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CANBIO, concentrating on reusing desulphurised biowaste, was launched in 2011. The idea of the business derived from the research results of a research group at a Canadian university. CANBIO has one domestic customer and is in the early phases of internationalisation, having potential partners and conducting ongoing negotiations in the German and US markets. 
CANDIG, established in 1994, is a global leader in digital pathology imaging solutions for research and educational purposes. Its internationalisation endeavours commenced with the start of the firm, but its first actual international sale took place only in 2006. Currently, CANDIG operates in the United States, Europe, and Canada. 
FINRE1, launched in 2009, produces bone substitutes. Its technology was derived from a university research project. Currently, FINRE1’s proportion of foreign sales stands at 80%, and the firm has 30 international distributors. Its most important foreign markets are the United States, Italy, and Germany. 
FINRE2, which develops materials and implants for mending bones in fracture cases, was co-founded by three entrepreneurs, two Finns, and one German, in 2001. Hence, the firm had excellent access to the German market and financers from the start. FINRE2 entered Germany within two years of its inception. Switzerland and Italy are also important markets for the firm. 
NZVET, established in 1994, operates in the veterinary diagnostics field. European researchers have been an important resource in promoting the firm’s products internationally. NZVET has taken direct feedback from its end customers—that is, international farmers—using their tests. 
NZRE, operating in the domain of human tissue repair, was established in 2008. Due to the lengthy approval processes in the United States, the launch of the firm’s international sales took several years. Currently, it also has some initial distributor networks in Europe.
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Online Appendix B: A summary of the micro-processes of network bricolage in each operational domain within small firms
	Case
	Research and Development
	Customer Development
	Sales Channel Development
	Funding Development

	CANBIO
	Generating product ideas with university professors (domestic)
“My professor, my supervisor, and I came up with this idea together.”
“There has been some collaboration with my professor and his current students after that.”
	Maintaining ongoing discussions with prospective customers reached by existing contacts (domestic)
“I have been approaching a prospective customer. Initially, the customer should have done much more himself, but I understood that they don’t have time to do that.”
	No involvement with sales channels yet
“I have been selling directly to customers, but I have had a few initial discussions with some international sales channels recommended by some industry friends.”
	Applying for funds from government instruments recommended by friends (domestic)
“It takes so much time to apply for new government funds. But of course, without them, we could have not launched the business.”
“My friends and advisors and Google help me in finding out from whom to apply for government funding.”

	CANDIG
	Generating product ideas with university professors (domestic)
“This idea was developed in the university. We have been collaborating with three university professors who came up with this idea intensely ever since the original innovation.”
	Maintaining ongoing discussions with prospective customers reached by existing contacts (domestic)
“We have quickly approached the customer instead of developing the product in the lab. That way, the customer got all they wanted and also committed right away.”
“We knew a prospective customer from our earlier networks. We developed the product according to his needs. … They liked it; they had everything they wanted.”
	Renewing cooperation with existing ties (international)
“We did not think about sales channels since we had so many good connections from our earlier business networks.”
“I know so many good salespeople from my earlier jobs and have used them to build sales channels and partnerships … by meeting, sending emails, calling.”
	Obtaining funds from friends and colleagues (domestic)
“Some investors have come through my earlier work and friends. We have also looked at venture capital, but they have not invested in us so far. Round after round, no funding.”

	FINRE1
	Generating product ideas with university professors; developing product ideas further through university-related research collaboration (international)
“The president of the European Bone and Joint Infection Society is our collaborator. He has used our products on his patients and spreads the extremely positive results around the world.”
“We have had constant cooperation with universities throughout our history.”
	Reaching potential customers via intermediaries (international)
“I have done no direct customer search but use the distributors to look for new customers, and answer the requests coming directly to me.” 
“We reached the very first customers via the university professors. Afterwards, we have reached new customers via word-of-mouth and the research results of existing customers. They have contacted us.”
	Renewing cooperation with existing ties; seeking advice from existing ties about new partners/customers (international)
“Our long-term distributors know other distributors in other countries and have helped us to find new networks.”
	Obtaining funds from the family (domestic)
“My father offered to finance the firm.”

	FINRE2
	Generating product ideas with university professors (international)
“It (the solution) is an outcome from a university project…We have ongoing projects in several European universities who test our products. This enables us to improve the qualities and usefulness of our product all the time.”
“The intellectual property of an (international) research project was offered to us. There was no one else interested in commercializing the idea.”
	Obtaining customers via financers (international)
“Basically, our financers have brought the first customers. They (the financers) are in Germany, and that is where we sell most of our current products while still developing the main product.”
	Renewing cooperation with existing ties; seeking advice from existing ties about new partners/customers (international)
“I asked my existing networks abroad whom they would recommend as resellers, and that is why I built the network, and also by asking from distributors whom they would recommend.”
“To begin with, we had some strong distributors I had met in my previous work … and they recommend some new ones, too.”
	Obtaining funds from friends and colleagues (international)
“They derived from the previous firm we three worked for. … We have also used them as a means of getting financing.”
“I asked suitable financers from our previous networks to join us and tell us their opinions.”
“We are totally managed by the investors, since if one of them is from a certain country and says that (s)he only invests in a company operating in its own market, then we just need to go there and establish a subsidiary, and get involved with the local (national) technology development agency.”

	NZVET
	Developing product ideas further through university-related research collaboration (international)
“Some European researchers published in the European media about our technology and asked us to join a large EU research project.”

	Turning neighbours to the first customers (domestic); securing international customers brought by international researchers (international); changing the entire business model according to existing customers’ desires (international)
“My first customers were the farmers in the neighbourhood… Then some farmers further away were reached… Then finally the European researchers I had come to know in some conference a few years back brought us the international customers.”
“Since the farmers did not want to analyse the tests themselves, we have developed a mobile conferencing hub to communicate with small groups of farmers anywhere around the world.”
	Renewing cooperation with existing ties (domestic and international)
“Only later, we started with resellers. I, of course, knew them from before since I had been such a long time in the field. By working with the farmers and food producers, we were able to pioneer a new route to market [both domestic and international].”
	Obtaining funds from friends and colleagues (domestic)
“Well, I have just invited my friends and colleagues to join as investors.”

	NZRE
	Generating product ideas with university professors (international) and developing product ideas further with other university-based scientists (domestic)
“The innovation was created by myself [the CEO] and my partner surgeon in the US. We conducted a clinical study together.”
When the company was launched, the entrepreneur “contracted a group of scientists for about six months to do some of the process development work.”
	Reaching potential customers via intermediaries (international)
“I have reached the customers together with the US reseller. We go and meet them together.”
	Looking for potential resellers through colleagues (international) 
“We have known [each other] for a long time… we looked for suitable international partners [in the United States] by contacting them … in the first place… [It] has taken a lot of effort.”
	Obtaining funds from friends and colleagues (domestic)
“I contacted vets and farmers … by calling and visiting. I am a vet and know basically everyone in New Zealand.”
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