WGPM6002 Week 4 Seminar sheet Teacher

1. Consider the ethical dilemmas from the lecture: What are your views on:

Euthanasia 
Animal testing 
Abortion
Patient rights
Rationing of health care

2. Answer the questions for Case study 6 ‘‘Gaining access to business angels networks’.
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. Which factors helped Stephanie getting access to these highly soughtafter
organisations?

Have a topic that s interesting to the people you are approaching. Comment

Show that you are credibe:

« getinformed as much as possible about the people you speak to and about the company
you are dealing wih;

Bl Combine Files

in aroom urse ich makes it sound less like a call cent x i
tytobe by yoursei, which makes i sound les ke a call ente: 1] Organize Pages ~

maybe displaying logo of your university on letters or emais;
xplain properly what you are doing and that it is a big deal (makes more people
respond it s a PD/DBA instead of BA or MA), Delete, insert, extract and
« offer anonymity. rotate pages.

Show that you are professional and

52 a perectionist Try now

« Incluge your complete contact detais at the end of every email »

+ Make sure thatyou address the right people, especial if you copy the emalfo several
people. 5 Compress PDF

On the phone, have a list of what you need to say so that you do not stutter or forget
halfof .

Make notes about everything so that the next tme you cal, you do not mix up anything Bedact
or forget what you have spoken about or who you have spoken o.

« When you promise to send somefhing, send it ight away. protect

+ Check for speling mistakes.

Fill & Sign

Emphasise the benefis for them / Provide incentives:

+ 5 polte and wait or them 0 ffr to be adressed by it name 2
+ callet comments fram peapl in the area: ¢
i

Scan & OCR

« offerareport:

« offer to mention the name of the organisation in publications (i possible conceming
anonymity etc.); Send for Comm

offer to mention the name in the published final thesis

»

© Answers provided by Stephanie Macht
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Conversations:

« Do not give up right away: if they promise to call back but do not, call again >
remember, these people are busy and might not have te time fo deal with it
immediatey.

« Nevertheless, figure out when to stop: if they NEVER call back efc., at some point |
stopped because | thought they really are not interested.

Whatproblems did Stephane f2ce nthe 206655 negoliaion sage ofhe projct? How did she
High dependence on others/Need for support from Business Angel Network managers.
+ Make sure you address these others appropriately.
« e professional
« Bea pertectionist.
Be fully prepared when you contact them.
Be persistent, but polte.
Emphasise benefits for trem.
Remember: You aften only get one chance and make sure that you gt it ight!

Explain in a very detailed and exact way what they have o do for your research (e.g.
When the questionnaire has to be sent out, who should be the recipients of i, any other
requirements you have).

Need for a total change in research strategy if access negofiations fal
+ Make sure that you are getting i right the frst tme.

« Since there are 20 Business Angel Networks, it would il be possible to continue doing
the research even ifa few drop out.

Emphasise the benefis to them and make sure they understand how much they can
gain from the study.

Design the study in @ way that it allows you to provide them with suffcient benefs.
Ask for reasons why they are not willng to partiipate so that you can incorporate that
into the next conversation with someone else.

Need to access two levels of people:

+ B professionl on both levels.

« Be aware of the time and cost implications of having to access two levels — incorporate.
itinto your planning

« Approach them in different ways  taior your approach to the group you are talking to

Need to access a vast amount of diferent people
+ Kesp a detailed record of al points of contact

« Beorganised.

« Prepare properly and thoraughly for each participant.
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Bl Combine Files

[] Organize Pages ~

Delete, insert, extract and
rotate pages.

5 Compress PDF
Redact

O Protect

A, Fill&sign

i Scan & OCR

Send for Comme..

»
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« Tailor your approaches to the diferent people. Comment
« Incorporate the time implicatons into your research design and planning.

Networks are interlinked, 5o f one network talks bad about you as the researcher, E‘;‘ Combine Files

you willfind it diffcult to access others.

« Tnis interinked nature makes the need for a professional and perfect approach and
appearance even more pressing.

#[] Organize Pages ~

« Allocate an equal amount of preparation effort and time to each network.
+ Donot underestimate the power of credibiity and reputation. Delete, insert, extract and
« Be equally professional with each manager. rotate pages.

Anonymous paricants
+ Find ways of accessing them amyway. Try now

« Find intermediaries or gatekeepers who can faciltate contact o these participants. N

« Attend meetings (e.g. investment meetings) and networking events to identiy possibie
partcipants for potential snowballing and fo meet gatekeepers. B Compress PDF

« Talkto as many people in the area as possible o identify ways around the anonymity.
. What access negotiation techniques has Stephanie applied in her project? Redact

Teiephone
— O protect

Organise account of communications.
A, Fill&sign
Networing mestings

Usage of positie endorsements and quotes i Scan & OCR

. What

re the downsides of these access negot

Send for Comm

time consuming;

only worksif there i a suficient backing from important organisations; "

ethical issues with regard to asking for permission to use quotes (need to make sure you
have permission to do sol);

Convert, edit and e-sign PDF
there is a need to be discipiined and keep the record and spreadsheets updated — forms & agreements
otherwise, you will confuse people and organisations and that would make you look stupid
and lose credibilty;

credibilty is diffcut to bulld, but EASY to loose.

@ ~maw 50 O




