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[bookmark: _Toc418369287]Abstract
A corporate "spin-off" is a new phenomenon in United Arab Emirates (UAE) markets with potential for increased profit generation and market penetration. However, most empirical studies of spin-off businesses simply focus on the economic benefits and overlook other factors that may play a significant role in the spin-off creation processes and their long-term development. 
Although literature exists on the financial rewards, little attention is given to the importance of the parent company and the spin-off team during the spin-off creation process, which raises the questions of how related factors may affect the spin-off creation process.  This dissertation seeks to examine the role of two specific factors: the spin-off team’s managerial skills and knowledge and the parent company’s support during the process of spin-off creation and development. 
Multiple case studies set in the UAE were investigated.  Three cases were selected of companies that demonstrate contrasting institutional contexts and the growing UAE economy.  A qualitative methodology was used to understand the aforementioned factors. Semi-structured interviews were conducted with parent company management personnel and spin-off team members to collect data from different angles and to achieve a robust analysis.  Template analysis (TA) and cross-case analysis methods were used to gain deep understanding of the data by identifying correlations among cases and studying the spin-off phenomena across the three sample cases in relation to the factors that were the object of the study.   
The ﬁndings support the use and benefit of parent company support, which was found to change over the course of the spin-off creation process. The parent support factor improves and facilitates the development of the spin-off company into an independent entity in the external market.  Additionally, the study identified various skills and types of knowledge needed by the spin-off team during the spin-off creation process, which include market knowledge and networking, team management knowledge, start-up experience and diversity of skills and functions among team members.  
Implications of the ﬁndings for strategic decision-making and spin-off team skills and knowledge are discussed.  Communicating these implications increases the awareness of parent companies and spin-off teams for better handling of the spin-off unit during the creation and development process. Firms aiming to spin off any unit would also be better informed in evaluating their situation and determining the appropriate strategy for spinning off that particular unit.  Finally, it is recommended that further research be conducted in other emerging markets in the Middle East and North Africa [MENA] and South American regions.  
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UAE: United Arab Emirates
USO: University Spin-off
CSO: Corporate Spin-off
USD: United States Dollar
TTO: Technology Transfer Office
TA: Template Analysis 
MENA: Middle East and North Africa
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[bookmark: _Toc418369293]Chapter 1: Introduction
[bookmark: _GoBack]	With the aim of diversifying market shares in different sectors, companies in emerging marketplaces often consider spin-offs as a practical business solution to achieve their economic goals (Yoon & Ariff, 2007). Spin-offs thus play an increasingly important role in the development and growth of various industries (Van de Velde, Zahra & Clarysse, 2006).  Generally, the notion of a spin-off is an economic and strategic one with objectives to help companies to improve efficiency, gain more market opportunities and meet the needs of market growth (Kim, 2011; Chu, Teng, Lee, & Chiu, 2009). Spin-offs are usually undertaken by well-educated and experienced employees and often produce different types of products or services, which are similar but not directly related to those of the parent company (Klepper & Sleeper, 2005).  As such, a “spin-off” is defined as an organization’s new separated unit (Pyo, 2007) that operates in an industry unrelated to that of the parent company (Abardanell, Bushee & Raedy, 2003).
From an economic standpoint, many companies find it profitable to break up specialized sections in order to perform better and expand from the parent organization’s core business. Researchers have even suggested that a spin-off survives longer than a normal start-up because it is a simpler way to transfer assets, both tangible and intangible, to new firms that use or mobilize them more effectively (Siddiqi & Warganegara, 2003).  However, as most companies seek to measure the financial growth of the spin-off units (Garvin, 1983; Woo, Willard & Daellenbach, 1992) and to evaluate the spin-off process or maximize their share values (Block, 2009; Rosenfeld, 1984; Yoon & Ariff, 2007), other aspects needed for better spin-off development have been largely overlooked.  For example, one of the spin-off aspects commonly examined is the reason for removing the unrelated operation units from the parent company and reduce unnecessary diversion from its core business (Elfring & Foss, 1997; Lin, 2006; Yoon & Ariff, 2007), which in turn could avoid risks and potential losses from nonstrategic units (Tübke, 2005).  Some researchers have attempted to define and identify the liabilities arising from spin-off creation and how to resolve them (Larson, 1992).  Other studies suggest governmental regulation as a motivator for spin-off decisions (Bekkers, Gilsing & Van der Steen, 2006), while the importance of individual characteristics and other factors that help or lead to spin-off establishment are also highlighted (Ismail, Mason, Cooper, Wan Omar & Abdul Majid, 2010).  Evidently, little attention is paid to the parent company’s support and the spin-off team’s skills and knowledge, two factors that are embedded within spin-off units (Landry, Amara & Saïhi, 2007) and essential for their future survival and success (Tübke, 2005; Chu et al., 2009).  
The present aim is to understand these two factors and how they change over the spin-off creation process, which consists of three phases: pre-separation, moment of separation and reorganization.  As mentioned, most research on spin-offs focuses on the results after the actual separation without understanding the distinct earlier phases of the process.  This study attempts to dig deep and understand in detail the factors required during the spin-off creation process.     
 Therefore, the aim of this research is to close this knowledge gap by providing insights into the relationships between the spin-off team’s skills and knowledge and the parent company’s support during the three phases of the spin-off creation process.  The creation and management of spin-off units require different skills and capabilities from the typical process of creating a regular company (Ismail, Wan Omar & Abd Aziz, 2012). 
It is useful and relevant to examine these two factors (i.e. the parent company’s support and the team’s skills and knowledge) in the context of spin-off businesses, especially in the United Arab Emirates (UAE) setting, where empirical data in this research area are lacking. The UAE provides an interesting landscape for this research purpose because it is one of the most developed and modernized countries in the Middle East with high market expansion in relation to economic, cultural, and social aspects over recent years (Dobransky, 2011). Its strong market infrastructure and societal development has made the UAE one of the fastest growing countries in the world (Dobransky, 2011).
This thesis is comprised of seven chapters. The first chapter introduces the research aim and motivation.  The second chapter provides a literature review that introduces spin-off types, spin-off decision factors, and spin-off creation processes followed by the parent company’s support and team’s skills and knowledge that relate to spin-off businesses creation and development.  The third chapter provides the research objective and justifies the non-use of theory framework and the use of inductive approach for the current study. The fourth chapter provides a discussion about the methodology used including the underlying assumptions, case method, data collection, empirical analyses and results.  The fifth chapter discusses the empirical findings and develops a framework to better understand the examined factors during the spin-off process.  The sixth chapter discusses the implications of the empirical findings in the specific emerging market context of the UAE, and sketches out future avenues of research that seem promising to advance the literature in this field. Future research avenues that could help broaden the scope and strengthen the depth of this proposed study are also discussed.  The final chapter, Chapter 7, discusses limitations of this thesis research and includes a conclusion.
[bookmark: _Toc418369294][bookmark: _Toc384899632][bookmark: _Toc407627238]Chapter 2: Literature Review 
[bookmark: _Toc407627239][bookmark: _Toc418369295]Spin-off Types
Based on the nature of the parent organization, most literature divides the notion of spin-offs into two main types: corporate and research-based spin-offs (Tübke, 2005). Research-based spin-offs are discussed by Tübke (2005) as those from universities (university spin-offs) or from public or private institutions (institutional spin-offs) where they create new high-skill jobs that are flexible and dynamic and provide an incentive for researchers to pursue commercially relevant activities.  A university or institutional spin-off (USO) is a new venture based on technology from an academic body to develop intellectual property (Shane, 2004; Bigliardi, Galati, & Verbano, 2013).  Pirnay et al. (2003, p.356) define USO as "new firms created to exploit commercially some knowledge, technology, or research developed within a university." 
O’Shea, Chugh and Allen (2008) also suggest that university spin-offs involve the transfer of a core technology from an academic institution into a new company, and the founding member(s) may include the inventing academic(s) who may or may not be currently affiliated with the academic institution. In summary, a university spin-off is "a firm created by academics 'specifically' to exploit technology knowledge originated within universities" (Grandi & Grimaldi, 2005, p. 822) that involves members who were or still are faculty members of the university responsible for transferring the technology to the newly formed company.  
Unlike a university spin-off, a “corporate spin-off” (CSO) refers to the process of dividing a company into multiple independent units that compete in markets other than those of the parent company (Abardanell et al., 2003; Pyo, 2007; Peruffo, Pirolo & Nenni, 2014).  Tübke (2005, p.22) states that “a Corporate Spin-off is the division of an existing company into one parent company and one or more independent spin-off(s).  The spin-off unit constitutes the basis for the operation of an often-new economic activity”.  The newly formed company works and competes independently in the market and is owned only partially by the parent company (Seward & Walsh, 1996).
Other definitions of corporate spin-off focus on the employees’ participation in the spin-off establishment. Elfring and Foss (1997) clearly define a spin-off as a new firm created by individuals using their knowledge and competence.  The most cited motivator of spin-off creation in the literature is that it helps the organization to focus on its core business, which may subsequently drive stock market gains (Veld & Merkoulova, 2001).  Spinning off areas of operations unrelated to the parent company’s core business will decrease diversification. This reduction in activities helps the parent company to restructure its value chain and reduces its costs or raises its efficiency. At the same time, the parent company reduces risks from a non-strategic business and minimizes potential (future) losses (Tübke, 2005). Another motivator of spin-off creation discussed in the literature is a parent company’s strategy of divestiture or demerger of an operating unit/division/asset and distribution of the new company’s shares among its shareholders (Khan, 2008).  The ownership of the divested spin-off unit remains under the shareholders of the parent company with informal control (Qian & Sudarsanam, 2006). In summary, multiple definitions of corporate spin-off can be found within existing literature. Table 1 lists some of those various definitions according to how they comprise different dimensions and motivators of corporate spin-off found in existing research.  


[bookmark: _Toc418369350]Table 1 Definitions of “Corporate Spin-off”
	Definition
	Authors

	A corporate spin-off divides a company into two or more independent firms and offers a firm an opportunity to improve managerial incentives with fresh compensation packages directly tied to its own stock price. 
	Pyo (2007, p.341) 


	Spin-off process repackages ownership across existing shareholders, produces no cash, and reduces the level of assets under the control of the parent management. 
	Nixon, Roenfeldt & Sicherman (2000, p.277)

	A new firm is created by one or more individual(s) who have previously worked in the industry being entered, and the impetus for starting the new firm originates with these individuals.
	Garvin (1983, p.3)

	A corporate spin-off represents the distribution of newly created shares of a subsidiary to existing stockholders of the parent corporation.
	Block (2009, p.14)

	Spin-offs are normally defined as an individual or an organizational unit leaving an existing firm to start as a new firm on the basis of his/her knowledge and competences.
	Elfring & Foss (1997, p.1)

	Corporate spin-offs create new firms with characteristics markedly different from the original firm.
	Abardanell, Bushee & Raedy (2003, p.233)

	A spin-off divides the existing asset base of a corporation into two (or more) separate parts. The current shareholders receive a pro rate distribution of separate equity claims on the assets of each new corporate entity.
	Seward & Walsh (1996, p.26)

	Spin-off a unit of a corporation established as an independent company, and shareholders receive shares in the new entity on a pro rata basis.
	Allen (2001, p.281)

	A spin-off is defined as a firm that is partially owned and sometimes listed on the various stock markets. The partial ownership means that there is a varying degree of continuing relationship between the parent and the separated firm.
	Ito (1995, p.431)

	A spin-off is a pro rata distribution of the shares of a firm’s subsidiary to the shareholders of the firm. There is neither a dilution of equity nor a transfer of ownership from the current shareholders.
	Krishnaswami & Subramaniam (1999, p.74)

	A spin-off is a divestiture where the majority of shares of the subsidiary are distributed to the parent’s existing shareholders.    
	Qian & Sudarsanam (2006, p.11)

	A spin-off involves the separation of a company’s businesses through the
creation of one or more separate, publicly traded companies
	Alimema (2014, p.81)



For the purposes of this study, “corporate spin-off” is defined as a separate entity developed at the parent firm to enter new and different markets from the parent company and which is formed by employees of the parent company; it is typically managed independently but sometimes owned and supported by the parent company. The ownership and control by the parent company differ depending on the agreement between the shareholders of the parent company and individuals (founders) who left the parent company.
Based on the developed definition, this study seeks to focus on corporate spin-offs rather than university spin-offs. The reason is that little research focuses on corporate spin-off performance in relation to parent company support (Landry et al., 2007).  Hence, the aim of the current research is to fill this knowledge gap.
[bookmark: _Toc407627240][bookmark: _Toc418369296]Spin-off decision reasons/factors
From various studies we find that there are internal and external factors leading to spin-off decisions which will be covered in detail in the next section.  The internal factors are individual characteristics (attributes), shareholder benefits, focus and restructure, and the size of the unit divested.  External factors divide into venture capital, support mechanism, government regulations and characteristics related to industry and technology.  
[bookmark: _Toc407627241][bookmark: _Toc418369297]Internal factors
There are four main internal factors identified in the literature that may enhance or lead to the spin-off decision.  These internal factors are the motivators that play a role in bringing the spin-off idea within an organization to a realization of a new external business.
[bookmark: _Toc407627242][bookmark: _Toc418369298]Individual characteristics - individual attributes
There are some studies highlighting the importance of individual characteristics that help or lead to spin-off establishment. Ismail et al. (2010) stated that :
"study of  the  high technology entrepreneurs demonstrated that the factors that led inventor entrepreneurs to form spin-off companies are  outgoing  characteristics;  extrovert  personalities;  are  from  families  with  business  background;  independent, have work experience; achieved higher educations and skills; and are dissatisfied with existing jobs." (p. 104)
These attributes or characteristics are the individual personality’s motivation and disposition.  
Other researchers such as O’Shea et al. (2008, p.655) have stressed the “role personality, motivation and disposition play in inﬂuencing academic entrepreneurship”.  These attributes play an important role in motivating the founder of the spin-off in addition to wealth creation, independence, prestige, power and the feeling of personal achievement from creating something new (Cooper, 1986; Stanworth, Stanworth & Garnger, 1989; Roberts, 1991; Bihide, 2000).  Another individual characteristic often cited is frustration with the parent organization in relation to having an idea rejected (Garvin, 1983).  
[bookmark: _Toc407627243][bookmark: _Toc418369299]Shareholder benefit
Spin-offs are created to add value and transfer wealth to shareholders (Yoon & Ariff 2005).  In a spin-off, a company fully distributes shares in a wholly-owned subsidiary as a tax-free stock division to its existing shareholders (Rosenfield, 1984; Woo et al., 1992; Chen, Conover & Kensinger, 2002; Paul, 2013).  Researchers also add that the creation of shareholder benefit passes through three mechanisms: increase coverage by analysts, attract new investors and improve operating performance. Such means create new incentives for management and improve strategic flexibility (Anslinger, Klepper & Subramaniam, 1999).  The main reason for spin-off is the financial reward expected to be earned afterwards and the high return of the new firm for the shareholders’ benefit (Garvin, 1983).  The newly formed companies are easily evaluated by the parent company in terms of profit and performance (Block, 2009).  Also, Van de Velde, Zahra & Clarysse (2006) stated that “spin-offs with more financial leverage were found to have a higher cash flow return on assets, lower variability of industry operating income and a greater proportion of fixed assets” (p. 13).
[bookmark: _Toc407627244][bookmark: _Toc418369300]Focus and restructure
One of the highest motivators for spin-off decisions mentioned in the literature is that the spin-off helps the parent organization to focus on its core business, which may also increase the stock market gain (Veld & Merkoulova, 2001).  Spin-offs repackage ownership across existing shareholders, produce no cash and reduce the level of assets under the control of the parent company management (Nixon et al., 2000; Powers, 2001).   Yoon & Ariff (2005) state that “spinning off areas of operations unrelated to the parent company’s core business will decrease diversification. This decrease will raise the firm’s volatility of earnings and subsequently increase the value of the leveraged firm” (p.17).  Tübke (1999) also states that the spin-off has benefits to the new formed company, as “the loss of the activities of the corporate spin-off helps restructure the parent’s value chain and reduces its costs or raises its efficiency, whilst the parent company reduces risks from a non-strategic business and gets rid of potential (future) losses” (p.4).  The spin-off formalization helps the organization to focus on the core business and increase its value (Lin, 2006; Wachtell, Lipton, Rosen, & Katz, 2014).
[bookmark: _Toc418369301]Company size and spin-off frequency
Researchers have also attempted to understand the relationship between parent size and spin-off creation.  Tübke (2003) states that
"The spin-off frequency is inversely related to the parent company size.  This is often explained by the fact that work in a smaller company is much more similar to an entrepreneurial activity than work in a large company which is attributed to the lack of resources, the less formal atmosphere and more customer contacts and focus in the smaller companies." (p. 26)
 Holloman (2008) made a similar observation that a small firm (less than 500 employees) has a spin-off rate ten times higher than that of the larger firms.  However, one study found that the size of the organization has no effect on the spin-off formalization decision (Perez and Sanchez, 2003).  
[bookmark: _Toc407627246][bookmark: _Toc418369302]External factors
There are four main external factors identified in the literature that may enhance the spin-off decision.  These external factors play an important role in letting the spin-off management in both corporate or university contexts move forward with such a critical decision.   
[bookmark: _Toc407627247][bookmark: _Toc418369303]Venture capital
Access to venture capital is one of the important factors in whether or not to formalize a spin-off unit. Some studies highlight the importance of venture capital to start up a new spin-off company at the beginning and to introduce the spun off unit to the new market (Grimaldi & Sobrero, 2005; Beck, Demirguc-Kunt & Makismovic, 2005).  As stated by Ismail et al. (2010), “Funding is a crucial resource needed to start a new venture” (p.104).  Venture capital is more important than other types of funding, including internal funds (Wright, Lockett, Clarysse & Binks, 2006).  Also, O’Shea et al. (2008) state that “the involvement of industry functioning as venture capitalists via joint venture spin-offs may facilitate the emergence of university spin-offs as they have the necessary financial resources and commercial expertise to launch successful start-ups” (p.660).  When the company has the essential capital it will be easier for management to decide to start a new company or to spinoff a new unit.  
[bookmark: _Toc407627248][bookmark: _Toc418369304]Support mechanism (organization & technology transfer office, OTT)
Having various support mechanisms in place is essential for both the USO and CSO to go ahead with the spin-off creation.   Ismail et al. (2010) noted that “the availability of resources  (stock of  technologies  and  skilled  staff), incentives and rewards, business development capabilities and the ability to access external finances and networks, were  the  main  factors  that  facilitate  the  formation  of  spin-off  companies  in  universities” (p. 106).  The newly formed company requires support from the parent company/university in the beginning in order to enter into the market and to eventually work independently.  
[bookmark: _Toc407627249][bookmark: _Toc418369305]Government regulations
 In addition to both organization and university support, government support is essential for formalizing and setting the rules of the spin-off creation and funding scheme (Ismail et al., 2010).  Some researchers argue that governmental rules and policies of assigning inventions help organizations to go ahead with the spin-offs (Goldfarb & Henrekson, 2003). Government regulation has a positive impact on spin-off formalization, which will allow the parent company to benefit from the movement (Van de Velde, Zahra & Clarysse, 2006).  In general, to start up a business or compete in a new market, companies depend on regulations to protect their rights. 
[bookmark: _Toc407627250][bookmark: _Toc418369306]Industry and technology relatedness characteristics
Each industry sector has certain conditions which makes the creation of corporate and university spin-off units more favorable.  Moncada, Tübke, and Howells (1999) argue “that sectors who undergo a high level of restructuring such as energy, telecommunication and manufacturing are origins of spin-off, while the service sector is a destination of spin-off activity” (p.88).  Also, Tübke (2003) states that "it can be seen that the immature markets provide characteristics which are favorable to entrepreneurial spin-off: medium to high uncertainty leaves room for creativity and open niches, a high number of possible applications create a huge market potential” (p.27).  The industry infrastructure plays an important role in fostering spin-off decisions.   Kenney (2000) supports the idea that the industry infrastructure and status helps in the creation of new industries, as the result of spin-offs.  According to Saxenian (1994), the entire network infrastructure of entrepreneurial managers,  customers  and  suppliers  tends  to  be  present  in  those  areas  and  could be a barrier to starting a spin-off firm.  Saxenian (1994) also states that, “Silicon Valley's heroes are the successful entrepreneurs who have taken aggressive professional and technical risks: the garage tinkerers who created successful companies” (p. 317).   
[bookmark: _Toc418369307]Spin-off creation phases/ process
The creation of a spin-off can be divided into the following three main phases (Clarysse & Moray, 2004; Lindholm, 1994; Tübke, 2005):
Phase 1: Pre-separation phase. It is the first stage when the spin-off decision or idea is developed by the parent company. At this stage, the parent company has to validate the new business opportunity, seek capital, and form the spin-off team.

Phase 2: Moment of separation or transition phase. This is when the parent company and the spin-off company become separate entities. At this stage, the spin-off founder or business manager arranges the physical infrastructure and the new business matters and ensures financial security.

Phase 3: Post-separation or reorganization phase. This is when the parent and the spun off company begin to operate independently.
The first phase, the pre-separation phase, includes the factors or motives leading to the spin-off decision. These factors are shareholders’ benefits, focus and restructure, company size, government regulation, and industry characteristics.  In the second phase, the transition phase, the business idea of a spin-off becomes a valid business that is treated as a separate unit and the spin-off team tries to develop infrastructure and gain financial resources.  Finally, comes the post-separation phase, which is the independent operation of the spin-off company, but with an established level of support from the parent company defined prior to this phase. At this stage, the management skills, financial funds, marketing and networking are important in effective operation of the spin-off entity.
Other researchers define the spin-off phases in terms of: (1) the opportunity screening phase, (2) the organization in gestation phase, (3) the proof of viability phase, and (4) the maturity phase (Vanaelst et al., 2006).  In the opportunity-screening phase, the spin-off team selects the spin-off idea and develops a business case. At the second stage, the spin-off idea is identified and considered to be a valuable idea to be implemented. At the proof of viability stage, the spin-off team starts to develop the resources required for the spin-off to be developed and it is considered to be a transition phase. At the maturity stage, the spin-off becomes stable with minimal support from the parent company.
These two spin-off models are similar and focus on the basic spin-off phases of creation, starting from opportunity identification to the separation from the parent company. Another proposed spin-off creation process model, the Vanaelst Process Model, goes into more detail by sub-dividing the pre-separation phase into spin-off opportunity identification and validation. For the purpose of this study, the first model (pre-separation phase, transition phase, and post-separation phase) will be considered as it combines both the spin-off idea development and validation in Phase 1 prior to spin-off separation. Validation is seen as essential needed during spin-offs creation process.
	In order for a spin-off company to grow and move forward to the latter phases, the parent company's support in terms of resources (organizational, human resources, technological, physical, and financial) (Clarysse, Wright, Lockett, Van de Velde, & Vohora, 2005) and the management skills of the spin-off team and newly recruited employees are also considered essential (Clarysse & Moray, 2004; Tübke, 2005). In addition, the new spin-off unit needs to develop its own resources and capabilities over time (Clarysse et al., 2005; Vanaelst et al., 2006). Previous studies did not examine or focus on the above aspects in great detail. Therefore, this study aims at examining in depth, within the UAE context, the support level of the parent company over the course of the three spin-off phases, in addition to the team’s skills and knowledge developed and required at each phase.  The UAE market environment differs from that of previously studied countries, therefore focusing on it may offer new insights into this field.
[bookmark: _Toc407627252][bookmark: _Toc418369308]Support of parent companies
Several empirical studies have established a relational link between the support of the parent company and the newly created entity. They suggest that the parent company plays a direct role in the spin-off’s operations by providing the unique knowledge and resources needed (Bruneel, Van de Velde & Clarysse, 2013) and by transferring its managerial systems to help shape the spin-off units’ technology strategy and growth (Ferrary, 2007). The spin-off firm is often partially owned by the parent company and mostly managed independently by its own team. While the ownership percentage changes over time based on strategies, technology, marketing and the financial and human resources exchanged between the parent company and the spin-off unit, it is preferable for the spin-off unit to keep at least some relationship with the parent company (Ito, 1995; Moschieri & Mair, 2011).  The relationship between the parent firm and the spin-off unit is defined at the beginning of the spin-off creation, which can be either a formal or an informal relationship, with or without resources in terms of finances, technology, and expertise (Evald, Clarke & Jensen, 2009; Wachtell, Lipton, Rosen, & Katz, 2014).  As the new spin-off shifts its interests to new markets, i.e. those external to the parent company, some liabilities and obstacles to the spin-off unit may arise and affect the spin-off company (Trott, Scholten & Hartmann, 2008).  The liabilities of “newness” and “smallness” are both considered to be relevant during the spin-off creation and need to be addressed (Westhead & Wright, 2013).  The liability of “newness” is related to the knowledge of the transferred market, where as the liability of “smallness” is related to the lack of resources that the new spin-off company may face at the beginning; both can be overcome by offering support activities to the spin-off company (Trott et al., 2008).  Examples of supportive activities that help the start-up or creations of spin-off are management support, commercial track record, network and equipment and financial support (Gassmann & Becker, 2006; Trott et al., 2008; Larson, 1992).
Researchers have proposed three models for categorizing a parent company’s resources and activities support: low selectivity model, supportive model and protective model (Clarysse et al., 2005). According to Clarysse et al. (2005), the specific aim of the low-selectivity model is for the parent company to generate as many start-ups as possible. In this model, there is no direct support from the parent company except the founders’ experience and public funding received to facilitate the new units. In contrast, the second model emphasizes creating financially attractive companies. In this case, the new company receives the parent company’s support for basic financial funds, legal advice, technical expertise and development plans.  Finally, the protective model focuses on the creation of financially attractive companies that receive venture capital from the parent company. According to this model, the parent company’s management provides full support to the new unit in terms of technology transfer, recruitment of external management, attraction of international venture capital and formation of the company’s intellectual property base. Each model analyzes the involvement of the parent company and various resources (e.g. organizational, human, technological, physical, and financial) provided during the spin-off creation process. These models can be helpful in understanding how different levels of support from the parent company affect the long-term survival of spin-off businesses. The parent company’s support is key to the spin-off business because it often improves the spin-off unit’s performance. However, the degree of support needs to be examined during spin-off creation process.
[bookmark: _Toc407627253][bookmark: _Toc418369309]Team skills and knowledge
In addition to the parent company’s support, the original spin-off team plays a key role in directing the transfer process because these highly trained professionals can introduce knowledge and skills that are highly influential in the spin-off company’s success or failure (Garvin, 1983; Scholten, 2006). Corporate spin-off benefits from the skills and knowledge transferred through the founders and employees who worked for the parent company in terms of prior experience, networks and connections (Borges & Filion, 2013; Zahra, Velde & Larraneta, 2007).  The spin-off founders’ prior knowledge in terms of technological, market, managerial, and organizational experience is important and beneficial (Johansson, 2007) and is achieved through personal migration to the spin-off unit (Almeida & Kogut, 1999; Pfeffer & Leblebici, 1973).
In addition, studies have shown that knowledge and skills transferred by individuals from the parent company shape the activities and the future of the spin-off unit (Klepper & Sleeper, 2005; Tübke, 2005).  It is also suggested that individuals who have developed particular skills and knowledge will be more likely to discover entrepreneurial opportunities (Venkataraman, 1997).  For example, in a university setting, faculty members are considered as entrepreneurs whose idiosyncratic capabilities and resources are often deployed and mobilized for spin-off formation. Such a perspective suggests that the likelihood of patenting and spin-off formation will increase when the resources and their mobilization are appropriate and sufficient (Landry et al., 2007).  Franco and Filson (2006) also suggest that the pre-entry skills and know-how that come from employee mobility are important factors for spin-off survival. As the spin-off unit often involves a team of people who transfer resources (knowledge) and skills from the parent company (Koster, 2004), it is thus important to learn which team skills and knowledge are essential, particularly in the UAE setting. 
[bookmark: _Toc384899659][bookmark: _Toc407627254][bookmark: _Toc418369310]Literature conclusion
The extant literature primarily investigates the financial benefits of both university and corporate spin-offs rather than the factors that helped such spin-off creations to move forward during the spin-off creation process.  Other studies examine factors such as the motivation behind the creation of spin-offs, loss of control and the benefits to shareholders. 
Closely examining the previous literature for factors affecting spin-off creation process, we find that they are discussed in general with very little detail. Gaining in-depth understanding of essential factors assists spin-offs creation process at each of the three phases. 
Johansson (2007) argues that there is some important knowledge that has a positive consequence on spin-off creation process without defining this knowledge in relation to the spin-off team.  Also, Borges and Filion (2013) and Zahra et al. (2007) argue that specific skills and knowledge are required during spin-offs creation process. 
Also, in relation to parent support, some researchers refer to this factor and define three levels of support between the spin-off unit and the parent company (Clarysse et al., 2005), without referring to how this support changes over the spin-off creation process and at which level the spin-off starts or ends.  All these factors are lacking in the currently available research, particularly that covering the UAE region.  Table 2 summarizes the factors found in the existing literature.  The gaps in knowledge of the relationship between the spin-off unit and parent company and the skills and knowledge that may affect the spin-off creation process will be examined in detail as this research tries to explore and fill this gap in knowledge by answering two main research questions as developed in the next section.   
[bookmark: _Toc418369351]Table 2 Summary of existing Spin-off literature
	Dimension 
	Description
	References

	Financial benefits 
	· Spin-off has high financial return in terms of high cash return on existing assets and lower risk for the operation incomes.  The parent company gets more benefit from spin-off creation as the spin-off creation or investment generates higher financial return from the existing assets.  
· Spin-off creation helps the parent company to focus on the core business and decrease the diversification of its operation which leads to reduced unpredicted cash out.  Also it increases the value of the firm.  
	Van de Velde, Zahra & Clarysse, 2006;
Yoon & Ariff, 2005

	Loss of control – reduce risk
	· Spinning off a unit from a parent company helps to reduce the risk of non-strategic or non-core business units which reduce the future risk of loss.  Spin-off helps to reduce the costs of the parent company as it reduces its size, in addition to increasing the overall efficiency. 

	Tübke, 1999
Lin, 2006


	[bookmark: _Toc407627255][bookmark: _Toc412977968][bookmark: _Toc412990052][bookmark: _Toc413160531]Focus on business

	· The spin-off creation allows the management of the parent company to focus of the performance and operation of the core business, rather than expanding non-core business and losing focus and control.
· Spin-off formalization helps organizations to focus on the core business and increase the organization’s value.


	Chen et al., 2002
Lin, 2006

	Shareholder benefit

	· The spin-off increases the shareholders’ shares in the new spin-off company.   In addition, spinning off a unit will assure the investor of not losing profit from the core business or a strong part of the company by an ailing part as the separation will offer a good opportunity for evaluating the business line.   In taxed countries, the shareholder benefits by not paying extra tax when they own the major shares of the spin-off unit.   
· Shareholders gain benefits by improving performance as the spin-off helps increase focus on the parent company operation.  
· Spin-off reduces the size of the parent company and may encourage the managers of the divesting parents to work closely with the firm’s strategy which maximizes shareholders’ objectives.  
	Chen et al., 2002
Anslinger, Klepper & Subramaniam, 1999
Powers, 2001

	Parent company support
	· The support of parent company is essential and has a positive impact on the spin-off creation.
· The parent company’s support of the spin-off company is divided into three supportive models through the spin-off creation: low selectivity, supportive and incubator models.
· The relationship between the parent company and spin-off unit is defined at the establishment of spin-off transfer and varies during the spin-off creation process.
	Bruneel et al., 2013
Clarysse et al., 2005
Evald et al., 2009

	Spin-off phases
	· Spin-off creation is divided into three main phases: pre-separation, moment of separation or transition phase and post-separation or reorganization phase. In each phase there are different activities that shape the creation of the spin-off and establish or move forward the spin-off unit in existing markets.
	Lindholm, 1994
Tübke, 2005
Clarysse & Moray, 2004

	Spin-off team 
	· The spin-off team is the key player in transferring the knowledge of the parent company to the spin-off unit.
· Some prior skills and knowledge are important factors in spin-off endurance.
	Scholten, 2006
Franco & Filson, 2006


[bookmark: _Toc407627257]

[bookmark: _Toc418369311]Chapter 3: Research Objective and Theory
[bookmark: _Toc407627256][bookmark: _Toc418369312]Research objective
The primary research objective is to gain insight into the types of support provided by the parent company to the spin-off unit during the creation period and to identify what resources have been exchanged. Another aim is to understand the nature of the spin-off team’s skills and knowledge during the spin-off creation process. These factors will be explored within the UAE setting where such research is lacking.
The research seeks to explore and understand spin-off creation process in the local setting of UAE in order to identify the factors that influence spin-off company creation process during the spin-off creation phases in relation to the parent company and spin-off team and to frame these factors in a way that is beneficial to decision makers.  Within this context, two central research questions establish the research purpose: 
1. What are the essential management skills and knowledge needed for spin-off teams in the UAE market environment for spin-off creation process?
2. To what extent will team skills / knowledge and the parent company’s support affect the spin-off creation process in the UAE?
The research aims to understand the spin-off management team’s skills and knowledge that will have a positive impact on the new company; further research is warranted in this area since it is lacking.  Also, this research aims to explore the changes in support level between the parent company and spin-off unit through the spin-off creation process. These questions will be examined in relation to spin-off companies created in the UAE.
[bookmark: _Toc418369313]Theory 
This dissertation aims at understanding the parent company and spin-off team involvements during the spin-off creation process in the region of United Arab Emirates (UAE). This study is exploratory and takes an inductive approach using a qualitative method based on multiple cases.   
As previously mentioned, studies that explore the factors that are need during spin-off creation process are limited, particularly within the context of UAE. The extant literature has not yet explored the relationship of support between the spin-off unit and the parent company or the skills and knowledge required of the spin-off team during the spin-off creation process.
 Existing theory is useful for organizing the research output and to give the researcher a framework in which to collect and analyze the data.  In some cases, using a theory may not fit the research purpose and may not draw attention to important, otherwise unnoticed information that maybe of significance to the studied phenomena (Maxwell, 1998).   Even without using a theory as guidance for a piece of research, the researcher can base his/ her findings on unarticulated prior ideas or research (Kennedy, 2006).  The prior ideas or relevant literature can take the place of theory to begin research, as Maxwell (1998) stated, “You can use ideas in the literature to help you generate theory, rather than simply borrowing such theory from the literature” (p.227).  Existing literature mentions the support level of a parent company to the spin-off unit and the skills and knowledge of the spin-off team without defining a baseline of which skills and knowledge are relevant or if the support level of the parent company changes during the spin-off creation process. Any theory-based guideline to follow for the purpose of studying spin-off team skills and knowledge and parent company support levels is also not to be found in the current body of literature.   Given the dearth of both theory and data on this topic, this research is an attempt to develop an understanding of the required skills and knowledge of the spin-off team, in addition to understanding and defining the support level of the parent company and how it changes during the spin-off creation process.  
The research has adopted an inductive case study approach as no prior theory is found to explain factors that influence the spin-off creation during the spin-off creation process. Inductive approach is useful as described by Thomas (2006) that 
"to condense extensive and varied raw text data into a brief, summary format; (2) to establish clear links between the research objectives and the summary findings derived from the raw data and (3) to develop of model or theory about the underlying structure of experiences or processes which are evident in the raw data." (p.237)

The inductive case study approach is influenced by the ontological and epistemological stance of the researcher. This suggests a subjective epistemology and the ontological belief that reality is socially created.  In the inductive study, the aim is not to test a theory or hypothesis, but rather to explore a phenomenon and attempt to develop a theory or provide an explanation of the phenomena being examined, in this study, the spin-off.  The next chapter will describe the methods used to collect and analyze the case studies of the current research.  
	
[bookmark: _Toc384899661][bookmark: _Toc407627258]

[bookmark: _Toc418369314]Chapter 4: Data and Methodology
This chapter describes the research approach adopted to find the factors that affect spin-off creation process within the United Arab Emirates. It is comprised of four main sections. The first section identifies the philosophical assumptions used, which will lead to the methodology selected to understand and develop the knowledge in this study.  The second section provides details of the methodology used to understand the spin-off factors that affect the creation of spin-offs in UAE.  The third section focuses on the research design, data collection and analysis. This section will present an overall process of the data collection that includes interviews of the three study cases and the use of secondary data.  The section also explains the data analysis methods used for presenting the research results. The fourth section presents the background of the three cases in detail and the findings from interviews with the participants.
This empirical research used a case study approach to understand the spin-off phenomenon from different standpoints.  This chapter explores Case study 1 (Alpha), Case Study 2 (Beta) and Case Study 3 (Gamma) findings related to the spin-off factors.  The chapter also describes the methods used for data collection for each case study.   Finally, this chapter also describes the qualitative analysis method used to analyze the extracted data from the three study cases.  
[bookmark: _Toc295001921][bookmark: _Toc361100506][bookmark: _Toc362135017][bookmark: _Toc362148392][bookmark: _Toc384899662][bookmark: _Toc407627259][bookmark: _Toc418369315]Philosophical assumptions
	The purpose of this study is to understand an existing phenomenon.  In an epistemological sense, we may argue that all knowledge is discovered or tested by well-defined methods. To understand a phenomenon requires some set of philosophical assumptions to conduct the research (Creswell, 2007; Gephart, 2004).  These assumptions will shape the research data collection and the interpretation of the study.  These assumptions are also influenced by the researchers’ own worldviews, paradigms, or sets of beliefs (Creswell, 2007; Gephart, 2004).  According to Crotty (1998),
"Justification of our choice and particular use of methodology and methods is something that reaches into the assumption about reality that we bring to our work.  To ask about these assumptions is to ask about our theoretical perspective.  It also reaches into the understanding you and I have of what human knowledge is, what it entails, and what status can be ascribed to it." (p. 2)

The data analysis will also depend on the experience and knowledge gained during the data collection from the study cases.	Researchers use a set of beliefs that guide their actions called a paradigm, or worldview, philosophical assumptions, epistemologies and ontologism (Crotty, 1998).  Creswell (2007) defines five types of philosophical assumption—ontological, epistemological, axiological, rhetorical, and methodological—which lead researchers to take the practical steps to design and conduct their research.  In this section, each assumption is individually defined and discussed with respect to the current study, which, in light of its assumptions, follows a subjective (inductive) rather than an objective (deductive) approach to reasoning. While the deductive approach is used to test a theory or hypothesis that precedes the research, the present study aims to collect data from which to develop a theory (Radwan, Jones & Minoli, 2012) and thereby understand a phenomenon, hence the use of the inductive approach.  Radwan, Jones and Minoli (2012) explained,
"When researchers first  begin  to  open  up  any  new  line  of enquiry there will be no useful theories available from which to deduce  propositions  for  testing.  Knowledge has to begin with collecting facts and then trying to find some order in them. This is known as induction. Deduction is the  technique  by  which knowledge  develops  in  more  mature  fields  of  enquiry.  It involves a sort of logical leap.  Going a stage further than the theory, data is then collected to test it." (p. 6)
A researcher should explain clearly which approach is being followed in his or her research project (Creswell, 2007). With the current research setup and the lack of existing studies and theories to be tested from this region, in addition to the need to understand and discover factors that affect the creation process of a spin-off, the inductive approach was adopted as it is useful for gaining insight into the spin-off phenomenon captured from the experience of experts.
The inductive case study approach used in the current study is influenced by the ontological and epistemological stance of the researcher, which suggests the ontological belief that reality is socially created as well as a subjective epistemology.  
The ontological assumption is related to the nature or reality of the phenomena being studied (Creswell, 2007).  Some researchers refer to ontological assumption with respect to basic ontological questions that should be asked at the beginning of the research: whether the reality to be investigated is external to the individual, imposing itself on the individual consciousness or the product of individual consciousness; whether reality is of an ‘objective’ nature or the product of individual cognition; and whether reality is a given out in the world or reality is the product of one’s mind (Ditsa, 2004).
	In this case study, the nature of reality pertaining to spin-offs is constructed by the researcher’s perspective and the context of the UAE market. As the spin-off phenomenon is new in this market, this research will provide evidence from the UAE through the use of multiple case studies and be interpreted from the researcher’s perspective and from the participants’ experience using inductive reasoning.
The second type of assumption, epistemological, refers to the knowledge the researcher has, or “how we know what we know” (Crotty, 1998, p.8).  Further explanation of epistemology as stated by Maynard (1994) is that   “epistemology is concerned with providing a philosophical grounding for deciding what  kinds  of  knowledge  are  possible and  how  we  can  ensure  that  they  are  both  adequate  and legitimate” (p.10).   Researchers judge the world based on how they see the world; it is inter-subjective because we experience the world with and through an individual mind (Wilson, 2003).  
Epistemological assumptions of this study lead to the same area of subjective approach that depends on the researcher’s interaction with what has been studied and knowledge obtained from the research field.  In other words, this inductive case study depends on personal experience and field knowledge gained by studying the spin-off creation process and the spin-off’s interaction with the parent company. 
The axiological assumption is concerned with values.  The case study approach focuses on the complexity of human sense-making as the situation emerges, as it attempts to understand phenomena through the meanings that people assign to them (Walsham, 1993).  Klein and Myers (1999) define research to be “interpretive if it is assumed that our knowledge of reality is gained only through social constructions such as language, consciousness, shared meanings, documents, tools, and other artifacts, it attempts to understand a phenomena through the meanings that people assign to them” (p. 69).  Since the study is based on the researcher’s understanding of the collected information for the purpose of adding meaning to the spin-off phenomenon, it will necessarily be influenced by the researcher’s values.  
The rhetorical assumption is concerned with the language of research (Creswell, 2007; Nwokah & Kiabel, 2009).  Since the research will be conducted personally using inductive logics, the writing will henceforth be personalized by using the first person pronoun “I”.
The methodological assumption is discussed in the section that follows.
[bookmark: _Toc384899663][bookmark: _Toc407627260][bookmark: _Toc418369316]Method selection
Research methodology is defined by Crotty (1998) as "the strategy, plan of action, process or design lying behind the choice and use of particular methods and linking the choice and use of methods to the desired outcomes” (p. 3).  Methodology developed from philosophy is a foundation for research practice (Ritchie and Lewis, 2003).  The research methodology is influenced by the researcher’s assumptions toward the understanding of the research topic and how the researcher will use the collected data either by inductive or deductive methods (Crotty, 1998).  As mentioned with respect to the philosophical assumptions, the current research will use the inductive approach since the study aims to uncover the spin-off creation factors through the participants’ experiences.
Methodology consists of both ideographic and nomothetic notions of how we look at the nature of knowledge.  An ideographic notion is qualitative in nature, while nomothetic is quantitative.  Ideographic notions use inductive reasoning for obtaining and understanding knowledge through first-hand knowledge of the subject under exploration (Nwokah & Kiabel, 2009).  Nomothetic notions use deductive reasoning by employing certain processes of testing hypotheses of existing theory or knowledge (Burrell and Morgan, 1979).
As previously mentioned, the qualitative approach is adopted for this study since the aim is to explore and understand the spin-off phenomenon rather than test a related theory.  Qualitative research helps to study the phenomenon in its natural setting and to address the question of how it is created and represented in the world (Gephart, 2004).  Qualitative methods are used to understand and uncover phenomena that we have little knowledge about (Domegan and Fleming, 2007; Strauss and Corbin, 1990).  Merriam (1998) argues, “Qualitative research is an umbrella concept covering several forms of inquiry that helps us understand and explain the meaning of social phenomena with as little disruption of the natural setting as possible” (p.5).  In this study the aim is to understand spin-offs and explore the new knowledge area by using the qualitative approach, which is suitable and proper to investigate spin-offs and define the relationship between the parent company and the spin-off team skills and knowledge during the spin-off creation process.  A qualitative approach is adopted in the current study for its various characteristics, as identified by Merriam (1998, p.11):
[bookmark: _Toc418369352]Table 3 Characteristics of qualitative research 
	Sl.
	Characteristics of Qualitative Research

	1
	The goal of eliciting understanding and meaning

	2
	The researcher as primary instrument of data collection and analysis

	3
	The use of fieldwork, inductive orientation to analysis

	4
	Findings that are richly descriptive



Other researchers have also described the usefulness of qualitative research (Maxwell, 1998, p.221), as shown in Table 4:

[bookmark: _Toc418369353]Table 4 Usefulness of qualitative research
	Sl.
	Usefulness of Qualitative Research

	1
	Understanding the meaning that participants in a study give to the events, situations and actions that they are involved with; and of the account they give their lives and experiences

	2
	Understanding the particular context within which the participants act, and the influence this context has on their actions

	4
	Understanding the process by which events and actions take place

	5
	Developing causal explanations



Qualitative research is used when the researcher tries to develop a deep understanding of a phenomenon and to describe it in detail from the participant’s point of view (Myers, 2008). Qualitative methods help to understand a phenomenon from a participant’s perspective, in addition to developing new recognition of a situation that needed to be studied within its context (Al-Busaidi, 2008).
[bookmark: _Toc384899664][bookmark: _Toc407627261][bookmark: _Toc418369317]Case study approach
The methodology used for this research is the case study approach. Yin (2003) defines “case study research” as “an empirical inquiry that investigates a contemporary phenomenon within its real-life context” (p.13).  In addition, the case study strategy is suitable for exploring research issues in depth (Cassell & Symon, 2005), particularly when little prior understanding of the research phenomena exists (Hartley, 1994).  Furthermore, Cassell and Symon (2005, p.45) state that the case study strategy is suitable to explore the new issues in depth.  Berg (2001) considers case studies to be “exploratory, explanatory, or descriptive" (p.230). Other researchers define additional reasons for using case study research as listed in Table 5 (Benbasat, Goldstein and Mead, 1987, p.370):
[bookmark: _Toc418369354]Table 5 Reasons to use case study research
	Sl.
	Reasons to use case study research

	1
	To study the phenomenon in its natural setting

	2
	To understand the nature and complexity of the processes taking place by asking “how” and “why” questions

	3
	Research is being conducted in an area where few, if any, previous studies have been undertaken.



A single case study can be used to represent a significant contribution to knowledge and theory building (Yin, 2003). As stated by Tellis (1997), “Single cases are used to confirm or challenge a theory, or to represent a unique or extreme case” (p.12). Some researchers have successfully used a single case study to explore issues related to spin-off creation and technology transfer (Moray & Clarysse, 2005; Shane & Stuart, 2002). There is no doubt that a single case study can be used to understand research issues, but if there is more than one available case during the research investigation, it will be preferable to look at as many as possible (Davison, 2001).  The reason is that the context to each case will be different and studying multiple cases will allow the researcher to understand the unique context of each case and understand the similarities and differences between the cases (Baxter and Jack, 2008).   Also, Yin (2003) describes the motive of choosing the case studies as either to “(a) predict similar results (a literal replication) or (b) predict contrasting results but for predictable reasons (a theoretical replication)” (p.47).  The current study uses multiple cases to find the similarities and differences between the study’s cases to better understand the spin-off phenomenon.   
A question will be raised of the number of participants needed for interview in connection to a single case study. Patton (1990) states, “There are no rules for sample size in qualitative inquiry. Sample size depends on what you want to know, the purpose of the inquiry, what’s at stake, what will be useful, what will have credibility and what can be done with the available time and resources” (p.184). The aim is to reach a saturation level where no new or relevant data is gained on the study factor or category or, as stated by Strauss and Corbin (1998), to “sample until theoretical saturation of each category is reached” (p.188). 
[bookmark: _Toc384899665]

Other qualitative methods
Other approaches can be used, but case study is the most appropriate for such research.  Ethnography takes a similar approach to case study, but it cannot be used for the present purpose as the researcher has to understand and interpret the situation in the same way as the participants. This can only be achieved through personal involvement, which takes a long time to conduct and requires very detailed observation.  In the case study approach, the researcher can easily define boundaries, time and place.
The phenomenological approach examines the experience of a person or an event and aims to “describe the meaning of the lived experience for several individuals about a concept or phenomenon” (Creswell, 1998, p.51). Such an approach is not appropriate for this research since the aim is to study and identify the parent company support level and spin-off team skills / knowledge required during the spin-offs creation process.
The narrative approach focuses on storytelling of individual experience, which is unrelated to exploring the spin-off creation process. Grounded theory aims more towards generating a theory from a new field rather than understanding an event such as a corporate spin-off. Action research also helps in studying any issue in detail similar to the case study, but it is different in that the researcher becomes part of the case/organization or research context and intervenes in creating changes, which is beyond the scope of this research. 
[bookmark: _Toc407627262][bookmark: _Toc418369318]Data Collection
Case study research uses multiple data collection sources to ensure and enhance data credibility (Patton, 1990; Yin, 2003).  Yin (2003, p.78) suggests that multiple data sources can be used in a case study, such as:

[bookmark: _Toc418369355]Table 6 Case study - multiple data sources
	Sl.
	Multiple data sources of case studies

	1
	direct observation of activities and phenomena and their environment

	2
	interviews – structured or unstructured

	3
	documentation, such as written, printed or electronic information about the company and its operations

	4
	records and charts about previous use of technology relevant to the case



To gain a holistic perspective of the phenomenon being examined in this study, the primary data were obtained through personal interviews with the top management team from the parent company, mid-management levels at the spin-off company and other spin-off team members who were transferred from the parent company or were part of the spin-off decision. All interviews were based on semi-structured questions and lasted for 45 minutes, using a common interview protocol to ensure the same understanding and conversation environment, followed by intensive note taking (due to some interviewees’ reluctance to audio record the interviews). In order to enhance information accuracy, the interview transcripts were later sent to the interviewees for confirmation. The interviews were conducted at the interviewer’s office. The data collection process incorporated reviewing secondary data from the studied cases on the topic of spin-off.  The secondary supporting data sources stemmed from the company’s websites, internal reports, procedural documents and external reports.  Triangulated data collection sources were used to make the findings more valid and less subjective.  Internal reports included financial reports, internal audits, risk evaluation reports of the three studied cases, as well as operational and management procedural documents of the studied companies.  In addition to the company’s self-reported information, third-party external reports were conducted using consultation companies to evaluate the status of each company with respect to the parent company and understand the market situation after spin-off.   The evaluations were conducted by business management consulting firms Booz & Company (for Alpha and Gamma) and Bain & Company (for Beta), which provided the parent companies with complete information about the spin-off units and the critical status of each entity.   The third-party reports helped to clarify the situation after spin-off and some problems faced during the spin-off creation process.   Both internal and external reports were shared at the parent company offices to gain more details of both parent company and spin-off unit positions during the spin-off creation process.
[bookmark: _Toc361100516][bookmark: _Toc362135026][bookmark: _Toc362148401][bookmark: _Toc384899667][bookmark: _Toc407627263][bookmark: _Toc418369319]Interview design
Interviews are a useful way to collect information through a set of questions.  The main advantages of interviews are that the researcher is allowed direct contact with the participants to obtain detailed information and gather rich data from fewer participants (Shneiderman & Plaisant, 2005).  Interviews are of different types, such as unstructured, structured, and semi-structured with individuals or groups.  For this study, semi-structured interviews were used with open-ended questions to give participants the opportunity to elaborate and produce rich data in relation to the research objective.   For the current research, the questions were designed to discover the factors that influence the spin-off creation process.  The interviews started with general questions about the interviewee’s spin-off involvement, number of years served with the spin-off company and general information about the spin-off company, from when the idea was founded to the current date. (See Appendix A for questions.)
[bookmark: _Toc407627264][bookmark: _Toc418369320]Method of data analysis
For data analysis, two methods were used to analyze multiple cases (three cases): template analysis and cross case analysis (Merriam, 1998).  Each case was studied and analyzed separately using the template analysis method to gain in depth analysis of each case.  After the analysis of each case using the template analysis method, cross case analysis was used between Cases 1, 2 and 3 to find the key factors related to spin-off creation process.  Cross case analysis helps to find the similarities and differences among the study cases and to find the factors that affect the creation process of spin-off.  As stated by Yin (2003), multiple cases enable researchers to replicate findings across cases and find the differences within and between cases.    
A template analysis was used to guide the analysis of this study. Template analysis is a method of organizing the qualitative data, from textual format to hierarchical themes led by building relations between the found themes. Template analysis is suitable to be used for a large set of data using a single case study (Brooks & King, 2012).  Template analysis is useful in providing a framework to gain a deep understanding of the objectives of this study (Stein, Lauer & Kharbili, 2009); in addition, it facilitates the comparison of the collected data from different groups of interviewees within a specific context (Cassell & Symon, 2005).  Template analysis is widely used in healthcare research (Crabtree & Miller, 1999; King, 2004) and business and management qualitative research (Waring & Wainwright, 2008).  The advantage of using template analysis is its flexibility and ability to be modified according to the needs of the study’s particular topic. King (1998) states, “The discipline of producing the template forces the researcher to take a well-structured approach to handling the data, which can be a great help in producing a clear, organized, final account of a study” (p.133).
Template analysis was started with pre-coding based on academic literature, the researcher’s personal experience as well as anecdotal and informal evidence (Cassell & Symon, 2005). This was followed by building the prior themes of the data, which were refined continuously throughout the interviews by deleting irrelevant themes and codes. The prior themes were tuned, and the final theme was established before proceeding with the final data analysis and deeply exploring the study’s outcomes. To reach a highly confident level of the final codes and themes, the transcribed data were read at least three times to feel comfortable and confident about the final frame and to not ignore any codes or themes that may add value to the study.  After a few interviews some of the codes and themes were deleted and final themes related to the current study were kept for further evaluation.  Figure 1 shows the final code template established after refining and modifying the initial codes and themes.  The final themes were based on the research objective and interview questions, which served as the source for interpretation of the study outcomes and comparison of the findings among the study cases.  The final themes in relation to the spin-off team were prior network experience, management skills, team diversification skills and functions and previous start-up expertise.  Themes related to parent company support were found to be protective and supportive levels.
Spin-off creation process
Spin-off team
- Prior network experience 
-Management skills/knowledge 
-Team diversification skills and functions
- Prior start up experience (Beta and Gamma)
Parent company support
- Protective 
- Supportive 

[bookmark: _Toc418329557][bookmark: _Toc407627265]Figure 1 Final code template (Template analysis)

[bookmark: _Toc418369321]Methodology conclusion and summary
The current research is based on a qualitative method, trying to understand the factors needed during spin-off creation processes through participants’ experience within UAE, using deep data collection methods and analyzed in an inductive way.
This study seeks an in-depth exploration of the emerging corporate spin-off phenomenon within specific organizational boundaries in the UAE setting; case study methodology is considered most suitable in answering the main research question of how a corporate spin-off works independently from the parent company and the spin-off team’s skills and knowledge.  Multiple cases were selected in order to find similarities across the cases and deeply study the spin-off phenomenon across the three study cases.  Also, due to a lack of previous studies on spin-offs in the UAE, case study methodology is considered to be appropriate for achieving the research objectives.  
Two data sources were used for this study: interviews and secondary data sources, to describe the individual cases in context.   All interviews were recorded and shared with the participants to validate their input and find any missing input that may improve the study’s findings.   Two analysis instruments were utilized to gain insights into the three study cases to develop categories.  Template analysis was used to analyze each case study and gain deep understanding in relation to the research objective and questions, followed by cross case analysis to identify and find the similarities and differences between the three study cases. This dissertation builds on three case studies, rather than on a single-case study, to improve the validity of the findings, as using multiple methods helps to increase the trustworthiness of the findings of the research (Denscombe, 2003).     
[bookmark: _Toc418369322]Study cases background (general information)
The three investigated spin-off cases are summarized below, along with the outcome of the interviews.  
[bookmark: _Toc407627266][bookmark: _Toc418369323]Case study 1 - Alpha
The first case considered for this study is a construction precast industrial company called Alpha. The precast industry is one of the major business sectors in the UAE building and construction field. While the market has great potential, there are few specialized companies that provide such services. Many factories operate under a larger construction company, as it is more convenient and safer than getting new projects from the external market. Alpha was established to meet the market growth demand and to compete in the building precast industry. Alpha was spun off in 2001 and became a leading company manufacturing different types of precast products in the UAE. The parent company's strategic decision was to ensure that it would become one of the leading companies that manufacture different types of precast products in the UAE as few international competitors have penetrated the UAE market. As a new company in the market with a good record of projects accomplished at the parent company, Alpha had an advantage on entering the market with a strong projects completion list. Alpha has become one of the key players in the market with many projects gained in the UAE region. 
[bookmark: _Toc407627267][bookmark: _Toc418369324]Alpha Participants
The participants were seven employees who were involved during the spin-off creation process. Four participants were top managers from the parent company who were involved during the spin-off creation and were part of the decision and development team. The other three participants, who also worked as part of the spin-off project team prior to the spin-off creation, were from the spin-off team who relocated to the newly created company and were also involved during the spin-off creation. To report the data and results for the current study, pseudonyms were assigned to each interviewed participant to avoid any conflict and for the confidentiality and privacy of individuals and companies; no real names will appear in this study. The participants from Alpha are Rajen, John and Mike. Those from the parent company are Khalifa, Ahmed, Thomas and Mabkoot (see Table 3 for a summary of details).
Khalifa is the chairman of the parent company who has worked at the parent company since 1999. The idea of a spin-off was formed, managed and executed under his supervision until Alpha was realized in the market and is now considered one of the prominent companies in its industry. Ahmed is the HR manager who has been working for the parent company for over 25 years and was one of the headhunters of key personnel to join Alpha during the spin-off creation process and to improve the knowledge and experience gaps of the existing spin-off team. Thomas is the procurement manager who has been working for the parent company for 25 years and was involved as part of the decision committee during the spin-off creation process.  Mabkoot is the financial manager who has worked for the parent company for 30 years, handling all the financial aspects. He evaluated the spin-off creation and assessed the risks associated with the first stage of the spin-off creation process.
Rajen is the project procurement coordinator who has worked for Alpha for more than 20 years and was part of the spin-off team. He has moved to work at the spin-off company. Rajen was one of the spin-off team who lived through the transformation period of Alpha from a department at the parent company to a new private entity that competes in the external market. John is the estimation and planning manager who has worked at Alpha for more than 15 years and was involved in the spin-off creation process as he helped to complete the market study plan/report and recruited some of the newcomers to Alpha. Mike is the general manager of Alpha who moved with the spin-off team to handle and manage the new company’s operations as he had a strong understanding of the market. Mike has more than 25 years of experience and was involved in the spin-off decision and process. 
[bookmark: _Toc418369356]Table 7 Summary of the Study Participants –Alpha case 
	Responsibilities
	Title
	Name

	Monitoring progress throughout the spin-off creation  process
	Parent company chairman
	Khalifa

	Evaluating and recruiting key personnel to the spin-off team (headhunter of key personnel)
	Human resources manager 
	Ahmed

	
	
	

	
	
	

	Part of spin-off committee to assess spin-off creation decision
	Procurement manager -Alpha
	Thomas

	Evaluating the spin-off creation in relation to required funds and financial issues
	Financial manager
	Mabkoot

	Part of the spin-off team and coordinator managing the resources exchange between Alpha and the parent company 
	Project procurement coordinator – Alpha
	Rajen

	Completing the market study plan/report and recruiting some of the newcomers to Alpha
	Estimation and planning manager – Alpha
	John

	[bookmark: _Toc407627268]Handling Alpha operations and managerial aspects during the spin-off creation 
	General manager – Alpha
	Mike



[bookmark: _Toc418369325]Case study 2 - Beta
Beta was formed in 1993 to build up a hydrographic survey capability section within the organization. Since then, Beta has expanded remarkably and the management has realized that the experiences gained over the years can be utilized as a new business line. Beta parent management decided to propose Beta as an external company giving the opportunity to offer UAE clients their survey services. Moreover, the total value of the external market was estimated to be over 50 million USD, which was considered an attractive business opportunity. Prior to the official spin-off movement, the company had been under an evaluation period to monitor its spin-off efficiency and profit.  After this evaluation period, the management decided to proceed and announced the full spin-off.  At the evaluation period, which ended by the last quarter of 2012, Beta worked as an isolated private company with all resources such as planning, budgeting and other required facilities owned by common private companies in the market.   The company developed its own theme of interaction with market clients and participated in international exhibitions under their own name and brand.  Originally, the spin-off company was proposed by two managers, the survey manager and the offshore department manager, who sought to explore the external survey market and increase profit by serving other clients rather than the parent company alone.  It was clearly mentioned on the company spin-off document that the spin-off decision had been implemented due to several reasons, as claimed by their founders:
[bookmark: _Toc418369357]Table 8 Beta parent company spin-off decision 
	Sl.
	Beta Parent Company Spin-off Decision

	1
	Great knowledge intensive business opportunities that create high level job opportunities with very attractive income. 

	2
	Improvement of the survey operations’ efficiency and minimization of the indirect cost associated with survey system breakdown.

	3
	With the existing setup, it is difficult to maximize the utilization of the resources (dead assets).

	4
	Fixed costs of Beta which can be shared with the external market.

	5
	The actual value and performance is not reflected within the parent organization.

	6
	Business Expansion with low risk and implementing a diversification strategy.

	7
	Avoidance of slow decision making process to adopt quick response for external market.



Beta as separate entity worked under the parent company from 2010-2012 for a trial period to see its potential for growth and profit before a final spin-off decision was made. During the trial period, there was minimal control of the parent company over Beta operations.  In addition, the parent company used a third-party auditing service to evaluate, assess and monitor the spin-off decision and implementation.  
The parent company management decided to isolate Beta’s operations in order to give them full control over their decisions for both internal and external projects.  The idea behind this was to give Beta the full authority to work as an independent company, from the commercial and technical bid offering process to executing the project and submitting the final product to the client. Beta’s assets in term of equipment and facilities used are the same as when it was a part of the parent company due to the protective support provided. For example, the parent company provided Beta with the capital required to start up and provide services to external clients.   The parent company will continue supporting Beta until it builds its own capabilities and skills to work fully independently.  In addition, the parent company will share a variety of its resources during the trial period until the new spin-off company is capable of working by itself.  By mid 2013, Beta’s parent company formed a corporate office to support Beta with different HR, IT and other administrative resources as the management wanted to reduce the cost of such activities.  In addition, the Beta parent company wants to benefit from the corporate office to spin-off more units in future as the market shows more opportunities that will benefit the parent company.  The corporate office formed as a holding company with Beta as a subsidiary. From there, the top management evaluates new opportunities to spin-off new units.   
The Beta spin-off team members are the same who were working for the parent company at the time of spin-off.  They moved along with Beta to utilize their technical background and knowledge to establish operations at the new company.   The spin-off team has good operational, technical and managerial skills.  Some team members have substantial business experience and hold MBAs, which add value to the company.  The managerial skills and knowledge in handling Beta’s operations was gained from work experiences at the parent company and the education level of the spin-off team.  In addition, the administrative, commercial and technical bid offerings and other paper work procedures were handled successfully by the spin-off team due primarily to past experience and intensive training at the parent company.
[bookmark: _Toc407627269][bookmark: _Toc418369326]Beta participants
In this case, six participants were selected who were involved at the beginning of the spin-off creation from the time of idea generation through to the implementation phase. Three participants were top managers from the parent company who were part of the spin-off decision and involved throughout the three phases of spin-off creation process. The other three participants were employees at the parent company prior to the spin-off creation and were also part of the spin-off team and remained part of the new spin-off company handling different responsibilities.   Again, pseudonyms have been assigned for each interviewed participant. The participants from Beta were Abdulla, Yousif, and Mansoor.  Those from the parent company were Hilal, Majed, and Talib.  Table 4 contains a summary of participant details.
Hilal is the chief executive officer (CEO) at the parent company, having joined the parent company in1990. Hilal supported the spin-off idea of Beta when it was a department within the parent company, believing that spinning off Beta would have a huge impact on increasing the profit margin, in addition to meeting the market needs of Beta services, as there are few key players which that can provide the same technical services to clients in the same field.  Majed is the Vice President of operations at Beta who has been working for the parent company for over 23 years. He prepared the market study for the parent company board of directors to convince them of the spin-off idea and its great potential for returns, which was later the motivating factor for the buy in. Talib is the financial manager who has been working for the parent company for 20 years, handling all the financial issues in term of the internal and external funds, in addition to the capital required to create the new spin-off company. Also, Talib was part of the spin-off committee at the parent company responsible for assessment of the risks associated with the spin-off creation. 
Abdulla is the general manager at Beta who worked at the parent company for more than 16 years and is one member of the spin-off team.  The spin-off idea was introduced by Abdulla, along with his colleague Yousif, both of whom were part of the spin-off team committee who studied, developed, executed and managed the spin-off creation.  Yousif was part of the spin-off team who lived through the transformation period of Beta from a section within the parent company to a new private entity that competes and operates at the external market away from the parent company.  Yousif had studied the spin-off idea in detail and added a few needed positions during the spin-off creation to overcome the company’s reservations related to some administration and financial posts. Mansoor is the operations manager who has worked at the parent company for more than 15 years and was involved in the spin-off creation process and the compilation of market knowledge and recruited some of the newcomers to Beta.
[bookmark: _Toc418369358]Table 9 Summary of the Study Participants – Beta case
	Responsibilities
	Title
	Name

	Member of board of directors to assess spin-off creation and exist  of Beta as a private company to the market
	Chief Executive Officer -CEO
	Hilal

	Conducted business study to guide the top management regarding the risks and opportunities
	Vice President - Operations -VPO  
	Majed

	Evaluated the spin-off creation in relation to required funds  (internal & external) and financial issues
	Financial Manager
	Talib

	Idea co-originator, developer, executor and manager of the spin-off creation
	General Manager – Beta
	Abdulla

	Idea co-originator, developer, executor and manager of the spin-off creation, in addition to being focal point between Beta and parent company
	Engineering Director  – Beta
	Yousif

	External market expert and member of steering committee to recruit newcomers to fulfill the new posts during and after spin-off creation.
	Operations Manager  – Beta
	Mansoor


[bookmark: _Toc407627270][bookmark: _Toc418369327]Case study 3 - Gamma
Gamma was formed in 1971 as a unit within the parent company to provide the parent company with dedicated mapping, surveying, submarine cable installation, inspection, maintenance and repair services. From that time, Gamma developed a comprehensive level of expertise and experience that has been transferred to the spin-off company. Gamma will continue this tradition of service by building on its heritage to deliver subsea services to better serve the existing customers in the offshore oil and gas and communication cables markets, in the UAE and other regions.  Gamma focuses on providing a strategic capability for the UAE and supporting clients in both the government and commercial sectors with high quality national level subsea services.  
Gamma was separated from the parent company in 2007 as a private company to execute external projects in the UAE market rather than pursuing only the parent company’s projects.  The spin-off decision took four years (from 2007 to 2011) to implement and for an independent entity to be established.  The spin-off team of Gamma was working as a section within a department at the parent company, prior to the spin-off creation or separation.  The same spin-off team has become a core asset of Gamma with its unique skills and knowledge and manages to operate the spin-off unit away from the parent company.  The spin-off movement or creation was slow since the decision to be made was by a semi-government body with a high approval hierarchy of the top management.  Apart from Gamma’s core business activities of submarine cable inspection and maintenance, Gamma provides advanced storage facilities for submarine cable and accessories in a controlled environment and in accordance with the highest international standards, along with testing and jointing by qualified testers and jointers. These storage facilities guarantee longer cable life which makes Gamma a unique service provider with advantage over competitors.  
The support level of the parent company was high during and after the spin-off development as the parent company provided Gamma with all required resources at the beginning until the final stage of the spin-off of Gamma to a private company.  Prior to the spin-off, the parent company gave Gamma the resources required to establish the new spin-off company in terms of funds and new employees with different levels of work experience.  The aim was to spin-off the unit with full internal and independent capabilities.  
The spin-off team members were the same who worked at the section within the parent company prior to Gamma becoming a private company, thus they have been in the market for a long time and have considerable experience in their industry.  Gamma’s website states that in such a fast-moving sector, investing in people in order to retain a competitive edge and maintain leadership status is as vital as acquiring the very latest technology.  For this reason, Gamma is committed to offering its employees quality in-house training and providing them with the field’s latest technology and development opportunities. In a strategic decision, the parent company of Gamma decided to move all the non-technical operations to an office controlled and managed at the parent office called the “corporate office”, which provides the spin-off company with the human resources, information technology and other services required.  The goal is to reduce the need for adding a section that already exists at the parent company and to have more control and monitoring of the spin-off unit.  
[bookmark: _Toc407627271][bookmark: _Toc418369328]Gamma participants
Six participants were interviewed who lived through the transformation of Gamma from the stage of being a business case to becoming a separate company.  Three participants were from the management members of Gamma’s parent company who were involved during the spin-off creation, and three other participants were Gamma employees who had been part of the spin-off creation.  These latter three Gamma employees were at the parent company prior to the spin-off creation and were involved directly during the spin-off creation process from the birth of Gamma as a private company serving both the external market and the parent company. For privacy reasons, pseudonyms were assigned for each interviewed participant. The participants from Gamma were Faisl, Alex and Nazar. Those from the parent company were Moutassem, Anas, and Tariq. Table 5 offers a summary of participant details.
Moutassem is the managing director of operations at the parent company where he has worked since 1989.  He was part of the spin-off committee who studied the market prior to the spin-off and was one of the presenters of the spin-off idea to the parent company’s board of directors.  Moutassem supported the spin-off idea since he believed it had potential to serve the external market.  Anas is the asset management advisor at Gamma’s parent company who has worked for the parent company for 20 years and was part of the spin-off committee for studying the external market and auditing the internal capabilities of Gamma prior to spin-off.  Tariq is the risk manager at the parent company with more than 15 years of experience and one of the key players in the spin-off creation as he developed the financial study of the spin-off.  His job was to study the required capital and financial resources to create the new spin-off company and to determine the payback.
Nazar is the general manager who has worked at Gamma for more than 17 years and was involved in the spin-off creation process. He helped to complete the market study report and recruited some of the newcomers to Gamma.  Nazar moved with the creation of the spin-off and used his background to gain projects from the market.  With his experience at the parent company and market relationship with key players, he developed a well-structured network that developed the market for Gamma prior to the actual separation from the parent company. Faisl is the technical manager who has worked at Gamma for more than 10 years and was involved in the spin-off creation process, having had previous experience in establishing a new company.  Also, he had prior market knowledge and used his experience to recruit new staff to Gamma to fill the empty required posts at the new company.  Alex is the operations manager working with Gamma from the beginning and was a vital part of the spin-off team given his market knowledge and experience that helped in the spin-off creation process.  
[bookmark: _Toc418369359]Table 10 Summary of the Study Participants – Gamma case
	Responsibilities
	Title
	Name

	Spin-off committee member, studied and presented the spin-off idea to the parent company board of directors.  
	Managing Director (operations) – parent company
	Moutassem

	Spin-off committee member, developed research of external market and internal capabilities of the spin-off section (prior to management decision on spin-off) 
	Asset Management Advisor (AMA) – parent company
	Anas

	Financial analysis of spin-off creation, evaluated the spin-off creation in relation to required funds and financial issues
	Risk Manager – parent company
	Tariq

	Part of business study team for spin-off creation and implementation of the spin-off idea.  
	General Manager - Gamma
	Nazar

	Part of spin-off team and had experience of startup.
	Technical Manager - Gamma
	Faisl

	Part of spin-off team and had market experience that help to evaluate the spin-off idea and creation process
	Operations Manager  – Gamma
	Alex


[bookmark: _Toc407627272]
[bookmark: _Toc418369329]Case Study findings (based on interview data)
The support level of the parent company showed change during the spin-off creation process, and two levels of support have been identified: protective and supportive levels.  In addition, some spin-off team members’ skills and knowledge were found to have been used or developed during the spin-off creation process.  In this section, I will describe the support level provided by the parent company toward Alpha, Beta and Gamma, in addition to the nature of the spin-off team knowledge and skills required during the spin-off creation process, supported by excerpts from the interviews.  The findings gave insight into the existing support mechanism from the parent company, which changed during the spin-off creation process from protective to supportive mode, in addition to the required knowledge and experience of the spin-off team to manage the spin-off during the spin-off creation process.
[bookmark: _Toc407627273][bookmark: _Toc418369330]Parent company support
The support between the parent company and spin-off unit is important during spin-off creation process.  The relationship offers many benefits that enhance the spin-off, including shared business advice in the new area, such as marketing, networks and skills (Bollingtoft & Ulhoi, 2004; Chan and Lau, 2004).  The relationship, facilitated by the parent company’s support, is key to spin-off creation process because it often helps improve the spin-off unit’s performance. However, the degree of support needs to be examined during the spin-off creation process, thus it was investigated in this study.


Alpha findings: 
	The data collected from Alpha’s interviews identified that there is a support level from the parent company that changed during the spin-off creation process depending on the needs of the spin-off company and the management decision of the parent company.  As stated by Khalifa, the chairman of the parent company, support to the spin-off company is a must prior to the final stage of the spin-off creation process because the new entity needs to compete in the open market.  Khalifa stated the following:
As a new entity, it can’t have its full capabilities to sustain at the initial stage… It is like your child.  You only leave him with little support when you feel that he can manage himself, and you are then satisfied when witnessing the outcomes… When it becomes a full-fledged company, we reduce the support by creating a corporate office, which only supports the basic needs as of administrative, human resources, IT, and accounting resources, and the rest is done by Alpha. (Individual interview, Alpha)
Rajen, the project procurement coordinator, also added a further explanation of the support level of the parent company used during the spin-off creation process, as he mentioned the following:
At the beginning, the parent company was implementing and controlling the way of support, which means that they are the ones who are providing all the administrative, HR, IT, financial, and operation levels of support.  In the end, when Alpha spin-off a corporate office established on the parent company to handle administrative, HR, and IT issues, and as of Alpha, we were the ones who looked at the operational, technical, and market/marketing issues. (Individual interview, Alpha)

The support level is essential during the spin-off creation process to establish the new entity. Alpha needed this support in order to work as a successful independent company.  The support level was reduced during the spin-off creation process when the parent company found it was appropriate to leave the newly formed company. A corporate office was established by 2001 as a facility provider to offer support to Alpha with non-technical and administrative resources.
Beta findings:
The same finding was revealed from Beta participants related to parent company support.  The parent company developed a range of support activities that helped Beta to stand alone at the beginning and work in the new competitive external market.  As stated by the chief executive officer of Beta’s parent company:  
Beta was one of the new experiences to us.  The idea came from very active employees at the company.  We liked the idea and support the new changes that will improve the company general profit margin as the new project (spin-off Beta) will do more external jobs.  There is huge money in term of assets and human capital, so we monitored Beta and support it with variety of resources ranging from human to the capital resources.  (Individual interview, Beta)

Abdulla, the general manager of Beta, added that there were changes in the support level as the spin-off company moved from the evaluation period to the announcement of Beta as a new company in the market whose new vision and mission varied from that of the parent company.  Abdulla mentioned the forming of a corporate office to support Beta with different administrative resources while Beta would focus on other operational and technical resources.  Abdulla stated that:
The parent company was so supportive at the beginning and supports us in all areas to make sure that we can survive and compete with other aggressive existing companies in our market.  After the evaluation and announcement of Beta, the parent company reduced the direct support and established a corporate office which shares the administrative, IT and other basic services…Beta now is responsible to take care of operational and technical resource and other things carried by the corporate office.  (Individual interview, Beta)
The support mode of Beta’s parent company was to protect the new organization and let it compete in the existing market.  Beta received intensive support at the beginning, and this support reduced over time when the corporate office established in 2013.  A corporate office was established at the parent company to offer Beta with non-technical resources.
Gamma Findings:
	The findings of the Gamma interviews identified two levels of support in relation to the parent company clearly mentioned by the interviewees.  The support level started with fully protective support that made the spin-off unit develop safely and compete in the external market with all required facilities.  The support was implemented during the evaluation period, and in the first six months Gamma was separated totally from the parent company.  After the first six months, the parent company decided to have a corporate office to handle the administrative activities and keep control over the spin-off company.  The protective support level of the parent company was described by Moutassem thusly: 
The parent company decided to treat Gamma as if it is a new establishment by providing full support of all kinds of resources.  The idea was to support the new company and protect it from other competitors. (Individual interview, Gamma)
Faisl added that 
as a company, the parent company want Gamma to enter the market with our full support which is done by providing Gamma with our available resources, then we reduce it when the company, Gamma, enters the market by having a sort of office that gives the administrative and other few services to Gamma. (Individual interview, Gamma)

Gamma had gotten the required resources from the parent company as it was new in the market.  The support started in productive mode then was reduced after the spin-off, and a corporate office was established to provide Gamma with administrative facilities.        
[bookmark: _Toc407627274][bookmark: _Toc418369331]Spin-off team skills and knowledge
As identified in the interviews, four main factors are required to enhance the spin-off in relation to spin-off team skills and knowledge during the spin-off creation process.  These factors are prior network experience (market knowledge), management skills and knowledge, team diversification and prior start-up experience.
[bookmark: _Toc407627275][bookmark: _Toc418369332]Prior market experience
	Prior knowledge of the market increases the opportunities that the company can identify in the existing market or industry (Shepherd & DeTienne, 2005; Shane, 2000).  Firms with market knowledge and experience have the know-how which significantly helps to recognize customers, clients and suppliers (Westhead, Wright & Ucbasaran, 2001).  Spin-off teams with market experience are most likely to help the company to compete in the external market (Shane & Stuart, 2002).  Previous studies show the importance of prior market experience to identify opportunities and markets that can be entered (Castainias & Helfat, 2001).  Prior market experience is an important factor to spin-off companies and is embedded within its spin-off team.  Below are the findings of the three study cases in relation to prior market knowledge.  
Alpha findings
The Alpha team had little network knowledge at the beginning, as revealed by Ahmed:
We recruit some people from the same field with experience as the company has to have people with more market experience in this industry market… We overcome market limitations by having human resources by providing skilled employees with knowledge in this industry because we were not aware of the market at the time of the spin-off. We also had a vague idea that we are going to start the business. During this process, we acquire some of the market knowledge, and we keep developing it. (Individual interview, Alpha)
The lack of market knowledge by the spin-off team and the need to recruit new employees were also shared by John:
They recruit some new people from other companies, who have more experience in this industry and network all over the precast clients. (Individual interview, Alpha)
Market knowledge is an important factor that Alpha recognized during the spin-off creation process because it helped them to explore the market and improve their situation.  It was accomplished by gaining market experience over time and recruiting expert employees with existing knowledge of the market.
Beta findings:
Throughout the interviews, Beta management described the need for prior market knowledge while creating the new spin-off company.  Comments such as this one by Majed were common: “Our team knows the external market prior to the spin-off creation of Beta, our team had a good network with other members from other organizations, and knows what the market required” (Individual interview, Beta). In addition, Abdulla elaborated on the team members’ experience in the market that was gained during their work at the parent company and through participating at external exhibitions and conferences.  Abdulla stated that "our market experience helped us to know the market requirements and know the key players.   We had the important information to know where to go and gain projects and clients that need our services.”  The market knowledge helped Beta’s management to know its customers, suppliers and shareholders prior to and during the spin-off creation process.
Gamma findings:
The Gamma team had the advantage of prior market experience gained from the competitive environment.  As Nazar stated, 
My team had the required and essential market facts or knowledge that helped us a lot prior to the separation of Gamma.  We were able to secure our external client or customer and build a good relation that helped us after the final spin-off. (Individual interview, Gamma)

Alex also added, “We know our customer and where to look to find projects…. Myself and our team had the market knowledge and we know our self and our competitors" (Individual interview, Gamma).
	Gamma benefitted from its employees’ prior market experience and knowledge as it guided them to better find projects and compete in the external market.  As found through the interviews, prior market experience helped the Gamma team to understand the external network needed by the spin-off unit and how such networks assisted Gamma to proceed with a solid background in the external market.  
[bookmark: _Toc407627276][bookmark: _Toc418369333]Management knowledge/experience
	A team with management experience has the capability to run a company in terms of monitoring and controlling tasks and resources.  Better resource management in a firm leads to higher quality opportunities and higher performance (Chandler & Hank, 1994).  The important task of a team that has management experience is to convert the available resources into value generating activities (Castanias & Helfat, 2001) that help firms to start up and grow (Chandler & Hank 1994; Duschen & Gartner, 1990; Chandler & Jansen, 1992).  A firm with individuals who have management experience is productive and more innovative and quality-oriented (Chandler & Hank, 1994). The three case studies show the need for management experience to manage the newly formed company as illustrated below.
Alpha Findings:
The spin-off team needs to manage its own new company as a separate entity during the spin-off creation process, as explained by Ahmed, the HR manager:
The technical skills and knowledge was there. We only need to add technical people to the technical department to cope with the increased demand; however, we were not so good at managing the new company during the spin-off creation as we lacked management skills and knowledge, which are important. We were not mastering management skills and experience as all work used to be done by the parent company, but over time, with the newly recruited team experience and interaction with management experience and background, Alpha survived and is still operational up-to-date. (Individual interview, Alpha)
Thomas also confirmed and supported the need for management knowledge. He stated that “technical knowledge exists and we know how to manage it, but in order to work as a separate company, we need to develop the management knowledge within our spin-off team.” Although technical knowledge is the backbone of Alpha, the knowledge of how to manage the new company is an important aspect.  It is a key factor of Alpha separation during the spin-off creation process.
Beta findings:
	Management experience was demonstrated by the Beta team as most of them had gained a second management certificate (degree), which helped them to manage the newly formed spin-off company.  Also, Yousif stated that “during our work at the parent company, we learned and developed our management skills of how to deal with different management aspects which also helped us a lot as a team of Beta to work smoothly and manage Beta.”
	Mansoor also confirmed the advantage that the Beta team had as they were able to manage the spin-off company due to their skills in managing people, communicating and problem solving.  Mansoor stated that “our team had the management skills that help Beta to work and manage our team and solve problems.  Also, we are a team that shares our knowledge by communicating our experience between us to overcome problems and better manage Beta.”
Gamma findings:
	The Gamma team was able to manage well as its members had the required experience and management skills to deal with the newly formed spin-off company.  The spin-off team was capable of reducing risks, managing, executing and controlling the company’s activities.  Nazar and Faisl both confirmed that they had a team that can easily manage the company as they had held management posts prior to spin-off in addition to their experience prior to joining the parent company. Nazar stated, “We as spin-off team are skilled to handle and manage Gamma, as our team has the background to deal with different managing aspects of Gamma and we used to work as management positions prior to spin-off at the parent company.”
	The Gamma team was up to the challenge of handling the spin-off company due to their experience at the management level both before and after joining the parent company.  The spin-off team was capable and knowledgeable in management skills prior to the spin-off creation.  As a result, the spin-off team had the experience to manage Gamma after the separation from the parent company. 
[bookmark: _Toc407627277][bookmark: _Toc418369334]Team diversification (skills and functions)
	Team members with different skills and functional experiences are more effective in solving problems as they can use their experience in terms of attitude, knowledge and perspectives (Hambrick & Mason, 1984).   Researchers found that cross-functionality in teams is important to the success of projects (Pinto, Pinto & Prescott, 1993) and improves the initial growth (Ucbasaran, Locket, Wright & Westhead, 2003).  
Alpha findings:
	The spin-off team had diverse employees with various backgrounds and capabilities.  Mabkoot, the financial manager, supported the advantage of the spin-off team having varied skills and characteristics:
By diversifying their responsibilities and authority, they are getting to perform and be responsible to the spin-off company. By having staff with various skills and knowledge at the spin-off team, we can survive with people having many skills and capabilities to share with other team members. Their capabilities are the key to Alpha success. (Individual interview, Alpha)
Mike addressed the same issue by referring to the team’s diversified background and experience in saying, “We have employed and transferred some of the good team with good knowledge at technical, financial, and sales experience to Alpha” (Individual interview, Alpha).
A team with diversified knowledge and skills in handling Alpha’s operations has had a major and positive influence on the company’s survival.  The team’s ability to integrate resources in a changing environment plays a major role in the spin-off creation process.
Beta findings:
	The Beta spin-off team had a different background and function prior to and during the spin-off creation process.  Team diversification added great value to the team as each member had skills and knowledge that can be shared to improve the team output.  Talib highlighted the advantage of team background diversity:
Our team’s different background and skills in different fields helped us to move forward and be leaders in the market.  Our team has the right capabilities to make Beta a company that has a good market share and compete successfully. (Individual interview, Beta)

Beta team members were the core success of the spin-off creation process as their skill variety and functionality helped them during the spin-off creation process of Beta.  
Gamma findings: 
	Gamma started with a team with different functional backgrounds and skills. All the interviewees mentioned the advantages of such differences and how it worked well with the creation of Gamma.  Anas stated that “our team is the core of our company and their mixed background and skills helped the creation of Gamma and the success of it” (Individual interview, Gamma).  Tariq added, “Gamma with such different employee experience got the chance to succeed as the Gamma team had mixed skills and knowledge which assisted them to reach to the success level” (Individual interview, Gamma).
	Gamma had and still has a team that adds value to its operations and future growth.  The spin-off team with such diversified skills is a key factor to the spin-off creation process and its success.  Team members are at the core of any success and their contribution to any decision or activity is important.
[bookmark: _Toc407627278][bookmark: _Toc418369335]Prior start-up experience
Prior start-up experience helps to deal with new activities and how to overcome the critical junctures in the start-up process (Vohora, Wright & Lockett, 2004).  A team with start-up experience is better at forecasting the required resources and how to access them, thus increasing the chances for survival and growth (Cooper, Gimeno-Gascon, & Woo, 1994).  Duschen and Gartner (1990) revealed that the success of a start-up has to do with it being the right start-up, based on previous experience. 
Prior start up experience was found to be a factor in spin-off creation process, pointed out by two of the studied companies, Beta and Gamma.  The Beta and Gamma spin-off teams mentioned prior start-up experience as one of the key factors to creation process of a spin-off company, as it would be helpful while starting up the new company.  For the team it is important to know and deal with issues that are typical for the business start-up when companies try to set up away from the parent company.  
Beta findings:
	Abdulla, the general manger of Beta, talked about the importance of having start-up experience when they planned to spin-off Beta as a stand-alone operation:
While working for the parent company, I had the experience of establishing new company as we did in India and Malaysia, as I was involved with the legal advice to establish external branches for the parent company.  I used this experience while establishing Beta. I knew the required process and procedure, in addition to knowing the required resources that will be needed for the spin-off creation (Individual interview, Beta).
Yousif supported Abdulla’s comments by stating,
Our start up experience was an important aspect that made the spin-off of Beta run more smoothly; as a spin-off team, we were able to identify the required areas that we basically focused on to create the new company which is Beta (Individual interview, Beta).
Gamma findings: 
	The Gamma spin-off team members all had start-up experience when establishing Gamma.  Nazar, the general manager of Gamma, illustrated the importance of experience during the start of Gamma as a private company:  
We had the required knowledge and experience when the parent company liked the idea of spin-off Gamma.  We had the start-up experience and mechanism to allocate the right both human and non-human resources.  We know what it takes to build a new company from zero to hero.  We had the advantage and opportunity with the right start-up experience that makes Gamma formed in the right way and grows after the start- up or spin-off effectively.  (Individual interview, Gamma)   
	
Anas, the asset management advisor, added that “during the study of spin-off Gamma, our team had the experience of forming a new company which helped us a lot to know the required assets or resources to the new formed company.”  The start-up experience of the Gamma team was an important factor that aided spin-off during the spin-off creation process. 
[bookmark: _Toc418369336]Findings summary
In summary, to illustrate the main events and factors, Figures 2, 3 and 4 capture Alpha, Beta and Gamma spin-off timelines from the beginning to the end of spin-off creation process.  Each figure shows the key spin-off factors and the level of parent company support of the spin-off company, as well as the time taken for each step.   
Figure 2 illustrates the support of the parent company and the spin-off team’s skills and knowledge that need to be available or developed during spin-off creation process. The support level changed from protective mode to supportive mode in the last two phases, while the important skills and knowledge identified were prior market experience, management knowledge and team diversification. Figure 2 shows the birth of the new company and the changes in terms of parent support and skills and knowledge required during the creation process.  The spin-off company started with strong support from the parent company to protect it, and this support reduced as the company entered the new market.  The support started with financial and technological resources at the beginning and was followed by the establishment of a corporate office to provide the spin-off company with the basic administrative, HR, support services and so on.  Since then, Alpha has full control of the technical and operational activities.  During the spin-off creation process, Alpha identified some factors that help spin-off creation which are prior market knowledge, management knowledge and spin-off team diversification. 
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For Beta, Figure 3 shows the support level and how it changed during the spin-off creation process, which started with full support from the parent company as a way to protect the newly formed company.  The support level was full support during the evaluation period, which lasted from 2012 to the middle of 2013, and later changed to supportive level by sharing the administrative resources and leaving the operational and technical activities to be handled by Beta. This occurred when the parent company decided to have a corporate office to support Beta with the required resources.  In addition, the use of the corporate office will continue to support Gamma’s parent company’s plans to spin-off more profit-aimed departments or units not related to its core business, to gain from the external market opportunities and increase the overall profit.
Furthermore, Figure 3 shows the skills and experience that were embedded within the spin-off team that had positive impact on Beta during the spin-off creation process.  These factors were identified during the data collection interviews and recognized as positive factors that helped Beta throughout the spin-off creation process.  During the process, Beta identified some additional factors that helped spin-off creation process, such as prior market knowledge, management knowledge, spin-off team diversification and prior start-up experience.  
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[bookmark: _Toc384899669]Figure 4 shows the spin-off period for Gamma, from the opportunity business plan to the actual spin-off, done around 2011.  The parent company took considerable time to evaluate the spin-off business case and to study the market needs.  Even after the actual spin-off, Gamma is still part of the parent company as it monitors and supports the newly formed company by way of the corporate office with administrative resources.  The parent company demonstrated two support levels toward Gamma, starting with the protective mode during the preparation period prior to the spin-off and ending with the supportive level by establishing a corporate office while Gamma managed the technical and operational matters.  Figure 4 also shows the spin-off team’s skills and experience that were gained from previous work experience, which can be divided into four main factors:  prior market knowledge, management knowledge, spin-off team diversification and pre-start up experience.  These were recognized to be key factors in the creation process of Gamma as it supported the spin-off’s transformation from a unit within a parent company to a private entity competing in the external market.Market Entry


Market Entry
Reorganization Phase
(Sustainment Phase)

Maturity
Transition Phase
(Protective Mode)
Pre-separation
Phase
Planning

Parent Company
Gamma managed 
operational, technical 
and market/ marketing
- Management knowledge and team diversification

Network experience (market knowledge), management skills/knowledge, team diversification and start up experience
Proposal writing 
(Business opportunity)

- Corporate office
Administrative, HR 
and IT resources

Funding
· financial resources 

2007 - 2010
2011
Time (Years)

[bookmark: _Toc406507301]
[bookmark: _Toc418329560][bookmark: _Toc407627280]Figure 4 Gamma spin-off creation process

Figure 5 shows the crucial factors at different phases of the spin-off creation process that are needed to make the spin-off creation decision a success.  The parent company initially provided fully protective support to the spin-off unit to help it at the beginning of the spin-off process and to share resources as required.  Then, the support level changed during the last phase, Sustainment phase, when the parent company established the corporate office to handle administrative activities. In summary, the parent company support level changed along with the phases of spin-off creation process; it started at protective level through the pre-separation and transitive phases and ended at supportive level at the sustainment (reorganization phase) when the parent company established the corporate office.  Figure 5 also shows the spin-off team’s skills and experience that are required during spin-off creation process and which are identified as four main factors:  prior market knowledge, management knowledge, spin-off team diversification and pre-start up experience.  These factors are more important at the transition and reorganization phases to sustain the market position and stand against the existing competitors.  
Pre-separation
Phase
Reorganization Phase
(Sustainment Phase)
Parent company support (Protective level)
Transition Phase
(Protective Mode)

Parent company support 
 (Supportive level– Corporate office)


Spin-off team skills and knowledge
· Prior network experience (market knowledge)
·  Management skills and knowledge
·  Team diversification
· Prior start-up experience


Spin-off creation process

[bookmark: _Toc418329561]
Figure 5 Factors affecting spin-off creation during spin-off creation process/ phases



[bookmark: _Toc418369337]Chapter 5: Discussion of Results
This current study has identified the factors that have an impact on spin-off creation process.  These factors were all analyzed to see how they affect spin-off creation process.  Two important insights have been revealed in this research study: (1) the importance of the parent company’s support and (2) the benefit of diversity of skills and experience among spin-off management team members during the spin-off creation process.  The support levels of the parent company at different stages of the spin-off creation process have a significant impact on the success of the new company.  In addition to parental support, team diversification in terms of experience and skills is an elevating factor in the success of the new entity in managing its operations in order to compete in the market.  Five factors have been found from the in-depth examination of the cases, which will be discussed in this chapter.  
This chapter discusses the literature review in light of the empirical findings from the interviews to gain better understanding of the factors required during the spin-off creation process.  Table 6 provides a summary of the factors revealed by the study of the three cases. 
[bookmark: _Toc418369360]Table 11 Factors revealed by the three cases
	 
	Case 1 – Alpha
	Case 2 – Beta
	Case 3 - Gamma

	Year established
	2001
	2012
	2011

	Years since spin-off
	13 years
	2 years
	3 years

	No. Employees
	210 (approx.)
	120 (approx.)
	300 (approx.)

	Interviewees
	From parent company:
· Chairman
· Human Resources Manager
· Financial Manager



From spin-off company:
· General Manager
· Project Procurement Coordinator.
· Estimation & Planning Manager
· Procurement Manager

	From parent company:
· Chief Executive Officer – CEO.
· Vice President – Operations
· Financial Manager

From spin-off company:
· General Manager
· Engineering Director
· Operations Manager

	From parent company:
· Managing Director – Operations
· Asset Management Advisor
· Risk Manager

From spin-off company:
· General Manager
· Technical Manager
· Operations Manager


	Factors found to support the spin-off creation
	· Parent company support (protective & support level)
· Prior management experience
· Team diversification (skills and functions)
· Management knowledge/ experience

	· Parent company support (protective & support level)
· Prior management experience
· Team diversification (skills and functions)
· Management knowledge/ experience
· Pre-start up experience

	· Parent company support (protective & support level)
· Prior management experience
· Team diversification (skills and functions)
· Management knowledge/ experience
· Previous start-up experience


	Spin-off motivation 
	· Gain bigger share of the external market.
· Stand against potential newcomers to the external market 
	· Establishment of new business line.
· Increase reach in external market (increase profit margin)
	· Gain external projects (increase profits)
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[bookmark: _Toc418369338]Parent company support level
Researchers have previously discussed the link between the spin-off unit and the parent company.  Such a relationship or level of support has a positive impact on spin-off growth process (Ferrary, 2007) and is generally defined at the beginning of the spin-off creation (Evald et al., 2009) then changes during the creation process (Clarysse et al., 2005; Ferrary, 2007, 1995).  Researchers have defined three levels of support that vary from low selectivity, or supportive model, to the full support level called the protective model (Clarysse et al., 2005).  The degree of support changes over the course of the creation process and needs to be identified as the spin-off company moves through it.    
The support level of the parent company to Alpha divided into two different modes during the spin-off creation process.  At the beginning of the process, the management team of the parent company defined the type of support to be provided and the monitoring level.  The involvement of the parent company at the beginning of the spin-off creation process was necessary to build the foundation for Alpha.  Usually, new firms face difficulties in working independently at the early stages of entering the market, so they need support to overcome their management and administrative weaknesses. The parent company supports the spin-off projects by sharing the required resources at the beginning until the spin-off employees can support the new company effectively. The protective level was established by having all the resources in the parent company support the new spin-off company with capital, financial methods, technological resources and physical resources such as construction and manufacturing facilities.  The aim was to establish and protect the spin-off company until it reached an acceptable working level from which it could move forward and compete in the new market efficiently.  This mode of support was provided during the first two spin-off phases: (1) the pre-separation phase and (2) the transition phase. Support continued to the last spin-off phase, the sustainment phase, at which point the establishment of a corporate office was required that would provide for all administrative work, HR, IT and other accounting services (see Figure 2).  The financial and capital resources provided to the spin-off company were then ceased to allow it to depend on its own funds and revenues from the market, banks, etc.
With the Beta case, parental support was also divided into two levels during the spin-off creation process.  During the process, the parent company of Beta started its support at the protective level, providing Beta with all resources required to work as a private company in the external market.  After the announcement of the spin-off of Beta, the parent company reduced its support to supportive level, providing basic administrative resources while control remained with the parent company.  The protective level was offered during the first two spin-off phases, pre-separation and transition phases, and was reduced to supportive level support following the establishment of the corporate office (see Figure 3).  The parent company management aimed to protect the newly formed entity and to reduce the cost of extra non-technical activities.  Beta benefitted from the parent company’s support during creation process and continues to benefit from its limited support since separating as a spin-off.
Gamma enjoyed the same parental support mechanism during the spin-off creation process.  It was found that the parent company gave full support to the spin-off unit including all IT, administrative and human resources.  In the Gamma case, the parental support was protective during the pre-separation and transition phases then changed to supportive at the final stage when the company entered the external market and operated independently (see Figure 4).  Gamma gained support from the parent company even when the support level was later limited to administrative resources, as this move allowed for greater focus on technical and operational activities.   
In summary, the support level of the parent company is based on the top management’s decision and the nature of the spin-off vision.   Previous studies have suggested that there is a support level between the parent company and the spin-off company at the establishment phase and that it changes over time during the spin-off creation process, in a way that has a positive impact on the spin-off creation (Clarysse et al., 2005; Ferrary, 2007; Ito, 1995).  Empirical evidence supports a positive relationship between excess shareholder gains and the divergence of opinion before separation (Kudla & McInish, 1988).  Alpha, Beta and Gamma each had the support of the parent company before and after the spin-off as the parent company’s top management sought to protect the spin-off company. Even after the spin-off creation process, the parent company continued to support the spin-off company with administrative and other corporate services by way of a corporate office.  The corporate office provided the support of IT, HR and legal resources, while the spin-off companies handled all the technical and operational activities.  
These findings are in agreement with the findings of Ito (1995) and Johansson (2007) that throughout the spin-off creation process, the support level of the parent company varied in terms of the intensity and type but never stopped. This finding is significant in that it emphasizes the support of the parent company as an important factor that may change depending on the parent company management and the environment of the external market.  
[bookmark: _Toc407627282][bookmark: _Toc418369339]Spin-off team skills and knowledge
The current research question aimed to identify the required skills and knowledge or resources needed by the spin-off teams; according to the literature review, human resources are the core resource as they are embedded within the spin-off team members (Landry et al., 2007).  Skills and knowledge are gained from prior experience and interaction with other companies or people in the same market.  Ismail et al. (2010) argues that
“study of  the  high technology entrepreneurs demonstrated that the factors that led inventor-entrepreneurs to form spin-off companies are  outgoing  characteristics;  extrovert  personalities;  are  from  families  with  business  background;  independent, have work experience; achieved higher educations and skills; and dissatisfaction with existing jobs.” (p.104)
When the spin-off team has the necessary knowledge and background to deal with the spin-off issues, it makes the spin-off transfer easier and more efficient.  As identified by certain studies, spin-off companies are usually established by well-educated and experienced employees (Klepper & Sleeper, 2005).
 Analysis of the collected qualitative data showed that the participants identified the most important factors as prior market experience, management knowledge, team diversification and previous start-up experience, which were required during the spin-off creation process by the spin-off team (Figures 2, 3 and 4).
[bookmark: _Toc407627283][bookmark: _Toc418369340]Prior market experience:
Prior market experience is one of the single most important factors during spin-off creation process, as the spin-off team used its experience to identify market opportunities (Bruneel et al., 2013; Johansson, 2007).  Prior knowledge of the external market helps the spin-off company to succeed (Zahra et al., 2007) by leading them to secure new projects.  According to Vanaelst et al. (2006), the spin-off company creates new job positions to bridge the experience gap in market knowledge (non-technical aspects).  Also, Johansson (2007) argues that prior knowledge of the market plays an important role in the spin-off company, which is congruent with this study.  The network connection moves from the parent company through transferred employees (Borges & Filion, 2013; Zahra et al., 2007) since it is embedded within the team (Landry et al., 2007).   
It was observed that the Alpha team had limited prior knowledge of the existing market, which was compensated for by recruiting new key members equipped with such experience and knowledge of the market.  It was noted that the spin-off team had technical experience as they were part of the parent company but lacked management competencies in finance and marketing.  To overcome this weakness, Alpha created new positions during the spin-off creation process.  Prior market knowledge helps to expand the company’s external network that increases business opportunities. These open the door for the spin-off company to know the key players in the market and how to gain more clients and projects.  The network connection or relationship usually transfers along with the spin-off team, but with Alpha it was lacking and so was established by attracting external staff with market background and network connections.
Unlike Alpha, Beta had a team with prior market experience which helped the company to understand the market needs and to look for new opportunities.  As noted, prior market experience is an important factor that the Beta spin-off team gained during their work at the parent company, which helped them to access useful information and data on their potential customers, existing competitors and market requirements.  In parallel to the market knowledge, Beta had the technical experience within its spin-off team, which was enriched with market knowledge and network familiarity.  Having both technical and prior market experience added value to the spin-off team as these types of knowledge together give the spin-off team a clear idea of the external market and help them to find and gain available opportunities easily. Due to prior market experience, Beta knew its customers and suppliers, in other words its external stakeholders.  
Gamma also had the advantage of a spin-off team with prior market experience which helped the spin-off creation process to be smooth and successful.  As noted from the interviews, the spin-off team had the required market experience and knew how to target the external market.  It is clear that the Gamma spin-off team was aware of the market needs, clients’ foci and other competitors’ positions in the market.  
From the analysis of the three cases, it is evident that prior market experience or market knowledge is an essential factor that can drive the spin-off creation’s process.  Companies like Beta and Gamma used the existing team experience in the same market area to identify who their threats (competitors) are and understand market opportunities.  The Alpha case shows that the spin-off team recognizes the importance of prior market experience to the success of their new company creation, which was gained by employing new staff to overcome the deficiency within the team.   
Therefore, the study findings are supported by the literature on the importance of prior market experience.  The three case studies demonstrate that in order to have a successful spin-off creation process, the spin-off team has to have members with such vital factors as prior market knowledge and experience.  
[bookmark: _Toc407627284][bookmark: _Toc418369341]Management knowledge/experience
Management knowledge is an important aspect that plays a major role in establishing the new spin-off company (Johansson, 2007).  Although technical knowledge is at the core of any business, the spin-off team still needs to develop their management knowledge prior to and during the spin-off creation process in order to manage the newly founded company. A few studies have indicated that management knowledge is key to company development (Westhead et al., 2001; Zahra et al., 2007).  Individuals with management experience are more suited to manage and develop new firms (Castanias & Helfat, 2001).  A team with management experience or knowledge has the capabilities to convert the available resources into valued activities (Castanisa & Helfat, 2001).  Also, a team with management knowledge has the ability to better use human resources, handle administrative activities and control and monitor work practices (Romanelli & Schoonhoven, 2001).  
Alpha transferred some of the existing managers of the parent company to handle such activities and filled gaps by employing new managers at the spin-off company.  Some of the Alpha spin-off team were not in a position to manage their newly formed company as they were not involved in management positions at the parent company.  With the new recruiting team Alpha managed to handle its own resources and understand how to manage activities of the newly formed company.  
	Team experience in handling the spin-off company was illustrated in the Beta and Gamma spin-off cases.  Both companies were able to manage the company without additional management hires, as they knew how to manage people and solve problems.  Both Beta and Gamma spin-off teams were able to handle their management challenges and to mobilize the available resources.  Beta participants added that their spin-off team gained management experience from their work at the parent company in addition to the team having management degrees. 
Our findings support the literature on the importance of management knowledge to the spin-off team. From the study cases, the creation of spin-off benefit through the management experience of the spin-off team is clear.  The use of such experience helps to manage the newly formed company in terms of allocations of both human and non-human resources.  The current research found that a spin-off team with management skills is valuable for managing the spin-off company and making the work operations effective.  The study enforces the need for management experience and sets it as a success factor to the spin-off creation process.   Most participants for the three cases recognized the importance of management experience, which was embedded within the spin-off team due to previous job related involvement at the parent company.
[bookmark: _Toc407627285][bookmark: _Toc418369342]Team diversification (skills and functions)
The spin-off teams’ diversified background and homogeneity helped the spin-off creation process to progress smoothly.  The mix of skills of the spin-off team in different areas such as finance, sales and engineering can be utilized to the benefit of the spin-off company during the spin-off process (Johansson, 2007).  Having team members with different functions and experiences has a positive impact on the spin-off company’s survival (Franco & Filson, 2006). As indicated by the analysis, it is recommended to have team members with experience start up a new company and manage its operations.  Team member with diverse backgrounds and experiences have different ideas and views of the company's current activities which can be used to improve and develop the existing process (Reagans & Zuckerman, 2001).
The team’s ability to use the available resources and their ability to deal with the new spin-off company was an important aspect that helped Alpha in entering the new market. The Alpha team’s diverse backgrounds resulted in their identifying different actions and ways to overcome obstacles faced during the spin-off phases. They used their team skills in mobilizing effectively the existing available resources. By doing so, Alpha was able to survive during the spin-off creation process up to the present, as these factors had a positive impact on Alpha’s creation.  
In addition, the Beta team confirmed the benefit of diversifying the team to enhance its performance. The Beta team had various skills and functions that assisted them during the spin-off creation process. Gamma shared the same result as its spin-off team and was able to use its diverse skills and functions to positively transfer the spin-off unit to a successful move away from the parent company.      
Team members with different skills and functions complement each other in handling activities and problem solving.  This type of team is helpful for the growth of the spin-off company as they will have different attitudes, knowledge and perspectives.  However, the team would still need to enhance their capabilities over time and to seek additional new team members from the external market or from the parent company to develop their capabilities in different functions, such as marketing, finance and other important areas that were lacking prior to or during the spin-off creation process.  In conclusion, spin-off companies with diversified teams are in a better position to overcome barriers during the spin-off creation process.  
[bookmark: _Toc407627286][bookmark: _Toc418369343]Pre-start up experience
According to earlier studies, the pre-start up experience of a new company’s team plays a positive role in the growth and performance of a new venture (Bruderl, Preisendorfer, and Ziegler, 1992; Duschen & Gartner, 1990).  In another study, pre-start up experience is one of the characteristics that help the creation of new a venture (Goslin, 1987).  Teams with previous start-up experience and specifically with pre-start up experience can better handle liabilities and activities faced during the start-up process (Eisenhardt & Schoonhoven, 1990; Vohora et al., 2004).  
As determined from two study cases, Beta and Gamma, pre-start up experience is important to the creation of a new company, i.e. the spin-off company.  A spin-off team with start-up experience is useful in directing the new company activities and managing the available resources.  Such experience helps with better predicting the needed resources and how to access them, thus increasing the company’s survival rate in the open market. Beta participants clearly illustrated the importance of the pre-start up factor as it helps them to smoothly transfer the unit to a private company and used this pre-start up experience to define the required resource for Beta.  Gamma, on other hand, had mentioned the importance of pre-start up experience as it helps Gamma to use human and non-human resources effectively.  Also, Gamma employees were able to use their pre-start-up experience to easily build the newly formed spin-off company from scratch into a fully operational company.  Successful establishment is easier when the spin-off company has team members that know how to start a company and understand the required process to do so.  
The finding suggests that a spin-off team with pre-start up experience has a positive impact on the spin-off creation process.  The pre-start up experience of the spin-off team is of great value, since it helps the spin-off company to start up and move away from the parent company.  This finding is aligned with previous studies, confirming that pre-start up experience has a positive effect on spin-off creation process.  This finding contributes to the spin-off literature and shows the importance of these factors to the spin-off creation process.
[bookmark: _Toc384899685][bookmark: _Toc407627287][bookmark: _Toc418369344][bookmark: _Toc384899686]Summary of findings
This study has identified the factors that affect spin-off creation process, and they were compared with and analyzed within the context of the existing literature.  During the analysis of cases, factors have emerged from the data that are believed to influence the spin-off creation process.  These factors are essential and serve different purposes during the three phases of spin-off creation process.  These factors are related to the level of support from the parent company, the spin-off team’s diversified skills, prior market/industry knowledge, management knowledge and pre-start up experience.
[bookmark: _Toc407627288]
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[bookmark: _Toc418369345]Chapter 6: Implications and Conclusion
[bookmark: _Toc407627289][bookmark: _Toc418369346]Implications
The spin-off phenomenon has been explored by many researchers.  Researchers spotlight the motivators of spin-off, types of spin-off and how to successfully create spin-off unit to the parent company in term of financial reward.   This study identifies base factors that were not clearly defined in the literature that help the spin-off creation process.  First, this study defines and demonstrates the change of the parent company support for the spun during the spin-off creation process. This study contributes to the literature by presenting the change of parent company support toward the spin-off unit as it change from a protective model to supportive model after the second phases, the transition phase, of spin-off creation process.  Second, this study defined and illustrates the important spin-off team skills and knowledge that is required during the spin-off creation process which are spin-off team’s diverse skills, prior market / industry knowledge, management knowledge and pre-start up experience.  
The research has revealed rich factors needed during the spin-off creation process as captured in the three cases of this study.  These new insights, illustrated in Figure 5, can pave the way for future research studies to develop theories to help organizations to better manage their spin-off teams and to identify the skills and knowledge required for the spin-off development and operation prior to the spin-off creation process. In Figure 5, the combined findings of the three cases’, illustrates how the support of the parent company changes during the spin-off creation process.  In the three studied cases, the parent company defined the support level to be protective as it tried to protect the new entity from the external competitors and develop its own capabilities to work away from the parent company.  During the first two phases of the spin-off creation process, the parent company supported the spin-off unit with all resources required and defined the support level to be protective mode.  The support was reduced over the course of the spin-off creation process to supportive mode once the parent company established the corporate office. From that office, support for the spin-off company was provided in the form of basis administrative resources.  The figure also shows the required skills and knowledge of the spin-off team used during the spin-off creation process, which have been categorized as four basic factors: spin-off team’s diverse skills, prior market/industry knowledge, management knowledge and pre-start up experience.
Such awareness will help these companies make better strategic decisions during the spin-off creation process. In the long run, it can also help companies that are interested in spin-off development to better cultivate necessary skills and knowledge within the company so that future spin-off operations can be carried out more smoothly. Second, the relationship between the parent company’s support level and its spin-off’s development is an important aspect, as they need to understand when the level of support should be changed. Traditional models have not specified how different levels of the parent company’s support affect spin-off businesses in the long run.  The rich new insights gained from this study can thus help firms to evaluate their internal structure and resources to determine the appropriate level of support for the development of spin-off units. 
[bookmark: _Toc418369347]Conclusion 
Corporate spin-off is an emerging topic in the United Arab Emirates (UAE) business market.  Companies consider spin-offs to be good opportunities for investment; however, the current researches on parent company support level and team skills /knowledge during the spin-off creation process in the context of this region is lacking.  A spin-off is simply a start-up that transfers the tangible and intangible assets from the parent company to the newly formed spin-off company to be used effectively (Siddiqi & Warganegara, 2003).  The existing studies have mainly focused on the financial aspects rather than on the factors needed to develop this type of company.  The spin-off formalization helps the parent company to focus on its core business and increase its value (Lin, 2006). Factors affecting the creation process of spin-offs have not been extensively explored within the UAE context.   Most available researchers tried to understand the spin-off phenomenon in different contexts but with focus on university spin-offs rather than corporate spin-offs.  
This research has identified some factors that affect the spin-offs creation process within the UAE.  These factors positively helped the spin-off creation and its survival away from the parent company in the external market.  The present research empirically identified the factors that have been found to positively affect corporate spin-off creation process, supporting the existing literature.  These factors were found to be the parent company’s support level and the spin-off team’s skills and knowledge.
This research confirms the importance of parent company support of the spin-off creation process.  The support of the parent company shows a positive effect on the spin-off’s creation process and as the parent company’s support helps the spin-off unit to gain and get access to the required resources available with the parent company.  The support level of the parent company positively facilitates spin-off creation process and changes over the course of the spin-off creation phases.  The protective support level starts at the beginning of spin-off creation, as the parent company shares all available resources with the spin-off unit, then is reduced as the spin-off creation approaches the final separation phase.  In the final spin-off stage, known as the post-separation or reorganization phase, the parent company support level is reduced and is limited to administrative resources while the spin-off unit alone manages the technical and operational activities.     
Spin-off team characteristics in relation to spin-off creation and survival are another finding of the current study.  Team members with existing market knowledge and networks are key factors that steer the spin-off unit forward and help it to identify opportunities in the existing market.  Also, team management knowledge of how to deal with the spin-off managerial aspect is an important factor to the spin-off creation process.  
Another key factor found to be related to spin-off creation process is the spin-off team’s start-up experience, as it improves and defines the necessary resources required for it to work in an independent environment.  In addition, diversity of skills and functions among team members was found to play a vital role in spin-off creation process.  A team member who has the ability to equip the spin-off company with unique skills and competencies in an area may give advantage in company production or services and escalate overall growth.  
The present research has detailed the existing relationship between the parent company and spin-off unit.  In addition, the required factors that will benefit a spin-off team during the spin-off creation process have been well-defined.  Based on three spin-off companies of well-established parent companies, the study has worked to fill the gaps in the literature, which are addressed by the two research questions.  
In summary, the proprietorship percentage of parent company support changes over the course of the spin-off creation process based on strategies, marketing, and financial and human resources exchanged between the parent company and the spin-off unit, and it continues after the total separation in the form of a minimal link.  Corporate spin-off benefits from the skills and knowledge transferred through the founders and the spin-off team, who transfer the needed knowledge and experience from the parent company in terms of prior start up experience, market experience (networks and connections) management experience and spin-off team diversification in term of skills and functionality. 
Building on these findings, future research can study the effects of the parental support and team skills and knowledge on the spin-off company's financial performance.  In addition, future studies can also build upon this study’s findings and investigate other factors that may also affect the spin-off development in a local context, such as team members’ interests diverse factors that may be seen as interesting factors to investigate in the corporate spin-off setting.  Moreover, since this study only focused on the UAE setting, future research can examine the same factors in other emerging markets (e.g. the Middle East and North Africa [MENA] and South America) as they will provide interesting institutional landscapes for possible contrasting effects to the findings of this study.
The main limitation of this study is related to the data collection and the context of the study, as the data were collected from three companies operating in the same industry in one of the provinces of the UAE.  This limitation has an effect on generalizability, since only three cases were investigated. However, the long-term experience of the 19 participants provided this study with rich knowledge and new insights.   
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[bookmark: _Toc418369349]Appendix A
In-Depth Interview Protocol 
Complete the following
Interviewer:
Site:
Interviewee:
Position: 
Date of Interview:
Place of Interview:
Time of Interview, 	From: 					To:
Comments:

Overview
Welcome, and thank you for agreeing to participate in this interview. We have a set of questions within a designated time that we need to ask in order to be consistent across all study companies.
My name is ___________________. The purpose of today’s interview is to gather information about your company spin-off.
I will be asking you some specific questions and taking notes to capture what you say.  I want to assure you that what you say will be confidential and your name will not be used in association with your comments.

Do you have any questions before we begin?

I would like to ask your permission to audiotape this focus group. I will be using the tape for my purpose only to be sure that I have captured accurately all your comments in my notes.

I will begin the tape and then ask for your permission again.
• Do you mind if I audiotape this conversation?

Questions

1. Why did this division decide to spin-off to a separate entity? 

1. How did the spin-off creation process take place? 

1. What were personal and management skills required for the spin-off process?

1. What prior knowledge was required for the spin-off process?

1. How was your parent company’s involvement in the spin-off process (such as its control, influence, or support)? 

1. In what areas had the parent company supported your spin-off creation? (financial, legal, organizational, technical and administrative supports)?

1. How was the parent company’s involvement after the spin-off (such as direct or indirect support)?

1. What were difficulties that you faced during and after the spin-off creation, and how did your company overcome them?


1. What were the difficulties in terms of experience and skills required by the spin-off team that you faced during and after the spin-off creation? What did your company do to overcome them? 

1. Do you have anything to add about the spin-off that we may have missed?
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