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Appendix A: Literature Review for the Exemplary Services Portfolio (Part 1)
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Mechanisms of Organizational Sponsorship

Impact
Bufferin Bridgin Boostin .
g gng g Acceleration**
Ye- Peer Sample Unit of c .
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strategies ecosystem
. . Technology .
Lall, Bowl I t B kill - Mentorship fi . . A to co- . A t
all, Bowles & 2013 No 5 mpac usiness ski {raining and entorship from . o ding ccess to co Network of partners and customers  Media exposure Access to
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Appendix A: Literature Review for the Exemplary Services Portfolio (Part 2)

Mechanisms of Organizational Sponsorship
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Appendix A: Literature Review for the Exemplary Services Portfolio (Part 3)

Mechanisms of Organizational Sponsorship
Buffering Bridging Boosting
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Note. The literature review is based on a selection of relevant sources for each category. Mostly non-peer-reviewed sources had do be consulted for "social incubators and accelerators" and partly for
"conventional accelerators" due to the scarcity of published research. The coding process was as follows: In the selected sources, all mentions of activities and services by incubators and accelerators were
identified and then grouped in order to find the most prevalent (exemplary) services. These services were, in turn, matched to the three mechanisms of the extended organizational sponsorship framework based
on Flynn (1993a; 1993b), Amezcua et al. (2013) and summarized by Breivik-Meyer (2020). Thereby, an exemplary services portfolio for incubators and accelerators was compiled.

* The "prominence" refers to the (rounded) percentage of mentions within that category, i.e., if six out of seven sources in the "conventional incubators" category mention "coworking space", then its prominence
equals 90% (0,85). Sources which contained different types of organizational sponsors [i.e., "social incubators" and "social accelerators" in Bruno & Casasnovas (2013)] were counted as separate sources for
calculating the prominence in that category.

** The mechanism of "impact acceleration" is only listed for "social incubators and accelerators" because the corresponding activities were never mentioned in the sources on "conventional incubators" and
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Appendix B: Interview Guide

Part 1 — Introduction

1.1 What is your name and your role in your start-up?

1.2 What products or services does your start-up offer?

1.3 Which societal or environmental challenges is your start-up trying to solve?
1.4 When was your start-up founded, and what is its development stage?

1.5 How has your start-up been financed so far?

1.6 How many employees does your start-up have?

Part 2 — Perceived support needs by the start-up

2.1 What was your motivation for joining the Impact Factory?
Follow-up: Did you consider joining an alternative program? Why?

2.2 What were the main challenges of your start-up before the program?

2.3 What challenges do you face today, after the program?

2.4 Have you participated in any other support program? Why?

Part 3 — Benefits and services offered by the Impact Factory

3.1 How did the Impact Factory support you and your organization?

3.2 Based on 3.1, how valuable have the following benefits or services been for you?

3.2 (adapted for Fellows): How valuable are the following benefits or services in general?

Entrepreneurial and managerial training
Mentoring

Coworking space

Seed Funding

Access to external networks

Visibility & validation

Access to external funding

Peer networking

Milestones and progress tracking
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3.3 Could the incubator have offered any additional services or resources?

3.4 Are there benefits or services offered by the incubator you have not used?

Part 4 — Evaluation of the support provided by the Impact Factory
4.1 How important was the incubator to the success of your start-up?
4.2 Has the participation in the incubator also led to disadvantages for your start-up?

4.3 Do you consider the support needs of social start-ups to be different? How?
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