um ad fara til Kina,
erud pid pa med eitthvad akvedio ferli sem fer i gang? Nei. Nei. [Ok, bara svona

einfalt]Vid erum eiginlega ekki med neina stefnu ennp4, vid erum svo ung.

En eins og med pricing eda pu veist eins og verdur pricing pad sama i Kina eins og i?

Ja vio erum bara & pannig markadi ad pad er... Ja... Ja petta nattirulega bara. bu veist petta
er sem sagt... dreifingarleidrnar okkar eru i rauninni vid stjornum bara hvada hillu eda holfi
okkar vorur eru i. Svo er pad bara translatead yfir & mismunandi markadi. Uhhum. Pad er

enginn process sem fer af stad [ok]

Hver er mesta askorunin hingad til pegar pid sottud a erlenda markadi? hvad er pad
sem, um hvad er ja.

Ja. Atli pad sé ekki ad purfa ad vera mikid uti i utlondum. Med tvd born hérna heima, prja
manudi Ut i San Francisco. Pad hljomar meira eins og personulega [...] en sko erfidasti
hlutinn vid pad ad vera t.d. Gt i San Francisco var ad vera med fyrirteekid skipt nidur i
Reykjavik og San Francisco eda teamid sem vid héfum og ég er i mjog miklum
samskiptum vid vesturstrond Bandarikjanna og ég er yfirleitt i vinnu til midnzttis. Eg er ad
taka fundi, pad er atta klukkustunda mismunur [V&] Eg er ekkert ad segja ad

timamismunurinn sé eitthvad adal challengid...

Er pad distance from market eda? Pu ert svo langt fra markadnum eda? Ja pu veist
pu ert...

Nei, pad er bara ad taka fundi ég tek fundi nokkra a dag hérna vid Vesturstrondina og peir
eru alltaf klukkan niu-tiu a kvoéldin, svo vaknar madur morgna hérna og getur unnid alveg
ohemju langa vinnudaga oft. bannig ad pad er mér finnst pad vera challenge og lika pegar
vid vorum (ti ad eiga samskipti vid forritarana & islandi, pad var mjog erfitt. Pannig ad
vera i alpjodavioskiptum eda med alpjooda fyrirteki er mjog flokid ad arrangera svona
timamismun. Eg get ekki imyndad mér pegar vid erum komin med stod til Kina ad purfa

ad vera co-ordinate-a petta ad pad sé mikid challenge [ja]
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NU eru ein svona loka bonusspurning © Hvad er pad mikilvaeegasta sem pid hafid leert
a ad alpjéoaveaedast? Hvad er eitthvad sem pu myndir segja vid einhvern sem kami
hérna inn og langadi bara ad fara til San Francisco eda eitthvad og myndi spyrja pig
hvad veeri pad mikilveegasta sem madur etti ad gera?

Eg myndi segja ad vid erum bara soldid fastir hérna heima. Eg held ad vid séum fyrsta
fyrirteekid & Islandi sem ad hefur farid til San Francisco og hefur fengid sko seed funding
og hérna og ég atla bara pu veist , petta er haegt og mitt rdd veeri bara Go for it sko og
hoppa i djdpu laugina pvi pad er fullt af klaru og frabeaeru folki & islandi og hérna og hérna
pad er svo mikid af teekifeerum ati i heimi sem folk bara missir af ef pad heldur sig heima.
paod [...]

Interview ends
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Company: Tulipop

Date: 12th of December 2012
Time: 13.17

Duration: 31.39 minutes
Interviewee. Signy Kolbeinsdottir

Interviewer: Inga Jessen

(small talk about how the interview works, how the companies which were selected were

on a startup list etc)

Hvernig fyrirteeki er petta?

Vid erum hugmynda og hoénnunarfyrirteeki myndi ég segja [ok] eda hdénnunarfyrirteeki
adallega kannski. Og ja, [jamm], ég veit ekki alveg hvernig ég & ad Utskyra petta sko, vid
erum ad proa heim, Tulipop heiminn, sem er svona ja svona bara hvad & madur ad segja,

svona Hello Kitty islands, eda Hello Kitty eitthvad pannig [ja, 6kei]

Hvenar vorud pid stofnadar?
En samt ekki Hello Kitty, af pvivid erum med allt annan bodskap og allt annad i gangi

nattarulega

Ja, pannig ad pid erud kannski ad einblina & pu veist, svipadan markad, eda hvad?

J4, ju svolitid, vid erum badi ad stila, vid erum nattirulega ad stila inn & born, pad er
nattarulega klart mal, en vid erum lika ad svolitid ad stila inn & fullordinsmarkadinn. bu
veist vid viljum lika ad fulloronir fatti petta og taki patt i pessu og vid erum svolitid svona..
ég held ad petta sé svona, sko Islendingar eru ekki alveg ad fatta petta [ja] en ég held ad

utlendingar séu ad fatta petta betur [j&], sko petta & eftir ad koma meira til islands

Okei, en erud pid ekki ad einblina meira & erlendan markad?

Erum vid?

Ekki meira ad einblina a erlendan markad pa?

Vid gerdum pad i upphafi, en svo einhvern veginn hefur petta verid ad ganga svo vel hérna
heima og madur ma heldur ekki hérna ma ekki gleyma islenska markadnum, pad er svo
gott ad byrja, launcha einhverju par [ja einmittljog préfa og ga hvort ad pad virki, ef pad

virkar & islenskum markadi pa miklu frekar mun pad virka a erlendum markadi [ja einmitt]
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Heyrdu, [ja], hérna hvenar var fyrirtekio stofnad, hvada ar?

2010, januar, fyrir premur arum.

Og hvad eru margir ad vinna hja fyrirtekinu?

Vid erum 3 eins og er og svo kannski verdum vid 4 & neasta &ri, vid svona stefnum ad pvi.

Hvad... erud pid buin ad fara inn & adra markadi?

J4, vid erum adeins komnar til Evropu. Vid nattdrulega, vid erum ad selja i um prjatiu og
eitthvad budum erlendis, en hins vegar er petta oft eitthvad lika- folk gerir pdntun og svo
kemur engin énnur pontun af pvi ad pad gengur kannski ekki ndgu vel og eitthvad svona
[j&] en sidan eru sumar budir sem hafa verid ad panta aftur og pad er rosa anagjulegt pvi
pa ertu einhvern veginn komin inn, pa er madur einhvern veginn bdinn ad n4 markmidinu
fattardu [ja]. Pad er i sjalfu sér bara sigur ad komast inn i einhverja bud erlendis, en pad er
[1&], honum er ekki nad ad fullu fyrr en pu ert buin ad panta paer aftur sko. Pannig ad pad er
i byskalandi par erum vid frekar vinsalar og erum alveg med fasta- j4& komnar alveg med
g6da kanna par i tveimur budum. Og sidan i Noregi i rosa flottri kedju, og vid erum i
Svipj6d, vid erum i Frakklandi, vi ad erum ad fa liklega rosa flottan umbodsmann i
Frakklandi eda dreifingaradila [ja] og sem mun péa dreifa i Portugali, Spani, Frakklandi,
Belgiu [v4] og ja, italiu...

Og vorud pid ekki lika i Bretlandi?

Ju vid vorum i Bretlandi, vid vorum samt rosa litid komnar par inn [ja]. Vid erum hérna
adeins ad preifa fyrir okkur par. Vid férum ss a syningu i fyrra, Ambiente, sem er svona
vorusyning, og par hérna fengum vid fullt af pdntunum, rosa gaman og lika fra Frakklandi,
Belgiu og Hollandi- ég gleymdi ad minnast a pad, og par hittir madur folkid pu veist sem
er ad kaupa og pad virkar bara svo Ogedslega vel. Pad hérna, pa pegar madur hittir
manneskjuna, pad er bara svona svolitid bara svona gamaldags, pad vill bara fa ad sja,
koma vid, hitta pig og pu veist, emaill og simtal pad er bara pu veist ekki neitt midad vid
ad hitta manneskju i eigin persénu ad pa einhvern veginn faer madur rosa ja pa feer madur
kdnna Ut & pad og hérna svo muna peir eftir pér lika miklu betur pannig ad pegar ég sendi
nuna fréttabref til peirra ad mr.Tree lampinn veeri kominn, pa var bara fullt af folki sem
pantadi, samt pantadi pad ekki & syningunni sjalfri [ja okei, i madur vill lika oft fa ad
koma vid voruna, pad er svo skrytid]. Ja madur vill koma vid voruna, sja hana, madur vill

hitta manneskjurnar, sjad hvad madur pu veist er ad dila vido [ja]. Pad er néttdrulega
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oOtralega.. mér finnst pad algjorlega frabeert ad pad skuli ennpa vera pannig. Madur heldur
ad einhvern veginn alltaf- j& [...], audvitad er petta erfitt, pad kostar rosalega mikla peninga
ad fara a svona syningu og rosalega mikil vinna [...], en petta er bara eitthvad svo basic,
betta er svo hérna einhvern veginn svona svo mannlegt ad hitta manneskjuna [ja
ndkveemlega], pu veist fara og syna og koma vid og .. Pannig ad pessar syningar skipta
gridarlega miklu mali, pannig ad pad & ad koma fram parna, ad pad er bara nimer 1, 2 og 3
ef pu atlar ad markadssetja pig erlendis, pa parftu ad fara & svona syningar, pad er ekkert
nog ad hringja og senda emaila og fréttabréf og eitthvad svona, pu verdur einhvern veginn
ad koma pér & framfaeri med pvi ad fara & stadinn og pannig fengum vid, htfum vid fengid
okkar helstu kinna med pvi ad fara til pyskalands & pessa syningu, Ambiente heitir han.
Vid férum einu sinni til New York, vid forum tvépusundogni.. 2010 til New York, 2011
segi ég fyrirgefdu, férum vid til New York og par vid byrjudum eiginlega sko a- vid vorum
svo, vid urdum svolitid ad fikra okkur &fram med syningar og pad er til New York gift fare
. Vid &tludum fyrst ad fara inn& semsagt Bandarikjamarkad, en eiginlega hattum bara vid,
bad var svo mikill timamismunur, petta er svo stort land [j&], i pu veist, petta er svo stort ,
hérna, stor heimsalfa- eda hvad segir madur [ja] bara [stor markadur] stor markadur en
hérna petta er einhvern veginn, madur vill kannski, kannski bara nertekara ad byrja bara i
Evrépu pannig ad vid einhvern veginn forum... férum & syninguna parna i Frankfurt i

stadinn, i stadinn fyrir ad fara aftur & New York Gift Fare.

En hvenar stofnu... En hvener eftir stofnun fyrirtekisins forud pid innd adra
markadi?

Mjog fljotlega, vid seldum.. vid férum til Svipjodar um veturinn 2010- eda haustid og
forum og hittum fullt af budum par, férum sjalfar, vorum ekkert & syningum heldur forum
bara med poka af déti og hittum budir sem vid vorum bdnar ad skoda a netinu og vorum
bunar ad segja ad vid @tludum ad koma og allt i fina, skipuleggja fundi og svona [ja] og
téludum ja vid nokkrar budir og fengum par rosalega flottan, og hérna fengum par og
forum par inn i rosa flotta bud. beir pontudu fra okkur alveg fullt. Og pad var svona
stationid, vid vorum bara med station linu en pad er blid ad batast svo rosalega hratt eda
mikid vid sidan, pa voru bara pessi ritféng bara i rauninni pad sem heagt er ad framleida a

Islandi.

Erud pid ad framleida & Islandi bara, erud pid ekki komnar med einhvern Gti sem
framleidir fyrir ykkur?
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Ja, vid framleidum ennpa oll ritfongin okkar & islandi, en pad mun kannski breytast en vid
erum .. nattdrulega allt annad bara framleitt i Asiu- Kina og Taiwan [j&].

En hérna, hver var megintilgangurinn ad fara inna adra markadi?
Megintilgangurinn? [j&]. Pad er nattdrulega ad stekka, ad verda pu veist geta bara ad verda
eitthvad brand, ad ja.. ad byggja petta brand upp, ad byggja og steekka og pannig gera pad

bara ad einhverju storu [ja]

Hva, erud pid med videigandi pekkingu eda reynslu innan fyrirtaekisins til ad gera
ytri greiningu a erlendum mdérkudum, ss. Markadsgreiningu, hvernig pid etlid ad
fara inn & markadi osfrv?

Hun Helga... ég er honnudur pannig ad ég er kannski ekki alveg laerd i pessu eda hef aldrei
einhvern veginn natturulega var bara hef bara fram ad pessu verid bara sjalfsteett starfandi
mjog mikid, en Helga pa veist er atskrifud med MBA fr4 London Business School og er
tolvunarfredingur lika og hérna og bara kann mjog margt. Hafdi unnid hja storum

fyrirteekjum sem markadsstjéri og svona [ja] [...]

Pannig ad pid erud i rauninni med akvedna ss. pekkingu...

Ja vio erum med pad, ég myndi segja pad. Vid erum svo 6tralega, vid komum med svo
oOlika [...], ég er bara med listad6tid og ég nattarulega hanna allt og geri allt 61l pessi.. Allur
pbessi heimur er i rauninni min sképun og svona. Audvitad kemur Helga og svona pu veist,
han néttarulega skiptir sér svolitid af pessu [ja], en ég hérna teikna petta allt og svona og
hanna, en han pa veist sér um eins og hvad, ja han kemur med hugmyndir eins og hvad
erum vid ad fara ad gera nast. b0 veist, hver er nasta varan okkar? Hvert er nasta skref?
Erum vid ad fara ad gera tolvuleik, erum vid ad fara ad gera lampa eda pu veist. bad er
heegt ad gera svo margt [j&] og han er lika pa veist sér um svona erlend, erlend vidskipti og
lika pessar syningar og svona, pad er hun sem hefur komid pessu 6llu & & koppinn og svona
[j4]. Pad er rosalega gott ad hafa svona manneskju med sér i pessum bransa [ja]- eda

naudsynlegt, algjorlega
Ja ndkveemlega. Hérna hafid pid fengid utanadkomandi adstod til pess ad gera svona

greiningu & erlendum mérkudum?

Nei, ekki svo mig minni [nei], nei ég held bara ekki.
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En hafid pido fengido einhvers konar adstod fra islenskum stjornvéldum pegar pid
vildud szkja & erlenda markadi, eins og Islandsstofu eda 68rum islenskum stofnunum
eda fyrirteekjum?

Ommm vid hofum talad vid Islandsstofu, islandsstofa hefur verid svona frekar, peir eru
mjog Olidtekir, pu veist peir vilja alveg vel, vilja hjalpa manni og svona, og eru reyndar
kannski ad gera eitthvad i pvi nuna, en petta er reyndar eitthvad svolitid svona erfitt, pu
veist, erfitt. Vid forum nokkrir hénnudir og téludum vid Islandsstofu fyrir ari sidan [ja] og
badum pau um ad styrkja okkur i svona syningarhéldum- ég meina ein svona syning kostar
ba veist 1,5 milljén fyrir fyrirteeki [va], pannig ad pa veist bara med flugi Gt og vera og
vera & , ja og vera parna & svadinu, og hotel og allt petta [ja] og vid vorum ad bidja um
styrk fyrir pad af pvi ad Islandsstofa hefur verid ad styrkja svona [ja], ekki kannski
endilega honnudi, en &druvisi- onnur verkefni [ja] og pad var eitthvad pu veist, eitthvad
pinu j& vid purfum adeins ad skoda petta og sidan pu veist vorum vid ad buast vid
styrknum fyrir Ambienten nina pu veist, petta er nefnilega pannig ad madur parf alltaf ad
meeta aftur pa veist [ja i stadinn fyrir einu sinni] pd hittir einhverja kanna, nei pd meetir
ekki einu sinni og feerd fullt af kinnum og allt i guddi, heldur parf ad meeta parna pa veist a
hverju ari, og syna peim ad madur sé ekki farinn a hausinn, ad madur sé actually fyrirteki,
ad madur er ad gera eitthvad ad viti pu veist, pvi pannig vinnum vid inn traust kiinnana. Og
bu veist- hey ja pa varst i fyrra, ég &tla ad panta af pér nana [ja einmitt]. Svolitid svoleidis.
bannig ad Islandsstofa, vid vorum ad bidja um pad ad islandsstofa myndi styrkja ss fleiri
hénnudi til pess ad fara & Ambiente eda [...] sem er syning i Frakklandi i Paris og hérna
nana ss. Bara i vor i febrdar en svo er petta eitthvad vesen niina pannig ad peir &tla ekki ad
styrkja okkur fyrr en i haust en vonandi verdur eitthvad ar pvi, ég hérna, ég bid spennt.

En pad er nefnilega svo merkilegt, ég spyr alltaf pessarar spurningar, ég er bain ad
hitta dalitio morg fyrirteki, og pad er enginn sem hefur fengid einhverja hjalp fra
Islandsstofu, [nei] en skrytid pvi madur heldur ad petta sé einmitt malid ad madur
komi parna inn og peir hjalpa manni og leida mann svolitid i gegnum petta....

nei, pad er ekki pannig og lika... Eg etla ad segja pér lika, ég veit ekki pt matt kannski
ekki segja ad ég hafi sagt pér petta en pad er pu veist eins og bara pegar pu ert med islenskt
fyrirteeki og ert i 0tflutningi.. [ja], pad er ogedslega erfitt pvi vid erum ekki i
Evropusambandinu. Ad vera ad flytja.. vid erum til deemis med voruhds i Rotterdam ad
pad er brjaladur hausverkur ad flytja vorur ar véruhdsinu i Rotterdam til einhvers annars
lands pu veist til Italiu eda eitthvad, af pvi ad ...Gt af pvi ad pad er eitthvad nimer ss sem

Evropusambandslond eru med [ja] til pess ad flytja vorur & milli og ekkert mal en Island er
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ekki med petta og Helga er buin ad vera i gedveikislega miklu rugli Gtaf pessu nimeri og
loksins fengum vid petta nimer en pad var ekki med hjalp Islandsstofu, peir vissu ekkert
um petta [ja]. Pu veist peir vissu ekki einu sinni um petta namer ad petta veeri haegt sko
eins og KronKron eda Kron [ja], peir keyptu bara fyrirteeki i akut, pu veist pad var bara
svona, petta var bara svona hlaupkaup af pvi ad peir purftu ad fa véruhus og purftu ad hafa
fyrirteekisnamer pvi ef pu ert ad stofna fyrirteeki parna Uti pa gegnur petta betur en pu veist
pad kostar 3 milljonir ad stofna fyrirteki erlendis og vid erum ekkert ad fara ad gera pad,
vid erum bara ad flytja voru fra einum stad til annars, an pess ad flytja véru inn i landid og
borga tolla og gjold og allt petta, pad er nattdrulega miklu 6dyrara ad flytja allt draslid til
Rotterdam og by the way, ad flytja fr4 Kina til Rotterdam einn gam med skipi kostar
5pusund kall & medan fra Rotterdam einn gamur med skipi til islands kostar 150ptsund

kall, pa verdur ad hafa pad lika med. pad er bara faranlegur kostnadur.

pannig ad pid hafid ekki fengid fullnaeegjandi pjonustu fra Islandsstofu, pad er nasta
spurning sko pannig ad pad er eiginlega bara nei?

Ja ég meina hvar kemur petta fram, hvar atlardu ad syna petta?

petta er lokud ritgerd [Okei], pannig ad ég atla.. pa segi ég nei, bara ekki. Pannig ad pad
var engin hjalp og vid hofum ekkert getad nytt okkur pad einu sinni. b0 veist petta er svo
rosa erfitt eitthvad og pu veist lika bara af pvi ad vid férum parna .. pd veist vid erum ad
gera goda hluti myndi ég segja vid fjogur pessir hénnudir, pad vorum vid, pad var
Ingibjérg Hanna med pu veist med Krummaherdatrén [ja] og svo var pad Gudrin i [...],
Guadran Ninja, veistu hver han er ? [j&] han er med svona, ja. Vid forum og vid vorum ad
bidja um petta . Vid vorum ekkert i rugli, vid er buin ad vera i pessum bransa i morg ar [ja]
bu veist og vid erum med pessi fyrirteeki sem eru ad plumma sig ageetlega [ja], pannig ad
betta er ekkert svona hey, viltu styrkja okkur af pvi ad vid erum ad gera eitthvad 6gedslega

spennandi

ja pid erud alveg med reynsluna pannig ad pid getid alveg synt [ja] ad pid séud ad gera
eitthvad. Ad petta sé alveg ad virka.

Islendingar eru ekki alveg ad fatta petta en Gtlendingar eru ad fatta petta betur

Vid erum alveg med reynsluna og hofum farid a pessa syningu adur vid hofum pu veist
bara borgad ur eigin vasa og vid héfum fulla tri & ad petta muni gera sig pannig ad vid
hofum alveg synt fram & pad pvi vid héfum allar gert petta sjélfar, allar [ja]farid & syningar.
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En hérna, vorud pid medvitadar um veikleika fyrirtekisins &dur en pid forud inna
erlendan markad?

Veikleika fyrirtekisins?

Ja svona eins og til demis.. pa veist.. geroud pid ykkur grein fyrir peirri
framleidslugetu sem pid pyrftud til deemis ad geta framleitt fyrir erlendan markad
eda vorud pid of faar eda vissud pid ad pid settud ekki n6gu mikinn pening eda..?

Sko pegar madur fer (ti svona bransa pa nattdrulega veit madur pad ad flestur- eda nanast
allur peningur sem fer inn i fyrirtaekid fer ut ar fyrirteekinu i adra framleidslu [j&]. bu veist,
betta er svo pl veist & medan madur er ad byggja petta upp, pa er i rauninni svo litid sem
verdur eftir fyrir mann sjalfan pannig ad madur er i rauninni ad byggja petta upp heegt og
rolega og med eins 6dyrum pa veist en samt godum heetti eins og mogulega, mogulegt er
[14] og vid erum ad reyna... Eins og melanin vérurnar okkar sem eru diskapatturinn og pad
, pu veist pad er mjog flottur adili sem er ad framleida pad [j&] i Kina og bara mjog bara
mjog vandad melanin. Frekar pykkt og svona stabilt. Pannig ad vid reynum, vinnum med
ad gera flotta hluti og goda hluti, ekki drasl. [ja]

pburftud pid... eda svaradi petta spurningunni pinni, eda pu veist ég er ad reyna ad segja...
petta snyst meira um ad pid farid Ut og bara 6nei, ja vid vorum ad fatta ad vid getum
petta ekki, pu veist. Pa erud pid bunar ad fatta ad pid erud med einhvern veikleika
innan fyrirtaekisins sem pid vorud...

Ja vid erum samt, nei vid erum aldrei, nei vid héfum bara hugsad pannig ad vid erum
ofbodslega litlar en vid erum alveg med ndg, vid erum alveg med jafng6dar vorur og naesti
madur vid hlidina & okkur sko, ef ekki betri [ja], pu veist, pad er svo mikid af drasli
allsstadar og a pessum syningum ef pu ert ad tala um pad, pu veist pad er rosalega mikid af
einhverju drasli og ljétu doti ad ég bara ... madur er bara ordlaus ad bara ad petta skuli
ganga upp, Pannig ad vid stondum okkur, vid erum nokkud anagdar med okkur bara pegar
vid komum & svona syningar. Vid vitum ad vid erum litlar, vid erum eins og kraekiber i
helviti parna en pad er samt, vio gerum basinn okkar rosalega finan, vid leggjum virkilega
mikid i pad, vid erum ad reyna ad synast sterri en vid erum, vid vorum tildeemis bara tvaer
begar vid forum sidast Ut og folk alveg trdir pvi pa veist bara gedveikt petta hlytur ad vera
eitthvad fyrirteeki sem er ad gera goéda hluti [pa erud pid ad gera eitthvad rétt], ja vid erum
ad gera eitthvad rétt. Vid erum med tip top voru erum med 6gedslega flottan bas og erum
bara, pu veist hann er allur veggfodradur og hann er allur, pa veist ég get synt per myndir
af pessu [ég s& petta & FB einhvern timann — ég fylgist alveg med ykkur], ja einmitt, en pd

veist pegar madur var bara med stationary, pa veist ritféngin, pa var madur svolitid litid og
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vorum bara rétt ad byrja en pu veist madur heldur bara 6traudur afram, madur bara hérna

bara batir vid.

En hérna eru einhverjar hindranir sem pid hafid purft ad takast a vid pegar pid sekid
4 erlenda markadi til deemis vardandi starfsmannamal fyrirtaekisins, fjarmagn,
skortur a upplysingum um erlenda markadi eda skortur a aukaframleidslugetu?

Ja allt petta [Okei] bara fjarmagn, starfsmadur pad vantar alltaf auka.. pad er alltaf gott ad
hafa auka starfskraft og alltaf gott ad hafa mikinn pening a milli handanna. Vid néattarulega
erum bara algjorlega eitt fyrirteeki ég og Helga, vid erum ekki med neina fjarfesta [nei]
skilurdu og par af leidandi erum vid algjorlega ad byggja petta sjalfar [ja]

En hvada hindrunum eins og , hafid pid purft ad takast & vid eins og hindranir fra
islenskum stjornvoldum- pa er ég ad tala um gjaldeyrishéft og svona,
umhverfistengdar hindranir eins og menning, tungumal og svoleidis, pu sagdir til
deemis fra pvi adan eins og med nimerid sem pid purftud ad fa, pad er tildeemis ein af
peim hindrunum..

J4, pad er eina hindrunin, svo hafa gjaldeyrishoftin ekkert verid ad rosalega bégga okkur
eitthvad brjaleedislega mikid en....

En eins og tungumal eda...

Vid télum alveg ageetis, vid télum.. eda ég tala alveg pysku, ég tala itolsku, ég tala ensku
og islensku néattdrulega og dénsku [ja] og Helga er 6égedslega god i ensku og kann pysku
lika [ja]sko ég er alin upp i byskalandi pannig ad ég tala pysku alveg eins og innfaedd...
[Okei] og franskan, ég er ekki nagilega géd i henni, ég leerdi hana i MR pannig ad ég pu
veist.. ekki alveg. Og ég skil spaensku pannig ad madur getur bjargad sér, vid bjorgum
okkur alveg [ja] og svo er haegt ad leigja manneskju til demis ef madur kann ekki
tungumalid eins og i japan eda eitthvad, pa er haegt ad leigja manneskju med sér i bas sem
nattarulega talar japonsku og ensku [snidugt] j& mjog snidugt, pad er alveg haegt ad leigja

svoleidis manneskju.

En erud pid med einhverja sérstaka stefnu, eda pu veist —eda notid pid einhverja
akvedna adferd pegar pid farid inna annan markad eins og .. eda farid pid bara a
syninguna og vonid hid besta- eda pu veist.. Erud pid med eitthvad svona- na fer petta
ferli i gang af pvi ad vid etlum ad reyna ad fara innd pennan markad, erud pid med

eitthvad pannig?
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Nei i rauninni ekki. Vid vitum svona nokkurn veginn hvert vid erum ad stefna. Vid erum,
vid erum reyndar- jaud, vid erum ad gefa pessa bdk Ut nina og erum svolitid kannski,
kannski nast a dagskra hja okkur er ad gefa Ut bokin & ensku og kynna karakterana betur
bvi folk er oft ad spyrja hvad er petta, ég vil vita meira, hvad gera pessir karakterar og pess

vegna forum vid einmitt af stad med pessa bok i sumar med Moggu.

En eins og verdstefna, pu veist, verd a vorunum, [jaJerud pid med einhverja stefnu
vardandi verdid, erud pid med mismunandi verd i mismunandi I6ndum eda..

Nei, vid reynum n0 ad vera med sama verd i Evropu svona cirkabout, en vid erum adeins
dyrari hérna heima, verdid fer adeins upp Ut af pessum tollum og gjéldum og
flutningskostnadi, pa er verdid adeins dyrara hérna heima, varan er dyrari [j&] en af pvi ad
vid getum sent kannski helming af framleidslunni til Rotterdam og geymt hana par i
voruhdsi [ja], pa er pad miklu odyrara pvi flutningskostnadurinn er ekki 150pusund heldur

5pusund [ja ndkveemlega] og tollarnir eru ekki jafnhair eins og hérna heima.

En hafid pid ss. Nad arangri & erlendum mérkudum, svona eins og pu ert ad tala um
ao fyrirteeki panti aftur og svona, erud pid ss. Ad graeda & pessu og pu veist, erud pid
komnar pad langt af stad?

Ja pad eru yfirleitt svo stérar pantanir, yfirleitt hérna.. hérna heima er petta bara svona ja ég
etla ad fa tvo lampa og 7 baekur og 2 sett af diskum og svona, kannski stundum, ekki
alltaf, stundum koma miklu harri pantanir, en pad er allt eitthvad svona sma snatt af pvi ad
vid erum eitthvad svo litil og getum alveg gert pad hérna heima en svo Gti i Gtlondum, pa
eru yfirleitt svona pantanir eins og fyrir 150pusund kall og pu veist 200 pasund Kall...

Erud pid med eitthvad lagmark?

[ einu, ja vid erum med lagmarkspdntun parna Gti, pu veist bl getur ekki pantad svona litid
eins og hérna heima [nei] og af pvi ad pu ert ad spyrja hvort vid hfum unnid einhverja
sigra, pa finnst mér bara ja bara mjég mikinn sigur med pvi ad vera komnar i petta margar
budir erlendis og hafa fengid petta mikid feedback og fengid endurpantanir, pad er bara,
bad er Otrilega mikils virdi [ja] ad pa fer petta einhvern veginn betur, pa veist af stad.

Meira af stad.

En hérna erud pid medvitadar um , vitid pid hvad pid erud ad gera 6druvisi en
keppinautar, pid vitid hver samkeppnin er og hérna og vitid pid hvernig pid erud

ooruvisi en allir hinir?
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Sko ég hef alltaf &kvedna skodun um hvad ég vilji gera og hvernig ég vilji ad hénnun ad
minar myndir séu [ja] og hvad peer eru ad presintera. Eg vil ekki til deemis ad, petta & ekki
ad vera eitthvad uppeldisdemi, petta & ekki ad vera kynjaskipt, petta a ekki ad vera
eitthvad svona- einhver svona fullkomleiki eins og er rosalega mikid pd veist eins og
sérstaklega er verid ad tyggja ofan i born endalaust og botnlaust [j&], ad pd métt ekki borda
nammi og ekki vera i blau af pvi ad pu ert stelpa [ja] pd métt ekki vera skrytin.. bannig ad
ég vil bara pvi skrytnara pvi betra. Pvi meiri litagedveiki, pvi betra- pu veist, more is more
hja mér. Eg vil bara ad pad sé rosalega gaman, ég vil bara einhvern veginn ad allir kannski
einhvern veginn geti- hvad segir madur, ég vil ad pad sé adgengilegt fyrir alla.- [ja] ég vil
ad pad sé adgengilegt fyrir bdrn og fullordna, ég vil ekki ad petta sé drasl en ég vil ad petta
sé pu veist, ad madur geti keypt sér petta an pess ad fara & hausinn, ég vil ekki ad petta sé
eitthvad brjalaedislega snobbad, ad petta sé brjaleedisleg honnun pannig ad pad megi ekki
anda & pad [j&], ég vil bara ad petta se- ja ég vil bara ad heimurinn sé eitthvad svona... ja ad
hann sé bara &vintyri hann er svona pinu skrytinn og pad er svona pinu draugalegt i gangi,
0g svona pinu gedveiki i gangi en bara eins og félk er. [allir eru bara eins og peir vilja
vera] ja, einmitt! Og leyfilegt og bara 6gedslega svona skemmtilegt. Og hérna strakar geta
til deemis verid med raudan sveppahatt og tynt blém og verid svona svolitid vidkvemir og
finnast bara rosa gott ad vera heima hja sér og drekka te og tala vid blémin og stelpur geti
kannski meira pu veist farid Ut i svona eitthvad draugaleiki og & pu veist, svona meiri

straka- strakastelpur.

Ja ndkvaemlega, en hver hefur verid mesta askorunin hingad til pegar pid hafid sott a
erlenda markadi?

Askorun?

Ja, pad sem pid hafio purft ad yfirstiga- pu veist, pad erfidasta i rauninni, eitthvad
sem pid purftud ad yfirstiga og erud bunar ad yfirstiga.

Pad er pu veist ad vera med egoid i lagi sko, erfidasta er ad segja Okei, pessi sagdi nei,
bessi sagdi nei, og pessi sagdi nei, ég &tla samt ekki ad gefast upp, ad hugsa bara ég bara,
ég heyrdi einhvern timann ad Maggi Schewing hafi sagt pegar honum var hafnad af Walt
Disney eda eitthvad og pa sagdi hann- tongladist bara & pvi vid sjalfan sig eda eitthvad-
betta er frabeert, petta er frabeert...

Hann var i 11 &r ad koma vorunni sinni Ut [ja einmitt], og pad lokudust hurdir alls
stadar...

Ja hann er bara snillingur pessi madur, hann er bara snillingur..
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Ja, ef madur hefur passion fyrir pvi sem madur er ad gera og pad er einmitt
naudsynlegt fyrir fyrirtaeki eins og ykkur, pid purfid ad hafa passionid, annars gengur
petta ekki.

J&, annars gengur petta aldrei!! Lika bara af pvi ad pa veist af pvi ad vid erum ekki a
blissandi hdum launum sko [nei], petta er bara algjort stred og hark og madur parf bara
stddugt ad segja vid sjalfan sig- ju, ju petta er ad ganga, ég vakna & hverjum einasta degi og
bara petta skal ganga, petta er samt natturulega bara pad sem ég kys ad gera og ég elska

pbad [j&], pu veist petta vil ég gera og ég vil lika ad petta gangi, annars er ekkert gaman.

Ja nattarulega, en hvad er pad mikilveegasta sem pid hafid lert af pvi ad fara &
erlendan markad- ef einhver keemi til pin og segdi bara nu atla ég ad fara at, hvad a
ég ad gera og hvad & ég ekki ad gera? Hvad er pad mikilveegasta sem ég a ad gera?

A syningu pa eda?

Jé, til deemis pad, eda pu geetir sagt ad vera a syningum, pad er pad mikilvaegasta
eda?

J4, pad er mikilvaegt og pad er lika mikilvaegt ad hafa tra & sjalfum sér, vera bara med gdoa
voru i hondunum sem pa getur stadid vid, sem pa getur stadid vio bakid & [j&], pu veist-
ekki vera med einhverja voru sem dettur i sundur vid minnsta hnjask eda eitthvad, pa er
bad ekki gott heldur. Og lika bara ad finnast petta flott sem pu ert ad gera nattdrulega og
hafa &stridu kannski.

(small talk at the end of conversation about coming to visit their offices etc.)

Interview ends
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Company: FancyPants Global
Date: 11th of December 2012
Time: 2pm

Duration: 54.30 minutes
Interviewee: Elias R. Ragnarsson

Interviewer: Inga Jessen

Hvernig fyrirteeki er petta?

Vid erum leikjafyrirtaeki, stofnudum okkur sem leikjafyrirteeki,og fjarmdégnum okkur med
hugblnadargerd, pannig ad pad metti eiginlega segja ad 90% af pvi sem vid gerum sé
hugbunadargerd fyrir adra. Pad er svona par sem vid erum ad gera apps, eins og i svona
sima og heimasidur fyrir adra. En vid erum leikjafyrirteeki gjarnan, pad er svona ... pad er
pad sem vid erum ad gera og hjarta okkar liggur i og leggjum svona mesta vinnu i pegar
vid komumst i pad og erum mest ad fokusera & mobile idnadinn [j&], fyrir svona snertitaeki,

simatdflur, okkar sérpekking er par.

Hvenar vorud pid stofnadir- eda stofnud?

Pad hérna, vid byrjudum, pad var officially vard til hugmyndin ad vid atludum ad gera
petta, 8.mai 2009 [j&], eftir frumsyninguna a StarTrek [ja], pa akvad a og ... pa sannfeerdi
ég Jonas sem er einn af frumstofnendunum med okkur ad petta veeri brilliant hugmynd.
Vid byrjudum pad sumar ad vinna, byrjudum ad safna saman hdp sumarid 2009 og vid
nadum okkur first i skrifstofu og pad sem gerdi petta svona officialt, pad var 19.4gust sama
ar og svo var fyrirteki formlega stofnad i oktober, 19.oktéber. Pannig ad vid erum 3 ara

[j4, til hamingju]

Hvad eru margir ad vinna hja ykkur?

pad er ahugavert, pad er nattarulega stor hluti sem ad, sem hérna kemur ad pessu pé pad sé
ekki & launaskra, a launaskra held ég ad pad séu 7 manns, pad eru 13-14 sem koma ad
bessu allt i allt. Svo er pad ég og adrid stofnendur sem erum 5 manna hopur, é€g er buinn ad
vera i vinnu hérna sidan pa og ég er launalaus. [0kei], pannig ad ég tek mér ekki laun fyrr
en fyrirteekid getur borgad mér og pad sé ekki vandamal. Vid erum natturulega litid
fyrirteekid & markadnum ad reyna ad hassla sér voll, pad er hagara sagt en gert, pannig ad
vid spilum svolitid mjog varkart, pannig ad pad eru i rauninni 10 manns sem eru i fullri

vinnu.
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Erud pid bunir ad fara inna erlenda markadi?

Ja, vid hérna, hofum, vido gafum at fyrsta leikinn, forritid, byggt a leikritinu Maximus
Musikus, pad var eiginlega svolitil slysni par sem vid vorum i hérna, vorum bara i sému
skrifstofubyggingu og peer sem skrifudu bokina (j&), pa4 hérna var pad mjog hentugt
verkefni til pess ad byrja & og afmarkad, pad var akvedid afmarkad hvad pau vildu fara
inn& og pad var styrkjavaent sem er audvitad fyrir gleny fyrirteeki er audveldara ad selja
tonlist og mas fyrir bérn heldur en einhverja télvuleiki sem ad eru miklu meiri business
sem hagt er ad selja miklu meira ad vissu leyti en vio erum ad selja vio styrkjar [...] var pa
en pad er kannski grunnur. En par h6fum vid verid i markadssetningu erlendis eitthvad sma
0g svo erum vid nattarulega ad klara svokalladan Sorplox leik sem er lengur i vinnslu en
vid hefdum viljad [j&] pad tekur tima ad stofna alltaf eigido verk til ad fjarmagna 6nnur
verk, vinna 6nnur verk til ad fjarmagna. bad er buid ad vera heljarinnar vinna og madur pd
veist er ad byrja ad markadssetja erlendis. Vid erum komin med félk sem atlar ad hjalpa
okkur i pessu. Pad er svona.. vid erum ad reyna ad vinna pad erfida verk ad markadssetja
an pess ad eiga miklum pening i petta, eda pad sem er til. Pad er foélk sem hefur komid sem
hefur verid i pessu, pad er einn sem er kominn i radgjafavinnu sem hjalpadi til ad byggja
upp Latabz og svona [j4, gott ad fa hann], hann er med hugmynd og selja einhverjum (ti.
Okkar markadssetning erlendis hefur verid a netinu, ad f& umfjéllun & helstu sioum, senda
ut review koda svo ad fyrirteeki geti profad og deemt og gefid doma og svona asamt pvi ad
vera duglegir & Facebook og svona, pad er ... vid héfum unnid ss. Forvinnuna en svo pegar
leikurinn kemur at fer alvoru vinnan i gang. Svo héfum vid sétt radstefnur Nordic Games
conference og svona i Noregi par sem ad hefur verid par, dreifa og dreifa og verid i
sambandi vid folk og svona. Vid hofum verid i... en pad er téluvert mikid eftir. Vid hofum
lagt forvinnuna i pvi ad auglysa voru sem er ekki komin, bua til eitthvad buzz og svona og
svo tekur vid ad fara full on [...] en vid erum ad framleida mikid efni i kringum petta, ekki
gera bara leik. petta er ad vinna i teiknimyndasdgum i kringum petta, vid erum ad vinna i
tonlist i kringum petta og erum ad vinna i pattagerd og eitthvad svoleidis.

Hafid pid profad ad sekja um styrk, markadssetningarstyrk & erlendum morkudum
par sem Nyskdpunars;j...

Vid erum med atak til atvinnuskdpunar sem vid eigum eftir ad kalla inn til pess ad nota til
markadssetningar, ekki mikid, vid erum med halfa milljon par i erlendri markadssetningu
sem er alls ekki mikid, pad tekur vid ss nest, styrkur til erlendrar markadssetningar, svona

betta er tvieggja sveedi sem vid lendum i og svona. beir vilja tilbdnar vorur til ad
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markadssetja til ad sakja styrki sem vid erum svona [...] til pess ad markadssetja og svona
pa purfum vid ad vera med tilblna véru og & moti kemur ad vid a&tlum ad markadssetja
voruna adur en hun kemur, pvi ad tilbuin vara sem er sidan send Gt [...] vio reynum ad bla
til buzz fyrst og koma med véruna og svo fylgja pvi eftir, i stadinn fyrir ad hella 6llu ut i
einni [ja ég skil]. En pad er a dagskranni eins og ég segi, pessi styrkur parna ad vid erum
med einn styrk sem & eftir ad falla inn fyrir petta [ja].

Hvenar eftir stofnun fyrirtekisins forud pid innd annan markad, ss. Erlendan
markad?

I rauninni bara mjog fljott, vid eyddum nokkrum manudum i ad gera petta. Fyrsta varan
sem vid sendum fra okkur kom ekkert t & islandi [nei], pad var ekki fyrr en vid gafum Gt
tildeemis Maxann pa var ekki markadurinn til sem vid vorum ad fara Ut a4 — sem var
AppStoreid [ja], AppStoreid opnadi ekki fyrr en i febrar a Islandi, vid gafum petta Gt
2010 pannig ad pad voru fyrstu manudir, pad var enginn markadur & Islandi fyrir petta. Vid
héfum nattirulega alltaf vitad ad markadurinn & Islandi [...] en pegar kom ad pvi ad segja
folki ad kaupa og pa var ansi flokid ad segja peim ef peim langadi ad fara pessa bakleid til
ad gera petta skra sig sem Bandarikjamann og svona. bannig ad okkar fyrsta vara var
einungis erlendis, svo madur hefur laert mikid i gegnum tidina & pvi hvernig markadurinn
er i rauninni parna i pessum heimi og vid hofum séd ad trendid i pessum heimi er ad Kina
er malid [ja] par sem vid hofum séd & okkar s6lutélum ad Bandarikjamarkadurinn er svona,
og svona eru Evropulondin, en [en ef pu kemst & Kinamarkad, pa ertu bara [...] for life] vid
akvaoum ad gera tilraun held ég svona, vid tokum leikinn okkar einu sinni og hann var
ordinn nokkud gamall pa var buinn ad vera pa i badinni i nokkra manudi pa, pegar pu ert
med AppStore og svona mikid pa pegar petta er ordid tveggja daga gamalt, pa er petta bara
horfid sko [j&]. Og leikur sem var ordinn nokkurra manada gamall sem var til s6lu og
nanast ekkert auglystur pegar hann kom ut, og nanast ekkert verid auglystur i marga
manudi, var bara grafinn einhvers stadar langt undir... Vid gerdum hann dkeypis i heila
viku, tékum bara pannig ad fra pessum degi til pessa dags, pa verdur leikurinn bara
Okeypis, og strax bara fyrsta daginn, pa for leikurinn i ad vera downloadadur 0-5 sinnum a
dag, pu veist- hann var bara grafinn, 6x pad & einni viku og hoppadi yfir i ad vera 5-6 7
pasund og allt fra Kina [va]. Sko petta hélst bara i nokkra daga. Sko varan okkar hefur
farid i 15-20 pusund- ég er ekki med nakvema tolu yfir petta, en meirihlutinn for til Kina
sidan, en til ad byrja med for mesti hlutinn til Bandarikjanna og i svona vestreenu I6ndum,

en vid lerdu mjog hratt & pvi og vid erum ekki yfir héfud med skyringu a pvi hvernig
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betta.. pad er engin stilling & pvi hvernig petta hoppadi upp pvi petta er ordid okeypis nina
[...] en pa stokkvum vid upp i Kina sem synir ad parna er teeki sko, parna er rosa, rosa
mikid farid i gang. betta er ennpa hérna, ennpa minna ad folk sé ad eyda peningum, ég held
ad malid ad morgu leyti seu auglysingatekjur og svoleidis, svoleidis, petta gengur a ad gefa
en ekki selja og gengur Ut & ad fa auglysingatekjur og svoleidis. | Kina er petta mjog

sterkur leikur sko.

(talk about the Angry Birds game)

Verdskynjunin er mjog serstok og hérna ad bda til forrit og svona fyrir adra. Eitt sem vid
héfum buid til er svona productivity [...] sem heldur utan um fundi og mjdg stort og mikid
forrit, [...] peir vildu hafa sélu & pvi verdi sem ad madur gerdi einmitt fyrir svona forrit,
sem ad madur myndi sjalfur segja ad svona forrit & bordtélvur og svona myndi kosta okkur
eda 14 dollara. bad var bara — hvada rugl er pad? pad for i 10 dollara og pad var bara
hvada rugl er pad og pu selur petta ekki svona dyrt [ja], pannig ad verdskynjunin & pessum
markadi er mjog sérstok [ja] og hérna, hlutur sem ad pu veist kaupir ekki a 99 cent eda 2
dollara, pad er bara mordfjar fyrir svona og svo ferdu Gt og kaupir pér haddegismat fyrir 20
dollara [j&], en hérna, pannig ad vid erum ad lera pad mjog hratt og i rauninni métivio a
bessum markadi til ad reyna ad koma pessu eitthvad i gegn er annad hvort selja mjog édyrt
eda ad gefa voruna, selja contentid inni hana [ja], eda pa pad sem ad.. sem er sterkasta
leidin ef ad pu parft ad hafa mjog sterkt brand til pess pa eru auglysingatekjur hreinar, sem
eru pa bara auglysingar sem pu ert ad selja analytics og fa einhverjar auglysingatekjur beint
inn. Til pess ad pad skili sér pa parftu sko brjaledislega mikid magn i sélu sko [ja], vid
erum ad tala sko um 0,01 cent fyrir hverja birtingu og eitthvad svona [...] svo geturdu farid
upp i dollara fyrir ad fa smellinn sko [ja], pannig ad pad fara allir i trikkid ad setja
auglysingarnar nalaegt tokkum sem pu ert ad nota mikid [einmitt, madur rekst oft i petta] ég
er svona, af pvi ad ég er i pessum bransa, [...]pa smelli ég a auglysingarnar, pad pydir

svona, ,,here is for you brother [ja] [...]

Ja, ég reyndar geri pad lika stundum sko, ég smelli stundum a auglysingar &
Facebook- ja pa er ég natturulega ad styrkja Facebook, Hérna hver var
megintilgangurinn ad fara inn4 adra markadi?

Nattdrulega hja okkur er markadurinn heimurinn [j&]. Par sem ad i rauninni hja okkur er

pad ekki ad vid sekjum innd annan markad heldur vid komumst inn @ markad um leid og
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leidir opnast [ja] og pad sem vid skiptum sidan nidur i rauninni & milli markada hja okkur
fer pa ekki eftir 16ndum, heldur eftir platformum [j&], pannig ad vid skiptum nidur sko,
etlum vid ad gefa ut @ Android og iI0S? Eda &tlum vid ad gefa bara Ut a iOs eda atlum vid
bara ad gefa Ut & Android... pannig ad markadurinn fyrir okkur skiptist rauninni ekki
erlendis eftir I6ndum i sjalfu sér par sem heimurinn fyrir okkur verdur bara eitt
markadssveedi i rauninni [ja], heldur skiptist petta eftir platformum hj& okkur pad sem vid
sekjumst eftir og hja okkur er iOs i rauninni pad sem vid byrjum alltaf &, pad er... Android

er steerri markadur, pad eru fleiri teeki en i rauninni...

Er ekki Asia lika meira med Android heldur en...
Ju, sko hann er adeins erfidari [...] Android er.. mddelid a bakvid Android er .. petta er opid
styrikerfi sem peir gefa og Google tengist peim. beir fa tekjur sinar & gégnum um notendur

asamt auglysingatekjum, pannig ad gégnin sem Google veitir...

(talk about how the app market and how the Android software works)

Android hefur fjoldann, en iOS megin, par eru hreinar tekjur, pad er meira af hreinum
tekjum og greiddum forritum par. Og svo einfaldlega noérdalega séd pa er ad morgu leyti
baegilegra ad gera fyrir teeki sem pu veist ndkveemlega hvernig eru. PG veist, pad eru bara
til nakveemlega pessir simar, pad eru til nakveemlega pessar iPad télvur, pa parft bara ad
gera rad fyrir pessu..[ja], pannig ad Android er peim mun fléknara. Svo er ad opnast pa
adeins Windows heimurinn med Windows 8 og allt petta, pa er petta ad opnast niina og
bad er pannig fyrir okkur ad petta er i rauninni nytt markadssveedi i rauninni ekki eftir landi
heldur eftir platformi og svo med peim ad koma & milli landa. Pad sem vid purfum ad gera
rao fyrir i sambandi vid markadssvaedi og svoleidis er ad hugsa localization. Hvada 16nd og
svona , vid gerum petta allt & ensku, en hvada 16nd og hérna er sterkari leikur ad bjoda
uppéa pyadingu, pannig ad ef vid skodum er Frakkland nagilega stor markadur fyrir okkur til
bess ad fara inna sem til deemis fyrir leikinn. Frakkar eru mjog hardir a pvi ad peir elska
sitt tungumal. Peir hringja til dtlanda og tala fronsku og heimurinn & bara ad tala fronsku.
pannig ad ef madur etlar ad selja i Frakklandi, pa parf ad bjéda upp & ad localizera
vardandi tungumalid. Svo parf ad skoda er Frakkland nzgilega stor markadur fyrir svona...
[fyrir svona leik] bara fyrir svona... pannig ad i rauninni mark.. pad er svona med I6nd og
annad pa palum vid ekki mikid meira en svo langt [nei], fyrir hvada land vid &tlum ad

radast a og herja. Og vid i rauninni vid teeklum i rauninni bara enskuna pvi ad pad virkar a
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flestum stédum. Eina sem vid héfum virkilega skodad utfra sem seinna er ad pyda petta
yfir & kinversku nuna [j&] pvi pad er... madur sér hversu mikid er ad fara i gang par. Vid
hoéfum skodad fyrir Maxann ad bjéda uppa pysku og fronsku og eitthvad svona par sem
bad eru pau 16nd sem ad myndu nota svona vorur. Vid hofum ekkert farid Gt i pad ennpa.
pannig ad ef vid forum i pydingar pa geri ég rad fyrir ad kinverska verdi pad nasta sem vid
pydum sko. [ja] Vid purfum ad fara ad finna at... finna okkur einhvern Kinverja [j&]

Heyrdu, erud pid med videigandi pekkingu eda reynslu innan fyrirteekisin til pess ad
gera greiningu a erlendum morkudum, eins og markadsgreiningu, inngdnguleid &
markadi, ss. Hvernig pid viljid fara ?

Hreint svar [j&] ef ég & ad segja pér sannleikann... nei. Vid byrjudum fyrirtekid og
setningin ,,learn by doing* var svolitid mott6id hja okkur. En vid erum komin med eitthvad
folk hj& okkur eins og Dilja sem ad pu hafdir samband vid, hun er hérna og han hefur
talsvert mikla pekkingu & svona og svo kemur hann Agust sem ad semsagt... [hja Lataba]
hja Latabae, var adstodarframkveemdastjori par, pannig ad, ja hann hefur helling af
bekkingu og hefur buid til samninga [ja ] og farid ut i heim sko, pannig ad par er ad koma
inn alvorupekking [ja, ndkvaemlega], okkar [...] sem stofnudum petta fyrirteeki fullon, par
er pekkingin i rauninni.. ég held ad pad sé bara tilfinningin sem vid héfum. Vid vitum af
bvi hversu mikid vid nérdumst, i hvad virkar i svona heimi, hvad er petta og af pvi ad vid i
rauninni litum alltaf &, vid lendum litid i specific landavandamalum, i ad kynna okkur 16g
og reglur i einu landi par sem vid erum verndadir innan App budanna [j&]. Pad er bara
Microsoft, Google Apple, pad er peirra mal ad opna markadssveedin, um leid og pau
opnast, pa bara fleedum vid inn. Pannig gerdist petta med island. island var bara opnad
fyrir App Download pannig ad allt i einu bara fleedir Island inn& og vid purfum ekkert ad
pela i neinu pannig ad nu er vaskurinn bara sjalfkrafa reiknadur inna verdi parna Gti sem
gerir allt hérna miklu dyrara. 99 centa forrit kostar dollara 24 & islandi [ja], en hérna,
pannig ad vid purfum ekki ad gera pad pannig ad okkar.. pad sem vid purfum ad pala i
nyjum morkudum er platform og svolitid svona bara netheimurinn hvernig petta er. Madur

hugsar petta frekar sem netheiminn heldur en [...] heiminn. [ja]
Parna, ehh, hafid pid fengid einhverja adstod fra islenskum stjornvéldum pegar pid

hafid viljad sekja a erlenda markadi, eins og Islandsstofu eda 6drum islenskum
stofnunum eda fyrirteekjum? Hafid pid eitthvad leitad til Islandsstofu?
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Okkar samband vi® Islandsstofu, vid hofum aldrei leitad til og i rauninni aldrei fengid
styrk. Vid hofum fengid hja Nyskdpunarmidstod pegar vid vorum ad byrja [ja] og atak til
atvinnuskopunar, en vid héfum aldrei leitad til og i rauninni aldrei fengid pannig, en vid
héfum verid med Islandsstofu og peir hafa reynst okkur nokkud vel i parna Nordic Game
[j4] pakkanum. Nordic Game er svolitid sérstakt svona um heiminn petta er, Nordurldndin
halda petta og petta eru samtok. par er arlega haldin Nordic Game Conference i Malmd og
Island eru ennpé sérstakir inni i pessu pvi ad pad er sérstada til & islandi sem er ad- pad er
IGI, Icelandic Gaming Industry. Og pad eru samtok fleiri fyrirteekja og vid erum eitt af
fyrstu 6 fyrirteekjum sem myndudu pessi samtok. betta er svona dyrin i halsaskogi- 6ll
dyrin i skéginum eru vinir, par sem allir eiga ad hjalpast ad og svona og med islandsstofu
ba hofum vid farid & pessar syningar med formerkjunum IGI [ja], pannig ad vid erum med
bas sem er merktur Icelandic Gaming Industry og sidan er hann bara merktur okkur CCP,
Gogogic, Plain Vanilla og 6drum sko, MindGames og svona sem eru... pannig ad basinn
leidir island og inni i honum eru fyrirtaekin, pad er bara bent & milli pannig ad pegar pad
kemur einhver og bidur um MindGames, pa svérum vid sem erum a svaedinu eda bendum &
bau og [ja snidugt] 6fugt pannig ad petta er svona voda.. pannig ad okkar reynsla i gegnum
pad er vid Islandsstofu er ad vinna med peim i kringum petta, pannig ad Islandsstofa hefur
séd svolitio um petta, pu veist, peir hafa haldid Trade shows Gt um allt svo ad pau hafa
reynslu af pvi og hérna [...] pad eru i rauninni einu samskiptin sem vid héfum att vid svona
bannig ad Islandsstofa sér um petta og vid borgum bara pad sem kostar ad taka patt i pessu,
peir nidurgreida hluta af pessu lika sem er mjog hentugt, sérstaklega af pvi ad & islandi eru
leikjafyrirteeki litil , pad er bara pannig. Pad er CCP og svo koma dnnur sem eru svona,
sem eru steerri en kannski ekki alveg jafnstor og folk heldur, pad er svona eins og Gogogic
0g svona. Svo er Betware sem er risastort lika og standa kannski.. peir eru ekki kannski i

leikjaheiminum og svona en peir eru ekki ad framleida leiki i sjalfu sér [fjarheettuspil ja]

(Talk about Betware and what they are programming)

pannig hefur okkar samband { rauninni verid vid Islandsstofu, pad hefur bara verid ad,

hérna peir sau um pakkann og sau um ad halda utan um petta og....

Pid hafid bara fengid fina pjonustu fra peim?
Ja i pessu en vid hofum aldrei leitad fyrir neitt meira en petta [nei], sko vid erum, vid erum

kannski svolitid proskaheftir ad pvi leytinu ad vid reddum okkur sjalfir og kunnum
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virkilega aldrei ad fara og leita hja 6drum, pad er eitthvad sem ad vid néttdrulega hér
innanhus purfum ad vinna i ad laga. Vid getum aldrei fundid okkur tilbina skrifstofu, vid

burfum alltaf ad finna okkur haug og mala veggina og mala golfin bla og svona [ja ég skil]

Hérna, vorud pid medvitadir um veikleika fyrirteekisins &dur en pid komust inn &
erlendan markad?

Jajaja

Var ekkert sem kom ykkur a dvart svona pegar pid forud inna erlendan markad?

I rauninni bara hérna petta var svona nattdrulega pegar madur byrjar i pessu svona eins og
vid gerdum, pa erum vid ad byrja... stedan fyrir pvi ad vid virkilega byrjudum a pessu er
ad draumurinn hefur alltaf verid fyrir svona nérd eins og mig, teeknindrda og svona ad gera
leiki og pad er draumurinn, en pad er markadur sem ad var ekki haegt ad komast inna , pu
varst ekki einhver gaur i bilskarnum sem gast baid til leik og gert [...] pvi leikjaheimurinn
var bara eins og sko med biomyndir, ad framleida télvuleik kostadi 50 milljon dollara,
pannig var pad bara. Og i rauninni er pad pannig ennpa vid steerstu leikina, pad sem gerdist
med simanum var ad pad opnadis teeki sem pu gast notad, vissir hvernig voru, vissir hverjir
moguleikarnir voru med fullt af nyjum mdguleikum. Snertiskjair, hreyfiskynjarar og allt
betta og ofana pad er app bud sem myndadist vid pad ad med tiltdlulega litlum kostnadi
gast pu med pvi ad kunna ad bua til grafik og kunna ad forrita, pa gastu borgad frekar litinn
pening, pu veist pu purftir ad hafa adgang til pess ad gefa petta ut, svo bara deafkittinu sem
er bara i télvunni pinni og eiga simataeki, pa gastu buid petta til. PG purftir ekki lengur ad
kaupa pér development kit fyrir Playstation eda Xbox sem kostadi 2 milljonir alla vega,
bad var bara fyrir eitt teeki. PU varst kannski med margar ... pannig ad pad var svona

virkilega asteedan fyrir ad vid akvaoum ad [...]

petta er nattarulega odyrari, 6dyrari development og...

Ja og pad var markadur ad opnast sem var ekki til, pad var ekki til pessi markadur. bad var
ordid til ad bua til forrit fyrir sima en sidan var petta svona 2 tommu skjar med [ja] engri
upplausn & og gera eitthvad svona, pu varst ekkert ad gera petta. Allt i einu opnast pessi
markadur og pad gerdist svo hratt og pad er nattdrulega pad sem er ad gerast ad steerri
fyrirteeki sem stokkva svo inn og gera pad erfidara fyrir litlu fyrirteekin sko. Enda eru
ennpa moguleikar i pessu og svo nattarulega var pad til hratt ad vid forum ad sja ad med ad
framleida leiki og beita somu taekni og pekkingu og [...] til ad geta buid til apps. pPad er

nattarulega akvedin netbdla i gangi par ad bua til apps og allir eru bara va og hérna... [...]
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Heyrdu, hvada innri hindrunum hafid pid purft ad takast & vid pegar pid vildud sekja
a erlenda markadi eins og starfsmannamal, fjarmagn, skortur a upplysingum um
adra markadi og svo framvegis? Pu veist, hafid pid getad radid alla pa sem pid hafid
viljad, - hafid purft 4 ad halda?

Nei, nei nei, vid hofum aldrei getad [nei] ad rada starsmenn hj& okkur er heljarinnar mal
[14], vid hofum svolitid mikid reynt ad nyta okkur atvinnu — vinnumalastofnun. beir eru
med svona lausnir til ad rada inn starfsfolk a... og borga ofana batur og svona [ja] en pad
er oft meira mal en pad er. Til demis nana erum vid ad vinna i [...] og eigninni & pvi og
hérna ég vil meina pad ad vid séum med nokkud gott success a pvi. Eins og til demis einn
sem var a pessu, hann er buinn ad vera i eitt hja okkur og svo eftir ad hann klaradi arid i
rauninni , klaradi pad program og for i fulla vinnu hja okkur [ja], pad er mjog gott en
madur veit til pess ad fyrirteeki er mjog gjarnt ad taka inn svona og svo er folkid farid um
leid og pad klarar [ja, ég skil], svo ég held ad og vid erum med annan starfsmann & svona
nbna og vorum ad framlengja pad og vio hofum verid ad sekja & nyjan markad, pa
nattarulega er vandamalid hja okkur ad .. ss pegar vid erum ad sekja vinnu & markadinn
nana, pa er pad frekar vardandi markadssetningu og lata vita af [...], pa erum vid ad nyta
okkur svona pekkingu eins og Dilja og Agust eru med [ja] og pad er samt dyr pekking og
bad er morgu leyti [...] ad geta radiod inn i pessu. Vid radum inn ndrda, pu veist, vid purfum
ad framleida framleida framleida, pannig ad meginkostnadurinn er par. Innanhuss
vandamal sem vid hofum lent i sem er kannski neitt vardandi pekkingu pvi sem ad pvi sem
ad enn og aftur pa er petta eiginlega svona ekki ad pekkja hvernig er i vidkomandi landi,
heldur verdurdu ad pekkja hvernig markadurinn er [ja] og markadurinn neéer um heiminn
sko og hérna einu vandamalin sem vid hofum lent i pad er i rauninni , ég myndi ekki segja
vardandi samstarf, pad hefur bara verid svona samskipti innanhiss, stundum veit ekki
einhver af og pu veist vid erum buin ad lenda i pvi ad vera fyrirteeki sem ad stekkadi
nokkud hratt, i starfsmannafjélda. Petta er, pegar petta er ordinn hopur ertu kominn i
tveggja stafa tdlu, pa a pad til svona, pa a pad til ad kemur fyrir ad einhver gleymdi ad lata
vita eda eitthvad svoleidis eda var kannski ekki & svaedinu og pa var kannski akvoroun
tekin sem ad, sem ad... hann var ekkert 6sammala, bara vissi ekki ad pad var buid ad

akveda pad sko, allskyns svoleidis.

Nasta spurning er, hvada ytri hindranir hafid pid purft ad takast & vio pegar pid

vilduo sxkja & adra markadi, eins og hindrun fra islenskum stjornvéldum,
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umhverfistengdar hindranir, eins og menning og tungumal, pid erud néattdrulega
kannski svolitid ad spa i eins og med tungumalin og hvort ad leikurinn passi (inné
akvedna markadi og svona) & hverjum markadi fyrir sig.

Uuuummm... Eina vandamalid sem eru ytri vandamal eru peningar, pad er randyrt ad lata
vita af sér [ja] og pad audvitad spend to make money, pad er haegara sagt en gert sko. En
eins og verdmunur- er alltaf sama verd alls stadar, eda pu veist...ja, sko petta er sett inn i ti
rauninni, petta er prepaskipt og pu setur inn i veroflokk pannig ad madur tekur, petta virkar
allt eins & 6llum stédum en kannski bara mismunandi ordad, madur tekur Apple megin, pa
segir madur t er 0, pad er 0keypis. T1 er 99 cent, T2, dollari 99 cent, 2.99, 4.99, hoppar
svona upp. Bandarikjamarkadurinn er midadur vid petta. Svo er pad bara T —id sem ad er
skipt eftir pannig ad TR1 i Bandarikjunum er 99 cent, TR1 & islandi er dollari og 24 cent,
TR 1 i Bretlandi eru hvad, 70 eda 80 pense, pannig ad peir sjd um petta og vid purfum
ekkert ad peela i pvi. pad erum vid sem bara faum inn og svo er greitt ut i dollurum [j&].

Pannig ad pad er i rauninni, pannig virka pessar budir.

En eins og til deemis pu sagdir ad pad veeri fritt ad Kinverjar stokkva til um leid og
eitthvad er fritt, pa kannski purfid pid ad passa uppa hvernig pid verdleggid hlutina ,
bu veist...

Ja jajaja, midad vid eins og... petta var i rauninni bara svona tilviljun sem olli pvi ad vid
fengum mjog ahugaverda lexiu i pessu med hvernig Kina var parna , par sem petta var
einungis Kina sem var... pad nattarulega stokk upp alls stadar ad pegar eitthvad verdur
Okeypis pa er lika einhver ad na i pad [ja] profidi pad [préfidi pad og svona], en petta stokk
upp Kina, pad bara var svo mikid.pad er i rauninni svona dyrmaet lexia sem var bara til upp
ar tilviljun [jaJog fékk okkur til ad hugsa allt ... um Kina sem settan markad, pa i rauninni
hugsar madur niina um Kina sem austur og svo er bara vestreenn markadur [ja], og madur
gerir ekkert mikinn greinamun eins og svo ad segja a milli Evropu eda Bandarikjanna
eitthvad svoleidis, pvi ad petta er bara... pannig ad vid hofum aldrei lent i einhverju
svoleidis. Pannig ad utanadliggjandi svona hindranir , ég er reyndar kannski ekki sa best i
ad svara pessu en ég man ad pad var eitthvad vafasamt i sambandi vid gjaldeyrishoftin
eitthvad svoleidis [ja] ég held ad pad sé allt baid ad leysast. | rauninni pegar budin opnadist
fyrst, var eitthvad vafamal i sambandi vid virdisaukaskattinn [j&] af pvi ad petta opnadist
0g petta midadist bara vid petta. Pad var eitthvad mal. Eg paeldi nakvaemlega ndll i pvi [jal],
ég sagadi bara ad petta veeri vandamal hja einhverjum 6drum, ad lata bara islensk stjornvold

redda pessu [ja ég skil]. Fyrirtaekid er steerra heldur en island, peir geta keypt island ef peir
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vilja. [j&] og svo langt sem ég veit er petta leyst. NU er petta bara [...] inn og eitthvad svona
[Okei]pannig ad pad er i rauninni okkar einu hindranir i 6llu koma bara ad pvi ad vid eigum
ekki peninga til pess ad lata vita af okkur [ja]. Madur & x mikinn pening, pa geturdu latid
vita af pér og pa geturdu gert rad fyrir og getur framleitt meira, pannig ad pad er bara okkar

[...]  pessu.

Erud pid med einhverja dkvedna stefnu eda notid pid einhverja adferd pegar pid viljio
sekja, eda ss. Erud ad gefa at leik og etlid ad launcha honum, pa veist erud pid med
einhverja akvedna stefnu, eda strategiu sem fer i gang , pu veist eins og til deemis med
ad markadssetja og pad pu veist?

Ja, adferdin sem vid notum i pessu er pa i tlvunarheiminum sem eru pa svona Scrum og
Kan-Ban palingar, sem ad vid palum bara [...], svona post it mida og pad er bara-pu
bekkir petta, pu veist petta er backlock, pad er doing, pad er paused, pad er testing og svo
done [ja], pannig ad pu sérd bara eitthvad svona og pa [...] pegar vio forum i petta pa
setjum vid i gang svona ad hafa samband vid pessa, senda ut promokdda her, af pvi litla
sem madur getur alltaf byrjad & ad gera sjalfur, pa er pad ad senda prémdkadda (describing
Scrum, and how it works)

pad fer listi i gang hja okkur yfir hvada sidur eru sterstar. Hvada sidur eru steerstar [ja]
hvada sidur eru med svona bara, ummm, bara keyrslu i gegnum sig sem vid getum sagt ja
Okei, var gott review a pessari sidu pydir pad ad [...] pvi folk er ad [...] Pannig ad pad fer i
rauninni i gang. Pad fer i rauninni i gang rannsoknin og pad er alltaf eitthvad i gangi. bu
kemur ekkert & lista bara einu sinni og hettir med pad, pa verdur pad alltaf i gangi sem er
hvada sidur parna ati hefurdu samband vid og hvad sendirdu og & hvad herjardu a. Svo fer i
gang nattdrulega bara lika ad vita af pessu, sumir vilja pegar peir eru latnir vita ad taka
vidtol vid okkur og svoleidis, gerist vid og vid. Svo fer i gang hérna, vid héfum ekki nytt
okkur petta ennpd, en vid hofum hug a pvi ad pa er allskyns svona app promotion pegar
fyrirteeki borga svona og svona mikid, setja peir, setja pau i rauninni promotion demid i
gang. bar eru allskyns dilar. Sumir [...] og sumir ekki sko. Hvad er hagt ad gera og hvad
bu getur fengid. Pannig ad hja okkur er petta bara svona. Vid bara setjum & t6flu hvad vid
erum ad gera, setjum a skjaveituna sem allir hafa adgang ad og pad bara tickerar inn, pessi
parf ad gera petta, pessi parf ad gera petta svo .. svo er petta i rauninni pegar pu att ekki
pening til ad fara i herferdir og svona, pa er petta i rauninni bara ad senda ut, senda ut,
senda Ut, lata vita af pér og Facebook kemur alltaf nokkud sterkt inn. bad er nattarulega...

vid erum mestmegnis med islendinga hja okkur & Facebookinu.
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En erud pid med Facebook sidu fyrir hvern leik?

Akkurat nina notum vid bara fyrirteekid en svo er steekkun Gt fyrir pad. Vid erum sidan
ekki ad gera mikid meira en pad eins og med Solplus pa eru karakterar Zombie geimverur
sem koma og gera allan 6skundann [spennandi] og hugmyndin hja peim er ad segja
monkey say monkey do, peir annad hvort éta allt saman eda kannski éta ekki og pa hermir

madur bara eftir pvi. Pannig ad vid erum i rauninni [...]

(talk about ad band called Hipster)

Hvad erud pid ad gera 6druvisi heldur en samkeppnin, hvad gerir ykkur unique, eda
pa veist, hvad er pad sem gerir ykkur unique?

pad sem ég myndi segja ad gerdi mig unique, framyfir allt er hmor, pad er... ja fyrir mitt
leyti, pad er alltaf eitthvad, ja eitthvad reference i ndrdaskap og himor i allri vitleysu sem
vid gerum og hérna, sérstaklega fyrir [...]. En vardandi samkeppnina, pa vil ég meina
teeknileg pekking [ja], og hérna ég vil meina pad ad vid séum med meiri teknilegri
nérdapekkingu heldur en flestir adrir, en pad eru kannski abyggilega margir hja 6drum
fyrirteekjum sem eru... sérstaklega ef pad eru steerri fyrirteeki sem eru med sérhafdari
bekkingar og sérhafdari i markadssetningu og med sterkari tengingar og svona. En pegar
kemur ad pjura pekkingu og nordaskap pa vil ég meina ad vid séum ad skora hatt &

listanum [ja, ég skil] og hdgveerd [og hogveerd ja, ad rasa ekki Ut bara]

pad eru lika svo margir sem réda ekki vid steekkunina, eda pu veist, pad eru svo
margir sem ad bara eru ad springa og bara allt ad gerast og rada inn fullt af folki og
pad er eins og peir radi ekki vid einhvern veginn ad halda utanum pad.

bad er eitt gott demi hérna & islandi, ég vil ekki nefna pad en pad er gott demi um
steekkun mjog hratt, bara sprungu upp.

Byrjar pad eitthvad a C eda ?

Byrjar ekki & C, pad er ekkert slemt vid neitt sem byrjar & C [nei okei].[...]

peir steekkudu samt rosalega hratt.

Ja, peir steekkudu lika af pvi ad varan stekkadi [ja]. Vid erum med eitt fyrirteeki sem ad
hérna steekkadi mjog hratt og brilliant folk ad gera brilliant hluti en tilfinningin sem madur
hefur er ad peir steekkudu af pvi ad peir fengu inn fjdrmagn. beir steekkudu ekki med
vorunni, heldur stekkudu meir heldur en peir purftu, blésu blédruna mjéo66g mikid upp
og fottudu ad ja.. peir purftu ekki ad blasa hana mikid [ja, pad er mjog algengt]. Ja hérna
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svo lengi sem peir na jafnveegi sko pvi par er alveg rosalega mikid talent inni og gera
0gedslega- hafa gert, gefid Gt leiki sem ég spila sjalfur mjog mikid [ja] og hérna.

J&, hérna... hver hefur verid mesta askorunin hingaad til pegar pid hafid gefio ut leiki?
(coughing and coughing and going to the kitchen)

Sadann, hver var aftur spurningin?

Hver er mesta askorunin hingad til pegar pid hafid gefid at leiki? Pu ert na kannski
buinn ad svara pessu...

J4, ég hugsa pad [pad er bara], pad er sama og alltaf, pad er .... askorunin er alltaf teeknileg
hja okkur. bad er ad klara voruna og klara hana @ medan pu ert ad gera 10 adra hluti [jah],
bad er alveg okkar askorun alveg mjog mikid. Svona hja okkur erum vid ad gera... vid
erum ad framleida mikid af.... prjar adrar vorur adra en leiki i augnablikinu og ansi mikid &

dofinni, par er askorunin ad djofla miklu i einu svona... pad er okkar helsta dskorun.

Og kannski lika ad koma einhverju a framfari [ja] med leiknum kannski?

Koma leiknum & framfaeri vid eigum eftir ad fara i mjog stort nina pegar vid loksins naum
ad klara leikinn. NU vonandi sem fyrst pvi ad pad er alltaf pannig ad petta er svona pessi
10% eftir og &tla ad fara i petta og pu parft ad klara petta fyrst [ja] og...

Pad eru pessi sidustu skref sem eru svo erfig?

Stadreyndin fyrir okkur er reyndar s hver klukkutimi sem vid setjum i leikinn, er
Klukkutimi & launum sem vid erum ekki ad fa neinar tekjur & méti [ja]... ekki ennpa. Og
pad er ekki af pvi ad pad er edlilegt, vid erum ekki med fjarmagn eda fjarfestingu sem
dekkar pad pegar ad pvi kemur pannig ad i rauninni vid purfum ad selja Gt hvern
klukkutima til pess ad fa klukkutima i [...] Svo parftu ad lata marginid ganga [...] upp i
leikinn sko. Og par kemur i rauninni mikid vandamal ad vid hofum ekki sott petta
fjarmagn, vid bara fjarmognum okkur sjalf og vinnum svo eins og brjalaedingar til pess ad
safna peningum. Og pad er svona trikkid ad koma ut & nallinu, vid purfum ad halda utan
um kostnad & leiguhlsnadi, halda utan um starfsmannakostnad. Pannig ad vid tokum
leikjaprounina i svona tokum vid i stokkum pvi ad p6 ad einn eda tveir eru ad vinna i
leiknum & medan hinir eru ad vinna i pessu og padan kemur askorun fyrir okkur, pegar vio
forum loksins ad gefa petta ut, pa verdur &skorun nattarulega ad lata vita af sér, vita peir af
bér- pad verdur nattarulega petta venjulega, pu parft ad senda Ut, og lata vita af sér , senda

ut promo kdda og senda Ut svona review kdda og allt svona. Svo kemur hversu mikid vid
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purfum ad fara Gt i ad fara & stadinn, pvi pad eru stadir eins og syningnar og svona eins og
Nordic Games og svona semad lat... leetur folk vita, par sem pd naerd beinni tengslum og
nerd ad komast beint inn & svaedid. Sama hvad pa er eitthvad vid ad tala beint vid
manneskju, pad eru meiri likur & ad hun kaupi leikinn, meiri likur & ad han lati einhvern
annan vita af pvi. Og svo er bara trikkid sko vid hvert [...], vid hofum farid & Nordic Game,
vid pyrftum ad fara lengra. Vid pyrftum ad taka neesta skref pegar leikurinn er kominn Gt
ad skoda steerri syningar, pad parf ekkert endilega ad vera ad vio kaupum béas heldur ad
vera i rauninni, markadssetningin fer pa frekar i ad komast i tengsl vid steerri adila sem ad
markadssetja hann fyrir pig, pa ferd pad ad trick sko, pa ferd pad... [med samstarfsadila
sem ad... ] j& i rauninni sko petta hefur alltaf gengid & publisher médeli sko, publisher
maodelid sem hefur alltaf verid i gangi sem er asteedan fyrir pvi ad petta komst [...] pu gast
ekkert gert nema med publisher og publisherinn tok allt. Og na ertu med publishermddel
[...] en pad er tvieggja sverd pvi ad fyrirteeki sem hafa farid Ut i business sem hafa nad ser i
goda publishera en brenndu sig a pvi. Og ég veit eiginlega ekki um daemi & islandi sem ad
betta hefur gengid vel upp ad vera med publisher. bvi peir eru algjorir hakarlar. En a moti
kemur er ad pu parft ad komast i tengsl vid einhverja og parft ad reyna ad byggja pig upp
0g pad atti ad vera askorun hja okkur i sambandi vio markadssetningu er ad komast i tengsl
vid petta, lata vita af pessu, og sja hvad pu getur nad pér i. Vid hofum farid i sam..
samraedur og talad vio fullt peirra, fullt af publisherum og svona, okkur hefur ekki litist &
bad, peir eru alveg... peir garantera ekki neitt [nei] og vilja fa allt. Og vilja fa ... flestir taka
fr& pér brandid, pannig ad pu byrd til leik, byrd til karaktera, peir vilja fa pad allt til sin og
eiga eignaréttinn & pvi [i rauninni ad kaupa leikinn] ja. Pad natturulega gera allir pad Gt af
til demis Angry Birds.

(talk about Angry Birds)

Hvad er pad mikilveegasta sem pid hafid leert af pvi ad alpjédaveedast i rauninni?
Hvad ss. Hverju myndir pu meala med ad madur gerdi og hverju myndir piu mala
med ad madur gerdi ekki, pu veist, pu myndir rada mér fra pvi ad gera pad, eitthvad ?
Ja. Fyrir mitt leyti sem er kannski vodalega heimskulegt svar... pvi pad er liklega pad svar
sem ad allir myndu segja ad ekki gera. Sem er kannski asteedan fyrir pvi ad adrir eru steerri
en ég, eég veit pad ekki. Fyrir mitt leyti ad heetta ad peela i alpjodaveedingu. EKki gera
voruna til heiminn, gerdu véruna fyrir sjalfan pig og eins og pu vilt hafa hana. bad eru
fyrirteeki, innlend og erlend og 61l svona sem bua til vorur, pad eru til deemis brjaledislega

g0d demi um pad sem er ad virka, menn taka bara voru, skoda markadinn og hanna véru
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fyrir markadinn. Hanna voru til ad ganga fyrir heiminn og eitthvad svona, skoda
alpj6davaedismann. pad eru lika demi um pad ad menn gerdu voru bara fyrir sjalfan sig,
leiki og eitthvad svona og slogu bara i gegn pvi ad pu sérd [...]

Min radlegging er st ad hanna voruna fyrir pig, ekki, ekki reyna ad hérna bua til fyrir
markadinn, alpjédamarkadinn pvi madur missir vitid pvi ad ...

PU hefur lika meiri &huga & ad gera eitthvad sem pér pykir skemmtilegt...

Ja[...], pu getur ekki gert 6llum til geds.

Interview ends.

Company: Expeda

Date: 11th of December 2012
Time: 1pm

Duration: 21.47 minutes
Interviewee: borsteinn Geirsson

Interviewer: Inga Jessen

(small talk about the recording device that is used)

Hvernig fyrirteeki er petta?

Petta er hateeknifyrirteeki, vid erum ad framleida lekningateeki [mhmm)]

Hva, hvengr vorudi stofnud?

Vid vorum sko formlega sk fyrirtekid er sko held ég med kennitélu sidan tvépusund og
eitt sko en formlega férum vid af stad med verkefni tvépusund og éatta. Pannig ad pa
notudum vid i rauninni gamla kennitdlu sem einn af leeknunum atti, keyptum pad fyrirtaeki

og heldum sidan afram med pad.

Pannig ad fyrirtaekid eins og i peirri mynd i dag pad er sidan tvopasund og atta?

Ja ja, og og sko, & peim tima var pad ekki fjarmagnad sko, vid unnum ad verkefninu par til
arid tvopusund og ellefu i mai, april, mai tvopusund og ellefu og pa dkvadum vid eh ad ad
leita eftir fjarfestum pa vorum vid komnir pad langt inn i petta ferli petta var farid ad taka

svo mikinn tima og petta var ordid kostnadarsamt og vid hofoum ekki rad a pvi ad greida
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petta allt saman sjalfir Gr eigin vasa, finna okkur hluthafa og fundum nyskdpunarsj6d
atvinnulifins til ad fjarfesta [ja]

Vid ljukum peirri fjarmodgnun agust september september eitthvad svoleidis

Eru peir pa med eru peir pa med manneskju inni i stjorn?

Ja peir eru med manneskju inni i stjérn og eru svona einn af steerri hluth6funum i dag

Hversu margir vinna i fyrirtaekinu?

| stodugildum talid eda einstaklingar?

Bara einstaklingar

J4, sko vid erum einn tveir prir fjorir fimm, pad eru fimm sem starfa og fa greitt annad
hvort sem verktakar eda starfsm starfsmenn i fullu starfi eda hlutastarfi, og svo eru
leeknanemar. Tveir leeknanemar, ja. Sem eru...

Fyrir utan pessa fimm?

Ja ja ja og pa eru semsagt og peir eru ekki & launum sko, fa greitt baedi gegn...ja pad eru

einhver styrkur eda eitthvad sem laeeknarnir fa [ja].

Erudi bdin ad fara innd adra markadi, pu veist erlenda markadi?
J4, vid erum ad fara inng, vid stefnum inna tvo markadi, annars vegar heilbrigdismarkad i

Evropu og sidan Bandarikin.

En erudi ekki ennp& komnir pangad inn, eda erudi ad selja einhver
nei vid erum ad vinna i pvi sko [ja], en 6ll vorupréun okkar gerir rad fyrir pvi [ja], ad pad

séu, pad séu svona okkar, verdi okkar markadur [ja]

Hver var megintilgangurinn ad fara inn a adra markadi ?

Pad var nattulega bara til pess ad skapa hérna fyrirteekinu tekjugrunn sko, fyrst og fremst
pad vido erum ad fara inn & islenska markadinn meira svona sem svona svona sonnun pess
ad vid getum gert pad sem vid segjumst geta gert sko og erum bunir ad syna pad . Og hitt
er Utaf adsteedum & lslandi, hvernig peer eru, peningalega og sterd markadarins og annad
ba pa teljum vid ad petta fyrirteeki verdi ekki, verdi i rauninni ekki nagilega hagkveem og
stor eining til pess ad geta borid sig, stadid undir sjalfu sér nema ad koma a, komast a

erlendan markad [J4] Pad helgast bara af sterdinni sko
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petta segja allir sem ég spyr. En ég vard samt ad spyrja ad pessu pannig ad [ja] Erudi
med videigandi pekkingu eda reynslu innan fyrirtaekisins til ad gera ytri greiningu a
erlendum moérkudum, markadsgreiningu, inngéngu inn & markadi pu veist hvernig
markadi pid etli ad...

Sko, petta er natturulega litid fyrirteeki sko [j&] vid hofum nétturulega bara okkar
sérfeedipekkingu kringum beedi tekni og leknisfredi og og hérna vid héfum reynt ad
greina bara semsagt ahattupeettina, teekifeerin med hverjum markadi og reynt ad adgreina
reynt ad skilja markadinn pvi badi evropski markadurinn og ameriski er er sko, i
heilbrigdisgeiranum petta er bara tveir 6likir markadir sko pad er annad lagaumhverfi sem
gildir, 6nnur prinsipp sem demi sko, pannig ad ja vid ehh, vid berum kennsl & pad vid
hofum nattarulega reynslu af pessu, markadssetningu og herna taeknivorum fyrir
heilbrigdisgeirann og alpjodamarkadi pannig ad pad er pekking & pvi sko, hvar svona
manni ber ad stiga nidur og hvar er, hvar er, hvernig er audveldast ad koma vorum &

framfaeri sko

Mhmm, ja. Hafidi fengid utanadkomandi adstod til pess ad gera ytri greiningu a
erlendum moérkudum, semsagt ad greina pa og hvernig peir liggja og?

Nei vid hofum hvorki keypt skyrslur né, né hérna einhverja sérfreedirddgjof & pvi svioi.
Eini sérfraedi, eina sérfreedi radgjofin sem ég hef keypt sko, fyrir utan sko teknilega svona

vinnu pad er bara l6gfreediadstod sko vid samningagerd [ja, ja]

Fengudi einhverskonar adstod fra islenskum stjornvoldum, eda hafidi fengio
einhverja adstod eins og fra Islandsstofu eda 6drum islenskum stofnunum eda
fyrirteekjum

Nei, nei, vid hofum ekki, vid hofum ekki nytt okkur pad. Eg veit ekki i rauninni hvada

adstod pau geetu veitt sko [nei]

En eins og Nyskdpunarsjodur, eru peir ekki, eda Nyskdpunarmidstddin, eru peir ekki
med eitthvad?

Ja Nyskopunarmidstod islands eru nattarulega svolitid annad, peir eru ekki med
fjarfestingar sko

Nei en ég veit ad peir hafa eitthvad verid ad adstoda folk, pid hafio ekkert leitad

adstodar pangad eda
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Peir adstoda mjog faa [...] mOppudyr, petta er alveg Kirkjugardur méppudyranna sko
[hl&atur] my opinion, ég er buin ad vera, var med fyrirteeki mitt... [...] Porskurinn kemur inn
i frystihusio hérna og fer aldrei Ut pad safnast bara upp, safnast bara mikil pekking og pad
er enginn i pvi ad yta pessari pekkingu Ut eda, petta er alveg steindautt. En vid héfum
fengid styrki, fyrir atak til atvinnusképunar [ja] einn styrk, nei fyrirgefdu tvo styrki, hmm
IEY

Pid hafid semsagt ekki fengid fullnaegjandi pjonustu, eda petta er naesta spurning en
ég aetla bara ao slepp‘ henni

Eh, vorudi, erudi medvitadir um veikleika fyrirtekisins?

J4ja, pad er bara steerdin sko [ja] og fjarhagslegur, fjarhagslegt bolmagn sko

J&, en eins og framleidslugeta, erudi alveg med, getidi alveg framleitt, framleitt eftir
pérfum, erudi alveg

Ja vid erum i hugbunadi sko [j& audvitad] pannig ad vid erum ekki med

Jéa pid purfid ekki ad framleida, en pid pyrftud kannski ad adlaga voruna samt?

Ja adlogun sko, adlogun ad hverjum markadi fyrir sig felst adallega i pvi ad breyta
notendavidmatinu sem er ekki svona, hvad svona stort skref ad taka sko, pad er fyrst og
fremst kannski litir og hérna og svona grafik sem er tiltdlulega einfalt. Sidan er er er hérna
eruda eruda gagnasettin okkar sem ad ad til deemis eins og i beinpynningu sem vid erum
med [... 8:15 ] fyrir pa er ekki sama sko hvernig beinpynning er greind a manni sem er bara
eh blokkumadur i Bandarikjunum eda af asisku bergi brotinn eda hvitur eda hispanic
skilurdu [mhmm] og petta eru allt mismunandi parametrar sem vid setjum inn sko, pannig
ad, pannig ad hvert land...Beinpynningin er pannig 6druvisi ad vid erum ad setja inn
gagnasett fyrir hvert land. Pannig ad ef ad leeknar verda ad nota tolid okkar i Svipjod pa
myndum vid purfa ad setja inn sensk gagnasett. Pannig ad pad er mismunandi fyrir hvert
land fyrir sig og petta er einn ad faum sjukdomum sem pannig eru sko, sem er pa bara

byggt upp af einhverju genetisku mengi manna sko

Mhmm pannig ad pid purfid ventanlega ad... Vid purfum ad adlaga fyrir hvert fyrir sig
sko eda markadssvadi

Hvada innri hindrunum hafidi purft ad takast a vid pegar pid vildud sekja a adra
markadi, til demis vardandi starfsmannamal fyrirtekisins, fjarmagn, skortur af

upplysingum um adra markadi, skort ja
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Innri hindranir? Hvad, er pad pad sem pu nefndir medal annars?

pad er til demis eins og med, pid kannski erud undirmdénnud eda... Jaja vid [...]
audvitad peninga skilurdu, petta er bara klassiskt sko sko, petta er litid fyrirteeki og allt pad
sem pvi fylgir sko [ja] Stort verkefni, litid fyrirteeki [j&] Litido fyrirteeki ad vinna a litlum
markadi [j&] Med goda voru sem er alveg einstdk sko [ja] bad er erfitt ad fara Ut [j& pad er

pad]

Hvada ytri hindrunum hafidi purft ad takast & vid, eda pid erud nattirulega ekKi
komnir inn a erlendan markad, en hafidi ordio fyrir einhverjum ytri hindrunum
pegar pid hafid verid ad skoda pessa markadi?

Hvad geeti verid ytri hindrun?

Pad er til deemis eins og hindranir fra islenskum stjornvéldum, umhverfistengdar
hindranir & erlendum mdérkudum eins og menning, tungumal, pdlitiskt eda
efnahagslegt umhverfi. Svona kannski svolitid eins og menning pu veist..

Jaa, pad er svona sko, ad vissu leiti bara hvernig, sko, svona teki i heilbrigdisgeiranum eru
markadssett sko, og petta hirarchi, vid kollum petta svona hérna svona sirop, svona
akademiskt sir6p ad vada sko. Ad leeknar noti ekki tdl, leekningatél nema ad pau séu hérna
svona vottud af af pad sem kallad er opinion leaders [mmm] skilurdu & hverjum markadi
fyrir sig pannig ad vid hofum purft ad reyna ad finna pa a hverjum markadi fyrir sig, hluti
af peim er i okkar svona sérfraedirdfi og, og fa pa til ad stimpla petta, pvi ad, ad fyrr notar
pessi almenni laeknir pad ekki sko. Hann spyr sig fyrst ad pvi, biddu er , er einhver pekktur
adili @ minum markadi sem er ad nota télid og og ok, petta er flottur madur, petta er
opinion leader hér, ég get pa treyst pvi sko skilurdu hvad ég er ad fara, vegna pess ad petta
er, petta er i rauninni stod, stodteki til akvordunar fyrir leekni sko, hann er ad byggja sina
akvardanatdku & pvi og vill bara hamarka likurnar a pvi og horfir svolitid inn i pad. bessir,
pessir adilar sem ad rada, eru leidandi i & hverju markadssveedi fyrir sig i hverju landi, peir
eru svona gate keepers sko fattarou? [ja] og ad er svolitid ad komast ad peim, pad getur
verid dyrt og erfitt og selja leknum getur verid mjog flokid sko vegna pess ad pad, i
rauninni peir mega ekki taka vid gjoéfum eins og, eda hérna, mala med vorum nema ad peir
séu sko med tilteknum heetti og annad, pannig ad vid getum ekki bara gefid einhverjum og,
eda segja peim, bidja pad ad nota pad eda annad sko, parf svona ad mala med pvi og

kynnast pvi og annad sko

parf petta pa ad fara i gegnum eitthvad akvedio ferli adur en pid talid vid pa?
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Ja eins og til deemis eins og i hérna Evropu pé erum vid natturulega i CE vottun sko og pad
gefur dkvedinn geedastimpil sko, en en ad 6dru leiti segir pad i rauninni ekki til um um
gadi vorunnar sko, pad bara vottar pad ad hun gerir pad sem hun gerir sko. Bandarikin eru
ekki eins eh krofuhord a petta, pau kalla petta FDA vottun par sko, en hin er ekki eins,
eins hérna, pad er svona ekki eins prongur rammi par sko, Evropa er alveg bara pu verdur
ad hafa CE vottunina til pess ad hafa séns, til ad hafa moguleika & markadi. Vid purftum ad

ganga i gegnum pad ferli sko, pad tok okkur teept ar [j&] ja [langur timi ]

En hva, hvad med pu veist, af pvi ad pu ert ad tala um ad pad sé erfitt ad ad seekja eda
tala vid pessa, eda na til pessarra manna, eda pessa leekna sem eiga ad ad hérna gefa
medmeeli i rauninni, hérna myndirdu segja ad networking eda svona samskipti eda eh
semsagt, ad pau séu mikilvaeg? bua veist, er ekki mikilveegt ad pekkja einhvern sem
bekkir einhvern sem ad getur komid ykkur i samband vid?

Ju, pad er pad sem vid nytum okkur sko [ja] vid erum med lekna hérna heima sem eru
opinion leaders a pessu svidi badi & svidi beinpynningar og sjalfsofnemissjukdéma og peir
eru i nefndum og radum erlendis og i medal sinna, i sinu fagi og vid héfum reynt ad nota
bad, peir eru stéru eigendurnir i fyrirteekinu, petta er byggt & peirra pekkingu [jd]
leeknisfraedilegri pekkingu en teekni, sidan Gtfeerum vid petta teknilega [ja]

Hvernig, nei biddu na vid, hvad er fyrirtekid ad gera sem gefur pvi
samkeppnisforskot, pu veist hvernig erudi ad gera hlutina 6druvisi heldur en [sko]
keppinautarnir?

Vid erum ad, ad, kannski telja i einhverri rdd bara, vid erum ad bata, vid erum ad gera
sérfredipekkingu adgengilega a vefnum, vid erum ad bata notendavidmotid pannig ad ad
leeknar og einstaklingar og heilbrigdisstarfsmenn og hinir pessir, lyfjafyrirteeki og fleiri
geta nytt sér pessa pekkingu pessa midlegu sérfredi pekkingu lekna sem er akaflega
mikill skortur &, fair sérfraedingar til pad er mikid til af leknum en sérfraeedipekking er pad
dyrasta sko. Og vid gerum petta, pessa pekkingu bara adgengilega & vefnum med, med pvi
ad, ad hérna ad Utbla lausnina pannig ad pa getur fengid petta i simann pinn eda i iPadinn
pinn eda, eda & tolvuna hja pér. Pannig ad dreifingin a pvi er lykilatridi sko. PU getur nad
pessari lausn eda nytt pér lausnina & sem flestum stddum [mmm] og sidan eru i rauninni
utreikningar okkar sem gerir hana sérstaka, pad er ad segja hvernig vid presenterum
upplysingarnar og hins vegar hvernig vid komum sidan & framfaeri laeknisfraedilegri

radgjof, vio hjalpum lekninum ad ekki bara greina sjukdominn heldur lika vid gefum
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honum, gerum tillégu til hans um leknisfreedilega medferd. Pannig ad hann parf heldur
ekki ad vera kannski beint sérfredingur i beinpynningu eda eitthvad heldur hann parf bara
ad geta fyllt petta at, tiltélulega einfalt, og pa komum vid tilbaka med likurnar a til deemis
beinbroti eh ymis forvarnargildi, hvad ber ad leggja aherslu 4, eh hvada lyf ef ad
vidkomandi veeri med &hattu & 4 broti ad pa hvada lyf leknir metti avisa & en alltaf er
petta had akvoroun leknisins sko, petta er stodteki til akvordunar, petta er ekki
akvordunarteeki sko [mhmm] pad er leeknir sem akvedur en ekki vélin sko skilurdu, pad er
hann sem er med sjuklinginn fyrir framan sig, pad er hans mat sem gildir sko, en vid erum
ad leggja sko, leggja honum i hendur bara g6d rad sem byggja & pvi sem ég kalla clinical
guidelines, sem er i rauninni s& rammi sem leeknum, leeknunum er sett sko

petta er i rauninni bara til ad audvelda peim ad greina beinpynningu i stadinn fyrir
ad fara ad fletta upp i einhverjum békum og [ja] reyna ad finna eitthvad ut sjalfir ?

J& nakveemlega og pad eru parna nokkrar lykilspurningar, svona ramlega tiu spurningar
sem parf ad spyrja og fa svar vid og pu parft ad setja pau inn og leeknar muna ad medaltali

prjar til fjorar af peim spurningum sko [ja]

Heyrdu hérna,erudi med einhverja sérstaka stefnu eda notidi einhverja adferd pegar
pid etlid ad sxkja & erlendan markad, erudi buin ad akveda einhverja leid,
inngdnguleid inna markadinn? Eda

Ja vid héfum reynt ad sko, sectora petta nidur i mismunandi markadi, annars vegar er um
ad reda lekna og heilbrigdisstarfsmenn, eh tryggingafélog, eh lyfjafyrirteki og
einstaklinga sem deemi og allt eru petta mismunandi markadir og folk nalgast pa med, med
annad svona value proposition sko eda nytt value proposition i hvert skipti. Og sidan er
bara spurning hvernig pa, i hvada vinkli pd kemur inn i gufuhvolfid, brennurdu upp eda
ekki sko.

En hafidi hugsad um ad hérna finna einhverja samstarfsadila i hverju landi fyrir sig?
Ja vid hofum velt pvi fyrir okkur ad, vid hofum sko, viljad reyna ad koma lausninni i
notkun a hverjum stad fyrst sko pannig ad vid naum i rauninni ekki vekja neina athygli fyrr

en einhverjir svona lykiladilar eru byrjadir ad nota petta sko [ja]

Hver hefur verid mesta askorunin hingad til? begar pid hafid hugsad ykkur ad sekja
4 erlenda markadi.
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Mesta askorunin? [ja] Ztli pad sé ekki...ja fyrir utan pjalfunina? ZAtli pad sé ekki hérna ad
skapa, get imyndad mér ad pad sé svona ad skapa petta svona unique value proposition,
skilurdu, ad ad adgreina sig fra samkeppninni [ja] pad held ég ad sé hérna...Hvad er pad
sem pa gerir betur en naverandi samkeppni sko [ja] og pa oft miklu betur sko, pu parft,
pbetta parf ad vera, pad er ekki n0g bara ad gera pad betur sko, pad parf einhvernveginn ad
vera miklu betur [j&], ja svo menn bara skipti um sko [j&] skilurdu pad er ekki bara nyt litur
eda, eda einhver melir sem gerir pu veist allt, pad er einhver melir sem synir eitthvad
medan pad kannski kemur fram i texta annars stadar sko, heldur parf ad vera eitthvert
svona quantum leap sko eitthvad svona va factor sko. Eg held ad pad sé adgreining bara &
markadi sko [ja] bjéda sambeerilega og betri pjénustu [ja j&]

Heyrdu na kemur sidasta spurningin sem er svona bénus spurning [bonus, fee ég
tiu?], hejé, hvad er pad mikilveegasta sem pid hafid leert & pessu, ad pegar til &tlid ad
fara at, hvad er pad sem pu kannski, hefur kannski komid pér & dvart eda pegar pu
hefur verid ad, pegar pid hafid verido ad hugsa um ad fara Gt eda eitthvad sem pu
myndir... Ef ég keemi til pin og segoi bara hvad, hvad & ég ekki ad gera, eda hvad a ég
ad gera? Eg veit ad pid erud kannski ekki komnir ennpa inn & markadi en pid erud
veentanlega ad reyna [juju] ad finna leidir

pad eru nokkur element, eh, uh pad eru timi og peningar, pad er annars vegar kostnadurinn
og hversu langan tima tekur ad komast inn & markadinn sko, og i 6dru lagi ad hver
markadur er einstakur [j&] vegan pess ad pad er kaltar i hverju landi fyrir sig, vid sjaum til
demis sko, vio erum ad setja kerfid okkar i samband vid svokallad sogukerfi og pad er
svona midleegt sjukraskrarkerfi sko leekna par sem allar upplysingar eru skradar inn og vid
getum dregid upplysingar og vistad og svona, eh vid erum ekkert ad fa, sko slikur
adgangur til deemis er 6heimill i Noregi & pradlausu neti pannig ad pad pydir pad ad
leeknirinn geeti ekki notad svona teeki sko, hann pyrfti ad nota télvuna sina og og og petta
eru hlutir sem ad sko vid hofoum ekki hugmyndum sko. Vid héldum ad petta veeri
einhvernveginn bara, ad heimurinn veri allur eins sko. Pad er pu veist hvert land einstakt
0g, 0g pu parft ad vera tilbuinn i pad, Pad kostar meira en pu atladir og pad tekur lengri
tima [jafrabeert].

Menn nebblega fatta sko

Interview ends
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Company: CLARA

Date: 12th of December 2012

Time: 11am

Duration: 22.52 minutes

Interviewee. Gudomundur Gudlaugsson

Interviewer: Inga Jessen

Mig langar ad byrja & ad spyrja hvernig fyrirteki petta sé?

Pad ma segja ad vio séum i peim bransa ad hérna préa hugbinad og pa sérstaklega
hugbunad sem er feer um ad greina gifurlega mikid magn af texta og pad sem vid gerum
sidan ofan & pessa greiningarvél er ad vid proum ymis konar viomot eda vorur sem ad vid
hérna sem vid seljum pa til okkar vidskiptavina og svona pad sem vid hofum gert hingad til
er hitt og petta vid vorum hérna [...] greiningarvinnu & bak vid allt tengt pjodfundinum.
Taka saman alla umraedun par. Vid héfum préad voru hér & islandi sem heitir Vaktarinn.
Sem vid erum reyndar bunir ad selja frd& okkur nina. Sem er svona samfélagsmidla
monitoring pjonusta. I raun og veru greining & 6llu netsamfélagi vérumerkja og sidan ndna
nyjasta lausnin okkar sem vid erum ad selja erlendis adallega er kollud [...] og hin er ad
pbvi ad hjalpa fyrirteekjum ad skilja betur afmarkadri samféldg & netinu pad er ad segja hvad
er i gangi & forumunum peirra, & facebook og twitter sidunum peirra og svona peim sidum
sem peir skilgreina sem sin samfélog sem peir eiga og stjérna og hérna vid kéfum pa
adeins dypra ofan i pau samféldg til pess ad geta sagt peim meira um hvad folk er ad segja
og notendahegdun og svona almennt greiningarvinna i kringum pad. Pannig ad petta er
svona, Vvid erum svona hugbunadarfyrirteeki sem ad proéar ymis konar lausnir til

textagreiningu [ok].

Hvenar vorud pid stofnud?
Fyrirtekio er stofnad sumarid 2008 eftir ad vio férum i gegnum innovit keppnina, lentum
bar i 6dru seeti pannig ad vid sdum ekkert annad i stodunni en ad stofna fyrirtaeki i kringum

hugmyndina.

Hvad eru margir ad vinna i fyrirteekinu?
Petta eru tolf manns par af uh tveir ati i Bandarikjunum [j&] Einn sem er alveg fastur uti i
Bandarikjunum og einn sem er svona remote pad er Gunnar Steinn sem ad hérna eyadir

mestum sinum tima par en.
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Er einn Bandarikjamadur eda?

J4, einn Bandarikjamadur.

Erud pid, nd kemur naesta spurning. Erud pid bunir ad fara inn a adra markadi? pid
erud veentanlega bunir ad pvi.

Vid héfum verid ad selja adallega i Bandarikjunum og i Bretlandi og uhh og htfum samt
nylega komist hérna inn @ markad i byskalandi p.e.a.s. pyskt fyrirteeki sem er ad nota
pjonustuna okkar. Uhh og vid erum ekkert vid takmorkum okkur ekkert beint vid neina
markadi par sem vid takmoérkum okkur vid er tungumalin sem vid getum greint. Og pad
helst allt i hendur. Hvada tungumal vid erum ad greina og hvada markadi vid getum farid
inn &. Ja. bannig ad vid getum getum gert ensku og pysku i dag pannig ad pad liggur beint

vid ad fara a pessa prja markadi.

Hveneer eftir stofnun fyrirtaekisins forud pid inn & adra markadi?

2010 pannig ad tveimur arum seinna [ja] myndi ég segja.

Hver var megintilgangurinn ad fara inn 4 adra markadi?
Island litid, buid ad metta markadinn svona cirka nokkurn veginn pannig ad vid saum bara

meira potential erlendis fyrir einhverja svona lausn [ja].

Erud pid med videigandi pekkingu eda reynslu innan fyrirteekisins til ad gera ytri
greiningu & erlendum mdérkudum, markadsgreiningu eda inngdnguleid a markadi?

Ja vid badi hérna pu veist héfum talenta innanhdss og sidan hérna pd veist vorum vid
duglegir i ad kaupa okkur rannséknir [ja]. Sem ad nyttust okkur vel & peim tima sko uhh
bad er natturulega kom mesta reynslan bara a pvi ad fara Gt [...]

Bara ad proéfa?

Ja, bara ad profa og eg held ad pad sem flest fyrirteeki pora ad gera i raun og veru er ad
bara ad henda einhverjum Ut i djdpu laugina og hérna sja hvort vid getum synt par [ja]

Pid hérna hafid pa fengid utanadkomandi adstod til ad gera ytri greiningu, pa ert
bdinn ad svara pvi. Fengud pid einhvers konar fra islenskum stjornvéldum pegar pid
vildud szkja & erlenda markadi? Eins og Islandsstofu eda 6drum islenskum
stofnunum eda fyrirteekjum?

Vid séttum ekki mikid um pad a synum tima uhm. En sidan pa pa hofum vio t.d. fengid

styrk atak til atvinnuskdpunar par sem ad vido hérna séttum sérstaklega um adstod vid
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markadssetningu & erlendum morkudum. b4 adallega til ad seekja radstefnur. Sem ad eru
lykilrddstefnur i okkar idnadi og pad hefur skilad miklu.

pannig ad pid hafid ekki fengid hjalp fra Islandsstofu?

Nei, ekkert af pessum helstu svona eda vid forum & einhverja fundi med peim & sinum
tima. beir e&tludu ad setja okkur i samband vid einhverja reedismenn Ut i New York og
eitthvad svona pannig en pessir gajar eru ekkert naegilega vel pléggadir inn i pann heim

sem vid lifum i til ad geta gert eitthvad fyrir okkur [nei].

Hafid pid fengid fullnegjandi pjonustu fra stofnunum eda fyrirtekjum pad er pa
vaentanlega Islandsstofa en pid hafid pa ekki fengid pad i rauninni?

Nei, eda pu veist ekki nagilega gbdar sko og pu veist pad er kannski ekki skyrt hvad okkur
hefdi stadid til boda. Svona mesta hjalpin sem vid hofum fengid fra einhverjum
rikisstofnunum er breska sendiradid [ja] ma segja. Peir ploggudu okkur alveg vel inn i [...]
bad er eitthvad samkomulag milli islands og Bretlands eda sendiradanna um ad hjalpa
fyrirtaekjum og komast [...] en ég held ad pad sé ekki i gegnum Islandsstofu sko [nei], ég

held ad pad sé bara sendiradin sko.

Vorud pid medvitadir um veikleika fyrirtaekisins adur en pid férud inn a erlendan
markad?

Mjdg medvitadir og vio hérna pad er stor asteda fyrir pvi afhverju vid hérna breyttum pa
veist teeknilegri Urlausn pu veist lausninni okkar fra pvi ad vera svona ad gripa allt & netinu
yfir i ad gripa afmarkada umradu var Gt af pvi ad vid vissum ad pad voru mjog sterkir
adilar ad spila & eda pu veist ad veita pear lausnir. Pannig ad vid motudum okkar lausnir til
ad meeta betur uh svona afmarkadri porf og forum inn & afmarkadann idnad vid midudum
okkur vid ad versla ad veita bara pjonustu til tolvuleikja fyrirtaekja [ja]. I stad pess ad vid
verum med petta fyrir alla, pannig ad pad pad var svona [..] sem ad kom ut ar
rannsoknarvinnu og og hérna og svona ju bara tilfinningunum fra okkar fyrir markadnum

akurat pegar vid vorum komnir (Gt sko [j].

Hvada innri hindrunum hafid pid purft ad takast & vid pegar pid vildud ssekja & adra
markadi? Eins og starfsmannamal fyrirtaekisins, fjarmagn, skortur a upplysingum
um adra markadi, skortur a framleidslugetu eda pid hafid kannski ekki pad & kannski

ekki vio um ykkur.
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Nei petta er adallega tvennt sko, petta er pad er nattarulega pad er mjog erfitt ad senda félk
um & ad fara i utleid til Gtlanda og pétt ad uhh Gunni hja okkur tdk mjog vel i pad ad vera
svona okkar andlit uti pad er lika gifurlega erfitt ad komast ad rada folk erlendis. Badi Ut
af pvi pa veist hérna hérna heima er tengslanetio svo 6flugt og [...] nokkurn veginn getur
nokkurn veginn farid & naesta mann og spurt hvernig hann er og pad er mikil ahatta og
mikid dyrara ad fa folk ati sem ad natturulega var hindrunin og vid gerdum ekkert alveg
strax. pad var ekki fyrr en kannski halfu ari, ari seinna pegar vid vorum farnir Gt sem vid
forum ad rada inn félk. [...] ad rada folk. Sidan er pad hérna bara peningarnir , alltaf mikid
dyrara en madur heldur en samt ekki eins dyrt og og parf ad vera til ad byrja med fyrir
svona litid fyrirteeki. PG veist pad eitt ad bara ad leigja, eda bara krassa & einhverjum séfa i
hja einhverjum félaga pinum ati, & medan pu ert ad gera einhverja grunn vinnuna hitta
einhver fyrirteeki og athuga hvort pad séu einhver einhver séns & pessu pad er nattdrulega
tiltélulega 6dyrt en um leid og pu ert buinn ad dkveda ad fara & markadinn pa kostar petta
0gedslega mikid. Sem ad vid pua veist fjairmagn sem vid hofdum ekki og héfum ekki ennpé
getad pu vest getad sott. Vid hofum aldrei i raun og veru sétt fjarmagn inn til pess ad fara
ut i markadssetningu [nei], vid hofum alltaf verio ad sekja i peninga til pess ad klara

teeknilega préun. En pad er naesta skref hja okkur. Saekja meiri peninga [ja] fyrir petta.

Hvada ytri hindrunum hafid pid purft ad takast a vid pegar pid vildud sekja a adra
markadi? Eins og hindrunum fra islenskum stjornvoldum, umbhverfistengdar
hindranir & erlendum mdérkudum eins og menning , tungumal, politiskt eda
efnahagslegt umhverfi. Eins og ad senda mann Ut til Bandarikjanna pu veist er pad
ekki soldid...?

Sko, uhh. [fl6kid]. pad er natturulega nimer 1,2 og 3 gjaldeyrishoft [ja] sem hafa gert pad
ad verkum ad vid lentum i mjog miklum hindrunum. Vid purftum ad stofna fyrirtaeki
erlendis. Gerdum pad, stofnudum fyrirteeki i Bandarikjunum. Sem tekur inn hvad segir
madur? I raun og veru tekur inn alla peningana padan og sendir sidan pening fra
Bandarikjunum til islands i gegnum pu veist allt lagavirkid parna sem ad madur stendur
frammi fyrir pegar pu etlar ad reyna ad hérna standa i vidskiptum erlendis sem ad
nattdrulega gerdi pad ad verkum ad vid baedi vorum vorum seinni af stad ad fara & erlenda
markadi pu veist. Nadum ekki ad gera petta eins hratt og vid heféum akosid. Lika buid ad
flaekja allt svona fjarmognunarmal hja okkur. En annars eins og pu veist islendingar eru

frekar gddir i svona tungumalum, sérstaklega ensku pannig ad pad hefur ekki verid neitt
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svona samfélagshindranir sem vid hofum lent i [nei]. Politiskt nei, i raun og veru ekki sko

ekkert annad heldur en kannski pessi lagarammi sem er i kringum gjaldeyrishoftin.

En eins og hérna sa sem ad fer ut, hefur hann kvartad eitthvad undan hvad
Bandarikjamenn eru 6druvisi en Islendingar og...?

Nei hann elskar Bandarikin, hann villl helst vera par og pu veist hann er svona
teeknifromudur pannig ad pad er helst ad hann [...] pannig ad fa ad vera i Mekka tekninnar

Silicon Valley [...] San Francisco pa dlst upp [...]Jhann er bara petta er draumurinn hans.

Er fyrirtaekid sem sagt par?

Ja. [j& ja]. betta er svona fyrir okkar, fyrir okkar hérna markad pa er adallega tveir stadir.
Pad er annars vegar San Francisco og Los Angeles. Svo natturulega paegilegt ad vera a
vesturstrondinni og stutt ad fara & milli pessara tveggja stada i raun og veru. bannig ad pau
eru Oll par. J&. Nanast. Eda undantekningarlaust nanast [j4]

Erud pid med einhverja serstaka stefnu eda notid pid einhverj adferd pegar pid sekid
& erlendann markad? Eins og t.d. fylgja einhverjum mddeli eda erud pid med einhver
skref eda ? hafid pid unnid einhverja svoleidis vinnu?

Nei, petta er hérna, petta er soldid svona trial by error [ja] filingur hja okkur sko. Badi
vegna pess ad vio hofum reynt pessa leid og pvi ju pa veist vera frekar med godar
rannsoknir sem leidar okkur doldid afram i dkvérounartoku. En petta er svona byggt & pu
veist svona tilfinningalegu mati pu veist okkar & hérna & markadnum og hvert hann er ad
fara og hvernig okkur er ad ganga ad skila peim arangri sem vid a&tludum ad skila. Pannig
ad pu veist pad er kannski ekkert . P veist vid erum ekkert ad gera nyja hluti en vid erum
heldur ekkert ad elta eitthvad eitt akvedid model eda einhverja akvedna leid sem ad vid
hofum heyrt.

En erud pid med einhverja verdstefnu?

Ja, loksins méa segja. Vid vorum ekki med verdstefnu til ad byrja med. Vorum bara,
pricudum bara eftir pvi hvad folk var tilbuid ad borga i raun og veru. Sem er svo sem allt i
lagi en i pessum hérna heimi ad vera ad selja til fyrirteekja getur pad verid erfitt ad... petta
er mjog langt ferli. bu veist salan er kannski ad taka fra halfu ari til ars [va] sem gerir pad
ad verkum ad pu veist vid purfum ad rukka oft mikio til ad réttleeta petta ferli. En vid erum
banir ad vera vinna i ad, unnum nylega i pvi ad breyta verdstefnunni pannig ad vid erum

bara med svona fixed model sem ad pu kaupir pig annad hvort inn i eda ekki og veist
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annad hvort trair pu ad pessi kostnadur sé pess virdi eda ekki sem hefur hjalpad okkur
mikid ad selja. Pad er vist ad pad hefur hradad soluferlinu, sett meiri straktar i kringum pad
en vid erum ennpa samt mjog takmarkadir af pvi ad pessi leid okkar pad bara nanast sko ad
berja & dyr pad [...] til [...] dyrar ad reyna ad selja pannig gengur bara ekki upp fyrir okkur.
Vid purfum ad scala séluna upp, vid erum ad fara ad breyta stefnunni okkar i ad reyna ad
partnera med fyrirteekjum sem ad bjdda adrar lausnir sem ad vid vitum ad okkar teekni geti
nyst mjog vel med. Pannig ad vid &tlum ad reyna ad ad nd samkomulagi med peim
fyrirteekjum til pess ad reyna ad selja inn i peirra s6lu network eda pa ad pu veist tengja
okkur pad vel inn i peirra hugbinad ad peir eru tilbanir ad borga okkur fyrir pa pjénustu.
Pannig ad pad pad er svona nyjasta Utspilid okkar.

petta er svona alliance, i rauninni?

J4, i raun og veru og petta er allt bara pu veist pad er i raun og veru hafa ekki verid nein
neinar rannsoknir sem hefur verid haegt ad kaupa til ad syna petta. petta er bara hvernig
markadurinn [...] okkar voru og okkar verdstefnu. Sem leiddi pad i 1j6s ad pad var ekki

gera pad eins og vid vorum ad gera pad pannig ad vid breyttum bara til [ja]

Hafid pid ndd arangri & erlendum mérkudum?

Fer eftir pvi hvernig pa skilgreinir arangur uhh pegar vid erum byrjadir ad selja...

Hafid pid einhvern timann purft ad bakka Ut eda? Eda erud pid ekki alveg komnir
i.?

Nei, ekki alveg ennpa en pad er natturlega bara & medan vid héfum , vid natturlega keyrum
ennpéa & utanadkomnu fjarmagni [ja]. Par sem vid erum ekki i cashflow positive. Sem gerir
bad ad verkum ad vid getum verid pessum dansi eins erlendis pangad til ad peningarnir eru
banir eda pangad til ad vid erum komnir i cashflow positive og pannig ad vid erum ekki
banir ad na peim arangri pu veist vid erum ekki ordnir stondugt fyrirteeki en ja vid hfum
synt fram & pad ad herna vido getum selt erlendis. Pad er markadur fyrir okkur lausnir a
erlendum markadi. En til pess ad na pessum arangri sem vid a&tlum ad na okkur pa verdur
bara ad leyta réttra métivunar i raun og veru, réttu leidinni ma segja sko. Sem ad vid erum

vonandi bunir ad finna en pad a eftir ad koma reynsla & pad [ja]

Hvad er pad sem gefur ykkur samkeppnisforskot? Hvernig erud pid unique?
Pad ma segja ad petta sé tvennt par. bad er annars vegar badi teknin okkar er mjog

frabrugdin samberilegum lausnum vid erum med mjog goda greiningar.. vid erum med
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gGa greiningartdl baedi pa i hvernig vid vinnum Ur gégnunum og hvernig vid birtum pau en
pad er lika bara markadsleg .. markadslegt forskot pad ma hérna pad méa segja hérna ad
flestar adrar lausnir hafa akvedid ad vera Otrulega gdédir ad gripa vitt sett af gégnum og
gera pad pannig ad peir geta hérna pu veist zoomerad mjog vel pessi gogn en pad sem vid
gerum er ad vid veljum frekar afmarkadri gogn og gréfum okkur dypra ofan i pau sem ad
gerir pad ad verkum ad vid getum farid ad skila meira upp af upplysingum um einstaklinga
, um folkid sem er ad skrifa textann. Pannig ad vid getum farid til deemis ad spa fyrir um
hver er liklegur til ad haetta ad spila télvuleik byggt a pvi hvad peir eru ad segja og hvernig
pbeir haga sér i samféldgunum. Eda bara segja pu veist petta er listi yfir folk sem ad eru
ahrifa miklir innan sins samfélags, pu getur haft samband vid pess einstaklinga til pess ad
markadssetja samfélagid eda markadssetja einhverjar vorur eda peir geta farid ad dreifa
peim skilabodum. bannig ad pad er i raun og veru svona sambland af pessu tvennu sem ad
byr til okkar samkeppnisforskot og [...] pad sem vid erum godir i ad gera pad er pessi dypri
greining i stadinn fyrir pessa surface greiningu.

Hvad hefur verid mesta askorunin hingad til pegar pid hafid sétt a erlendann
markad?

bad er natturulega... petta snyst svo oOtralega mikid um ad byggja upp gott tengslanet og
timinn og fjarmagn sem fer i pad. Nattdrulega er gifurlegur og askorunin tengt pessu er ad
vera nzgilega 6flugir eda saekja radstefnur, sekja hittinga, sekja folk heim nanast til ad
komast i tengsl vid pa sem vid purfum ad pekkja purfum ad kannast vid badi til pess ad
selja og til pess ad fa inn gott starfsfélk og mégulega ad leyta ad fjarmagni. pannig ad fyrir
islenskt fyrirteeki ad fara & erlendann markad er tengslanet nimer 1, 2 og 3 og ef pu ert
ekki med ef pa pekkir ekki einhvern Islending sem hefur gert petta og er med tengslanetid
ba er ekkert annad i stddunni heldur en ad gera eins og vid gerdum & sinum tima. Bara
fleygja okkur at i djupu laugina og bua petta til sjalfir [ja]. Vid htfum séd morg fyrirteeki
fylgja okkur til San Francisco, kemur bara eftir ad vid forum , nakveemlega somu leid i
raun og veru [...] pa veist 6dyrt métel og bara fara og tala vid folk sko. bu veist ekkert
endilega vera med einhverja fullbdna voru sem ad ekki lata pad stoppa sig. PU veist ad vera
med einhverja fullbdna voru, tilouna ad vera seld heldur bara fara frekar pangad og heyra
hvad markadurinn parna Uti hefur ad segja og svona proa voruna i kringum pad [ja]. Pannig
ad pad er svona ég myndi halda ad pad tekur fjarmagn, vilja og guts [ja], ad gera petta pad

er ad segja.
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NG kemur bonusspurning. Kemur rosalega oft eitthvad snidugt Ut Ur pessari
spurningu. Hvada er pad mikilveegasta sem pid hafid leert a pvi ad alpjodaveaedast?
Hvad myndir pu segja vid manneskju sem keemi hérna inn og spyrdi hvad han etti ad
gera eda hvad han atti ekki ad gera? pua veist hvad er pad mikilveegasta sem pa hefur
leert & pessu?

Eg myndi segja ad okkar helsti l&erdomur er ad pad er gifurlega gott ad vera & Islandi sem
svona badi teeknilegur og andlegur undirbdningur fyrir erlenda markadi. island er einstakt
ad pvi leyti ad vid erum mjog framarlega teeknilega séd, vid erum mjog litid samfélag sem
gerir pad ad verkum ad pad er audvelt ad fa feedback a pad sem pu ert ad gera, mjog fljott.
PuU getur komid vorunni pinni i hendurnar @ mjog mérgum & skdommum tima sem ad i raun
og veru undirbyr pig betur til pess ad takast & vid pau vandradi sem pu munt verda fyrir &
erlendum markadi. Eg veit ad ég er alveg handviss um pad sem vid préudum fyrir
Islandsmarkad undirbjé okkur mjog vel fyrir pad sem kom og var sidan & erlendum
morkudum. Vid rdkum okkur & sému hindranir i samskiptum vid vidskiptavini, vid rakum
okkur & somu hindranir i hversu hratt vio gatum farid i pad ad selja. Vid rakum okkur i
somu hindranir bara i teeknilegri préun. Vid purftum ad préa nyja voru. Vid vorum bunir
ad ganga i gegnum petta allt adur pannig ad vid gatum farid fram hja éllum pessum
hindrunum mjog fljétt og vissum hvernig vid attum ad bregdast vid pvi. Pannig ad ég
myndi klarlega maela med pvi ef folk er na pegar ekki byrjad & Islandi ad byrja par ef pad
getur. bad er alltaf einhver markadur pé hann sé ekki stor og draga dom af pvi hvad folk
gerir hér. Sidan natturlega ad vera vidbuinn pvi ad pad er ekkert endilega sem virkar hér &
Islandi virkar erlendis eins og vid rakum okkur nétturulega & bara um leid og vid forum &
[...] sdum vid sdum ad pu veist 6gedslega mikid af fyrirteekjum ad gera nakveemlega sama
0g Vid. bannig ad vid purftum ad adlaga okkar voru til ad 6dlast nytt samkeppnisforskot a
pbeim morkudum en vid hofum ekki gert pad eins hratt og eins vel heféum vid ekki verid
binir ad préa hina véruna & undan. Vorum med gott base af vidskiptavinum hér & islandi.
pannig ad ég myndi halda ad pad veeri mjog heilbrigt ad byrja hér. Ut af pvi ad, ja,
okkar...[litill markadur]. Ja, litill markadur og lika mikid sem er hagt ad laera af honum.
Og pott pad sé ekki nema pu veist ekki til ad na einhverjum grdda pa bara meira til ad fa
reynsluna. Meta skrefin fram & vid. Eg man ad fyrsta vidskiptadatlunina okkar gerdi ekki
rad fyrir Islandi en sidan saum vid teekiferi til ad proa fyrir Islands markad og vid sjaum
ekkert eftir pvi i dag pannig ad pad er mjog gott.

Interview ends
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Company: GreenQloud

Date: 13. desember

Time: 13.05

Duration: 45.23 minutes
Interviewee: Eirikur Hrafnsson

Interviewer: Inga Jessen

Hvernig fyrirteeki er petta?

Eg veit ekki hvad 4 ad kalla pad. Vid erum upplysingateknifyrirtaeki, vid erum hérna, petta
er svona bland af hugbunadar og hysingarfyrirteeki. Ppetta er i rauninni
hugbunadarfyrirtaeki, pad vill svo til ad vid eigum 6trdlega mikid af télvubinadi og notud
gagnaverin islensku og baum til hugbinad semsagt til ad gera allt sjalfsafgreidsluhaft ofan
& gagnaver og rekum okkar ss. Product Ut fra pvi sem er ss. GreenQloud télvusky [6kei] og
betta er svona nesta skref i upplysingatekninni, par sem pa ert ad samnyta banad til ad
leekka verd og gera allt ss. Sjalfvirkniveett baedi til ad spara og lika til ad gera hlutina meira

straumlinulagadri

(talk about the website and more about the service)

Hvener var petta fyrirtaeki stofnad?

pad var formlega stofnad i febrdar 2010, bdin ad vinna ad pessu samt fra 2008, ég og ss.
Tryggvi Lér, hérna MR, MR-ingur lika- x bekknum.

PU varst nattarulega einu ari yngri en ég var pad ekki ? ja Ef ég sé mynd af honum

veit ég strax hver hann er.

Hvad eru margir ad vinna hja fyrirtekinu?

Ummm.. vid erum, ég held vid seum 17- 16 eda 17 og par af eru nokkrir Gtlendingar. .petta
er mjog alpjodlegt fyrirteki og petta fyrirteeki er stofnad til pess ad verda alpjodafyrirtaeki.
Vid hofum ekkert markadssett okkur hérna innalands neitt sko. Allir kinnar,90 % af eru
erlendir, petta er svona svona [...] par sem er ekki vandamalum had ad miklu leyti.

Erud pid med skrifstofu annars stadar?

J&, vid erum ekki... pad er sma tilraunastarfsemi i gangi sko. Vid erum med skrifstofu i
Brasiliu, vid erum med 2 starfsmenn par. Vid erum ad préfa pad pvi pad er hluti af okkar

naesta skrefi pad er ad stofna ss. EKki stofna Gtibd, heldur ad stofna availability zone pvi i
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sumum tilfellum vilja adilar hafa télvubinadinn ner sér og kdnnunum sinum pvi .. til
deemis island er ekki fyrir Sudur-Ameriku. bad er of langt, nema kannski fyrir
gagnageymslu eda fyrir pu veist visindalega Utreikninga og annad og pa skiptir ekki mali
ad vid seum ekki i sama landi og peir. Til demis, vid erum ad skoda adra stadir par sem
vid getum haldid sama brandi og endurunnid orku og svona ymislegt.

Pannig ad pad vinna 2 par?

Pad vinna 2 par sko og af pessum 17 eru 2 fra Brasiliu, einn ad flytja til okkar fra Kanada

[spennandi], petta er ut um allt bara.

Erud pid buin ad fara inn a markadi?

En Island- eda?

Ja, eda pu veist..

J& j& vio erum med vidskiptavini fra 60 og eitthvad londum, pu veist.. enga risastora ennpa
sko pu veist bara. Vid vorum ad koma ur betaprofi nuna i oktéber og erum buin ad sanka
ad okkur 500 vidskiptavinum hédan og padan sko. Vid erum.. vid fokusum adallega a
Bandarikjamarkad til deemis i Silicon Valley heldur en & islandi sko. pad vita nu flestir
hverjir vid erum par sko, pa veist, vid komum fram i greinum par sem verid era ad tala um
steerstu adilana i heiminum 1 pessu og svona [...] sem eitthvad svona alternative. Pannig ad
vid erum buin ad vera ad eyda fullt af tima og peningum i svona brand recognition.
Astaedan fyrir pvi ad vid erum buin ad vera ad fokusera & Bandarikin, flestir okkar kannar
koma padan og en adalasteedan er si ad peir eru nokkrum arum & undan Evropu i svona
télvuskyjum. Svona i infrastructure og service. Pad er i rauninni enginn sem startar
sprotafyrirteeki i Bandarikjunum og fer og kaupir sér bunad sko. Pad er bara I6ngu buid. PU
feerd enga fjarmognun ef pu laetur pér detta pad i hug ad gera pad [nei] pannig ad pad er
svona naturally fit fyrir okkur ad gera pad. Hluti af okkar utras hefur verid ad svona helsta,
helsta ekki alveg [...] er ad €g er buinn ad vera ad halda fyrirlestra, pt veist, €g er bainn ad
vera ad halda fyrirlestra a alls konar radstefnum og vid erum bara nybyrjud nina eftir ad
vid komum Gtur beta ad kaupa okkur litla basa og svona. Pannig ad vid erum buin ad lera
svolitid vel a hvada radstefnur eru kannaradstefnur, hvad er svona partnering networking
opportunity. PU veist og pad er bara trial by error sko. Vid erum lika sko buin ad tapa fullt
af peningum i einhverja vitleysu sko pvi vid vissum ekkert hvad vid vorum ad gera sko.
Liggur vid ad ég hafi farid i svona informmercial & Florida, for i Boca Vaton i

upptokustadioi og taladi vio konum sem var oOtralega sammala mér allan timann og petta
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var synt & CNBC og fullt af stddum sko, svona paid advertisment, petta var svona eitt af
vitleysunum sem madur hefur gert. Sidan erum vid ss. Ad reyna ad vera svona thought
leaders i svona umhverfisveenum télvuskyjum sko. Vid erum eina alvoru umhverfisvaena
télvuskyid i heiminum i dag sem byggir i rauninni a endurnyjanlegri orku, rapporterum sko
i vidmotinu okkar Gt4 vid. Synum félkinu hvad pad notar mikla orku, hvad pad er mikid
blid ad spara i koltvi.. parna koltvioxidlosun midad vid sitt heimaland og vid faum mjdg
mikid goodwill Gt a pad. PU veist pad er pad stor hluti af okkar.. pu veist GreenPeace eru
farnir ad promotera okkur pannig ad pa er komin pessi hérna, pessi umraeda kom virkilega i
gang. Vid vitum ekki alveg hvad tolvusky eyda i dag. Vid vitum bara ad pad notar orkuna
tvofalt & vid Bretland og arid 2007 eyddi IT geirinn jafnmiklu og allur flugbransinn.

(talk about CO2 and small talk about production of IT products and the pollution around
that)

Svo hafa verid ad poppa upp radstefnur sem henta okkur i Evropu, svona
tovuskyjaradstefnur annars vegar hef ég verid ad tala & simafyrirtekjarddstefnum og alls
konar svoleidis sko verid i panelum hér og par og eitthvad svona, pannig ad pad er ad byrja
nana[...]

Ja, pa er gott ad vera fyrstur...

Jaja

Hveneer eftir stofnun fyrirtekisins forud pid inn & adra markadi, var pad bara strax
péa eda eftir ad pid vorud stofnadir?

Ja, manudum eftir. Vid byrjudum strax ad nota samfélagsmidla eins og Twitter til ad
svona.. leita ad okkar markhopi, byrjunarmarkhépurinn var [...] green IT, pad tok okkur
strax okkur inn i frumkvodla entrepreneurship sprota heiminn, pad var bara cult Ut af fyrir
sig sko, par er alls konar fraedi i gangi, hvernig er best ad gera hlutina, Ut fra pvi svona
duttum vid inn 4, jah i rauninni fyrsta [...]samkeppnir hja fyrirteeki sem heitir Gigé sem eru
med radstefnu sem heitir Structure, petta er semsagt eiginlega afsprengi af New York
Times, bloggari hja New York Times sem stofnadi petta, Omar Leek. Og peir ss tilnefndu
10 heitustu Cloud fyrirteekin i heiminum arid 2010, basically af pvi ad ég sendi inn
umsokn, lysti fyrirteekinu, pa veist af pvi ad ég sa eitthvad a Twitter. Eg sko bara datt inna
betta pvi ég var ad fylgjast med einhverju fastagick fyrir Green IT, ég veit ekki hvad pad

var. betta var ekki einu sinni fyrir mina tid. Petta var bara eitthvad cloud [en petta er
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nattdrulega bara dkeypis auglysing, pannig ad..] ja, pad var.. 6keypis.. pad var pad ad vissu
leyti vegna pess ad hérna pad kostar nattarulega endalaust mikid ad fljaga [ja] og gista, og
sérstaklega ad fara til Silicon Valley, pad gerir okkur mjog erfitt fyrir vegna pess ad svona
akvordunar... hvad eigum vid ad segja ahrifavaldar eru ennpa mjég mikid i Silicon Valley
pannig ad pu parft ad vera vel varinn par sko til pess ad ef pu tlar ad verda eitthvad stort
nafn sko, og vid etlum okkur ad verda global eitt af topp fimm fyrirteekjum i heiminum i

pbessu.

Pyrftud pid pa kannski ad stofna skrifstofu par?
Pad geaeti vel verid sko [j&] og vid erum sko, eftir ad vid komum utdr beta, pa erum vid

farin ad velta svoleidis hlutum fyrir okkur.

(small talk about other startups that have opened offices in the US and talk about
credibility and to be near the market)

Pad sama ma segja ad nokkur islensk storfyrirteeki hérna til deemis eins og Landsvirkjun
sem hafa kludrad svolitid svona gagnaversmala vegna pess ad peir til demis.. petta hef ég
heyrt bara fra ss folki sem er & pessum gagnaversradstefnum og a peim sem ég hef verid ad
tala &. beir hafa tildeemis med credabilitiio, peir kludrudu pvi algjorlega med pvi ad meta
vera med einhvern rosa bas eitt arid sko og vera bara pvilikt bara pu veist- petta er svo
6dyrt og @dislegt og Island er bara ad fara ad meikada i pessu og maeta svo ekki neasta ar &
eftir [ja] pu veist bara jaaa, féru allir & hausinn [ja einmitt] og pegar petta er svona
consistency sko, pad skilar sér rosalega & endanum. bess vegna eru akvednar radstefnur
nana sem vid forum alltaf & og petta verdur svolitid bara eins og reunion ad meta, a
CloudExpo i New York til demis, ég fer ekki a einn einasta fyrirlestur en ég hitti svona pu
veist sem ég er farinn ad pekkja mjog vel, pad skiptir 6llu mali pa veist [j&] pu veist
networking er ekki eitthvad sem folk skilur hérna & Islandi, pa veist pad bara ekki.. ég var
ad detta yfir 700 tengingar a LinkedIn sko, pad er bara félk sem ég hef hitt. Pad skiptir i
alvorunni miklu mali [pad gerir pad]. bu getur fengid allskonar deemi Gtdr, pad er ekkert

minna virdi heldur en ad fa kinna.

Einmitt, svona sprotafyrirteeki eru ekki ad fatta petta nema pau hafi brennt sig sko,
hvad networking er gridarlega mikilveegt fyrir okkur.

Hvad var aftur spurningin [...]?

214|Page



Eg var buin ad spyrja pig ad einhverju 68ru, hvernig veeri ad stofna fyrirteki i
Bandarikjunum...

Hérna.... hver var megintilgangurinn ad fara inn & annan markad heldur en Island?
pad er natturulega...

bad er bara pu veist, vid hofum alltaf horft & island, pu veist, vid erum ad bua til fyrirtaeki
sem er ekki séns nema ad vera alpjodlegt fyrirteeki, pd veist, petta er gridarlega
kostnadarsamt, vid erum ad eyda hundrudi milljona i bunad sko og préunarvinnan sem er
buin ad fara fram hérna hefur kostad hundrudi milljona lika. PU veist, vid erum ekki svona
lean startup sko. betta er fast startup, pa veist af pvi ad vio erum i peim bransa [ja] pu veist
petta er infrastruktar sem er bara sem er dyr og & hvers feeri sem er ad fara Ut i hann. Vio i
rauninni gerdum okkur enga grein fyrir pvi svona til ad byrja med ad gera okkur grein fyrir
bvi. Vid vissum bara ad vido geetum gert betur ad vissu leyti sko heldur en
samkeppnisadilarnir og syndum framéa pad med préunardemi og fengu fjarfesta i 1id med
okkur. En vid forum t i fyrsta lagi bara, vid forum fyrst Ut med pann tilgang ad vid
etludum bara ad fara ad selja sko en vid vorum ekki med neina voru sko, vid bara... ég tok
pba strategiu pegar ég var framkvaemdastjori hérna pu veist ég rédi mér framkvaemdastjora
hérna fyrir teeplega hélfu ari sidan en ég for semsagt strax it med pad bara plan ad byggja
upp brand awareness. Pu veist, pad var tilgangurinn. PG veist ég hafdi ekkert ad selja, ég
vildi bara fara parna at, byrjadi ss ad selja — ad vera med vesen & markadnum og benda a
betta ad vid pu veist erum — pad var til deemis report bara i geer ad séfnun gagna er actually
hradari heldur en menn spadu fyrir &ri sidan vid sjaum fram & pad ad gdgn sem heimurinn
geymir i gagnagrunnum og heima hjé sér og svona, midad vid fyrri spar pa munu pau 40
faldast pad er bara og hvar e&tlum vid ad na i orkuna fyrir pad skilurdu. Og télvusky sem
eru i dag eru med 15% endurnyjanlega orkugjafa pannig ad vid erum a leidinni i algjort
vesen sko, miklu miklu meira en folk attar sig 4. Og petta er svona sem ég lagdi aherslu a
ad leggja linurnar med og svo nattdrulega skirdum vid fyrirtekid GreenQloud af pvi ad vid
viljum vera brandid sem er pekkt fyrir ad fara hina leidina sko. Fyrsta dtrasin bara, fyrsta
utrasin var bara brad awareness og madur er einhvern veginn bara dottinn inn i pad ad vera
endalaust platadur i ad tala hér og par [frabeert] og purfum nattirulega ad meta pad alltaf,
vid erum ordnir miklu medvitadri i pessu sko. Pu veist ni erum vid komnir med
bandariskan markadsstjora, Bala sem er nattdrulega.. veistu hver hann er?

Ja ja, hanner...

Hann er med startup Iceland og hefur verid hja Cléru
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(talk about Bala, what he has done in the past)

Erud pid med videigandi reynslu eda pekkingu innan fyrirtekisins til ad gera ytri
greiningu a erlendum modrkudum, eins og markadsgreiningu inngdnguleid &
markadi?

Vid erum med gridarlega reyndan markadsstjora nina, algjora kanonu sko. petta er meira
eiginlega spurning um bara til deemis erum vid ad fa4 nana nokkra nemendur til deemis ar
HR, pad eru 2 ad koma Ur HR, til demis ad nyta i eitthvad svoleidis. Hingad til hofum vid
ekki gert markadsgreiningu heldur en bara pa greiningar sem pu veist ég gerdi pegar vid
vorum ad reyna ad reisa monni sko [ja] pu veist pegar vid vorum ad reyna ad fjarmagna
fyrirteekid pa nattarulega purftum vid i alveg ad fara fara Ut i ad skoda Gartner og Forrester
og McKinsey og 6ll pessi lid sko, ad reyna ad byggja eitthvad case fyrir [ja] eda sko pad er
major case ad gera petta a Islandi sko pu veist petta er ekki bara ad kynna okkar fyrirtaeki
heldur er petta traust & Islandi, folk trdir pvi ekki ad vid séum med orkugjafa, pau halda ad

vid séum ad ljaga pessu sko, sannfeaera folk um ad nettengingarnar séu i lagi, svo hérna...

petta er eiginlega svona hindranir eiginlega.

Ja algjorlega, petta eru hindranir en petta eru lika challenging fyrir kannski fyrirteeki sem
eru ad fara i einhvers konar Utras purfa ad gera sko [ja] pu veist pa parft ad branda pig , pd
veist eins og bandarisk fyrirteeki purfa ekkert ad branda Bandarikin sko, pu veist pau eru
vel pekkt og allt pad. island bara er ekkert po ad allir segi pad skilurdu ad peir langi til
islands og svona sko hver einasti madur sem ég hitti sko [vid holdum alltaf ad vid séum
best] vid erum nattdrulega best en... hvort sem vid erum pekkt eda ekki, pad er allt annad
sko. En stundum purfum vid ekkert ad segja hvar petta er, pu veist vid segjum bara hvernig
vid gerum petta en hérna.. vid forum sérstaklega inna lagalegu hlidina [...]

Hafid pid fengid utanadkomandi adstod til pess ad gera ytri greiningu & erlendum
morkudum, pu veist, hafid pid radid einhvern radgjafa?

Nei, vid héfum borgad fyrir greiningapjonustur [j&], pa veist, vid héfum borgad fyrir
gecome, vid hofum kannski borgad fyrir eitt report fra Gartner, pu veist vid héfum borgad
fyrir tilbuna greiningu en vid hofum ekki 14tid bua til greiningu [ekkert sérstaklega fyrir
ykkur?] nei. Ekki ennpd, en pad er 6rugglega eitthvad sem vid gerum einhvern timann sko.
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Hafid pid fengid einhverja adstod fréa islenskum stjornvéldum pegar pid vildud seekja
a erlenda markadi, fra Islandsstofu eda 6drum islenskum stofnunum eda
fyrirteekjum?

Vid héfum tvisvar fengid styrk til markadssetningar fra Impru, vid h6fum komid med sama
case-id margoft en allt i einu erum vid ekki lengur gjaldgeng og ég pu veist, ég skil pad
ekki sko. bu veist, petta er virkilega eitthvad sem vid pyrftum hjalp vid sko, pa veist petta
bara kostar svo mikid. Vid erum bara i allt annarri stodu heldur en meginland Evropu eda
fyrirteeki i fylki i Bandarikjunum. Vid hoppum bara ekki upp i lest og tokum pu veist [...]
og gistum hja einhverjum vini okkar sko. Vid purfum bara virkilega & hjalp ad halda sko
[j4]. Mér finnst Islandsstofa ekki hafa neagilega stefnu i &t ad hjalpa
upplysingateeknifyrirteekjum erlendis, bara alls ekki neitt! Peir eru bara bdnir ad vera ad
fokusera & sko ferdapjonustu, pa veist, pad er bara eins og eina sem Islandsstofa gerir er
ferdapjonusta og fiskur sko [ja, pad er alveg rétt] skilurdu. Og nu er endalaust buid ad vera
ad gagnryna fisk markadssetninguna sem hefur verid lengi sko, segja einhverjir garungar
sko, ég veit ekkert um petta. En alla vega sko, ferdapjonustan er eina sem hefur fengid
eitthvad alvoru support [j&]. Vid hofum nattarulega fengid, ekki vid en pa veist gagnaverin
hafa fengid eitthvad support ern pad hefur adallega bara verid til pess ad laga vitleysu i
lagasetningu sko. Svona eins og virdisaukaskattur og svona, pad er samt ekki ennpa buid
ad laga pad. pad er ekki ennpa buid ad laga vaskmal fyrir kinna sem vilja koma med

bunad til landsins.

En hafid pid sott um skattaivilnun?

Ja, pad er eitt besta, pad er algjorlega pad besta sem hefur verid gert yfir hofud fyrir
fyrirteeki held ég. Vid hofum fengid skattaivilnanir held ég tvisvar, ég held... petta er til
allstadar, meira ad segja i Bretlandi pa ertu komin med miklu meiri ivilnun sko. Og meira
ad segja fjarfestingarnar fengid tilbaka 50% af fjarfestingunni skilurdu sem eykur
upphaedina sem ad ... pu veist, pad eru allir eftir kreppu ad gera eitthvad svona, CCP, pad
voru adallega peir sem bordust fyrir ad fa petta eru med mikid af sinu developmenti og
hafa verid i Bandarikjunum bara vegna skattaivilnunar. pPad er risastort report sem peir
kortlogdu af heiminum i sko... med tilliti til pessa — hér er skattlagning heimsins, hvar er
best fyrir okkur ad stekka og stunda préunarvinnu [...] Peir eru med 20 milljona krona
paki, pannig ad vid erum strax komnir upp i pak og ég imynda mér ad pad gagnist til
deemis [...] eins og CCP ekki neitt sko. Petta er gott fyrir okkur, vid erum gott fyrirteeki og

purfum virkilega & pessu ad halda. En pad er audvitad mjog leidinlegt ad koma inn og pa
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nattdrulega eykur petta starfsmannaverdbdlgu. barna sér madur bara, Okei, ég er med 20
milljonir parna, ég get leyft mér sko ad rads 1 eda 2 aukalega til ad rada vid alag og annad
sko og petta borgar pad fyrir mig sko [ja] pad er &dislegt sko, pad eykur atvinnu félks og
allt pad sko. Ef petta veeri ekki, ég las pad einhvers stadar um daginn ad petta veeri

hugsanlega timabundid, ef peir myndu heetta pessu pa veerum vid i vondum méalum sko

En pad eru heldur ekki allir sem fa petta?

Nei, ég veit nu ekki hversu strangt pad er en vid er nattdrulega bara pjura research and
development sko. Allt sem vid erum ad gera er nytt, allt saman svona cutting edge
bréunarstarf og nd erum vid meira ad segja komin ad pvi stigi af pvi ad vid erum komnir
upp i pak, ad pa fyrir naestu préun pa getum vid hugsanlega bara skipt verkefnunum upp og

sott um fleiri en eitt sko af pvi ad vid erum bara ad gera pad mikid [ja]

Hafid pid fengid fullnaegjandi pjonustu fra Islandsstofu eda 6drum fyrirteekjum eda
stofnunum- pad er vaentanlega ekki [...]?

Sko, ég er buinn ad vinna mjog mikid med islandsstofu og Andra Marteinssyni par
sérstaklega.. og pu veist ég hef ekkert annad en gott um pa .. ég fér i & ndmskeid hja peim i
markadssetningu og s6lu erlendis, pd veist, pad var skemmtilegt ad einhverju leyti sko.
Hérna pad var édyrt og kostadi ekki eitthvad mikid og hérna vid vorum tveir parna og
fannst pad mjog gagnlegt sko. buU veist, pad var rosa fint en svo gerist ekki neitt. Nuna til
demis erum vid ad fara & radstefnu Ut sem heitir South by Southwest, petta er svona
steersta startup fyrirteekja radstefna i heimi sko og ténlistarradstefna og biomyndaradstefna
betta er bara.. maetast parna i viku, 10 daga og parna gerist petta sko. Og vid fréttum utan
Ur be ad peir @tla kannski ad fara pangad. bad vantar svolitid svona.. vid erum i
Samtokum Idnadarins lika, ég er i stjorn CleanTech, vid erum ad gera allskonar hluti fyrir
[...] sko. Pad vantar alltaf, madur heyrir petta alltaf, pad vantar radstefnu, pu veist pad
vantar.. Ef vid a&tlum ad fara i utflutning pa purfum vid ad fara Ut sko. Og pad er og pad
parf einhvern veginn ad kovera pad. Og ef pu koverar bara pad pannig ad pad sé audvelt
fyrir okkur.. pu wveist svona fyrirteeki sem eru bain til fyrir Gtflutning og eru
sprotafyrirteki... pu veist ef pu ert kominn med milljard i veltu skilurdu eittthvad parftu
ekkert ad fa ad vera styrkpegi hja rikinu en ef pu ert ennpé sprotafyrirteeki og ert i prounum
og rannsoknum og svona pu veist og ekki &.. eins og Islandsstofa er ad gera ad peir akveda
eina radstefnu sem félk... [sem ykkur er bodid & ja, pu getur ekkert radio...] ja og pad er pd

veist styrkurinn er nanast enginn, pu veist pad var verid ad reyna ad fa fyrirtaeki til ad fara

218 |Page



a raostefnu i Silicon Valley sko og pad atti ad kosta einhvern 300pus kall & fyrirteeki, hvad
er Islandsstofa eiginlega ad borga i pessu og gera fyrir okkur. bu veist, pad gengur ekkert
ad peir séu ad velja raostefnurnar pad bara... [peir @ttu ad veita akvedinn styrk til ad
komast & akvedna radstefnu og pa styrkja peir pig i pvi] ja en pad parf ad gerast strax.
Madur feer.. sumar radstefnur getur madur planad pa veist en aldrei meira en kannski 2, 3
manudi pa veist getur madur i alvérunni planad ad fara & rddstefnu pvi pa ert ekki bdinn ad
kaupa flugmida halfu ari fyrr sko [nei] og pad er kostnadurinn pd veist, i rauninni
endanlegur kostnadur fyrr naer dregur, svona 70% af radstefnum naesta ars pu veist vitum
hvert vid erum ad fara sko, pu veist stundum koma upp 3 radstefnur i sama manudinum i
sitthvoru landinu, hvert i sinu landinu. bad var ekkert endilega planad svona langt
fyrirfram, pad eru bara taekifaeri sem bjédast og af pvi ad allt sem er gripid farid i svona

nanar i , svona seint i rassinn gripid, pad kostar allt svona 10 sinnum meira...

A ég ad halda afram?

Vorud pid medvitadir um veikleika fyrirtaekisins adur en pid forud inna erlendan
markad?

Jah pa veist i raun og veru vid vorum ekki ad selja voruna sem slika, heldur ad selja
conceptid sko. I rauninni fyrsta Gtrasin sem vid gerdum var i rauninni hérna heima vid
hérna, MIT global pitch competition, Startup conference var haldid hérna & Nordica, nadi
ad kyla petta adeins afram par lika [flott] ja vio fengum hellings vinnu i product [...] og

svoleidis.

Hvada hindrunum eins og sem snua ad fyrirtekinu hafid pid purft ad takast a vid,
eins og starfsmannamal fyrirtaekisins, fjarmagnsskortur, upplysingar um adra
markadi, skortur a aukaframleidslugetu- pad er kannski ekki, ég veit ekki hvort pad a
vid um ykkur...

Sko vid erum buin ad lenda i bélvudum vandreedum med ad fa pa veist ad geta radio folk
utan Evrdpska efnahagssveaedisins, af hverju eigum vid ad takmarka okkur vid Evropu? pu
veist talentpoolid i okkar geira til deemis er ekkert i Evropu, pvi Evropa er langt a eftir, pa
veist pad er bara langt & eftir. Island er mjog framarlega i upplysingatekni midad vid 6l
onnur Evropuriki. bannig ad ef pad er ekki faanlegt hérna, pa veist vid erum buin ad vera i
halft ar eda eitthvad ad reyna ad fa forritara frd& Kanada. bad tok okkur halft- eda 4 fjora
manudi ad fa i gegnum stddentamidlun hérna forritara fra K6lumbiu. PG veist vid purftum

ad fa fra studentamidlun skilurdu. Og vid purftum ad fa framhaldsleyfi fyrir ad hafa hann
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pvi hann vildi fa ad halda afram ad vinna hja okkur, pa veist adili sem er bdinn ad ljuka
mastersgradu i télvunarfraedi. PU veist petta er ekki bodlegt, petta er i 6llum teeknigeiranum

& Islandi, ég er buin ad heyra petta endalaust med pad.

(talk about hiring talent and get permission from local authorities to hire IT people and
how long the process is)

Og ég veit ekki hvort pad eigi eftir ad valda okkur vandredum ef vid stofnum
dotturfyrirteeki i Bandarikjunum, ég veit ad Clara gerdi pad parna Gti i San Fransisco [...]
ég veit ad Clara sa eftir i stadinn fyrir 6fugt. bad hefur valdid peim vandredum ad fa

fjarmagn parna uti sko.

Islenska er dotturfyrirtaeki...
Vid myndum aldrei gera pad, pa& myndum vid falla undir patriot act, ss. Gagnaverndarlég

Bandarikjanna sko, vid eigum 6ll Challenge ad eiga sko

petta eru hindranir, pad kemur ndna nest...

Hafid pid purft ad takast & vid ytri hindranir pegar pid hafid viljad sekja & adra
markadi, eins og hindranir fra islenskum stjornvéldum, umhverfislegar hindranir a
erlendum morkudum, sem eru tungumal, menning, pélitisk, gjaldeyrishoft?

Sko petta er ekkert brjaleedislegt mél, bara leidinlegt ad purfa ad Gtskyra fyrir hverjum
einasta manni sem madur hittir ad hérna ja, svo pegar vid purfum ad borga ykkur sko, pad
tekur sko adeins lengri tima pvi pad eru gjaldeyrishoft sko. PG veist madur er bdinn ad
kaupa bunad fyrir 70 milljénir skilurdu, pu veist petta er adallega bara vandreedalegt pu
veist manni lidur eins og madur sé i einhverju heimslandi sko og Utskyra hvad eru
gjaldeyrishoft sko. bu veist petta er vandraedalegt pegar madur stundar vidskipti ad aupa
hérna, gera auglysingasamning pu veist [...] vid purfum ad borga inn & banka eda borga
fyrir radstefnu.. pad er naer alltaf pegar madur er ad borga fyrir radstefnu, ad pa parf madur
ad leggja inna banka og utskyra fyrir peim gjaldeyrishoftin og afhverju geturdu ekki bara
lagt petta inn & morgun og....

Djisess kraest sko, en ad sama skapi pa veit madur ekkert hvad gerist pegar gjaldeyrishoftin
fara [...] Viod purfum ad kaupa banad lika [ja audvitad] ja og i dag er meira ad segja risk i
pvi sko pvi vid kaupum i islenskum [...] vid megum ekki rukka islendinga i dollurum til

daemis, pua veist vid lentum i pvi ad allt i einu foru islensk kreditkort ekki ad virka og hvad
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er i gangi pu veist ad pad olli okkur kostnadi, pvi purftum ad breyta kerfinu hja okkur bara
heilmikil vinna skilurdu, vid eyddum heilum méanudi i pad af pvi ad peir &kvadu pad ad
meetti ekki rukka Islendinga i dollurum heldur i islenskum krénum [...] pu veist svona
orugglega vel meint en samt algjorlega faranlegt. PG veist ég get farid & netid a Amazon og
eytt milljon par skilurdu vid ad kaupa einhverja sokka eda eitthvad en ég get ekki eytt
milljon i eitthvad islenskt fyrirteeki sem er basically med gjaldeyrisreikning i islenskum
banka, pad er ekki einhvers stadar erlendis eda eitthvad og & endanum breytist pessi
peningur alltaf i islenskar krénur pvi vid purfum ad borga laun [sem er pirrandi] j&, og svo
erlendar hindranir eru adallega pad, pad eru ekkert ekki neinu ad kenna med stjornvold eda
pannig en gjaldeyrishoftin eru mjog frahrindandi. bad veeri rosa fint ef pad veeri haegt ad
koma inn krénur a betra verdi og mynda benefit fyrir fyrirteekin sjalf. Pa veist, fa& meira
atar fjarfestingunni i raun og veru sko. betta ad i raun og veru ad erlendur fjarfestir sé bara
tryggdur fyrir pvi ad f& sému upphad tilbaka 6hindrad eda svona tiltélulega 6hindrad, pad
er frahrindandi eins og Bala, eins og Bala hefur fjarfest hérna og pyskir fjarfestar eru i
Marorku til deemis, peir hafa stofnad fyrirtaeki erlendis eda hvad peir gerdu. Pad er blid ad
tala um pad margoft hérna innanhass hvort vid purfum ad stofna fyrirtaeki erlendis til pess
ad f& inn erlent fjarmagn. b0 veist og afhverju, ég er einn af faum i minni stjorn sem hefur

svona einhvern ahuga & pvi [...] pad er ekki verid ad gera okkur audvelt fyrir.

(small talk about former job)

Erud pid med einhverja stefnu eda notid pid einhverja dkvedna adferd pegar pio farid
a erlendan markad, eins og fylgid pid einhverju médeli eda erud pid med eitthvad ferli
sem fer i gang- eda petta a kannski ekki alveg vid ykkur. En erud pid med einhverja
stefnu eins og verdstefnu eda eitthvad skrifad & blad?

Vid erum med verdstefnu, bara sama verd alls stadar sko hvad svo séluplani sko, pad tekur

mid af...

En erud pid med dkvedna markadsstefnu pa?

Vid erum med akvedna, pu veist vid erum sprotafyrirteeki og erum ad leit ad okkar market
fit [...] &giskanir og &hettur. Vid erum buin ad finna nokkra segmenta sem vill klarlega
okkar lausn. [...] haskolanet sko og vid erum ad fara sko bara svona land eftir land sko og
allt svona alagstengt hentar okkur mjég vel. I einhvern samning og svona, pu bara skrair

big bara og byrjar ad nota. Vid erum meira med marketing plan heldur en markadsplan sko
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[...] fatta hvada markadi vid eigum ad herja a. bad er pess vegna sem vid erum byrjadir ad
markadssetja okkur- eda sélumarkadssetja okkur innan islands vid erum ad kanna svona
hvad og ad sama skapi hvad muni ekki virka, pad er pad sem virkar hér, er alls ekki gefid

ad muni virka annars stadar sko. [...] jah i rauninni pad fyndna er ad greeni parturinn sko

(talk about the green part of Iceland) —

pba er spurning eigum vid ad mennta markadinn hérna og segja peim fra pessum punktum...

Eigid ad vera ad hafa fyrir pvi?

Ja, eigum vid ad hafa fyrir pvi eda eigum vid ad selja pad & peim punkti sem er ad selja i
dag [...] petta er ekkert audveldur markadur fyrir okkur nema ad pvi leyti ad vid erum 90%
Odyrari en peir adilar sem verid er ad nota i dag. bannig ad vid atlum svolitid ad pu veist
reyna ad mynda okkur einhverja sérpekkingu hérna & Islandi pegar pad er komid getum vid
fyrst farid ad [...]

Hver hefur verid mesta askorunin hingad til pegar pid hafid sétt & erlendan markad?
PU veist pad er ekkert mal ad sakja & annan markad, pu veist okkar leid til pess ad gera pad
er ad gera pad i gegnum erlendar radstefnur, og svo online auglysingar og social
marketing. PU veist social marketing og online hlutinn gerum vid bara hédan, pu veist pad
skiptir engu mali hvort vid séum & islandi eda Giganda eda eitthvad slikt, pad bara skiptir
engu mali.

Radstefnudeemid.... pad er bara ad koma sér fram fyrir kinnan pé pa sért i 6dru landi sko.
pad er ekki bara erfitt heldur peningalega, mjog erfitt peningalega séd og bara andlega og
likamlega erfitt sko (er ekki lika timamismunur og svona?) pu veist, pa getur ekki imyndad

pér hvad ég for oft Gt til deemis eins og i fyrra.

(chat about travelling)

Medan madur er ennpa ad reyna ad finna market fit, sem eru drugglega fyrstu 5 arin i lifi
svona fyrirtaekis, pa erum vid svolitio ad reyna ad elta bara fjéldann, eins og bara the

golden hierarchy.

En hafid pid hugsad ad vera med samstarfsadila?
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Ja j4, i bédoar attir sko. PU veist samkeppnisadilar eru ad bidja okkur um ad Utfeera sina
pjonustu & Islandi , pannig ad pad er byrjad ad koma svoleidis inn lika. Svo eru nokkrir
endursoluadilar lika sem eru ad sekja um ad vera okkar endursdluadilar. Pannig ad
framtidars6lumal hja okkur munu verda svona local endursdluadilar og hugsanlega [...] og
morg fyrirteki hafa flaskad a ad finna market fit og baid til risastora soluskrifstofu og folk
sem veit ekki hvad pad er ad selja. Og veit ekki pu veist... og pekkir ekki kunnann
neegilega vel til ad vita hvad vandamalin hans eru og hvada vandamal & ad leysa sko. Og
vid erum ... adalvandamalid hja okkur er pu veist bara eiga pening fyrir hlutunum og ndg
af teekifeerum, endalaust af teekifeerum. Og hafa naginlegan mannskap og tima til ad etla
ad sinna pessu 6llu. PG veist, vid erum i rauninni ad sinna einhverju sem er ad erlendu
adilarnir eru kannski med 100 manna fyrirteeki og eru kannski ad gera helminginn af pvi
sem vid erum ad gera sko, pad eru allir ad drukkna i vinnu.

Helsta challengid er ad fa fjarmagn til ad geta gert eitthvad stért sko. Vid erum bunir ad

reisa einhverjar 270 milljénir sko.

Eru petta innlendir fjarfestar eda?

Allt innlendir fjarfestar sko og pad er nattdrulega buid ad vera hark, pa veist ég hugsa ad
eitt ar af pessum premur er baid ad fara i ad breyta- ad na i pening sko, eyda, séa tima i ad
na i peninga. Og frumkvédlar & islandi eiga til deemis erfitt med ad halda i sinn hlut i

fyrirteekjunum, peir vilja taka allt sko...

(talk about investors)

...0g stundum héfum vid bedid i 3 manudi eftir greidslu fra Teekniprounarsjodi sko.

Hver er pad mikilveegasta sem pu hafir leert af pvi ad alpjodaveaedast? Pu veist ef
einhver kaemi til pin bara hvad & eg ad gera og hvad a ég ekki ad gera. Hvad myndir
bu segja, pu veist petta er pad mikilveegasta og petta er ekki pad mikilveegasta?

Skella strax & simas6lumenn. PU veist petta er ekki einu sinni djok sko. A timapunkti var
ég ad eyda atta klukkutimum i manudi ad losa mig vid simas6lumenn sko [i alvorunni?]
sem dulbua sig sem teakiferi fyrir pig sko. Peir eru mjog godir. betta er i formi
vidskiptaradstefna til deemis , pu getur fengid 10 fundi med topleaderum og svoleidis, pu
veist pad gerist alveg sko, petta er alltaf- pu parft ad borga skrilljon fyrir pad sko. Passa sig

a svoleidis rugli, blokka pad alveg strax, annars er petta endalaust sko, nyta kannski betur
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networkid sitt, byrja strax ad bua til network. pu veist pad ad taka billjon buisnesskort sko
0g svo enda pau i skuffunni og pa veist ekkert hver pad var. Strax ad byrja ad bda til
einhver teekifeeri og hitta folk i followup, ég hef ekki verid nogu godur i pvi. En pad besta
sem ég hef lzert og slysast til ad gera bara einhvern veginn Utaf personuleika er ad bua sko
til alvoru vinattu vid pa sem pa vilt eiga vidskipti vid sko. Eg veit pad ekki, petta var bara
algjorlega oOvart sko. pa hefur skapast, vid erum storir samstarfsadilar hérna Citrix sem er
risafyrirteeki i Bandarikjunum, peir hitta okkur eins oft og peir vilja, eda eins oft og peir
geta sko og peir eru ad borga okkur fyrir ad préa hugbdnad i kerfi sem peir eru ad gefa Ut.
Vid fengum petta verkefni af pvi ad ég gerdi meira heldur en ad bara halda einhverju
vidskiptasambandi sko. Pannig ad ef pu ert svona one man team eda kannski 2 eda 3 ad
fara a alpjodamarkad, ég held ad pad sé fyrst og fremst- alveg sama vid hvada folk pu ert
ad tala og i hvada fyrirteki pad er pau purfa lika ad sekja bornin sin a leikskélann pd
veist.. ég held ad vid vanmetum pad svolitid, og sé hraett svolitid vid ad ...Eg til deemis hika
ekki vio hérna ad hafa samband vid forstjora einhvers milljarda dollara fyrirtekis og reeda
vid hann & jafnraedisgrundvelli sko. PU veist Bandarikjamenn myndu aldrei gera petta sko

0g pad er gott fyrir islendinga ad nyta sér pad ad pad er ekki svona struktdr hérna

Er svona mikill straktdr i Bandarikjunum eda?

Ja, pad er bara class difference sko hvar pu ert?

(small talk)

Interview ends
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Company: Saga Medica

Date: 14th of December 2012

Time: 12pm

Duration: 23.17 minutes

Interviewees: brainn porvaldsson & Perla Bjork Egilsdottir

Interviewer: Inga Jessen

Hvernig fyrirteki er petta? I stuttu mali?

prainn: & ég ad segja pér pad ad pad eru framkvaemdastjoraskipti hérna um aramétin

NU er pad?

prainn: ég er ss ad draga mig i hlé og han er ad taka vid,

na til hamingju

prainn: svo par er best ad pu svarir og ég skal segja eitthvad ef parf ad beta einhverju vid.
Perla: en brainn er nattdrulega frumkvodullinn og stofnadi fyrirteekid fyrir 12 arum

petta fyrirteeki i rauninni er ad préa nattiruvorur?

Perla: nattaruvorur ar islenskum leekningajurtum.

prainn: sko pad ma eiginlega skilgreina petta, pad er nattirulega haegt ad hafa svo margar
skilgreiningar. Hvad erum vid ad gera. Vid vorum ad koma fra Bandarikjunum fyrir viku
par sem vid vorum ad reeda vid mjog pekktan adila sem er buinn ad velja okkar vérur ar og
@tlar ad gera pad ad storum markadsflokki eda voruflokki og vid spurdum hann
nattdrulega ad pvi hver vaeri munurinn a pinu fyrirteki og annarra pvi pad eru natturulega
adrir sem vid reeddum vid. Munurinn & pvi sagdi hann, ég er ekki dreifingaradili, og pad er
nefnilega heilmikill munur a peirri hugsun og hér eru rannsoéknir og vid erum ekki
framleidslufyrirtaeki, vio erum markadsfyrirteeki. Pad er kannski af pvi ad minn bakgrunnur
0og menntun hann nattdrulega tengist allur ad markadssetningu. Perla hefur nattdrulega
unnid lengi ad markadssetningu a lyfjum.

Perla: ég er lifefnafreedingur

prainn: ja hun er nattarulega lifefnafraedingur sko. En pad er nattdrulega mikill munur &
pessu en vid erum ss. Markadsfyrirteeki og framleidslan og allt saman en vid erum ad
markadssetja og setja og pess vegna litum vid & pad sem mikilveegasta hlutann og pad eru
tengslin vid markadinn. Audvitad..

Perla: Alveg sama hversu stor hann er
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Ja, alveg sama
Hvenar var fyrirtaekid stofnad péa, var pad fyrir 12 arum?
Perla: 2000, 27...

prainn: 27.juni

Ja pad muna eiginlega allir eftir pessu..

Perla: ja, petta er hluti af ségunni.

Hversu margir vinna hja Saga Medica?
Vid erum 10

Erud pid buin ad fara inna adra markadi?

Perla: J4, [...] vid litum & okkur sem markadsfyrirtaeki

prainn: pad eru gerdar svo miklar krofur i dag ad pad pydir ekkert ad vera ad gera eitthvad
heima i bilskar sko. Ad &tla ad fara ita markad og selja sko.

En pad er eitt sem ad kannski, af pvi ad ég hef nu verid ad flytja fyrirlestra og tala um
svona markadssetningu ad petta er svo erfitt fyrir okkur, pad er erfitt fyrir alla ad flytja Gt.
Frakkar eiga erfitt med ad flytja til byskalands og Pjodverjarnir eiga erfitt med ad flytja til
Frakklands pvi ad menningarmunurinn milli markadi vardandi tungumal og annad er
akvedin hindrun. Sviar eiga i erfidleikum i Noregi og Nordmenn eiga erfidleika i Svipj6o.
Pegar er verid ad selja i Bandarikjunum, pa er petta alla vega eitt land.[...] Pad sem ég hef
oft sagt ad pad er svo erfitt fyrir Islendinga ad gera sér grein fyrir pvi. Pad er miklu
audveldara ad fara at & markadinn og né i eitthvad & markadinn sem pu pekkir ekki og fara
med hann heim og selja, pess vegna eru allir ad flytja inn [ja] og pad er alltaf verid ad tala
um af hverju eru pessir innflytjendur ekki ad selja ti, peir eru med vidskiptasambondin og
allt saman. Og fara ar umhverfi sem pa pekkir og atla ad selja i framandi umhverfi er
meira heldur en ad segja pad og pess vegna er petta svona erfitt ad &tla sér ad vera
uatflytjandi.

Perla: (talk about their website and how they have managed to subscribe to their products)
Hvenaer eftir stofnun fyrirtaekisins forud pid inna adra markadi?

prainn: 2005. Vid launchudum fyrstu voérunni okkar 5.jandar 2002. Sidan férum petta,

foérum vid ad leita fyrir okkur uti.
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Hver var megintilgangurinn ad fara inna adra markadi?

brainn: Til pess fyrst og fremst ad [...] Island er mikilveegur markadur en fyrst og fremst
sem tilraunamarkadur. bad eru margir sem flaska & pvi pegar peir eru ad byrja med
voruutflutning sem peir sja fyrir sér eins og i okkar tilfelli [...] . V6éruproéun kostar milljonir
krona og pad pyrfti ad tifalda verdid & vorunni ef petta etti ad borga sig. bar sem
atflutningur er markmidid en madur leerir svo mikid af innlenda markadnum. Madur faer
vidbrogd fra markadnum og pad er jafnvel, ja madur lerir ymislegt. Tilgangurinn er ad

innlendi markadurinn er hreinlega of litill.

Bara til pess ad finpussa voruna pvi pad er svo dyrt ad fara Ut og pa uppgotvar
madur allt i einu einhver mistok
Perla: ja, hér er allt svo stutt lika [ja] madur er svo fljotur ad, vid erum svo fljét ad finna

vidbrdgdin [ja]. bad getur verid mjog dyrt [ja]

Erud pid med videigandi pekkingu eda reynslu innan fyrirteekisins til pess ad gera ytri
greiningu & erlendum mdorkudum, eins og markadsgreiningu eda inngonguleid &
markadinn?

prainn: J&, ég myndi segja ad vid hefdum talsvert mikla reynslu. Alla vega i minu tilviki
hef ég verid tengdur Gtflutningi meira og minna alla mina starfsaevi sem eru ad verda 40 ar.
bad er nattarulega hluti af reynslunni en samt sem adur sko. Eg er bdinn ad fara i master i
markads-og s6lufreedi sko og ég er buinn ad lera allt i sambandi vid markadsgreiningar og
allt slikt. Af pvi ad pa varst ad tala um &dan a0 menn stykkju nd stundum ut i djapu
laugina.. [ja] ad jafnvel pé6 madur geri svona greiningar, og pad hafa verid moérg demi pess
ad pad hafi verid gerdar markadsrannsoknir og kostad milljonir og petta er allt mikilveegt
0g madur er ad skoda markadinn. Svo bara kemur i ljés pegar madur fer ad skoda
markadinn ad pad er ekkert endilega pessi leid og pu kaupir nattarulega leidsogubaekur i
dag og veist ad pu att ad fara pessa leid upp en ert ekkert ad gera einhverjar tilraunir. En
begar madur pekkir ekki leidina pa parftu ad fara af stad upp, pa kemurdu ad klettabelti og
ba parftu ad fara nidur aftur og byrja einhvers stadar annars stadar [ja] og medan madur er
ekki kominn & réttan stad, eins og vid erum buin ad eyda 6hemju vinnu, skoda fullt af
skyrslum og leita ad helstu dreifingaradilum og allt slikt, vid purfum ad fara nidur og leita
ad nyjum leidum og vid purfum ad reyna ad finna annan flot pvi ad madur heldur bara
afram pangad til madur finnur réttu leidina. betta er Gti i heimi, ekki bara & Islandi. Vi
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fundum pennan adila i Bandarikjunum i gegnum tengsl vid mann sem ég hafdi i Svipjéo
[...]

petta er pad sem allir segja ad networking er pad sem skiptir mali.

Perla: eins og vid hofum verid ad gera nlna, pad parf ad vinna med steerri adila sem a
nafnid og peninginn ti.

prainn: Demi eru eins og med storu fyrirteekin sem madur parf ad taka &kvardanir. pad
parf ad fara i gegnum pessar dyr og hinar dyrnar og svo kannski 5 manudum seinna segja
beir nei, vid htfum ekki ahuga & pessu. NU erum vid ad heimsakja adila i Bandarikjunum
0g pad tok sko bara einn dag, hann tok akvérdun af pvi ad..

Perla: af pvi ad pad var eigandinn

prainn: af pvi ad pad var eigandinn sko [ja]

Perla: og vid fengum tengingu vid hann af pvi ad pad var i gegnum persénuleg sambénd
pall...]

prainn: Og svo eru allir til i ad vera med pegar madur er kominn af stad.

Perla: pad eru allir tilbdnir ad fara um bord i lestina pegar hin er komin af stad en folk vill
kannski ekkert endilega yta henni [j&] folk vill bida. Pess vegna eru pessi persénulegu

sambond svo mikilvaeg pvi petta er spurningin um traust.

Eg verd ad halda afram pvi petta eru svo margar spurningar hérna, hafid pid fengid
utanadkomandi adstod pegar pid hafid gert greiningu & moérkudum?

prainn: ja ja vid hofum néttdrulega gert pad, baedi héfum vio keypt skyrslur sko Gti um
tolur & einstokum morkudum, vid hofum gert mikid af pvi ad préfa ad kaupa erlenda
ragjof. Pad er bara svo mikill hluti af pvi, vid vorum til deemis i Toronto um daginn [...]
Almennur markadur i pyskalandi, hann er til deemis bara stddugur, pad er engin aukning.
Svona faer madur upplysingar i gegnum skyrslur lika. Pad er vitlaust ad eyda peningum i

einhverjar randyrar skyrslur og fara eftir peim

Pad eru fyrirteeki sem halda utan um hverja einustu krénu.

Hafid pid fengid adstod fra islenskum stjornvéldum pegar pid vildud sekja a annan
markad, eins og adstod fra Islandsstofu eda 68rum stofnunum eda fyrirtaekjum?

Perla: pad var ss. Framhald, pad var ss. Nytt verkefni. Svo natturulega
Teekniprounarsjodur, pad ma ekki gleyma pvi.

prainn: pessi studningur skiptir miklu mali fyrir sprotafyrirteki
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Ja skattaivilnun og svona...

prainn: ja, ég hef einmitt stundum verid ad segja ad petta er ekki bara spurningin um
peningana, pd parft ad berjast fyrir pvi ad einhver vilji lanad pér, af pvi ad petta er
nattarulega merkasta uppgotvun sem nokkurn timann hefur verid fundin og svo kemurdu

alls stadar ad lokudum vegg...

Pu parft ad hafa svo mikid passion fyrir pvi sem pu ert ad gera ad..

prainn: ja, pad var einmitt sagt i sélufredinni pegar mennirnir i Ameriku voru ad selja
ryksuguna og allt saman ad pa selur 10.hverja sélu og pé attirdu ad telja svo ad menn
misstu nU ekki modinn. Fyrst attirdu ad segja nl eru bara 9 eftir, nd eru bara 8 eftir, pad er
sama pad sem frumkvoadlarnir verda ad segja, pu ferd ekki alls stadar, fyrsti adilinn sem pu

talar vid segir nei pa mega menn ekki gefast upp og pa bara verdur madur ad fa styrk...

(talk about a container that dries leaves in Hrisey and created 6 jobs and talk about Prainn‘s

retirement)

prainn: pad sem ég tla ad fara ad gera eftir aramotin i stadinn fyrir ad styra og vera hér er,
pba &tla ég ad snta mér eingdbngu ad stofnun nyrra vidskiptasambanda

Ferdast um heiminn og skoda heiminn og svona?

Ja ég er buinn ad gera svo mikid af pvi ad pad er ekki pad sem mer finnst mest spennandi
sko [nei]. Eg vann i ullaridnadinum i morg &r og eyddi mérgum manudum i einu i
Bandarikjunum pannig ad pad er ekki markmidid sko. Hins vegar er markmidid bara pad
ad ndna erum vid komin med pessi tekil...], pannig ad han styrir pessu og ég &tla ad snla
mér ad pessul.

Perla: [...] ad hafa moguleikann & ad opna dyrnar pvi pad er leidin fyrir...

Ja, pu parft ad hafa tima til pess ad sinna pessu i stad pess ad skoda einhverja
arsreikninga...

Perla: ja einmitt. Svo verd ég ad segja, af hverju heldurdu ad hann sé svona unglegur?

(chat about how the supplements work in regards to age and talk about Prains interests)

Vorud pid medvitud um veikleika fyrirtekisins adur en pid férud inna erlendan
markad?

brainn: kliniska rannséknin?
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Perla: ja, pad er pad fyrsta sem kemur upp i hugann, pad er kliniska rannsoknin og er fyrsta
Kliniska rannsoknin & islenskum nattaruvérum. Vid vorum med lyfjarannsékn sem skapar

traverdugleika.

[.]

Hvada innri hindrunum hafid pid purft ad takast & vid, ss. Sem snyr ad fyrirtekinu
pegar pid vildud sekja a adra markadi, svona eins og starfsmannamal, fjarmagn,
skortur & greiningu & 6drum morkudum, eda skortur a aukaframleidslugetu?

Perla: pad er nattarulega margt sem kemur upp i hugann.

Getid piod framleitt alveg eins og pid purfid?

prainn: ja, sko ég verd ad segja ad pad sem er kannski mesta hindrunin og verdur mesta
hindrunin, pad er tungumalakunnétta. Pad er haegt ad tala ensku, en pad eru bara 6nnur
tungumal. Sko ég er menntadur i Bretlandi og er néattdrulega reipbrennandi & ensku, en ég
get til demis ekki stadid upp i Noregi og haldid fyrirlestur. Ef pa etlar ad tala yfir
Nordmonnum eda Dénum eda til demis Pjédverjum, pa verdurdu ad hafa tungumalid og
jafnvel enskan, madur sem getur talad g6da ensku hann getur bara allt i einu farid ad lenda
i vanda med utflutningsfyrirteekin og pu verdur ad tala pad gott mal ad sa sem pu ert ad tala

vid ad hann skilji hvad pua sért ad segja...

J4, ad hann misskilji ekki eitthvad sem pu ert ad segja.

Perla: ja og svo er pad nattdrulega fjarmognunin.

prainn: ja pad er nattdrulega bara sigilt sem allir eru ad fast vid og pa er ég ad tala um
eitthvad annad heldur en fjarmégnun og ,audvitad er pad buid ad vera mikil hindrun hja
okkur og mjog erfitt. P4 hefdi ég vitad ad pad hefdi verio mest pannig ad pad er pessi

hugsunarhattur, ad hugsa utanfrad og heim en ekki heim og ut sko og pad er meira [...]

Svo vardandi ytri hindranir eins og menning og hugsunarhattur félks i mismunandi
[6ndum?

prainn: petta er pad sem ég var ad segja ad hugsa utanfra og heim, og pa er pad ekki bara
utanfra og global, heldur utanfra fra byskalandi og utanfra fra Bretlandi. Eg hefdi vilja ad
reedismenn myndu hafa adstodu fyrir folk til ad gista i nokkra manudi, par sem folk geeti
verid sko... pad gerdi ekkert annad en bara skynja markadinn sko. Partur af pjalfun folks i

at [...] hluti af nami i dag ad pu getur farid erlendis.
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Ja ég for til Danmerkur reyndar i CBS [j4, nei petta er bara hluti af pessu] bara skylda
ad fara ut, peir eru reyndar heettir vid pad nina ad petta sé skylda en peir hvetja folk
til pess.

prainn: pegar madur var nu ad byrja, vid hjénin erum na vidskiptafredingar og Utskrifud a
sama tima og pad var ekkert dalgengt pegar ég for i masterinn p4 vorum vid néttdrulega
komin med barn og han var kona namer 6 til ad utskrifast. 25 arum eftir ad vidskiptafraedin
kom sko. ba voru petta bara karlar sko [...] Kostir og gallar vid pad ad hafa mastersnam a
islandi vegna pess ad hluti af pvi pegar pu ferd og ert i mastersndmi eins og ég var i i
Bretlandi, audvitad leerir madur menningu pess lands sem pu ert ad leera i . Kosturinn er sa
ad vera heima er ad petta er nattirulega dyrt og i dag er petta allt annad heldur en pad var.
[-]

Hafid pid einhverja akvedna stefnu eda notid pid einhverja sérstaka adferd pegar pid
sekid &4 adra markadi, erud pid til deemis med eitthvad ferli sem fer i gang eda svona
marketing strategy?

prainn: Vid erum nattarulega, ju vid erum nattarulega med pad og vid erum nattarulega
bdin ad mota stefnu i hverju vid erum ad leita ad, hvers konar adilum. Vid erum ad reyna
ad na sambandi vid fyrirteeki sem er med 20pusund vérutegundir & lista, vio erum med
akvedna stefnu i pvi.

Perla: Svo er petta lika ad vid gongum i gegnum &druvisi ferli og jafnvel annad nafn & voru
og par frameftir gétunum, til pess ad dkveda hvert vid erum ag fara.

Adlaga umbudir og ...

Perla, adlaga umbuadir, nakveemlega, ja allt.

Hindranir sem pid hafid purft ad... eda hindranir,petta eru svona askoranir og ...
prainn: bzr eru vaxandi, 6ll 16nd purfa ad skapa meiri atvinnu, breytt reglum og umbGdum
og 0Ollu. Sko petta er pad sem vid greidum fyrir utlendinginn [...] gerir jafnvel Gtflutninginn
erfidan sko [j4, ja]

Perla: ja eins og bara innlendri framleidslu...
En eins og med gjaldeyrishoftin, hafa pau eitthvad verid ad trufla ykkur?

brainn: ekki okkur sko
Perla: [...]
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En pid erud néttdrulega ekki i utflutningi, eda pid erud i uGtflutningi, bara fra
Danmorku er pad ekki?

prainn: jaju en pad skiptir ekki mali, vid faum gjaldeyrinn [...]

Ja en pid erud ekki ad breyta islenskum krénum ss. I erlendan?
Perla: & hverju ari. bad hefur alveg komid sér vel ad vera med pann reikning, vegna pess ad

(i8]

Ja, hérna naesta spurning. Hérna en pid erud nu eiginlega buin ad svara henni. Hérna
hvad gefur ykkur samkeppnisforskot, hvad gerir ykkur unique?
prainn: pad er pessi kliniska rannsokn, pad vedrur bara ad segja pad.pad er pessi sérstada

med voruna og rannsoknirnar a bakvid pad.

En erud pid ekkert hreedd um ad einhver muni kdpera voruna ykkar?
prainn: pad verdur allt.. ekki kannski ad kdpera voruna en pad er alltaf ..[Pad er
nattarulega, pid erud kannski...]Vid atlum bara ad vera premur skrefum & undan [einmitt]..

Perla: en pad er lika &kvedin svona hvernig vid gerdum petta hugsjonin hans Gudbrands..

Er hann kannski haettur?

Perla:nei nei, hann er ekkert hattur.

prainn: 81 ars hérna i nasta herbergi

Perla: ja, en hugsjonin var ekki bara pessi ad vera klar, heldur hugsjénin hans [...]

Hver hefur verid mesta askorunin pegar pid hafid vilja sekja & erlendan markad,
hvada askorun er pad sem ykkur dettur fyrst i hug?

prainn: jah askorun, attu pa vid...

Perla: hvad var erfidast?

brainn: erfidast?

Ja bara eitthvad sem pid hafid purft ad yfirstiga, eitthvad sem pid pu veist, eitthvad
sem var erfitt en er buid nuna og, eitthvad sem ykkur dettur i hug.

brainn: jah, erfidast var nattirulega bara ad fa vidurkenninguna & markadnum. [...] Ossuri
0g svona, petta eru allt saman fyrirteeki sem hafa purft ad yfirvinna akvedna erfidleika og
bara f& vidurkenningu fyrir paer vorur sem peir eru med. Vio &tlum okkur nattdrulega ad

verda merkilegasta fyrirteekid & pessu svidi i heiminum.
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Ja, audvitad..pad mun na kannski veroa.

Perla: ja

prainn: pad verdur 6rugglega einhvern timann, pad er alveg...

Inga: oh pad er svo gaman ad koma hingad og lera eitthvad nytt, mér finnst pad.
Prainn: pad er eitt sem ég etla ad, ertu blin med spurningarnar?

Inga: jah pad er eitt i vidbot sem er bonusspurningin

Hvad er pad mikilvaegasta sem pid hafid leert pegar pid hafid sétt a adra markadi? Ss.
Ef pad keemi einhver til ykkar og tladi ad fara & erlendan markad og segdi hvad & ég
ad gera eda hvad er pad mikilveegasta sem ég a ekki ad gera, hvad myndud pid segja?
prainn: vilt pu ekki svara pessu

Perla: nei, svara pd pessu

prainn: ég, petta er nd stor spurning... Atli pad sé ekki ad reekta tengslin, pu getur ekki
reektad samband- getur ekki raektad gott persbnusamband vid einhvern sem er leidinlegur,
en sem betur fer er pad pannig ad peir sem eru i markadsstarfi- ef peir eru leidinlegir, pa
endast peir sko ekki mjog vel vegna pess ad flest petta folk sem er i markadsstarfi pad
hefur gaman af pvi ad tala vid adra [ja], og gaman af samskiptum. bad er eitt pad
mikilveegasta, pad er ad raekta. pad er til deemis eins og med adilann i Svipjod, og svo nlna
ba skilar petta, ad raekta og halda sambdndunum jafnvel ef petta verdur, ég er kannski ekki
ad segja vinatta, en kunningsskapur, pad er ad halda afram og reekta petta. bu veist aldrei
nema ad 10 a&rum seinna, pa muni pad borga sig. [...] Madur & alltaf ad vera trdr pvi sem
madur parf ad gera, madur & aldrei ad fara pa leid ad fara & bakvid viokomandi adila.[...] en
svo tla ég ad segja eitt bara svona i vidbat af pvi ad pu ert nd i markadsfraedi, ég var oft i
radgjafastorfum i fjarmalum pvi ég var na med fjarmalabakgrunn og ég er med
markadsbakgrunn, pa var bifvélavirki sem gekk alltaf svo vel en pad var alltaf pvi hann var
alltaf & tanum gagnvart vidskiptavinunum, ef pu hefur ekki hefileikann og eiginleikann og
ferd i markadsfredi og leidist annad folk og leidist ad tala vid folk, pa hefur pa ekki

heaefnina, jafnvel pdé pa kunnir fraedin.

(small talk about marketing jobs in general)

Interview ends
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Company: Risk ehf

Date: 17th of December 2012
Time: 10.30

Duration: 15.37 minutes
Interviewee: Olafur Palsson

Interviewer: Inga Jessen

Fyrsta spurning. Hvernig fyrirtzki er petta, er Risk?
petta er hugbUnadarfyrirtaeki

Ok. Hvernig hugbunad framleidir pad?

Vid baum til allt fra farsimalausnum yfir i rafreen sjukraskraarkerfi, pannig ad ja [...] Ja og
parna, pannig ad i rauninni vid byggjum upp algérithma sidan byggjum vid eh, gerum hann
rafreenan i gegnum alls konar lausnir, pad fer bara eftir, pu veist, hvad hentar & hverjum
stad. Pannig ad sums stadar geetu verid fleiri kerfi sem parf, annars stadar eru pad eh pad
sem kallast local hosts serverar og pa eru petta bara svona litil épp i rauninni sem eru bara

svona desktop applications pannig ad petta er i rauninni bara hugbdnadar, ja [J4]

En hvad er margir, eda semsagt, eda hvenar var fyrirtekid stofnad?

Tvopasund og niu

Og hvad eru margir ad vinna hja fyrirtekinu?

[ dag?

Ja

Ehm, vid erum fimm & launaskra. En vid erum alveg sem koma ad pessu fyrirteeki myndi
ég segja fimmtan manns, & vikulegum basa. Pu veist pad eru pad stjornarmenn,
samstarfsadilar, pu veist eda eitthvad svoleidis, adilar sem eru ad vinna med okkur ad

bessu.

Erudi bunir ad fara inn a markadi, semsagt erlenda markadi?

J& vid erum nénast einungis inn & 68rum morkudum sko, Island er svo litid ad vid getum
ekki notad pad neitt nema i svona test markad, og vid erum ad innleida petta nina i
gegnum sdguna sem er islenska [...] sjukraskrarkerfid hérna heima, en, en vid erum hérna

mest megnis i Bretlandi og Bandarikjunum og erum péa innd, i Bandarikjunum erum vid
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inna sjonfreedingamarkadinn og i Bretlandi erum vid innd private Id og semsagt lika i
gegnum NHS par, sidan erum vid i Sadi Arabiu, vid erum i Kina, ah, i pyskalandi,
Hollandi, og pu veist ut um allt. bu veist annad hvort med samstarfsverkefni i gangi,
einhverjar profanir, erum ad reyna ad selja petta eda eitthvad pannig sko, med pa svona

dreifingaradila.

Frabert, hvenaer eftir stofnun fyrirtaekisins forudi innd adra markadi?
Bara strax i byrjun sko [Ja] Vid profudum vorurnar okkar i Danmorku, validerudum par

[...] Pannig ad hérna pad var gert bara um leid og vid gatum sko [J4]

Hver var megintilgangurinn med ad fara inn a adra markadi?
bad var nattirulega til ad geta skapad tekjur [Ja] Pad er [island er svo litid] J& myndi ég
bara segja pad, til pess ad dreifa pessu Ut, steekka petta og fa betri profanir & petta, fa petta

vidurkennt og svo framvegis.

Erudi med einhverja pekkingu, eda reynslu, innan fyrirtaekisins til pess ad gera ytri
greiningu & erlendum mdérkudum, eins og markadsgreiningu og hvernig pid atlid ad
fara inn & markadi og svoleidis?

Ekki mikla [Nei] Pad er nattirulega pad sem fyrirteekjum & islandi vantar i dag sko [J4]
bannig ad su pekking er ekki, ekki til stadar ad einhverju miklu marki sko, pa veist pad er

einhver sko, ég hef natturulega einhverja reynslu en, en parna, ég myndi segja nei.

Hafidi sott, semsagt, keypt pessa pjénustu einhversstadar annarsstadar eda keypt
radgjof?

Jaja, vid gerum pad paveist vid gerum pad nattarulega eins og i Bandarikjunum pa, sem er
pba lang erfidasti markadurinn er parna pu veist og pa for ég og hitti bara mann sem ég vissi
ad var ad leidandi a pessu svidi inna akvednum markadi. Og hann er akademiker, pu veist,
hann er svona opinion leader, hann er ekki einhver markads hevi geei. Og vid vissum ad vid
byrftum sko ad fa petta vidurkennt af einhverjum leidandi adila [J4] sem geeti vidurkennt
voruna fyrir okkur og i framhaldi af pvi pa erum vid nd préad nyja voru med honum,
sérstaklega snidin ad hans markadi sem er semsagt i rauninni Bandarikjamarkadur, okkar
fyrsti markadur, pu veist sjonfredingamarkadurinn par. Og parna [raeskir] hann er pa i

rauninni okkar markadsradgjafi inn @ markadinn

235|Page



Ja, jé ég skil, pad er nu kannski eiginlega betra ad hafa petta pannig
Oft, pu veist pad er erfitt fyrir sprotafyrirteeki ad rdd einhvern svona McKinsey eda

eitthvad flott radgjafafyrirteeki [ja pad er randyrt] Ja pad bara dregur okkur nidur strax [J4]

Hafidi fengid einhverskonar adstod fra islenskum stjornvéldum pegar pid vildud
seekja & erlenda markadi eins og Islandsstofu eda 6drum islenskum stofnunum eda
fyrirteekjum?

J&, vid hofum unnid eitthvad med peim, vid hofum unnid med, islandsstofa er i samvinnu
vid breska sendiradid, peir eru med batteri sem heitir UKTI sem er United Kingdom Trade
and Investment Commission, og med peim hofum vid ferdast svolitid og pa setja peir upp
fundi med svona hatt settum adilum, en pa er petta adallega til pess ad na i gegnum

yfirvald, pu veist i gegnum opinberu adilana i Bretlandi [J&]

En hafidi leitad til peirra eitthvad vardandi hvernig pid ettud ad fara innd annan
markad?

Ja ég hef fundad einhverntima med peim en pad er einhvernveginn, pu veist, pad er
einhvernveginn ekki, ekki i okkar tilviki [nei] vid erum sérhaefd [J&] pu veist vid purfum
bara fyrirteeki sem veeri pd mjog snidid ad pvi ad hjalpa fyrirtekjum sem veru svona i

health ID [J&] og helst innan [...] eda augnsjukdémum

En hafidi fengid einhverja styrki?
J4j4, fullt af styrkjum sko, vid hofum fengid verkefnastyrk, vid hofum fengid [...]Jstyrk, vid

héfum fengid atak til atvinnuskopunarstyrk, vid hofum fengid Landsbankastyrk

Erudi med skatt, hafidi sétt um skattaivilnanir og
Ja vid erum med skattaivilnanir, vid erum med Starfsorku, vid erum med allt [Ja] vid

hofum tekid petta allt i gegn nokkrum sinnum sko [J&]

Vid erum komin a naestu bladsiou [ja] petta er fljétt ad gerast

Hérna, vorudi medvitud um veik, veikleika fyrirtekisins &dur en pid forud inna
erlendan markad?

Eg myndi ekki segja ad vid vorum medvitud um veikleikana, en vid vissum alveg ad pu
veist, ad pad pyrfti pu veist erlenda adstod vid ad geta gert akvedna hluti og vid getum

ekkert bara labbad inn & einhvern markad og sagt ad petta er eins og pid eigid ad gera petta
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ndna. bannig ad parna juju pad ma kannski segja ad vid hofum verid medvitud um allavega
betta atridi sko

En er petta ordid, buid ad vera miklu dyrara heldur en pid héldug?

Nei [nei] vid hofum alltaf nad ad halda ageetri &atlun sko, en parna petta er kannski
erfidara pu veist pad er erfidara ad finna adilana til pess ad geta hjalpad med petta [ja] utaf
bvi ad vid viljum ekkert hvern sem er sko, en ekkert mal ad finna radgjafa sko, en pu vilt
geta fundid radgjafa sem helst er med stake i vorunni pinni [ja] pa veist pannig ad pad er
hérna pu veist ad hann trair & hana og hann vill sja petta ganga eftir ekki bara hann segi
hvernig pid verdio ad gera petta, pid verdid ad branda petta og sidan borgardu honum
sjotiu pasund dollarar sko [ja ég skil] PU veist pu vilt lata hann fylgja pessu eftir med pér
[14] og pad er nattarulega erfitt ad fa einhvern til ad bindast pér sko, pad er einmitt pad sem

vid nddum ad gera med pessum adilum i Bandarikjunum. Sem er mjog gott sko.

Og hafidi pa nad einhverjum arangri & erlendum markadi, erudi farin ad skapa
tekjur af einhverju viti, eda?

barna pad er alveg gridarlegur ahugi fyrir pessu [ja] ah en pa veist pad er nina i byrjun
tvopusund og prettan og Gt allt tvépasund og prettan sem vid erum ad fara i svona
markadsherferd sko, vid erum ad fara ad kynna petta it um allan heim og, og vid erum na
bdin ad pvi nokkrum sinnum en ndna erum vid ad svona ad fara ad kynna petta med

soluferli i huga sko.

Pannig ad pid erud buin ad fa recognition &, & vorunni?

A vissum stodum ja [j4]

Hafidi, semsagt, hvada innri hindrun hafidi purft ad takast & vio pegar pid vildud
sekja a adra markadi, eins og med starfsmannamal fyrirtaekisins og fjarmagn,
skortur a upplysingum um adra markadi, eda skortur a auka framleidslugetu. Eda
semsagt, pa er ég kannski ad tala um meira svona adldgunarhafni eda, pu veist, hafidi
verid med nogu mikid, margt starfsfolk til ad sinna

Sko vid erum nattdrulega hugbunadarfyrirtaeki [ja] sem pydir ad vid purfum forritara [ja]
og pad purfa allir forritara pannig ad parna pu veist ad pad er nattarulega erfitt ad fa mjog

goda forritara og pu veist pannig ad vio hofum purft ad berjast svolitid fyrir pvi [j&] pad
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hefur verid kannski svona mesta challenge-id sko. En sidan er folkid sem & fyrirteekid, pad
er nattdrulega mjog heeft i, i pvi sem vid erum ad gera. Petta eru leeknar, tolfreedingar, og
svona tolvufolk pannig ad pau koma mikid ad prouninni lika. Og parna, pannig ad ég

myndi segja ad vid hofum nad ad teekla petta ageetlega sko.

Ja, pannig ad pad hafa ekkert verid einhver svona, eda pid hafid veentanlega verid
med einhvern svona fjarmagnsskort, eins og kannski morg svona start-up fyrirteki?

Ja, ég meina, pu adlagar pig ad pvi sko [j&] pu rekur petta ekkert steerra en pu getur sko [ja]

Og hafidi alveg nad ad rada forritara eins og pid hafid viljad?
Jaja, ég meina vid erum alltafa, vid hofum alltaf verio med einn eda tvo, og vid erum nina

med tvo sko. [j&] bannig ad...

En eins og ytri hindranir, eh, pegar pid vildud sekja a adra markadi, eins og
hindranir fra islenskum stjérnvéldum, umhverfistengdar hindranir a erlendum
morkudum eins og menning og tungumal og politiskt eda efnahagslegt umhverfi, pu
veist.

begar vid forum erlendis pa er mikilvaegt pl veist ad geta sagt ad petta sé i notkun & Islandi
[j4] en vid hofum ekki nad peim arangri sem vid vildum hérna heima utaf islenskum
stjornvoldu, pu veist Gtaf pvi ad petta dregst svo lengi hja peim, og pad er erfitt ad, parna
ba veist pad er alltaf verid ad breyta raduneytunum og og parna heilbrigdisradherra, vid
erum buin ad fara i gegnum prja radherra sko. Pannig ad parna, pu veist ég myndi segja ad
bad hafi verid hindrun fyrir okkar, stér hindrum vardandi erlenda markadi, nei vid htfum
ekki lent i pvi eins og kaltaral parna hindrunum sko, og vid erum med kollega & mjog
framandi mdrkudum eins og i Sadi og og parna Kina. Pannig ad pad hefur alltaf gengid vel,

Oll samskipti og pad allt sko [ja]

pPannig ad pid hafid ekkert purft ad lenda, pid hafio ekkert lent i neinum svona
vandradum eins og med skattakerfi eda eitthvad svoleidis [nei] nei

Eh, [ekki ennpd] nei ekki ennpd, hehe, vonandi [vonandi gerist eitthvad] pad fara ad
koma svo miklar tekjur ad pid farid ad lenda i vandreedum. Erudi med einhverja
sérstaka stefnu eda notidi einhverja adferd pegar pid sekid & erlendan markad? Til
deemis fylgidi einhverskonar modeli eda erudi med eitthvad ferli sem fer i gang? pu

varst ad segja ad pid séud ad fara i séluherferd.
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Sko vid, ja sko vid nattlega purfumum alltaf ad valitera petta akademiskt fyrst [ja], i
rauninni, ad, og pad i rauninni, pau skref sem vid hofum alltaf tekid ad ad reyna ad pd veist
birta greinar, ad reyna ad fylgja pessu eftir & akademiskum pingum og sidan pegar parna
svona leeknarnir og peir eru byrjadir ad syna pessu ahuga ad pa getum vid farid inn annad
hvort i gegnum private eda opinbera adila til pess ad selja petta. Og pa hérna kynnum vid
pbetta nattdrulega meira sem lausnir og pu veist hugbunad og allt pad en pegar vid erum &
bingunum ad pa erum vid meira ad syna adferdina og svona adeins hvernig petta getur
virkad og svoleidis sko. [j&] Pannig ad parna, petta er alltaf svona tvipaett markadssetning

sem vid erum med i rauninni.

J&, pannig ad pid erud alveg ad, pu veist, erudi med einhverja verdstefnu til deemis,
erudi med sama verd i 6llum l16ndum eda eda bara

Nei vid byggjum verdin okkar &, & parna steerd notanda [ja] pu veist hvad petta eru, ef petta
er heill spitali eda er petta litid klinikk [ja, audvitad] eda eitthvad svoleidis, pa erum vid

med mismunandi verd og vid license-um Gt hugbdnadinn.

Pannig ad erudi alveg ad preyfa fyrir ykkur med pad, ég meina eins og verdid hlytur
ad vera 0druvisi & pessum markadi heldur en hinum og [jaja] p6 svo ad sé

Malid er ad pad er ekkert sem er likt okkar banadi [nei] pu veist vid getum ekki borid
okkur saman og sagt, hey pessi gei er ad selja petta a svona mikid og pad getur verid
eitthvad naleegt pvi. Pa purfum vid, purfum svolitid ad byggja petta upp sjalfir alveg fra

grunni [J4]

pPannig ad pid erud alveg, semsagt, erud alveg unique & ykkar svidi

Jaja vid erum mjog sérstok med pad sko [J4]

Pannig ad pad er enginn annar sem er ad framleida svona hugbunad eins og pid?

EKKki fyrir diabetics [...][nei]

Frabert, he,ehm, hver hefur verid mesta askorunin hingad til pegar pid hafid sétt &
erlenda markadi. Pad fyrsta sem pér dettur i hug? Er pad ad fa pessa, pessa, hérna...
PU parft nattlega ad fa med per partner i petta, pad er. Ja margir myndu kalla pad radgjafa,
eda eda svona dreifingaradila [ja] og pad parf nattdrulega ad vera geei sem fittar sko [ja] pu
veist, eda adili. Pannig ad ég myndi segja ad pad er alltaf steersta dskorunin ad finna pad pa

match til pess ad pu getir komist afram sko, hvort sem pad er pu veist, eitthvad yfirvald eda

239 |Page



hvort pad sé private geei eda fyrirteeki, ad parna parftu alltaf ad byggja upp svona svolitid
svona net i hverju landi. Pu veist pad parf ad vera [svona networking] eins og i Hollandi pa
erum vid med, pa erum vid med svona eina rannséknarstofnun, sidan erum vid med einn
gaeja sem er augnlaknir, og sidan, pu veist, veeri gedveikt ad geta fengid einn markadsgaeja
eins og vid erum ad leita eftir [mhmm] pa erum vid komin med sma svona teymi, pa veist
par, sem vid getum alltaf visad i pegar vid erum ad reyna ad selja petta og pu veist, pa
erum med svona sma front til pess ad geta feert okkur inn sko. PU veist, pa erum vid banir
ad valitera og erum med gogn sem byggja a hollensku pydi [Ja] pa veist ekki & donsku
bydi eda bandarisku, ah, og vid erum med pa veist, leekni par sem getur vouch-ad fyrir
betta og getur skrifad nafn sitt undir. Sidan purfum vid pa dreifingaradila i framhaldi af pvi
sko [J4]

Pannig ad myndirdu segja ad networking veaeri mjog mikilveegt i svona, pu veist eins
og...?

Ja ja, pad er mjog mikilveegt ad vera viss um ad, pu veist ef pu atlar ad na arangri pa
verdurdu ad parna fara a stadinn par sem petta folk er ad hittast [Ja] pu veist ad vera med
bas, eda parft ad vera med kynningu, pu parft ad parna birta greinar, pd veist, bara vekja
athygli & sjalfum pér, pad er bara pad sko [J4]

En hérna, hver er mikil, hvad er pad mikilveegasta sem pua hefur lert & pvi ad
alpjodaveedast, eda pad sem Risk hefur lzert & pvi ad alpjodaveedast. PU veist ef ég
keemi til pin og segdi nu atla ég, nU er ég ad spa i ad gera pad sama og pu, hvad a ég
ad gera og hvad & ég ekki ad gera?

Eg get ekki sagt pér pad [nei ok] nei ég veit pad ekki, ég...

Hvad er pad mikilveegasta sem ég parf ad einbeita mér ad, er pad ad finna réttan
samstarfsadila?

Nei pad er bara, pu veist, pad er bara ad vera med petta kretabiliti & bakvid pig [J&] pu veist
bad er pad oft, af hverju & einhver ad hlusta a pig [J&] pvi ju pu ert med einhverja gedveika
voru pa kannski talar han oft nog til pess ad folk sé ekki ad spyrja pu veist, hver er &
bakvid hana. En ef pu ert med eitthvad IF eda BUT eda eitthvad pu veist, einhverjar
spurningar pa leggur félk voruna til hlidar og byrjar ad fokusa & hvernig eru ad gera hana
pba veist og vilja fara alveg aftast i stjornina hja pér [J4] og parna, pu veist og par héfum vid

verid heppin, vid erum med mjog virt folk & bakvid fyrirteekid sem vid getum alltaf bent til
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pba veist i stadinn fyrir ad petta sé ad lenda & mér og ég parf ad segja hey pu veist [J&] vid
erum buin ad gera petta jaju vid erum buin ad gera petta og allt pad. P4 get ég sagd pu veist
vid erum buin ad gera petta i tuttugu og fimm ar og vid erum buin ad skrifa pu veist prjatiu
greinar um petta. PG veist, vid fundum upp pessa adferd & Islandi [J4] arid sjotiu og niu.
bad parf ad vera, folk parf alveg ad vera 6, pl veist, ég skal kikja & petta aftur hja pér [Ja] I
stadinn fyrir pa veist, en stundum er folk oft ef pu ert med einhverja tryllta teekni, pa veist,
bara eitthvad sem er algjorlega nytt og folk skilur alveg, pu veist ef petta er framhald af
sima eda eitthvad sem pu veist ég myndi bara atta mig strax &, pa parf ég ekkert meira. ba
bara sé ég og pu veist bara segi hey virkar petta og pa segir ja og €g segi ég skal bara préfa
betta, pannig ad hérna petta er miklu floknara pegar pu ert med stér kerfi og svona
hugbunad, pu veist petta parf ad vera validerad og [Ja]

Af pvi ad petta er laeknistengt pa parf pad lika, pad er ennpa mikilveegara

Ja og fyrir utan ad pé er petta CE merkt, pad parf ad CE merkja petta [J&] PU veist petta er
allt, petta eru allt 16ng ferli [J4]

J4, rosalega varstu sndggur ad pessu Ja er pad ekki? Ju

Interview ends
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Company: gogoyoko

Date: 17th of December 2012
Time: 2.30pm

Duration: 21.19

Interviewee: Hreinn Eliasson

Interviewer: Inga Jessen

Small talk, introduction.

Hvernig fyrirteeki er petta? bad er fyrsta spurning.
Vid erum sem sagt tonlistarpjonusta og erum med tonleikapjonustu a netinu sem ad er

svona tonlistarbud og sidan svona streymispjonusta i askriftarmaodeli.

Ok. Hvad eru margir ad vinna hja fyrirtekinu?

Vid erum atta.

Og hvener var fyrirtaekid stofnad?
pad var stofnad 2007.

Ok, hvener forud pid inn & erlenda markadi eftir ad fyrirtekid var stofnad?

Pad var sko, vid opnudum & islandi i byrjun jani 2009 [J4], og sidan opnudum vid i
Skandinaviu i oktober sama ar.

20097

Ja.

Og hvad hérna..uhm.. hver var meginastaedan fyrir pvi ad pid akvadud ad fara inn a
erlendan markad?

Hver er astedan ?

Ja

Nattarulega starfsemin er nattirulega er pess edlis ad hérna hin ad vid pu veist hentar
mjog vel bara a global scale og pad er svona, er i rauninni pu veist opid markadstorg fyrir
tonlist og hérna mjog augljost ad petta atti ad verda eda pu veist markmidid er ad petta sé

opid alls stadar i heiminum enda hérna engin asteda til annars.
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En notudud pid islenska markadinn sem svona trial markad til ad byrja med eda?

Ja algjorlega. [...] Island er mjog godur sko svona test markadur par sem ad pu veist allt er
til stadar en en hérna eins og er & stdrum moérkudum en petta er bara svona minna um sig
og madur er fljétur ad sja hvad er ad ganga og hérna préfa og proa nyjar vorur. Lika pad er
svo mikil naleegt vid vidskiptavinina. PU feerd svo fljott til baka og vid vinnum mjog hratt i
ad Utfeera okkar vorur og pjonustur [ja]. bannig ad kdnninn sé alveg mjog anaegadur.

J&, nakvaemlega. En hafid pid einhvern timann, nei erud pid med innan fyrirtaekisins
med akvedna pekkingu eda reynslu til pess ad gera ytri greiningu & erlendum
morkudum? Eins og markadsgreiningu, market analysis eda [Ja] Hvada leid pid etlid
ad fara & markadinn og svona.

Ja. Vid hofum pad.

Pannig ad pid erum med einhverja svona manneskju sem hefur gert petta &dur eda?
Ja, vid erum med hérna td. ég er framkvemdarstjori og er med hérna master i
alpjodavidskiptum [ja] , Sidan er fjarmalastjérinn med svipada menntun i hérna a sinu

svidi. Ja, su pekking er til stadar [j&].

En hafid pid einhvern timann fengid utanadkomandi adstod til pess greiningu a
erlendum moérkudum?

Ekki beint kannski greiningu jd, vio hofum fengid nattarulega radgjafaadstod.

Ja. En ekkert...

Svona ekki svona einhverja uUttekt endilega & markadi pannig séd [nei]. Vid hofum ekki
hérna, ekki eins og pu ert vaentanlega ad tala um. Vid hofum frekar svona svona consulting
vardandi tonlistaridnadinn og svona, starfshatti & akvednum moérkudum [ja] pvi tengdu
sko.

En hérna hafid pid einhvern timann fengid adstod fra islenskum stjérnvéldum pegar
pbid vildud saekja & erlenda markadi? Eins og Islandsstofu eda 6drum islenskum
stofnunum eda fyrirteekjum?

Uhm, nei.

Hafid pid einhvern timann fengid styrk eda eitthvad?
Vid héfum fengid sko styrki, bara i kringum taeknipréun [ja] Svona til ad byrja med. [fra

Teekniprounarsjodi] En hérna en vid hofum ekki farid i sko eitthvad markadsatak. [...] en
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pad stendur til & neesta ari. bad hérna vid hofum verid ad upgrade mjog med svona
menntacheck hvad pad vardar sko og verid ad gera petta frekar svona i grasrétinni i
gegnum tonleika og hérna med pvi ad bjoda tonlistarménnum betur pannig ad petta verdur

ekki svona mikid mal. Organic markadssetning..

En hafid pid sott um styrk fra teknipréunarsjédi sem er parna styrkur sem er
eyrnamerktur fyrir markadssetningu erlendis?
Nei, vid hofum ekki fengid pann styrk [nei] alla vega ekki hingad til. Pad er pad eina sem

ad vid hofum klarlega dhuga & & komandi &ri sko.

J&, en hérna vorud pid medvitadir um veikleika fyrirtaekisins &dur en pid forud inn &
erlendan markad?

J4, klérlega.

Pannig ad getur pu sagt mer svona...

Pad voru nattdrulega & peim tima , hindranir

Ja, j4&, segdu, nei segdu pa fra pessu

A peim tima sem vid opnudum Skandinaviu pa nattGrulega fyrir voru néttarulega iTunes
en petta var samt og Spotify var ad springa Ut [ja]. Pannig ad par héfum vid svona sterkan
fjarsterkan samkeppnisadila og hérna pannig ad vid vissum alveg ad vid erum ekki pu veist
i samskonar med samskonar pjonustur. P& erum vid nattdrulega ad adgreina okkur fra pvi

rosa mikio.

Hvernig a hvernig hatt?

AdJ hérna Spotify pad er t.d. dreifisveita tonlistarmenn geta i raun og veru ekki komid inn a
0g sett petta inn beint, beint inn & pjonustuna og hérna fengid sidan hérna svona sanngjarna
uppbét borgada fyrir notkunina ad sinni tonlist [ja], heldur er pad pannig ad pad stoppi ad
bad fari i gegnum greiningaradila sem ad tekur einhverjar présentur af og [Jaa], og svona
lengri leids sko og svona minna gagnseei [j&] og hérna [...]

Svona channels hérna...?

J4, ja, svona lengra channel i stadinn fyrir pa ert med moguleikann & pvi ad koma bara
beint inn til okkar [ja] ef pu vilt ekki nyta pér pannig pjonustur. bad er i raun einstakt pu
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veist hjad gogoyoko i dag, pad er eiginlega engin pjonustua sem er svona opin og tekur
ekkert af solu tonlistar.

En hvada t.d. af innri hindrunum hafid pid purft ad takast a vid pegar pid hafid purft
ad sekja & adra markadi eins og starfsmannamal fyrirtaekisins, fjArmagn, skortur &
upplysingum um adra markadi?

Eg myndi... Kléarlega fjarmagnsskortur, pad er ekkert farid i neitt sko, sko neina alvoru
svona markadssetningu pa veist, ekki svona pu veist a pessum mdorkudum neitt, bara pd
veist svona i litlu magni. Han hefur bara alltaf att sér stad hér [ja] pannig ad i rauninni
hefur ekki att sér stad svona official launch i & erlendum markadi. P& hvad mig vardar, pa
hérna pa er pad enn dgert og vid héfum farid eitthvad af stad & pessum tima opnad, i
rauninni bara opnad adgang fyrir Skandinaviu [j&] og segjum svona pvi leyft ad gerast ad
sjalfu sér sko [ja]. Og hérna, pad var helsta astedan var ad fjarmagna pad, pad var
nattdrulega dyrt ad fara ati eitthvad verkefni [en], og vardandi starfsmannamal, pa héfum
vid nattirulega...vid erum svona alpjodleg. A peim tima vorum vid med mikid af erlendu
folki i vinnu en hérna sjalfsagt pa hérna pegar pu sakir & erlendan markad, ad vera med
starfsstdd a peim markadi [ja] pannig ad pad sé ekki bara allt gert einhvers stadar fra
Nordurpdlnum, hvad var ég ad segja? Ja, ég myndi segja ad pad veeri mjog mikilveegt ad

vera tangible med einhvers konar vidveru & markadnum.

Erud pid pa med einhvern i Skandinaviu sem ad semsagt, eda & meginlandi Evropu
sem er ad gera eitthvad fyrir ykkur eda erud pid ....

Ja, eins og ég segi pa erum vid i rauninni ekki farin i dtras ennpa [nei] svona officially séd,
enda var petta gert med svona minni hatti 2009 [ja] og ju pa vorum vid med einstakling i
Danmorku, vorum med danskan starfsmann hér sem var nattirulega med sterka tengingu,
var ad taka viotol i gegnum sima og annad [ja], en hérna forum mikid a radstefnur og
svona og tokum patt i starfs[...] og allskonar svona [ja].

En hafid pid ekki lent i einhverju svona conflict Gtaf einhverjum menningarmismun
hja fyrirteekinu af pvi ad pa varst ad segja ad pad veeru svo margir ad vinna hja
ykkur?

Nei nei, en pad kemur audvitad upp svona eins og med Dani ad peir plana allt rosalega
mikid og hérna p veist lengi ad framkvaema & medan islendingar pu veist, framkvaema an

bess ad plana [ja], sem er natturulega ekkert endilega gott, p6 pad sé gott ad geta tekid
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akvardanir skilurdu & ferdinni og per purfa natturulega ad vera gdoar, en pu ert nattdrulega
alltaf ad taka petta ferli, plana og skipuleggja og... [ja]. J& pad kom nattarulega upp,
kannski ekki eins og svona vandamal eda pannig en kannski bara svona i gamni sko, en
bessi munur er ja... en varéandi menningarmismun & morkudum, pa hvad, pad er ekki

mikid & milli Islands og Skandinaviu nema kannski tungumali® og currency.

En er ekki til deemis eins og eins og pessar ytri hindranir vardandi gjaldeyrishoftin og
nattlirulega, en hvad med vardandi tolla og virdisauka og svona, purfid pid ekki ad
greida eitthvad af pvi ?

JUjdja... en er pad engin hindrun? Neineinei... alls ekki ok

J&, pannig ad pad er adallega tungumalid [ja] sem er svona ytri hindrun?
J& vio hofum i rauninni alltaf verid med allt & ensku sem ad tekur yfir i rauninni allt pd
veist [ja] svona, hefur verid bara svona ein heild yfir pessu en hérna hinsvegar getur verid

mjog gott ad stadfeera tungumalin og na svona goadri festu hja almenningi

ja, kannski meira credibility oft eda svona...

ja ndkvaemlega

Folk finnst yfirleitt paegilegra ef allt er & donsku lika.

Ja ndkvaemlega, pa er haegt ad skipta um tungumal ef peir vilja hafa petta & donsku eda
ensku.

petta er bara svo mikil vinna..

Ja pad hefur kannski verid er astedan fyrir pvi ad petta var ekki gert ad fullu sko [ja], en
bad hefur verid unninn einhver grunnur & pvi pannig ad ég hugsa ad pad verdi eitthvad

fljotlega hluti af pu veist, hluti af pvi pegar vid férum af stad [ja]

En erud pid ad stefna & pvi ad byrja innan Skandinaviu [ja] eda stefnid pid ad pvi ad
fara eitthvad annad?

Ja, vio sjaum fyrir okkur eins og Bandarikin og Bretland [ja]Jog vidar sko en eg hérna,
hugsa Skandinavia verdi fyrst fyrir valinu, petta er nattdrulega nest okkur, petta er svona

edlileg att ad fara i Gtras fra islandi.
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En erud pid med einhverja stefnu eda marketing strategy pegar pid sakid & erlenda
markadi [ja], eda erud pid buin ad gera einhverja aatlun?

Ja vid hérna munum nyta okkur pad sem vid héfum verid ad gera & Islandi [ja], sem hefur
hefur tekist mjoég vel, sem hefur verid ad vinna med grasrotinni sem er pa veist tonleika og
charity ténleika og svoleidis og natturulega bjoda betur og hljota pannig svona pu veist
bestu teeknina og tonlistina og pa kemur néattdrulega petta word of mouth til skila.

En hver er mesta askorunin hingad til pegar pid hafid sétt & erlendan markad
myndirdu segja?

Mesta askorunin, &tli pad sé ekki bara... vid hofum nattarulega ekki pu veist farid i fulla
utras pannig ad ég set svona fyrirvara um eins og vid héfum farid en hérna pad er
nattarulega ad na athygli & markadi, ad na hérna ad verda svona house of name og na pvi
til skila pvi pegar folk veit af pessu og hérna kynnist pessu, pa er pad alveg gagntekio af
hrifningu [ja], sidan og tonlistin og allt frabeert, en pad getur verid erfitt ad na til
almennings pu veist... parft nattirulega vidteka Gtbreidslu og pa parftu nattarulega mikid
markadssvid i auglysingar i fjéImidlum og pad nattarulega kostar mjég mikid [ja], pannig
ad pad er viss hindrun, en vid héfum néttdrulega verid ad gera petta Utfra grasrotinni og pa
nattdrulega byggist petta haegar upp en pad byggist upp Ur kjarnanum [...] en tekur lengri

tima.

En hvernig seljid pid hugmyndina til toénlistarmannanna, pvi peir eru vaentanlega
vidskiptavinirnir ykkar lika sko, eda pu veist...

Ja, vid erum nattarulega i beinum tengslum vid tonlistarmenn, Utgefendur og
dreifingaradila [ja] og gerum samininga og pa geta peir komid beint inn- svona self service
[j4], pannig ad ja... vid erum bara i beinum tengslum, vid erum flest okkar eru

tonlistarmenn og erum néttdrulega vel tengdir [ja] par sko.

En hvad er pad mikilvaegasta sem ad pid hafid leert a pvi ad fara inn 4 annan markad?

Hvad er pad mikilvagasta sem ad?
Ad hafa leert a pvi ad hafa farid innd annan markad...pa veist ef eg keemi til pin og

spyradi hvad ég eetti alls ekki ad gera eda hvad ég yrdi ad gera, pu veist, hvad veeri pad

mikilveegasta?
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J4, ég myndi gera pad ekki gera pad med svona halfkaki heldur ad vera med 6ll plon tilbdin
0g vera med budgettid og pu veist gera pad nattarulega alla leid [j&, ekki missa modinn...]
nei, eda pa ad fara i pad pegar pad er tilbuid sko [j&]. Pa verdur dtkoman natturulega eftir
pbvi sko, han verdur svona midlungsutkoma, en ef pa ert tilbuin, varan er tilbdin og hérna
pad ma segja ad varan er ad proast. bad mé segja ad hun sé miklu miklu betri en han var
2009 [ja] pad er alveg tvimelalaust, ad vera betra ad vera med allt tilbuid sko [ja
nadkvaemlega]. En petta hefur nattirulega lika verid byltingartimi i tonlistaridnadinum

pannig ad pad er margt ad breytast fra degi til dags [ja]

(small talk about Justin Bieber and the master thesis)

Interview ends
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