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ABSTRACT (ENG) 

This study departed from a research basis being somewhat lacking in the context of green 

building certification and especially the two-folded problem, regarding the characteristics of 

the network of business relationships and how an energy supply company should exploit 

opportunities in this network context and its relationships. As such, the purpose of this study 

is to investigate and analyse the network context and its business relationship characteristics, 

as well as to present recommendations of how an energy supply company can engage green 

building certification and cope with the business relationships in order to exploit business 

opportunities. Based on previous research regarding the real estate industry, energy service 

industry and the construction industry, a well-founded literature base could be extended 

further by applying theoretical concepts related to business relationship elements and 

strategy-making. The nature of green building certification and to fulfil the purpose of the 

study, called for a qualitative research strategy performed through a multiple-case study 

design. This led to the investigation of four certification projects, subject to certifications in 

the systems of EU GreenBuilding and Miljöbyggnad, where the most important actors, 

relationships and project contents constitute the empirical data.  

The findings of this thesis suggest that the relationships are characterized as having a short-

term focus and an avoidance to become interdependent. In this manner elements such as 

commitment and adaptation are shown as rather shallow, where actions of commitment are 

not typically short-term sacrifices for a long-term mutual benefit and adaptations mostly 

occur with respect to specific projects. The adaptive behaviour is also more or less explained 

as a standardized procedure, avoiding relationship specific investments. Trust is an 

important element mostly in order to reflect the competence of the counterpart, where 

previous successful projects indicate the skill and knowledge. Despite the characteristics of 

the relationships, the benefits of long-term, high involvement, cooperative relationships were 

highlighted as good aspects to consider in this context. 

These characteristics, along with outspoken market demands, acted as the basis for the 

development of recommendations for an energy supply company in terms of a step-wise 

action framework. In this sense, the first acknowledgement of the framework is that the 

current position related to green building certification projects of an energy supply company 

is rather unestablished, with only one exception found. This implies a strategic approach in 

terms of understanding how to develop and maintain their business relationships, with 

respect to the previously mentioned characteristics. Through a successful utilization of the 

action framework (with respect to certain barriers to overcome), this thesis emphasizes a 

wide range of opportunities such as to have a proactive approach, maintain interactions 

between projects, to develop the knowledge, to offer a holistic approach and to utilize long-

term cooperative relational benefits. The analysis and framework is highly suitable when 

applied by an energy supply company, but the authors also argue for the findings to be of 

relevance also for other practitioners in the context of green building certification. In 

addition, the authors believe that the orientation of this thesis might be a trigger for future 

similar research approaches, applied in different contexts. 
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Nyckelord: Miljöcertifiering av byggnader, nätverkskontext, energiföretag, 

affärsrelationer, affärsmöjligheter, tillvaratagande av affärsmöjligheter 

ABSTRACT (SWE) 

Den här studien har sin utgångspunkt från forskningssammanhanget där en brist har skådats 

gällande miljöcertifiering av byggnader och framförallt det två-delade problemet, som berör 

karaktäristiken i nätverket av affärsrelationer och hur ett energiföretag ska ta tillvara på 

potentiella möjligheter i denna nätverkskontext och dess affärsrelationer. Utifrån detta är 

syftet med studien att undersöka och analysera nätverkskontexten och dess 

affärsrelationskaraktäristik, samt att presentera rekommendationer för hur ett energiföretag 

kan öka sitt medverkande i miljöcertifieringsprojekt och hantera affärsrelationerna för att 

kunna ta tillvara på affärsmöjligheter. Baserat på tidigare forskning gällande 

fastighetsmarknaden, energitjänstemarknaden och konstruktionsindustrin, skapades en bred 

forskningsbas som vidare kunde utökas genom att applicera teoretiska koncept relaterat till 

element inom affärsrelationer och strategiskt agerande. Genom miljöcertifieringars 

tillämpande och för att uppnå syftet med den här studien, tillämpades det en kvalitativ 

forskningsstrategi applicerat genom en flerfallsstudie. Det här bidrog till en undersökning av 

fyra stycken certifieringsprojekt, där samtliga genomgått en certifiering antingen inom 

systemet EU GreenBuilding eller Miljöbyggnad. I dessa fall utgör de viktigaste aktörerna, 

affärsrelationerna och projektinnehållen det empiriska materialet. 

Resultaten av denna studie indikerar på att affärsrelationerna är karaktäriserade av att ha ett 

kortsiktigt fokus och ett undvikande av att vara beroende av andra aktörer. I linje med detta, 

uppenbarar sig affärsrelationselementen såsom engagemang och anpassning som relativt 

ytliga. Engagemanget innefattar oftast inte kortsiktiga uppoffringar för långsiktiga 

gemensamma fördelar och de flesta anpassningarna sker i direkt koppling till specifika 

certifieringsprojekt. Därav förklaras anpassningarnas natur som mer eller mindre 

standardiserade, då även relationsspecifika investeringar undviks. Fortsättningsvis utgör 

förtroende ett viktigt relationselement för att påvisa kompetensen hos motparten, där 

dessutom tidigare väl genomförda projekt indikerar på dess färdigheter och kunskap. Trots 

denna affärsrelationskaraktäristik, påvisas fördelarna med långsiktiga, djupa 

samarbetsrelationer som bra aspekter i denna kontext. 

Den här affärsrelationskaraktäristiken, utökat med marknadsbehov, grundade en stegvis 

handlingsplan med rekommendationer för hur ett energiföretag ska agera. I förhållande till 

denna, uppmärksammades det först att den nuvarande affärspositionen för ett energiföretag 

kan anses vara oetablerad i relation till affärsrelationerna i certifieringsprojekten, dock med 

ett undantag. Detta talade för ett strategiskt tillvägagångssätt i form av förståelse för hur 

affärsrelationerna ska utvecklas samt behållas, med hänsyn till den tidigare nämnda 

karaktäristiken. Genom ett lyckat användande av handlingsplanen (med hänsyn till att vissa 

hinder behöver beaktas), föreslår denna studie ett antal möjligheter så som att ha ett pro-

aktivt tillvägagångssätt, att bibehålla interaktionen mellan projekt, att utveckla kunskapen, 

att erbjuda en helhetssyn och användandet av långsiktiga samarbetsfördelar. Analysen och 

den utvecklade handlingsplanen är högt aktuell för applicering av ett energiföretag, men 

resultaten kan också anses vara av hög relevans för andra aktörer inom kontexten. Dessutom 

betraktas uppsatsens orientering vara applicerbar för liknande forskning i andra kontexter.   
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1 INTRODUCTION 

The basis and introduction for this thesis is presented and argued for in this section. In this 

manner, it starts out with a wide background description to the problem, which thereafter 

is followed by a more distinctive problem definition. Based on the problem definition, a 

purpose and corresponding research questions are formulated, thus being the starting 

point and focus of the thesis. The section is ended with explanations of considered 

delimitations, contributions of the thesis to previous research and finally a description of 

the disposition. 

1.1 Background 

District heating has been dominating the heating market in Sweden and due to its 

operational properties, one owner per network, the energy supply company has been in a 

monopoly situation. Furthermore, this market situation did not require the energy supply 

companies to develop close relations to its customers. However, the trend on the energy 

market is that the customers are becoming even more active, which leads to a demand for an 

explicit and simple product with price transparency. This is also along with the increased 

demand for higher environmental awareness and that the product should be produced with 

high environmental care. This changes the market conditions and the energy companies are 

forced to evaluate its customer relationships, leading to the consequence that a new view of 

the customers is required. (Rydén et al., 2013; Värmemarknad Sverige, 2014) 

In line with this trend is also the increased popularity and application of voluntary 

sustainability assessment methods/tools (Poveda & Lipsett, 2011). As such, the trend is 

evident both internationally and nationally on the Swedish market. In the Swedish case and 

especially in the real estate sector, green building certification assessment tools such as 

Miljöbyggnad, EU GreenBuilding, LEED and BREEAM are becoming more important 

(Värmemarknad Sverige, 2014). With respect to sustainability, it is argued that these tools 

are seen as useful methods to reduce the environmental impact of both new and old buildings 

(Malmqvist et al., 2010). Among the four certification systems used in Sweden the most 

commonly applied are Miljöbyggnad and EU GreenBuilding (Sweden Green Building 

Council, 2014a; 2015b). These systems have similarities in terms of evaluating energy 

efficiency, but in addition Miljöbyggnad takes a wider perspective by considering more 

aspects of the facility than EU GreenBuilding (Sweden Green Building Council, 2014b; 

2014c). 

Based on the assessment methods and their requirements, actors involved in new 

construction and renovations of buildings, as well as operation and maintenance of the 
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buildings will have to adjust their operations to these demands. As such, multiple industries, 

for instance the energy supply/service industry and the construction industry, are therefore 

affected by the real estate companies’ choice to certify their buildings and the certification 

system contents. Previous research regarding energy supply companies suggests a higher 

involvement on the energy service industry, in order to increase the customer interaction 

(Rydén et al., 2013) and to develop the historically lack of trust (Sandoff, 2013). On the other 

hand, this involvement comes along with a certain paradox, i.e. to sell volumes of energy and 

energy efficiency services at the same time (Ericson, 2014; Sernhed & Skoglund, 2012). 

Furthermore, it is also acknowledged in previous research that energy service companies 

should approach cooperation with other actors associated to building complexities (Lindgren 

& Nilsson, 2009), as well as the energy service industry (Ericson, 2014). However, previous 

research emphasizes that business relationships in the construction industry are 

characterised by intermittent interactions and a short-term economic focus (Gadde & Dubois, 

2010; Holmen et al., 2005; Håkansson & Ingemansson, 2013). In this sense the research has 

paid much attention towards the establishment of purposive long-term cooperative 

relationships and its benefits, but the results indicate that it requires overcoming 

fundamental relational barriers (Bygballe et al., 2010; Cheng et al., 2004; Gadde & Dubois, 

2010).  

From the perspective of an energy supply company, research has suggested approaches 

consisting of both supply of energy and energy services, which also improves relational 

aspects with their customers. These suggestions falls in line with the increased popularity of 

sustainability assessment and especially green building certification schemes. In addition, 

these trends falls in line with the current approach of E.ON Värme Sverige AB, where more 

focus is on offering energy solutions of both energy and services. However, as clearly stated, 

the certification schemes imply more than only offering energy services, as multiple types of 

industries are affected and previous research highlights some relational and market 

characteristics. For this reason, previous research has lacked in terms of the managerial 

potentials of energy supply companies to become involved in the market of green building 

certification. In addition, with respect to the relational characteristics, research has not yet 

applied these into the subject of green building certification and if the circumstances are 

similar in this area. 

1.2 Problem statement 

The sustainability popularity trend is evident and the impact on an energy supply company is 

equally so. From the background section and the requirements in the certification schemes, 

one obvious solution for an energy supply company is to adapt the production to more 

renewable methods and combine this with offering energy services. However, there are more 

issues following, due to the simultaneous impacts on the other actors as well. In both the 

energy service industry and the construction industry, there are many actors involved doing 

their operations, especially in certification projects. As such, the problem becomes extended 

in the sense that the energy supply company cannot act in isolation, purposely trying to 
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adjust its operations with respect to the real estate companies’ demand for certified 

buildings. Hence, the problem is for this reason a managerial issue regarding how to manage 

the network of business relationships surrounding green building certification and the 

projects.  

The managerial issue to cope with the business relationships implies the approach of seeking 

other possible opportunities in the network of business relationships surrounding green 

building certification. In this manner, previous research on business relationships suggests 

that these opportunities either arise or are found, based on the relational characteristics of 

the network in which the focal firm operates (Andersson et al., 2005; Hohenthal et al., 2013; 

Johanson & Vahlne, 2010). On the other hand, the opportunities to seek are nevertheless 

hard to understand in terms of their content as well as if they exist at all, which also comes 

along with the complexity brought from the previous research regarding the energy service 

market, construction industry and energy supply companies’ marketing approaches. For this 

reason, the previous research as well as the seeking of opportunities calls for an analysis of 

the network of business relationships in the context of green building certification and its 

characteristics. However, previous research on business relationships have historically 

identified many aspects of what constitutes business relationships and their content, both in 

terms of social exchange and investments (Brennan & Turnbull, 1999; Håkansson & Snehota, 

1995; Morgan & Hunt, 1994; Hallén et al., 1991). As such, the managerial issue of coping with 

the network of business relationships requires further knowledge of the relational 

characteristics added to what is known in previous research surrounding green building 

certification. Furthermore, this is what makes the problem two-folded: one is turned towards 

the relational characteristics and the other one is turned towards the exploitation of 

opportunities. 

1.3 Purpose 

The purpose of this study is to investigate and analyse the green building certification 

network context and its business relationship characteristics. In accordance to this the 

purpose is also to present recommendations (an action framework) of how an energy supply 

company can engage and cope with green building certification.  

1.3.1 Research questions 

In order to fulfil the purpose of this thesis, the following main research questions are posed: 

What are the business relationship characteristics in the business network surrounding 

green building certification and the projects? 

How can an energy supply company engage in green building certification and cope with 

the business relationships in order to exploit the possible business opportunities?  
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1.4 Delimitation 

In a first notion, this thesis is delimited to only consider multi-dwelling residential and non-

residential facilities, which during the certification projects were defined as existing buildings 

with potential for renovations and/or extensions. In accordance to E.ON Värme Sverige AB, 

the thesis also only considers the certification systems of Miljöbyggnad and EU 

GreenBuilding, applied in the Swedish market. This is due to the popularity of these 

particular certification systems in Sweden, which make these particularly important (see 

section 3.1.1). 

When reviewing the certification projects in Sweden, it is also important to focus on facilities 

using district heating as a part of their energy solution, since it provides a clear connection to 

district heating companies. Note though, that the thesis at most uses the term energy supply 

company in order to broaden the definition of the energy supplier, instead of using the term 

district heating company. 

The complex nature of business relationships and business networks also forces this thesis to 

mostly regard directly connected relationships, even though indirect influences are 

considered to some extent. This is due to the time-frame of the thesis process as well as the 

chosen research design, which requires that some prioritizing have to be made with respect to 

depth and width of each case. In this sense, the empirical data collection is not able to 

consider every single actor in all the cases, which might contribute to some further 

perspectives in the analysis. On the other hand, this is relieved by the approach of letting the 

real estate company representatives decide the most important actors contributing to the 

projects (the pre-study) and respondents choose the counterpart containing the most 

exchange in the project (in the interviews). 

1.5 Research contribution and positioning 

In this section, an explanation is provided of the researchers’ way to distinguish this thesis 

compared to previous research regarding the context of green building certification, its 

encapsulated markets, actors and their business relationships. As such, this section turns 

towards all the research included in the literature review and the approaches, analyses, 

theoretical applications and results presented by the previous research (see section 2 and 3).  

In correspondence to previous research focusing on green building certification, this thesis 

will contribute to the field in terms of a different analytical approach with more attention 

towards business relationships. The analytical approach is to a large extent based on business 

relationship concepts in terms of trust, commitment, adaptation, business networking and 

strategy-making to exploit opportunities (see section 4). In this sense, this thesis required the 

authors to extend the search for previous research to industries that most likely have 

similarities regarding the characteristics of the business relationships in the network context. 

In accordance to the explanation in the background the industries considered in this thesis 

are the construction, real estate and the energy supply/service industry. What was found is 
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that extensive research regarding the construction industry and its business relationship 

characteristics have been conducted, which shows a similar analytical approach as this thesis. 

For this reason it can also be argued that this thesis extends the previous research regarding 

the construction industry and applies it to the context of green building certification. As of 

the theoretical approach of viewing business relationships with a long-term time perspective, 

it also became natural to investigate how the previous research in the construction industry 

regards the different kinds of business relationships, ranging from short-term, low 

cooperative to long-term, high involvement, cooperative business relationships. These 

perspectives are also applied to the context of green building certification and in that sense 

the previous research is extended.  

With respect to the departure of this thesis, from the perspective of an energy supply 

company, previous research has also lacked the managerial perspective in terms of how a 

specific actor should handle the influences caused by the certification schemes. As argued in 

section 1.1, previous research regarding energy supply companies have clearly positioned 

itself arguing for the low interactive behaviour, declining trust issues and the trend of 

expansion into the energy service market (see also section 3.2). This research however does 

not correlate to green building certification in particular, but rather on the general market 

development, in which the trend of green building certification is also included. For this 

reason, the previous research adds to this thesis when it is applied to the context of green 

building certification, as well as this thesis contributes to this research field also.  

In a similar manner as the paragraph above, with respect to the influences and how an energy 

supply company should handle these, previous research has also not provided a proper 

analysis of the possible strategic actions to be taken by an energy supply company. As such, 

the exploitation of opportunities is a gap that has yet not been covered, which supports a 

contribution on the behalf of this thesis. In this way the thesis contributes by applying the 

business networking concept as the strategic approach to seek and exploit opportunities, 

based on the relational characteristics in this context (see section 4.2). 
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1.6 Thesis disposition  

The disposition and outline in this thesis is explained below (see table 1), as a way to describe 

the contents and structure in this report. It should be noted that further argumentation for 

the contents in the literature review (section 2 and 3) and theoretical approach (section 4) is 

provided in section 5.2.2. 

Table 1 - Thesis disposition 

 

  

Section 1
Is the start where the problem is defined, along with a purpose and research questions. 

Furthermore, it explains the delimitations considered as well as the expected contributions of 

this thesis to previous research in the context of green building certification.

Section 2

Introduces the concept of green building certification and therefore provides necessary 

information of the context in which the actors, business relationships and business 

opportunities are situated. It also narrows down to focus more on the specific certification 

systems of EU GreenBuilding and Miljöbyggnad.

Section 3

Encapsulates the actors and markets, with a focus on the market characteristics, actor definitions 

and business relationships, which are united through the phenomenon of green building 

certification. As such, section 3 focuses on the real estate industry, the energy service industry 

and the construction industry.

Section 4

Contains the theoretical approach that is applied to the context of green building certification. 

The main concepts raised in this section refer to business networks, business relationships and 

strategy making. In this manner, substances of business relationships, social exchange, 

adaptation, business networking and business opportunity exploitation are described and 

defined.

Section 5

Gives the description of the methodological approach applied in this thesis. This includes a 

description and argumentation for the research design and approach, the research data 

collection method and strategy, the analysis methodology, the quality assessment and research 

ethics. 

Section 6
Is the start of the empirical data presentation, focusing mostly on describing the project 

contents, the involved actors and what has been performed by each actor in the relationships in 

the certification projects.

Section 7

Is the main analysis section, where the results are presented for this thesis. As section 6 only 

was a brief description of the empirical results, this section incorporates an analysis together 

with further empirical results. The section starts with an analysis of the relationships in the 

green building certification context, including the social exchange, adaptation, activities and 

resources. Thereafter, the analysis continues with a focus on long-term cooperation in green 

building certification and the relevance of an energy supply company in the context. At last, the 

analysis ends by a development of an action framework aimed to describe how an energy supply 

company should successfully exploit business opportunities, with respect to the previous parts 

of the analysis.

Section 8
Provides the concluding remarks from the analysis as well as implications for managers and 

research. This is the section where purpose and research questions are answered along with a 

shorter discussion with respect to these.

Section 9

Is a finalizing discussion, where possible drawbacks and limitations are discussed with respect to 

their possible impact on the results. Therefore, this section returns to some methodological 

approaches and quality assessments, where the discussion takes these into consideration. In the 

end, suggestions for future research are provided.

Thesis disposition
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2 GREEN BUILDING CERTIFICATION 

In this section an introduction to green building certification is provided. The section starts 

with describing the purpose of environmental assessment tools, which is followed with a 

wide perspective of the available green building certification tools in Sweden. Thereafter 

the section narrows down to focus solely on the systems Miljöbyggnad and EU 

GreenBuilding.  

2.1 Environmental assessment 

Previous research regarding green building certification has commonly applied the 

sustainability concept to evaluate the performances of the systems. As such, Poveda & Lipsett 

(2011) attempt in their research to evaluate the sustainability development by reviewing 

recent assessment methods and strategies regarding sustainability. Among the assessment 

methods there are for instance environmental, social and economic impact analysis, strategic 

environmental analysis, cost-benefit analysis, analytic network process, life cycle assessment 

and sustainability/environmental rating systems. With respect to green building certification, 

they end up in the category as sustainability/environmental rating systems, but in the 

research by Poveda & Lipsett (2011) they neglect the Swedish system for instance 

Miljöbyggnad as they bring up most of the international certification schemes. Based on the 

sustainability concept, Högberg (2014a) also tries to investigate how sustainability is handled 

by the most important actors in the real estate industry, namely the real estate owners and 

developers. More specifically, Högberg (2014a) aims to investigate their handling and 

perception of the sustainability concept, how market actors have handled sustainability-

related features, if there are economic incentives for sustainability and perhaps what else 

than economic incentives that may explain the sustainability ambitions. (Högberg, 2014a) 

Interesting concluding remarks identified in her study is that different drivers for the market 

actors causes different ways of handling the sustainability issues as well as there does not 

seem to be any one-fits-all solution to handle them (Högberg, 2014a). More interesting 

results from this thesis are brought up in section 3.1.1.  

As argued above, the purpose of the voluntary green building certification systems is to assess 

the environmental sustainability of buildings (Cole, 1998; Sweden Green Building Council, 

2014d). These certifications are therefore seen as useful tools in the process to reduce the 

environmental impact of both new and old buildings (Malmqvist et al., 2010). There are 

many different certification standards, however the most internationally used are BREEAM, 

Green Star and LEED (Malmqvist et al., 2010). In Sweden, Sweden Green Building Council, 

which is a non-profit organization owned by its members, uses four different green building 

certification systems and these are BREEAM SE, LEED, Miljöbyggnad and EU GreenBuilding 

(Sweden Green Building Council, 2014d). In this thesis, as mentioned in the delimitation (see 

section 1.4), the systems of consideration are Miljöbyggnad and EU GreenBuilding.  
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To assess the environmentally sustainability of a building the certification systems use 

different indicators for the evaluation. Among these four, mentioned previously, the tools 

BREEAM SE and LEED uses around 40 different indicators with six apparent assessment 

areas: energy and pollution, material and waste, indoor environmental quality, water use, site 

and ecology and lastly management (Malmqvist et al., 2010). Meanwhile, Miljöbyggnad only 

considers the actual building and its characteristics, which includes indicators in the areas of 

energy, indoor environment quality and materials and chemicals (Sweden Green Building 

Council, 2014b). Lastly, EU GreenBuilding only considers the energy use compared to 

building regulations for new construction of buildings or compared to the energy use before 

the energy efficiency actions (Sweden Green Building Council, 2014c). Further, Sweden 

Green Building Council administers all of these systems except for LEED, in which the 

United States Green Building Council administers (Sweden Green Building Council, 2014b; 

2014c; 2014e; 2014f). In addition, Sweden Green Building Council works to promote green 

buildings, to develop and influence environmental friendly and sustainable approaches in the 

built environment (Sweden Green Building Council, 2014g). 

2.2 Miljöbyggnad 

Miljöbyggnad is a green building certification system that is developed for the Swedish 

market and has its basis in Swedish construction regulations and praxis (Sweden Green 

Building Council, 2011). The development of the system started during 2005 and was at the 

time called Miljöklassad Byggnad, a name that was later changed to Miljöbyggnad (Sweden 

Green Building Council, 2014b). The aim of the certification system is to promote:  

 Better indoor environment quality 

 More efficient use of energy 

 The use of more sustainable building materials 

 

(Sweden Green Building Council, 2014b)  

Within these areas, there are indicators that are assessed depending on the ambition of the 

real estate company and if the current building can be considered as a new production, large 

renovation or existing building. The resulting assessment of a building can grant it a grade of 

bronze, silver or gold. (Sweden Green Building Council, 2014h) 

2.2.1 Assessment method 

The assessment of a building is divided into three areas, as previously mentioned, energy, 

indoor environment quality and materials and chemicals. There is however a fourth area, 

specific environmental requirements, for buildings managing their own water supply and 

sewage systems. Within these areas there are aspects that are taken into consideration and 

lastly there are indicators, which are used to quantify measures that are used to assess the 
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building (see table 2). (Sweden Green Building Council, 2014h) These indicators represent 

threshold values that, when accomplished, will grant the indicator with a grade of bronze, 

silver or gold (Malmqvist et al., 2010). Further, Malmqvist el al. (2010) states that the bronze 

represents the norm requirement for a new building, silver is short-term goals and gold 

would suggest the best case for a long-term perspective. The aggregation method of the 

indicators for Miljöbyggnad means that every indicator will have a significant effect on the 

final grade of the building. They also explain that the reason for the chosen aggregation 

method for Miljöbyggnad is due to that a high-graded building must perform well on each 

indicator, in order to assure its quality. (Malmqvist et al., 2010) 

Table 2 - Miljöbyggnad assessment method 

 

2.2.2 Assessment process 

The certification process for Miljöbyggnad can be divided into five steps: registration, 

application, review and correction, certification and verification. However, the last step, 

verification, only applies to new construction and large renovations, which means that the 

building has to be verified within two years after the operational start. (Sweden Green 

Building Council, 2014h; 2015a) It is recommended by SGBC that real estate owners hire a 

certified Miljöbyggnad coordinator, as they have the correct competence of how to interpret 

the assessment indicators and how to complete the application (Sweden Green Building 

Council, 2011; 2014h). By hiring such a person the certification process can be optimized and 

could become more cost effective (Sweden Green Building Council, 2014l). These 

coordinators represent a wide variety of companies and some examples of business sectors 

are architecture, construction, energy service companies and larger real estate companies 

(Sweden Green Building Council, 2014i). Each step of the assessment process is presented 

below (see figure 1): 

Number Indicator Aspect Area Building
1 Bought energy Energy use

2 Heat loss factor

3 Solar heat charge factor

4 Shares of energy sources Energy source

5

Noise evaluation or sound 

classification
Noise and acoustics

6 Radon concentration

7 Ventilation

8 Nitrogen dioxide concentration

9 Moisture problems Humidity

10 Thermal climate winter

11 Thermal climate summer

12 Window area or daylight factor Daylight

13 Tap water temperature Water - Legionella

14

Documentation of building materials 

and included chemical content
Documentation

15

Inventory and occurrence of specific 

substances
Occurrence

16 Occurrence of phase-out substances Phasing out

Miljöbyggnad assessment method
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2: Application is 
sent to SGBC

3: Review and 
correction

1: Registration 4: Certification
5: Verification 

within two years

 

Figure 1 - Assessment process of Miljöbyggnad (Source: Sweden Green Building Council, 2014h; 
2015a) 

Step 1: The current building that will be certified is registered at SBGC. At this stage the building 

regulations, what indicators to be used and manual to be applied will be determined.  

Step 2: The application is sent in to SGBC for review, which consist of documents that describe 

how and why the building fulfils the required assessment indicators.  

Step 3: An unbiased inspector reviews the application and evaluates if the application has to be 

corrected or further supplemented with more data.  

Step 4: Accordingly to the unbiased review of the application the building receives its achieved 

certification grade. If the application regards new construction or large renovations the 

certification received will be preliminary. 

Step 5: This step regards if the certification in step 4 was preliminary. This means that in order to 

get the final grade a verification of the building has to be done within two years after the 

buildings have been taken into operation. 

 

(Sweden Green Building Council, 2014h; 2015a) 

2.3 EU GreenBuilding 

The EU GreenBuilding certification system is an initiative from the European Union that 

started in 2004, under the name of the GreenBuilding Programme (GBP). Initially it was a 

result of the Green Paper on Energy Efficiency, where it was realized that the building sector 

accounted for more than 40 percent of the final energy demand in Europe, meanwhile it also 

was determined that it is an area where important improvements can be made. (European 

Commission, 2015) 

2.3.1 The assessment method 

The certification system of EU GreenBuilding is different compared to Miljöbyggnad as it 

solely focuses on energy and energy consumption in the building. The requirement to receive 

a certification is that the real estate owner commits to take actions, which reduces the energy 

consumption by 25 percent compared to the requirements by the Swedish National Board of 

Housing, Building and Planning. This is motivated since it reduces the operational costs and 

it also shows the willingness of approaching a more sustainable built environment. (Sweden 

Green Building Council, 2014c) The certification can be applied to a new building as well as 

an existing building, but it only regards non-residential buildings (however, when the 

building has a combination of non-residential and residential purposes, at most 49 percent 
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should be covered by the residential function). More specifically, applying for EU 

GreenBuilding means fulfilling the following requirements (for existing buildings): 

 Energy performance according to the energy declaration is reduced by 25 percent. 

 The latest energy reducing action is made at most one year after a decision is made. 

 Alternatively, that energy consumption is reduced by 25 percent according to the present 

requirements by the Swedish National Board of Housing, Building and Planning. 

 A description of energy reducing actions, calculations and/or measurements that fulfils the 

energy requirements. 

 An energy management programme is connected to the building. 

 A plan for yearly reporting of measured energy consumption. 

 A written paper of the corporate management, proving the commitment. 

 Assigning a contact person connected to EU GreenBuilding in the applying company, who has 

responsibility of: 

 Making sure that the actions are made. 

 Energy use is measured and examined. 

 A regularly reporting to the corporate management of the energy improvements. 

 Yearly reporting of the building’s energy consumption to Sweden Green Building 

Council/EU-Commission. 

 Yellow-marked fields in the “EU GreenBuilding Application Tool” should be correctly 

inscribed and attached to the application form. 

 

(Sweden Green Building Council, 2012) 

2.3.2 Levels of certification and endorsers 

Applying and receiving an EU GreenBuilding certification can be done for two types of levels. 

In either of the levels, the company will become a Partner, showing its willingness to 

approach a sustainable built environment. However, as a partner it is possible to either be a 

partner on a building level or on a corporate level. If a company chooses to become a partner 

on a building level, it follows that one or more non-residential buildings should match the 

requirements of EU GreenBuilding. If the company, on the other hand, owns more than 10 

buildings and more than 30 percent of these match the requirements of EU GreenBuilding, it 

is possible to become a partner on a corporate level. In this case it is also required that the 

company has 75 percent of the new buildings certified as well. (Sweden Green Building 

Council, n.d.a) 

Except for owning properties and buildings that are subject for certification according to EU 

GreenBuilding, it is also a possibility to become an EU GreenBuilding Endorser (Sweden 

Green Building Council, n.d.b). The type of companies that could become (and are) endorsers 

are of many types, for instance consulting companies, construction companies, energy supply 

companies, energy service companies etcetera (Sweden Green Building Council, 2014j). 

Becoming an endorser requires a large amount of commitment and active work and should 

fulfil the following requirements: 
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 Produce an EU GreenBuilding action framework (describing how to market the EU 

GreenBuilding certification system, encourage companies to certify their buildings and help 

the companies to have their buildings certified). 

 Help a real estate company to become a partner (providing them with necessary information 

about the system, making energy audits, supporting with writing the application and manage 

the reporting to Sweden Green Building Council). 

 Have the action framework approved by the Sweden Green Building Council and EU-

Commission. 

 Act in accordance to the action framework and report its work to Sweden Green Building 

Council and the EU-Commission. 

 To keep the endorser status after three years, the company should add at least one more EU 

GreenBuilding partner. 

 

(Sweden Green Building Council, n.d.b) 

2.3.3 Assessment process 

The certification process of EU GreenBuilding is to some extent similar to process of 

Miljöbyggnad. It contains the similar five steps, but in general it is the verification step (step 

5) that differs. In contrast to Miljöbyggnad, this step could be exchanged with the yearly 

reporting requirement, which was presented in section 2.3.1. The general process is shown in 

figure 2. 

2: Application is 
sent to SGBC

3: Review and 
correction

1: Registration 4: Certification
5: Yearly 
reporting

 

Figure 2 - Assessment process of EU GreenBuilding (Source: Sweden Green Building Council, 2014k) 

Step 1: The current building that is subject to certification is firstly registered. At this point, the rules 

and methods are determined, which will be used during the assessment. 

Step 2: In the second step, the application is sent in which describes the building and in what way it 

fulfils the requirements for EU GreenBuilding. 

Step 3: Sweden Green Building Council examines whether the application is correctly inscribed, that 

the correct methods and rules are used and that all attachments are included. If there is any 

documentation missing, the requesting company has one week to complement its application. 

After a possible complementation, an unbiased inspector will review if the documentation 

fulfils the requirements for EU GreenBuilding and if there is any information missing. 

Step 4: Accordingly to the unbiased review, the building receives its EU GreenBuilding certification. 

Step 5: Yearly reporting of the energy consumption should be sent to Sweden Green Building Council 

in order to keep the certification. 

(Sweden Green Building Council, 2014k)  
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3 MARKETS AND ACTORS IN GREEN BUILDING 

CERTIFICATION 

This section includes previous research in cross-sectional fields, which are all connected to 

the area of green building certification and the projects. For this reason, there are three 

major sectors of research included in the section regarding the real estate industry, the 

energy service industry and the construction industry. From one point of view the fields 

themselves are rather different from each other, but the research presented is united in the 

context of green building certification, focusing on the actors, market characteristics and 

their business relationships. 

3.1 Real estate industry  

There is a natural connection between green building certification and actors within the real 

estate industry, as their core business regards buildings and facilities. Further, the 

characteristics of real estate actors on the Swedish market differ from each other. In a study 

conducted by Ehn & Schultz (2008) five main segments were defined using E.ON Värme 

Sverige AB’s customers within the real estate industry as a basis. These are asset 

management, property management, housing associations, facility management and real 

estate developers. Of these it is important to note that facility management companies do not 

usually own buildings, as their core competence is rather to be in charge of for instance the 

operation and maintenance of buildings. Furthermore, the asset management companies 

often views real estates as equity investments and usually outsources the operation of the 

buildings to facility management companies. Property management are companies that are 

either public or privately owned and these could vary in size. Housing associations represent 

buildings that are partly owned by its residents, where they often own the apartment that 

they live in. Real estate developers are companies that focus on short-term sales and 

development of real estates. (Ehn & Schultz, 2008) 

In this thesis there is no distinction made between the different types of real estate industry 

actors, with the exception that facility management will be separated from the others. 

Further in the thesis these companies will be defined as real estate companies and the facility 

management company will keep its original name.  

3.1.1 Current situation and trends 

The trend on the real estate in industry is that the companies are becoming more active on 

the energy market, which leads to an increased demand for an explicit and simple energy 

product with price transparency. This is also along with the increased demand for higher 

environmental awareness and that the products should be produced with high environmental 

care. It is also becoming more important to certify buildings with green building certification 

tools. (Värmemarknad Sverige, 2014) The latest available statistics of the current green 
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building certification shows that there are roughly 400 buildings certified with Miljöbyggnad, 

355 with EU GreenBuilding, 140 with BREEAM and 120 with LEED (see figure 3). 

 

Figure 3 - Certified buildings in Sweden (Source: GreenBookLive, 2015; Sweden Green Building 
Council, 2014a; 2015b; U.S. Green Building Council, 2015) 

As mentioned in a previous section (see section 2.1) in a study by Högberg (2014a) it is 

illustrated that the most important actors, in connection to green building certification within 

the real estate industry, are the owners and developers simply by the fact that they are most 

likely to affect the sustainable development in the real estate business. It is also noted by 

Högberg (2014a) that different actors handle sustainability development differently and the 

goal to achieve a green image is also recognized as a driving force for the real estate 

companies (Sernhed & Skoglund, 2010). In the sustainability reports from the five largest 

real estate companies, Vasakronan, Akademiska Hus, AMF Fastigheter, Castellum and 

Svenska Bostäder (Fastighetsvärlden, 2014), it is apparent that all have ambitious 

sustainability and environmental goals. In this sense, all of these companies argue that they 

approach to certify their real estates, which indicates that the development of green building 

certification will continue. (Akademiska Hus, 2014; AMF Fastigheter, 2014; Castellum, 2014; 

Svenska Bostäder, 2015; Vasakronan, 2014) 

However, along the increased market demand for green building certifications, previous 

research regarding the value of green building certification, emphasizes the importance of 

economic incentives. Jernelius (2011) found in her study that it is more common to 

implement the systems to new construction of buildings than during renovations of old. 

Further, she mentions that a reason for this could be the lack of motivation and more 

especially the cost of green renovation projects (Jernelius, 2011). In line with this Högberg 

(2014a) concludes that the energy efficiency measures for some actors on the real estate 

industry are driven solely by material incentives, i.e. economic profitability. In a study 

conducted by Waara (2012) the lack of economic profitability is further emphasized as a 

barrier for green building certifications. Another barrier is that the advantages of green 
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building certifications are hard to measure and to evaluate in terms of economic profitability 

(Högberg, 2014a; Waara, 2012).  

There are however actors within the real estate industry that value other incentives higher 

than economic profitability (Högberg, 2014a; Jernelius, 2011; Waara, 2012). Högberg 

(2014a) found that sustainability is sometimes used as a marketing strategy to improve the 

image of a real estate company and in other cases the real estate companies expressed their 

contribution towards a sustainable society in an altruistic way. In line with her findings 

regarding the image, Waara (2012) also concludes that some companies view green building 

certifications as a way to strengthen their sustainability image. In her study it is also noted 

that the certification systems are seen as a quality insurance, both for the building itself but 

also to ensure that sustainable material and procedures have been used. In addition, the 

application of green building certifications are seen as an insurance for future demands, 

increased credibility through the use of a third party auditor, a communication value (image 

and marketing purposes to increase their competitiveness) and that it results in an increased 

pride among the employees regarding their contribution to a sustainable society (Jernelius, 

2011).   

3.2 Energy service industry 

The attention in the certification systems towards energy consumption improvements and 

energy efficiency, leads to the involvement of the energy service industry. With specific 

respect to energy use and improving energy efficiency in existing buildings (other terms are 

also energy renovation and/or retrofit renovation), a larger definition of the group of actors 

are energy service companies (ESCOs) (Lindgren & Nilsson, 2009), energy service provider 

companies (ESPCs) (Bertoldi et al., 2006), and also groups of companies based on their core 

business (Andersson & Widerström, 2011). In this thesis, similarly as in section 3.1, it is 

necessary to make a decision that characterizes a group actors being involved in the 

certification projects (as under this section related to energy-influencing actions). In relation 

to the certification systems, EU GreenBuilding is the system that solely regards improving the 

energy use in the building, thus the mentioned types of actors are highly important to help a 

real estate owner to achieve this. In Miljöbyggnad, on the other hand, there are other actors 

needed since it regards a more complete picture of the whole building, but it is still likely that 

many of the actors in the construction industry may fit into the energy service industry as 

well. For this reason, an outline will first be provided that distinguishes the types just 

mentioned above, which regards the energy service industry. 

The distinguishing of the actors in the energy service industry depends on how their 

contractual settings are described as well as in what way energy services are defined. In this 

manner, the major difference between an ESCO and an ESPC is the financial risk that is 

derived from the fact that an ESCO guarantees an amount of energy saving according to the 

contract with the customer. Even though, both of the definitions of the actors regards 

increasing the energy efficiency through similar measures for the customer, an ESPC does 
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not take the same responsibility in financing and guarantees. (Bertoldi et al., 2006; Lindgren 

& Nilsson, 2009) However, another distinguishing is made by Andersson & Widerström 

(2011) where they present, with respect to the Swedish Energy Agency, a group of actors in 

the field but at the same time regards the fact that a continuous dialogue is needed to 

increase the understanding. According to the authors, the definition of the term energy 

service influences how to categorize the actors and thus they chose to implement a wider 

definition to include even more actors in their study. However, with respect to the categories 

of the Swedish Energy Agency, Andersson & Widerström (2011) present actors as in table 3. 

Table 3 - Categories and examples of offerings (Source: Andersson & Widerström, 2011) 

 

In addition to table 3, it is worth to note that the number of companies are many and some 

companies active on the energy service market can be categorized within several of the 

categories in table 3 (Andersson & Widerström, 2011). In line with Andersson & Widerström 

(2011), this type of wide definition and categorization is appreciated in this thesis, since it 

was argued above that EU GreenBuilding and Miljöbyggnad is a mixture of many types of 

actors and industries that contribute in certification projects. Therefore, a similar 

categorization will be applied in this thesis for the actors that supply energy services. On the 

other hand, when disregarding the contractual consideration of financial risks, perhaps the 

most suitable category to encapsulate all of these actors and industries would be to call them 

ESPCs (Bertoldi et al., 2006), as indicated in the heading of table 3. 

3.2.1 Energy service market 

Despite how an energy service company is defined (with respect to contractual aspects), the 

market for energy services has certain characteristics. According to Lindgren & Nilsson 

(2009), the development of trust between the ESCO and the client is a major factor in order 

Category Examples of offerings

Suppliers of automation systems

Developing, supplying and/or retailing of 

construction related management systems, control 

equipment and automation systems.

Installation companies
Installation and service of electricity equipment, 

heat centrals, ventilation systems and sanitation.

Technical facility management and facility 

management companies

Operation and management of facilities, 

surveillance of energy efficiency projects, energy 

optimization.

Operations and maintenance companies
Operation and maintenance in a wide range of 

technologies within the facilities. 

Technical consulting companies

Services within architecture, construction, 

installation, infrastructure, water and 

environmental issues, energy systems.

Energy supply companies
Supply of energy (including electricity and heat), 

energy services and energy solutions.

Categories of energy service providers in Sweden
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to successfully develop the energy service market. The trust is necessary in order to convince 

the client that the expected energy savings are met and it should be noted that proving energy 

savings is a corner stone of the ESCO business model. The trust issue may also be a barrier 

for the entry of new actors, even though many of the actors engaging in energy service 

business already have other businesses in operation. Other barriers for the entry include 

public regulation and laws, for instance tendering procedures, thus making it harder for a 

smaller company to enter. (Lindgren & Nilsson, 2009) Another interesting issue mentioned 

by Lindgren & Nilsson (2009) is the recommendation of policymakers and ESCOs to work 

more closely with other actors associated to buildings, for instance manufacturers of 

windows, insulation and other products in order to better capture the efficiency 

opportunities. Further comments on barriers are also discussed by Labanca et al. (2015), in 

their attempt to analyse the current situation and existing potential for the development of 

the energy efficiency service market in the residential sector. In this study they apply the 

concept of energy efficiency services provider (EES provider), including any entity that 

delivers EESs. Among many barriers found in the literature review, some of them are high 

transaction costs for energy efficiency service providers compared to amount of potential 

energy cost savings, the lack of standardized energy efficiency service supply, the so-called 

landlord/tenant dilemma, the lack of credibility on energy service providers and the fear to 

become too much dependent on the energy efficiency service contractor. In addition, they 

found that the market volume and number of market actors in the residential sector appear 

to be relatively low in countries such as Sweden. 

3.2.1.1 The perspective of an energy supply company 

The energy supply companies’ current part in the energy service market, argues for both 

advantages and disadvantages. In the study made on the behalf by the Swedish Energy 

Agency, Andersson & Widerström (2011) aimed to analyse the market for energy services, 

through a series of interviews and a survey on the involved actors. According to their results, 

the arena of competition in the market is dependent on the type of energy service and also on 

the geographical location. At one point the energy supply companies have an advantage in 

terms of being capable to deliver energy statistics, but these types of services are also 

common among consultants. The energy supply companies are also said to have an 

advantage due to an already established connection in terms of energy supply. However, 

where specific knowledge and competence is needed, there might be a competitive advantage 

for the consultants, in fields where larger energy supply companies are lacking the specified 

knowledge. (Andersson & Widerström, 2011) It is also argued that energy services for energy 

supply companies makes it possible to increase the traditionally lacking customer interaction, 

while being affected by a declining heating demand from customers seeking to increase the 

energy efficiency (Andersson & Widerström, 2011; Rydén et al., 2013). A very interesting 

notation regarding factors that hinder the development for energy services are the lack of 

marketing and strategies. Andersson & Widerström (2011) in this sense remark that the 

market development could be facilitated if more focus lies on the relevant actors, especially 

their competence and incentives. 
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However, previous research included in the Swedish research programme “Fjärrsyn” and 

other types of research, argue that there traditionally has been certain mistrust towards 

energy supply companies, due to their lacking customer interaction and the customer’s ability 

to influence the supply agreements. In this sense, Sandoff et al. (2013) argue that the energy 

supply companies should increase the trust by following a four-step stairway: the first is to 

comply to standard norms and regulations, the second is to show transparency and 

communicate the internal efforts of the company, the third step is to influence and be 

influenced by the customers by taking a stakeholder perspective and the fourth step is about 

involving the customers in the company operations. Adding energy services to the product 

portfolio is mentioned by Rydén et al. (2013) to be a great activity in order to increase the 

customer interaction as well as easing the trust-issue, since it increases the activity on the 

customer arena. However, Sernhed & Skoglund (2012) and Ericson (2014) argue that even 

while energy supply companies offer energy services, mistrust might still be present. This 

concerns mainly three areas regarding the energy supply companies’ motives to offer energy 

services, their competence and their ability to take a customer perspective. On the other 

hand, as also indicated above by Andersson & Widerström (2011), energy supply companies 

might have certain advantages for offering energy services since energy efficiency is such a 

large part of today’s society, energy supply companies are famous actors and they possess 

certain competence in service agreements, they can provide energy statistics and use 

available energy data (Sernhed & Skoglund, 2012). Ericson (2014), mostly refers to the 

motive area and explains it as paradoxically that an energy supply company both supplies 

energy while at the same time increasing energy efficiency. In this sense, among many 

suggestions, she concludes that the energy supplier company should offer energy services 

having a proactive approach, have a long-term perspective, aim for becoming a trustworthy 

and advice-offering actor, include customer satisfaction and their individual needs (Ericson, 

2014). These arguments also correspond to Bergmasth & Strid’s (2004) way of describing 

how an energy supply company must market their energy services, in order to move away 

from the passive position taken. 

3.2.2 Energy services 

According to Bergmasth & Strid (2004), energy services can be broadly categorized into two 

types of services namely indirect and direct energy services. The indirect services are 

characterised as services where the provider does not, on its own, perform the action of 

efficiency improvement. Instead they could be performed by the client or another third party. 

Examples of indirect services are providing loans for equipment that improves the efficiency, 

discount of equipment, educating the customers, providing energy statistics, energy audits, 

energy advisory and energy analyses. The direct energy services are actual measures 

performed by the provider, which improves the energy use. These can further on be 

categorized into either short- or long-term services, where the short-term services indicate 

actions performed on the spot. These types of actions are thus adjustments or installation of 

new technology that improves the energy use. The long-term services are more focused on 

providing load management and establishing contracts for both service and energy services. 
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The load management means adjusting the energy use during certain time periods, where the 

energy demand can be tuned with respect to resource availability and price fluctuations. 

Contracts for services and energy services means that long-term contracts are established 

between the provider and the customer, with the purpose of letting the provider manage and 

keep maintenance of the customer’s facility. These services are for instance helping out with 

operations of existing energy equipment, operation and management, adjusting the 

equipment and/or taking responsibility for a part of or the whole energy use at the 

customer’s facility. 

In the area of energy service contracts, they can be defined as different contracts depending 

on their purpose and their performance. As described by Bergmasth & Strid (2004), they 

could be described differently depending on the incentives by the provider and the customer. 

In its simplest form, operation and maintenance contracts are used when the provider is to 

have responsibility of the customer’s facility. Another type is called a performance contract, 

which commonly is referred to as Energy Performance Contracting (EPC). In this type of 

contract, the provider guarantees a certain energy efficiency improvement and pays the initial 

investment cost, while the customer later on pays back the investment based on the achieved 

energy savings. Lindgren & Nilsson (2009) also adds a similar type of contract, named Third 

Party Financing (TPF), which means that a third party steps in to pay the initial investment. 

A final type of contract is called a Function Agreement, which is much more focused on 

customer benefits, rather than supplied energy. The agreement could for instance refer to a 

demand of having a specified indoor climate, where price and energy supply is adjusted to 

this demand and hence makes the energy use more efficient. (Bergmasth & Strid, 2004) 

3.2.2.1 Energy performance contracting (EPC) 

In the energy service industry, a lot of research is found regarding energy performance 

contracting (EPC), as they are connected to certain issues. Lindgren & Nilsson (2009) 

mentioned in section 3.2.1, that trust between an energy service company and the client is a 

cornerstone in the business model, to guarantee actual energy savings. In a study by Lee et al. 

(2015), they aim to investigate the risks and concerns of the customers to EPCs, as well as 

how to enhance the adoption of EPCs. According to their results, they conclude that the main 

concerns of EPC projects are related to payment issues to the ESCO, if the baseline energy 

measurement is correctly established and the risks of increased equipment installation costs. 

The issue of payment is related to the fact that many other factors such as climate and 

weather etcetera affect the energy use, which might make the customer to question the real 

energy savings and payment associated. The baseline energy measurement issue is related to 

the fact that some ESCOs tend to use electricity bills as data for the baseline energy 

measurement, which makes a poor quality measurement. The issue of installation costs refers 

to the risk of increased costs caused by the installed equipment, which secondly affects the 

commonly used lump sum cost used in EPC projects. In a similar study by Yik & Lee (2004), 

they try to investigate the factors that make EPC projects fail as well as identify an agreement 

that makes them successful. The hindering factors found to some extent correspond with the 

concerns found by Lee et al. (2015), but to solve these issues Yik & Lee (2004) suggest a 
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specific partnership model. The expected benefits are that the actors in the partnership firm 

would experience common interests in ensuring the actual energy savings, whereas the 

profits could be shared between them. This type of partnership would for that reason leave 

the risks to be shared between the partners and even though energy savings are not met in 

the first place, the shared risk incentive motivates both partners to continue the partnership 

and removes the negative effect of energy saving guarantees. However, the partnership 

approach is also highlighted by Xu et al. (2011) in their attempt to develop certain success 

factors for EPC projects on hotel buildings in China. As such, they identify the five most 

important factors to be accurate measurement and verification, trust among the partners, 

control mechanism or sustainable development strategy, available technology and effective 

coordination. It should however be noted that Xu et al. (2011) argue that the success factors 

identified originates from the context of hotel buildings and that caution should be taken 

regarding to what extent the exact same factors apply for other types of buildings. 

3.2.2.2 Holistic approach 

The use of a holistic approach refers in this thesis to a company offering a service, which 

includes all the activities required (or the majority) for the completion of a green building 

certification project. A similar approach is studied by Mahapatra et al. (2013) through the use 

of a concept called one-stop-shop business model, where they analyse the opportunities for 

implementation of this model for full-service renovations of single-family households. It 

should thus be noted that this thesis does not regard single-family houses as a market 

segment. The one-stop-shop concept indicates the business model where one single actor 

provides information and all types of services needed for an energy renovation. Examples of 

services are therefore consulting, independent energy audit, renovation, follow-up 

independent quality control and commissioning and financing. Though, Mahapatra et al. 

(2013) argue that strategic choices are needed in order to successfully implement a one-stop-

shop business model. The choices include a definition of the target group (the customers) and 

their characteristics, definition of the service and differentiation factors (due to competition 

on the market), building up of credibility (for instance trust, reputation and reliability), 

engaging in partnerships, communication strategy to motivate the customers and the 

marketing mix. Except for marketing strategies, it is also proposed that policy instruments 

are needed in order to improve the market for one-stop-shop business models. (Mahapatra et 

al., 2013) 

Mlecnika et al. (2012) have also been into the same agenda, arguing that supply chain 

collaboration and customer demand stimulation are needed in order to develop business 

opportunities in the renovation market. However, collaboration preferences in the 

construction chain seem to vary with different actors. From a questionnaire sent to 

companies in the construction sector in Belgium, 26 percent of the companies involved in 

structural works preferred an alliance with other companies in the same sector. It also 

showed that another 26 percent did not prefer working together at all. Installation companies 

showed a high willingness to cooperate, where 83 percent gave the interest. Thus, it was 
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shown that most companies were willing to cooperate and this would probably lead to 

increased awareness and better knowledge transfer. (Mlecnika et al., 2012) 

3.3 Construction industry 

The third type of industry, which is of relevance with respect to green building certification, is 

the construction industry due to the influence of the certification on the building construction 

and properties. The construction industry includes all firms that contribute with activities 

and/or resources to the construction process of buildings. Some instances of such companies 

are those who perform and manage the construction process, suppliers of material, 

construction consultants and architects. However, as mentioned in section 3.2, the broad 

definition of the energy service industry used in this thesis also means that actors mainly 

active in the construction industry could be considered to be a part of the energy service 

industry as well. The market could further also be divided into two segments: smaller 

projects, which often include for instance renovations, and larger projects, which are larger 

renovations and new constructions. (Lutz & Gabrielsson, 2002) As of the clear connection 

between the construction industry and green building certification, it is therefore of high 

importance to take into consideration the construction market conditions.  

3.3.1 Relationship characteristics in the construction industry 

Previous research regarding business relationships in the construction industry emphasize 

that they are characterised by low degree of long-term cooperation. Holmen et al. (2005) 

tried to highlight this by relating it to the degree of innovation in the construction industry. 

By conducting field trips, in-depth interviews and document studies in two case studies (in 

Norway and Denmark), they got to the conclusion that the actors indicate a low interest to 

establish strong relationship substances (for substances, see section 4.1.1). As such it seems 

like the actors behave as they do not expect to benefit from stronger relationships in later 

projects and therefore the frequent change of actors dominates over technological 

innovation. In this sense, it is also argued that relationships in the construction industry tend 

to have a short-term project focus, which contributes to the lack of knowledge transfer 

between the projects (Gluch et al., 2011; Holmen et al., 2005; Håkansson & Ingemansson, 

2013). In the long-run, this leads to constantly climbing new learning-curves in front of new 

projects, when new actors participate (Holmen et al., 2005). The learning perspective has 

also been emphasized by Håkansson et al. (1999) as they investigate how learning takes place 

in an everyday context in business relationships and what factors that influence this learning. 

In this sense, they conducted interviews with multiple actors that were involved in a Swedish 

construction project, where they finally conclude that learning is highly influenced by the 

connection of business relationships. In addition, they also conclude that the development of 

a focal relationship also is stimulated when it is connected to a number of other relationships, 

since it thus becomes a part of a larger development process. Hence, the lack of long-term 
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relationships in the construction industry heavily influences the potential for learning and 

knowledge transfer. 

Previous research has also shown that actors within the construction industry tend to avoid 

interdependencies, which leads to a lack of long-term relationships (Dubois & Gadde, 2000; 

Gadde & Dubois, 2010; Bygballe et al., 2010). According to Gadde & Dubois (2010), factors 

such as competitive tendering, the uniqueness of the projects, the short-term focus and 

intermittent interaction are considerably influencing factors that hinders interdependence in 

the construction industry. For this reason, the avoidance of interdependence also leads to the 

lack of adaptations in relationships, as they are likely to lead to increased interdependency. 

As explained by Gadde & Dubois (2010), the avoidance of interdependency reduces 

uncertainty in single transactions as alternative suppliers are available, it avoids becoming 

locked in specific technical solutions and it encourages competition primarily in terms of 

price. Furthermore, the competitive tendering is one factor that needs to be dealt with in 

order to develop long-term relationships in the construction industry. It is assumed to 

contribute to economic efficiency (Gadde & Dubois, 2010), and also as a main tool for 

supplier evaluation (Dubois & Gadde, 2000), which thus emphasize the short-term project 

focus.  

The characteristics in terms of a project focus and dependency avoidance entails the business 

relationships to be categorized into separate types of networks. Dubois & Gadde (2000; 

2002) make this distinction by highlighting that the construction industry could be seen as a 

network within a network. The network within is in this case called a temporary network and 

the broader network is called the permanent network. As argued above, the actors tries to 

avoid relationship specific adaptations, as these might lead to interdependencies, but Dubois 

& Gadde (2000) mentions that within specific projects the interdependence is significantly 

high and requires adjustments as well as adaptations. Though, these are not relationship 

specific, but they are required for the successful completion of the project, since the 

interaction and coordination is much more palpable (Dubois & Gadde, 2002). In this sense, 

the temporary network refers to the actual project and entails this kind of characteristics 

where a high interactive behaviour is needed to make the necessary adjustments and 

coordination (Dubois & Gadde, 2000). It is therefore not surprising that successful projects 

and its partners requires effective communication (in terms of ability to contact each other), 

technical expertise (including the importance to organize the skills of the actors), trust and 

commitment towards the counterparts (Chen & Chen, 2007). However, the permanent 

network has quite the opposite characteristics mainly through high standardisation (of 

activities and resources), few adaptations, low interdependence and low interaction (Dubois 

& Gadde, 2000; 2002). For this reason, the temporary network to some extent activates the 

permanent network, where standardised solutions are utilized in an adjusting manner in the 

projects. 
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3.3.1.1 Cooperation in construction industry 

During the last decades there has been research considering partnering and partnerships in 

the construction industry (Bygballe et al., 2010; Dubois & Gadde, 2000, Gadde & Dubois, 

2013; Håkansson & Ingemansson, 2013). The focus of these studies often regard the 

characteristics of the construction industry, as explained in the previous section (see section 

3.3.1), and tries to find different approaches which would lead to long-term benefits. The 

main conclusion of this research is that the construction industry has to shift its short-term 

project focus to a focus on long-term relationships with cooperation stretching over several 

projects. This is however not an easy task as the characteristics of the construction industry 

act as both a reason to change and at the same time a barrier for the change towards such 

long-term relationships. Bygballe et al. (2010) states in their literature review that the 

previous literature often makes a difference between two types of partnering, project 

partnering and strategic partnering. The former regards partnering during a specific project 

with a focus on the short-term benefits and the latter refers to partnering with a long-term 

focus that stretches over several projects. However, project partnering is seen as the first step 

towards strategic partnering by some researchers (Cheng et al., 2000; Thompson & Sanders, 

1998), while others question whether the construction industry is capable of making the shift 

from project partnering to strategic partnering (Beach et al., 2005), due to the characteristics 

mentioned in the previous section (see section 3.1.1). Gadde & Dubois (2010) argue that in 

order to achieve the potential advantages of strategic partnering the attention must shift from 

dependency avoidance towards handling the interdependencies between the companies. This 

is also in line with a study conducted by Cheng et al. (2004) where they emphasize that long-

term commitments are required in order to establish a long-term relationship, as well as they 

recognise the difficulties to do this due to the characteristics of the construction industry.   

It is commonly acknowledged in previous literature that long-term, high involvement, 

cooperative relationships (other similar and common definitions are strategic partnering and 

strategic alliances) would have advantages for the construction industry and could be used to 

solve some of the issues mentioned in the previous section (see section 3.3.1). It is well 

recognised in previous literature that such long-term relationships could improve the 

resource efficiency, economic efficiency and increase the innovation of the construction 

industry (Gadde & Dubois, 2010). Further, Gluch et al. (2011) emphasize that the lack of 

knowledge transfer between projects could be solved by actors who initiate partnerships with 

other actors, both from the construction industry and other industries. In line with this 

Bygballe et al. (2010) mean that a way to solve this would be if a tightening in the overall 

business network took place, i.e. long-term relationships are established. Håkansson & 

Ingemansson (2013) investigated the lack of innovation and show similar conclusions as 

other studies, referring to the innovation issue. They emphasize that the establishment of 

long-term interactions could be used to increase the innovation, especially for smaller 

companies. Following these issues Uttam et al. (2013) state that the current characteristics of 

the construction industry may also result in implications for their environmental 

performance. For this reason partnerships are seen as a top priority for the procurement of 

green energy. 
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3.3.1.2 Long-term cooperation 

There are multiple definitions and alterations of long-term, high involvement, cooperative 

relationships in previous literature, both from general management theory and applications 

of this theory within the context of construction industry (Cheng et al., 2004; Crane, 1998; 

Gadde & Dubois, 2010; Mohr & Spekman, 1994; Wassmer et al., 2012). In much of the 

literature on relationships in the construction industry used in the previous sections the 

terms partnerships, partnering, strategic partnerships, alliances, strategic alliances etcetera, 

are used to denote such characteristics of a relationship. As such, the relationships are 

formed from a purposive and strategic basis, where the involved actors enter into a business 

relationship to pursue common goals and objectives (Mohr & Spekman, 1994). To avoid 

confusions of the term(s), it is required that a definition is made with respect to how the type 

of relationship is used in this thesis. Therefore, the term strategic partnership will be used, 

but it is rather its implication that is even more important, namely that it refers to a 

purposive engagement into a high-involvement, cooperating, long-term relationship to 

pursue common goals (Mohr & Spekman, 1994). This definition is also important as the long-

term perspective of the relationship makes it comparable to the theoretical approach that 

follows in section 4, where business relationship aspects are highlighted as well the strategic 

approach through business networking.  
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4 THEORETICAL APPROACH 

This section includes the theoretical approach that is applied in this thesis, derived from the 

purpose to analyse the network of business relationships in green building certification and 

its projects. This section thus narrows down the theoretical aspect and focuses solely on 

applied theory in business networks, business relationships and their characteristics and 

business networking. 

4.1 The study of business networks 

One of the fundamental principles when studying business networks is to consider: 

“[…] no company is an island but is always an arbitrary part of a mainland” 

(Håkansson & Snehota, 1995, p. 194) 

This refers to when studying an actor or a business relationship, the researcher always have 

to consider the environment in which the focal actor or business relationship is embedded. It 

is within this environment the companies perform their activities and use their resources. 

(Håkansson & Snehota, 1995) Ford et al. (2011) further state that all companies within this 

environment are to some degree dependent on other actors. These dependencies can emerge 

from directly connected firms, such as a supplier-buyer relationship, or indirectly, from a 

supplier’s relationship to its supplier. These chains of dependencies are aggregated and 

Håkansson & Snehota (1995) define this as a network. A network is an environment in which 

multiple business actors and their relationships are present and connected, which form the 

business network. There are no clear boundaries or a definite centre in business networks. 

(Håkansson & Snehota, 1995) In line with the theories regarding business networks, it is 

therefore predictable that the green building certification network of business relationships 

studied in this thesis will not capture the complete picture and the focus in this thesis is 

rather on the direct connected relationships, than the indirectly, to the green building 

certification projects.   

4.1.1 The substances of a business relationship 

Håkansson & Snehota (1995) state that business relationships consist of substances, which 

can be further segmented into three layers: activity, resource and actor. The first, activity 

layer, regards that there are activities performed in a relationship, which connects the actors 

in some way. Examples of connections are technical, administrative, commercial and other 

activities. The second, resource layer, regards that each company and its resources can be 

connected with another company in their relationship, which creates ties between companies. 

Examples of resource ties are technological, material and knowledge. The third, actor layer, 

regards that within a relationship the counterparts interact and will create a social bond to 

each other, which influences their perception and identities towards each other. Viewing 
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relationships with respect to these three layers thus indicate the potential benefits that are 

present when developing long-term relationships. As they also are demanding, the time 

aspect impact on the development of high-involvement, long-term business relationships is a 

way of both parties to realize and utilize mutual benefits, development, innovation and 

opportunities. (Håkansson & Snehota, 1995) 

It should be noted however that Håkansson (2009), in his commenting article, reflects upon 

the purpose of ARA and the reason why it was developed. In this article it is stated that the 

ARA-model is not a final way to conceptualize business relationships, but rather to give a 

picture of the main components in relationships. It is also claimed that the model is difficult 

to test empirically, but at the same time it is explained that it is not the purpose either. Thus, 

it was developed in order to formulate the most important factors in business relationships 

and how they relate to each other. (Håkansson, 2009) In this thesis, the ARA-model is also 

not used in the sense to be empirically tested, but rather as a way to categorize other 

relationship elements. In the following sections other theories and terms will be explained 

and the purpose of using ARA is that it categorizes these into the different substances. Using 

ARA could also be explained as using a guideline, in terms of directing the analysis towards 

different parts of the business relationships. 

4.1.2 Social exchange elements 

Analysing business relationships in a business network context implies many perspectives 

that could be looked upon, especially when using the ARA-model as a categorizing tool. A 

large important phenomenon is looking at the social exchange within the business 

relationships. A first notion, in relation to ARA, is the actor layer in which Håkansson & 

Snehota (1995) regard elements of actor perceptions, behaviour both on an individual level as 

well as firm level. As actors behave, develop relationships and thus gain perceptions from 

other actors in the network, they also develop a firm meaning, in other words an identity. The 

identity is for this reason the view held by other actors directed towards a focal firm. The 

identity of a firm is also very much related to the firm’s network position, where it is placed in 

relation to other actors (Schepis et al., 2014). Håkansson & Snehota (1995) continue by 

pointing out that the development of identities also goes hand in hand with a co-development 

in mutual trust and mutual commitment. The concepts of trust and commitment refer to a 

natural uncertainty in business relationships about future outcomes and they are equally 

dependent on each other. As Håkansson & Snehota (1995) explain, trust (which takes time to 

develop) is a necessary condition for commitment and commitment only makes sense if 

tomorrow matters.  

Trust is common element in long-term business relationships that has been regarded by 

many studies and researches. Brennan & Turnbull (1999) support that trust increases the 

adaptive behaviour illustrated by Hallén et al. (1991), but however also state in their case 

study that there is a limit to healthy adaptations. Mukherji & Francis (2008) in their study 

clarify that trust has a positive impact on buyer adaptation, while it on the other hand has a 

negative impact on supplier adaptation. However, Mukherji & Francis (2008) comment on 
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their findings that they should be handled with caution, due to the fact that their findings 

might be too situation-specific. Geyskens et al. (1996) in their study explore the effects of 

trust and interdependence on relationship commitment (a term which will be explained later 

on) and confirm the large amount of research spent of social exchange elements in business 

relationships. However, they argue that trust in social psychology encompasses two types of 

elements: trust in a partner’s honesty and trust in a partner’s benevolence. The honesty 

element refers to the belief that the partner will stand by its word and the benevolence 

reflects the belief that the partner is interested, hence will not take unexpected actions that 

harm the relationship. Morgan & Hunt (1994) explain that trust (along with commitment) is 

one of the key elements for long-term relationships to be successful. They recon trust to be 

defined as when one party has confidence in an exchange partner’s reliability and integrity 

and thus incorporates a willingness to rely on an exchange partner. In addition, Morgan & 

Hunt (1994) discuss different precursors for trust (and commitment). In this sense, they 

identify five different precursors related to trust and commitment, where shared values 

influence both trust and commitment, communication and opportunistic behaviour directly 

influence trust, relationship termination and relationship benefits directly influence 

commitment. However, according to their model (KMV model) all the precursors are likely to 

have either a direct or an indirect influence on trust and/or commitment as they are 

interlinked. 

A similar notion of trust, as mentioned above, is confirmed by Dwyer et al. (1987) which 

regard it as one element developed while a relationship develops. More specifically it is a part 

of the expectations development, corresponding to the second exploration phase, whereas 

trust is referred to as an important concept in understanding expectations for cooperation 

and planning. Furthermore, Dwyer et al. (1987) also highlight communication and especially 

bargaining as essential components in the development of a buyer-supplier relationship. 

When regarding bargaining, they state that the perceived willingness to negotiate might be a 

significant aspect of attraction, which means that the potential exchange partner sees 

possible value in the relationship. With respect to trust, they regard communication and 

bargaining as elements leading to expectations development, where trust is included. 

Perhaps, other types of trust are defined by Sako (1992) and Van der Meer-Kooistra & 

Vosselman (2000), where a distinction of three types of trust is made. Derived from Sako 

(1992), Van der Meer-Kooistra & Vosselman (2000) explain that contractual trust is based on 

keeping the word and fulfil what has been agreed upon, competence trust is based on the 

expectation that the counterpart has the necessary technical and management competence at 

its disposal and goodwill trust relates to the belief that the counterpart is ready to do more 

than formally expected (referring to commitment). 

As might be clear at this point, commitment is a second social exchange element that goes 

hand in hand with the concept of trust (see for example Hadjikhani & Thilenius, 2005). 

Dwyer et al. (1987) mention commitment to be an equally important concept, defining it as 

an implicit or explicit pledge of relational continuity between exchange partners. Morgan & 

Hunt (1994) describe a similar definition, explaining it to be an exchange where the partners 

believe that the relationship is worth working for to ensure that it endures in the future. As 
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noted above by Morgan & Hunt (1994), the precursors for trust and commitment are very 

similar, as the two concepts are tightly linked according to their KMV model. Anderson & 

Weitz (1992) associate commitment with pledging in the form of idiosyncratic investments in 

the counterpart, an explanation also conducted by Blankenburg et al. (1999). In addition, like 

precursors for trust and commitment, Anderson & Weitz (1992) also regard communication 

as an important factor in terms of open sharing of information for the development of 

commitment between manufacturers and distributors. The open communication leads to the 

greater chances of realizing benefits from the relationship and therefore also the possibility of 

increased commitment to the relationship. Blankenburg et al. (1999), on other hand, relate 

commitment to the concept of mutual dependence whereas they define mutual commitment 

as the willingness of both counterparts to make short-term sacrifices to realize long-term 

benefits in the relationship. According to their study results, it is claimed that mutual 

commitment is an essential component in the development of relationship value creation, 

along with other important components such as business network connection and mutual 

dependence. It also noted that commitment development is interlinked with increased 

adaptations in relationships, as well as adaptations also influence the development of 

commitment (Brennan & Turnbull, 1999; Hallén et al., 1991). 

4.1.3 Adaptation 

Adaptation is an important concept in order to understand the exchange that takes place 

between actors. Previous research have often had a focus on interfirm adaptation (Brennan & 

Turnbull, 1999; Hallén et al., 1991; Mukherji & Francis, 2008), which means a buyer-supplier 

relationship, and the focus is often on how the relationships or the individual actors are 

affected by the change.  

Adaptations are about responding to the requirements of another actor or a sudden change 

and are a fundamental activity for long-term relationships. Hallén et al. (1991) state that 

when two actors interact it is required that they make adaptations to each other if the 

relationship is to last for a longer duration of time. Hence, adaptations are about when actors 

are adjusting to their counterpart in order to improve and sustain their relationship. Brennan 

& Turnbull (1997) continue on a similar agenda, but further emphasize that adaptation can 

be both planned and unplanned. In addition, they state that closer relationships between 

buyer and sellers will likely lead to the realization of synergistic effects, which thus extends 

the mutual adaptation activity. Hallén et al. (1991) further point out that adaptations between 

actors can have a great impact on the competitiveness of the firms that adapt. They give the 

example that if a supplier adapts its quality of a product to the needs of a customer, this could 

lead to that the supplier also gains competitiveness in other relationships. Furthermore, they 

also imply that it may be of importance for a seller to adapt its business in order to keep a 

relationship with specific customers. With respect to the substances of business 

relationships, Håkansson & Snehota (1995) and Holma (2013) state that adaptations take 

place within the layers (activity, resource and actor) of the relationships and that mutual 

adaptations account for the substance of them. In this thesis the primarily focus will be on 

the adaptations which take place in the activity and resource layer, as the actor layer is 
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studied through social exchange concepts (see section 4.1.2). In addition it is explained that 

mutual adaptation is what binds companies together and with respect to activities and 

resources they are for instance shown through coordination and technical alterations of a 

product (Håkansson & Snehota, 1995).  

Previous research has also shown that there is connection between social exchange elements, 

power balance and adaptive behaviour. Brennan & Turnbull (1999) found in their study on 

buyer-supplier relationships that the adaptive behaviour is influenced by the power balance 

between the actors. As mentioned in the previous section (see section 4.1.2) they also found 

evidence of trust and commitment as influencing factors for adaptive behaviour, which 

supports the findings of Hallén et al. (1991). Further support of social exchange and power 

elements as influencing factors of adaptive behaviour is provided by Brennan et al. (2003) 

and Mukherji & Francis (2008), which also is mentioned in the previous section (see section 

4.1.2).  

4.1.3.1 Adaptation analysis framework 

As adaptations could be complex and have multi-scale impacts, it is of importance to study 

the effect that a change within a dyad has on the network of business relationships and vice 

versa (Halinen et al., 1999; Havila & Salmi, 2000; Håkansson & Snehota, 1995). To study 

adaptations within a triadic relationship setting Holma (2013) created a framework that 

divided the process of adaptation into three parts: initiation, process and outcomes. This 

thesis uses a similar approach regarding how to analyse adaptations, whereas the framework 

created by Holma (2013) is used as a basis together with other previous research regarding 

the concept of adaptation. Even though the framework was primarily created for a triadic 

environment, this setting can be seen as a small network of business relationships (Holma, 

2013), which therefore emphasizes its relevance in this thesis.   

The first part covers how the adaptations are initiated and elements of importance regard 

whether the source of the adaptation comes from an actor, dyad, primary network or the 

macronetwork (Holma, 2013). The need for adaptations can be initiated by the actor when 

they for instance change their organizational structure, operational changes or changes in the 

personnel functions (Halinen et al., 1999; Holma, 2013; Öberg & Holtström, 2006). A change 

in a dyad can create the impulse which requires another actor outside the dyadic relationship 

to adapt, for instance when changes are made in the dyadic resource combinations. Further, 

the change can also emerge from the primary network, in this thesis a network encapsulated 

by green building certification, for instance if an actor leaves the network or if a new actor 

enters the network. Lastly, the source of adaptation impulses can emerge from the 

macronetwork, which refers to changes originating from outside the primary network. 

(Holma, 2013) 

The second part regards the process of the adaptation, which in this thesis refers to the 

content and nature. With respect to the content of adaptation (i.e. what is adapted) different 

classifications have been used and Holma (2013) states that previous studies have also shown 
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that to use only one classification is sufficient for a study. Hence, as mentioned in the 

previous section (see section 4.1.3) the adaptations in this study will primarily focus on the 

substance layers activity and resource, which correlates with Holma (2013), with the 

exception that this thesis does not study the actor layer through the concept of adaptation. 

Regarding the nature of the adaptation it is in this thesis referred to the reciprocity, which 

means if the adaptation is considered as mutual or unilateral and coerced or voluntary 

(Holma, 2013). In this sense when an adaptation is considered as mutual, both of the actors 

adapt to each other and this is also connected to the social exchange elements and mutual 

benefits in the relationships as mentioned in the previous section (see section 4.1.3). On the 

other hand, unilateral adaptations mean that only one of the actors adapts to the other and 

this is correlated to a certain power imbalance in the relationship (see section 4.1.3). In 

addition the mutual or unilateral adaptations also relate to if they are coerced or voluntary. 

The coerced adaptation is an enforced change of an actor by one or more actors, meanwhile 

voluntary adaptation occurs when actors realize long-term benefits. (Holma, 2013) 

The last part of the framework regards the outcome of adaptations and the effect it has on the 

actor, dyad and the network of business relationships (the triad in the study by Holma 

(2013)). The actor can be positively or negatively affected by an adaptation and at the same 

time a favourable adaptation for one actor could result in a disadvantage for another (Holma, 

2013). In addition to the positive outcomes mentioned in the previous section (see section 

4.1.3), successful adaptations may also improve the economic efficiency of a firm (Hallén et 

al., 1991; McLoughlin & Horan, 2000). Another development is that adaptations can lead to 

an increased interdependency, which can result in difficulties for the actor in terms of high 

switching costs. With respect to the dyadic relationship a strengthening or weakening of the 

substances in the relationship are often outcomes caused by adaptations. Lastly, the outcome 

of an adaptation can also have an effect on the network of business relationships, in terms of 

for instance structural changes of the network. (Holma, 2013) 

4.2 Business networking 

The concept of business networking is about conscious attempts by an actor to make changes 

within specific relationships or within the structure of the business network (Ford et al., 2011; 

Ford & Mouzas, 2013; Håkansson & Snehota, 1995). With respect to existing relationships, 

both direct and indirect, the concept is the strategizing movement of an actor that will impact 

its own network position as well as the positions of the other actors in the network. 

Håkansson & Snehota (1995) explain it as an activity when actors wish to improve their 

production conditions, introduce new solutions in the organization and so on. The reasons 

for making this activity might originate from at least three sources, namely internally, a 

specific relationship or from the wider network. An internal source might be an employee or 

similar, who gets an idea. A relationship specific source might arise due to the interaction 

with the counterpart, which requires a certain change in their interaction. If the source comes 

from the wider network, it refers to that a certain development has taken place elsewhere and 

thus needs to be reacted to by actors and in relationships. The source for business networking 
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can also be regarded as either endogenous or exogenous depending on its heritage. 

(Håkansson & Snehota, 1995) As such, business networking is a strategy development, which 

is about steering towards a favourable position in the business network and this will 

influence the network positions of the other actors (Easton, 1992; Håkansson & Snehota, 

1995). The influence on network positions is derived from the basis that network positions 

are one relationship put in relation to other relationships (Gadde & Mattsson, 1987).  The 

position is for this reason also closely related to the firms’ identities and thus other actors’ 

perceptions and social constructs of these firms (Schepis et al., 2014), and how the actors 

themselves view their position (Ford et al., 2011). Identifying the network position of the 

focal firm and the surrounding corresponds to developing network pictures as perceived by 

the actors, which has an impact on how the business networking procedure is approached 

(Ford et al., 2011; Henneberg et al., 2009). 

The business networking concept entails certain characteristics and aspects, due to the 

strategic application in business network contexts. Some specific aspects are brought up by 

Ford et al. (2011) in relation to the three network paradoxes (Håkansson & Ford, 2002). The 

aspects thus regard that networking is: 

 an interactive process (influences and is influenced by other interconnected actors), 

 it is based on restricted freedom (no company can fully act on its own interests), 

 it is based on the current network position (each position among other actors and 

relationships will provide uniqueness to the way of networking), 

 it involves simultaneous cooperation and competition (every networking attempt will either 

work with or against other actors), 

 experience and expectations of the future are central networking factors, 

 networking is based on incomplete knowledge (no company has the complete knowledge of 

the network) and 

 networking copes with the three network paradoxes. 

(Ford et al., 2011; Håkansson & Ford, 2002) 

The network paradoxes relate to business networking in the sense that they reflect particular 

choices that has to be made, when attempting business networking. Therefore, the relation 

refers to whether the company should confront or conform within existing relationships, 

consolidate the existing network position or create new and when to coerce other actors or 

concede to their wishes. (Ford et al., 2011; Håkansson & Ford, 2002)  It should be noted 

however that the three paradoxes have been criticized by Ballantyne & Williams (2008), as 

they imply that the paradoxes are not necessarily wrong, but neither should be seen as 

paradoxes. 

4.2.1 Exploiting network opportunities 

The applicability of the business relationship elements described above and the business 

networking concept comes from the fact that this thesis partly aims to identify how an energy 

supply company should exploit market opportunities in the business network surrounding 

green building certification and projects. For this reason, it is in line with assumption 
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provided by Hohenthal et al. (2013), where they point out a key assumption that firms are 

opportunity-seeking. Of importance is that they regard the opportunities as an expansion in a 

business network, which can be viewed as an option in this thesis. On the other hand, they 

also regard the network as an international one, which therefore means that expansion refers 

to internationalization of a firm in a foreign network. Another important aspect is also that 

the expansion either goes through developing present relationships, or developing new ones, 

which also seems to fit into the arena of this thesis. The success of the expansion seems to be 

based on experiential knowledge of the network, but specific knowledge about customers, 

competitors and international experience varies in importance. For this reason, opportunities 

that are sought in a network are based on some kind of knowledge (either experienced or 

new) of the network (Andersson et al., 2005). In the study by Andersson et al. (2005) it is 

further argued that the network structure and relational characteristics have large impacts on 

a firm’s ability to exploit market opportunities. Networks could be defined as open or closed 

structures, which influences the flow of knowledge within it, and the structure is related to 

the relational embeddedness of the actors in the network. A high degree of relational 

embeddedness implies an equally high degree of interdependence consisting of social 

relations, exchange of resources and combination of resources. Thus, strong embeddedness 

leads to characteristics of extensive interaction, mutual trust, relationships-specific 

advantage and hence good knowledge about the counterparts. (Andersson et al., 2005) 

Seeking and exploiting opportunities is highly related to a firm’s approach of business 

networking and changing of network position (Schepis et al., 2014) and for this reason the 

network and its relationship characteristics are important aspects to consider. According to 

Johanson & Vahlne (2010), strategic change (or strategy-making) has in previous research 

focused on preparing a focal firm and in that sense lacked a network perspective and 

relational aspects. As firms are tied to other relationships in the business network, the 

content of change is about changing and developing relationships to parties in the network. 

The process is interactive and has clear relations to development of trust and commitment, as 

well as it is of importance that the evolving strategy must be relevant to all the 

interdependent actors in the network. (Johanson & Vahlne, 2010) 
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5 METHODOLOGY 

This section explains the research design and strategy conducted in this thesis. As such, it 

explains and motivates the design and strategy, the choice and profiles of the multiple cases, 

the data collection method, the analytical methodology and lastly a summarising discussion 

regarding the quality of the thesis and research ethics. 

5.1 Research design and approach 

As the purpose and at least the first research question are exploratory and rather descriptive 

in their manner, it has impact on what research design that was most suitable and they thus 

called for in-depth information about the business relationships in certification projects 

(Blomkvist & Hallin, 2014; Bryman & Bell, 2011). For this reason, the chosen research design 

was a case study and in addition also in its multiple-case form, whereas in-depth information 

was gathered for more than one case (Bryman & Bell, 2011). The multiple-case study form is 

motivated due to the characteristics of the phenomenon, green building certification projects, 

which means that they are enacted in projects with a limited time and a framed business 

network in its context. As such, the multiple-case study form encapsulates these kinds of 

projects as well as the business relationships in them. In addition, studying the contexts-

related relationships, the activities and resources enacted in the same projects leads to the 

chance of catching different actors’ perceptions on the project’s content, which secondly 

provides more detailed information what has been done by who and why. If, for instance, 

actors involved in green building certification had been interviewed with no reference to a 

specific project, the risk would be that the empirical data would lack detailed information 

about both project contents and the connection to the business relationships. In this way, 

studying the business relationships in their specific context added some complexity to the 

thesis and by applying the multiple-case study research design this complexity was expected 

to be captured.  It should also be noted that similar studies, focusing on relational aspects in 

projects, have also applied the case study design (see for instance Holmen et al., 2005 and 

Dubois & Gadde, 2000). Furthermore, the multiple-case study also enhances the chance of 

comparison between the cases, where differences and/or similarities are found (Bryman & 

Bell, 2011). 

As explained in the following section, the cases regarded projects which were subject to both 

Miljöbyggnad and EU GreenBuilding (case profiles and their selection is explained in section 

5.1.1 and 5.1.2). In this way, it was expected that it could contribute with more valuable 

information about how an energy supply company could exploit opportunities with respect to 

both kinds of certification systems (the second research question).  

However, the common critique against case study designs is the lack of generalizability and 

thus the external validity quality criteria (Bryman & Bell, 2011; Yin, 2009). It was for this 

reason that the multiple-case form was chosen, since it increases the possibility to analyse the 

results with respect to a broader ground of empirical data derived from more than one case. 
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However, as will be noted later on, the external validity criterion will be brought up from 

many perspectives, which makes it an important quality aspect of this thesis. 

The exploratory manner of the purpose and research questions in this thesis also has impact 

on the chosen research approach. As noted above, in-depth information was expected to be 

useful with respect to the complexity of the phenomena and this also led to the fact that 

unforeseen aspects were expected to be encountered. As such, plenty of literature and theory 

was overviewed in advance, but despite this fact the start of the empirical data collection 

added further aspects, which needed to be considered in the literature and theory section. For 

this reason, the research approach could be explained as the combination between deductive 

and inductive (Bryman & Bell, 2011), hence an abductive approach (Blomkvist & Hallin, 

2014). 

5.1.1 Case selection 

The case selection method used to locate the cases in this thesis was made through a pre-

study conducted by a structured telephone interview. This pre-study had an aim to interview 

representatives from different real estate companies that were known to have been subject to 

green building certification projects (gathered from Sweden Green Building Council, 2014a; 

2015b). This means that the specific cases (specific projects of green building certification) of 

highest interest were selected from this larger sample of cases, as they could not be 

determined from the start, thus required a pre-study. Note as well (as explained in section 

1.4), that this thesis is limited to only look at projects that regard existing buildings and not 

new constructions. The thesis is also limited to the systems Miljöbyggnad and EU 

GreenBuilding (see section 1.4). Therefore, the cases that were investigated in the pre-study 

regarded this type of projects, where changes were made in a facility already existing. In 

addition, the selected cases had to have district heating as part of their energy solution in 

order to have a clear connection to a district heating company. The pre-study contained four 

main subjects: about the respondent, about the certification systems in general, participating 

companies and activities in the certification project (see table 4). 
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Table 4 - Interview guide in the pre-study 

 

The structured interviews were conducted over telephone, as it was expected to be the 

quickest way to gather initial information about a large variety of different projects. 

Therefore, the pre-study was also made as a quantitative research strategy (Bryman & Bell, 

2011), even though it was not the main data collection method for this thesis. The selection of 

case studies was therefore not simply a random picking, but more a purposive selection. This 

approach is also related to the lack of external validity (or generalizability), where the 

purposive selection could ease the lack of generalizability (Seawright & Gerring, 2008). In the 

pre-study, a total of 45 projects (potential cases) were identified, where 19 of them used the 

EU GreenBuilding certification system and 26 used the Miljöbyggnad certification system. 

The aim of the case selection was to pick at least two cases of each system, one considered as 

simple and the other as complex. This would allow the thesis to cover a wide range of possible 

cases. The optimal solution would be to also include additional cases which, would be 

classified as between simple and complex, but due to lack of time this could not be done. The 

complexity of the cases was determined mainly depending on the number of actors and 

measures taken in the green building certification projects. Using this approach increases the 

external validity of the analysis as it spreads over different types of cases, i.e. the choice of 

cases that spread from simple to complex.   

5.1.2 Case profiles 

From the pre-study results (see appendix C), there were initially five cases (or certification 

projects) selected, but due to lack of response and chance of making interviews, one case had 

to be disregarded. There were thus three cases of EU GreenBuilding and two cases of 

Miljöbyggnad initially chosen to use as cases, but in the end one of the EU GreenBuilding 

cases had to be neglected. After neglecting one of the cases in EU GreenBuilding, there were a 

total of four cases left, which are presented in table 5 below. What is described in table 5 is 

Question categories Explanation

About the respondent

Included questions regarding number of facilities owned by 

the real estate company, the role of the respondent in the 

company, the degree of involvement in the certification 

project and how many projects in total the respondent has 

participated in.

About the certification system in general

Included questions regarding what particular certification 

system that was used, what level in the certification that 

was reached, if the certification level was satisfying, how 

many facilities in the company that are certified and what 

energy solution that is used.

Participating companies

Included questions regarding the number of participating 

companies, if the number of companies had any influence 

on the project procedure, which one (or more) of these that 

were most important in the project and to what degree an 

energy supply company was participating in the project.

Activities in the certification project

Included questions regarding what overall activities that 

took place in the project and which of the companies 

(including their industries) that did these activities. 

Interview guide in the pre-study
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the information about the cases that was used to determine that they were the most 

interesting cases to study. Note once again that one case of EU GreenBuilding had to be 

disregarded and this was the case that was supposed to represent the complex case of EU 

GreenBuilding. However, the characteristics of the cases studied in this thesis are presented 

in terms of their complexity, the type of actors involved (termed as abbreviations, see table 8 

for explanation), the total number of actors involved, the energy solution used (resulting 

from the certification), the involvement of an energy supply company, the level of 

certification and the type of building. 

As briefly mentioned in the previous section (see section 5.1.1) the complexity assessment 

was based on the number of actors involved as well as what changes that has been made in 

the facility to attain the certification. Therefore, when a case is referred to as complex it 

means that major changes in the facility have been made, which has required many actors to 

be involved. On the contrary, when they are referred to as simple, it means that fewer 

changes were made in the facility. Still the simple cases might include an exchange of heating 

systems, ventilation systems etcetera, but it could also mean that no changes have been made 

at all. The case where no changes were made at all is the simple case (MB1) in Miljöbyggnad. 

In the simple cases of EU GreenBuilding (EU GB1 and EU GB2), they have all been subject to 

changes, for instance exchange of heat centrals (or components in them), ventilation systems 

and isolation. All cases were using district heating as their main energy solution for heating, 

but there is only one case where the involvement of an energy supply company (ESC) was 

high, which is the complex case (MB2) of Miljöbyggnad. This case can therefore to some 

extent be seen as a “best-case scenario” for an energy supply company, due to their successful 

participation in the project. All the cases also regarded different types of facilities, as there 

was one warehouse, one university habitat, one business premises and one school habitat. 

Table 5 - Case profiles 

 

  

Certification system

Cases MB1 MB2 EU GB1 EU GB2

Complexity Simple Complex Simple Simple

Type of actors involved
REC, TCC REC, ESC, PMC,  Tenant, AC, 

TCC, CC

REC, FMC, TCC REC, IC, TCC

Total number of actors 3 17 7 5

Energy solution District heating District heating from biofuels District heating District heating

Involvement of ESC None High None None

Certification date 2013 2014 2014 2015

Type of building Warehouse University habitat Business premises School habitat

The cases
Miljöbyggnad Eu GreenBuilding

Level of certification Bronze
Silver in renovation part, Gold 

in added construction

32 % reduction in 

energy use

25-26 % reduction in 

energy use



 

37 

 

5.2 Research data collection method and strategy 

In line with the explanation provided in section 5.1, the purpose and corresponding research 

questions opted for in-depth information about the multiple cases chosen in this thesis. For 

this reason, the natural choice of the primary data collection and research strategy was to 

utilize qualitative empirical data as it emphasizes rich and detailed information (Bryman & 

Bell, 2011). The qualitative research strategy was also necessary to use with respect to the 

abductive approach chosen (see section 5.1), since it was in an early stage of this thesis 

considered that possible aspects were to be identified in the empirical data collection (either 

in the pre-study or the interview study), which could not be foreseen (Bryman & Bell, 2011). 

As such, the strategy entails that the multiple cases were studied in their specific contexts 

through qualitative interviewing (which will be explained in section 5.2.1), which therefore 

led to the chance of gathering empirical data that could capture the complexities of the 

business relationships as well as the project contents in their specific contexts (Bryman & 

Bell, 2011). In comparison to a quantitative research strategy (emphasizing numbers and 

measurements), the use of words and explanations was expected to be the most fruitful kind 

of data to answer the research questions (Bryman & Bell, 2011). It should however be noted 

that the pre-study used a more quantitative approach to select proper cases (see section 5.1.1) 

and therefore the data collection is influenced by some quantitative measures. This pre-study 

also added to the results of this thesis (see appendix C), even though it did not constitute the 

major data collection method. 

However, the qualitative strategy had some disadvantages as well due to its nature with 

respect to effort and quality assessment. Even though rich and detailed descriptions were 

possible to be gathered, the same procedure also included a massive amount of time spent on 

gathering the empirical data. In comparison to a quantitative research strategy, the 

qualitative strategy is characterized as being more time-consuming, which in this thesis 

refers to the interviews conducted as well as the transcription of these (Bryman & Bell, 2011).  

5.2.1 Interviews 

Following the qualitative nature of this thesis, the interviews conducted were also made in 

the manner of qualitative interviewing. In this thesis, the qualitative interviewing consisted of 

establishing an interview guide with the purpose of performing semi-structured interviews. 

As noted, this thesis is written in English, but the interviews were performed in Swedish and 

this means that the citations used have been translated. The interview guide contained rather 

broad themes, based on theoretical concepts from the theory and literature review, which 

were used in order to establish some structure of the interview. In each theme, a variation of 

open and closed questions were included, as it made the interviews more flexible as well as 

their perspectives could be captured easier. (Bryman & Bell, 2011) In this sense, aspects and 

perspectives from the respondents’ point of view could be captured, which might have been 

neglected if a quantitative structured interview was performed. In addition, the semi-

structured interviewing made it possible to combine pre-established questions with follow-up 

questions arising from the conversation with the respondent (Bryman & Bell, 2011). This is 
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also in line with the abductive approach chosen for this thesis, since this made it possible to 

capture perspectives that could be added to the literature and theory. In comparison to an 

unstructured interview, the semi-structured interviewing was also a way of making the 

answers more comparable between the different cases studied in this thesis and in addition 

all respondents had the opportunity of adding other perspectives to the thesis as well 

(Bryman & Bell, 2011). 

In this thesis a total number of 16 interviews were performed, each having a connection to 

the chosen cases (see table 6). As the purpose and research questions for this thesis required 

empirical data that captures both knowledge in business relationships as well as specific 

project contents, it was important to find respondents being acknowledged in both of these 

areas. This means that each respondent represented one of the most important companies 

that had participated in one of the cases (known from the pre-study, see section. 5.1.1) and 

thus had been part of the business network surrounding the specific project. As such, it was 

also important to find respondents, which themselves had taken part in the certification 

project as well, mostly in order to provide correct information about the project contents. 

Through this approach, the best possible empirical data could be collected in order to answer 

the research questions and purpose, which therefore increases the reliability and validity of 

the answers (Blomkvist & Hallin, 2014). 

With respect to efficiency and cost aspects, most of the interviews were performed through 

telephone using a speaker and the average length was approximately one hour. In this way, it 

was possible to make as many interviews as possible without having to consider geographical 

issues. The speaker also made it possible to record the interview and both researchers to 

participate, even though the setting was to have one leading the conversation and one taking 

notes. The fact that there was a particular setting in the interview situations, was a particular 

advantage since the division of doing the talking and taking notes made it possible for both 

researchers to grasp different perspectives appearing in the interview (Bryman & Bell, 2011). 

In addition the recording of the interviews was also an advantage for transcribing the 

interviews in a detailed manner. However, since most of the interviews were performed by 

telephone it provided both advantages (described above) and disadvantages. Perhaps the 

most noteworthy disadvantage with telephone interviewing is related to that some details in 

the interview-context are missed, for instance body language, reactions and visuals of the 

respondent. Furthermore, in a qualitative study, like this thesis, telephone interviewing 

might not be appropriate also because the interviews might become long, which could be 

expected to be annoying for the respondents. (Bryman & Bell, 2011) 

Regarding the actual respondents and their relation to each of the cases used in this thesis, 

they are presented in table 6 below. In addition, the companies represented by the 

respondents (or company type) as well as their profession are presented in the table. As 

noted, there were more interviews performed in the complex case of Miljöbyggnad (MB2), 

since it included the most actors subject for interviewing, compared to the other cases. In 

general, the other cases constituted an amount of two to three interviews as it was not 

necessary to make more in these cases. It should also be noted that interviews from the 

neglected case (see section 5.1.2) were considered, however not with respect to the case they 
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initially represented. These interviews are indicated in table 6 in the “Incomplete case” and 

the empirical data that has been used from these only regards the last two subjects of the 

interview guide (see section 5.2.1.1), since these subjects do not relate to the particular case 

that was neglected. 

Table 6 - Interview respondents 

 

5.2.1.1 Interview guide 

This section presents the operationalization of the interview guide (see appendix A), i.e. the 

connection of the previously explained theories (see section 4) and literature (see section 3) 

to the questions. The main themes of the guide were structured as follows: Introduction, 

Network Overview, The Characteristics of the Relationships, Long-term Cooperation and 

Relevance for an Energy Supply Company (ESC). Within these parts more precise questions 

were formulated to guide the interview in a semi-structured way. The following paragraphs 

will explain the overall thoughts regarding each theme, specific details regarding the creation 

of the interview guide and a table, which presents the theoretical connection of each question 

as well as the expected results (see table 7). 

Introduction: This part had a focus on questions regarding the experience, participation 

during the project and the respondent’s role in the company, which was of importance, as it 

gave an indication on how competent the respondent was to answer the remaining questions.   

Network Overview: The main objective of this theme was to get a picture of how the 

respondents perceived the connected business relationships, i.e. the network, around his/her 

company, which also is called the network picture as mentioned in the theoretical approach 

(see section 4.2). Initially a pre-established model of the network picture was made (see 

appendix B), which also was sent in advance to the respondents, in order to have the 

respondents as prepared as possible. This would thus make the respondents to consider its 

company position in the green building certification project with respect to the actors 

MB1 MB2 EU GB1 EU GB2 Incomplete Case

(Company/Role) (Company/Role) (Company/Role) (Company/Role) (Company/Role)

REC/Environmental 

controller

PMC/Project 

manager

REC/Technical and 

environmental 

manager

SAS/Manager - 

building automation

REC/Sustainability 

co-ordinator

TCC/Business 

developer

CC-1/Project 

manager

FMC/Facility 

technician

REC/Operations 

manager

TCC/Business unit 

manager

Tenant/Premises 

planner

TCC/Energy 

consultant

AC/Architect

ESC-1/Business 

engineer

REC/Project 

manager

TCC-1/Energy 

engineer

Interview respondents
Miljöbyggnad EU GreenBuilding
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surrounding it, before the actual interview. The advantage of using this picture was that it 

eased the interpretation of in what way the respondents perceived the other actors as well as 

the complexity of network. Further, as explained in table 7 this part of the interview also 

aimed at identifying the most important relationship based on the amount of exchange. 

The Characteristics of the Relationships: This theme had the purpose of investigating deeper 

relational aspects of the most important relationship, chosen in the previous theme. 

Important to note was that the questions in this theme regarded a wider time aspect, which 

meant that they referred to relational aspects before/during/after the particular project. 

Further, by limiting these questions to one relationship, it was expected that the complete 

picture of all the business relationships connected to the respondent’s company would not be 

achieved. However, it would not be feasible to achieve this complete picture as it would 

require more time of the respondents than reasonable. Hence, the choice of the most 

important relationship was the most suitable approach in this thesis. Further, regarding this 

theme the relationship aspects were categorized according to the ARA-model (activity layer, 

resource layer and actor layer). Worth to be noted was that the substances of the activity and 

resource layer could easily be misinterpreted and therefore these concepts had to be made 

compatible with green building certification projects. In this thesis questions regarding the 

activity layer were referred to as work assignments and duties and resource layer as products, 

services and knowledge.    

Long-term Cooperation: In this theme, a particular focus was on strategic partnerships in 

certification projects, whereas questions were asked to investigate the respondents’ 

perception of being in purposive long-term, high involvement, cooperative relationships 

throughout multiple projects. For this reason it was also expected that social exchange 

elements and adaptation (see section 4.1.2 and 4.1.3) would be of importance, as these types 

of relationships have a relation to these elements. 

Relevance for an ESC: This theme had a focus to investigate how an energy supply company 

could aid the respondent’s company in their work with green building certification. The 

information expected from this theme was of importance as it could give an indication 

regarding the current relevance for an energy supply company in connection to green 

building certification projects.  
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Table 7 - Operationalization of the interview guide 

 

5.2.2 Literature review and theoretical approach 

The literature review, which is based on secondary data, in this thesis was aimed to provide a 

literature base regarding how previous research have studied aspects related to the of green 

building certification, with a connection to business relational aspects and market 

Question Theoretical application Expected results

Introduction None
Will provide the knowledge of the respondent and its relation 

to green building certification. 

Q1.1 - Q1.2
Network picture and ARA-

model (Activity layer)

Gain the respondents' view of the actors involved and how 

they are connected. Also the main activities performed by 

each actor. 

Q1.3
Exchange (Social exchange, 

Activities or Resources)

Identifying the most important relationship by the amount of 

exchange in the project.

Q2 - Q2.3
Trust and Commitment (Actor 

layer)

Will indicate on the type of exchange regularity and the 

duration of the relationship. How previous experiences and 

exchange has influenced the development of trust and 

commitment, the participation in the specific project, as well 

as future project participation. In this sense the time aspect is 

of importance.

Q3 - Q3.2 Trust (Actor layer)

Why and how trust exists and to what extent the trust 

component influenced the cooperation in the current project. 

The questions will also bring significance of if there is any 

specific type of trust established.

Q4 - Q4.3 Commitment (Actor layer)

Why and how commitment exists and to what extent the 

commitment component influenced the cooperation in the 

current project. The questions will also bring significance of if 

there is any specific type of commitment apparent. Also if the 

respondent associates their commitment with any risks.

Q5 ARA-model (Activity layer)
What the most important activities in the relationship are and 

why they are important.

Q6 - Q6.3 Adaptation (Activity layer)

What, why and how adaptations have taken place in the 

activity layer before/during/after the specific project. Also 

provide indications of the interdependency between the 

counterparts.

Q7 ARA-model (Resource layer)
What the most important resources in the relationship are and 

why they are important.

Q8 - Q8.3 Adaptation (Resource layer)

What, why and how adaptations have taken place in the 

resource layer before/during/after the specific project. Also 

provide indications of the interdependency between the 

counterparts.

Q9 Interdependency (Adaptation)

Indications of interdependency in terms of if the adaptations 

have led to any reason that it is more preferable to cooperate 

with the same counterpart instead of another party.

Q10 Adaptation (The source)
If there are any other reasons, except for the counterpart, that 

adaptations have taken place and in that case why/how.
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Q11 - Q14
Strategic partnership (Trust, 

Commitment and Adaptation)

The respondents' attitude towards purposive long-term, high 

involvement, cooperative business relationships throughout 

multiple projects. Also, the key factors, 

advantages/disadvantages and risks of such relationships.
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Q15 - Q15.2

Opportunities, Energy service 

industry and the perception of 

an energy supply company

In what way an energy supply company can aid the companies 

in their work with green building certification, the 

advantages/disadvantages of cooperation with an energy 

supply company, as well as the barriers. 
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Operationalization of the interview guide



 

42 

 

characteristics, which are in line with the purpose of this thesis. The theoretical approach in 

this thesis, which was applied to the phenomenon, primarily regarded business relationship 

theories. In order to gather this information scientific articles, printed books, reports, 

doctoral theses, master theses and webpages have been used. The scientific articles have 

mainly been gathered through the databases ScienceDirect, Discovery and Google Scholar. 

The reports have been located by using the Google search engine and by the reference list 

from scientific articles. In addition to these tools, master and doctoral theses have been found 

through the use of DiVA (Digitala Vetenskapliga Arkivet).  

In order to critically evaluate these sources different tools have been used. Firstly, all the 

scientific articles used are peer-reviewed. Secondly, books, reports and theses have been 

handled with care depending on their intentions, financiers, trustworthiness and their 

expected knowledge of the field. Lastly, as it is hard to evaluate webpages in general, these 

have not been used for any scientific information. The purpose of these was rather to gather 

specific details about for instance an organization and information regarding the manuals for 

the green building certification systems. 

In line with the chosen research approach to be abductive (as mention in section 5.1) the 

creation of the literature review and the theoretical approach have been an iterative process, 

which means that information have been gathered during all the stages of the creation of this 

thesis.  Further, the literature review was divided into two main sections, Green building 

certification (see section 2) and Markets and actors in the green building certification (see 

section 3). These together with the theoretical approach (see section 4) will be explained 

below. 

Green Building Certification: Starts with a wider focus to introduce and provide information 

regarding what green building certification is and how it has been previously studied. The 

following information then narrows down and focuses on describing the two selected 

certification systems, Miljöbyggnad and EU GreenBuilding, which are being considered in 

this thesis. 

Markets and Actors in the Green Building Certification: The literature review of this thesis 

has had its basis on the abductive approach as explained above, but in addition there has 

been a lack of research regarding green building certification that has had the similar 

orientation as this thesis. As such, to fruitfully serve the purpose and research questions, 

research in the literature review had to be extended into three main areas (real estate 

industry, energy service industry and construction industry) in order to fully encapsulate the 

issue of this thesis and corresponding previous research. All of these areas were together 

expected to contribute to the research of green building certification in this thesis, which 

refers to network context and its business relationships, the actors and the market 

conditions. The real estate industry research provided insights regarding their connection to 

the green building certification systems, what their main considerations are and contextual 

market conditions of green building certifications. The energy service industry included 

research regarding the energy service market and defines the market participants. This 

section was of importance as green building certification is highly connected to energy 
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efficiency issues, which makes this industry and its characteristics of high relevance for this 

thesis. In line with the purpose of this study a focus in this section was also on the business 

relationship aspects of an energy supply company within the energy service industry. The 

construction industry was of importance as green building certification projects to some 

extent always affects and involves the construction industry. The research in this section had 

a focus on the network of business relationships and its characteristics in the construction 

industry, both with short- and long-term relationship perspectives. The long-term relational 

perspective in previous construction literature was especially of value as it corresponded to 

the theoretical approach in this thesis.  

Theoretical Approach: This section included research focusing solely on business 

relationships and business networks. The main concepts brought up are trust, commitment, 

adaptation and business networking. The social exchange elements and adaptations were 

categorized with respect to the ARA-model in order to describe business relationships in a 

suitable manner. The concept of business networking was of importance to this thesis in 

accordance to the second research question, which is also connected to that opportunities 

were considered to exist within the business network context. 

5.3 Analysis of empirical data 

The qualitative strategy of this thesis entailed an analytical framework following the same 

manner in order to answer the research questions and the purpose. As there is more 

emphasis on words rather than numbers, the analytical approach in this thesis was chosen to 

be of the thematic type. The thematic analytical approach means that the empirical data was 

analysed with respect to specific themes, derived from for instance the structure of the 

interview guide, the research questions, theoretical concepts, words/phrasings derived from 

the empirical data etcetera. (Blomkvist & Hallin, 2014; Bryman & Bell, 2011) 

However, as the thematic analysis approach meant sorting the analysis into deriving themes, 

it was also chosen to apply a secondary methodology, namely a thematic network analysis 

(Attride-Stirling, 2001). This methodology means that there in addition is a visually 

summarising network picture where all the themes are sorted with respect to the weight of 

each theme. As such, there were three levels of themes applied: basic themes, organising 

themes and global themes, where the global theme referred to highest ordered theme and the 

basic theme referred to the lowest ordered. The levels of the themes also implied that 

multiple basic themes constituted the organising themes, while multiple organising themes 

constituted the global themes. Hence, the purpose of using this analytical tool was to not only 

sort the analysis, but also apply a certain scheme of the analysis, which made the analysis 

even more processed and easier to follow. 
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5.4 Quality of the research 

The quality assessment of this thesis was mainly based on four adjusted indicators with 

respect to trustworthiness, namely credibility, transferability, dependability and 

confirmability (Bryman & Bell, 2011). These are adjusted, since the common critique against 

a qualitative research strategy is the lack to apply the commonly used quality criteria of 

validity and reliability (in comparison to a quantitative research strategy). As such, the 

adjusted criteria parallel the common measurements in different ways, which will be 

discussed below. It should also be noted that quality assessment issues have been brought up 

in various parts of the methodology section, but in this section a concluding discussion is 

enacted where the researchers argue for both advantages and disadvantages. 

Credibility (Internal validity) 

During the empirical data collection it was important that the data was correctly understood, 

in other words that the correct information was gathered from the interviews. With specific 

respect to that most interviews were conducted over telephone, it was essential to return to 

the respondents and have them look through the transcription made for the interview. 

Through this procedure, the respondents were given the opportunity to remark certain 

details in the transcript, if there were something that was misunderstood or perhaps 

something they did not wish to be included in the final thesis report. However, it could be 

argued that triangulation would have been useful, where the semi-structured interviews 

might have been combined with another type of data collection (Bryman & Bell, 2011). 

In addition, prior to every interview (approximately one week in advance) the respondents 

were sent an introductory document containing a thesis presentation, why they were subject 

to interviews, a pre-established network picture (see appendix B) and also a brief description 

of the type of questions to be asked (the themes of the questions). This was done in order to 

have the respondents as prepared as possible (Bryman & Bell, 2011), but the fact that the 

actual questions were not sent out meant to avoid their answers to become biased (Bryman & 

Bell, 2011). Perhaps the respondents would have been even more prepared if they got a whole 

copy of the interview guide in advance, but this could also lead to them trying to make up the 

correct answers, which would cause biases. The bias issue was also regarded with respect to 

letting the respondents be anonymous, if it was requested. The anonymity is also a part of the 

research ethics, but with respect to credibility and avoiding biases, the approach of asking for 

anonymity meant that the potential for biased answers decreased. Furthermore, the 

abductive approach also entailed that correct literature and theoretical concepts were applied 

in the analysis of the empirical data. In this way, the literature and theory corresponded to 

the reality in the meanwhile the social reality was investigated. At last, through the 

participation in seminars, where feedback from the supervisor as well as other participating 

opponents have been considered it also ensured that the approach is following the correct 

direction according to the purpose and research questions. 

With the above arguments (as well as contradictions), the purpose was to argue for the 

credibility (paralleling internal validity) of this thesis (Bryman & Bell, 2011). 
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Transferability (External validity) 

As it has been argued for previously in this thesis (see section 5.1), a common critique 

towards case studies is the lack of generalizability (external validity) and therefore a multiple-

case study design was chosen in this thesis, in order to increase the generalizability. However, 

it has to be argued that even with a multiple-case study it is hard to state that the results of 

this study could be seen as fully generalised. This is due to the fact that only a handful of 

cases could be taken into consideration during this thesis, as a consequence of the time 

constraints. It is therefore hard to estimate how this criterion has been fulfilled. However, as 

the purpose of this study aims to understand the complexity of the business relationships in 

the green building certification network context, the lack of generalizability has to be 

accepted to some degree. Following the common critique in qualitative research, another 

approach is rather to theoretically generalize the results (Bryman & Bell, 2011). It could 

therefore be argued that the generalizability in this thesis was rather achieved by the large 

extent of previous research and theory used to compare the results with.  

Another important aspect of transferability regards the amount of description given about 

each case. In accordance to Bryman & Bell (2011) the transferability can be strengthened by 

providing thick descriptions of the findings. As such, this is considered as of the detailed 

descriptions of each case in the empirical results as well as the detailed analysis, which also 

provides the reader a possibility to judge if the findings are transferable (Bryman & Bell, 

2011). However, most of the empirical results (in its pure format) are presented in Appendix 

D since the results and findings of this thesis have been merged into one larger section (see 

section 7). Even though this section is of most importance, the authors of this thesis 

emphasize to keep a transparency in terms of the empirical data as it gives the chance of 

auditors to compare the empirical data to the analysis. 

As this criterion is debatable with respect to both the case study research design and the 

qualitative research strategy, both pro-arguments and counterarguments are discussed in 

order to reflect the transferability and external validity of this thesis. 

Dependability (Reliability) 

During the research procedure and especially the writing of the report, it has been very 

important to assess each section of the report in order to evaluate whether all necessary 

information and descriptions are included. In addition, this also meant deleting the 

information that was regarded to not serve the purpose and research questions of the study. 

However, as the information in the different sections is clearly presented and corresponds to 

the purpose and research questions, it leads to the increased possibility of replicating this 

study. In addition, using feedback loops during the process of the thesis work also led to the 

fact that all the parts in the report were up to date and corresponded with each other. 

In prior to the empirical data collection, the interview guide was processed in a number of 

iterations in order to establish proper questions based on the theory and content in the 

literature review. This also included having the interview guide overlooked by the supervisor 
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as well as co-participating researchers, where they were able to provide feedback and audit 

the content of the interview guide. 

Through this procedure during the study and with the above arguments, they are applied in 

order to strengthen the quality criterion of dependability (paralleling reliability) (Bryman & 

Bell, 2011) 

Confirmability (Objectivity) 

During all the stages of this thesis it has always been important to discuss how to interpret 

the gathered material. As this thesis has two authors two perspectives have always been 

available to discuss, which means that to some extent the personal values of each author were 

reduced. However, the qualitative strategy implied by natural causes that the analysis 

required interpretations of the empirical data, with respect to the theory and previous 

research. As such, it might inarguably be evidential associations between interpretations and 

valuations based to some extent on personal origins. During the research process several 

meetings with the academic supervisor have provided a third perspective, which further 

reduced the personal influences of the thesis.  

As argued for in the data collection (see section 5.2.2) the critically evaluation of the material 

was of importance to ensure the scientific objectivity of this thesis. Therefore every available 

measure was taken to reduce the possibility of the literature review and the theoretical 

approach to be biased. One example of literature that required some extra considerations 

from the authors, were the research by Fjärrsyn. This is a research project organization, 

which emphasizes the advantages of district heating companies and thus might show some 

biased views. For this reason, it was required by the authors of this thesis to carefully 

evaluate the content of these researches and compare the arguments with similar studies in 

order to determine their usability. 

These arguments above argue for the confirmability (paralleling objectivity) of this thesis. It 

is however noted that complete confirmability is impossible to achieve in qualitative 

research. (Bryman & Bell, 2011) 
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5.5 Research ethics 

This thesis has in the following ways ensured that the research ethics were achieved. Firstly, 

all the respondents have been well-informed regarding the purpose of this thesis, in terms of 

the information sent before the interviews. During the pre-study this information was instead 

given directly through the telephone. All the respondents have also been given the 

opportunity to participate or not and only those who agreed are present in this thesis, which 

refers to the ethical demand of consent. Further, the gathered material has been handled with 

care and only the authors of the thesis have had full access to it. In line with this criterion, no 

respondent demanded to be anonymous, but despite this fact it was chosen to keep both the 

respondents and the cases anonymous to avoid issues of presenting sensitive empirical data. 

(Blomkvist & Hallin, 2014; CODEX, 2002)  
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6 EMPIRICAL CASE DESCRIPTION 

In this section a description is provided of each case subject to this thesis. Therefore, the 

description here regards the project contents, the involved actors and what each actor in 

their relationships has performed. In this sense, each description of the cases includes a 

corresponding network picture, which illustrates the network of business relationships in 

the projects. In addition, these pictures are also supplemented with a corresponding activity 

list, which explains the main activities performed and the main exchanges that have taken 

place in the respective certification project. 

6.1 Categorization of companies 

As it was mentioned in section 1 and 3, there are number of industries and types of actors 

that are involved in this kind of projects. In line with this and the anonymization of the 

respondents, a categorization was therefore applied to define the companies in the cases. 

However, in order to avoid long sentences and unnecessary explanations, it has been chosen 

to give each type of actor an abbreviation and these are presented in table 8 below. In some 

cases, the same kind of companies appear more than once and under these circumstances the 

companies are also numbered to reflect that they are not the same company. 

Table 8 - Abbreviation of company names 

 

  

Industry Company Abbreviation
Construction company CC

Project management company PMC

Architect company AC

Technical consulting company TCC

Supplier of automation Systems SAS

Installation company IC

Energy Energy supply company ESC

Real estate company REC

Facility management company FMC

Construction

Real estate

Table of companies

Construction

/Energy
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6.2 MB1 (Simple) 

In figure 4 below, the aggregated network picture is presented that shows the case of MB1. 

Obviously, the case could and should be regarded as a simple case, due to the fact there were 

no physical measures made in the facility, which reduces the number of actors. As the 

relationships are indicated by numbers, there are thus two relationships included, 

relationship 1 and relationship 2. 

 

Figure 4 - Network picture, case MB1 (simple) 

Accordingly to the network picture, follows also the activity list below presented in table 9. 

Since there were no physical measures taken in the facility, most of the work consisted of the 

TCC making evaluations of the facility as explained in table 9. 

Table 9 - Activity list, case MB1 (simple) 

 

  

TCC

REC

1

SGBC

2

Number Actor 1 Actor 2

1 TCC - REC

2 TCC - SGBC

Activites performed

TCC was hired to certify the current building, using the system 

Miljöbyggnad. The first step was to evaluate the building according to 

Miljöbyggnad. The evaluation of the current building showed that it 

could be certified and so the next step was to send in an application to 

SGBC. This later resulted in a grade of Bronze. 

Being responsible for the certification application, the TCC had the 

main contact with SGBC and sent the application to them.   

Activity list, case MB1 (simple)
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6.3 MB2 (Complex) 

In figure 5 below the aggregated network picture for the case of MB2 is presented. As it can 

be seen compared to the MB1 case, this one is quite more complex as it involved many more 

physical measures, in many of the complex parts of the facility. As pointed out in the picture, 

the main actors (indicated by round rectangles) that are most important are CCs, ESCs, 

PMCs, the university (tenant), ACs and TCCs. The blue lines represent the relationships in 

the project where economical exchange has taken place and the green lines represent 

exchanges that are more or less related to coordination (this is further explained in the 

corresponding activity list). A specific number also represents each relationship. 

 

Figure 5 - Network picture, case MB2 (complex) 

As this case is more complex, it follows that the activity list (see table 10) is slightly longer 

and involves more indirect relationships. With respect to the type of exchange in the different 

relationships, as explained above, the activity list is divided into two parts. The first part of 

the table shows the relationships with economic-related exchange and the latter part shows 

the ones with no economic-related exchange. Each of these relationships and the activities 

exchanged between them are described in the activity list. 

CC-1

PMC

ESC-1

TCC-1 REC

AC

SGBC Tenant

IC-4

IC-5

15

IC-3IC-2

IC-1

CC-2

ESC-2

27

TCC-3

TCC-2
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Table 10 - Activity list, case MB2 (complex) 

 

Number Actor 1 Actor 2

1 CC-1 - REC

2 CC-1 - CC-2

3 CC-1 - IC-1

4 CC-1 - IC-2

5 CC-1 - IC-3

6 ESC-1 - REC

7 ESC-1 - ESC-2

8 ESC-1 - IC-4

9 IC-4 - IC-5

10 PMC - REC

11 Tenant - REC

12 AC - REC

13 SGBC - REC

14 SGBC - TCC-1

15 TCC-1 - REC

16 TCC-1 - TCC-2

17 TCC-1 - TCC-3

The CC-1 was hired as the general contractor for the construction of the 

building, both for the new extension and the renovation of the old. The 

CC-1 in turn hired subcontractors for different parts of the building.

The CC-2 (subcontractor) was responsible for the documentation of the 

construction material, in order to ensure the use of sustainable 

material.

The IC-1 (subcontractor) delivered, installed and put the ventilation and 

cooling system into operation, as well as control systems for these. 

The IC-2 (subcontractor) was responsible for all the work that involved 

electricity and electricity distribution in the building during the project. 

Their work assignments included delivery and installation of electricity 

equipment and the distribution system. 

Activites performed

The AC created the architectural structure of the building. They also 

designed the interior environment accordingly to the requests and 

needs of the tenant.

The IC-3 (subcontractor) was responsible for the delivery and 

installation of the distribution system for water, plumbing and heat in 

the building. 

The REC and the TCC-1 handled the communication with SGBC together. 

The TCC-1 was responsible for the certification of the building. This 

involved calculating and reporting the results of each indicator in an 

application to SGBC. From the evaluation it was concluded that the 

newly constructed extension to the building received the grade Gold, 

while the renovation received Silver. 

The TCC-1 was also responsible for the construction planning, designing 

the heat system, insulation and the structural design of the building. 

They also performed energy calculations and simulations of the 

building.

Activity list, case MB2 (complex)
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The TCC-2 (subcontractor) was responsible of the facility construction 

and the shell of the building, therefore being termed as a structural 

engineer. They contributed to the structural design of the building, in 

terms of beam construction, dimensioning and wall construction. 

Thermal bridges, airtightness, heat transfer coefficients and structural 

blue prints were also discussed with TCC-1.

The TCC-3 (subcontractor) had the main responsibility and expertise of 

the moisture in the facility. This means that they performed a moisture 

inventory, which later on resulted in moisture security description. This 

description contained critical aspects of the building with respect to the 

moisture, which have to be regarded in the construction of the 

building.

The ESC-1 was responsible for the energy distribution to the building, 

which included installation and construction of district heating/cooling, 

ground heating and a small scale solar plant on the roof. They also 

delivered and installed equipment which measure and reports the 

energy use of the building. Further, they are also the energy supplier of 

district heating/cooling. 

The main activity performed by the ESC-2 (has the same parent 

company as the ESC-1) was to establish contracts according to legal 

standards. 

The IC-4 (subcontractor) was responsible for the delivery, installation 

and to put the solar panels on the roof into operation. They also 

contributed with expert competence regarding small scale solar plants.
The IC-5 (subcontractor) was responsible for the installation of the solar 

panels on the roof.

The PMC was the main project manager and was therefore responsible 

for the overall coordination of all the involved actors in the project, 

which also included to supervise the client’s interests throughout the 

project. They also reviewed the engineering/construction documents. 

The tenant of the facility and its activities involved to present their 

requests for the building properties. They were also involved in the 

tendering process of the general contractor (CC-1).
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Number Actor 1 Actor 2

18 PMC - CC-1

19 PMC - ESC-1

20 PMC - TCC-1

21 PMC - AC

22 AC - Tenant

23 AC - TCC-1

24 AC - CC-1

25 TCC-1 - ESC-1

26 TCC-1 - CC-1

27 CC-1 - ESC-1

The exchange involved technical information and coordination of their 

work towards the REC. This could for instance regard the dimensioning 

of pipes and other energy related technical information that had to be 

coordinated. 

Along with the construction phase of the building, the TCC-1 was 

responsible to make sure that the requirements of Miljöbyggnad were 

fulfilled. Thus coordination between the TCC-1 and the CC-1 was 

needed to assure this.  

Their exchange involved communication and coordination of their 

activities. As the CC-1 was the general contractor coordination between 

the CC-1 and the ESC-1 was very important. 

During the project frequent communication and coordination between 

the TCC-1 and the AC took place, especially regarding the construction 

design parameters included in Miljöbyggnad, for instance the daylight, 

sun protection and solar heat load. To some extent these actors formed 

a specific working team, whereas particular coordination also was 

needed between the AC and one of the subcontractors to the TCC-1.

Frequent communication, in order to keep the project and the involved 

actors organized.

The PMC had frequent communication with the ESC-1 and its 

subcontractors in order to make sure that their work was done 

accordingly to the schedule. This for instance involved to coordinate 

the ESC-1s work with the CC-1. 

Frequent communication between the TCC-1 and the PMC took place in 

order to ensure that the certification requirements would be fulfilled. 

In addition, the PMC also reviewed the construction documents from 

the TCC-1 to ensure that they would be sufficient. 

Communication regarding the design details of the building were the 

focus of the exchange between the PMC and the AC. These where then 

forwarded to the REC and the CC-1.

The exchange between the AC and the tenant was communication 

regarding the interior design requirements of the tenant. 
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Activites performed

The blue prints and architectural, interior design developed by the AC 

was procured and followed by the CC-1 in the construction phase. 

During the construction, communication and coordination was needed 

to assure the regulations of Miljöbyggnad and the blue prints. 
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6.4 EU GB1 (Simple) 

In figure 6 the aggregated network of the project EU GB1 is presented. In this project, a total 

of seven actors are included, but four major actors have been identified that contributed to 

the certification project as indicated by the network picture. In addition, the IC-1 is also 

believed to have participated with a sub-division of its own group company (IC-2), which 

means that they have performed pretty much the same activities. 

 

Figure 6 - Network picture, case EU GB1 (simple) 

The corresponding activity list is presented in table 11. In the activity list it is also explained 

that the FMC is the facility manager of the facility being owned by the REC. For this reason, 

the activities that are exchanged with the REC in relationship number 5, also explains the 

activities exchanged in the relationships 6 to 9. In the certification project, the main activities 

exchanged in the relationships 6 to 9, thus include supporting activities.  

IC-1 REC

IC-3

IC-4

FMC

1

3

5

IC-2

SGBC
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Table 11 - Activity list, case EU GB1 (simple) 

 

6.5 EU GB2 (Simple) 

In figure 7 the aggregated network picture of the project EU GB2 is presented. This case has 

similarities with the previous case, EU GB1, as it is both thought of as simple and the 

activities performed have similarities. However, in this case three major actors have 

contributed with activities during the project.  

 

Figure 7 - Network picture, case EU GB2 (simple) 

The corresponding activity list is presented in table 12. 

Number Actor 1 Actor 2

1 IC-1 - REC

2 IC-1 - IC-2

3 IC-3 - REC

4 IC-4 - REC

5 FMC - REC

6 REC - SGBC

Activity list, case EU GB1 (simple)

Activites performed

The FMC is the facility manager of the building, subject to the 

certification, and during the project supported the other companies in 

their work within the project. This mainly involved making sure that the 

companies could enter the building, but also to help them in any way 

necessary in order for the work to be completed. The business 

relationships, which mainly consisted of support activities are 

presented as relationships 6 – 9. 

The REC performed the necessary activities to certify the building 

themselves. This included to gather and present the energy statistics, 

as well as to write and send the application.

The IC-4 installed new fluorescent fixtures that are turned on by motion 

sensors. 

The TCC-1 was responsible for the delivery, installation and put the 

new heat central and ventilation system into operation. This also 

included optimization of these systems. They also provided an energy 

audit with suggestions for energy efficiency measures.  

The TCC-2 is included in the same parent company as TCC-1 and was in 

this project responsible for the delivery, installation and to put the heat 

central into operation. 

The IC-3 installed additional insulation and a new roof layer with the 

material “derbigum”.

TCC

SAS

ICREC

3

1

SGBC

2
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Table 12 - Activity list, case EU GB2 (simple) 

 

   

  

Number Actor 1 Actor 2

1 TCC - REC

2 TCC - SGBC

3 SAS - REC

4 IC - REC

Activites performed

The TCC was responsible for the EU GreenBuilding application, which 

was sent to SGBC. This also included to review the energy statistics and 

to evaluate if the current building could be certified according to the 

requirements of EU GreenBuilding. 

The SAS delivered and installed an upgraded control and surveillance 

system of the ventilation and heat systems in the building.  

The IC installed the ventilation system and performed miscellaneous 

optimizations of the building. They also changed some components of 

the heat central, for instance a heat exchanger. 

As the TCC was responsible for the certification of the building, they 

were in charge of keeping the communication towards SGBC. Activities 

performed were mainly focused on the application sent to SGBC, with 

the required energy data. 

Activity list, case EU GB2 (simple)
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7 ANALYSIS AND FINDINGS 

This section includes the analysis and most important findings of this thesis. As the previous 

section presented empirical data in terms of the project characteristics, their contents and 

the network of business relationships, this section encapsulates further empirical data and 

an analysis. Therefore, this section merges a lot of interview material and puts these in 

relation to previous research and theory. All possible arguments (from previous research, 

theoretical framework and empirical results) will be presented that strengthens the 

concepts used in this thesis and add to the research questions posed in section 1.3.1. 

7.1 Analysis framework 

In figure 8 below a complete summary is presented in the manner of a thematic network as 

described in section 5.3. This means that there are basic themes (the small circles), 

organising themes (medium circles) and global themes (large circle and rectangle). All basic 

themes are connected to one organising theme, to which the basic themes belong and the 

themes have been extracted partly from the concepts in the literature and theory and partly 

from the empirical results. All organising themes sums up to the global theme “Network of 

Business Relationships in Green Building Certification”, which thereafter leads to a second 

global theme in terms of an action framework. Thus, viewing this thematic network, the 

reader gets an understanding of the content in the analysis that follows. 

 

Figure 8 - Analysis framework 
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7.1.1 Social exchange 

This section represents an organising theme, which includes the basic themes connected to 

the social exchange of the relationships in the green building certification business networks. 

This section is therefore divided into three sub-sections, each representing its own basic 

theme that contributes to this organising theme. 

In table 13 below a summarising list of the analysis in the basic themes is presented. This 

table therefore summarises the main use and attributes of previous literature and theory, 

while being compared to the empirical findings for analysis. As it is only a summary of the 

actual analysis performed, it does not include all the arguments to strengthen the analysis, 

since these are described in the sub-sections. 

Table 13 - Summary of the social exchange analysis 

 

7.1.1.1 How is trust shown? 

From the empirical research made in this thesis, it is clarified that trust is developed by good 

performances in earlier projects and thus positive reference projects. According to the social 

exchange theory and especially trust, it is well known that it takes time to develop trust as 

well as earlier interactions with the counterpart accounts for the development of trust (see 

section 4.1.2). As stated by almost all respondents in all the cases, the regularity of exchange 

is dependent on previous projects and previous assignments given. The regularity of the 

exchange is thus characterised as mainly being in terms of shorter interactions in an 

intermittent manner. According to the study by Bygballe et al. (2010), Gadde & Dubois 

(2010) and Håkansson & Ingemansson (2013), this fact is enlightened in the construction 

industry and is therefore a reason for the lack of long-term partnerships and lack of 

innovation in the industry. However, in relation to the development of trust, these temporary 

interactions are also the way in which trust in the relationships are developed. In addition, 

the empirical study shows that recent successful certification projects also are likely to 

Literature/Theory Empirical Results Literature/Theory Empirical Results

• Intermittent interaction 

and exchange

• Develops over time

• Expectations for 

cooperation and planning

• Competence trust

• Dialogue, communication 

and shared values as 

precursors for trust

• Development of an 

identity

• Develops by good 

performances in earlier 

projects

•  Trust is built on skill, 

knowledge and technology

• Healthy dialogue and 

communication during 

projects

• Mutual interests and 

shared values

• The importance of an 

individual

• Intermittent and project-

based interaction

• Open-information sharing, 

a factor to realise mutual 

benefits

• Development, episodes 

with more/less incremental 

commitments

•  Commitments as 

idiosyncratic investments, 

pledges or short-term 

sacrifices

• Commitments as 

implicit/explicit pledges of 

relational continuity

• Events and paying visits

• Personal dialogue and 

being reachable

• Repeated hiring of the 

same actor (REC)

• Highly communicative

• Coerced and voluntary 

communication

• The importance of an 

individual

Trust Commitment
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become valuable experiences, contributing to the likelihood that the counterparts will engage 

in similar projects in the future. In relation to these previous experiences of each other, it also 

shows the ability of the counterpart to be able of living up to the requirements from the 

customer, as well as performing good quality jobs. From the point of view of the customers 

(RECs), the previous successful projects are indications of expectations of the counterpart, as 

it previously has shown skill, knowledge and technology that were satisfying. This type of 

expectations development brought by previous interactions in projects would be explained as 

an identity-development, where the supplier proves itself as enough skilled (Håkansson & 

Snehota, 1995). This type of trust development also falls in line with the definition brought by 

Dwyer et al. (1987), as it develops in terms of an expectation development. This type of trust 

and technical expertise is also seen as important, when it comes to project partnering both in 

construction and retrofit renovation, as argued by Chen & Chen (2007) and Xu et al. (2011). 

However, Van der Meer-Kooistra & Vosselman (2000) and Sako (1992) would rather call this 

type of trust as competence trust, as it is based on trusting the counterpart to have the 

necessary competence needed in the projects. On the other hand, it could be argued whether 

this type of trust reflects the type of trust defined in section 4.1.2 as a relationship 

development aiming towards long-term relationship. This is due to the project-based form in 

this kind of market, which also is confirmed by the research on the relationships in the 

construction industry as being a reason for temporary interactions and lack of innovation 

(see section 3.3.1). 

As the trust is based on the qualities of the supplier in certification projects, the empirical 

results also show further evidences where the supplier wants to show its qualifications. For 

instance in the case of MB2, the ESC-1 showed a proactive approach and interacted 

intensively with the REC to propose an overall energy solution in order to adapt to the 

customer’s requirements. In addition, the respondent of the ESC-1 also stated that it is 

important to develop these kinds of reference projects, which therefore could mean that there 

is an intention to develop the trust for future projects. In relation to the results of the pre-

study, this type of procedure seems to be very uncommon for ESCs. In the same case, another 

respondent of an AC also commented that this type of trust also could lead to less formal 

contracts in smaller projects, as there is a consensus where the AC has shown its 

qualifications. Furthermore, the case MB2 (also in EU GB1 and EU GB2) included a number 

of respondents, arguing for the important component of coordination and especially 

communication (this factors will be returned to in a later section). Even though, some actors 

have the task of being project leaders (for instance the PMC), there is no doubt that 

communication and coordination are components required by all the involved actors. As for 

the trust development, this dialogue is needed and is also a precursor for trust development, 

as stated by Morgan & Hunt (1994). The proactive approach done by the ESC-1 in the 

complex case therefore provides an example where trust is increased just by the early 

dialogue, even though the respondent of the ESC-1 did not want to rely on the healthy 

dialogue as a reason for their successful delivery in the project. However, Morgan & Hunt 

(1994) might argue differently. 
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In the manner of identity creation, the empirical results also show the importance of having 

mutual interests and common attitudes towards each other. For instance in the case of EU 

GB2, it is argued by the respondent of the SAS company that it is important that the REC 

shows interest in subjects regarding sustainable building and environmental issues. It is 

though not explained very clearly in what way the REC shows this type of interest and as 

Högberg (2014a) states, sustainability issues seems to be handled very differently by different 

actors, which depends on different drivers and incentives. However, from an identity creation 

perspective of companies (Håkansson & Snehota, 1995), this type of firm meaning seems to 

increase the level of trust as the identity fits with the counterpart. This is also supported by 

Morgan & Hunt (1994), as they argue for precursors to trust and commitment development, 

where one of these is shared values. In a similar manner as mutual interests, shared values 

are also similarly defined by Morgan & Hunt (1994). 

7.1.1.2 How is commitment shown? 

In the empirical results of the four cases, there seems to have appeared at least three types of 

actions that would argue for commitment. Independently of the type of respondents, these 

are invitations to events and paying visits, personal dialogue and being reachable and the 

return to the same actor with new projects (of various kinds). 

From the empirical results of the case MB2, a number of examples are presented in the 

interviews where the respondents have argued for the counterpart (as well as themselves) to 

have invited them to certain events or field trips. The respondent of the REC mentioned for 

instance that the ESC-1 invited some representatives of the REC to their production plants 

and sustainable projects led by the ESC-1, since it would provide the REC with insight into 

their operations. A similar approach was also explained by the respondent of the TCC-1 

where the REC was invited to their main office, which is certified according to the 

Miljöbyggnad system. Also the PMC referred to similar kinds of invitations with the REC. 

These types of actions therefore show a willingness to open up their operations, motivate the 

customer in showing how they operate and provide an open-information sharing.  

In one sense, these types of actions are highly communicative and also by natural reasons 

correspond to a precursor for trust development (as mentioned in section 7.1.1.1). As stated 

by Anderson & Weitz (1992) communications play an important role in the development of 

mutual commitment, where the open-information sharing is a factor to realize mutual 

benefits in the relationship. Furthermore, it is commented by Blankenburg et al. (1999), that 

a relationship and mutual commitment is developed through a series of episodes with more 

or less incremental commitments. Since the empirical results showing these kinds of 

commitments are mostly of the communicative kind, they lack the kind of commitments 

shown as idiosyncratic investments, pledges or short-term sacrifices to realize long-term 

benefits (Anderson & Weitz, 1992; Blankenburg et al., 1999). This is further strengthened by 

the fact that the reason for these does not seem to be related to a continuously developed 

long-term relationship, but rather for the reason to show their qualities and hopefully will be 

hired in future projects. Though, this is likely to have a connection to project-based form, 
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which characterises this type of industry as well as Cheng et al. (2004) argue that long-term 

commitment is not easily developed in the construction industry (see section 3.3.1). In some 

ways, it could however be argued that the ESC-1 in the case of MB2 made some pledges and 

idiosyncratic investments as they had to adapt a product containing an overall energy 

solution to match the requirements of the REC, which furthermore could be argued to 

develop their long-term relationship (see section 7.1.2.3). This kind of correlation would be 

legitimate according to Brennan & Turnbull (1999) and Hallén et al. (1991). This type of long-

term relationship is more valid as this relationship would be one of the few that has a clear 

connection of regular exchange, except for during the projects. In addition, this could be 

similar to the relationship between the SAS and the REC in the case of EU GB2, as there is a 

product involved which requires maintenance and services that characterises another type of 

regular exchange, than only through projects. 

Continuing on the subject of communication and dialogue, many of the respondents across 

the four cases argued for the importance of a continuous dialogue and being able to 

constantly contact the counterpart whenever advices are needed. However, most of these 

comments are gathered from the perspectives of RECs, but many of the other actors also 

confirm the importance of this approach. In the case of MB2, some companies are hired as 

project managers and are thus meant to achieve this, but the dialogue and coordination is of 

course required by many of the other actors as well in order to perform a successful 

certification project. One instance is provided by the ECS-1 in the case of MB2: 

“[…] the dialogue is extremely important.” (ECS-1, MB2) 

Effective communication is also seen as important in MB1, while a number of the 

respondents in the cases of EU GB1 and EU GB2 also comment on the importance of being 

able to ask for and give advice. Thus, in some cases the communication is required by natural 

cause and in some other cases the communication is added in order maintain a healthy 

relationship between the projects. The natural and obvious communication in these projects 

is confirmed by the research on relationships in the construction industry to increase 

commitment (Chen & Chen, 2007; Cheng et al., 2004; Gadde & Dubois, 2010; Xu et al., 

2011), but the added dialogue outside the projects would likely be more related to Anderson 

& Weitz (1992) and Blankenburg et al. (1999). Again, this type of commitment lacks the 

component of short-term sacrifices or idiosyncratic investments in the counterpart, but 

nevertheless show similarities with these types of definitions. In contrast to the analysis 

above, this type of activity is something that appears not in direct connection to the 

certification projects and therefore relates more to the development or maintenance of a 

long-term relationship instead. Furthermore, the cases EU GB1 and EU GB2 are also 

reasonable to be connected with dialogues between the projects, as the certification system 

requires a yearly reporting of the energy consumption in the facility (see section 2.3.1 and 

2.3.3).  

The continuous return to the same actor for new projects is the third type of committing 

action, which has been identified in the empirical results. This one is mostly referred to by 
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many of the suppliers and not the customers (RECs) and therefore describes that the 

suppliers are hired regularly for upcoming projects by the RECs. In fact, this furthermore 

relates to how most of the respondents have described the regularity of the exchanges, but in 

addition, this is also a factor that could be described as actions of commitments. At least if 

the definition of Dwyer et al. (1987) is applied, in terms of seeing commitments as implicit or 

explicit pledges of relational continuity. However, the empirical results do not show in what 

way the pledges are enacted (implicitly or explicitly), but they would be referred to as explicit 

since it is clear that this is how the respondents refer to regularity of exchanges. On the other 

hand, and possibly harder to demonstrate, they would be referred to as implicit if the 

counterparts realize that there is some kind of priority of some specific actors when projects 

are initiated. One instance of this kind of pledge is shown in the following citation: 

“[…] it would nearly have been twice as much work for me to have another 

company helping me with exchanging the heat central.” (REC, EU GB1) 

Though, this priority is not clear in the empirical results, since competition and tendering 

processes are shown to be a major determinant of who is hired for the projects. The citation 

above might argue for an implicit pledge, but it is also to some extent unique of its kind. 

However, one other exception could be found in the relationship between the REC and the 

SAS in EU GB2, where the respondent of the REC stated that the SAS is prioritised due to 

their specific product applied in several of their facilities. In similar to the relationship 

between the REC and the ESC-1 in MB2, there is a correlation between the adaptive 

behaviour and the willingness to commit to the relationship (Brennan & Turnbull, 1999; 

Hallén et al., 1991) from a long-term perspective. In section 7.1.2.3, this specific relationship 

is pointed out as well and in this case, the statement of the respondent of the REC could 

reflect an explicit pledge towards commitment in the relationship with the SAS. 

7.1.1.3 The importance of an individual 

In the empirical results, many of the respondents bring up the importance of a particular 

individual in the counterpart company, which is either very driven, very skilled or possess a 

similar interest. Perhaps the greatest example is gathered from MB2 where the respondent of 

the CC-1 expressed this as: 

“In most cases these kinds of factors are connected to specific individuals, with 

whom you also feel comfortable with.” (CC-1, MB2) 

This is just one example, as similar quotations could be assembled from many of the other 

cases as well. Thus, a particular person is needed due to its competence, its social 

competence, its mutual interest, its communication skill and its motivation. Continuing on 

the analysis presented above, regarding both how trust and commitment is developed, the 

importance of an individual seems to be factor contributing to a development of both. In this 

sense, the particular person would be a reason for the firm identity, the development of 

shared values, development of trust and indications of committing actions.  
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7.1.2 Activities, resources and adaptations 

This section represents the second organising theme, taking the implications of activities and 

resources in the green building certification networks and applying the concept of adaptation 

to it. This section thus includes three sub-sections, each indicating its own basic theme. 

In table 14 below a summary has been made with respect to the analysis of adaptations. The 

reason for this is that the analysis of the individual sections of activities and resources are 

enough summarised in their respective sections, as well as they are not that substantial. 

Therefore, table 14 below only includes a summary of the analysis with respect to the concept 

of adaptation. On the other hand, this analysis does of course include the perspectives of the 

activities and resources in terms of adaptations (as explained by the use of ARA, see section 

4.1.3). Similarly to the corresponding summarising table 13, this table again distinguishes 

with respect to attributes of the theory and literature, used as arguments for analysis of the 

empirical findings. The real arguments, though, are presented in the sub-sections. 

Table 14 - Summary of the adaptation analysis 

 

7.1.2.1 Most Important activities & resources (A & R) 

From the empirical evidence in this thesis regarding the important activities, it is hard to 

argue that one specific activity is more important than the other. This could be related to the 

wide range of activities that can be involved in these projects. From the empirical results the 

activity lists from each case present many different activities, which have all been considered 

by the respondents to be important in order to achieve the expected level of certification of 

the building. Thus, depending on the certification system applied, the measures needed and 

actors performing them, it is hard to conclude that any activity is more important than 

Literature/Theory Empirical Results
• Companies tend to avoid inter-organisational 

dependencies

• The utilization of competitive tendering 

processes

• Adaptations might lead to interdependencies

• Adaptations, mostly made with respect to 

specific projects

• Adaptations are required for long-term 

relationships

• Adaptations may improve competitiveness 

• Relational factors influence adaptive 

behaviour positively

• Source of adaptation, 

endogenous/exogenous, actor, dyad or the 

network

• Few relationship specific apdatations

• Standardized way of working

• Emerges from the customer (REC)

• Coerced adaptations, due to inter-

linking of activities

• Adaptations of technical solutions, 

knowledge coordinations of activities

• Long-term adaptations stretching 

outside projects

Adaptation
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another activity, even those that does not have a clear connection to the certification projects. 

On the other hand, to perform the activities, resources are required and according to the 

empirical evidence it is apparent that knowledge is the most frequently mentioned resource: 

“The products are important but knowledge is even more important, in 

combination with the services that are delivered. […] what really add to the 

products are the services and the knowledge surrounding them. A lot in this 

business is about knowledge.” (SAS, EU GB2) 

As such, this regards the knowledge to perform their activities (both in the certification 

projects, but also in other circumstances), for instance knowledge about how to design energy 

solutions, about energy efficiency, environmental sustainability and knowledge about the 

certification systems. It is arguably reasonable to regard the knowledge as of major 

importance, due to the analysis in section 7.1.1.1. The importance of this is also shown in the 

literature, where Chen & Chen (2007) found that technical expertise is an important success 

factor for partnering in construction projects, which regards the importance to organize the 

knowledge and skills of the participating actors. With respect to energy efficiency, Lindgren & 

Nilsson (2009) and Andersson & Widerström (2011), also confirm in their empirical studies 

that skilled knowledge in energy efficiency tends to lack in Sweden. It is also shown in the 

case MB2, where the PMC emphasized that an important knowledge was planning skills. 

Further, the literature on the relationships in construction industry indicates that there is a 

lack of knowledge transfer between projects (see section 3.3.1), which could also be an 

indication why knowledge in each project is seen as especially important. Even though no 

direct evidence of knowledge transfer could be found in the empirical study, an important 

resource mentioned by a respondent was that successful green building certification gives 

them a portfolio of reference projects. These projects could therefore give companies 

experience of how the certification systems influence their normal activities and resources 

and therefore have a better starting point in the next project. On the other hand, both the 

respondent and the literature emphasizes that each project is unique and therefore the 

knowledge from one project cannot directly be applied to the next (see section 3.3.1). 

7.1.2.2 A & R and their connection to the certification systems 

The certification systems in this thesis, Miljöbyggnad and EU GreenBuilding, use different 

ways of evaluating the building, which is to be certified. These are explained in section 2.2 

and 2.3 of this thesis and will in this section be set in relation to the activities found during 

the empirical study. The activities presented here are aggregated where the details of what 

they involve can be found in the empirical results (see section 6). 

The two cases in the empirical evidence of MB1 and MB2, present two very different projects, 

a simple case that only contained the certification activity and a complex case with huge 

alterations to the building. The following list of activities (combined with the most important 
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resources, see table 15) is therefore mostly based on the complex case and with the similarity 

that both cases included the certification activity. 

Table 15 - Activities for Miljöbyggnad connected to the certification system 

 

What can be seen in the activity list (see table 15) for Miljöbyggnad is that the empirical 

evidence shows that most of the activities have a connection to the certification system. 

However, these are not unexpected results when viewing what the certification systems use as 

measures, as it could be assumed that most of the measures during a renovation would 

impact an indicator in one way or another. However, activities that are not directly connected 

to the evaluation measures of Miljöbyggnad are also emphasized in the empirical evidence to 

be of importance in order to fulfil the expected certification level. For instance, the TCC-1 

who was responsible for the certification, mentioned that it was very important to keep an 

overall view of all the activities in the project, both before and during construction, in order 

to secure the achievement of the expected certification level. This is also indicated in the 

literature as SGBC recommends that a certified Miljöbyggnad coordinator participates in 

these projects (see section 2.2.2). 

In comparison to the Miljöbyggnad cases, the EU GreenBuilding cases in the empirical 

evidence are more similar to each other. However, a reason for this could be that both of the 

cases are considered in this thesis as simple and therefore their activities are more similar 

than in the Miljöbyggnad cases. It is however important to argue that the aggregated activity 

list (combined with the most important resources, see table 16) below does not necessarily 

present a generalized picture of what activities are included during a simple EU 

GreenBuilding project, since these are based on the empirical evidence in this thesis.    

Company Activity Most important resource Connection

TCC Certification
Knowledge, Special 

competence
Evaluation and Application

TCC
Energy calculations and 

simulations

Knowledge, simulation 

programs
Energy

ESC, IC
Construction of the energy 

distribution to the building
Knowledge, competence Energy

ESC, IC
Delivery and installation of solar 

power
Knowledge Energy

TCC Designing the heat systems Knowledge
Energy and indoor 

environment

AC, TCC
Architectural design and facility 

construction of the building
Knowledge

Energy and indoor 

environment

CC

Overall construction of the 

building (Renovations, 

Ventilation systems, heat 

systems, plumbing etcetera)

Site managers
Energy, Indoor environment, 

Materials and chemicals

CC Documentation of materials Database Materials and chemicals

PMC Project management Planning skills No direct connection

PMC, REC, TCC, 

IC, AC
Coordination and communication No direct connection

Miljöbyggnad
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Table 16 - Activities for EU GreenBuilding connected to the certification system 

 

Most of the activities for the EU GreenBuilding cases are connected to the certification 

system, as they are measures to reduce the energy use of the building (see table 16). Hence, 

based on the empirical evidence in this thesis, the EU GreenBuilding cases could be argued to 

be more connected to the energy service industry, rather than the construction industry as in 

the cases of Miljöbyggnad. Most of the activities can be directly related to the definition given 

by Bergmasth & Strid (2004), referring to indirect and direct energy services. Further, the 

structure of EU GreenBuilding and its primary focus on energy reduction also emphasizes 

that the energy service industry is most likely to be involved during these projects. From the 

literature of energy services (see section 3.2.2) a specific type of energy service, energy 

performance contracting (EPC), could be argued to correlate with EU GreenBuilding. This is 

as the definition of the service is similar to the requirement to achieve the certification, which 

is to reduce the energy use. When applying an EPC service, the selling company guarantees 

the customer that a specific energy efficiency target will be achieved and in the case of EU 

GreenBuilding this target could be set to at least 25 percent of energy reduction. According to 

the definition of EPC, the energy service company also has to share the risk of such an 

investment depending on the agreed contract. By reducing the risk for real estate companies 

in certification projects a possibility would be that more buildings could be certified. There 

are however barriers for such services, for instance the insecurity about the payment (Lee et 

al., 2015). This analysis will be extended in a later section (see section 7.1.4.1). 

7.1.2.3 How are adaptations shown? 

According to the empirical evidence in this thesis the majority of the adaptations within 

green building certification does not correlate to adaptations made to enhance a long-term 

relationship. However, it is common for actors to adapt to some degree during the green 

building certification projects. The respondents emphasize that these adaptations are 

common during similar projects and does not require a large investment:  

“This type of adaptation is a part of our everyday work.” (TCC, MB1) 

Company Activity Most important resource Connection
TCC, REC Certification Knowledge Application

IC Energy Audit Knowledge Energy check

SAS
Delivery and installation of automation 

system, ventilation and heat
Product, knowledge Energy reduction

IC
Delivery and installation of heat 

central and ventilation system
Product, knowledge Energy reduction

IC Improving insulation Unknown Energy reduction

IC Replacing fluorescent fixtures Unknown Energy reduction

EU GreenBuilding
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These are therefore made primarily in order to perform the activities during the specific 

project, which does not correspond with the theories of adaptations that are relationship 

specific (Brennan & Turnbull, 1997; Hallén et al., 1991; Håkansson & Snehota, 1995). It can 

however be argued that they are made in order to fulfil the expectations of the customers 

(REC) (Holma, 2013). The adaptation of activities could rather be seen as a standardized way 

of working. This corresponds with research on relationships in the construction industry, 

which emphasizes the use of project partnering in front of strategic partnering, the former 

being a focus on short-term benefits and the latter on long-term benefits between actors in 

multiple projects (Bygballe et al., 2010; Dubois & Gadde, 2000). Another similarity regards 

the conclusions that companies tend to avoid inter-organizational dependencies (which will 

be argued further below) (Gadde & Dubois, 2010). Thus, the majority of the adaptations 

found in the empirical results of this study do not reflect a focus on long-term relationships.   

However, even though the majority of the adaptations have a focus on standardization, it is 

important to argue about the differences between the cases. For instance, the simple cases 

show similar types of adaptations, where the source is often referred to as the customer 

(REC) or the requirements of the certification systems and the content regards the 

technology provided or the knowledge how to perform the activities. The source of these 

adaptions thus emerges from the actor (REC) in their dyadic relationship (Holma, 2013). On 

the other hand, when looking at the complex case (MB2) it is apparent that the adaptations 

do not only concern the relationship between the REC and the consultant. Instead, most of 

the actors involved in the project are forced to interact with each other, due to the inter-

linking of activities, which therefore leads to coerced adaptations (Holma, 2013). The content 

of the adaptations both regard how to coordinate their activities, but also how they should 

adapt their technological solutions to the actual project. This means that the source of the 

adaptations is likely to come from the network of actors involved in the green building 

certification project (Holma, 2013). It can therefore be argued that in the complex case, these 

types of adaptations could be more complex and probably require larger investments than in 

the simple cases. Continuing, it might be natural that such adaptations could be utilized in 

other projects with the same actors, which could indicate long-term adaptations and perhaps 

bind companies together (Håkansson & Snehota, 1995). However, as mentioned before, a 

barrier to such long-term relationships are apparent both in the empirical evidence, as well as 

in the previous research of the construction industry. According to the former the REC 

respondents refer to that they want to keep a wide market perspective and not become too 

dependent of few actors, while the consultant companies refer to that it is the REC who 

decides which actors are involved in the projects. The latter, construction industry literature, 

argues that the competitive tendering processes and the willingness to avoid 

interdependencies are reasons why long-term relationships are hindered (Bygballe et al., 

2010; Dubois & Gadde, 2000; Gadde & Dubois, 2010). This is also related to previous 

research regarding adaptations, which states that adaptations can lead to an increased 

interdependency among the firms (Holma, 2013).  

The analysis has so far been arguing that the adaptations made in these projects have a short-

term focus. However, an exception was found in MB2, where the empirical evidence indicates 
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on an adaptation that was made in order to keep the specific business relationship, which 

relates to the research done by Hallén et al. (1991) whom state that adaptations are 

sometimes necessary to keep a relationship with a specific customer. It is likely that this 

adaptation has a connection to the increased trust and commitment, as explained in section 

7.1.1.1 and 7.1.1.2. In this case the source of the adaptation emerged from that the customer 

(REC) wanted to certify its building and according to the chosen system (Miljöbyggnad), 

which include requirements on how the energy is produced. The content of the adaptation 

therefore included the change of production method of the district heating to a more 

sustainable way (along with the overall energy solution offered). With respect to whether the 

adaptation is coerced or voluntary, this adaptation shows signs of both. Firstly, the 

adaptation can be seen as coerced, as in order to keep the customer and fulfil the 

sustainability demands the adaptation of the production method was necessary. On the other 

hand, also with respect to the social exchange elements, it can also be seen as a voluntary 

decision, which would emphasize that the ESC-1 made the adaptation due to a realization of 

long-term benefits (Holma, 2013). The outcome of this adaptation is an increased 

dependency of the REC towards the ESC-1, in terms of using district heating, which is 

supplied through a monopoly market. For the ESC-1 the direct benefit is that they kept a 

relationship, but this adaptation can also lead to a wider market with new costumers 

segments, which is also emphasized in the theory of adaptations (Hallén et al., 1991). 

Another observed long-term adaptation was in the relationship that consisted of a REC and 

its supplier of automation system (SAS) in EU GB2. Both of the actors could be argued to 

have adapted to each other, which would indicate on a mutual adaptation (Brennan & 

Turnbull, 1997; Hallén et al., 1991). The source of the adaptation would mostly be from the 

REC and the respondent mentions that it is difficult to maintain many different types of 

systems. Therefore it is easier to just use one type of system in as many buildings as possible. 

The nature is therefore, that the REC have voluntary adapted by the implementation of the 

SAS system in several of its buildings (Holma, 2013), meanwhile the SAS have made small 

adaptations to its system. The adaptation made by the REC is most likely to increase its 

dependency of the SAS, which corresponds to the explanation of Holma (2013) who argue 

that adaptations can lead to an increased dependency, which in turn can result in high 

switching costs. Even though it leads to an increased dependency it is likely that the 

adaptation was aligned with a certain higher degree of trust and commitment between the 

REC and the SAS. As stated by Brennan & Turnbull (1999) and Hallén et al. (1991), relational 

factors such as trust and commitment have a positive impact on adaptive behaviour and this 

therefore corresponds to the case between the REC and SAS.  

7.1.3 Long-term cooperation 

This section represents a third organising theme, referring to the analysis with respect to 

long-term cooperation in the green building certification networks. The three sub-sections 

that follow all represent their own basic theme, contributing to this organising theme. 
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In the similar manner as before, a summarising list of used theory and literature in 

comparison to the empirical findings is presented in table 17. As the table is a summary, it 

will not include all the main arguments, as these are presented in their respective sub-

sections. In addition, table 17 also distinguishes between key factors, advantages and 

disadvantages as in order to properly match the analysis. 

Table 17 - Summary of long-term cooperation analysis 

 

7.1.3.1 Key factors 

From the empirical results, it was highly clarified that all participating actors had a positive 

attitude towards engaging in purposive long-term, high involvement, cooperative 

relationships with customers, suppliers as well as other actors in the projects. This would 

therefore indicate that there is a positive attitude towards engaging in strategic partnerships 

(Bygballe et al., 2010; Cheng et al., 2004; Gadde & Dubois, 2010), where actors involved in 

green building certification share the same view about cooperating in future certification 

projects. Furthermore, the respondents suggested a number of relationship specific factors 

that would be needed in order to fulfil this type of strategic partnership, where trust and 

commitment, personal chemistry, communication, knowledge and a mutual perspective were 

emphasized (see table 18).  

Literature/Theory Empirical Results
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• See table 13, Trust and Commitment

• Trust and commitment

• Personal Chemistry

• Communication

• Knowledge

• Mutual perspective
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n
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• Strategic partnerships increases the knowledge transfer

• Long-term relationships increases the chance of co-

development and mutual learning 

• Strategic partnerships provides performance/efficiency 

benefits, project/business/corporate level benefits 

• Trust and commitment are positively inter-linked

• Effective resource use

• Mutual learning

• Avoid the learning curve

• Better negotiations

D
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ad
va

n
ta

ge
s • Adaptations might lead to interdependencies

• Companies tend to avoid inter-organisational 

dependencies

• The utilization of competitive tendering processes

• Long-term relationships are costly

• Lock-in effects

• Hard to change actors

• Dependency of few

• Higher price

• Public procurement regulations

Long-term cooperation
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Table 18 - Key factors for long-term cooperative relationships 

 

In fact, due to the analysis presented above in section 7.1.1, the same evidences showing trust 

and commitment in those sections are also the types of factors needed in order to develop 

these long-term relationships. However, in section 7.1.1 it was argued that both with respect 

to trust and commitment there were no clear indications that their appearances related 

specifically to long-term development of the respective concepts. As such, the long-term 

perspective as emphasized in the empirical results in this case, would nevertheless require 

these kinds of trust and commitment development, but instead focusing on developing long-

term, cooperative relationships. This would therefore fall in line with how social exchange 

elements have been explained in section 4.1.2.  

7.1.3.2 Advantages 

The empirical results also included the respondents’ views on possible advantages of 

establishing strategic partnerships, where the highlighted advantages were effective resource 

use, mutual learning, avoiding new learning curves and better contract negotiation 

possibilities (see table 19). 

Table 19 - Advantages of long-term cooperative relationships 

 

Regarding the learning perspective (which has been pointed out earlier), it is commonly 

known in research on relationships in the construction industry that there is a lack of 

knowledge transfer, which partly reduces the degree of innovation in the construction 

industry (see section 3.3). It is also commonly known in literature on long-term relationships 

that chances of co-development and mutual learning increase largely when long-term 

Key factors

Trust and commitment

Personal chemistry

Communication

Knowledge

Mutual Perspective

Long-term cooperative relationships
Examples

"[…] both for the buyer and seller. So you know what you really want […]" "[…] to have the 

required knowledge"

"A mutual long-term perspective […]" "It is thus about mutual a understanding, where both 

actors know each other’s intentions" 

"To trust that the correct delivery is done." "That both actors wants to perform at their best." 

"To be honest." 

"It is important with the personal relationships" "Personal Chemistry makes it easier to work 

with each other."

"Communication is everything" "It is very important with a service-minded approach" "[…] to 

have a well working dialogue [...]"

Advantages

Effective resource use

Mutual learning

Avoid the learning curve

Better negotiations

Long-term cooperative relationships
Examples

"The possibility to perform well together can be achieved with much less time." "[…] it could be 

expensive to always change actors in complex projects."

"You get synergy effects and learn something new every time." "The possibility to mutually 

develop […]" "You get experience transfer between projects"

"You don't have to create the wheel again" "You don't have to learn how to work with new 

people before each project"

"A price discount can be given as it is known that more work assignments will be provided" 

"[…] the negotiation situation can be different, if you have a good relationship" “[…] there is a 

difference between to have right and to get right"
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relationships are developed (Håkansson & Snehota, 1995). Due to the lack of knowledge 

transfer between projects, Gadde & Dubois (2010) emphasize the need for strategic 

partnerships to increase the knowledge transfer. In addition, they also state the benefits of 

performance gains as well as efficiency improvements, which thus correspond to the 

respondents’ view in the empirical results. Cheng et al. (2004) continues further in this sense 

by adding the benefits to be gained in terms of project level benefits, business level benefits 

and corporate level benefits. Regarding the benefit of better contract negotiation possibilities, 

it is a benefit seen by the respondents that highly corresponds to the exchange theory of trust 

and commitment (see section 4.1.2). As the citations speak, the contract negotiation benefit 

could refer to some kind of committing action in terms of a short-term sacrifice for the sake 

of a long-term relationship benefit. The trust influence is seen in terms of the belief that the 

counterpart will return for future projects and assignments. In a concluding manner, the 

advantages seen by the respondents corresponds both to the advantages explained in section 

3.3.1.1, as well as in section 4, with respect to benefits of long-term cooperation. 

7.1.3.3 Disadvantages 

When analysing the empirical results on disadvantages of strategic partnerships, many of the 

arguments apply to the cons of long-term relationships in the construction industry literature 

as well as cons of long-term business relationships (see section 3.3.1 and 4.1). As displayed in 

the empirical results, the highlighted disadvantages were lock-in effects, hard to change 

actors, dependency of few and higher price (see table 20).  

Table 20 - Disadvantages of long-term cooperative relationships 

 

Taking a closer look, these four disadvantages all correspond to the need of maintaining 

competitive tendering procedures as well as avoiding dependencies. From the dependency 

perspective it is shown in the lock-in effects, in terms of that the same actors are at risk of 

solving problems in the same way as well as there is a need to be open to what the market has 

to offer. In the second factor, hard to change actors, it shows a pure dependency perspective 

as there is a wish to be able to switch out the partner, if it for instance does not work out. In 

the third factor, dependency of few, it is shown as there is risk of being dependent on few 

customers and therefore requires a wide market perspective. In the fourth factor, higher 

price, the citations indicate the need to avoid dependency by seeking the cheapest actor as 

Disadvantages

Lock-in effects

Hard to change actors

Dependency of few

Higher price

Long-term cooperative relationships

"There is a risk to solve problems the same way and thus the solution might not always be the 

best" "[…] you always want to keep an eye on the market situation regarding the price, new 

innovative solutions and etcetera."

"If it doesn't work out, it can be hard to reject an actor. It can become too personal" "By 

creating a strong relationship to an actor, it can be difficult to change"

"[…] a risk is that you get fewer customers, which can lead to a certain dependency" "It is 

important with a wide market perspective"

"[…] you might find a better price if you extend your search" "[…] the other actor can become 

too comfortable, which might results in higher prices" "Long-term relationships always cost 

some […]"

Examples
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well as avoiding the counterpart to become too comfortable. However, in one of the citations 

for this factor, there also seems to be a trust-issue since that respondent wants to be cautious 

with the risk of being unfairly used by the counterpart (opportunistic behaviour). Therefore, 

trust as explained by Geyskens et al. (1996) and Morgan & Hunt (1994) is indicated to be at 

risk according to this respondent. As for the maintenance of competitive tendering it is 

equally shown indirectly, as all citations show the need to have a market perspective with a 

price-perspective. Thus, all of these disadvantages correspond to the same notions given by 

Gadde & Dubois (2010), where the construction industry is characterised by dependency 

avoidance and frequent use of tendering procedures related to single, temporary transaction 

procedures. Furthermore, the dependency avoidance also becomes pointed out with respect 

to the lack of adaptation (see section 7.1.2.3), as adaptations might lead to increased 

interdependency. Similarly in section 7.1.1.2, the actions of commitment also points in the 

same direction, in terms of their rather communicative kind.  

Regarding tendering procedures they make out a specific factor, as one of the cases in this 

thesis included an example of public procurement regulations and a blanket purchasing 

agreement. This was in the case MB1 and by influence of public regulations, the municipality 

has to follow regulations of public procurement, which means that competitive tendering 

procedures has to be followed. As explained by the respondent of the REC, the lead time of 

this agreement is what determines the future exchanges and when the agreement stops, new 

public tendering procedures has to be applied to find another (or the same) partner to sign 

this agreement with. Thus, not only that suppliers and customers want to use competitive 

tendering procedures, but in addition the public procurement regulations require this 

procedure to be followed, which makes long-term relationships even harder to establish.  

7.1.4 Relevance of an energy supply company in the certification network 

According to the theories, regarding an opportunity-seeking company, the opportunities are 

within the network and which can be utilized by either developing existing relationships or 

through developing new relationships (see section 4.2). Andersson et al. (2005) further state 

that the success of such an expansion of business is based on the knowledge of the network. 

So far this analysis has had a focus on the business relationships within the network. 

However, as a strategic change in the network will affect the actors and will have to be 

accepted by some, this section will analyse the relevance of an ESC within the green building 

certification network. The relevance is based on the empirical evidence where the 

respondents gave their views on what an ESC could assist them with during green building 

certification processes. Thus, this section represents the organising theme of relevance in the 

network, which takes into consideration outspoken opportunities for an ESC to exploit. 

However, in contrast to opportunities, outspoken barriers are also presented and analysed. 

For this reason, this section includes two sub-sections of basic themes, contributing to the 

organising theme. 

The summarising list of the analysis of the two basic themes is gathered in table 21 below, 

summarising the complete analysis in the sub-sections. Just like before, it considers the 
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relevant aspects of theory and literature and puts these with respect to the empirical findings. 

However, table 21 also distinguishes with respect to opportunities and barriers in order to 

fully match the analysis.  

Table 21 - Summary of relevance for an ESC analysis 

 

7.1.4.1 Opportunities 

From the empirical results, it was shown that various actors and respondents involved in the 

certification projects suggested certain opportunities for the increased engagement of an ESC 

in green building certification. From the actual suggestions, it was possible to order the 

opportunities into categories of indirect energy services, direct energy services, 

indirect/direct energy services, social exchange, adapt production conditions, knowledge 

increase and seek partners (see table 22). 

 

Literature/Theory Empirical Results
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• The opportunities, based on network knowledge, 

perception of actors and relevance

• A demand for indirect energy services

• Proactive and interactive approach is sought

• ESCs lacks in their customer interaction and trust 

development

• One-stop-shop model and EPC contract

• EPC, lack of trust and credibility

• Lack of knowledge in energy efficiency in the Swedish 

market

• Advantages of long-term cooperative relationships (see 

table 21)

• Indirect energy service

• Direct energy service

• Indirect/direct energy service

• Social Exchange

• Adapt product conditions

• Knowledge increase

• Seek partners

B
ar

ri
er

s

• Paradox, selling volumes of energy and energy 

efficiency solutions

• ESCs lacks in their customer interaction and trust 

development

• Competitive and cooperative environment

• Mistrust

• Marketing Issues

• Competition

Relevance for an ESC
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Table 22 - Suggested opportunities for an ESC 

 

The categorization of energy services and the classification of them originate from 

suggestions in the empirical results that is a mixture of clear suggestions and non-specific 

suggestions. It could also be noted that some of them do not refer to any particular service, 

but rather explain approaches that are sought from an ESC. For this reason, using Bergmasth 

& Strid’s (2004) definition of energy services sometimes requires further explanation. For 

instance, seeing the approach of an ESC to have an integrated view of the facility when 

participating in a certification project as a direct energy service, correlates to the fact that it 

would refer to direct measures taken by the ESC. On the other hand, the services referred to 

as indirect/direct energy services therefore include the combination of both direct measures 

and/or indirect actions that does not directly reduce the energy consumption. It should also 

be noted that these suggestions are gathered independently if the respondents represented an 

EU GreenBuilding case or Miljöbyggnad case, because nevertheless the suggestions were 

directed towards energy-related issues. Regarding the indirect energy services, they 

correspond to previous research discussing the market needs of indirect energy services as 

given by Sernhed & Skoglund (2012) and Ericson (2014). However, the difference in this 

thesis is that the suggestions do not only derive from RECs, but from other actors as well. 

Therefore, there are partly demands from customers, but the energy services demanded also 

add to the work provided by the other actors as well.  

Opportunities Suggestions

Indirect energy service

Provide services in control and regulation systems regarding the energy use in the 

facility. Also services that include energy analyses and audits are sought. 

Automatically provided energy and costs statistics of the facility, as well as future 

prognosis. Provide information about production conditions and emissions. 

Education of how heating systems work, how to operate them and in energy 

managements systems. Be proactive in offering and propose new energy solutions. 

Value knowledge and competence. 

Direct energy service

Approach the certification project with an integrated view of the whole facility, 

considering how different factors influence the energy use. One suggestion is also to 

offer EPC contracts when taking measures.

Indirect/direct energy service

Provide services in control and regulation of energy systems in the facility. Also offer 

small scale production options and corresponding services. Sell benefits rather than 

kWh. Gather experience by participating in many certification projects and take a 

wider responsibility of the project. Try to become the natural choice and take a long-

term perspective.

Social exchange

Show personal commitment, be inviting and maintain a healthy dialogue in the 

project. Healthy dialogue should be consistent both with the customers and other 

actors (for instance with technical consulting companies regarding heat centrals and 

plumbing/ventilation).

Adapt production conditions Be able to adapt the production conditions by using renewable energy resources.

Knowledge increase Increase the knowledge by understanding the heat distribution in the facilities.

Seek partners

Become partners with actors regarding control and regulation and perhaps become a 

retailer of these products. Become partners with installation companies, to 

effectively manage heat consumption and heat loads. Become partners with 

operation and maintenance companies and thus increase the knowledge in control 

and regulation systems. Become partners with actors in certification projects to 

share information about potentially new projects and demanded energy solutions.

Suggested opportunities for an ESC
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From a wide perspective, the analysis of opportunities becomes embedded regardless of how 

the opportunities have been categorized due to the interconnectedness of them. The energy 

services are roughly categorized with respect to their possible content, but when adding the 

category of social exchange opportunities (correlating with the analysis in section 7.1.1) it 

very well fits with an approach that corresponds to Bergmasth & Strid’s (2004) way of 

describing how an ESC successfully should market energy services.  In this sense, they argue 

for the approach of being proactive, increase interaction, increase and maintain a healthy 

dialogue and in advance offer possible solutions. In fact, one suggestion made in the 

empirical results as an indirect/direct energy service was that the ESC should become the 

natural choice and have a long-term perspective. This is a major opportunity, as previous 

literature has for a longer time concluded that ESCs lacks in their customer interaction and 

trust development (Rydén et al., 2013; Sandoff et al., 2013).  

In terms of taking a wider responsibility and have an integrated, holistic view of the 

certification projects (as the ESC-1 did in the case MB2), correlates to some extent with the 

other opportunities analysed in this section. Since it reflects the ability to be knowledgeable 

about the complexity in facilities, regarding the multiple-impact on and by the energy use as 

well as the sustainability assessment, the exploitation of the other opportunities may enhance 

this ability. From the literature, one correlation lies with the concept of one-stop-shop 

models (Mahapatra et al., 2013), which would lead to an ESC providing multiple measures in 

the certification project (for instance multiple types of energy services in one project). In 

addition, this type of model includes seeking cooperation partnerships, which therefore 

corresponds to the other opportunities analysed here. In another sense, as also argued in 

section 7.1.2.2, taking a wider responsibility in a case of EU GreenBuilding would indicate an 

approach where an ESC would offer a long-term contract, for instance an EPC contract 

(Bergmasth & Strid, 2004). As EU GreenBuilding requires a reduction in energy 

consumption by 25 percent and yearly reporting of the energy consumption, the ESC could 

take the responsibility of guaranteeing this reduction, by applying certain measures and also 

finance the measures, while the achieved energy savings are the basis for the payment back to 

the ESC. However, according to previous research in this field, lack of trust and credibility in 

actual energy savings and other influencing factors are examples of concerns with respect to 

the payment back to the ESC (Lee et al., 2015; Lindgren & Nilsson, 2009; Yik & Lee, 2004).  

Furthermore, the opportunity of knowledge increase is also shown in previous literature to be 

a perceived lacking factor for ESCs, especially when it comes to understanding operation and 

maintenance of facilities (Sernhed & Skoglund, 2012). Perhaps, it is reasonable to view this 

knowledge increase as a serious opportunity in order to provide the services suggested in the 

empirical results, as well as it develops the trust of the ESC (see section 7.1.1.1). In addition, 

Lindgren & Nilsson (2009) also found in their empirical study, that there might be a general 

lack of knowledge in energy efficiency in the Swedish market. For this reason, realizing 

knowledge increase as an opportunity would be confirmed in previous literature. Regarding 

to view partner-seeking as an opportunity is partly derived from the analysis in section 7.1.3, 

where the advantages of long-term cooperative relationships were discussed. One particular 

example in the empirical results in table 22 is the fact that partnerships could lead to 
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information sharing about future certification projects. Further indications in table 22 are 

that partnerships could increase the knowledge of the ESC as well as the overall performance 

(see also table 19 in section 7.1.3.2), which also is sought by Lindgren & Nilsson (2009) with 

respect to the SOU 2008:25. As noted above, the strategic partnerships also imply taking a 

wider responsibility and integrated view, where resources and activities can be combined to 

achieve a wider range of tasks not directly connected to energy-issues, for instance in the 

system of Miljöbyggnad. 

Lastly, in line with the increased environmental awareness (see section 3.1.1) a natural 

suggestion for an ESC is also to adapt its production conditions into more renewable energy 

production (both for heat and electricity production). Though, this distinguishes itself from 

common energy services and more corresponds to the activities of an ESC. On the other 

hand, it is to some extent similar to the suggestion of providing small-scale production 

options, as long as it is followed by some kind of corresponding service. It should thus be 

noted that the energy indicator in the regulations of Miljöbyggnad affects this adaptation as 

well (see section 2.2.1). 

7.1.4.2 Barriers 

During the empirical study of this thesis the respondents in addition to giving their views on 

opportunities, also explained the barriers that exists for an ESC to become more involved in 

the process of green building certification. These could be categorized as mistrust, marketing 

issues and competition (see table 23).  

Table 23 - Barriers for an ESC 

 

The barrier which regards the mistrust was apparent in both the empirical evidence as well as 

it is documented in previous research regarding an ESC and its involvement within the 

energy service market (see section 3.2.1.1). A paradox, which was mentioned by one 

respondent, relates to the contradiction that an ESC sells volumes of energy, while at the 

same time offers energy services that decrease this volume. This paradox is also apparent in 

previous research regarding ESCs that offer energy services, for instance in the research by 

Sernhed & Skoglund (2012) and Ericson (2014). Further, some respondents also expressed 

the aversion to commit to a long-term agreement with an ESC, an issue also noted by 

Barriers Explanations

Mistrust

There is a factor of contradiction, when an energy supply company both receives 

revenue from the energy supply while also increasing the energy efficiency in the 

facility. Also there is a willingness of avoiding to become locked in a contract with 

the energy supply company. In some cases a lack of knowledge in the certification 

systems, construction industry and consulting industry is shown. There is also a lack 

of competence and/or willingness to participate in certification projects.

Marketing issues
There is a lack of marketing and interaction with the customers and other actors in 

certification projects. "Energy companies are passive in their marketing".

Competition
There is a competition with technical consulting companies. What can an energy 

supply company provide, in which a technical consultant cannot?

Barriers for an ESC
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Labanca et al. (2015) regarding the avoidance to become dependent on a singular energy 

service provider. To increase the trust towards an energy service provider the contracts 

written could become more transparent, which could make the customers feel safer when 

committing towards a long-term agreement (Andersson & Widerström, 2011). 

During the empirical study some of the respondents expressed the marketing passivity of 

ESCs as something negative, i.e. the ESCs lack in their interaction towards its customers 

(REC) and other actors involved in the green building certification process. These findings 

are however not new (as mentioned in section 7.1.4.1) and it is well documented in previous 

literature (Andersson & Widerström, 2011). As mentioned above in the opportunities 

analysis, this can be seen as an opportunity of improvement for the ESC.  

The empirical findings also indicate that there is competition between ESCs and other actors 

in the energy service market, whom both perform and sell energy services. In the literature 

however, this is not only seen as a competitive environment as in some cases the usual 

rivalries often also cooperate when performing energy efficiency measures (Lindgren & 

Nilsson, 2009). In section 7.1.4.1 above, developing partnerships was also suggested as an 

opportunity for an ESC. Further, it is noted that the ESC could have an advantage in 

comparison to the other actors, as they could have an already established contact to the 

customers (REC) through the energy supply. On the other hand, in cases where specific 

knowledge and competence is required, there could be an advantage for a technical 

consultant. (Andersson & Widerström, 2011) Although when the energy service regards 

energy statistics it is seen both in the empirical evidence and the literature that a competitive 

advantage for the ESC should be seen as natural, as it is included in their core business to 

manage this (Sernhed & Skoglund, 2011).  
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7.2 Network of business relationships in green building 

certification 

This section represents the global theme, which takes into consideration all the previous 

analyses themes that have been constructed. From the analyses of the business relationships 

in green building certification projects, many implications and theoretical similarities have 

been found that correspond to previous literature of relationships in the construction 

industry. Especially, when it comes to how business relationships have been synthesized and 

characterised in the literature. For this reason, table 24 has been developed, which 

distinguishes between theoretical aspects in long-term relationships, construction 

relationships and the analysis in this thesis.  

The similarities found between the literature of the construction industry and the analysis of 

the empirical study in this thesis regard the relationship dimensions: the regularity of 

exchange, commitment, independencies, competitive tendering, adaptations and 

knowledge. The regularity of the exchange is characterized by intermittent interaction and 

exchange, which primarily occurs in connection to projects. Further, the analysis of the 

business relationships within the green building certification network context also shows a 

lack of long-term commitments as defined by the social exchange in long-term business 

relationship theory. This is also present within the construction industry, where the reason 

for this is often referred to the short-term project focus. The analysis of the empirical 

evidence also indicates that companies tend to avoid interdependencies, which is also 

apparent in the construction industry. This is explained by previous literature to reduce the 

dependency of a single actor (supplier/consultant), to avoid becoming dependent on a single 

technical solution and to increase the competitive environment, primarily in terms of price 

(Gadde & Dubois, 2010). All of these correspond to the empirical evidence analysis regarding 

the disadvantages of strategic partnerships. The competitive environment is sustained by the 

utilization of competitive tendering procedures, where price is of great importance. The use 

of these procedures is apparent in the analysis of the empirical evidence as well as it is a 

reoccurring subject in previous research regarding the construction industry. This could also 

be seen as a barrier for long-term relationships as it emphasizes the price above long-term 

relational benefits. Further, similar characteristics of the analysis and the construction 

industry literature are the lack of relationship specific adaptations, where the adaptations are 

most often referred to as project specific and that this is a standardised way of working. 

During the empirical study it also became apparent that knowledge is the most important 

resource and this could be argued to have a connection with the construction industry 

literature that emphasizes a lack of knowledge transfer between projects, which could provide 

an indication why knowledge in each specific project is seen as especially important.  

These similar characteristics argue for that the green building certification network could be 

explained as a dual layer network, where the first layer can be seen as the permanent network 

and the second a temporary network, and corresponds to the literature regarding network 

studies on the construction industry (Dubois & Gadde, 2000; 2002; Gadde & Dubois, 2010). 

The permanent network is characterised by a low degree of interdependencies, standardized 
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activities and resources and competitive tendering. Meanwhile the temporary network refers 

to the actors involved in specific projects and is characterised by a high degree of 

interdependencies, adaptations of the standardised activities and resources according to the 

specific project and intense interactions among the companies participating during the 

project. In line with this the network pictures presented in the empirical results (see section 

6) represent temporary networks, according to the definition of Dubois & Gadde (2000; 

2002). 

Table 24 - Business relationship characteristics comparison 

  

Relationship dimension Long-term relationships Construction relationships
Green building certification 

relationship analysis

Regularity of exchange
Continuous business exchange 

with the same actors.

Intermittent and project-based 

interaction/exchange.

Characterised as mainly being 

in terms of shorter interactions 

in an intermittent manner.

Trust

Trust is developed over time 

and is fundamental for a 

beneficial business 

relationship.

Important factor for partnering  

in the construction industry.

Develops by good 

performances in earlier 

projects. Trust is built on skill, 

knowledge, technology and 

shared values.

Commitment

Commitments as idiosyncratic 

investments, pledges or short-

term sacrifices and 

implicit/explicit pledges of 

relational continuity.

Long-term commitment is hard 

to achieve, due to the 

emphasis on short-term 

project focus.

Highly communicative and can 

be either coerced or voluntary. 

Lack of the commitments as 

described for long-term 

relationships.

Knowledge

Long-term relationships 

emphasizes a mutual 

development of resources, for 

instance knowledge.

Lack of knowledge transfer 

between projects.

Knowledge is the most 

important resource. 

Adaptations

Adaptations are necessary for 

long-term relationships, may 

increase the efficiency, 

competitiveness and the 

interdependency.

Adaptations, mostly made with 

respect to specific projects and 

with  few relationship specific 

adaptations. 

Adaptations, mostly made with 

respect to specific projects and 

with  few relationship specific 

adaptations. 

Activities & Resources

Emphasizes mutual 

adaptations, which could 

indicate long-term adaptations 

and perhaps bind companies 

together.

Standardised activities and 

resources, which are adapted 

with respect to specific 

projects.

Standardised activities and 

resources, which are adapted 

with respect to specific 

projects.

Interdependencies

A high degree of relational 

embeddedness implies an 

equally high degree of 

interdependence consisting of 

social exchange and 

adaptations.

Companies tend to avoid inter-

organisational dependencies.

Companies tend to avoid inter-

organisational dependencies.

Strategic partnerships

Strategic partnerships 

emphasize long-term, high-

involvement, cooperative 

relationships towards a 

common goal.

Uncommon, emphasizes 

project partnering in front of 

strategic partnering. May lead 

to interdependencies. 

Respondents have a positive 

attitude towards strategic 

partnership. However barriers 

are emphasized such as 

interdependencies and 

tendering procedures.

Competetive tendering
Could be seen as a barrier for 

long-term relationships.

The utilization of competitive 

tendering processes. A barrier 

for strategic partnerships.

The utilization of competitive 

tendering processes. A barrier 

for strategic partnerships.

 Business relationship characteristics comparison
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7.3 Action framework for an energy supply company 

From the previous analyses, ending up in the first global theme, follows this global theme 

where an action framework is presented (see figure 9) to describe how an ESC successfully 

should manage to exploit the opportunities in the network of business relationships 

surrounding green building certification projects. As argued in section 4.2, exploiting 

opportunities through strategic change entails knowledge of the current business network, as 

well as a perception of the current network position of the focal firm (in this case the ESC) 

(Andersson et al., 2005; Ford et al., 2011; Schepis et al., 2014). Andersson et al., (2005) also 

argued that the network and relational characteristics influence a firm’s ability to exploit 

network opportunities, and in addition it is important that the evolving strategy has some 

relevance for the actors in the network (Johanson & Vahlne, 2010). For this reason, the 

action framework is based on the concept of business networking as explained in section 4.2, 

as well as it is thus based on the previous analyses of the relationship characteristics (see 

section 7.1.1 & 7.1.2), long-term cooperation (see section 7.1.3), the relevance analysis (see 

section 7.1.4) and network of business relationships in green building certification (see 

section 7.2). 

 

Figure 9 - Action framework for an ESC 
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7.3.1 Current position – Energy supply company 

In the empirical results of the pre-study (see Appendix C) it was shown that out of the total of 

45 potential case studies, 31 used district heating as their main energy solution for heating 

(10 for EU GreenBuilding certified buildings and 21 for buildings certified according to 

Miljöbyggnad). Perhaps the most interesting notation is therefore presented in another figure 

in Appendix C, where it is shown that 40 respondents argued for the ESC contribution to be 

completely absent and only one respondent argued for a high contribution. Note, that the 

latter refers to the special case, namely MB2, but regarding the other cases it gives a more 

generalized picture of the actual contribution of an ESC. In the previous analysis and 

previous literature it has been argued that ESCs lack in their customer interaction 

(Andersson & Widerström, 2011; Rydén et al., 2013; Sandoff et al., 2013). Drawing on this 

result, it gives rather clear indications of how to picture the network position of an ESC in 

relation to these certification projects (either the temporary or permanent networks as 

explained in section 7.2). As the network position is based on one relationship in relation to 

others, the firm’s own view of its position and other actors’ perceptions and social constructs 

of the firm’s identity (Gadde & Mattsson, 1987; Ford et al., 2011; Schepis et al., 2014), there is 

a reason to believe that network position of an ESC could be regarded as rather 

unestablished. Thus, in line with Schepis et al. (2014) and Easton (1992), the action 

framework presented above is how an ESC should implement its business networking 

procedure to change this network position. 

7.3.2 Network context - Understand the business relationships 

Develop trust: As argued in the analysis, trust in the business relationships surrounding 

green building certification is built through reference projects and common positive 

experiences from these projects. This means the trust is based on competence, which has to 

be established through successful participation in certification projects where the 

competence, skill and knowledge have to be proven. In addition, trust should be built through 

proactive approaches, good communication and coordination since these factors are 

important precursors for trust development. Referring to the case MB2, where the ESC-1 

interacted intensively with the REC, stands as a good example in this sense. As an ESC with 

an already established relation with its customers, this kind of interaction could of course be 

implemented outside certification projects as well. However, keeping a proactive approach 

towards other actors involved in green building certification is of course necessary as well. 

The trust development can also be influenced through finding shared values and mutual 

interests between the counterparts, which for instance is about sharing the interests 

regarding sustainable building, sustainable environment, energy efficiency and 

environmental issues. Many of the above arguments can also be combined with the 

importance of a particular individual (or individuals), which could support these factors.  

Develop commitment: Developing commitment towards the counterparts should be made 

through paying visits and invitations, personal dialogue and being reachable and a regular 

return for new projects. Firstly, this means that commitment could be shown through open-
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information sharing where the invitations and visits lead to realizing mutual benefits. 

Secondly, commitment could be shown through personal dialogues and continuous 

interaction both in projects, but perhaps even more important also outside certification 

projects. Maintaining a healthy dialogue is especially important outside the projects as it 

shows similarities with commitments in a long-term perspective rather than only in the 

intermittent manner through the projects. As EU GreenBuilding requires a yearly reporting 

of energy consumption, this is possible in the sense that the interaction could become less 

intermittent, but also as an ESC where exchange with customers is present through the 

supply of energy. Again, the ESC-1 in the case of MB2 could be used as an example, where a 

personal dialogue, proactive approach and good personal communication was shown, leading 

to their successful participation in the project. The committing actions in return are likely to 

be in the sense of regular hiring for future projects, which indicates either implicit or explicit 

pledges for long-term relationships. It should also be noted, that the importance of an 

individual is apparent in developing commitment as well. 

Understand the working procedures: The working procedures in green building certification 

are characterised as being standardised in the permanent network, but constantly require 

smaller adaptations in each project, i.e. the temporary network (caused by the customer, 

their demands or sometimes naturally in complex projects). This concerns both the activities 

performed as well as the resources used, which therefore indicate that it is hard to 

accomplish a common solution that fits each single case. Even though it is hard to determine 

a most important activity, it seems very clear that knowledge and competence stands out as 

the most important resource (relating to the development of trust). Being involved in this 

market therefore requires a strategy development incorporating flexibility in the activities 

performed as well as a wide knowledge-base, in order to manage the differences between 

specific projects. However, in a long-term perspective, adaptations towards customers are 

possible as the regularity of exchange differs from the project-based view, for instance where 

a product is involved reaching outside the particular project (for instance district heating, 

regulating devices and services). It is also important to note the favouring of competitive 

tendering procedures, which goes aligned with avoidance of dependencies and lack of 

relationship specific adaptations. The lack of relationship specific adaptations is also caused 

by the avoidance of interdependencies, which thus favours a strategy with competitive 

tendering procedures. However, when competitive tendering is regulated by law (for instance 

the law of public procurement in the case MB1), this is hard to deal with. 

7.3.3 Opportunities – The value of cooperative relationships 

The general opinion: The positive attitude towards cooperative relationships among all of the 

respondents in this thesis gives a clear indication that strategic partnerships could be seen as 

an opportunity. This is true as long as the strategic partnerships are profitable and well-

functioning for all parties, which should be evaluated with a long-term perspective.  

Key factors: For an ESC to develop strategic partnerships it implies a focus on the social 

exchange factors, such as trust and commitment, personal chemistry, communication and a 
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mutual perspective. This is related to how trust and commitment is developed (see previous 

section 7.3.2). Another very important aspect of strategic partnerships is that all actors share 

a mutual long-term perspective.   

Advantages: Developed strategic partnerships and long-term cooperative relationships could 

contribute to that a wider range of activities could be offered and resources acquired, 

otherwise not in range or developed of an ESC. In the long-term perspective, these 

partnerships will most likely lead to increased resource efficiency, knowledge transfer 

between the companies and a development of trust and commitment.    

7.3.3.1 Barriers 

In the analysis these where presented as disadvantages, however in the context of a viewing 

cooperative relationships as opportunities, these disadvantages can be seen as barriers.  

The avoidance of interdependencies: According to the analysis of the green building 

certification network and its business relationships, the actors tend to avoid 

interdependencies and relationship specific adaptations. Hence, this can be seen as a barrier 

for strategic partnerships as they are likely to increase the dependency of the involved actors.  

The strive to utilize competitive tendering: In accordance with the analysis a strive for 

companies to utilize competitive tendering procedures is acknowledged. The nature of these 

procedures and its focus on price therefore acts as a barrier for strategic partnerships.  

How to cope with the barriers: In order to successfully develop strategic partnerships with 

both customers and other actors active on the green building certification market an 

emphasis has to be on the mutual long-term benefits, mentioned as advantages above. How 

to cope with these barriers is therefore primarily referred to how to build trust and 

commitment (see section 7.3.2), as the social exchange elements are seen as key factors for a 

long-term partnership. Hence, a shift from the short-term benefits towards a long-term 

mutual beneficial relationship has to be emphasized by the ESC.  

7.3.4 Opportunities – Demands from the market 

Proactive approach: For an ESC to increase its involvement and to exploit opportunities in 

the green building certification market, the way of approaching customers (REC) and other 

actors has to become more proactive. This implies a strategic change to the marketing 

procedure, which has to strive towards a more active marketing, where the ESC in advance 

clearly explains what they can offer and how they can be of assistance. In this way the 

awareness of an ESC, regarding its knowledge and competence can increase as well as trust is 

developed. 

Maintain the interactions: In addition to a proactive approach, the development of trust and 

commitment towards customers and other actors surrounding green building certification 
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implies maintaining the interaction. This means maintaining the interaction between the 

projects, which is relevant due to the long-term perspective.  

Develop the knowledge: Developing the knowledge is highly relevant, both from the market 

perspective as well as from previous literature. The development of the knowledge should 

refer to heating distribution in facilities, the certification systems and energy efficiency. This 

can be achieved by seeking strategic partnerships and information sharing, but also through 

experiential knowledge of participating in certification projects. The knowledge increase will 

also enhance the level of trust. 

Take a holistic view: Taking a holistic view, means approaching projects with an integrated 

view as well as taking a wider responsibility, through offering multiple measures. One 

example in this sense is the ESC-1 in MB2, where they provided a holistic energy solution, 

thus integrating many aspects that influence the energy consumption and renewable energy. 

This approach includes many of the other opportunities from the market such as seeking 

strategic partnerships, developing knowledge, a proactive approach and offering multiple 

energy services. As argued in the analysis, One-stop-shop models are an example to cover a 

wider range of measures (for instance in Miljöbyggnad) and EPC contracts could be applied 

to EU GreenBuilding certification projects.  

The suggested and applied measures: A summarized table of the general market demand for 

measures and the wide range of activities included in the certification project cases in this 

thesis is presented below (see table 25). The general market demand refers to activities 

demanded by the respondents (see section 7.1.4.1), which has a correlation to the certification 

schemes but without a specific system in particular. The columns Miljöbyggnad and EU 

GreenBuilding are a presentation of the activities performed in the cases, with respect to the 

different systems. Due to the wide range of activities required, especially for Miljöbyggnad 

(MB2), the utilization of strategic partnerships can be a way for an ESC to offer a holistic 

approach to the certification of buildings.  
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Table 25 - The Suggested and Applied Measures 

 

7.3.4.1 Barriers 

The current relationship characteristics of an ESC: The current relationship characteristics 

of an ESC towards its customers and other actors are influenced by a certain degree of 

mistrust and passivity in the marketing. One aspect in relation to offering energy services is 

the paradox of selling energy at the same time as increasing the energy efficiency. The passive 

marketing reflects the historically lack of customer interaction and trust, which also comes 

aligned with the aversion to sign long-term agreements. To cope with these issues, the first 

step is to focus on the relational aspects in terms of trust and commitment in order to 

decrease the mistrust (see section 7.3.2). In addition, the analysis proposed that transparent 

agreements are useful in order to convince customers about the contracts’ content, which 

eases their doubts. The passivity in the marketing procedure has already been argued for in 

terms developing a proactive approach and a maintaining of interaction. 

The competitive environment: Engaging in the network surrounding green building 

certification will likely lead to competition in many senses. This is argued for both in the 

literature and the empirical results. It is also already argued for the characteristics of the 

business network in terms of dependence avoidance and favouring of competitive tendering. 

However, seeking partnerships and understanding the relational exchange in the network is 

likely to ease the size of this barrier. However, where competition occurs, an ESC has an 

advantage in some particular energy services, for instance in providing energy statistics, and 

through an already established customer relationship.  

General Market Demand Miljöbyggnad EU GreenBuilding
Holistic approach Certification application Certification application

Energy analyses
Energy calculations and 

simulations
Energy audits

Energy audits
Construction of the energy 

distribution to the building

Delivery and installation of 

automation systems 

(ventilation and heat)

Provide energy statistics

Delivery and installation of 

solar power (small scale 

production)

Delivery and installation of 

heat and ventilation systems

Education of how to operate 

the heat systems
Design of the heat systems Insulation improvements

Education in energy 

management

Overall construction of the 

building

Fluorescent fixture 

replacements

Small scale production, for 

instance solar or wind power
Project management

Service of heat systems

Increased share of renewables 

in the electricity and heat 

production

The Suggested and Applied Measures
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8 CONCLUDING REMARKS AND IMPLICATIONS 

This section provides a final discussion of the findings of the thesis, including some 

concluding remarks and implications for managers, practitioners and research. As such, 

the research problem, purpose and research questions are lifted once again, whereas the 

answers to these are discussed. In the end, the authors of the thesis put these findings in 

relation to managerial and research implications, in order to shed more light upon what 

the findings mean for a broader segment of interested readers.  

8.1 Conclusions 

This thesis began with the unspecified reality of how an energy supply company should 

manage and cope with the business relationships surrounding green building certification in 

order exploit possible opportunities emerging from the market. From previous research, 

indications of the relational characteristics in the construction industry, trends on the energy 

service market as well as the historical interactive behaviour of energy supply companies 

added to the fact that the issue in this thesis was essentially complex. In line with the 

increasing trend for sustainability assessment of buildings and the inclusion of multiple 

market actors in green building certification projects, the issue of this thesis became two-

folded, based on the two aspects missing in previous research and literature. The focus thus 

turned towards business relational characteristics and along this approach in what way 

possible opportunities in and by these relationships for an energy supply company could be 

exploited in the context of green building certification. For this reason, this thesis contributes 

through an analysis of these business relationships as well as an analysis of what 

opportunities that exist for an energy supply company to exploit in a strategic manner.  

8.1.1 Relationship characteristics and network context 

The business relationship approach in this thesis has offered many insights regarding what 

constitutes the relational characteristics as well as how they are developed, within the context 

of green building certification. An overall conclusion, which influences the relational 

characteristics, regards the intermittent manner of exchange, which has a short-term focus 

most often in direct connection to specific projects. In this sense trust, commitment and 

adaptation are developed and characterized with respect to this type of exchange. Following 

this it is concluded that trust is developed through good performances in earlier projects, 

where the skill and knowledge is proven. In addition good communication, a healthy 

dialogue, mutual interests and shared values also support the development of trust, as well as 

commitment. A significant aspect is also the connection of these factors to specific 

individuals representing the companies’, having a major influence on the social exchange 

elements. As of the intermittent manner of exchange, pledging for commitment is seen when 

an actor is continuously hired. However, commitment is lacking in terms of its presence 

through idiosyncratic investments and short-term sacrifices for the long-term mutual benefit 
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of the relationships. In this manner, adaptation shows the same pattern, as it does not appear 

as relationship specific investments. Instead, it appears with respect to the customers in 

specific projects or the projects themselves with respect to the participating actors, in order 

to fulfil the project requirements. The activities performed and resources used in the 

relationships in the projects are thus characterized as being mostly standardized, but with 

certain adjustments in the projects. However, there are some exceptions found in the cases of 

this thesis, which relates to long-term perspectives of business relationships. 

Despite the characteristics argued above, the majority of the respondents and actors in this 

thesis show a positive attitude towards long-term, high-involvement, cooperative 

relationships. As such, long-term relational views are highlighted as well as the social aspects, 

in order to realize mutual long-term benefits. However, disadvantages and barriers are 

shown in terms of the avoidance to become interdependent as well as the willingness to 

utilize competitive tendering procedures. These barriers thus also have a relation to the lack 

of long-term committing actions as well as the adaptive behaviour. 

The relational characteristics of the business relationships show a great similarity with 

relationships in the construction industry, which offer an extension to describe the network 

of the business relationships in green building certification. In this sense, the network can be 

evaluated as two layers of networks, namely a temporary and a permanent network.  

8.1.2 Engaging and coping 

From the analysis of the relevance for an energy supply company to engage the network of 

business relationships in green building certification, multiple opportunities emerged in 

terms of energy services, partner-seeking and the adoption of a holistic approach. 

Nevertheless, these opportunities come along with certain barriers mainly expressed directly 

towards energy supply companies and the market situation. 

Exploiting these opportunities derives from a step-wise approach (see section 7.3), mainly 

being influenced by the application of business networking. As such, the starting point is 

derived through a rather unestablished current network position of the energy supply 

companies in relation to the business networks surrounding green building certification 

projects. In this sense, there is one particular exception taken into consideration, which 

refers to the case of MB2 where an energy supply company successfully participated in a 

green building certification project. The second step is to realize and understand the 

relationships in the specific network context, emphasizing the social exchange and the 

working procedures. The second step is therefore highly correlated to the analysis and answer 

to the first research question. The third step incorporates the second step with respect to 

relational characteristics and adds the path to exploit the outspoken opportunities gathered 

from the actors in the context. The opportunities consist of two areas, namely the value of 

cooperative relationships and demands from the market. However, reaching these 

opportunities means overcoming barriers for both the areas, reflecting the disadvantages of 
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the long-term cooperative relationships, barriers directed towards an energy supply company 

and the market situation. 

8.2 Implications for managers and research 

The primary target group of this thesis are those considered as energy supply companies, 

involved in providing energy, energy services and energy solutions, with an interest of 

becoming more involved in green building certification projects. The analysis of the business 

relational characteristics in the context of green building certification offers valuable 

information regarding the current business relationship environment surrounding their 

potential engagement in these projects. In this sense the action framework developed in this 

thesis provides recommendations and could work as a guideline for how an energy supply 

company could seek and exploit opportunities within the context specific network. 

Furthermore, the framework becomes an adapted action plan with respect to the context of 

green building certification, the relationship characteristics and energy supply companies, 

but it can be also argued that it could be useful under other circumstances as well. If the 

perspective and context is broadened, the framework could probably also be utilized with 

respect to other types of contexts, for instance in construction projects or retrofit renovation 

projects, where green building certification is not of primarily focus. This could therefore 

extend the possible opportunities to be sought and exploited, as these are situated in other 

types of contexts, but still with correlations to the characteristics of the context of green 

building certification.  

Furthermore, the analysis of the business relationships in the network context of green 

building certification also offers valuable insights for other practitioners as well. As this part 

of the analysis had a general perspective, without any specific focal firm, it can be argued that 

all types of actors involved within these projects could relate to this type of analysis. It is for 

this reason expected that the analysis could be of relevance and appreciation for these actors, 

regarding their relational characteristics and cooperative behaviour. This allows them to 

further evaluate and develop their current situation regarding their participation in green 

building certification projects. In addition, when adding the analysis and the developed 

action framework, it could add to their awareness of the situation of an energy supply 

company as well as the intentions, issues and contributions of an energy supply company. As 

such, this might improve the objective of the framework since it would take other actors’ 

perspectives into consideration as well. 

When turning towards research and especially what is contributed through this thesis, a 

discussion already took place in section 1.5. In short, considering that the thesis involves a 

two-folded problem, the contributions to research firstly derives from a different analytical 

approach applied to the context of green building certification. In addition, another gap is 

filled through the analysis of how an energy supply company, managerially and strategically, 

can handle the influence caused by the certification schemes, exploit opportunities and cope 

with relationships in the context. Since this type of orientation is new in the context of green 
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building certification, it can be argued that it constitutes another type of empirical and 

analytical base in the context. In other words, the analysis displays a very different way to 

describe green building certification and the impact on one particular company. Perhaps this 

orientation is a trigger for researchers to further explore completely different types of 

certification schemes, for instance those not applied especially for facilities. 
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9 DISCUSSION AND SUGGESTIONS FOR FUTURE 

RESEARCH 

Following the concluding remarks and implications, a discussion is provided with respect to 

the results and methodological approach of this thesis. This means that possible drawbacks 

and limitations subject for this thesis are discussed in relation to the results and their 

possible impact. At last, suggestions for future research are discussed, based on the 

limitations and drawbacks, as well as with other perspectives than those applied in this 

thesis. 

9.1 Quality discussion and limitations 

As argued for in the methodology (see section 5) the transferability criterion is of importance 

to understand when conducting qualitative case studies. This is due to the critique towards 

case studies of not satisfying this criteria and in line with this it is hard to estimate exactly 

how fulfilled this criteria has been in this thesis. Although, what can be stated is that the 

external validity is greater due to the multiple-case design, than it would have been for a 

single case study. However, the number of cases which could be considered in this thesis, due 

to time limitations, are still quite small, which therefore indicates a lower transferability. It is 

however important to argue for the reason that this is accepted, which is due to that the aim 

of this study was not to generalize the results. Instead, the purpose was to investigate and 

analyse the depth in the network of business relationships in the context of green building 

certification. Hence, the trade-off argued for is the prioritized depth over the width, which 

would give more generalized answers. In this sense, the extensive and the deep analysis 

argues for that the results can instead be theoretically generalized.  

Continuing the discussion regarding the transferability follows a discovery, which also 

regards the dependability of the study. During the empirical research phase of this study and 

in the beginning of the analysis, it became apparent that a majority of the respondents gave 

similar answers especially with respect to the parts regarding their business relationship 

characteristics. This resulted in an analysis that could take into consideration and compare 

all of the cases, when analysing the business relationship characteristics. This could be 

argued to increase the dependability and transferability as it is expected that if another case 

would be chosen, similar results would be achieved regarding the business relationship 

characteristics. It is however of importance to state that when comparing the complex case 

and the simple cases, large variations in the activities and resources were found, which also 

was considered in the selection of the cases (see section 5.1.1). 

Another implication which has to be discussed regards the confirmability and more precise 

the influence of the researchers personal values. During the empirical research phase it 

became apparent that some of the questions were more difficult for the respondents to 

understand, which meant that the researchers had to provide a further explanation of the 
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question, i.e. the researchers might have influenced the answers. In most of the cases this 

type of explanation took form in terms of rephrasing certain words, for instance with respect 

to resources and activities, as these for some respondents were quite general and unspecified. 

A possible explanation to why some of the respondents had troubles to understand all the 

questions is perhaps due to the approach of finding respondents with experience both 

regarding the specific project contents and the business relationship perspective (see section 

5.2.1). In line with this some of the respondents could be argued to lack extensive knowledge 

regarding one of these perspectives. However, at no time of the empirical research phase did 

the researchers perceive this as a major obstacle, but still it is a notification of importance to 

discuss.  

Overall, the main limitation to this thesis regards the time constraints on a master thesis, 

which forced the researchers to make trade-off assessments during the research. One of those 

assessments regarded the decision to have a focus on the inter-organizational perspective, 

rather than the intra-organizational. One main reason for this is the fact that this thesis aims 

at contributing to previous research in terms of an inter-organizational business relationship 

perspective (and managerially for an energy supply company), which was an absent field in 

the context of green building certification. The trade-off for this decision was therefore that 

the intra-organizational perspective of an energy supply company could not be captured in 

this thesis. Furthermore, the time constraint also led to the fact that a limited number of 

interviews could be made, which forced the authors to prioritise whom to interview in the 

certification projects and how many interviews to perform. The prioritization was made in 

two steps, firstly through the pre-study (see section 5.1.1) and secondly in each interview, 

where the most important actors and relationships were identified (see section 5.2.1.1). Still, 

there are actors that did not receive any attention, which therefore reduces the number of 

perspectives. In addition, the prioritization made in each interview also influenced the 

totality in terms of complete pictures of the business relationships in the projects. In the 

interviews it turned out that many respondents chose the real estate company to be the 

relationship with the most exchange and therefore there are other relationships in the 

projects that becomes neglected. This means that most relationships analysed corresponds to 

customer-supplier relationships in the certification projects. However, it is still expected that 

the analysis of these relationships becomes sufficient to contribute to the characteristics of 

the network of business relationships, due to the use of the prioritizing approach. 
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9.2 Future research 

Based on the results, concluding remarks and discussions of this thesis, there are suggestions 

for future research regarding perspectives not studied in this thesis or extensions that can 

contribute to previous research. These are discussed below. 

In a first notation, the research design in this thesis emphasized a multiple-case study design, 

which thus focuses on many cases. In future research, this type of design could be different 

and instead focus on one particular case only. In this sense, complex aspects and even more 

in-depth analyses can be pursued, which means that a better capture of both direct and 

indirect relationships in the projects can be gained. This thesis did not have a particular 

reason to focus solely on complex cases only, but rather encapsulate a range of complexities. 

As such, future research could for that reason focus on analysing a complex case and add to 

the research field by exemplifying a high-complex perspective. 

Future research could also extend the research area by continuing on the findings of this 

thesis, regarding the relationship characteristics and the applicability of the action 

framework developed in this thesis.  In this manner, future research would allow for a testing 

of the results in other contexts, maybe in specific types of projects, other certification systems 

etcetera. This would contribute both to the research regarding business relationships in the 

context of green building certification as well as how energy supply companies can exploit 

opportunities in the context. On the other hand, future research might also focus particularly 

on other certification systems (for instance LEED or BREEAM), utilizing a similar research 

approach and similar theoretical setting. 

Following the exploitation of business opportunities, future research might contribute by 

changing the perspective to an intra-organizational view and in that sense focus on many 

aspects not regarded in this thesis. A strategy-making approach can be suitable, but instead 

analyse opportunities and how to cope with these based on intra-organizational theory. 

Through this approach many internal complexities of an energy supply company can be 

highlighted, which secondly can be put in relation to the inter-organizational setting used in 

this thesis. 

There is also a reason to return to the discussion in section 8.2, regarding that the thesis 

contributes to the research with a different orientation. In one sense, this new orientation 

could be argued to provide a trigger for future research in the context of green building 

certification, leaning it into other perspectives. These perspectives, incorporating a business 

relationship view and strategy-making, was argued in section 8.2 that they perhaps could be 

applied to completely different certification schemes. If these perspectives are further applied 

into other certification schemes, their network contexts and influences could be further 

understood and scrutinized. Not only would this type of research add to the research of this 

thesis, but also there is a possibility to further add to previous research on business 

relationships as they can be applied into new contexts and hopefully bring even further 

insights about relational characteristics. 
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Appendix A – Interview Guide 

Introduction 

 The name of the respondent: 

 Company: 

 Its role in the company: 

 Duration of employment: 

 The number of certification projects participated in: 

 The incorporation of environmental issues in the daily work:  

Network Overview 

1. Questions:  

1.1. Which are the companies? 

1.2. What were the main activities performed to/by each company? 

1.3. Which one of these companies did you have the most exchange with during the project? 

The Characteristics of the Relationships 

Actor Layer: 

2. How long have your company had exchange with this company? 

2.1. Do you have a regular exchange? 

2.2. What are the most important previous experiences of the counterpart, influencing the choice 

to cooperate during this green building certification project? 

2.3. What are your perceptions of cooperation in future certification projects?  

 

3. What are the most important factors/events contributing to your trust towards the counterpart?  

3.1. How do you show trust towards the counterpart? 

3.2. Are there events/experiences which have reduced your trust towards the counterpart? 

 

4. What are the most important factors/events demonstrating commitment in your business 

relationship?  

4.1. How do you show commitment towards your counterpart? 

4.2. How does your counterpart show commitment towards you? 

4.3. What do you consider being the greatest risks of committing to the business relationship? 

 

Activity/Resource Layer: 

5. Which is/are the most important work assignments and duties in this business relationship?  

5.1. Why? 

 

6. What are the main adaptations made of your way of working in this business relationship? 

6.1. What is the main reason for these adaptations? 

6.2. How extensive have those been for your company? 

6.3. What are the advantages/disadvantages of these adaptations? 

 

7. Which is/are the most important resources in this business relationship? (For instance products, 

services or knowledge) 

7.1. Why? 
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8. What are the main adaptations of your resources in this business relationship? 

8.1. What is the main reason for these adaptations? 

8.2. How extensive have those been for your company? 

8.3. What are the advantages/disadvantages of these adaptations? 

 

9. With respect to the work assignments/duties performed in the specific project, could you consider 

another company to perform the same tasks?  

9.1. Why? 

 

10. Would you say that other relationships in the certification project have influenced your way of 

working with each other in your business relationship? 

10.1.  Why and how?  

Long-term cooperation 

11. What is your opinion of long-term, high involvement, cooperation with companies stretching over 

multiple certification projects?  

 

12. What are the most important factors needed for this type of relationship?  

 

13. What are the main advantages/disadvantages of long-term, high involvement, cooperative 

relationships? 

 

14. What are the greatest risks of having this type of relationship? 

Relevance for an ESC 

15. In what way could an energy supply company aid you in your work with green building 

certification?  

15.1. What are the main advantages/disadvantages of having this cooperation with an energy 

supply company? 

15.2. What barriers do you consider exist for such a cooperation to take place? 
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Appendix B – Pre-Established Network Picture 

The following network picture was sent to respondents of real estate companies. In this case 

the “current company” is referred to as the real estate company. 

 

The following network picture was sent out to respondents representing the companies that 

participated in the projects, except for the real estate companies. In this case the “current 

company” is referred to as the respondent’s company and the “real estate company” is the 

owner of the facility subject to the green building certification project.  
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Appendix C – Pre-Study Results 

In this appendix the results from the pre-study are presented. As such, these results 

correspond to the case profiles presented in section 5.1.2, but they also provide further 

interesting results that give a more generalized picture of the current situation in these kinds 

of projects (except for the chosen cases). In the figure below (The Certification Systems), the 

distribution with respect to the certification systems of all the cases/projects identified in the 

pre-study is presented.   

 

In the following figures (Date of Certification) the certification dates of the pre-study cases 

are presented. The results for the two certification systems, Miljöbyggnad and EU 

GreenBuilding, are presented separately. The vertical axis shows the number of cases and the 

horizontal axis shows the dates of certification. 

 

The following figures (Number of Actors) present the number of actors involved in the cases, 

using the systems Miljöbyggnad or EU GreenBuilding. The vertical axis shows the number of 

cases and the horizontal axis shows the number of actors. 
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The results from the pre-study also showed that a majority of the cases use district heating as 

the main energy solution for heating in the facilities (see figures Heating Solution), while the 

second most common alternative is to combine district heating and heat pumps. 

 

An interesting finding is that the majority of the cases in the pre-study did not have any 

involvement of an energy supply company (see figure The Contribution of an Energy Supply 

Company). In fact, only one respondent stated that an energy supply company contributed to 

the project, which refers to the case MB2. 
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Appendix D – Empirical Results 

Case MB1 (simple) 

Relationship 1: Technical Consulting Company (TCC) – Real Estate Company 

(REC) 

Actor Bonds: 

The relationship was initiated during 2011 and it started with that the REC showed an 

interest into Miljöbyggnad. Their exchanges have after that point been on a regularly 

basis, which partly is due to the blanket purchasing agreement that is signed between 

them. This agreement was necessary as the REC is municipally owned and has to 

follow the procurement regulations in Sweden. Regarding their exchange, the 

respondent of the TCC explains that it is important for them to deliver within the 

timeframe and to keep the economic budget set for the projects. It is also very 

important to keep an open dialog with the REC as green building certification projects 

can change a lot during the time. For instance if a building that was expected to be 

certified cannot fulfil the requirements, that information has to be given to the REC 

as soon as possible. Further, the respondent thinks that these factors could be reasons 

to why their relationship has worked out so well. Another positive experience was the 

high commitment of the contact person (the environmental controller), which makes 

it easy to maintain a good communication.  

Activities & Resources: 

Each assignment given to the TCC from the REC depends on the different projects. 

One of these assignments is certification of buildings, which include different tasks 

such as measuring moisture/radon levels and to compile energy statistics. The 

respondent of the TCC explains that in order to be able to perform these different 

assignments some organizational restructuring have been made throughout the years. 

This adaptation was however not seen as large, due to that it is common for the TCC 

to make these. The respondent also mentions that this is a good reason why it can be 

beneficial to hire a larger TCC, as more than one person can help the customer. 

According to the respondent of the TCC, the most important resource is their 

knowledge about certification of buildings, especially in order to perform all the 

activities required in Miljöbyggnad. Further, the respondent explains that it is 

common for the TCC to expand their knowledge when faced with new projects, which 

is required by all types of consultant firms. Regarding Miljöbyggnad it is also 

important to continuously keep yourself updated on the new manuals, in order to 

know the current situation and requirements. The respondent states that: 

“This type of adaptation is a part of our everyday work.” 



 

7 

 

The respondent of the TCC sees this constant requirement for each employee, in 

terms of expanding their knowledge, as something good, since it keeps the TCC 

updated and competitive. 

Relationship 1: Real Estate Company (REC) – Technical Consulting Company 

(TCC) 

Actor Bonds:  

The respondent of the REC means that the exchange is controlled by their blanket 

purchasing agreement and this (as well as the lead time of the agreement) is what 

determines the future exchanges. The respondent although states that they are very 

pleased with the TCC as they are knowledgeable, available, quick to deliver, they have 

a good cooperation and good quality of their services. The continuous and open dialog 

is also expressed as important characteristics by the REC respondent, in which the 

TCC respondent also stated. This continuous dialogue means for the REC that they 

give feedback after each project and if something additional is needed. 

Activities & Resources: 

According to the REC respondent the most important activities involves firstly that 

they clearly explain and understand what they expect from the consultant. Secondly, 

to make sure that the consultant has the necessary information to complete the 

assignment, it involves informing the consultant about the REC’s routines, checklists 

and what/how they expect the work to be done. This means that the consultant has to 

adjust its way of working according to the REC. However, this standardized way of 

working with consultants is experienced as something very good, since simple 

mistakes can easily be avoided. 

Important resources, according to the respondent of the REC, are the knowledge and 

tools needed for the certification of buildings. An example of tool is a material 

database, which can easily be used to register the construction material. This tool 

makes it easier and saves time for both the consultant and the REC. Further, the 

knowledge regards both that the REC has to have knowledge about the certification 

process, but also that this knowledge should be required through the blanket 

purchasing agreement (which it is). In addition, the REC respondent explains that by 

having a goal of certifying its buildings, it is required by the REC to acquire resources 

such as knowledge, tools and special competence, which of course is an investment.  

Case MB2 (complex) 

Relationship 3: Construction Company (CC-1) – Installation Company (IC-1) 

Actor Bonds: 

The personal relationship between the respondent of the CC and the IC is stated to 

have started along with the initiation of the specific certification project, but the 

interaction between the respective companies probably reaches to roughly ten years of 
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interaction. According to the respondent of the CC, internal positive reputation of the 

IC had circulated, being one particular reason for using them in the certification 

project. The positive reputation has mainly talked about the IC’s reliability of keeping 

things in order as well as they stick to their contracts and agreements. However, the 

price of the service was also a major factor contributing to that the CC hired them. The 

respondent of the CC also points out that some individuals in the IC are known from 

previous interactions, which are positive experiences of cooperation. Furthermore, 

the respondent also highlights a healthy dialogue, good spirit, openness and honesty 

as important factors in these kinds of projects, which are fulfilled with IC. This is 

explained in the following way: 

“In most cases these kinds of factors are connected to specific individuals, 

with whom you also feel comfortable with.” 

In combination with keeping things in order, during the work, leads to always 

reporting about when changes appear in the process, which is an important 

economical aspect according to the respondent of the CC. Even though these kinds of 

projects does not follow a straight line, it is advantageous to avoid presenting major 

changes in the later stages of the project and this also makes it possible for the CC to 

maintain an updated dialogue with the customer. 

Activities & Resources: 

According to the respondent of the CC, they have a standardised model of how they 

should perform tasks in their projects. It is argued that this model is always followed, 

regardless of customer, cooperative partner and type of project. In the particular 

certification project, this model includes keeping regular meetings with the IC and the 

customer, meetings regarding planning and working procedures, as well as how to 

keep everything in order. 

In the relationship between the CC and the IC, the respondent of the CC argues that 

the most important resource between them is to have site managers. Having these 

site managers are important in the sense as they have the overall picture of what is 

happening, as well as an overall control. The respondent states that some other 

similar ICs do not have this kind of managers, but instead just send the craftsmen. 

However, in the CC, having these site managers corresponds to the standardised 

working model that is used.  

 Relationship 6: Real Estate Company (REC) – Energy Supply Company (ESC-1) 

Actor Bonds: 

Having been interacting for roughly six to eight years with the ESC, the respondent of 

the REC argues for the regularity to consist of negotiations and dialogues regarding 

energy production, energy consumption and energy demand in the facilities. Previous 

to the particular certification project the ESC showed its proactive position, according 

to the respondent of the REC, by engaging through communication, paying visits and 
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contact. This is something not very common, according to the respondent. The 

respondent also looks positive upon future cooperation in certification projects, as 

they are proving themselves to be more similar to community builders rather than a 

common ESC. With respect to this view, the respondent also adds that the ESC has 

invited representatives from the REC to their production plants as well as to a 

sustainability project led by the ESC. These types of invitations are important, 

according to the respondent of the REC, since it gives an opportunity to have a look 

inside their operations and businesses. In particular, the visit to the production plant 

was important, with respect to green building certification, in order to ensure that the 

production is environmentally friendly.  To respond to these kinds of activities, the 

respondent of the REC argues for the equal importance to invite the ESC and listen to 

their proposals and solutions. However, this procedure is important regardless of the 

ESC. In addition, it is important to not become locked to some specific energy 

supplier, in order to maintain a wider market position. In the specific certification 

project the respondent of the REC describes the ESC in the following way: 

“They treated me like a real customer and not just like: we are going to sell 

energy to you. Now we can help you to become more energy efficient.” 

In this sense, the ESC were also showing responsibility to make up for any mistakes 

(for instance in the installation of the solar panels) as well as they kept a healthy 

dialogue. 

Activities & Resources: 

Except for the regular exchanges in terms of contract negotiations, district heat 

delivery and discussions regarding heat production, the respondent of the REC argues 

for the cooperation during the specific certification project. This cooperation and 

communication is nevertheless important, even after the contracts have been signed. 

In the specific certification project, the respondent of the REC was especially satisfied 

by the fact the ESC took full responsibility to deliver an overall energy solution, both 

due to its totality but also the avoidance of hiring many different actors. However, as 

the ESC was the owner of the district heating network, it had an early advantage. 

According to the respondent, this change from the ESC was due to the regulations in 

the Miljöbyggnad certification system, which puts high requirements on the energy 

production and consumption. In comparison to other potential ESCs, the respondent 

of the REC mentions that there is a (smaller) risk connected to their monopoly of the 

district heating networks, since it lacks the chance to influence prices.  

Above all, the respondent of the REC argues for the knowledge and competence to be 

the most valuable resource. Still, it is not enough from the ESC perspective to only 

provide the knowledge related to its industry, as the need to combine the knowledge 

with the REC is evident, in terms of for instance actual heat demand and 

dimensioning. On the other hand, this is a common approach due to the energy 

infrastructure and long-term nature.  
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Since the energy consumption is a major matter to the REC, playing the same game 

and making the best out of it is required. A disadvantage with this approach is 

however that you become locked to some specific energy supplier, but this is hard to 

avoid when it comes to district heating. Another solution, according to the respondent 

of the REC, would be to partially convert to heat pumps and thus maintain the district 

heat as a base load. 

Relationship 6: Energy Supply Company (ESC-1) – Real Estate Company (REC) 

Actor Bonds: 

According to the respondent of the ESC, the physical connection in terms of the 

district heating network stands as the major regularity in the relationship with the 

REC. Except for this, active discussions of price, contracts, energy production and 

future market scenarios also characterise their relationship. Having a continuous and 

healthy dialogue is necessary in this relationship according to the respondent of the 

ESC. It has to some extent turned more into a personal dialogue, which increases the 

importance of being able to open up the schedule and provide advices to their issues.  

In this sense, examples are when the REC regularly asks the ESC for advice regarding 

the heating system as well as about other actors that have the potential to influence 

the energy system. On the contrary, it is important as well to not become too 

exaggerated, the respondent of the ESC explains. Being part in the specific 

certification project adds to the healthy dialogue and their interaction, along with 

other events that do not necessarily have to be business-related. Even though the 

respondent of the ESC do not think that the previous healthy dialogue was a larger 

determinant for the ESC’s participation, it is of course neither something negative. 

The major success-factor in this case would be the ability to provide the overall 

energy solution (which is uncommon for ESCs) and have the wide focus. 

Since the outcome of the particular project was a success for both parties, it is the type 

of reference that leads to future cooperation in future projects. The respondent of the 

ESC explains it like this: 

“It feels natural, as the district heating company knows the real estate 

company and vice versa. We have common experiences to look back on. The 

district heating company considers the real estate company to be a confident 

customer and the real estate company regards the district heating company 

to be a confident energy supplier.” 

Due to the REC’s large market share, its environmental image plans for future 

development, there is a large potential for co-development and new business 

opportunities. The co-development is of course aligned with putting the REC in focus 

and adapt the energy solutions to their requirements. This also means that to 

regularly inform and communicate to the REC about how to improve their business as 

well as the technical solutions.  
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Activities & Resources: 

In the relationship between the ESC and the REC, the respondent of the ESC argues 

that the most important activity is related to district heating of course. This means 

heat production, building the pipes, writing the contracts and thereafter maintain the 

technical and economical aspect of the district heating connection. In the certification 

project, many of the activities included building the pipes to the heat central, hiring 

sub-contractors for the solar panel installation and signing contracts for the overall 

energy solution. In total, the solution includes five contracts and this means that 

some paragraphs in them can be compromised, for instance by providing discounts. 

In addition, some adjustments had to be made regarding the pipes as they had to be 

built on a lower level and the construction had to be made smaller. These adaptations 

are however not uncommon, according to the respondent of the ESC.   

Providing this type of overall solution was quite substantial (mostly internally) 

according to the respondent, but it had to be made for the sake of the participation in 

the certification project and to live up the customer requirements. The disadvantage 

of performing this is that it is quite costly for the company, but as an ESC of this size 

the financial resources exist. Nevertheless, this type of solutions also develops the 

relationship with the REC as well as they open up for new market and customer 

segments. 

According to the respondent of the ESC all the resources including products, services 

and knowledge are highly important in the relationship with the REC. In a larger ESC, 

there are a lot of internal resources to utilize and the development potential is high, 

but the process is rather slow. However, the respondent also points out the 

environmental attention and engagement in energy issues of the REC as important 

resources, which increase the potential for co-development. The respondent of the 

ESC also regards the specific certification project and the overall solution as 

important resources. The certification project is an important resource in the sense of 

a successful reference project that could be marketed in the future as well as it is 

important experiential knowledge with respect to green building certification. Of 

course, the overall solution is in itself an important resource as well. For this reason, a 

new renewable product for district heating (“Grön Fjärrvärme”), a new renewable 

product for district cooling (“Grön Fjärrkyla”), installation and delivery of solar 

panels and renewable ground heating are all developments in the product portfolio 

according to the respondent. However, the respondent adds, this overall solution was 

the correct one in this case, but this does not mean that the same overall solution 

works well with other customers and certification projects. 

Relationship 10: Project Management Company (PMC) – Real Estate Company 

(REC) 

Actor Bonds: 

The relationship between the PMC and the REC was, according to the respondent of 

the PMC, initiated at the start of this particular certification project (in other words, 
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approximately two to three years back in time). Since the finish of the particular 

project, regular exchanges have continued as the REC has returned to the PMC in 

several projects. The respondent also continues by referring to the REC as interesting 

and a company with a good reputation in the real estate business, since they continue 

to grow and establish interesting facilities. Speaking of future certification projects, 

the respondent shows a great ambition of engaging in many more projects with the 

REC. 

According to the respondent of the PMC, the need for personal chemistry is evident in 

this kind of projects, as it is stated that a personal contact was developed with the 

REC’s project leader. This was explained in the following way: 

“It is about personal contact. Since you work so closely with specific 

individuals in these kinds of projects, this have to be managed. It is therefore 

a lot about the personal contact […].” 

Being given the responsibility to be the main project manager of the certification 

project, the respondent explains the necessity to always be able to be contacted, either 

by telephone or e-mail. In addition, this must be true even if the respondent was on a 

vacation during the project, in order to make the REC feel confident in having this 

relationship in this kind of project. Of course, the economical part has to be managed 

perfectly as well, the respondent comments. There is no room for presenting 

unexpected news. In fact, the respondent explains it as almost working completely for 

the REC, instead of its own company. Inviting them to events such as “open evenings” 

and similar activities further strengthens this, but these kinds of events are also 

important for other business relationships as well. However, being too engaged in one 

particular project could be risky according to the respondent, since it might lead to a 

lack of resources in other simultaneous projects. Furthermore, this kind of increased 

engagement also requires that the work must be done well, since it would otherwise 

lead to a lost customer, the respondent explains. In this sense, it is preferable to 

market its business to other customers too, in order to decrease the risk of a lost 

customer. 

Activities & Resources: 

In the relationship between the PMC and the REC, the most important activity from 

the PMC is to keep the projects running. This includes being in control of what is 

being done by the other actors as well as keeping the deadline and the budget. 

Furthermore, the respondent of the PMC talks about the importance of responding to 

the other actors in the project in a correct way. This was of specific importance in the 

relationship with the REC, in terms of in what manner the PMC should respond to the 

others based on their identities, previous references and trustworthiness. In this 

sense, the respondent explains that discussions with the REC takes place, deciding 

upon what approach should be kept in relation to the other firms. Depending on the 
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project, the response to other actors is different, which is due to different projects’ 

uniqueness. 

In this type of relationship between the PMC and the REC, and in this type of 

certification projects, the respondent of the PMC highlights the most important 

resources to be the human resources and the ability of great planning skills (for 

instance take quick decisions and being flexible). This is due to their mission in the 

project, where the service involves constantly being able to be reached. In the 

certification project, the human resources had to be varied as well, where additional 

personnel were needed in installations of electricity and plumbing. This is to some 

extent not an optimal way of using the resources, the respondent of the PMC 

comments.   

Relationship 12: Architect Company (AC) – Real Estate Company (REC) 

Actor Bonds: 

Not being completely sure, the respondent of the AC argues that the exchange with 

the REC has been active for a longer period of time.  The personal exchange of the 

respondent and the REC started around one year before the certification project. 

Accordingly their exchange can be seen as regular due to that the AC often receives 

assignments to perform. The experiences from these interactions are explained as 

comfortable and that the work has turned out well. These previous projects have also 

contributed to a trust development among the firms and the respondent explains this 

in the following way: 

“[…] when it comes to smaller projects, it is not always necessary that a strict 

contract exists. The actors trust each other to do what is agreed to do.” 

The respondent, on the other hand, explains that after the certification project the 

delivery time demanded by the REC was discussed, since the AC argued for that it was 

too short. According to the respondent it is also important that the AC and its 

customer share the same view on what should be done and what is necessary to do. 

This is explained to be lacking in some cases, for instance, when an AC tries to sell 

more solutions to the customer than it really needs. This is however something that 

the respondent and the REC successfully managed in this case.  

The respondent also adds that when more resources are needed in the relationship 

with the REC, there is no hesitation in providing these, since it is out of the question 

to deny any assignments. 

Activities & Resources: 

In their relationship the most important activities, according to the respondent of the 

AC, during this project were to deliver architectural drawings of the building design. 

It was also especially important that the building fulfilled the requirements of the 

certification system of Miljöbyggnad, as the future tenants of the completed building 
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were researchers with a focus on environmental sustainability. However, the 

respondent was surprised about that their work during this project did only require 

smaller adaptations, in order to fulfil the requirements. Furthermore, their way of 

working with the REC is explained to be in a similar way as with other customers. On 

the other hand, one adaptation that had to be made in the specific case considered the 

daylight aspect of Miljöbyggnad, where the work differed some from how they usually 

do it. 

When referring to the specific project, the most important resource according to the 

AC respondent is knowledge about sustainability and environment, connected to 

environmental certification of buildings. Knowledge is also further emphasized, as it 

is what the AC offers to the REC in terms of services. Due to the characteristics of this 

project, that a certification of the building was to be achieved, the AC had to increase 

their knowledge about the specific system, Miljöbyggnad. However, the respondent 

once again mentioned that this did not require much additional work compared to 

other projects: 

“It is included in our work to adapt our knowledge to different projects.” 

The respondent further explains that they almost always have to acquire some new 

knowledge before new projects, which is not relationship specific as well as it is 

considered to be included in their normal work.  

Relationship 15: Technical Consulting Company (TCC-1) – Real Estate Company 

(REC) 

Actor Bonds: 

Since approximately 2010 exchange between the TCC and the REC has taken place, as 

the REC has hired the TCC for a number of projects each year. According to the 

respondent of the TCC, the REC is viewed as a serious actor with respect to the energy 

management of their facilities, thus being joyful to cooperate with. Except for viewing 

the REC as an interesting customer, the respondent of the TCC adds that the REC 

shows an ambitious attitude regarding the energy issue, which applies to the same 

attitude of the TCC. Therefore, the TCC was also involved during the actual 

construction phase of the specific certification project, to secure the required results 

of Miljöbyggnad and not just during the initial project phase. In this sense, according 

to the respondent of the TCC, this relationship requires the commitment of the TCC 

to respond to any questions that regards the Miljöbyggnad certification system and 

the area of energy. 

In addition, the respondent of the TCC explains that they invited the REC to their 

main office, which is certified according to Miljöbyggnad. In this sense, it also shows 

the interest of the REC as well as how they perceive the importance of environmental 

care. Furthermore, the respondent also took part in a presentation at the university, 
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as there was an environment-related event, where details about the certification 

project were discussed.   

Activities & Resources: 

According to the respondent of the TCC, the most important activity in these kinds of 

certification projects is to keep an overall grip of all activities taking place. Therefore, 

it follows that you have to be updated on all activities taking place both during the 

initial project phase, as well as during the construction phase. This led, for instance, 

to the fact that extra controls and measuring was needed during the construction 

phase regarding airtightness and thermal distribution, in order to provide a quality 

assurance. The respondent of the TCC explains that the customer required this type of 

quality assurance and furthermore it increases the awareness of the other actors too. 

According to the respondent of the TCC, the most important resource in the 

relationship with the REC is the competence and knowledge. Furthermore, it is 

important that both counterparts have the knowledge, but when considering specific 

knowledge about the certification system of Miljöbyggnad it is expected that the TCC 

has the most expertise. Depending on the project type and ambition from the 

customer to achieve certain levels in the certification, the TCC has to acquire context-

specific knowledge whenever needed. In the specific certification project, daylight 

calculations were a new inexperienced field, which had to be dealt with, and this was 

solved by calling in other personnel from a different division within the same TCC. 

The respondent of the TCC further adds that the knowledge is the varying factor, but 

their equipment and computer software used for calculations are more or less the 

same as always. 

Case EU GB1 (simple) 

Relationship 1: Real Estate Company (REC) – Installation Company (IC-1) 

Actor Bonds: 

According to the respondent representing the REC, the relationship with the IC is 

characterized by a substantial amount of knowledge of each other due to their 

historical interactions. The relationship have been active for five years and the REC 

mentions that the IC is well aware of how the property works as well as it has access to 

blue prints of the property. As a matter of fact, the IC has a service contract with the 

REC, whereas the IC provides services on the heat central in the property. Even 

though this particular contract does not have anything to do with the actual green 

building certification project, the respondent of the REC clarifies that: 

“[…] it would nearly have been twice as much work for me to have another 

company helping me with exchanging the heat central.” 

Being accommodating to its counterpart is also an essential part in the relationship 

according to the respondent of the REC, which means showing a willingness to return 
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calls and provide quick answers. In the case of helping out in green building 

certification projects it is equally important that the IC and its employees have the 

correct expertise regarding property heat distribution and operation. Furthermore, 

the personal chemistry with their employees is also pointed out to be important and 

according to the respondent of the REC, the IC has a particular technician with both 

the expertise and social competence. This is an important factor in the trust 

development and also a reason for the REC to use more of their competence in other 

projects. However, there have been events where the IC have not managed its 

activities quite well and for instance this was in a case where other employees of the 

IC did not take enough consideration of the tenants, when they were to install new 

pipes in the property. The respondent also adds that it is not that important that this 

particular IC performs this work, since it mostly is a matter of price. 

Activities & Resources: 

According to the respondent of the REC, the most important activity in the 

relationship, in the case of the green building certification project, was the action of 

exchanging the heat central of the property (and discarding the old one). In addition, 

providing energy audits, energy measurements and optimizing the operating times of 

the ventilation units (being the foundation to the changes made) and the green 

building certification application are also very important tasks made. Furthermore, 

the IC helped out in switching out ventilation units, while also providing a 

profitability calculation. According to the respondent of the REC this type of work is 

seen to be very much standardized and thus simply performed. In this manner, it is 

also not sought to make large changes in the facility or complicate the way the tasks 

are performed since: 

“All engineers are well-aware of the real estate company’s willingness to 

become more energy-efficient and the question is therefore how to make it as 

easy as possible. […]. Working in a standardized way thus provides this 

simplicity and avoids large investments.” 

In order to promote this kind of simplicity, the respondent of the REC fills out with 

that it becomes even easier when particular blue prints of the facility or such could be 

provided to the IC. 

The most important resource, according to the respondent of the REC, is the expertise 

and knowledge (as the IC possesses). In addition, being “service-minded” is another 

important resource. A reason for this importance is of course connected to the IC’s 

ability to perform its energy services, but it is also due to the respondent’s chance of 

learning about the energy system in the building. 
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Relationship 6: Facility Management Company (FMC) – Installation Company 

(IC-2) 

Actor Bonds: 

In the relationship between the FMC and the IC, the respondent of FMC assumed 

their exchange with the IC to have been active for at least four and a half years. Their 

exchange and interaction appears to be present rather often regarding heat system 

maintenance questions and due to the change of heat centrals in different properties. 

As explained by the respondent, many of the facilities they (the FMC) are taking care 

of are old and thus require the heat centrals to be changed at different points in time. 

In the specific green building certification project, the respondent claims that the 

main reason for the REC to use the particular IC is the fact that they historically have 

made high quality jobs as well as they are reliable. For the same reason, the 

respondent would be happy to interact with the same IC again in future certification 

projects. Furthermore, they are also said to keep the deadlines and there are seldom 

any defects in their activities and services. Even though not all projects are 

certification projects, the respondent clarifies that when some malfunctions are hard 

to solve on its own, there is no hesitation in making the call to the IC. This kind of 

reliability on the IC is also a reason for having them prioritized in certification 

projects. On the other hand, the respondent believes that many other ICs would be 

suited to make the same kind of activities as the current IC, but due to the reliability 

they continue to interact in this kind of projects. 

Activities & Resources: 

The most important activity performed in the certification project and in the 

relationship between the REC and the IC, is the activity of exchanging the heat 

centrals, making them more energy efficient. According to the respondent of the 

FMC, this work is most easily done if the interior of the facility is shown to the IC, 

which is what the FMC are responsible for. This also includes ensuring that the IC 

gets access to the building, which is done by lending them the key. However, it is 

important that the first meeting (when showing the facility) is made at the actual 

place, since there sometimes are risks that the blueprints are not correct. In addition, 

the respondent believes that this is the easiest way to do it as well. 

According to the respondent of the FMC, the most important resource available is 

(similarly to the REC) the knowledge and expertise of the IC, regarding heat 

exchangers and pumps. This is the most important since it increases the quality of 

their work, thus avoiding installations that do not live to the energy requirements. In 

addition, this expertise has also made it possible for them to make the heat central 

smaller (both heat exchangers and pumps), as well as the insulation is much better.  

The exchange between the FMC and the IC also contributes to knowledge transfer, 

which makes it possible for the respondent of the FMC to learn more about the new 

heat systems and furthermore allows the respondent to perform smaller maintenance 

work on its own. 
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Case EU GB2 (simple) 

Relationship 1: Technical Consulting Company (TCC) – Real Estate Company 

(REC) 

Actor Bonds: 

The exchange in the relationship between the TCC and the REC has been going for six 

years, according to the respondent of the TCC. However, being the sole owner of the 

TCC, the six years of exchange started out by an early contact with the operations 

manager of the REC, previously being the respondent’s manager. In the relationship, 

the exchange is explained as being regular, since the TCC is continuously being given 

the task of helping out with green building certifications, which is appreciated by the 

TCC. The respondent is also very positive about to provide these services in the 

future. 

According to the respondent of the TCC it is important to show its qualifications and 

constantly deliver the energy services to suit the customer properly. This is especially 

important in order to build good reference projects. However, it is equally important 

that there is personal chemistry on a daily basis, in which the respondent argues is 

established with the operations manager of the REC. It is likely that this type of 

personal chemistry has been a reason for the TCC to help out with the particular 

certification project, even though there are other potential TCCs capable of doing the 

same thing. This is important, according to the respondent, due to the fact that the 

TCC is relatively new started and thus have to maintain the relationship with the 

slightly larger REC. 

Activities & Resources: 

Providing services through completing the application of the EU GreenBuilding 

certification, while in addition providing several energy audits are important 

activities, according to the respondent of the TCC. The respondent also adds that the 

way of making these services are at mostly similar, independent of the customer, 

since there is no reason of changing their performances. With respect to the green 

building certification system, it is of course also important to live up the requirements 

written. In the specific certification project, the work was relatively easy, since a lot of 

the energy data was gathered through a computer software. Through this computer 

software, calculations and energy statistics were attained as well as the determination 

whether the energy consumption was decreased by 25 percent. From the REC, inputs 

and information regarding the changes made in the energy system was handed over. 

The respondent of the TCC argues that the most important resources are the 

knowledge and services that are offered to the REC. It is also important to further 

develop this knowledge when the certification requirements change, which of course 

requires investments in terms of time and costs of certification educations. Another 

reason for this is also the specific requirement from the operations manager at the 

REC, having the need of an external firm to perform the certification activities, thus 



 

19 

 

convincing the TCC to educate further within the area of green building certifications. 

In the end, these reasons have made green building certifications a market niche for 

the TCC, according to the respondent. 

Relationship 2: Supplier of Automation Systems (SAS) – Real Estate Company 

(REC) 

Actor Bonds: 

According to the respondent of the SAS, they have had a business relationship with 

the REC for the last five to six years. Viewing their customer as particularly important 

due to its large property portfolio, it provides a potential for a continuous business 

relationship. The respondent adds as well that they appreciate the environmental 

considerations taken by the REC and this has led to regular exchanges in terms of 

service missions and other projects. The prioritised agenda of environmental concerns 

and especially energy consumption is an important aspect according to the 

respondent of the SAS, since it creates shared interests between the counterparts. In 

addition, it proves the motivation of the REC of continuously being willing to develop 

its properties, which means that a consensus is reached between the counterparts. 

Furthermore, this requires from the SAS to constantly show its ambition and 

willingness to deliver useful products and services, as well as clearly communicating 

the willingness to solve their issues. The respondent of the SAS also states that the 

product is only one factor of the total delivery, while the perhaps even more important 

factor is to continuously return to the customer and follow up after the product is 

installed. The respondent of the SAS explains this in the following way: 

“[…] above all to provide support during the whole life-cycle of the product, 

not just drive over and have the product installed and then leave it.” 

The shared interests between the counterparts also influence the need to develop a 

continuous dialogue, in order to show the ambition at all times. 

Activities & Resources: 

In relation to the importance of following up the product installed in retrospect, the 

respondent of the SAS clearly states that the service is a key activity in the 

relationship with the REC. In this sense, there is a possibility to make up for any 

malfunctions appearing in the product as well as in other installations. However, 

these types of activities are not specific for the particular REC, as this is the common 

way in which the SAS works with several of its customers. The major differences 

though are the particular certification projects, where there always are differences in 

each of them. On the other hand, having the standardised working procedure is 

appreciated according to the respondent of the SAS. 

As the respondent of the SAS explained, the activity of performing services to the REC 

are of particular importance, in order to follow the product’s whole life-cycle. The 

product in this sense is a control system for heat and ventilation of the property, 
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which is a programmable system to manage heat supply and ventilation control. The 

product offered is in itself a quite standardised product, but its performance and 

adjustments is nearly always adjusted for each customer and project. Due to the 

customer requirements and the functions of the property the interface, adjustments of 

the product and names of sensors always have to fit the needs of the customer. 

According to the respondent of the SAS, there is a willingness from the REC to have 

similar products and installations in all of their properties, to avoid confusions. The 

respondent also continues by adding another very important resource occupied both 

by the SAS and the REC and that is the knowledge. It is likely so that the knowledge as 

a resource is perhaps even more important than the product, which is related to the 

activity of performing services. The respondent explains it like this: 

“The products are important but knowledge is even more important, in 

combination with the services that are delivered. […] what really add to the 

products are the services and the knowledge surrounding them. A lot in this 

business is about knowledge.” 

As the knowledge is such an important resource and all types of projects differs in 

their characteristics, this type of knowledge always has to be adjusted with respect to 

the projects’ differences. 

Relationship 2: Real Estate Company (REC) – Supplier of Automation Systems 

(SAS) 

Actor Bonds: 

The business relationship between the REC and the SAS have been going on for 

approximately four to five years, according to the respondent of the REC. The 

regularity of the exchanges are depending on what kind of projects the REC are 

starting, but the respondent mentions that SAS is often involved when it comes to 

projects involving changes of a building. The respondent means that the SAS is 

usually involved as their systems are implemented in several of their buildings, as 

well as the respondent knows how their system works. The respondent also states that 

it is important to choose the supplier of these systems whom can guarantee 

continuous updates for a long duration of time in the future, which otherwise could 

provide a risk for the REC. This is somewhat related to the size of the SAS and the size 

also means that the exchange does not have to be dependent on one single person. In 

addition, the size allows an offering of support on a national level, which also is 

positive according to the respondent of the REC. In this sense, the SAS is said to be 

prioritized above other companies, even though the price also matters.  

Through earlier experiences and projects, trust has been built among the 

counterparts, which is closely related to the representatives of the SAS: 

“You create a relationship with individuals representing the company and 

create a trust towards each other.“  
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The respondent further mentions the importance of the system to function as 

expected, as facilities of the REC are commonly designed for schools and elderly care, 

which means that the quality of the system is very important. This is something that 

the SAS is very good at and they are also very active in discovering malfunctions 

before they actually are discovered by the REC. This is shown from previous 

experiences of the SAS and the respondent mentions that it is important to trust the 

work done by the supplier of systems, as it is impossible to carefully control 

everything due to a lack of time. However, it is mentioned that the support has been 

lacking for some time lately, due to staff shortages.  

Activities & Resources: 

The most important activity is to make sure that the product fulfils the expectations 

and the requirements of the facility, according to the respondent of the REC. It is 

therefore important that the seller interprets the buyer’s requirements and does not 

try to sell more than necessary. During the specific certification project an external 

controller was also hired to ensure the quality of the system. 

The products in which the SAS supplies are nearly equal to other SASs’ products and 

what makes the specific SAS special is their knowledge base and their development. It 

is also important for the respondent to be knowledgeable about the system that the 

SAS supplies, as it makes it easier to communicate and avoid misunderstandings. 

During their relationship there have been several operation training sessions in which 

the SAS has been an attendant of. The respondent also mentions that by using the 

same systems in multiple buildings, operation and maintenance becomes easier, 

compared to if there are many different systems in the buildings. 
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