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Previous research shows

• New Venture Partnering Capability (Zaremba et al., 2016)

- evaluate – develop – communicate – govern

• Purchasing Ambidexterity (Gualandris et al., 2018)

- Both exploration and exploitation of knowledge

• Becoming an attractive customer (Schiele et al., 2012; Pulles et al., 2016)

- Preferred customer status or Customer of Choice
- Supplier Satisfaction

• Supplier Involvement in NPD (Clark, 1989; Johnsen, 2009; Suurmond et al., 2020)

- Moment vs Extent of involvement
- Early Supplier Involvement?
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Definitions

Supplier Involvement
• Extent of involvement refers to the degree to which suppliers carry out tasks, assume 

responsibility for design, and commit resources in buyer’s new product development (Van Echtelt et al. 

2008). 

• Moment of involvement refers to the phase of the buyer’s new product development project 

in which the supplier is first involved ~ Early (Handfield et al. 1999; Parker, Zsidisin, and Ragatz 2008). 
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Empirical evidence on Supplier Involvement in NPD - a meta-analysis of 11,420 NPD projects

• Extent of Supplier Involvement → NPD efficiency
→ NPD effectiveness

- Buyer leverages supplier development capabilities (efficiency) and accesses knowledge and expertise 
(effectiveness), i.e., leveraging connective capacities

• Moment of Supplier Involvement → NPD efficiency
(early) NOT NPD effectiveness

- Buyer can fix technical / manufacturing issues easily (efficiency)
- But buyer does not benefit from supplier ideas/concepts (effectiveness), i.e., absorptive capacity

- Opportunistic supplier behavior
- Improved components, but lack of product-level integration
- Component suppliers lack product market intelligence
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Connective capacities

• “a theory of strategic alliances that focuses upon the role of 
strategic alliances, not in acquiring, but in accessing the 
knowledge resources from other firms” (Grant & Baden-Fuller, 2004)

• “maintaining knowledge in interorganizational relationships and 
subsequently reactivating this knowledge” (Lichtenthaler & Lichtenthaler, 2009)

• “Firms can effectively maintain knowledge outside of the firm, 
without acquiring it, by working with alliance partners, which 
constitutes a connective or combinative capacity for integrating 
external knowledge” (Suurmond et al., 2020)
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Next

• Exploring the paradox of working with start-up suppliers
- Start-up focus: exploitation of existing capabilities
- Incumbent focus: exploration of novel capabilities

• Describing the complexity of and practices to bridge 
distant capabilities

• Organizational, strategic, and environmental fit
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Different organizational forms for innovation

Legenvre, 2018



understandingexploring improving

theory/model
testing

design/ problem-solvingdescriptive

Description of 
empirical 

phenomenon

Theory building 
based on empirical 

methods

Empirical theory 
testing

Design of new 
practice based on 
empirical methods

theory/model
building
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Exploring the interface 
between incumbent firms and 

start-ups

Interviews with start-ups and 
start-up campuses, innovation 

labs, incubators, … 

Drivers and Barriers of 
Customer Attractiveness for 

Start-Ups

Systematic Literature Review 
and Interviews with start-up 

founders

Testing the influence of “fit” 
on relationship satisfaction, 

partnering with new ventures, 
and innovation and financial 

outcomes

Survey of 200+ start-up 
founders

Design-based research to 
create best-practices for 

evaluating, developing, and 
communicating with start-up 

suppliers

In-company projects based on 
best available evidence

Now Now 2020-2021 2021



Discussion questions

• What are some of the examples of InnoLabs you know? 
• What is the most difficult factor in working with start-up

firms?
• What is the main benefit of working with start-ups

compared to regular suppliers?
• What is the involvement of purchasing in managing 

innovation with start-ups?

• What is the Nr. 1 thing I should do first?
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