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SMEsSMEs in EUin EU--19, 200319, 2003

Source: Quoted in Observatory of European SMEs Report No 8, 2003, p.9
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SME: USA SME: USA vsvs EUEU

Source: Quoted in Observatory of European SMEs Report No 8, 2003, p.12
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SMEsSMEs Potential (UK)Potential (UK)

Plan to grow, over the next 3-5 years: 58%

Less than 50% have a business plan

Only 20% of SMEs have a human resources strategy

The figure, about UK companies have any interactions with 
universities, is generally put at less than 20%

Very weak: higher level skills & best practice promotion 
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HighHigh--level Skillslevel Skills
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SMEsSMEs StrengthsStrengths

TOP 3 CAPABILITIES
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WeaknessesWeaknesses

T hree  low est capabilities
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Unlocking the growth potential of Unlocking the growth potential of SMEsSMEs

Especially the smallest firms, suffer from “the SME entrepreneurs' limited ability 
to diagnose effectively their own competence needs or their limited contact 
with relevant sources of competence.”

Observatory of European SMEs (2003, Report No 8, p. 6)

“The difficulties of acquiring external competence are higher in small than 
in large enterprises. The smaller scale limits the individual enterprise's 
absorptive capacity'”

Observatory report (2003, No 1, p.26)

“SMEs particularly affected by skill problems … have more difficulties to identify 
… relevant sources of competencies and name more frequently a lack of 
public support for these activities”. 

Observatory of European SMEs (2003, Report No 1, p. 33
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Absorptive CapacityAbsorptive Capacity

The ability to identify the right knowledge and the right RTD performers which involves 
articulating the firms’ needs, identify the relevant sources of knowledge, assess the quality 
of this knowledge etc.

The ability to organise the outside knowledge acquisition, ranging from setting-up and 
rolling-out the knowledge transfer project, dealing with Intellectual Property Rights etc. 

The ability to assimilate the outside knowledge within its organisation, which is about 
acquiring the ability to make appropriate and relevant distinctions of the key issues and the 
key solutions of the transferred knowledge

The ability to fuse the absorbed knowledge into the pre-existing internal knowledge, 
managing its diffusion to the relevant people and departments of the firm

The ability to exploit the absorbed knowledge, i.e. the ability to transform the incoming 
knowledge into new products, services or processes and gain commercial gains
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Intermediaries ObjectivesIntermediaries Objectives
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Intermediary RolesIntermediary Roles

User Needs Bridging Activity Supply side
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The ExerciseThe Exercise

Split in Groups 

Each group chooses a rapporteur to report back to the plenary

Group 1: Enhance The Absorptive Capacity of Regional SME

i. What are the causes of low absorptive capacity of SMEs? 

Fishbone diagram

ii. What is the role of coaching in increasing the absorptive capacity of SMEs?

Group 2: Interactive Learning In The Region 

iii. What are the causes of low interactive learning among different economic stakeholders in 
a region? 

Fishbone diagram

What can an effective coaching can do for improving these relationships?
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The Fishbone ExerciseThe Fishbone Exercise

Example of Fishbone Diagram for Problem: 
Limited use of Quality Tools in NPD 
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