
Industrial Marketing Management 106 (2022) 256–266

Available online 9 September 2022
0019-8501/© 2022 The Authors. Published by Elsevier Inc. This is an open access article under the CC BY license (http://creativecommons.org/licenses/by/4.0/).

Resuming business operations after a Hiatus: The case of 
reappearing relationships 

León Poblete a,*, Virpi Havila a, Helén Anderson b, Mikael Gidhagen a, Christopher John Medlin c 

a Uppsala University, Department of Business Studies, Sweden 
b Linnaeus University, School of Business and Economics, Sweden 
c University of Adelaide, Adelaide Business School, Australia   

A R T I C L E  I N F O   

Keywords: 
Business closure 
Hiatus 
Resuming business 
Reappearing relationships 
Business network dynamics 
Re-noding 

A B S T R A C T   

Although previous studies have focused on companies that for some reason cease business operations, and on the 
ending of business relationships, less is known about once ceased business operations that are resumed at a later 
stage, embedded in the same or similar business network structures. Especially, there is little research on situ
ations where prior relationships reappear in the process of resuming business operations. To fill this gap, the 
purpose of this paper is to elaborate on resuming of business operations after a hiatus, a certain period of 
“business inactivity”, and particularly on business network dynamics that can be influenced by reappearing prior 
relationships during the process of resuming business operations. Based on a single case study within the context 
of mining industry in Sweden, we add to the literature on business network dynamics by showing that resuming 
business operations implicates re-noding of a business network, involving both reappearing relationships as well 
as new relationships. Furthermore, our study operationalizes the concept of hiatus, showing that when resuming 
business operations, prior counterparts can act as gatekeepers, promoters, and facilitators that may hinder or 
support the resuming process.   

1. Introduction 

The interdependent business world is incessantly influenced by 
events that to a lesser or higher extent affect business operations and 
business network dynamics (e.g., Ahuja, Soda, & Zaheer, 2012; Guercini 
& Runfola, 2015; Kaartemo, Coviello, & Nummela, 2020). For the most 
part such events mean just another aspect of pursuing ‘business as 
usual’, reflecting evolutionary adaptive processes (Medlin & Törnroos, 
2014). But occasionally, critical events occur which cause major 
disruption to not only single business relationships, but also to business 
networks (Halinen, Salmi, & Havila, 1999). 

Prior research has often either discussed business network dynamics 
from an evolutionary perspective (e.g., Ahuja et al., 2012; Kaartemo 
et al., 2020), or, focused separately either on network formation (e.g., 
Aaboen, Dubois, & Lind, 2013; Laari-Salmela, Mainela, & Puhakka, 
2019; Möller, 2010), or network dissolution (e.g., Alajoutsijärvi, Möller, 
& Tähtinen, 2000; Battiston, Gatti, Gallegati, Greenwald, & Stiglitz, 
2007). Our study represents an examination of a less studied type of 
business network dynamics, namely resuming of business operations 
after a hiatus, a certain period of “business inactivity”. This perspective 

calls for a focus on both ending and reactivation of business relation
ships. As Hurmelinna (2018: 113) points out: “literature is relatively silent 
on those situations where the actors' paths cross again after a past exit”. More 
recently, Poblete and Bengtson (2020a) recognized also the need to 
explore the influence of the ending and subsequent reactivating of 
business relationships on connected business relationships. 

A cessation in business operations can be caused by company- 
external events, such as a pandemic or geopoliticial hostilities, but 
also by company-internal strategic decisions. For example, severe 
financial distress can force a company to file for a bankruptcy, and thus a 
cessation of business operations (e.g., Hertzel, Li, Officer, & Rodgers, 
2008). Another example is the relocating of manufacturing, that also 
may involve the ceasing of business operations (e.g., Ashby, 2016). In 
both situations, the ongoing business operations are interrupted, causing 
radical change in the business network. The hiatus in business opera
tions may be short or long term, but however finite a business operations 
cessation may seem, that does not need to be the end of it – even if the 
company per se disappears from the scene or even ceases to exist. For 
example, the bankruptcy estate of a closed-down company may be ac
quired by another company deciding to continue business operations (e. 
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g., Eckbo & Thorburn, 2009; Wadell & Åberg, 2021); or a company that 
once moved its business operations abroad may decide to relocate 
manufacturing back to the previously abandoned location, hence re- 
entering the market (e.g., Martínez-Mora & Merino, 2020). In both sit
uations, prior relationship counterparts to a company, such as customers 
and suppliers, may reappear during the process of resuming business 
operations, but their stakes and importance (cf. Mitchell, Agle, & Wood, 
1997) may have changed. Therefore, the purpose of this paper is to 
elaborate on resuming of business operations after a hiatus, particularly 
on business network dynamics that can be influenced by reappearing 
prior relationships during the process of resuming business operations. 
We explore this with the help of the following two research questions: 

RQ 1. How does a hiatus affect the process of resuming business 
operations? 

RQ 2. How does the reappearance of prior counterparts influence the 
process of resuming business operations? 

We have conducted an exploratory case study within the context of 
Swedish mining industry that illustrates the process of resuming of 
business operations after a longer hiatus. The case considers an iron ore 
mine that was re-opened by a new owner after a 20-year long hiatus of 
business operations, in which some of the prior counterparts reappeared 
during the resuming process. We conceptualize resuming business op
erations as a process involving a cessation of business operations, fol
lowed by a hiatus before business operations are resumed at a later 
stage. In this way, our research aims to contribute to the discussion on 
business network dynamics by especially focusing on how reappearing 
relationships affect the resuming of business operations. 

Our results show that not even a 20-year long break is enough to 
wipe out the once operational business network, as parts of the business 
network regain momentum by reappearing counterparts during the 
process of resuming business operations. In line with previous research 
on business network dynamics (e.g., Ahuja et al., 2012; Guercini & 
Runfola, 2015; Halinen et al., 1999; Kaartemo et al., 2020; Medlin & 
Törnroos, 2014), we propose that the resuming of business after a hiatus 
– the period following the cessation of a company's business operations – 
is a fundamental yet neglected aspect of business network dynamics. 
There is a need for providing insights into this underexplored area. Our 
empirical case and theorizing also suggests that resuming business op
erations involves re-noding of a business network, including both 
reappearing relationships as well as new relationships. 

This paper is structured as follows: the next section discusses the 
matter of hiatus in a company's business operations and presents pre
vious research on the resuming of business operations. Section three 
describes the method used to gather and analyse the empirical material 
for this study. Section four presents the case narrative, leading to section 
five, which presents and discusses the theoretical insights on resuming 
business operations after a hiatus. The paper ends with conclusions, and 

suggestions for future research. 

2. Theoretical background 

A company's business operations are continuously exposed to events 
and actions that may cause change due to the interconnectivity of 
business relationships (Anderson, Håkansson, & Johanson, 1994; 
Håkansson & Snehota, 1995; Holmen & Pedersen, 2003; Ritter, 2000). 
Some may even lead to business closure (e.g., Tomaney, Pike, & Corn
ford, 1999). In the case of business closure, the business relationships 
with the company's suppliers as well as with customers are ended in a 
process where “links, ties and bonds are broken, disconnecting the 
former parties from each other” (Halinen & Tähtinen, 2002: 166). 
Hence, all the former business relationships are ended and fade away (e. 
g., Holmlund & Hobbs, 2009; Pressey & Mathews, 2003; Ritter & 
Geersbro, 2011). This is illustrated in Fig. 1, where the business network 
once connected to a company (Fig. 1.a) starts to fade away when the 
company has disappeared from the scene (Fig. 1.b). 

However, previous studies have acknowledged that after having 
been ended, business relationships may go into a dormancy, for later on 
being reactivated (Batonda & Perry, 2003; Hadjikhani, 1996; Polonsky, 
Gupta, Beldona, & Hyman, 2010). Such a relationship reactivation can 
take place if business operations are resumed (Fig. 1.c), assuming prior 
but dormant relationships are available for reactivation. This entails that 
the ending of a relationship infer a temporary dormancy during the 
hiatus in business operations. Thus, we conceptualize resuming business 
operations as a process involving the ending of business relationships, 
followed by a hiatus during which the prior relationships are dormant, 
until business operations are resumed and some of the prior relation
ships are reactivated. 

2.1. Hiatus in business operations 

A hiatus in business operations may originate in a company's stra
tegic reorientation of its operations. For example, company-internal 
decisions to offshore manufacturing, and then, after some time, relo
cate manufacturing back to the home country (Ashby, 2016) creates a 
hiatus. Alternatively, a hiatus may originate from financial problems 
that force a company to file for a reorganisation or a bankruptcy (Eckbo 
& Thorburn, 2009). During any reorganisation process, the company's 
operations may be put on hold. By comparison, in a bankruptcy, all 
business operations are stopped, most often immediately when the 
company files for the bankruptcy, and are on hold until the bankruptcy 
estate is sold as a going concern or in piecemeal (Eckbo & Thorburn, 
2009). Thereafter, if a new owner decides to resume the bankrupt 
company's business operations, its former business relationship coun
terparts may reappear. However, in almost all cases, as depicted in 

Fig. 1. The process of resuming business operations.  
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Fig. 1.c, not all prior relationships are reactivated when a company re
sumes its business operations. For instance, not all suppliers and cus
tomers may be willing to reactivate the business relationship with a new 
owner company (Anderson et al., 1994; Poblete & Bengtson, 2020b). 

Company reorganisation and bankruptcy are only two examples of 
events that may cause a hiatus in business operations. Another example 
relates to a company-internal decisions to offshore manufacturing, and 
then, after some time, relocate manufacturing back to the home country 
(Ashby, 2016). 

2.2. Resuming business operations 

The resuming of business operations, either by the same company, or 
by a new owner, may be an unproblematic issue if the hiatus in business 
operations has been short, and the previous relationship counterparts 
are still open for and interested in resuming business operations. Such 
decisions and subsequent activities can be described with concepts 
starting with the prefix “re”, such as reactivating, reacquiring, recon
necting, and re-entering, to name a few. All these concepts have an 
implicit meaning which entails that there has been a temporary cessa
tion in joint business operations, a hiatus, before the “re-[form]” of 
business relationships can take place. On the other hand, as Fig. 1.c il
lustrates, not all counterparts may reappear when business is resumed. 
Furthermore, some prior counterparts may, due to interconnectedness of 
relationships, hinder or support (Ritter, 2000) the process of resuming 
business operations, and thus, influence the reconstruction of the busi
ness network. 

2.2.1. Reappearing counterparts hindering the process of resuming business 
operations 

Previous research has shown that specific adaptations in, for 
instance, manufacturing processes vis-à-vis a prior counterpart may 
become less relevant if technological changes have taken place in the 
business network in which the prior counterpart is embedded (Chou & 
Zolkiewski, 2012). Hence, any previous strength in a relationship has 
become superseded. Also, changes in legal aspects during the hiatus can 
influence whether a prior relationship is possible to reactivate or not 
(Bengtson, Åberg, & Havila, 2018). Furthermore, key employees pre
viously employed by the prior counterparts may have left the com
panies, which means that memories of the past business, such as special 
knowledge of products and manufacturing processes, may be gone. This 
indicates that the length of a hiatus may influence the process of 
resuming business operations if the previous business network has 
changed so much that prior counterparts are no longer available, rele
vant, or even interested in reactivating the relationship. Some prior 
counterparts can even act as gatekeepers (Webster Jr. & Wind, 1972) 
that may hinder the entire process of resuming business operations. For 
instance, Boari and Riboldazzi (2014) highlight that an actor can be 
selective when granting another actor access to the network it is 
embedded in. In this way, a prior counterpart may even prolong the 
hiatus, or actively hinder the resuming of business operations. 

2.2.2. Reappearing counterparts supporting the process of resuming 
business operations 

Previous research has shown that individuals and their prior inter
personal relationships can play an important role as carriers of memories 
of and experience from past business relationships, providing that these 
individuals continue to work for the respective companies (Poblete & 
Bengtson, 2020a; Walter, Levin, & Murnighan, 2015; Westphal, Boivie, 
& Ming Chng, 2006; Wilson, 1995). Furthermore, while Levin, Walter, 
and Murnighan (2011a, 2011b) show that reactivating prior interper
sonal relationships can be a useful source of new knowledge and novel 
insights, Westphal et al. (2006) argue that company executives may 
reconnect with top key individuals as a strategy for managing resource 
dependency and uncertainty. Hence, interpersonal relationships can be 
favourable and have enabling influence when a prior counterpart 

considers a possible reactivation of a dormant relationship. 
Previous research has also shown that sales professionals can play an 

important role when reacquiring prior business customers (Leach & Liu, 
2014; Liu, Leach, & Chugh, 2015). Leach and Liu (2014) highlight that 
specific reacquisition strategies are needed that may involve using 
interpersonal skills (e.g., sales executives' communication skills and 
attitude) for delivering win-back offers, such as price discounts, com
pensations, reimbursements, increased product customization to the 
business customer. Liu et al. (2015), in turn, show that the capability to 
renegotiate with the defected customer (e.g., apology and listening) is 
important when reacquiring prior business customers. Hence, interper
sonal relationships based on a professional role may have a facilitating 
influence on a counterpart's decision of a reactivation of the relation
ship. Especially if the prior cooperation was based on over time 
increasing level of commitment and trust (Morgan & Hunt, 1994). Also, 
Bernini, Du, and Love (2016) pinpoint that prior commitment may have 
a facilitating influence when business operations are resumed in 
connection to re-entering a market after a previous exit and a hiatus in 
business operations. 

2.3. Implications of resuming business operations on the prior business 
network 

As illustrated in Fig. 1, business operations are embedded in a 
broader context of interconnected relationships that change over time 
(1.a, 1.b and 1.c in Fig. 1), leading to business network dynamics (e.g., 
Ahuja et al., 2012; Guercini & Runfola, 2015; Kaartemo et al., 2020). 
The figure also illustrates two types of radical changes (Halinen et al., 
1999) that have taken place in the network: one actor that has dis
appeared from the business network (Fig. 1.b), and a new actor that has 
appeared (Fig. 1.c). 

The resuming of business operations may be influenced not only by 
the resuming company's internal procedures and activities, but also by 
the potentially reappearing relationship counterparts, formed by a 
shared history of complex prior interactions (Batonda & Perry, 2003; 
Hurmelinna, 2018; Poblete & Bengtson, 2020a; Polonsky et al., 2010). 
As highlighted by Batonda and Perry (2003), prior relationships are 
dormant resources that could allow for more effective interaction – 
relative to developing a new relationship – as there is no need for sub
stantial relationship development activities. Furthermore, each reap
pearing counterpart can bring new skills and new contacts developed 
during the hiatus. For example, the prior counterparts may have 
established new relationships with others that entail a change of the 
importance of their position in the network. Also, their importance and 
legitimacy as a business counterpart may have increased or decreased 
(cf. Mitchell et al., 1997). Hence, the process of resuming of business 
operations involves new and different types of business network dy
namics compared to the dynamics relating to the initiating of business 
operations and relationships. This will be discussed further after pre
senting the case study where a 20-year long hiatus entailed that 
resuming business operations was not a clear-cut issue. 

3. Method 

Due to the complexity in studying the process of resuming of business 
operations after a hiatus, a single exploratory case study research design 
(e.g., Gummesson, 2005; Yin, 2009) was deemed appropriate, since this 
approach is most suitable when little is known about a complex phe
nomenon. A single exploratory case study approach provided an op
portunity for a depth of analysis (Yin, 2009), and the understanding of 
complex associations between a phenomenon and the surrounding 
context over time (Halinen & Törnroos, 2005); aspects relevant in 
furthering our understanding of the situation when once ceased business 
operations are resumed. 
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3.1. The case 

The case considers a Swedish iron ore mine, which was closed in 
1992. Before the closure, the Mining Company, located in the small 
Mining Village, had been operational for more than 400 years, with 
stand-stills in operations of only a few years during its long history. At 
the time of the closure, there was overproduction of iron ore world-wide, 
and a decreasing demand that resulted in low market prices. Therefore, 
the owner, a partly state-owned company, did not see any long-term 
profitability in continuing with the mine. When a mine is closed in 
Sweden, the ownership of the mine below ground is always moved over 
to the State. Thus, the State takes over the responsibility for the pit and/ 
or shafts, and for maintaining a fence around the site. Governmental 
regulations, in the Mineral Act, also include regulations regarding the 
documentation of every mine to be closed. According to the Mineral Act, 
a closing company is responsible for leaving all documentation con
cerning the mine to a governmental organization, called the Geological 
Survey of Sweden who, in turn, is responsible for collecting and keeping 
track of all information regarding mines in Sweden, such as the mining 
maps and information of all production over the years. Thus, the plans of 
shafts, drives and ore body analysis is always well-documented when a 
mine is closed. 

Out of the Mining Company's estate in the Mining Village, the local 
municipality acquired the above ground facilities, such as the old mining 
office, industry buildings and employee housing facilities, for the pur
chase price of one Swedish crown. The municipality also took over the 
responsibility for the mining waste that was deposited in the vicinity of 
the mine, as well as the park area around the shaft. The Mining Com
pany, in turn, agreed that it would restore the landscape around the 
mine, including selling or destroying all the machines above ground, but 
would leave old machinery, with little resale value, below ground. All of 
this meant that people living close to the mine could continue to use the 
surroundings of the mine as a recreation area, as had always been the 
case. 

The closure meant that not only the Mining Company, but also the 
whole business network connected to the mining business faded away. 
The case has its starting point when the first plans for a possible 
reopening of the mine began to form in 2005, and ends when the New 
Mining Company is officially re-opened in 2012. Thus, this case presents 
an interesting setting in which to explore the process of resuming of 
business operations after a hiatus, and particularly the type of business 
network dynamics that has received less attention in research. 

3.2. Data collection 

Data for the case study was collected by two of the authors using 
semi-structured interviews, and archival material. An interview guide 
was developed based on literature on business closures (e.g., Tomaney 
et al., 1999), business relationship ending (e.g., Holmlund & Hobbs, 
2009; Pressey & Mathews, 2003; Ritter & Geersbro, 2011), dormant 
business relationships (Hadjikhani, 1996; Havila & Wilkinson, 2002), 
and starting of business relationships (e.g., Edvardsson, Holmlund, & 
Strandvik, 2008). Hence, the interview guide was structured around 
three themes: actors and activities involved during the closure; the hi
atus in business operations; and actors and activities involved in the 
resuming of business operations. As mining business is regulated by law, 
secondary data such as official archival material was accessible for 
study. Also, other type of archival material was used to complement the 
interviews, such as official company information, press releases and 
articles published in public media. 

In total, 17 interviews were conducted (see Table 1). All interviews 
but two were carried out face-to-face, recorded, and transcribed. As a 
first step, two consecutive interviews were conducted with one of the 
founders of the New Mining Company (the entrepreneur in the case), 
who also acted as the CEO during the start-up phase. Interviews were 
also conducted with a managing director as well as with two subsequent 

CEOs of the company. Furthermore, two non-management employees 
were interviewed, both of whom had a long experience of the mining site 
and its operations. Two interviews were made with customers, and four 
with three different suppliers. To provide a comprehensive description 
of the resuming of mining operations and the actors and activities 
involved, three interviews were made with key representatives of the 
local municipality, one of which happened to be the former HR-manager 
of the Mining Company. Additionally, to offer an overarching market 
perspective to the reopening of the mine, a mining industry expert was 
interviewed. 

Using multiple interviews and secondary sources (Yin, 2009) 
contributed to the triangulation of the empirical material, captured 
other dimensions of the phenomenon, and enhanced the credibility of 
the results (Golafshani, 2003). 

3.3. Data analysis 

Following a qualitative approach for theory development (Bizzi & 
Langley, 2012; Langley, Smallman, Tsoukas, & Van de Ven, 2013; Pet
tigrew, 1997; Van de Ven, 1992), the two authors who collected the data 
for the case started the process by reading the interview transcripts, field 
notes, and secondary data without making any early assumptions. Then, 
a case narrative strategy was applied to write descriptions of the 
empirical material (Langley, 1999; Van de Ven, 1992), illustrating how 
the resuming of mining business operations unfolded. The initial case 
narrative was developed by one of the authors involved in the data 
collection, and then discussed and further developed together with the 
other author that participated in collecting the empirical data. 

Table 1 
Interviews.  

New mining company 

Entrepreneur and CEO 2005–2006 Personal interviews 3rd September 
2010 and 6th June 2012 

Managing Director 2008–2012 
Personal interview 7th November 
2011 

CEO 2008–2012 Personal interview 7th June 2012 

CEO 2013–2015 
Personal interview 23rd October 
2014 

Administrator, daughter of the former HR- 
manager of the Mining Company 

Personal interview 23rd October 
2014 

Gardener Personal interview 24th February 
2014  

Customers 

Head of iron ore procurement, Steel Mill A 
Telephone interview 13th May 
2016 

Director of procurement, Steel Mill B Personal interview 19th December 
2016  

Suppliers 

CEO, Logistics Company Personal interview 7th December 
2015 

CEO, Haulage Company 
Personal interview 7th December 
2015 

Strategist, Swedish Transport Administration Personal interview 31st March 2016 
Deputy Director Market and Planning, 

Swedish Transport Administration 
Telephone interview 15th April 
2016  

Local municipality 

Municipal Chief Executive 
Personal interview 19th January 
2012 

Mayor Personal interview 29th May 2012 
Former HR-manager of the Mining Company 

and local resident 
Personal interview 24th February 
2014  

Industry expert  

Managing director, business development Personal interview 5th February 
2014  
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The case narrative was organized into four main themes, based on 
activities during the process of resuming business: (1) Applying for 
exploration permit, exploitation concession, and environmental license, 
(2) Building up the mining business, (3) Dealing with suppliers and sub- 
contractors, and (4) Searching for potential customers. Thereafter, all of 
the authors independently analysed the case narrative, and discussed the 
analysis from a business network dynamics perspective. Frequent 
meetings were held among all of the authors, which fostered a greater in- 
depth, and critical, understanding of the phenomenon under scrutiny. 

The first step of our preliminary analysis suggested that after a 
cessation of business operations, and a period of “business inactivity”, 
some – but not all – of the prior counterparts reappeared during the 
process of resuming business operations, although not always in the 
same types of roles. Based on our preliminary results, we analysed the 
case narrative using the concepts of hiatus, resuming, and reappearing 
counterparts using the rationality of process research (Langley et al., 
2013; Pettigrew, 1997; Van de Ven, 1992). 

When addressing the first research question (How does a hiatus 
affect the process of resuming business operations?), the concept of hi
atus proved to be important, as we investigated the period following the 
cessation of the company's business operations. Subsequently, while 
addressing the second research question (How does the reappearance of 
prior counterparts influence the process of resuming business opera
tions?), our thematic coding (Campbell, Quincy, Osserman, & Pedersen, 
2013; Miles, Huberman, & Saldana, 2014) disclosed three distinct types 
of counterpart roles in the process of resuming business operations after 
a hiatus, namely: Gatekeepers, Promoters, and Facilitators. Based on the 
elaborated framework, we conducted an additional analysis of the single 
case study that resulted in five propositions considering the process of 
resuming business operations. 

In line with suggestions of case-based research in industrial mar
keting (Beverland & Lindgreen, 2010; Piekkari, Plakoyiannaki, & Welch, 
2010), we conducted multiple interviews and collected secondary ma
terial, which helped develop rich insights and provided the basis for 
exploring theoretical issues regarding business network dynamics. 

4. The case of the reopening of a mine 

In the beginning of 2005 an entrepreneur, with a PhD in geology and 
a professional background in mining, was looking for an interesting 
project. In April 2005, during a visit to his former workplace, the 
Geological Survey of Sweden, one of his former colleagues suggested 
that he should have a look at a particular mine, closed since well over a 
decade, as “there are still large reserves of iron ore”. As the entrepreneur 
was aware of the increased global demand and the rising price of iron 
ore, especially due to the fast development of the Chinese economy, he 
could see the potential and found interest in the closed mine. Soon after 
the meeting with his former colleague, he contacted the Mining 
Inspectorate of Sweden, a separate decision-making body within the 
Geological Survey of Sweden. The entrepreneur gained access to all the 
old maps and a copy of the final report that the former owner of the mine 
had submitted. From these documents, he could confirm that there was 
extractable iron ore for many more years of mining. 

Soon thereafter, he had lunch with an old friend, a financier and 
business angel, and discussed this business opportunity. During the 
lunch, they made a first calculation on the feasibility of reopening of the 
mine. What their calculations showed was that, based on the increasing 
demand of iron ore and increasing iron ore prices, it would be profitable 
to reopen the mine. A fundamental advantage was that vital infra
structure was in place, such as a railway line connecting the mine to the 
main railway network and to a regional port with appropriate loading 
and storage potential. A critical first step, though, was mine dewatering, 
that is, pumping out water from the mine and restoring the shafts. 
Further, the electricity and ventilation systems needed to be restored. 
But what their calculations showed was that all this would be possible 
and worthwhile, thanks to the increasing demand of iron ore. Therefore, 

the decision made was: “LET'S GO!”. 

4.1. Applying for exploration permit, exploitation concession, and 
environmental license 

The first step when planning to start mining is to apply for an 
exploration permit from the Mining Inspectorate of Sweden. The permit 
gives the sole right to survey the mining potential, and the right to any 
deposits found. The application, which the entrepreneur saw as the birth 
of the project, was handed in already in May 2005. The same day, the 
entrepreneur and the financier were invited to present the new project to 
the Municipal Executive Committee. After the presentation, they felt 
that they had the executive committee's “unreserved support for the 
reopening of the mine”. 

In July 2005, the Mining Inspectorate of Sweden granted the 
exploration permit, which also allowed access to all documents of the 
old mine in the Mining Inspectorate's archives – and given the long 
history of the mine, the archival material was rich. This meant that the 
entrepreneur and the financier could now proceed to working on an 
exploitation concession, regulated in the Mineral Act, and issued by the 
Mining Inspectorate of Sweden. The exploitation concession would give 
the company the right to start mining, given that the entrepreneur and 
the financier also applied for and were granted an environmental license 
for the venture. 

Therefore, the entrepreneur spent the rest of the summer of 2005 
researching all the old documentation that could be of help when 
applying for the exploitation concession and environmental license. He 
soon found out that some of the documentation, considering about 30 
years of mining operations, was missing. When the mine was closed, the 
missing documentation had by mistake been moved over to the former 
owner's main company archives. Ten years after the closure of the mine, 
the company had destroyed the misplaced documents, following the 
regulations regarding for how long documents are to be saved in com
pany archives. As the entrepreneur expressed it: “This meant that unique 
information, worth several millions [Swedish crowns] disappeared”. How
ever, he located some old maps and managerial working reports 
covering some of the missing information in the attic of the old mining 
office, specifying iron ore quality and quantity according to past drilling 
tests conducted at different depths across the whole site. And by chance, 
in a former chicken coop on the premises, he located a store of forgotten 
drill cores from several different locations and depths of the very mining 
site. These drill cores were not documented in available records, but had 
been labelled with information about the specific drill sites and the dates 
of drilling. The maps, reports, and drill cores were invaluable in estab
lishing the extent of the ore body. After having analysed all the material, 
the entrepreneur and the financier could see that their first estimate was 
correct; there was enough iron ore left for justifying exploration – and 
the iron ore prices had continued to increase since then. 

Hence, in September 2005 they founded and registered a new com
pany, the New Mining Company. The next step was to initiate the pro
cess of raising capital for the project, with financiers coming from “the 
triple F: family, friends, and fools”, as the entrepreneur expressed it. Later, 
during the autumn of 2005, other investors showed interest in financing 
the project. With the first financing in place, the new company could 
start the extensive preparation work that was needed for the application 
of an exploitation concession. 

During 2005 and 2006, the entrepreneur presented the reopening 
project on repeated occasions, at several different types of events. For 
instance, people living close to the old mine who would be influenced by 
a reopening of the mine had the opportunity to express their views on 
possible problems at an open hearing, organized by the New Mining 
Company. Overall, the project gained strong support from the entire 
county, as the entrepreneur expressed it: “…everybody wanted to see this 
get rolling and, so to speak, paved the way”. Hence, in December 2006, 
only a few weeks after filing the application, the Chief Mining Inspector 
issued the exploitation concession for the coming 25 years. Both the 
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County Administrative Board and the municipality had approved the 
application – without any comments or request for any more 
information. 

Next, the company needed the environmental license before 
commencing mining operations. To get that kind of license a company 
needs to show that the planned business activities will not be violating 
what is stated in the Swedish Environmental Code covering the legis
lation regarding environmental issues. As the entrepreneur knew from 
his previous experience from mining business that extensive documen
tation is needed for the application, he engaged people he knew from the 
past who were experts in dealing with environmental questions. One 
aspect that needed to be documented was the actual situation regarding 
wildlife and plants in and close to the mining area, and how these would 
be affected by a restart of mining. One consequence of these consider
ations was that an otter warning sign had to be posted close to the mine, 
as droppings of otter were found upon investigation by representatives 
of the County Administrative Board. 

Other aspects that needed careful documentation were possible 
problems with dust from the mining operations, and how vibrations 
from blasting would affect the environment. Furthermore, the docu
mentation needed to include a description of how the ore would be 
transported from the mining site to the port. At the end of the year 2006, 
the application for the environmental license, that covered four binders, 
was handed in to the Swedish Environmental Court. Finally, the decision 
from the Environmental Court came in 2008 – with no complaints or 
reservations. 

4.2. Building up the mining business 

In February 2008, the New Mining Company bought all the land and 
facilities around the mine from the municipality. What was included in 
the sales were land, workshops and other facilities, and around 65 rental 
apartments. The local municipality remained as owners of five listed 
buildings of historical and cultural value that were located at the mining 
site. Before restarting the mining activities, several investment projects 
needed to be carried out, involving many sub-suppliers. First, the New 
Mining Company employed a group of professionals whose role was to 
build up an operational mining business with around 100 employees. In 
the first round, the company advertised for 30 mine workers, and 
received 900 applications. One reason was that the mine was well- 
known among all within the mining industry. 

The professionals overseeing employment were keen to employ 
people who had knowledge of the former Mining Company's operations, 
but many years had passed and only a handful individuals was found 
who retained memories of the past. In the end, five mining workers out 
of the about 100 employees of the New Mining Company had worked for 
the former mining company. Another challenge was that other com
panies were looking for experienced mine workers at the time, so 
competition for skilled labour was fierce. Therefore, the company 
needed to set up training programs as many of the new employees lacked 
previous experience from working in a mine specifically. 

The existing infrastructure also needed to be up-dated, both below 
ground and above ground. The first two tasks were to pump water from 
the mine and clear out the old equipment that was left underground. 
After six months, in 2009, the rebuilding could start. This included the 
installation of a whole new ventilation system, including new heat 
sources and fans. Furthermore, a new lift system was installed, and new 
ramps for mining trucks were built. Historically, crushing had been done 
underground (at around 600 m' level), but this time the decision was to 
move the crushing facility above ground. One reason for this was new 
regulations regarding working environment and workplace safety. This 
decision resulted, however, in more inconvenience to those living 
nearby, compared to the conditions during the previous mining opera
tions. Those who remembered how it had been before complained about 
it, as expressed by one of the villagers: “… what is different is […] the noise 
and dust, as the crushing machine is not below ground”. Also, substantial 

investments were needed above ground to adapt to a modern type of 
mining. This included building of a new plant for crushing and sorting of 
the ore into smaller fractions for onward transport. Other investments 
included the rebuilding of the railway line at the mining premises, ter
minals for loading of the ore, and installing security fences around the 
mining area. The fences were not appreciated by the villagers, as this 
meant that “their 20-year-old walking path with a dog is suddenly blocked”. 
In the end, not so much of the old infrastructure could be used for the 
mining operations. As the entrepreneur expressed it:”It was actually 
about building a new mine on the old mine. […] There was not much of the 
old that we could really reuse.” 

When the mining operations were resumed, additional challenges 
appeared and new problems arose. Therefore, the New Mining Company 
employed a new CEO with a solid background in iron ore mining, with 
specific experience of dealing with these kinds of issues. On the evening 
of his first day at work, being far away from home, he visited the local 
pub. Some old men, spending their evening at the pub, directly under
stood that the unknown person was the new CEO and started to talk to 
him and tell stories from the ‘good old days’. From their point of view, 
they also explained what the problems with the current mining opera
tions were, and provided suggestions on how to solve them. 

Some months later, after having spent a lot of money on consultants, 
the CEO realized that the advice he had got from the old miners was the 
same as the consultants were suggesting. So, his conclusion was that “… 
you should take old knowledge seriously, I mean, people who have worked 
here […] they were not stupid just because they did not have the same mi
crochips and semiconductors. They were just as intelligent and knew just as 
much about mining and iron ore. […] I thought that was quite funny. So, it's 
actually an important thing when you start up […] you should sit in the local 
pub and listen to what the locals say.” The New Mining Company managed 
to attract new shareholders to invest in their venture, and finally, the 
number of shareholders was almost 8000 – and many of them were 
small-scale investors, with some type of local connection to the old mine. 

4.3. Dealing with suppliers and sub-contractors 

During the around 20 years that had passed since closing the facility, 
mining industry had undergone considerable technological develop
ment in how mining operations are done. For example, earlier most of 
the activities were made in-house, everything from mining operations to 
restaurants and cleaning. During the 1990s, the large outsourcing trend 
also influenced the mining business which meant that more or less 
everything that was not core business was outsourced. The New Mining 
Company followed this trend and negotiated with subcontractors that 
could take care of different parts of the mining operations and related 
activities. 

During the first months of operations, an underground contractor 
company was in charge of the actual mining. Later on, the New Mining 
Company decided to take over some parts of the underground opera
tions, employing mine workers and buying new underground equip
ment, such as drilling and loading machines from another supplier than 
the one used by the former mining company. Most of the other under
ground operations were outsourced, such as to shift working electricians 
employed by a large nation-wide company. In this way, the New Mining 
Company did not need to have its own electrical department. The 
transportation of iron ore from below ground was outsourced to a local 
haulage company, with 14 trucks and around 100 employees working 
with ore transports at the time of the reopening. This family-owned 
haulage company had also for decades been contracted by the former 
mining company. The fact that there was a railway line from the mine 
directly to the relatively nearby port had a major influence on the de
cision to reopen the mine. Without the existing infrastructure in the form 
of the railway line and the port, it would have been difficult to reopen 
the mine. Also previously used for shipping iron ore in the past, the port 
was still active although for other types of contractors. However, the 
railway line was only used now and then for some special transports, and 
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had therefore not been maintained during the past 20 years. Swedish 
Transport Administration, the governmental body responsible for the 
national railway network, had even started to plan for a shutdown of 
that part of the line. 

As early as in 2006, representatives from the Swedish Transport 
Administration were invited to the office of the New Mining Company to 
discuss the condition and future of the railway line. One of the repre
sentatives remembers that it was so dusty in the old office, and that the 
CEO together with some colleagues “were using old newspapers for wiping 
the dust off the table and chairs”. Later on, after several discussions, the 
Swedish Transport Administration, the municipality and the New Min
ing Company agreed on co-financing the refurbishment of the railway 
line. One reason why the municipality decided to participate in the 
project was that the port was owned mostly by the municipality, and 
regional politicians saw the importance in increasing the use of the port. 

For the New Mining Company, the agreement meant that the com
pany would finance the work of the part of the railway line that was 
within the company's premises. All of the railroad cars that were to be 
used for the transportation of the iron ore to the port were owned by the 
New Mining Company, but a railroad logistics company was contracted 
for supplying engines and for executing the transport. The port, in turn, 
would supply facilities for storing the iron ore, according to an agree
ment between the Municipal Executive Committee and the New Mining 
Company. The agreement also included the loading onto ore boats. 
Finally, the last part of transportation was made by ore boats to foreign 
ports, mainly in continental Europe, where the customers would take 
charge of the last part of transporting. 

4.4. Searching for potential customers 

Early in the process, during the summer of 2006, the entrepreneur 
visited steelworks in the United Kingdom and Germany that had earlier 
bought iron ore from the former mining company. The goal was to get a 
first feeling of whether the steelworks would be interested in buying iron 
ore from the mine again. As so many years had passed, most of the key 
individuals at the former customer companies had been replaced. 
Nevertheless, there were still a couple of furnace managers and other 
technicians at these companies who could recall that they had been 
involved in handling the niche quality iron ore from this particular mine. 
They knew exactly what the product was and how it could complement 
the iron ore they bought from competitors. When visiting one of the 
former customers, the entrepreneur realized that the customer had kept 
and saved product specification records, including every single delivery 
note from the 1940s and onwards, in about a metre's width of binders. 

The general impression after having been in contact with several of 
the former customers, was that there was a genuine interest in buying 
the iron ore, and that it would be an easy operation for the former 
customers to start using the New Mining Company's iron ore again in 
their production processes. As one of the former customers expressed it: 
“What triggered the interest was that we knew this iron ore. We knew its 
specificities and we knew exactly how we could run and calibrate our blast 
furnaces partly using this ore.” Another reason seemed to be that the 
former customers were keen to open up for the possibility of being less 
dependent on one or few other suppliers of iron ore. Hence, the 
knowledge and records of iron ore quality and mineral content that the 
former customers had saved meant that no transition process of pro
duction would be needed. In 2009, the first iron ore samples were sent to 
potential customers and by the end of that year, letters of intent were 
signed with a number of these. Finally, in 2012, twenty years after the 
end of prior operations, the mine was officially reopened. 

5. Discussion 

In response to recent calls on to look beyond the initial exit and post- 
exit activities (Hurmelinna, 2018; Poblete & Bengtson, 2020b), this 
paper elaborates on resuming business operations after a hiatus, 

particularly on how the reappearance of prior counterparts influences 
the process of resuming business. We have drawn upon insights from the 
business network research (Anderson et al., 1994; Håkansson & Sne
hota, 1995; Holmen & Pedersen, 2003), and especially from earlier 
research on business network dynamics (Ahuja et al., 2012; Guercini & 
Runfola, 2015; Halinen et al., 1999; Kaartemo et al., 2020; Medlin & 
Törnroos, 2014), to contribute to the discussion on a new and different 
type of business network dynamics previously studied. 

The results of our case study reveal that despite the long hiatus in 
business operations, some of the prior counterparts reappeared when the 
new owner started to resume the business operations. However, not all 
reappeared due to considerable changes in the way of doing business, as 
well as changes in technology in the entire industry. This in consistent 
with Chou and Zolkiewski (2012) as prior specific adaptations may 
become less relevant when technological changes have taken place in 
the business network the companies are embedded in. Our findings 
disclose that there were mining activities conducted in-house previous 
to the closure, but when resuming business, these were outsourced to 
different sub-contractors that had not been involved before the hiatus. 
Also, new regulations regarding working environment and workplace 
safety implied that, for instance, the crushing work was moved from 
below ground to above ground. In this regard, during the twenty-year 
break, different change processes, both adaptive (Medlin & Törnroos, 
2014) and radical (Halinen et al., 1999), had transformed the business 
landscape, and resulted in a need of new type of counterparts. These 
research results lead to our first proposition: 

Proposition 1. During a hiatus in business operations, the business 
landscape may go through considerable changes so that the former 
counterparts are no longer relevant when resuming business operations. 

On the other hand, as business operations were resumed within the 
same line of industry, some counterparts in the business landscape 
reappeared. Next, we discuss the reappearing of prior counterparts 
during the different phases of the process of resuming business 
operations. 

5.1. Gatekeepers hindering the beginning of the process of resuming 
business operations 

Our results propose that some industry-specific counterparts reap
peared in the beginning of the resuming process, and functioned as 
gatekeepers (Webster Jr. & Wind, 1972). The new owners had to follow 
the rules and regulations set by these counterparts (see Table 2). This 
can be compared to Ritter's (2000: 319) discussion on the interconnec
tedness of relationships, which entails that one relationship may influ
ence another by “hindering” the existence of the other relationship. 
Further, in line with Boari and Riboldazzi (2014), the reappearing 
counterparts acting as gatekeepers in our case study could have 

Table 2 
Types of roles of reappearing counterparts during the process of resuming 
business operations.  

Time in the 
process 

Types of 
counterpart roles 

Examples from the case of the iron ore 
mine 

Beginning of the 
process 

Gatekeepers  • Industry-specific governmental 
regulatory bodies  

• Local municipality owning land and 
facilities 

Promoters  • Former Customer companies  
• Railway line (owned by the State)  
• Port (owned mostly by the 

municipality) 
During the entire 

process 
Facilitators  • Former employees and their 

families  
• Retired mining workers as investors 

and shareholders  
• Former Suppliers  
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hindered the resuming of business operations, and thus stalled or halted 
the new actor entering in the business network. As Boari and Riboldazzi 
(2014) argue, gatekeepers can be seen as a specific kind of brokers that 
can affect the type of exchanges which may or may not occur with other 
parties in the business network. However, the gatekeepers in our study – 
the industry-specific governmental regulatory bodies and the local 
municipality – were supportive during the beginning of the process of 
resuming business operations. This only, however, providing that the 
new actor (i.e., the New Mining Company) that wanted to enter the focal 
business network, had presented feasible plans, and provided docu
mentation showing that they had the capacity to start mining. This is 
also consistent with the discussion in McGrath and O'Toole (2021) 
regarding the need of network capability when a new actor enters a 
market, as well as factors that may inhibit the development of network 
capability (McGrath & O'Toole, 2013). These research results lead to our 
second proposition: 

Proposition 2. Reappearing counterparts can act as gatekeepers that 
may hinder the beginning of the process of resuming business 
operations. 

5.2. Promoters supporting the starting process of resuming business 
operations 

While some counterparts reappearing in the beginning of the 
resuming process acted as gatekeepers with the power to hinder the 
start, other prior counterparts acted as promoters, supporting the 
beginning of the process of resuming business operations. As our case 
study disclose, former customers, and different counterparts involved in 
transporting the ore from the mine to customers abroad were prior 
counterparts that had a critical and supportive role for the resuming of 
the business operations. Our findings reveal that these prior customers 
not only had kept records of deliveries and the ore quality but also had 
extensive knowledge of the product and how it could be used effectively. 
Furthermore, as our results show, there were still individuals at these 
companies with memories of past business activities, implying that the 
former customers would be able to immediately start using the iron ore 
with only minor – and known adaptations needed in their production 
processes. This is in line with findings in Havila and Wilkinson (2002) 
who point out that “relationship energy”, in the form of social bonds, can 
be transferred from previously ended business relationships, and, hence, 
provides an opportunity and help when reactivating a relationship. 

Our case study show that prior counterparts involved in transporting 
the ore (primarily the state-owned Swedish Transport Administration, 
responsible for the railway line from the mining site to the port and the 
port, of which the local municipality had the main responsibility) were 
deemed by the New Mining Company's representatives as one of the 
main motivations for starting the resuming process. Hence, in line with 
Ritter (2000: 319), reappearing counterparts can be seen as promoters 
(see Table 2) of the entrance of new actors in the business network. 
Based in the above, we posit the following: 

Proposition 3. Reappearing counterparts, with knowledge of prior 
business operations, can act as promoters in the beginning of the process 
of resuming business operations. 

5.3. Facilitators during the entire process of resuming business operations 

Facilitators may support co-operation during the entire process of 
resuming business operations. This can be compared to the discussion on 
starting and development of inter-firm relationships in Batonda and 
Perry (2003) when the two counterparts plan future activities. Our 
findings reveal that when the New Mining Company started to plan for 
the resuming of the mining operations, it became obvious that the in
fluence of the memories and/or experience of the previous business 
operations of previous employees should not be neglected. On the one 
hand, given that 20 years had passed, during which mining technology 

and regulations had undergone considerable change, little of these 
memories and experiences could be used when resuming business op
erations. On the other hand, according to Westphal et al. (2006), com
pany managers may reconnect with key individuals as a strategy for 
managing resource dependency and uncertainty. In our case study, 
several former employees and their families, as well as former mining 
workers reappeared in a new role, namely as investors and shareholders 
in the New Mining Company. 

Furthermore, business relationships were reactivated (Poblete & 
Bengtson, 2020b) with some of the former mining company's previously 
contracted logistics companies. Also, these reappeared in new types of 
roles due to the changes in how mining operations were contemporarily 
conducted. Our results disclose that as most of these companies were 
local companies with extensive knowledge of the past mining activities 
among their employees and owners, they could provide important in
formation to the New Mining Company. Consistent with Levin et al. 
(2011b), reconnecting former relationships can be a useful source of 
new knowledge and novel insights. This type of reappearing counter
parts can be seen as facilitators during the entire process of resuming 
business operations, as they can positively influence the resuming of 
business operations (see Table 2). Therefore, we posit the following 
proposition: 

Proposition 4. Reappearing counterparts can act as facilitators during the 
entire process of resuming business operations. 

5.4. New type of business network dynamics 

As previous studies have shown (e.g., Batonda & Perry, 2003; 
Poblete & Bengtson, 2020a), reactivating relationships with prior 
counterparts may allow a more efficient use of resources – relative to 
developing a relationship from scratch – because it permits avoiding 
substantial relationship development activities. Hence, prior relation
ships can be seen as dormant resources (Batonda & Perry, 2003). 
However, as our case study illustrates, the business network in which the 
relationships are embedded is created by combining reactivated re
lationships and entirely new relationships. In this network development 
process, prior counterparts take on new types of roles based on the 
importance, power and legitimacy of their stakes in the process of 
resuming business operations (cf. Mitchell et al., 1997). 

However, earlier research on business network dynamics has given 
little attention to how a period of “business inactivity”, that is, a hiatus, 
may influence network dynamics. Our study shows that when studying 
business network dynamics, and especially network formation (e.g., 
Aaboen et al., 2013; Laari-Salmela et al., 2019; Möller, 2010), it is 
important to consider the influence of the reappearing counterparts that 
may act as gatekeepers hindering the beginning of the process, as pro
moters supporting the beginning of the process, or as facilitators sup
porting the entire process of resuming business operations. As our results 
indicate, reappearing counterparts may have the power to make op
portunities available, or to deny access, although such effects may not 
always be evident. Furthermore, during the hiatus, the former coun
terparts continue their business activities through other relationships. 
This may mean that, for example, the former suppliers develop their way 
of doing business with other customers. Also, the former customers 
continue their businesses with other business counterparts during the 
hiatus. These research results lead to the following proposition: 

Proposition 5. During a hiatus in business operations, the former coun
terparts are likely to have gained new type of knowledge that can influence the 
formation of the business network when resuming business operations. 

5.4.1. Re-noding in business networks 
The results of our study suggest that the process of resuming business 

operations involves initiating relationships with both new and prior 
counterparts. We refer to this as re-noding, an activity needed to 
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reconstruct the business network, based on the resuming business as the 
node that returns. In the process of resuming business operations, re- 
noding is grounded in the fact that not all relationships start from 
scratch, but instead from some set of previously attained common ex
periences, such as social bonds developed within prior business re
lationships (Poblete & Bengtson, 2020a; Westphal et al., 2006). 
Furthermore, during re-noding, resources, such as products, production 
facilities, relevant knowledge, experiences and specific skills can be used 
again, especially when firms recognise relationships with former coun
terparts as potential resources (Polonsky et al., 2010). But, as our case 
study shows, during the re-noding, not only the new counterparts, but 
also the prior counterparts bring new knowledge to the business network 
that is developed. Although previous studies have shown that network 
reconstruction promotes the upgrading of innovation capabilities (Chen, 
Wang, & Zhu, 2022), the aspects of re-noding and its consequences for 
network reconstruction when resuming business operations represent an 
area of research that fills a void in the existing business network dy
namics literature. 

6. Conclusion 

The purpose of this paper was to elaborate on the resuming of 
business operations after a hiatus, particularly on business network 
dynamics that can be influenced by reappearing prior relationships 
during the process of resuming business operations. We particularly 
explored two interconnected research questions: (1) how does a hiatus 
influence the process of resuming business operations? and (2) how does 
the reappearance of prior counterparts influence the process of resuming 
business operations? The results of our study add to the literature on 
business network dynamics (e.g., Ahuja et al., 2012; Guercini & Runfola, 
2015; Halinen et al., 1999; Medlin & Törnroos, 2014) by showing that 
resuming business operations necessitates the re-noding of a business 
network, involving both reappearing relationships as well as new 
relationships. 

Moreover, our study operationalises the concept of hiatus, showing 
that when resuming business operations, the prior counterparts may act 
as gatekeepers, promoters, and facilitators that may hinder or support 
the resuming process. Five propositions were developed from our find
ings concerning the new type of business network dynamics. As our 
results revealed, in spite of an extended hiatus in business operations, 
some of the prior counterparts reappeared during the resuming process. 
This illustrates and suggests the importance of addressing hiatus as a 
particular characteristic of business network dynamics. In line with 
previous research (e.g., Batonda & Perry, 2003; Hurmelinna, 2018; 
Poblete & Bengtson, 2020b; Polonsky et al., 2010), our findings suggest 
that the resuming of business operations may be influenced not only by 
the resuming company's internal procedures and activities, but also by 
the potentially reappearing counterparts formed by a shared history of 
complex prior interactions. 

Our results also demonstrate that reappearing counterparts may act 
as gatekeepers that hinder valuable business activities among partners in 
the network, such as the resuming of business operations. Previous 
studies have acknowledged the central role of brokers to mediate the 
flow of knowledge and information between actors in the network 
(Boari & Riboldazzi, 2014). Hence, it is important to understand reap
pearing counterparts that can influence the resuming process of business 
operations after a hiatus. We have also argued that re-noding represents 
a different type of business network dynamics that has not been 
acknowledged in previous studies. Thus, existing research ignores the 
association between re-noding and resuming business operations. 

6.1. Theoretical implications 

With this article we propose a conceptual framework for how prior 
relationships influence the resuming of business operations after a hia
tus, explored and exemplified within the context of a Swedish iron ore 

mine, closed in 1992 and officially re-opened in 2012. Thus, our study 
furthers theoretical insights into the process of resuming business op
erations as a function of a novel type of business network dynamics. 
Prior research has acknowledged that a key dimension in business 
network dynamics is time (e.g., Ahuja et al., 2012). In our study, time is 
also a key dimension, but it includes the time in between ongoing, then 
ceased business operations, and the resuming of business operations. 
This “time in between” we label a hiatus. During the hiatus, individuals' 
“memories of the past ties may dilute” (ibid.: 441), and if a longer time 
has passed, most of the individuals of the past may be gone. This was the 
situation in our case study where the former company was closed for 
thirteen years before the beginning of the process of resuming business. 

Further, in line with earlier research on reconnections of social re
lationships between individuals (Levin et al., 2011a; Westphal et al., 
2006), our study shows that some key individuals may be considered as 
important carriers of memories of the past business operations, but due 
to a longer hiatus, the reconnections are not at the individual-to- 
individual level. Rather, the individuals appear in a new counterpart 
role, such as investors. Hence, the reappearing counterparts are in a 
relationship that is individual-to-company, in this way supporting the 
resuming process. Another theoretical implication is that during the 
process of resuming business operations, prior counterparts, sometimes 
in new roles, were involved in re-noding of the business network. 

As our findings propose, without some of the prior counterparts, such 
as the customers and the still existing infrastructure for transporting the 
product to the customers, the entire process of resuming mining oper
ations would not have been initiated. Moreover, other reappearing 
counterparts, such as suppliers, acted as facilitators during the entire 
process of resuming business operations. Through understanding and 
analysing the effects of reappearing counterparts on the resuming of 
business operations after a hiatus, more specific strategies may be 
formulated to manage interactions, relationships, and positions in net
works. Hence, we add to the discussion on a new type of business 
network dynamics where business operations and business relationships 
are not started from scratch, but as a function of previously existing 
business operations, the hiatus, and whatever reappearing relationships 
there may be. 

6.2. Managerial implications 

As our study show, the New Mining Company would not likely have 
succeeded with resuming mining operations without the reappearing of 
prior relationship counterparts. Therefore, it is advisable in an early 
stage to investigate where and how remains of previous business oper
ations can be found, recovered and reemployed for, in and during the 
process of resuming business. Further, from a managerial and funders' 
perspective it seems to be of utmost importance to find out what roles 
the different counterparts once had and are likely to assume after a hi
atus. Our findings also show that some actions of the process are more 
critical than others, from which it follows that possibly influential 
relationship counterparts (reappearing or entirely new) need to be 
identified in the early stages of the process of resuming business oper
ations. Finally, given what is known from research in business networks, 
business relationships are considered resourceful investments and do 
come at a price. So, somewhere in the resuming process it may be 
advisable to attend the costs of reactivating previous relationships 
compared to the costs of investing in entirely new relationships. 

6.3. Limitations and directions for future research 

The interpretation of the results of the study should be undertaken in 
light of certain limitations. First, the study is based on fieldwork and 
interviews with informants from organizations in the iron ore mining 
industry, all based in Sweden. However, the strength of studying a 
particular case is the opportunity to explore theoretical issues in deep. 
Second, earlier studies focusing on companies returning to former 
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customers (Leach & Liu, 2014; Liu et al., 2015), former suppliers (Chou 
& Zolkiewski, 2012), and re-entering markets after a prior exit (Bernini 
et al., 2016), acknowledge that there is a period of time in between the 
exit and the returning. However, they do not consider the effects of the 
length of the hiatus. We suggest that future studies should pay greater 
attention to this, especially as the process of resuming business opera
tions might vary across industries, and thus vary considering the influ
ence on business network dynamics. Future research should also further 
explore the matter of re-noding, as an activity needed to reconstruct the 
business network. 
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