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Appendix
Appendix 1.0: Family and Organization Diagrams

Appendix 1.1: Stordalen (Non-Wealthy)
Stordalen Family:

Stordalen Organization:
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Appendix 1.2: Rokke (Non-Wealthy)

Rokke Family:
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Appendix 1.3: Reitan (Non-Wealthy)

Reitan Family:

Margit Reitan

Ole Reitan

Owner of O.Reitan Kolonial

Reitan Organization:

Revenue Reitangruppen
2016: 5.618.000.000 NOK

(EST. 1948)
Odd Reitan (1951)
Owner of Rema 1000 (EST.
1979)
Ole Robert Reitan MAgnus Reitan
Ole Robert Reitan Magnus Reitan Odd Reitan
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Odd Reitan
Orr Invest AS Mr Holding AS Private Holding
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V., ——
33% 33%
Reitangruppen
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v e ——
Reitan . . . .
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Appendix 1.4: Fjeld (Non-Wealthy)
Klinikk Fjeld Organization:

Jane Vibeke Field

l 90%

Platinum Holding Revenue Platinum Holding
> ;
AS AS 2016: 1.151.000 NOK

l 100%

Klinikk Field AS

Revenue Klinikk Fjeld 2016:
3.317.000 NOK

Acupuncture Clinc

Appendix 2.0: List of Entrepreneur Incentivized Financial Support

NAV- offers a substitute for wage lost up to 12 months while setting up business,
plus for a few months after they have gotten the business up and running.
Innovasjon Norge- offers an establishment grant to individuals with a unique
idea. This is a loan up to 1.5 Million NOK, which is rent free for 2 years and
installment free for 4 years, at which time the loan must be paid back in its
entirety.

Norges Forskningsrad- gives financial aid schemes for firms that want to
develop products through research and development. Under this scheme we have
SkatteFUNN.

SkatteFUNN- provides a 20% deduction on R&D costs for internal projects.
Through SkatteFUNN, small and medium-sized firms can get 20 percent of
project costs as tax deductions through tax settlement. Large companies can
receive 18 percent deduction of project costs. SkatteFUNN approved 13,1 billion
NOK on 24 619 projects (76% of all applications) from 10 250 companies. In all,
2,928 new applications were submitted in 2014 (a 16% increase over 2013), with
tax deductions totaling 1.3 billion NOK from the 7.6 billion NOK in R&D
projects approved (GEM).

Crowdfunding- this is a fairly new and internet-based way of collecting money.
You present the product or service on a crowd-funding website, where anyone

who likes your idea can provide an amount by heart and wallet. Essentially this
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enables the entrepreneurs and investors to meet with out the intermediary of a
banking institution. Examples of such websites are startskudd.no and
startupmatcher.com.

Venture Capital- VC’s invest in companies in the early stage of operations but
that have big growth potential. In addition to financial support they often
contribute with competence and/or network through active ownership in the
companies they invest in.

Business Angels- resourceful individuals that can supply new established firms
with capital, expertise or network. There are many such Angel Investors in
Norway, who are looking for exiting projects to invest in. Networks where
investors can look for potential investment objects are Connect Norway and Seed
Forum International.

Debt From Bank Institutions- lending money from the bank is an option for
people that do not have other capital resources to draw upon, or might need in
addition to other sources. After many years with increased housing prices, many
people have the opportunity lend even more money with the increased value as
collateral. This is of course not risk-free. Many banks might want property, surety
or assets as a security (DNB).

Friends and Family- money from friends and family may be given in form of
donations or loan. It is important to think thoroughly through what you are asking
your inner circle to do. Many friendships and families have experienced hardship
as a consequence of involving each other in the economic projects of one another.
Altinn- this is a good site to check for additional grants that are possible to obtain,
depending on the sector you want to pursue. For example, if you wish to enter the
sea and fish sector in Norway, HAVBRUK finances projects that contribute to

sustainable, market-oriented and profitable maricultural industry.
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Appendix 3.0: Distribution between men and women in selected industries.

Gender Male Female
Multi -sector 1403 205
Gambling 110 0
Social Services 4179 2489

Services 22147 7053
Real Estate 6114 651
Financials 3752 286

Media 5286 434
Tourism 3936 1526
Transport 4096 167

Retail & 18026 5222
Wholesales

Building 18885 428

Utilities 279 8

Heavy Industry 2785 131
Light Industry 1986 539
Mining & Oil 248 10
Fishing 786 24
Forestry 357 10
Agriculture 764 246

Appendix 4.0: Full Transcription of Interviews

Appendix 4.1:Interview Subject 1

Has your father’s business life affected you in becoming a self-employed man?
Of course it has. There was always a little talk about work and the things he is
doing at home. He had several things going on at the same time so he liked to
confer about it. This has formed me. I don’t know that I would be sitting here with
this occupation if it hadn’t been for my father.

I was early inspired to trade stocks. I found it fascinating that I became happy or
angry when the stocks swung up and down. This was the time when you had to

check the stocks on text TV, so this clearly is some years ago.

Especially since he has done so well, has it made you willing to risk more?
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Risk isn’t really the problem. It is being wrong, that I dislike. To have been wrong
in a decision I took. Losing the money isn’t the worst part, it’s being wrong in my
decision making. Money is a driving force. But the most important is to build up

something, and that what you believed in is entirely right.

What qualifications do you possess that made you believe you could make it?

It started when I was 19. I started out purchasing my first apartment. I bought it in
speculation, and sold it, earning a lot of money. I thought to myself that this is
very easy! You almost become a self-declared genius when this happens. I
continued purchasing more apartments, renovated them and sold them. After some
time, I thought that this is too good to be true. It won’t hold in the long haul. But I
soon fell back on my first interest, which was trading stocks. By then I had built
up a little money, and I had my own apartment. So I started day trading. This is
what I really liked. You could gain a lot and bleed a lot the same day. You have to
pay attention to what is happening, and be hands on. There is a lot of research that
lies behind day trading that do not rely upon blogs or brokers that give advice on

stocks. I wanted to trust my own thoughts and opinions.

You started out purchasing real estate, did you get any help from home?

Yes, I got some money for my 18" birthday. I got 100 000, and had 50 000 from
before. I also went to the bank to get a loan. Having this money helped getting a
loan, and it probably helped that I had the last name that I have. But [ wanted to

do this mostly on my own, and not be so dependent on my old man.

Have you received funding at later stages in your career from your family
wealth?

We have a family company where | am a co-owner. This has also made it possible
that I can do what I do. Even though we have never taken out any big dividends, I
have had great underlying values. I am not “cash rich”, but I have always been
able to get loans in the banks quite easily, because I am “value rich”. This has
further helped me get better loan conditions, and better credit lines. I also have to

add that owning stocks over the long haul, which have doubled or tripled in value
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has made it easier to loan on those values as well. I have always had access to

capital, even though it is not my capital.

Do you feel less risk averse than other people?
Yes, but I do not risk all I have, so that I have nothing if things go bad. I don’t
think I take high risks, only 8% of my portfolio that are high-risk stocks. I think it

is very fun to follow a company from the start-up age.

Did you risk all you owned when you started out purchasing apartments?
Yes, I did. I was willing to risk what I had. But at the same time, I figured that if
the market would fall I would still have some money left. I was willing to lose 60-
70 percent of what I had. I didn’t actually see anything wrong with risking the
money, I thought that the properties I bought were of good value, so I thought I
got them cheap.

Did you have an opportunity to take a more active part in your father’s
company?

Yes, I probably could. It is two-folded. Because he has been so talented in what he
does, I don’t think I could have lived up to it. And I don’t think that he wanted me
to enter either. But we do own things in the same industry that we have bought
together both privately and in the family firm. He operates in an exciting industry,

but it did not trigger my interests.

Appendix 4.2: Interview Subject 2

How did you get to where you are now in your career?

During the oil rush in Norway in the 1960’s . Oil isn’t production. We operated in
agriculture and mechanical industry, with a leading position in manufacturer of
non-motorized transport equipment to all sectors. This was my father’s creation.
He established this company in 1941. This company was the first to introduce
robotics to the welding and grinding parts of production. I told my father, that
now we only have a few years ahead of us, because when the oil comes, it “har

ikke lenning pa kalkylen”. The firm that survives in high competitive markets are
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the ones that are fastest and best. 22 wheelbarrow producers in the Nordics, but |
was alone for a few years. When the oil came, all industrial firms in Rogaland
were wiped out. Everything had been degraded. The company of my father was
one of the few that survived. I had silver spoon in the mouth and high fork in the
buttocks. I had an opportunity, and if you don’t take advantage of it and do what

you have to, you are done.

Most of the entrepreneurial companies that have started up are of people that are
not educated. It’s the boys that have worked with oil, goods and services. They
have talent. Now I must share a saying that I am pretty sure I have coined. There
are two different kinds of people. Those that are intelligent, these people are good
at acquiring knowledge, smart, academically strong. And then there are those with
wit. These people are often not educated. They are not academics, but they have
an extraordinary ability to improvise, organize, structures and to use their own and

others knowledge.

How have your relation to debt been during your career?

I have always been very careful with liquidity. I have always been liquid. The
whole business idea is to use loan. In order to get return on equity you must “gire
penger”. In that way, a point is to use as little as possible of your own money, and
reproduce on the basis of other people’s money. This has to be done with low risk.
If anything were to happen, you should have liquid back up, so that you do not
lose the banks money. The most important asset a businessman can acquire over
time is that you are decent. Letting a company go bankrupt, and losing other
people's money is not ok with me. So, we have always borrowed a lot, but we
have also had a lot. We have had more legs to stand on. Three legs, one in
development, one within growth and one within exit. So that you circulate are of

business.

Has it been hard to get loans?
Never. This entails that you have trust. It is because we do things in an appropriate
matter. If one of our projects has gone bad, we do not default. We seal the hole

with funding from one of the other projects we have going on. Not everything has
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had success; nearly no one has exclusively successful projects in their career. But
you must be able to clean up after yourself. Not just run away when it fails, and
let other people take the fall.

It has never been a problem to get loans from the banks when we have needed
that. Although my dad was a respected businessman, it took time for people to see
what kind of person I was. Trust is something you must build, not something you

inherit.

Is your father the reason for you choosing this career path?

No, it is not. I admired my father. My family has a history of business and
industry. My dad worked around the clock and was extremely skilled, but he was
very technical. So I thought that if I didn’t take care of the business side of
operations, we wouldn’t survive the oil wave that came. And now when the oil
crisis came 4 years ago, we pulled out of more things. And those people whom are
on the fence if the oil might come back are wrong. And if it does it will be
different that what came before. Unless you are extremely flexible and fast you
will not make it.

It might have helped that I came from a proper family, which was known for
being so. The apple doesn’t fall far from the tree. When you tell me that you are
the son or daughter of this and this person, I immediately put you in a categorical
box.

A child’s upbringing also is important. My parents were strict, but always

extremely kind.

Appendix 4.3: Interview Subject 3

How have you come to the position you are today?

I am a salesperson. I knew this from an early age. And I was good at sports; this is
probably where I got my confidence. Not from academic achievements. It is
important to figure out what you are good at, in order to increase confidence in
one self, and to find areas you will thrive in.

After High School I left for College in America, on a soccer scholarship. I took a
Bachelor's degree in Marketing and Economics. At that school I was told that if
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you’re ever going to get a management position in marketing you need to start in
sales. After that I came home and started as a salesman. During my first year
working at a company with 50 other salespersons, I was always in the top 3. So I
knew I was good. I became the sales manager, sales director, CEO and so on. I
remained in the company for 14 years, and helped build up a company with over
110 employees. In the later years of that position, the company sold and bought
some companies. This gave me a feel for that type of business, which I found very
exiting.

I teamed up with a friend that was a bit different from myself. He is a thinker, and
I am more of a doer. This meant we fulfilled each other, I retrieved money from
investors, and my partner, with an earlier work experience form McKinsey, did
most of the paperwork. We got together the things to start our first fund, 16 years
ago.

We found a market where competition was low, Private Equity. We found a good
formula that helped us approach companies of interest, and to work efficiently
with them throughout the period we owned stakes in them and to achieve good
exits. So, this is something we have continued with. Our intent is to remain a
small business, or a proper size, that today manages funds for approximately 1

billion Norwegian Kroner.

How did you fund the start of your entrepreneurial career?

We went out and collected money through shareholders to a private equity fund
structure. We have never retrieved financial aid from banks and such. The first
year, we worked pro bono, not taking out any management fees. With our own

savings we paid for housing fees etc. the first couple of years.

Was it hard to get funding, seeing as you had no reputation to help ease the
access to capital?

It is a little hard, we had never done this before and were pretty much unfamiliar
with how to proceed in this line of doing business. So we approached friends and
family, and people we had in our network from earlier work and social gatherings.
Right when we had gotten started, two planes went into the Twin Towers in New

York, resulting in a huge crisis situation for the whole world. This affected us, a
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little rough patch for us. But we had a goal to gather money for a fund of 100
million Norwegian Kroners, which we were successful in doing. This was a lot of
money, so we were very happy. It wasn’t easy, but like all else in this life, you

can’t just give up. You have to give them hell.

Have you ever approach the bank for funding?
We have zero debt, and never approached the bank. All is founded and run by
equity.

Do you believe that if you had been more liquid, you would have started your
entrepreneurial career easier, or at an earlier point in life?

No, I already felt like I started for myself after College. Even though I was an
employee, I quickly become the CEO and co-owner of the company. At the time I
was there I contributed in the growth from being just one company to becoming
six. I felt like I was my own boss the entire time I worked there, as I had pretty
much free rains. This is one of the reasons I stayed that long in that job. I had
good results and many responsibilities. The biggest owner of the company let me
purse exactly what [ wanted. If he had told me what to do, I probably would have
quit earlier. I would never have gone into a big company and become an
employee. I am way to impatient. I do not want someone bossing me around, and
to grow old in a system, where they eventually degrade you for a younger model. I

want to be free.

Risks when you first started your own business?

The stakes were high. I had a family, small children and a wife that was not
working, as she was at home taking care of the kids. We had no salary the first
two years. But I never doubted that I eventually would succeed. I had the
confidence, I worked hard and somehow I would make it work. That is one of the
big problems today; too many people are too afraid to take a leap and remain too
concerned with receiving their salaries every month. One of the reasons consumer
financing is so big is that 70% of wage workers are broke within the first couple
days after they receive their salaries. People are not good at saving their money.

Many families do not have enough savings that they are able to pay for a broken
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dishwasher right after it breaks. Others are very into luxury consumer goods, and
take up loans in order to buy a new purse for example to impress their girlfriends.
It should be required of everyone have 100.000 Kr on your savings account.
Lower education also makes for less risk averse individuals. Most profiled
wealthy entrepreneurs have close to no education. As long as you can make up for

it with being street smart, you are able to do very well in business.

Did you expect to make more money as a self-employed man?

In my first job as a salesperson, I was very eager to make a lot of money. I wanted
an apartment and other things. That job was 100% commissions based, so I was
able to make a lot at a young age. 16 years ago, when I started my company, |
thought that now I will make the big cash. But this would take time, and I had
learnt to be patient in order to extract long-term gains, not an easy task for me. In
the long run you can make good money, a lot of money. But, I will go 3-4 years
with a regular salary (in management fees) before we receive any big monetary
amounts. The management fees have increased, and today we earn good money
every year. When we first started out, we were three co-founders. But we ended
up being two, as the third was too impatient in waiting so long before the exits,
and was more keen to work in M&A.

In addition, being self-employed is good for me as I am my own boss. When we
do good, that is my accomplishments, and when it goes bad, you have yourself to
thank. It is a self-satisfaction to work for myself. In a way you could say that I
still work for someone else, the shareholders of the funds. They expect me to
work and perform well. But the biggest pressure is the one I put on myself.

But overall, the important thing for me is to earn enough money, so I do not have
to worry about paying bills, or buying things I need or want. I strived for

economic freedom.

What qualities do you embody, that made you want to pursue what you did?

[ am good at reading other people, and sell things. If I believe in what I sell, you
will go a long way to find anyone better at selling it than me. But, I also know my
weaknesses. [ am not academic. That is why I got a partner who is. [ am humble

enough to say that [ am extremely good at some things, and extremely bad at other
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things. Being able to say this comes with maturity. As a young adult you believe
you can do anything. Like a polish craftsman whom is an electrician, plumber,
carpenter and woodworker. But with more experience and maturity you are able to

bluntly say that you are bad at some things, and that you need help.

How did you experience the financial crisis?

We were not hit as bad, as we are equity financed. But some of the companies we
invest in have debt. We invest in companies that have little debt, for exactly this
reason. If the rain falls, we do not want management to have to defend violated
governance to the banks, and having to go find new funding. There is all over
little debt in our portfolio companies. On a general basis, financial crisis results in
capital drought. The market as a whole will be affected no matter what.

We expect a financial crisis to come, especially since things have been good and

growing the last decade. And we are well prepared for that.

If everything fails here, what are you afraid of?

I was more concerned with this before, but now I have established a financial
base. I do not fund anything with debt, so I am practically debt-free. I have cash in
my bank account, for the reason mentioned above. If there is another financial
crisis looming, I will be well prepared. In times of financial crisis, people with
cash can make good money on investments. Thus, I regard a financial crisis as an
opportunity. As an example, Warren Buffet invested heavily in good companies
during the last financial crisis, while they were very underpriced. I have learnt that
in downturns, things have to go up again. So investing during a crisis is good

business. Let the next financial crisis come.

Appendix 4.4: Interview Subject 4

How have you come to the position you are in today?

I was raised on the countryside on a farm, far from the urban life. Although I grew
up on a farm, that was never an interest of mine. I am more of a creator and a
marketing person, with interests in sales and communication. I figured this out at

a young age, selling fish along a road that went to Sweden. It was totally random,
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I had been fishing at a local river, and on my walk home a Swedish man pulled
over and asked if he could buy my fish. He paid well, and I thought, my god is it
that easy? That was the start of my career in sales. I sold fish along the road
during the summer, that I had fished myself. I moved to Oslo at a young age and
started in a industry firm. I was there for three years, and took evening classes in
marketing. After that I started in a publishing company where I became the sales
manager. Later I also sat on the board for some years. After this I started in an
advertising firm, as a sales manager, where I helped build the company up in both
Norway and Sweden. This was an exciting time. We had several salespeople, and
it is interesting to see who succeeds and who fails. The fewest succeed. It is kind
of hard to explain, because it has nothing to do with intelligence, but some people
have the ability to make the sales go through. While other people who actually
have better preconditions and are better schooled, they just aren’t able to make it
as a salesman. I think this is something that you have in your spinal cord
(ryggmargen). I had an easy time making the sales go through, and this increases
confidence.

This is the best training I got, you learn a lot about people, sales, structure and
problems at the working place. After seven years, I started in a debt-collecting
firm as a marketing director. After a year I became the leader of the company in
Norway, because the owner wanted the leaders to be well oriented in sales and
marketing. This was a great period. I was on the board when the company did an
IPO on the Luxembourg stock exchange. The owner of the company had high
trust in me, so I was put on the board of both Sweden and Finland, the two largest
companies of the international group. I earned good money, and good conditions.
I invested in some stocks that also turned out quite profitable for me. This made
me dare to start something on my own. In 1991, I took with me seven people from
this company and started my own debt collecting company. We built the company
to become a third party debt collecting company. In the middle 90°s we started
buying debt portfolios. This was mostly small monetary amounts. We saw quickly
that this was good business. In 1996 we invited investors to become shareholder
on the ownership side of the portfolios we bought, through a Kommandittselskap.
And we financed it through Finansbanken. This went really well, and in 1996 we

came by a very large portfolio. It was so large, at that time, and I approached XX,
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to help with the 60 million Kroner we needed to proceed with this portfolio. At
that time I had met the man a couple times, and invited him to a Valerenga
football game, a team I was on the board of. We had a meeting with XX, XX and
XX. XX financed the first big transaction we had. This was groundbreaking for
the company, which resulted in a profit margin of fifty percent. Approximately at
the same time, I heard that Finnish state would sell its entire bank debt, due to the
financial crisis. This was huge; and I thought that now it is important to be in a
good position. I went to Finland and bought a private company, one of the largest
collection companies. In 1999 we were in a position to purchase a portfolio of all
defaulted debt in Finland that were taken over by the state. After long negotiations
With XX in the lead, we were able to buy this portfolio. This was a 600 million
Kroner deal. We had 50 employees, and gross income of 270 million Kroner a
year.

In 2004 I sold my shares in the company for 200 million kroners, and I was free to
pursue new projects. It is weird to work hard at something for so many years, and
then cash out and suddenly you are out of what your life has been about the last
years. Although this was an extremely good payoff, the joy was short lived.
Several people experience this. But you get a belief in yourself and the confidence
to pursue other projects. Shortly after I exited the company I thought it would be
interesting to build a supply chain where a bank would be part of this chain. I
discussed this with XX, and he agreed on it being very interesting and we got the
idea to start and to purchase a couple collection companies in order to make up a
supply chain.

We established the bank in May of 2005, and opened officially in September the
same year. We established XX as well, but we were not able to get a bank license.
We had to start from scratch, meaning that 75% of the stock needed to be offered
to the public. We did not pay close enough attention to these rules. This made the
owner structure different between the bank and the holding company. The
company, later renamed to XX , bought several companies over a short timespan,
in order to build the company quickly. It was later sold in the autumn of 2008, for
a stock value of 900 million kroner. These were dark times, due to the financial
crisis, so our investors were happy that they got a nice profit from this deal. The

company is still operating as before. I am now an active chairman. This isn’t a
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consumer bank, but a refinancing bank. We do a lot of project financing, and are
good at adapting quickly in order to help our customers in the best way. The bank
is doing well, we are paying out dividends and a market value of 1.1 billion
Kroner, and the equity is worth 500 million Kroner. This is my baby, it is doing so
well. We are 25 employees, where all are really nice.

When we sold XX to a private equity firm in 2008, I got a three years quarantine.
I do not recommend anyone entering a contract where you are put in a position of
quarantine, it is an inconvenience. When it was over, XX and I started up again. I
actually presented my idea to start our journey once more in the speech I held in
his 50" birthday party. He agreed. I took 10 phone calls, and at the end of those I
had 110 million Kroners on a bank account, so there was no turning back. We
built a very large company. Today the company has 2300 employees, operating in
20 countries, and a market value of 8 Billion Kroner. These are the short recaps of
my career. Other than this, I started XX. This medical center had a simple
concept, where customers paid a yearly fee where the customers got a yearly
checkup and access to specialists. [ was the chairman for 8 years until I sold out.

I have always had to report my performance to colleagues or investors, which
have been a good driving force. This has also been good for me, as I have done

very well. It has made it a lot easier to get funding for new projects.

When you started the medical center and the debt collecting company, how did
you fund the start-ups?

With the medical center we had 500 million of share capital. We also had a very
positive landlord, who saw the importance of having a medical center at a
shopping mall. This meant many more people visiting the mall. We therefore got
six months free-of rent for the location. We managed to build the company with
the equity we had and the yearly fees from the members. We had loans in the bank
with collateral of dental chairs and equipment.

It is not easy to approach the banks, much more so than it is now. In addition we
also got a bad reputation when we started out, because we offered health services
that people had to pay for. They didn’t like that we profited from health issues.

But people were sick of the long waiting lines at their general practitioners, so
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there clearly was a market for private health services, and people were willing to

pay for the availability.

The debt collecting company was challenging. We were three people who
established the company and one investor. It is very capital intensive to start a
debt collecting company. At that time we did not have the money to fund this
ourselves. This is why we built the company with “Kommandittselskap.” It is no
walk in the park to go collect funding. It takes practice.

We have performed well, something that makes it easier to get funding for the

next projects.

Would you have started your entrepreneurial career at an earlier age, if you had
more wealth?

I doubt that very much. I think that would have been a totally different path for
me. I did not come from a wealthy family; we had enough, but not a lot. This has
affected me a lot. I am no big spender. I do not like to splurge money. It is very
natural to me to be careful. My kids on the other hand, have a different viewpoint

of this than me.

What qualities do you believe that you possess that made you believe you could
succeed?

I am not an educated man. If you look at profiled entrepreneurs in Norway, you
will find that many of them are not educated. There should be more research on
this. Why have so few from Oslo Vest, grown up with wealth, made it as
entrepreneurs?

Kjell Inge Rokke heard from his teacher that if he was able to get a drivers license
he should be extremely happy. Look at him today!

Maybe it is because you cannot see the risks on par with that of an educated
individual. Educated people are more concerned with the mistakes and risks that

projects can become.
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Appendix 4.5: Interview Subject 5

How did you get to the position you are in now?

I started by myself in my father’s garage at the age of 24 in the glass industry.
After approximately one and a half years I started renovating apartments in the
evenings. This started adding up to more and more apartments. During the period
from when I was 24 to when I turned 28, I had only 2 weeks continuous vacation.
In those four and a half years, I put down eight years of man-labor.

I eventually found that the money generated itself quicker than I could renovate,
assemble or sell. Now I have over 100 people working under me, through a glass
company and an industrial company. My father was very traditional in that one
should do the work yourself, as other people wouldn’t do it as good. I agree with
that. But if you apply the right incentives and systems, it’s incredible what you
can earn with having other people do work for you. I figured this out really fast.
But you need to follow up on the people doing the work. And if you’re not going
to do it, hire someone that will.

I am very result oriented. It doesn’t help to be the one that works the hardest, if
you do not have the results to back that work. As in sports, you rarely hear about
the guy/girl that trains the most number of hours. It’s all good and well that you
are serious and motivates, but you got to have the results.

It is extremely tough though, both physical and mental. You become a person that
dares to try. Henrik Ibsen says that you can think it, you can believe it and you can
see it, but it doesn’t matter if you don’t do it. Petter Stordalen is a great example
of'a doer. This is up the alley of master programs, you sit on the fence, with your
vision and beliefs, but that really doesn’t matter. You actually have to do
something. Saying that “that’s what I said” means nothing. What did you do?
Many people are like that.

Long-term prospects are also important. I thought that was really boring when I

was younger. Having 3,6,9 years of prospects is important.

How were you able to get funding for purchasing the apartments at the start of

your career?
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I convinced my dad to take a mortgage the house in order to receive the funding I
needed. I started out purchasing one apartment at a time. [ renovated 3 or 4 a year

apartments a year.

How did you dare to do this, when you indebted your family in the process?
Well, it was to earn money. I believed it would earn me money. I also bought
apartments on the West side of Oslo. This was a conscious choice, as I believed
that this is the place where the marked falls last, and where I would get best paid
for the renovation. People there are so snobby, that they would move right in. I
was 100 percent right in that assumption.

I knew of two lumbers, that did somewhat the same in Lillestrom. They did such
high quality work that there was little left in profits. What I did was simpler, I
moved a kitchen, opened up rooms, set up walls to make it to a three-bedroom
apartment and let the bathroom be. Maybe I painted and renewed the kitchen. I
was in and out, and earned maybe 400.000 NOK. This was a lot of money for me.
This was also a bonus. I still kept my wage job in the glass industry. But this I did
as an extra hobby. I also moved a lot during those years, due to the tax

deductibility on real estate if you live in an apartment less than a year.

Do you believe you would have started that entrepreneurial career earlier or in
a bigger magnitude if you came from wealth?

No, because it cost so incredible amount of time. My father was a boxer, and it
costs you so much, in terms of training and injuries and hits, in order to get that
title or that money prize. You piss blood for almost two weeks after a fight. There
is a lot of hardship in order to reach goals. If you come from wealth, you might

not put yourself in that discomfort.

Have you taken on a lot of debt throughout your career?

Yes, a lot! It has been the smartest thing I have done. Money has decreased in
value, so those people whom have dared to take on debt have earned most. In
hindsight, I should have taken on even more debt, bought even more properties.
It hasn’t been easy. I have had meetings with customer advisers at DNB that

lasted for hours, where I have to describe the financial statements, and then they
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have to go to their boss in order to... no that doesn’t work. Handelsbanken, before
Pareto Bank, had a reputation of being a commercial bank. I used them for 3 or 4
years. But its not easy.

I have a loan exposure of 100 million NOK.

How did you experience The Financial Crisis with that amount of debt?

I earned a lot of money during the financial crisis. Two reasons for this, the
interest rates went down they suddenly were cut from around 7% to 3%. I thought
that was really nice. And the other reason is that I bought a house (at a very nice
location in Oslo) during the crisis. I got an extremely good price for that house.
Handelsbanken fully financed that purchase. You can’t give up. If you don’t get
the answer you want from that bank, you need to approach another bank. “A no
isn’t a no”. Some banks are hungrier than others. And maybe you should be

prepared to pay more.

Why did you believe you would succeed as an entrepreneur?

I figured this out in High School during a course in business administration and
marketing. I found out that I wanted to start by myself, thinking that this would be
the easy way. My father ran a little business in his garage, and I jumped into that.
It wasn’t easy at all.

No money is worth the experiences I have gained the last 15 years. If [ had known
then what I know now.... There are so many trying and failing situations. Olav
Thon says that “those people that do not dare to fail are useless”.

I started reading Kapital, and it inspired me that most of the top entrepreneurs in
Norway do not come from wealth. I believe that the system, especially institutions
like BI, doesn’t want too many entrepreneurs. The system earns more money if
there are fewer entrepreneurs. We are thought to not think like that and to not do

like this.
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Appendix 4.6: Interview Subject 6

How was your financial situation at the start of your entrepreneurial career.
How were you able to start your business (economically), and what has been the
biggest challenge in starting and maintaining a firm?

I had clients from my previous work before I created my own firm, that kept
income rolling in. In addition, I had saved up money from my previous work that
I put into my firm as start-up capital. My biggest challenge was employing a
secretary and implementing data equipment to get started. So I really didn’t face

any challenges about me starting an entrepreneurial career.

If you got loans or financial aid from the market, what type of finances did you
receive, and how did you go about to get them?

No, only saved up money.

Liquidity constraints are of special interest to the thesis. Do you believe that if
you had been more liquid, you would have started your entrepreneurial career
easier, or at an earlier point in life?

I would not have started before. It was circumstantial. I wanted to move from
Oslo back home, and to be able to work within the field that I am specialized in, I

had to create my own firm.

What were your biggest risks starting out, and how have you faced them
throughout your career?

That I had to quit and create my own firm. There weren’t that many risks to be
honest, only those mentioned. Of course, it is risky starting on your own, but
when you are lucky enough that clients follow you, those risks are more or less

eliminated.

How much did you earn in your last job, what do you earn now? Did you care
about the expected wage when becoming an entrepreneur versus remaining a
wage worker? What were you’re non-pecuniary reasons for becoming an

entrepreneur?
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In the first year, I made less than I made in my previous job. However, after that
the pieces fell into place, and I started earning more on my own than as a wage
worker. As already stated, the main reason was to move back home. If I had
stayed in Oslo, I would most likely have become a partner in the firm I worked

for.

What characteristics do you possess, that made you believe you would succeed?
[ understand and are good at communicating with my clients, in addition to having

a hard work ethic.

How did the financial crisis affect you? Especially in relation to access and
maintenance of credit.

I wasn’t affected at all. Income was the same and so was firm growth.

Were you ever afraid of the economic consequences if you go bankrupt?

No

How many employees did you start with?

In the very beginning I had one secretary that worked part-time, and at the most |
had 3 full-time employees.

How long after you started the firm did it really take off?

I made much more after 1 year than as a waged employee, but I feel that it took
off from the start and had exponential growth the first 8 years. From that on it

stabilized.

Do you use professional accountants (Firms under 5 mill in revenues)?

I used two different accountants.

How many hours do you averagely work a day?

Approximately 10 hours each day, or 60 hours or more per week.

If you had the chance to start your career over again, what would you do

differently?

93



GRA 19502

I wouldn’t have done anything different, except maybe studied something else,

haha.

What would you say are the top three skills needed to be a successful
entrepreneur?
I only know for my profession, and in my profession you need to be good in
written Norwegian, you need to be very good when it comes to interpreting the
law and communicating it, but most importantly, you need to be willing and have

the ability to work hard and work long hours.

Appendix 4.7: Interview Subject 7

How was your financial situation at the start of your entrepreneurial career.
How were you able to start your business (economically), and what has been the
biggest challenge in starting and maintaining a firm?

I’m coming from a system where I have been working for years with a good
salary, so this was my security in terms of financial aid. This put me in a place
where I could resign in my current job at the time, and start my own business
Liquidity was my biggest challenge since you need to pay your employees and
your own wages. Thankfully, there weren’t any employees, only me and my

partner, therefore, it worked out very well.

If you got loans or financial aid from the market, what type of finances did you
receive, and how did you go about to get them?
We didn’t get any financial aid from financial institutions. We saved up and put

that in the company. We applied liquidity whenever we needed it.

Liquidity constraints are of special interest to the thesis. Do you believe that if
you had been more liquid, you would have started your entrepreneurial career
easier, or at an earlier point in life?

No, I wouldn’t because it didn’t rely solely on monetary reasons, but the personal

situation I was in when I started. I was in a point in life where family and living
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situation was of little concern. In addition, professional network is important for

this line of work, and it was big enough at the time I started.

What were your biggest risks starting out, and how have you faced them
throughout your career?
The biggest risk was to get a high enough turnover to be able to live off from this

business and to have a big enough portfolio of clients.

How much did you earn in your last job, what do you earn now? Did you care
about the expected wage when becoming an entrepreneur versus remaining a
wage worker? What were you’re non-pecuniary reasons for becoming an
entrepreneur?

I made approximately the same, a bit more being on my own. However, the
biggest pro of being your own boss is the flexibility, both in terms of working
hours and who you want to take on as clients and not having the free rider

problem of other employees.

What characteristics do you possess, that made you believe you would succeed?
I am well liked, I think, and highly educated. In addition, I have a lot of

experience, and my network, of course was important.

How did the financial crisis affect you? Especially in relation to access and
maintenance of credit.

We didn’t really experience the financial crisis, due to the fact that we didn’t have
debt from external financing institutions. We did however notice that our network
of clients didn’t expand, and since I work as a property manager, our clients did
experience some difficulty with borrowing from financial institutions, but nothing

really affected us. If we were affected it was only to a very small degree.
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