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G. Gately, C., & A. Cunningham, J. (2014). Building intellectual capital in incubated technology firms. Journal of Intellectual Capital, 15(4), 516-536. A theoretical research paper, cited 16 times with 2019 as latest year of reference. The primary objective of this theoretical research paper is to analyze the critical importance of social context in raising Intellectual capital (IC) for forming a new venture by the entrepreneurs of technology incubators. 
Based on strong argumentation, it debates that formation of new venture plays a vital role in entrepreneurship as it aids in developing its physical structure and organizational process through series of activities and decisions related to intentionality, resources, limits and exchange. Among various ventures of entrepreneurship, technology based companies give more capital and job openings to the economy and create esteemed knowledge. For this purpose, supporting institutes (i.e., universities, labs and mature organizations) and the social context are dynamic input factors for technology start-ups. The significance to this paper is given as ; supporting new venture formation have gained substantial importance that also assist in implementing technology idea through business planning and development, marketing, mentoring and other social networking. 
In this study, researcher first stated that both tangible (capital and manpower) and intangible (knowledge) resources act fundamental to the formation of new venture as it is indulged in the development of IC. The consensus of resources for IC is given in three dimensions of capital: human, structural and relational. Among these three, relational capital focuses on the productive progress of business associations and assess to stakeholders which was directed for building IC, using the conceptual theories of customer capital (Stewart, 1997) and Trade union model. Therefore, relational capital positively adds value to the internal and external environments (earlier clients, suppliers and investors) by the entrepreneurs. Further using the network theory of Aldrich & Zimmer (1986), article argues for the existence of relational capital (social capital or resources, network position and linkage strength) for enabling the IC creation in start-ups as diverse network saves from making many ties with similar settings.  
Secondly, the impression of direct and indirect social context of new venture is discussed. It refers entrepreneurship as an ongoing socio-economic procedure that does not give opportunities itself but empowers the entrepreneur to find them in his external environment. More the social context is dense, more the nascent entrepreneurs learn from their seniors’ establishment efforts. Next, all these theoretical argumentations were built together to draw attention for incubators requirement in shaping the technology venture. Incubators that are identified as ‘innovative infrastructure’ determines the success of new technology venture by reshaping entrepreneur’s professional, socio-environmental and economic life and develop an attitude towards management of knowledge, risk, emerging markets, and relational capital or resources. Other reported benefits are access to valued connections, support, business planning and development, team management, new product development, customer validation and other advisory mentoring for capital gain (Abetti, 2004). 
In the light of this enriched literary debate, there is a research gap to investigate the impact of incubators on entrepreneurs for building IC (resources, linkages, knowledge and funds). The current study therefore raises a central question – how incubated technology entrepreneurs build relational capital for new venture formation in the social context of a Higher Educational Institutional setting? (Tainan, Ming 2014) To address it, the author performed purposive sampling and selected graduated incubates of Higher Educational Institute (South East Enterprise Platform Programme) for in-depth interviews using qualitative approach - content analysis of business plans. To make study replicable, interviewees as technology entrepreneurs were categorized by using study of Jones-Evans (1995); researcher, producer, user, opportunist and non-technical. For validity of study, screening was performed in start-up mode through three filter criteria: 1. Submission for funding of enterprise support agencies. 2. Eligibility for Ireland enterprise- independently owned venture of innovation and novelty. 3. Entrepreneurship at the stage of development. Among selected data of 40 entrepreneurs, 25 were successfully part of the study with no biasness or unethical act reported. To govern research, mixed method was used with criteria of relevance, using Bryman (2008) study. All ethical and mandatory considerations were satisfied for performing qualitative study, and coding and analysis of transcripts were performed through Nvivo. 
[bookmark: _GoBack]The findings of this research indicated that entrepreneurs of technology ventures form four types of social networking to gain relational capital: Development of networks and contacts, Relationship building, Accessing and leveraging information gurus and Members of associations. The data also highlighted ‘Building public profile’ as cheap and effective way of self and new venture promotion that creates relational capital building through online forums and sites. The study justified that researcher entrepreneurs more focused on  the sources of their mentors and incubator firm. While all other technology entrepreneurs; producer, user, opportunist and non-technical used client-focused and target networking settings for IC opportunities. 
The major interpretations made by author claims for more active support and social building activities for technology incubated entrepreneurs that are critical in Higher Education Institutions in terms of knowledge assets and networking. This research added to the body of knowledge through its contribution such that ‘knowledge assets’ and ‘dense networks’ are considered critical elements for supporting incubator technology entrepreneurs. It posited that IC is much needed resource for new venture formation to aid technology entrepreneurs in gaining knowledge, accessing markets and products development. However, this qualitative study used mixed method to conduct research through criteria of relevance which can be replaced by some other method. Moreover, the study is performed on graduated incubates of Higher Educational Institute (South East Enterprise Platform Programme) Ireland and may give different results in different settings. It can be replicated in different cultural regions and supporting institutes (i.e., universities, laboratories and mature organizations). 
This research added value to the knowledge economy and guides relationship buildup to the technology entrepreneurs for gaining IC in incubation setting of higher education institutes. It also demands for future research in exploring linkage between technology entrepreneur and Higher Education Institute for relational capital resources. Secondly, there is a need to find ways for developing relationship building skills in researcher type of technology entrepreneurs that are slow in engaging to the world outside. Lastly, this study stresses to devise a strategic policy at national and EU level to support the technology entrepreneurships.
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